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Split Level. 

• Two-tier loadbed. 

• More standard horsepower than Ford F250 4x4. 

• More standard payload than Ford F250 4x4. 

• Best standard gas mileage of any full-size, 3Mon 4x4* 
*K2500 4x4 with standard 4.3 Liter V6 and 5-speed 
manual transmission EPA est MPG city 16. highway 20 



Chevrolet and the Chevrolet emblem are registered trademarks 
and Chevy is a trademark of the GM Corp © 1<j©1 GM Corp 
-All Rights Reserved Let s get it together bugklq up 

Chevy K2500 4x4. Two-tier loading lets you carry tools in the cargo box and 
supplies on top. Just put 2x6s in the built-in notches to make a second load platform. 

Chevy's higher payload rating can handle it. Whatever your business, 
Chevy's %-ton has the power, payload and towing for the job. 
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'In today's economy any edge in efficiency 
is money in the bank." 

"To be competitive in this marketplace, you 
have to cut operating costs without cutting 
service. Our customers are cost-conscious, so 
we have to manage our business better" George 
and Patricia Morrell own and operate one of Atlanta's 
largest landscape maintenance firms. They have owned 
Isuzu trucks since 1985. 

"After the first two or three Isuzu trucks we were 
hooked. Our mechanics told us 
these trucks were simply built better 
Our Chevrolets are about the same 
age and they're literally falling apart. I-® 

USB READER SERVICE #66 

With Isuzu trucks we've had no major problems. 
The mileage is twice what we were getting 

with other trucks. And the employees aren't tearing 
them up. They're solid, quality trucks. The difference 

in initial cost is paid back ten times over during their life. 
"No matter what the competition does, we feel that 

as long as we keep buying Isuzu trucks and manag-
ing our people well, we'll continue to grow" 

To find out where you can 
get the Isuzu Truck edge, 
call (800) 255-2550. ~ 

Works for the Morrells. 
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Editor's Focus 
IF THE SEVENTIES were considered the 
service decade and the eighties the quality 
decade, what designation will be hung on 
the nineties? 

Originality, according to Mike Vance, 
keynote speaker at the American Society 
of Landscape Architects annual meeting. 

Things that get built and sold wont be 
based on budgets, sales predictions and 
the like, but on old-fashioned originality, 
Vance said. Business consolidation, a slow 
economy and increased competition are 
elements everyone must deal with; so the 
firm with the most creativity is bound to 
come out ahead. 

In most cases, original thoughts and 
ideas are strictly contained within a speci-
fic company. But on a different level, var-
ious segments of the green industry have 
banded together to instill a fresh outlook 
on this still-growing marketplace. 

No longer content to wait in the wings 
and let their surroundings control their 
fate, a contingent of landscape contractors, 
nurserymen, grounds managers, landscape 
architects and others have formed a new 
inter-industry union prophetically called 
the New Alliance. 

Initiated by the ASLA, the plan is to 
bring the entire green industry together 
for the purposes of increasing communica-
tions and developing national standards 
among various green industry segments. 
Their mission: What can they do to help 
the industry provide better goods and ser-
vices as a whole? 

On the surface, the plan sounds fairly 
simple. These groups are all part of the 
same industry, their products and services 
all interrelate and profitability is the main 
goal of each individual service area. So 
what makes the alliance distinguishable? 

Until now, most individuals holding dif-
ferent responsibilities within the landscape 
puzzle concentrated mainly on the ser-
vices which brought them revenue — which 
means they probably didn't give too much 
thought as to how other service areas link-
ed with their own. 

But if the new Alliance catches hold — 
as it has already shown it has the force to 
— it will open a new era of cooperation 
in the green industry. 

The group has held several meetings in 
conjunction with industry trade shows, 
and the response has been phenomenal. 
More than 1,200 attended the New Al-
liance meeting hosted by the American 
Association of Nurserymen last summer 
in Orlando. 

Subtle changes such as landscape con-

tractors and landscape architects visiting 
nurseries to view plant material, and 
growers developing better communications 
with distributors are areas which can and 
should improve. 

Although a significant harbinger of the 
times, the New Alliance does not stand 
alone in its efforts. Progress can also be 
seen in other areas such as the coopera-
tive growth experienced this year in the 
specialty pesticide industry. The Profes-
sional Lawn Care Association of America 
and Capitol Line, the Responsible Indus-
try for a Sound Environment and the Co-
alition for a Sensible Pesticide Policy have 
all shown how industry controversies can 
be handled in a positive and proactive 
manner. 

The industry has gone through a much-
needed catharsis of sorts this year. When 
the subject of cooperation was first broached 
by LLM one year ago, not all industry 
representatives seemed receptive to the 
idea of combining efforts which at the 
time fell under each individual group's 
domain. 

This year, the emphasis has shifted. 
Whether the impetus is increased govern-
mental legislation, the poor economy or 
just intuition, it doesn't matter. What's im-
portant is that economies of scale, 
strength in numbers or plain old business 
smarts are beginning to cross real or im-
agined boundaries. Hats off to those who 
made this new direction take hold and to 
those who will strive to keep it going. 

This month's special report, "Com-
posting in the '90s," is another clear sign 
of the industry's need to pull together. 
Let us know what you think. — Cindy 
Code • 
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BRIGHT IDEAS FOR 
THE GREEN INDUSTRY 

M FocalPoint 
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THE GREEN INDUSTRY CATALOG 
FROM FOCAL POINT 

32 pages packed with all-new color brochures, 

advertising services, newsletter programs, greeting 

cards, and dozens of other business-building 

tools. Don't print anything until you've seen this! 
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Call for your free 
color catalog today 

1 - 8 0 0 - 5 2 5 - 6 9 9 9 
Booths 1009-1011 at the GIE 

FocalPoint 
C O M M U N I C A T I O N S 
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Business Watch 
IF THE AMERICAN PUBLIC is any 
judge of economic health, then current 
recessionary conditions are not likely to 
improve soon. According to the Consumer 
Confidence Index, a survey of 5,000 U.S. 
households, consumers are wary about the 
future (see chart). The monthly index, 
compiled by the Conference Board, fell 
for the third consecutive month in Sep-
tember to 72.7, down from 76.2 in August. 
The Conference Board also found that 
consumers are pessimistic on the business 
outlook. Nearly 40 percent rated the busi-
ness climate as bad, and only 11 percent 
rated it as good. Better news comes from 
the National Association of Realtors. New 
home sales increased 6.7 percent in August 
to 540,000 homes. Housing starts also 
continued to improve at a slow, but steady 
rate. National figures reached 1.07 million 
in August, up 0.6 percent from July. Sales 
of existing homes, however, declined to 
3.25 million in August. Retail sales in 
September increased 0.7 percent, the sin-
gle largest monthly gain for the year. 

CONSUMER PRICE INDEX* 
JUNE 
+0.2 

JULY 
+0.2 

AUG 
+0.2 

SEPT. 
+0.4 

'Percent change from preceding month. 

RETAIL SALES* 
JUNE 
-0.1 

JULY 
+0.4 

AUG 
-0.6 

SEPT. 
+0.7 

*Percent change from preceding month. 

CONSUMER CONFIDENCE 
Index (1985=100) 

(Source: The Wall Street Journal) 

EXISTING HOME SALES 
(Thousands of homes, seasonally adjusted.) 
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(Source: National Association of Realtors) (Source: National Association of Realtors) 

REGIONAL REPORT: TEXAS 
THERE'S SOME GOOD news and bad 

news for the Texas landscape market. 
Maintenance accounts are generally up, 

but installation accounts — especially 
in the commercial segment — are down. 

Since the end of the Gulf War, residential construction has 
gradually returned to its former growth rate. But commercial con-
struction remains sluggish. 

Otis Hawkins, owner of Hawkins Nursery and Landscape Co., 
Dallas, said that this slowdown in commercial construction has 
forced increased competition in the residential landscape sector. 

"There is not enough business to absorb the plant material 
that's being grown today," Hawkins said. "Inventory is high on 
certain items. Prices are still far too cheap compared to where 
they need to be. It has kind of become a cutthroat business." 

Hawkins firm has three divisions: wholesale growers, whole-
sale/retail yard and commercial landscape contracting. To remain 
competitive, Hawkins is "doing the same thing others are doing" 
— running specials on overstocked items and intensifying efforts. 

Many areas of Texas are still grappling with a contentious, oil-
based economy. According to Matt Wells, service manager for 
Lawn Doctor of Midland-Odessa, the local economy is oil-de-
pendent, and the outlook is "not good." Wells contends that busi-

ness has slowed since 1985 when the price of oil dropped 
dramatically. Now, the company offers discounts and relies on 
advertising to attract new customers. 

Eric Keesen, vice president of Allen Keesen Landscape in San 
Antonio, said that the local economy has been fairly stagnant for 
several years. "We think every year it's going to get better." 

Keesen added that he has seen a slight increase in new con-
struction lately, but "nothing yet to get too excited about." 

The weather hasn't helped the San Antonio area either; the 
summer of'91 was unseasonably hot and rainy, he said. Worse, 
forecasts call for a severe winter. 

On a more positive note, Keesen said, maintenance projects 
have increased steadily each year. 

Maintenance projects are also up for Minor's Inc., Forth Worth. 
"For our segment, it's not too bad. There's not too much 

building going on, but we don't do much installation," said David 
Minor, president and CEO. 

Dallas/Forth Worth recently was named the second most 
desirable place to do business in America (Atlanta was number 
one) by a survey of CEOs in Fortune magazine. 

As for Minor's Inc.: "We're always looking ahead. We had an 
outstanding year in'91, and we're cautiously optimistic that we 
can continue our good fortune." m 
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News in Brief 

ACCIDENTAL DEATHS 
DUE TO PESTICIDE 
POISONING 
On average, there are only 10 deaths 
per year from accidental or 
occupational exposure to pesticides, 
compared to over 17,00Q>deaths from 
handguns. 

Identifying Real Risk vs. Hypothetical Risk 
AMERICANS WANT assurances that everything they eat and everything that happens in 
their environment, whether near or far, is safe. 

But the question isn't really whether it's safe or not, since few things in life can really 
be safe. The question should be, is it safe enough, according to Dr. C. Everett Koop, 
former U.S. Surgeon General speaking at the 
1991 Pesticides in Perspective Media Forum 
held recently in Indianapolis. 

Sponsored by DowElanco, Indianapolis, the 
forum brought together 45 leading print and 
broadcast journalists whose audiences total 25 
million people. 

"As in all other public health questions, we 
need a better understanding of real risk and 
hypothetical risk. The risk, for example, of 
you being killed by an automobile is much 
greater than any hypothetical risk of a pesti-
cide," Koop said. "Your chances of being kill-
ed by a car are 1 in 6,000. By focusing on 
hypothetical risk like a pesticide, not only do 
people find their anxiety levels elevated, but it 
affects everything else they could be doing 
more readily, more legitimately and with 
greater effect." 

If individuals want to increase their chances 
for good health, Koop suggested the following: 
don't smoke; if you drink alcohol, do it in 
moderation; never drive if you've been drink-
ing; wear your seatbelt, front and back, 
whenever you get in a car; protect your home 
against fire, use a smoke alarm; have a doctor 
check your blood pressure and your choleste-
rol if it hasn't been done in five years; exer-
cise appropriately to your age and your 
physical condition; eat a balanced diet; avoid 
high fat intake, but on the other hand don't 
concentrate on it so much that you become a 
food nut. 

Number of Accidental Deaths Per Year 

Motor Vehicles 51000 

Handguns 

Swimming 

Aspirin 

17,000 

3,000 

Scholastic Football 23 

Pesticides 10 

Source: Notional Center for Health Statistics 

NEWS DIGEST 

Explosion Damages 
Lebanon Plant 
The specific cause of a recent explosion 
and fire at Lebanon Chemical Corp.'s Le-
banon, Pa., fertilizer manufacturing plant 
is still unknown. The blast damaged a sec-
tion of the facility, but no one was hurt. 

Plans to rebuild the ruined facility are 
currently under way. Changes at the site 
will provide even greater production capa-
city to meet customers' product require-
ments, according to Lebanon. 

FIFRA Amendment Bill 
To Be Introduced 
Rep. Charles Rose, D-N.C., is expected to 
introduce a bill amending the Federal In-
secticide, Fungicide and Rodenticide Act 
in the U.S. House of Representatives. 

The bill will likely contain language ad-
dressing a fast-track registration process 
for "safer" pesticides. The bill would also 
allow companies to have exclusive use of 
such new discoveries. 

Improved Disease 
Diagnosis Available 
Immunoassay tests now in relative wide-
spread use agriculturally may also have a 
place in turf management programs. 

Immunoassay tests employ antibodies 
that cause a color change or some other 
measurable reaction in the presence of the 
substance being tested for. These tests are 
quicker, simpler and usually less expen-
sive than lab tests and don't require special 
training to use. 

There are kits that can detect the Phyto-
phtora organism in soil, and others that 
can detect Phytophtora, Pythium, Rhizoc-
tonia and Sclerotinia in a variety of fresh 
plant tissue. 

Legislation Gives 
Boost to Mulching 
Chicago-area yard supply stores said in-
terest in composting has tripled this year, 
according to a report in The Wall Street 
Journal. 

Shutting off public landfills to yard 
waste has put professionals and individuals 
alike in a composting frame of mind. 

The Reading, Mass., public compost 
center drew some 400 car deliveries one 
day last fall, and the University of Mis-
souri Extension has distributed more than 
89,000 "Don't Bag It" pamphlets. 

California Green Industry 
Records New Growth 
California's lawn and garden industry con-
tinued its steady growth, posting sales of 
$4.4 billion during 1990. This represents a 
4 percent increase over the previous year, 
and 21 percent of lawn and garden sales 
nationally, according to the California Asso-
ciation of Nurserymen. 

"This is a resilient industry when you 
consider the adversity we've faced during 
the past few years," said Ralph Klages, 
president of CAN. "We're now in the 
middle of a fifth year of drought and an 
economic recession, yet business con-
tinues to grow." 

The impact of last December's freeze 
which caused significant damage to nursery 

stock did not affect 1990 sales. CAN said 
retail nurseries are benefitting from the 
freeze during 1991 since many California 
homeowners are replacing valuable land-
scape that they lost. 

Ironically, the lingering recession has 
helped keep the state's lawn and garden 
industry in the black. 

Du Pont Modifies 
Benlate Label 
All ornamental uses as well as all dip, 
drench, container and greenhouse uses of 
Du Pbnt's Benlate and Tersan WP (wet-
table powder) fungicides have been deleted 
from their respective product labels in the 
United States. 





PREEMERGENCE 
5 weeks 

EARLY PREEMERGENCE 
2 weeks 

DIMENSION -13 Week Application Window 

Pre-M1 or Team2 - 7 Week Application Window 

Break-through chemistry allows 
pneemergence and postemergence 
crabgrass control. 
New DIMENSION® turf herbicide helps you take your 
busiest season in stride. Break-through chemistry 
makes Dimension the only herbicide on the market with 
both preemergence and postemergence activity. This 
wider application window gives you up to 13 weeks to 
apply Dimension, instead of the normal five to seven.* 

No other herbicide gives you so much flexibility. 
With Dimension, you'll have more time to serve more 
customers — more efficiently. 

Season-long 
crabgrass control with 
one application. 
Advanced chemistry also makes 
Dimension the first turf herbicide to 
allow true season-long control of 
crabgrass. Unlike competitive 
products, Dimension keeps 
working, month after month. So 
you won't have to waste time on 
re-treatments to maintain great-
looking turf. Plus, you'll have 
happier customers and fewer 
call-backs. 

*Based on a single application. "For control of tillered crabgrass, tank mix Dimension with Acclaim1 or MSMA. 



POSTEMERGENCE-PRE-T1LLERED POSTEMERGENCE-TILLERED 
3 weeks 3 weeks 

Spurge Oxalis Low rates, easy handling. 
Dimension does not require you 
to put down as much herbicide 
as you would with other pre-
emergent herbicides. That means 
there's less material to mix. And 
there's no settling in liquid fertilizer. 

You'll also like the fact that 
Dimension is compatible with all 
common herbicides, insecticides 
and fungicides. And, unlike other 
postemergent products, it is not 
affected by temperature at 
application time. In addition, 
Dimension does not stain. D I M E N S I O N 

Turf Herbicide 

Controls more 
than crabgrass. 
Dimension herbicide doesn't 
stop with crabgrass. Its broad-
spectrum activity targets a 
variety of annual grasses and 
broadleaf weeds. This 
control includes foxtail, 
goosegrass, spurge 
and oxalis. 

Easy on turf, 
permits fall overseeding. 
A wide variety of cool- and 
warm-season turfgrasses show 
exceptional tolerance to Dimension. 
When used according to label 
directions, this herbicide does not 
cause injury to turf or a reduction 
in turf quality. You can also overseed 
with confidence three months after 
an application of Dimension. 

* Monsanto 



Join the professionals who 
have stepped up to Dimension 

David Hanus 
Herwald Lawn Care 
Bryan, TX 

"Dimension works very well 
for me on crabgrass, mainly 
because it is flexible. The 
wider window allows us to 
visit a customer in March or 
April with a one-time application and get lasting 
control. Having that flexibility is a big benefit." 

Mike Kowalchuk 
Owner 

Gro-Control Inc. 
Westland, Ml 

"I like Dimension because 
there is no staining and it 
mixes easily. Also, you can 

spray it late in Round 1 and kill any emerged 
crabgrass, while putting a barrier down for the rest." 

Randy Zweifel 
President and Owner 
Lawn Managers 
St. Louis, MO 

"We used Dimension on 
lawns with crabgrass in the 
two- and three-leaf stages 
and were very pleased with the results. The one 
application eliminated the existing plants while 
keeping the new ones from emerging. It's nice to 
have the option of applying a product with both 
preemergent and postemergent activity." 

Ray Sammis 
Technical Manager 

Professional 
Grounds 

Lorton, VA 

"The worst time of the year 
for every LCO is the spring 
burst; trying to get the pre-

emergent down with a very narrow window. 
Dimension doubles that window. It takes you out of 
the push, saves you overtime and saves wear and 
tear on your equipment. It literally takes the pressure 
out of the chemical maintenance program." 

Call Monsanto toll-free 1-800-323-1421 

D I M E N S I O N 
Turf Herbicide 

* Monsanto 

The toughest thing to emerge since crabgrass. 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR DIMENSION TURF HERBICIDE. 

© Monsanto Company 1991 Dimension® is a registered trademark of Monsanto Company. 
PreM is a trademark of LESCO, Incorporated. Team is a trademark of DowElanco. Acclaim is a trademark of Hoechst AG. DMP-1 -257 



The company decided that it didn't make 
good business sense to remain in these 
areas because of small market potential. 

In most cases, alternative products are 
available and the industry shouldn't ex-
perience a significant disruption from the 
decision. Du Pont added there are no fur-
ther plans to make any changes in the 
registered uses of the product. 

The American Association of Nursery-
men and other national grower groups are 
exploring alternative options with pesti-
cide manufacturers and researchers. To 
date, possible alternative fungicides in-
clude Topsin® M (Atochem N.A.), Do-
main- (Grace-Sierra) and Cleary® 3336 
(W.A. Cleary). 

Questions related to the label changes 
can be answered by calling Du Pont at 
800/253-5225. 

RISE Solicits Funds 
For Local Defense 
Since the Supreme Court's summer ruling 
giving municipalities the right to invoke 
restrictions on the use of pesticides, sever-
al cities around the country are consider-
ing such ordinances. 

GREEN NOTES 
The Ohio Lawn Care Association will hold its first annual meeting during the Ohio 
Turfgrass Conference in Cincinnati, Dec. 2-5. A short reception for those atten-
ding the meeting will follow. Members and non-members are encouraged to at-
tend. OLCA was formed in Spring 1991. 

Rupperf Landscape Co. is the recipient of six grand awards from the Landscape 
Contractors Association environmental awards program. All six awards were for 
commercial projects. The LCA represents contractors in the Washington, D.C., 
metro area. 

Greonscape Inc., formerly based in Fayetteville, N.C., moved its corporate head-
quarters to the Metro-Raleigh area. Greenscape employs more than 80 people in 
two branches and provides design-build services in landscape construction, 
maintenance and irrigation throughout the Raleigh and Fayetteville areas. 

Pennington Enterprises Inc. is building a new forest products and soil amendments 
plant near Madison, Ga., for basic ingredient manufacturing, processing and pack-
ing of pine bark nuggets and mulch, Cypress mulch, composted cow manure, peat 
moss, potting soils, play sand and decorative rocks. 

The Missoula (Montana) City Council 
passed a restrictive posting ordinance 
which covers virtually all outdoor pesti-
cide applications including residential proper-
ties, parks, nurseries, rights-of-way, utili-
ties and so on, within town limits. 

While it can't fight all local ordinances, 

the Responsible Industry for a Sound En-
vironment has chosen to take on the city 
of Missoula because it is the first public 
referendum since the Supreme Court rul-
ing, and can be used as a precedent in other 
areas. 

A victory in such a public referendum 

Our zero-turning radius Turf 
Tracker is designed for use on 
residential and small to mid-
size commercial properties. 
Completely maneuverable, it 
allows you to treat in the 
tightest areas and still cover 
up to 40,000 sq. ft. in under 
6V2 minutes. 

FEATURES: 
30 gal. stainless steel tank 
Diaphragm pump 
12' break away boom 
Boom width control 
20 h.p. Kohler 
Full hydrostatic drive 
Flotation type tires 
3 speed ele. spreader 

C&S TURF CARE EQUIPMENT, INC. 
3425 Middlebranch Road N.E. 

Canton, Ohio 44705 
(216) 453-0770 (800) 872-7050 

S S 8 0 3 0 
TURF TRACKER 



will indicate that the public does not want 
these restrictive regulations. A local cam-
paign committee, to which RISE will con-
tribute, has been developed and registered 
in Montana. 

The committee has retained a local 
campaign agency, Sage Public Relations, 
to design and implement the effort. The 
campaign will cost $20,000 to $30,000 and 
will be funded with local, state and na-
tional contributions. About 30 percent has 
already been committed. 

But a victory won't come easy as the 
Montana Public Interest Group in coope-
ration with the National Coalition Against 
the Misuse of Pesticides is developing a 
support program to pass the measure. 

Although the local committee has raised 
funds from a broad coalition, RISE mem-
bers are being asked to support the effort. 
The organization is suggesting that each 
basic manufacturer consider a contribution 
of $2,000 and formulators consider a 
$1,000 contribution. Distributors are also 
encouraged to contribute. Donations of 
any amount are appreciated. 

Checks should be made payable to "RISE 
— Missoula Initiative" and mailed to: 
NACA/RISE Program, Dept. 5050, Wash-
ington, D.C. 20061-5050. 

Mitsubishi Adrees to 
Engine Rebuilding Deal 
Mitsubishi Fuso Truck of America entered 
into an agreement with Springfield Manu-
facturing Corp. as the exclusive remanu-
facturer of its engines. SRC will repair 
and rebuild engines to factory specifica-
tions in supplying the nationwide Mitsubi-
shi Fuso Truck dealer body. 

SRC of Springfield, Mo., is known for 
its outstanding service work rebuilding 
medium- and heavy-duty diesel engines 
for U.S. truck OEMs. Mitsubishi Fuso 
Truck of America is the first Pacific Rim 
truck manufacturer to announce an engine 
rebuild program in the United States. 

All parts used in the remanufacture of the 
engine are supplied by Mitsubishi to en-
sure that the rebuild quality is maintained 
according to OEM specifications. 

PLCAA Unveils 
New Leadership 
New officers and nominees for three va-
cant director positions for the Professional 
Lawn Care Association of America have 
been announced for 1992. They are: 

Bob Andrews, The Greenskeeper, Car-
mel, Ind., president; Ed Coia, Lawnmark, 
Hudson, Ohio, president-elect; John Ro-
binson, Green Drop Lawns, Calgary, Al-
berta, Canada, second vice president; 
Patrick Norton, Barefoot Grass, Colum-
bus, Ohio, secretary/treasurer; and Neal 
DeAngelo, Lawn Specialties, Hazleton, 
Pa., immediate past president. 

Peter Machin from The Andersons, 
Maumee, Ohio, and Dave Duncan, Mon-
santo, St. Louis, Mo., will serve as 
associate directors. 

Six nominees for the three director slots 
include: Richard Ficco, Partners Quality 
Lawn Service, South Easton, Mass.; Nor-

(continued on page 14) 

SPRAYERS FOR THE PROFESSIONAL 

STANDARD BACK PACK 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. 

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. 

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 

Lawn Maintenance Software 
FINALLY USE YOUR COMPUTER TO 
GET YOUR BILLS OUT ON TIME!! 

ft Quick Professional Invoicing 

ft Complete Tax Reports 

ft Route & Job Scheduling 

ft Unlimited Training & Support 

ft Delinquency and Aging Reports 

ft Mailing Lists 

ft And Much More for only $695.00 

CALL FOR FREE DEMO DISK 

AND/OR VIDEO 

(800) 5 7 2 - 8 7 1 3 or (201) 670-1073 

by Customized Business Software 

USE READER SERVICE #18 



The summer drought of 1991 caused mandatory water restrictions for Tidewater, Virginia. 
Irrigation of turfgrass with city water was prohibited. Recognizing the importance of a deep 
root system to summer stress, we had incorporated IronROOTS®into our spring and summer 
monthly fungicide program. By the end of summer, it was clearly evident that all 5,000,000 
square feet of our premium tall fescue lawns had not only endured the stresses of the drought 
in a healthy condition but were darker green in color. Best of all, we had a visual edge over the 
competition. ROOTS" was a key element to the success of our summer turf program, especially 
under the oppressive heat and humidity of the long Virginia summer. 

Kevin Cooper 
Cooper's Lawn Aeration Service 
Virginia Beach, VA 

inc. 
25 Science Park. New Haven, CT 06511 

ohjsaProductŝ cô 'poratk>na<^e ma r k s Please call us toll-free at 1-800-342-6173 for additional information. 

root 



man Goldenburg, Service Master/Tru Green, 
Miami, Fla.; Thomas Murrill, Chem-
Lawn, Columbus, Ohio; Douglas Smel-
lage. Lawns of Dallas, Dallas, Texas; Lou 
Wierichs, Service Master Fox Cities, Ap-
pleton, Wis.; and Joe Williams, Lawn Mas-
ter, Pensacola, Fla. 

New board members will be announced 
at PLCAA's annual meeting in Tampa this 
month. 

Minneapolis Considers 
Pesticide Restrictions 
The Minneapolis Environmental Commis-
sion is considering several proposals af-
fecting pesticide use in that city. 

Among the most burdensome are re-
commendations to limit the retail sale of 
pesticides to persons who have completed 
a certified education program; require pri-
vate as well as commercial pesticide ap-
plicators to post warning signs; require 
pesticide retailers to post descriptions of 
chemical composition and health and en-
vironmental effects; require pesticide re-

tailers to accept waste pesticides and 
manufacturers to pick up and dispose of 
them; and require all persons planning to 
use pesticides to give advance notice to 
vulnerable persons. 

A proposed measure will be sent to the 
Minneapolis City Council for approval. 

Vlgoro Goes 
For the Gold 
Vigoro Industries Inc., a producer and 
distributor of fertilizers and related lawn 
and garden products, is an Official Spon-
sor of the 1992 U.S. Olympic Team. 

It is said to be the first time that a com-
pany in the lawn and garden industry has 
joined the ranks of America's leading bu-
sinesses including Anheuser-Busch, Coca-
Cola and Reebok. 

VIGORO 
I N D U S T R I E S 

As a sponsor, Vigoro will have exclu-
sive rights in the lawn and garden industry 
to use the famed Olympic symbol in ad-

vertising and marketing programs. 
Vigoro has guaranteed a minimum total 

contribution of $250,000 to the United 
States Olympic Committee, with a goal of 
raising $1,000,000 on their behalf. 

Each bag of Vigoro product purchased 
between now and the conclusion of the 
1992 Olympic games will result in an ad-
ditional financial contribution to the 
usoc. 

PGMS Nominates 
Officersr Directors 
Nominated officers for the Professional 
Grounds Management Society are: John 
Abernethy Jr., cemeteries and grounds 
superintendent of Lenoir, N.C., president; 
John Michalko, superintendent of land-
scaping and grounds, Case Western Re-
serve University, Cleveland, first vice 
president; Bob Rubel, Rubel's Landscape 
Services, Fort Worth, Texas, second vice 
president; Steve Chapman, grounds mana-
ger, Digital Equipment Corp., Salem, 
N.H., treasurer; Gary Dickinson, senior 
groundskeeper. Blue Cross/Blue Shield, 
North Haven, Conn., northeast regional 
director; Steve Wharton, Steve's Land-

STRONG ENTERPRISES, INC. 

SALES • PARTS • SERVICE • ACCESSORIES 
IN FLORIDA CALL COLLECT (305) 235-0967 , OUTSIDE OF FLORIDA -PH: 1-800-228-0905 

D A O n WE ARE THE ONLY WHOLESALE SUPPUER OF SPRAYER REPLACEMENT PARTS 
D c d n DIRECT TO THE LAWN CARE COMPANIES IN THE U.S. CALL US FOR QUOTATIONS 

Piston Pumps 
jr \ 

ro 
SSttSSKS diaphragm 

pumps... 

DISCOUNTS ON 
JOHN BEAN PUMPS 

IANO REPLACEMENT PARTS 

SWITCHES FOR 
REWIND REELS 

G L Y r I n r pq , R E W I N D M O T O R S 
j , GAUGES REEL SWITCHES 

- $7.00 EACH 
* - REEL MOTORS 

$120.00 

i i v i u i u n ; 

FLUSH BA 
MOUNT 

REPLACEMENT REEL 
SWIVEL JOINTS 
1/2" $21.00 
1" $32.00 

BASE MOUNT 

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 DO NOT INCLUDE OUTBOUND FREIGHT CHARGES 

WE SHIP THROUGHOUT THE UNITED STATES AND LATIN AMERICA 
for complete details and information write or call 

STRONG ENTERPRISES, INC. 

14090 S W 144 A v e n u e Rd. , Miami Florida 3 3 1 8 6 
In Flor ida (305) 235 -0967 , Outs ide Florida (800) 228 -0905 

USE READER SERVICE #41 

MANUFACTURING , INC. 

FERTILIZING WITH EASE 

1403 So. Pine Industrial Road, Norfolk, NE 68701 
Telephone (402) 371-2294 Fax (402)371-3602 

Shown with optional 
liquid applicator. 

RS-36 RIDING FERTILIZER SPREADER 
•5.5 Honda O.H.V. Engine 
•13" Turning Radius 
• 5 Speed Transmission 

with reverse 
• Fits through 36"Gates 
• 100 lbs. Earthway 

Granular Spreader 

Optional Liquid Applicator 

• 100" Spraying Width 
• 2 Way Bendable Boom 
• 12 Gallon Tank 
• V Belt Drive to Pump 
• Can Be Used for Spot 

Spraying 

PUTTING LESS FATIGUE ON THE OPERATOR 
WILL IMPROVE THE PROFITS! 



scaping Co., Fort Worth, Texas, southwest 
regional director; Edwin Fenwick, Ned's 
Lawn and Tree Service, Boulder, Colo., 
and Bradley Ziemann, grounds manager, 
Federal National Mortgage Assoc., Wash-
ington, D.C., directors-at-large. 

Officers and directors will be announced 
at the Green Industry Expo. 

Recertiflcation Credits 
Offered at OSU Seminar 
The Ohio State University lawn care seminar 
will be held Jan. 29-30 at the Holiday Inn 
on the Lane, Columbus, Ohio. 

The seminar will emphasize the prin-
ciples of agronomy, entomology and plant 
pathology and is designed for lawn care 
operators, landscape maintenance super-
visors and their employees. 

Attendees will earn recertiflcation cred-
its from the Ohio Department of Agri-
culture for licensed pesticide applicators. 
Registration fee is $135. Enrollment is 
limited. 

For course content information, contact 
Sue White, 614/292-7457; for registration, 
contact the Department of Conferences 
and Institutes, 614/292-4230. 

Can Athletic Turf 
Stand Up To Pounding? 
In an effort to establish standards for natu-
ral grass on athletic fields, Dave Minner, 
turf researcher at the University of Mis-
souri-Columbia, pounds and rips natural 
grass turf, using machines that would make 
a couple of 300-pound tackles proud. 

"We want safe, tough turf," Minner said 
as he watched a Brinkman traffic simula-
tor, better known as "the iron football 
player," tear with its cleated rollers. 

"This machine simulates a couple of 
hefty linemen going at each other," Min-
ner said. "It tells us what type of grass 
systems are tougher and are less likely to 
blow out as players make their sharp cuts 
and turns." 

A machine measuring surface traction 
and a "vibration analyzer" reporting how 
hard the ground is are also being used in 
the study. 

"We have the grasses. Now we're look-
ing at the best ways to manage those grasses 
and the best kind of 'soil' that will make 
the turf stand up to the pounding of ath-
letes while saving wear and tear on their 
joints." 

Newer football fields have high sand 
content to provide good drainage. But the 
sand is somewhat unstable — especially if 
the grass is worn thin. 

"We are now adding synthetic fibers to 
make the sand more stable and to reduce 
divots, rips and tears," Minner said. 

"On fields that have heavy clay soils, 
we are using synthetic fibers and chopped 
rubber tires to increase resiliency and to 
reduce wear." 

One of his goals is to find fibers that 
can fortify the strength of a healthy grass 
root system. 

One of the products he studies is crumb 
rubber — old tires chipped into one-fourth-
inch crumbs — that improves drainage, 
reduces compaction and provides surface 
cushion. The fibers and mesh element re-
duce shearing of the surface and provide 
improved footing for quick turns. 

"Sports-turf management could become 
the United States' third million-dollar turf-
grass industry," Minner said. Golf course 
and lawn care industries have already 
made the billion-dollar mark. 

He estimated 9,000 sports fields in 
Missouri schools and parks could create 
many markets for turf management tech-
niques. • 

POSTING 
SIGNS 

PROMOTES 
arid 

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 

R.N.D. Signs 

4908 West 35th Street 
Minneapolis, MN 55416 

Christmas Special !* 
Recurring Billing Software 

You've seen our ads for months telling 
you about the latest version of ourrecurring 
billing software, which normally sells for 
$179. However, we know the 
recession is affecting every small 
business in this country, including 
the lawn & landscape industry. 
To show our commitment to the 
lawn care industry, we are having 
a recession fij L 

$79 plus $8 
December ' 
for exactly the same full featured program 
we normally sell for $179. 

s 7 9 

Compare Some of 
Unlimited number of customers 
Recurring billing mode for automatic 
billing of maintenance fees (weekly, 
monthly, quarterly or any other cycle) 
Unlimited service/product codes 
Save and recall service invoice 
detail 
Prints on forms, blank paper 
and self-mailers. 

Our philosophy is to make billing 
software so easy to use that most people 
really don't need to be computer or 

accounting experts. Compare 
The Billing Clerk with 
Accounts Receivable™ 
features below with other 
programs you've seen 
advertised which sell for $500 

and up. It's a bargain at the normal price, 
let alone the special price. Call us today to 
see just how easy your monthly billing can 
become. Be sure to act today and mention 
this ad to get the special price* 
Our Features: 

Late charges, past due notices, aging 
report, sales reports, sales tax, 
discounts, customer ledger, labels, 
Rolodex® cards, plus much more 
Custom modifications available 
— • PC/MS DOS 3.0 or higher 

compatible with 640K RAM and 
hard disk required 

WARE INC. 

1 - 8 0 0 - 8 8 0 - 0 8 8 7 
213 Congress Avenue, Suite 200 • Austin, Texas 78701 • (512) 629-7400 

We accept fax orders with a credit card • Fax (512) 629-4341 
* ail guarantees and warranties subject to written restrictions 
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MAINTEMNCE 

Industry Viewpoint 

CAPITALIZING ON THE 
MARKETING REVOLUTION 

PUBLIC concern 
about the environ-
mental safety of 
lawn care services 
has recently been 
heightened, and 
there is no reason 
to expect the public 
spotlight to shift. In 
fact, most green in-

dustry experts predict increased public scru-
tiny. But rather than look at environmental 
attention as a threat to business, lawn main-
tenance providers should capitalize on the 
new marketing opportunities it creates. 

Professional contractors should start by 

Nuzum 

understanding who the new "green" con-
sumer is. Studies show that people who 
will actually change their buying habits 
because of environmental concerns fit the 
same profile as the traditional lawn care 
customer. They are generally well-edu-
cated, upper-income suburbanites, often in 
two-career families with little time to de-
vote to lawn maintenance. 

Many of today's consumers want to do 
their part to "save the earth," and are be-
coming increasingly conscious about new 
products and services available to them 
without sacrificing performance or conve-
nience. As an option for these customers, 
professional lawn maintenance operators 

may think about offering organic-based 
programs as an alternative service cate-
gory that is both timely and potentially 
lucrative. 

UNDERSTANDING TERMINOLOGY. Lawn 
maintenance operators who are mindful of 
current marketing trends will strategically 
position an organic-based program as a 
new choice for customers. Positioning 
organic-based programs as "new" rather 
than "better" avoids comparisons with 
conventional products and programs. It 
also does not undermine the customers' 
trust in the professional service that they 
have been receiving. 

P e f c o l • 

Professional Hedge Trimmer 
Powerful 30cc commercial-grade engine 

30" Double-sided\ dual reciprocating blades 
Electronic 

Ignition 

Anti-vibration 
handles 

Model TS-330 

Heavy-duty all ball-bearing gear box 

(Backpack model with interchangeable hedge trimmer 
and brushcutter attachments also available.) 

For the dealer nearest you & more information call: 

1-800-447-1152 
Tilton Equipment Company 

Importers / Distributors / Manufacturers 
Chain Saws • Trimmers • Brushcutters • Chipper/Shredders • Blowers 
• Pressure Washers • Water Pumps • Wood Splitters • Mister/Dusters 

• Post Hole Augers • Complete line of accessories 
Dept. RPM, P.O. Box 68, Rye, NH 03870 In NH call 431 -9087 

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. 
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Organic-based programs featuring the 
use of organic and organic-based "bridge 
products" can be introduced as the latest 
development in professional lawn service. 
With recent advances in fertilizer research 
and development, bridge products combine 
the advantages of natural, organic materials 
and moderate amounts of synthetic nut-
rients to form an "organic-based" fertili-
zer. 

An organic-base fertilizer, as defined by 
a pending American Association of Plant 
Food Control Officials labeling rule is: "A 
fertilizer containing a minimum of 50 per-
cent by weight of natural fertilizer materials 
and 50 percent by weight of primary nu-
trients which are derived from those orga-
nic fertilizer materials." 

Related definitions may be useful to 
help develop a clearer understanding of 
other products and programs. Other de-
finitions currently pending official ap-
proval from the AAPFCO include: 

Natural organic fertilizer: Materials 
derived from either plant or animal pro-
ducts containing one or more elements 
(other than carbon, hydrogen and oxygen) 
which are essential for plant growth. These 
materials may be subjected to biological 
degradation processes under normal con-

ditions of aging, rainfall, sun-curing, air 
drying, composting, rotting, enzymatic or 
anaerobic/aerobic bacterial action or any 
combination of these. 

These materials may not be mixed with 
synthetic materials or changed in any phy-
sical or chemical manner from their initial 
state except by manipulation such as dry-
ing, cooking, chopping, grinding, shred-
ding or pelletizing. 

Natural inorganic fertilizer: A mineral 
nutrient source that exists in or is produced 
by nature and may be altered from its ori-
ginal state only by physical manipulation. 

Natural fertilizer: A substance composed 
only of natural organic and/or inorganic 
fertilizer materials and natural fillers. 

Natural base: A fertilizer containing a 
minimum of 50 percent by weight of natu-
ral fertilizer materials. 

Organic base: A fertilizer containing a 
minimum of 50 percent by weight of orga-
nic fertilizer materials. 

Natural base fertilizer: A fertilizer con-
taining a minimum of 50 percent by 
weight of natural fertilizer materials and 
50 percent by weight of primary nutrients 
which are derived from natural fertilizer 
materials. 

Use of standard terminology when 

referring to any lawn maintenance pro-
gram will help foster better relations for 
the industry, and help eliminate confusion 
regarding misleading claims and unclear 
jargon such as "non-toxic," "safe" and 
"healthy." 

The Professional Lawn Care Association 
of America recommends that lawn mainte-
nance companies consistently and careful-
ly use standard language in all communi-
cations with customers, the media and 
other audiences. 

GETTING THE WORD OUT. Now that orga-
nic-based fertilizer programs are available, 
lawn maintenance professionals have the 
opportunity to deliver these benefits to 
their customer base desiring alternatives. 

Look to manufacturers, industry organi-
zations and trade publications for promo-
tional ideas and materials including fliers, 
brochures, articles, newsletters and even 
billing inserts. 

You can also tap into the PLCAAs Na-
tional Lawn Care Month in April with 
promotional activities, including presenta-
tions to civic groups and garden clubs 
which will help pass along your news. — 
J. Mark Nuzum, president of Harmony 
Products, Chesapeake, Va. • 

VISIT US AT 
GREEN INDUSTRY 

EXPO 
BOOTHS 618/620 

/7ZV7 

ELECTRONIC FLOWMETER PATENT PENDING 

N O M O V I N G P A R T S . . . 
.. .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 

USB READER SERVICE #46 

OLDHAM 
CHEMICALS 

COMPANY, INC. 

Call for details 
1 - 8 0 0 - 8 8 8 - 5 5 0 2 

901-794-0084 
Or write: P.O. Box 18358 

Memphis, TN 38118 
"EVERYTHING FOR THE LAWN MAINTENANCE INDUSTRY" 

A. 
B. 
C. 

n 

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. 
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Association News 

For more information. 
405 N. Washington St. 
Suite 104 
Falls Church, Va. 22046 
703/241-4004 

CLCA 
2021 N Street 
Suite 300 
Sacramento, Calif. 95814 
916/448-CLCA 

OAN 
2780 S.E. Harrison 
Suite 102 
Milwaukie, Ore. 97222-7584 
503/653-8733 

OTF 
2021 Coffey Road 
Columbus, Ohio 43210 
614/292-2601 

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

DT&LC 
P.O. Box 94857 
Las Vegas, Nev. 
89193-4857 
702/739-8500 

THE REGISTRY RESORT in Naples, 
Fla., will host the second annual Execu-
tive Forum, sponsored by the Associated 
Landscape Contractors off America. 

The forum, held Jan. 26-29, provides 
business leaders from throughout the land-
scape contracting industry with the oppor-
tunity to network and learn from the suc-
cesses and experiences of their colleagues. 
Targeted discussion groups will encourage 
large and small businesses to share ideas 
and discuss business trends. 

This year's forum will focus on quality 
management systems. Attendees in each 
group come from companies of similar 
size and income and can share strategies 
for an improved bottom line. 

Reservations are available now. Special 
rates will be given to those registering 
before Jan. 1. 

The San Diego Zoo, Southern California 
Edison and Sunset magazine are this 
year's recipients of the California Land-
scape Contractors Association Landscape 

Enhancement Awards. CLCA honors those 
companies that most successfully enhance 
the environment through landscaping. 

The awards will be presented during 
CLCA's annual convention Nov. 15 at the 
San Diego Hilton Beach & Tennis Resort. 
Winners will also be announced for the 
36th annual Trophy Awards Program, 
which is expected to draw more than 200 

entries in 28 categories — 20 in landscape 
installation and eight in maintenance. Ad-
ditionally, eight special awards are given 
for best overall projects. 

The 1991-92 Directory and Buyer's Guide 
is now available from the Oregon Associa-
tion of Nurserymen. The 29th edition in-
cludes more than 13,000 plant, product 

Find the help you need to solve your 
various envrionmental problems! 

The Environmental Directory 
The complete guide to the environmental industry 

We publish eight easy to use regional directories 
that are designed to be a quick resource guide to 
help you find those companies in your area that 
provide all the products & services you need! 

25% Discount with this ad! 
On the purchase of any one of our 

seven regional directories! 
Call or write today! 

The Environmental Directory 
National Sales Office 

PO Box 1681 Capitola, CA 95010 
Tel: (408) 476-0218 Fax: (408) 476-2536 
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OLSON E-Z ELL AND 
NEW SUPER E-Z TUBE 
MAKE INSTALLATION 
FASTER, STRONGER! 

•Holds in hot weather. Flexes in cold. 
•Installation of pop ups and rotors is easier 
with the new full flow 1/2" and 3/4" E-Z Ell. 
•Greater flow rates, equal to Standard Schedule 80 swing joint 
assemblies. 

For more information or the location of the distributor nearest you, call 
or write: Olson Irrigation Systems, 10910 Wheatlands Avenue, 
Santee, CA 92071.(619)562-3100. 

® OLSON—-
IRRIGATION I 
SYSTEMS— 

when water counts® 
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and service listings from Northwest grow-
ers and from North American industry 
companies. 

The 362-page book is divided into two 
main sections: a directory of members 
and a buyer's guide. The directory section 
lists OAN members and chapters as well 
as Northwest university, extension and 
agricultural personnel. It also features ex-
panded national nursery association and 
related society reference pages. 

The buyer's guide section contains plant 
listings from Northwest nurseries, and 
supplies and service listings from manu-
facturers. All information has been up-
dated for this edition. 

The book is available by mail for a $5 
fee to cover postage and handling. There 
is no charge for the book if obtained in 
person at the OAN office or at trade 
shows. 

Educational sessions and workshops have 
been announced for the Ohio Turf Founda-
tion's Conference and Show, in Cincinnati, 
Dec. 2-5. 

A full day of education will be devoted 
to lawn care, including new chemical her-
bicides, the timing of applications and the 
effect of post-herbicide irrigation. 

The weather's influence on insect con-
trol strategies will also be discussed, as 
well as factors affecting the off-target 
movement of pesticides. Additionally, a 
regulatory activity update and suggestions 
for dealing with the public will be shared. 

Four educational sessions are also 
planned on budgeting. "What Gets Cut," 
presented by Ed Wandtke, considers budget-
ing during lean times. Another workshop 
takes participants through proper bidding 
procedures. 

Finally, nine workshops and sympo-
siums stressing group participation are 
planned on such diverse topics as em-
ployee motivation, plant selection, organic 
fertilizers and composting. 

Frank Kearney of Downham Nursery Co., 
Ontario, Canada, has been elected the 
17th president of the Horticultural Re-
search Institute. Kearney and other of-
ficers were elected recently during the 
HRI Board and Trustees meeting at the 
American Association of Nurserymen's 
116th annual Convention & Nursery In-
dustry Exposition in Orlando, Fla. 

Robert Moore, Monrovia Nursery Co., 
was voted vice president; and Richard 
VanLandingham, Wight Nurseries, Cairo, 

Ga., was voted treasurer. 
Newly elected to HRI's executive com-

mittee is Patricia Bigelow-DeCiccio, vice 
president of Bigelow Nurseries in North-
boro, Mass. Tom Pinney Jr., Evergreen 
Nursery Co., Wis., became HRI's imme-
diate past president. 

The HRI is the research division of the 
AAN. 

"Balancing the Scales" between the en-
vironment and the economy is the theme 
of the sixth annual Desert Turfgrass and 
Landscape Conference and Show, which 
is slated for Caesars Palace in Las Vegas, 
Dec. 11-13. 

More than 1,100 lawn and landscape 
maintenance contractors attended last 
year's show, and sponsors hope to top 
those figures this year. 

A variety of educational sessions will 
run concurrently during the three-day con-
ference and focus on turf, maintenance 
and landscape construction and design. 
Topics include "Preemergent Herbicides 
for Landscape Maintenance," "Maintain-
ing School Athletic Fields" and "Winter-
izing the Landscape. 

The annual awards luncheon is Thurs-
day, Dec. 12. • 

WAIT!! Maybe it's your Software! 

There is a Solution .. The 

Service 
Solution 

The Complete Computer System for 
the Lawn and Tree Care Industry 

For more information, contact: 

Practical Solutions, Inc. 
7100 North High Street 

Worthington, Ohio 43085 
1-800-326-7032 
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A. 200-gal. poly tank in a metal frame. 
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Irrigation News 

Plan Ahead For 
Certification Testing 
INTERESTED IN irrigation certification? 
Better plan ahead. Several steps are re-
quired before an individual becomes a Cer-
tified Irrigation Contractor. 

Certification programs were established 
by the The Irrigation Association Certifi-
cation Board of Governors to promote na-
tional recognition of irrigation specialists. 
The exams are designed to meet standards 
of validity, reliability and difficulty. Cer-
tification indicates an individual has: 
• a minimum of three years of irrigation-
related experience 
• successfully passed a series of written 
examinations covering both general irriga-
tion subjects and specialty areas 
• and has agreed to follow a specific code 
of ethics established by the Certification 
Board of Governors. 

The IA certification is a three-step pro-
cess that begins with application. Applica-

nts must meet the requirements of at least 
one year of work experience in an irriga-
tion-related field. The IA will send exam 
registration information upon acceptance 
of the application. 

Step Two is the irrigation industry ex-
amination, and registrants must submit 
their registration forms at least 60 days 
before the scheduled examination date. A 
passing score on the general exam is re-
quired to move onto the final step. 

Step Three is the certification exam. 
This requires the completion of Step Two; 
and a minimum of three years documented 
irrigation-related experience, or a minimum 
of two years irrigation-related experience 
and 60 points, awarded from various col-
lege and university courses, manufactur-
er's courses and IA-approved short courses. 

Fee requirements, application informa-
tion and all other requirements can be ob-
tained from Denise Harlow, Irrigation 
Association, 1911 N. Fort Myer Drive 
#1009, Arlington, Va. 22209; 703/524-1200. 

Program Honors 
Water Management 
Eight landscape and irrigation projects 
have been recognized as the first reci-
pients of the National Care Awards, a pro-
gram designed to recognize outstanding 
achievements in water management. Rain 
Bird introduced the program earlier this 
year. 

Winners include: 
• Busch Gardens, Tampa, Fla.: 
Owner/Developer and Landscape Archi-
tect, Busch Gardens; Irrigation Designer, 
Delta Corp.; Irrigation Consultant, Frank 
R. Morrison Inc. 
• City of Fort Collins (Utility Service 
Center), Fort Collins, Colo.: Owner/De-
veloper, City of Fort Collins; Landscape 
Architect, Cityscape Urban Designs Inc.; 
Irrigation Designer, Aqua Engineering. 
• City of Pueblo (Parks and Schools), 
Pueblo, Colo.: Owner/Developer, Land-

(continued on page 22) 

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 

Keep Fertilizer Dry and 
Prevent Costly Spills with the 

"SHOWER CAP" 

USB READER SERVICE #55 

$16.50 
Plus shipping and 
handling. Ohio residents 
add 6% sales tax. 

• Durable, see-thru vinyl cover 
fits most professional quality 
spreaders 

• Completely waterproof and 
spillproof 

• Easy to attach — just slip it 
onto spreader 

• Secure fit prevents spills — 
avoids burnout and product 
loss 

• Simple, 1-piece construction 
• Folds up for convenient 

storage 
• Limited 1-year warranty 

Call or write: (216) 937-5517 
W W I P O Box 45463 
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Now Tuflex* backs 
you up and gives you 
benefits on the side 

The problem with a conventional metal 
truck bed is its susceptibility to dings to 

scratches.....to dents and especially when 
exposed to chemicals, to corrosion. So after 
only a short while on the job, your truck not 

only begins to look old, but downtime due to 
its maintenance increases. So how do you 
avoid this premature demise of your truck? 

The answer is Tuflex*. 
Presenting the all new, all fiberglass truck bed 

and sideboard 

from Tuflex*. Built with the same uncompro-
mising quality that has made Tuflex* a leader 
in the seamless fiberglass tank industry for 
over 25 years, this new system offers you 
benefits conventional truck beds cannot. 
Benefits like: 
• A lighter, more fuel efficient weight 
• An anti-skid deck surface 
• A low maintenance, high gloss, molded 

finish 
• Hideaway tank and pumping area 
• Sideboards worthy of your company's 

name 
Tuflex* systems fit all one ton and larger 

cabin chassis and are available in any matched 
color. 

Discover the benefits of Tuflex* truck bed 
and sideboard systems, call toll free 
1-800-327-9005. In Florida call 
305-785-6402 collect. 

The harder your truck works, the more it 
needs Tuflex*. 

Tuflex Manufacturing Company 
1406 S.W. 8th St. 
Pompano Beach, FL 33069 



scape Architect and Irrigation Designer, 
City of Pueblo. 
• Coto de Caza, (master-planned com-
munity), Orange County, Calif.: Owner/ 
Developer, Coto de Caza, Ltd.; Land-
scape Architect and Irrigation Designer, 
Clark and Green Associates. 
• IBM Office Complex, Austin, Texas: 
Owner/Developer: Prentice Properties/ 
IBM; Landscape Architect, CRSS Ar-
chitects Inc.; Irrigation Designer, Irriga-
tion Technologies Inc. 
• Smithsonian Institute, Washington, D.C.: 
Owner/Developer and Landscape Archi-
tect, Smithsonian Institute; Irrigation 
Designer, Eastern Irrigation Consultants. 
• Tatum Ranch (master-planned communi-
ty), Phoenix, Ariz.: Owner/Developer, 
SunCor Development Co.; Landscape Ar-
chitect, C.F. Shuler Inc.; Irrigation De-
signer, Coates Irrigation Consultants Inc. 
• Weston (master-planned community), 
Fort Lauderdale, Fla.: Owner/Developer, 
Landscape Architect and Irrigation De-
signer, Arvida/JMB Partners. 

Entries are reviewed twice a year by an 
independent panel of irrigation profession-

als from the academic and non-profit 
communities. This year's judges were: 

Gary Robinette, director of the Land-
scape Architectural Program at the Uni-
versity of Texas at Arlington; Robert 
Walker, P.E., professor in the Agricultural 
Engineering Department at California 
State Polytechnic University in San Luis 
Obispo; Douglas Welsh, Ph.D., extension 
horticulturist at Texas A & M University 
in College Station; William Winslow III, 
associate professor of landscape architec-
ture at Kansas State University in Manhat-
tan, Kan.; and Raymond Uecker, FASLA, 
executive director of the National Xeri-
scape Council in Roswell, Ga. 

The award program is not a competi-
tion. Any project that meets the program's 
established criteria is eligible for an 
award. That criteria includes the proper 
use of water management products, thought-
ful and appropriate system design to meet 
a site's individual requirements and use of 
water management schedules and programs. 

For more information on the award pro-
gram or criteria, contact Rain Bird Sprink-
ler Mfg. Corp., Commercial Division, 
155 North Grand Ave., Glendora, Calif. 
91740, Attn. Care Award Program; or call 
800/458-3005. 

Women Honored 
For Excellence 
The YWCA of San Gabriel Valley has sel-
ected eight Rain Bird employees as "Women 
of Achievement." 

Honorees include: Jenny White, Vickie 
Richardson, Katherine Plisko, Leslie Col-
lins, Judy Jaranek, Barbara Joyce, Bonnie 
Thomas and Kerrie Gross. 

Irrigation Desian 
Standards Offered 
The Irrigation Association of New Jersey 
has compiled minimum design standards 
for water conservation in landscape and 
irrigation systems. 

The standards detail design requirements 
for pressure, separate zoning areas, sprink-
ler head location and spacing and precipi-
tation rates. Plan requirements are also 
detailed, as are equipment standards for 
controllers, valves and sprinklers. 

The standards are available from the Ir-
rigation Association of New Jersey, 285 
School House Road, Jamesburg, N.J. 
08831; 908/521-2333. • 

Maintenance Free 
Putting Greens 

Dealers are needed nationwide for 
this new state of the art product. 
PGI has developed a maintenance 
free putting green that is extremely 
realistic and easy to install. Perfect 
for backyards, apartments, condos, 
hotels, schools, etc. . .Call now to 
see how you can obtain a free PGI 
dealership and earn a profit of 
$1,500 per day by installing 
maintenance free putting greens. 

Putting Green International 
P.O. Box 501164 
Indianapolis, IN 46250-1164 
317-842-9430 

GET THE PROFESSIONAL EDGE 

"Surviving 
& Thriving 
In The '90s" 
Trade Show, 

Workshops and 

Seminars on Turfgrass, 

Landscape, & Business Management 

GEORGIA TURFGRASS 
CONFERENCE &SHOW 

4 T T 
Airport Hyatt 

Atlanta, Georgia 
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DETACH AND MAIL TO: 
Georgia Turfgrass Association, 5198 Ross Road, Acworth, GA 30101, Phone: 404-975-4123 

City Stole 

Phone 
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Landscape News 

PROTECTION LEADS 101 
JOB-RELATED INJURIES 

SO OFTEN WE hear things we don't 
want to hear — a clap of thunder signal-
ing a storm, the phone call that could be 
bad news or the screaming of a siren. 

But what if we couldn't hear those sounds 
at all? Living in a world without sound 
can be difficult — and even dangerous. 

Having a healthy set of ears in most 
jobs is imperative. Employees who are 
protected from job-related noise have 
fewer injuries. But a worker who can't 
hear certain sounds may not be able to 
hear a worker's cry for help or a piece of 
faulty equipment — sounds that can deter-
mine a worker's safety. 

It has been proven that prolonged ex-

When exposed to loud noise on the job, 
ear protection is vital. 

posure to noise above 90 decibels can 
cause hearing loss. So regulations have 
been set up to protect the hearing of 

workers exposed to loud noises. 
According to regulations issued by the 

Occupational Safety and Health Admini-
stration, an employer must administer a 
continuing, effective hearing conservation 
program whenever employee noise expo-
sures exceed an eight-hour, time-weighted 
average (TWA) sound level of 85 decibels. 

Today, more than 20 million Americans 
are exposed to hazardous noise on and off 
the job. But The Davey Tree Expert Co., 
Kent, Ohio, stresses health and safety as 
top priorities. 

Davey provides educational programs, 
ear protection and audiometric testing for 
all workers exposed to loud noise. Cor-

Y o u r 
H o r i z o r 

JOIN 

UgMS 
BY L E A R N I N G A B O U T T H E P R O F E S S I O N A L G R O U N D S M A N A G E M E N T S O C I E T Y , 

Y O U ' L L B E M A D E A W A R E O F T H E M A N Y B E N E F I T S IT H A S T O O F F E R . 
WATCH YOUR CAREER E X P A N D . . . JOIN P G M S TODAY! . 

• ANNUAL CONFERENCE A TRADE SHOW - This yearly forum 
brings together grounds managers, top speakers and suppliers for the sharing 
of knowledge and ideas. 

• DISCOUNTS — Members receive discounts on Hertz, Avis and Alamo 
Rental Cars as well as discounts on a complete line of horticultural 
publications. 

• WORKSHOPS — Workshop training is available all over the country and 
offers management skills covering all aspects of grounds management. 

• CERTIFICATION — You can become a Certified Grounds Manager by 
receiving a voluntary peer review of acceptable competence. 

• AWARDS — Members are recognized for outstanding achievements in 
grounds management in the Annual Grounds Maintenance Awards Contest. 

NEWSLETTER — A newsletter is mailed monthly to keep members current 
on the affairs of the Society and the latest developments critical to successful 
grounds management. Personnel and position vacancy notices are also listed 
to create employment opportunities. 
SURVEY INFORMATION — The Society conducts research on 
operational practices. These surveys are made available to members only. 
GUIDELINE PUBLICATIONS - AVAILABLE FREE TO ALL 
MEMBERS: 
• Grounds Maintenance Estimating Guide — To assist you in total cost job 

estimating. 
• Grounds Maintenance Management Guidelines — Now available to 

assist you in management. 
• Grounds Management Forms A Descriptions Guide — To help you with 

your routine daily tasks! 

Clip and Mail to: P R O F E S S I O N A L G R O U N D S M A N A G E M E N T SOCIETY 
10402 Ridgland Road, Suite 4, Cockeysville, MD 21030 

I WANT TO EXPAND MY HORIZON! Please send more information about PGMS. 

Name City and State 

Company —— Zip Code 

Street — Area Code/ Phone # 



porate Risk Manager Ron Cole said the 
intent of the hearing conservation program 
is to spot a potential problem before a 
person has an irreversible hearing loss. 

"An older employee with a hearing loss 
at the high end of the frequency may not 
hear their spouse or the phone at a fre-
quency of 3,000 Hz," Cole said. "When 
workers say that noise doesn't bother them 
— well, they just don't hear it anymore." 

It is important to understand how the 
ear works in order to discover how hear-
ing loss occurs. The ear lobe collects 

sound energy and funnels it to the ear-
drum and the middle ear, where it 
changes from mechanical vibrations and 
enters the fluid-filled inner ear. Thousands 
of hair-like nerve cells transform the 
mechanical energy into electrical impulses 
that the brain interprets as sound. 

There are two kinds of hearing loss. Con-
ductive loss — mechanical loss — can be 
caused by a variety of traumas to the ear, 
such as childhood diseases or a ruptured 
eardrum. With conductive hearing loss, 
there is a possibility hearing can be 

The Ultimate Utility Truck 

For dumping, hauling or general utility; 
the new Stahl Landmaster is the only 
body you II ever need. 
Designed specifically to meet the needs of 
municipalities, landscapers and contractors, 
Landmaster is the ultimate versatility vehicle. 
It's a heavy-duty dump body. A spacious utility 
body with 35 cubic feet of storage space, and a 
large capacity cargo body. The Landmaster 
mounts on a wide range of cab chassis with lots 
of available options for taking on virtually any 
task. For more information on Landmaster-
The Ultimate Utility Truck - call Stahl today. 

No body delivers like Stahl. 

5T\I-L 
3201 West Lincoln Way • Wooster, OH 44691 

1-800-392-7251 a *«-oii IVizer company 

©Stahl-1991 

recovered through surgery. 
But sensorineural loss — electrical loss 

— is caused by unprotected exposure to 
loud noises. It may take years to develop a 
noise-induced hearing loss, but once it's 
gone, it's gone forever. 

A temporary, noise-induced hearing loss 
occurs due to temporary exposure to noise 
above 90 decibels. A person who has just 
attended a loud rock concert may know 
the sensation of a buzzing in the ears and 
muffled sounds. But a person who has not 
used hearing protection and has been ex-
posed to loud and prolonged noise above 
90 decibels will experience a permanent 
hearing loss. 

The hair-like nerve endings on the inner 
ear become damaged and cannot bounce 
back to the normal receptor position, like 
blades of grass that have been stepped on 
repeatedly. A permanent, noise-induced 
hearing loss is not medically recoverable. 

Davey's hearing conservation program, 
which has been in effect since 1984, is 
designed to protect the hearing of Davey 
employees. The first part of the program 
involves awareness and education. Work-
ers are taught the proper use and care of 
ear protection and the dangers of noise 
through on-site training by their super-
visors and supplementary newsletters. 

They learn to protect their hearing all 
the time — not just when they are at 
work. The employees watch an instruc-
tional video to learn how hearing loss oc-
curs and how it can be avoided. 

The second part of the program is 
testing the workplace by a sound level 
meter, which determines the noise level in 
the work area. Individual noise dosage on 
the job site is computed by the dosimeter, 
which acts like an ear. The dosimeter 
calculates the noise exposure over the en-
tire work shift. 

Workers who are exposed to noise 
levels at or above 85 decibels for eight or 
more hours must wear hearing protection, 
either ear plugs or ear muffs. These types 
of ear protection are not designed to total-
ly eliminate all sound — they just reduce 
the noise to a safe level while providing 
the ability to communicate. 

The final step of the hearing conserva-
tion program is establishing an employee's 
baseline hearing with an audiogram to 
determine if a hearing problem already 
exists. High Point Audiological Associates 
of High Point, N.C., has the capacity to 
test 24 employees an hour, four at a time 
in their mobile unit. 

The results of the baseline tests are ana-
lyzed and then compared to future annual 
audiograms. A standard threshold shift 
has occurred when the hearing threshold 
has changed by an average of 10 decibels 
or more in either ear at 2,000, 3,000 or 
4,000 Hz. R 



WHEN YOU TREAT 
YOUR CUSTOMER'S LAWN 

IKE YOUR OWN ... 
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YOU VEGOT ACUSTOMER 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 profess ionars 
partner 

Andersons 

We'd like the chance to prove 
ourselves to you. We think 
you'll find we're good people 
to do business with. 
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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. 
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IF TRIUMPH 

CAN STOP ONE 

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. 



That's one small step for a man, one giant leap for mankind. 
— Neal Armstrong. 1969 

WHEN NEAL ARMSTRONG made this pronounce-
ment 22 years ago as he first stepped onto the moon, he knew 
he was entering unchartered territory. His mission opened the 
door for the future of space exploration. 

A little closer to home are the dramatic developments un-
veiled in the green industry in the past year. The steps taken 
and doors opened are just a beginning, but important advance-
ments for the future of the landscape infrastructure. 

Since the initiation of the Green Industry Expo, a national 
trade show linking the Associated Landscape Contractors of 
America, the Professional Lawn Care Association of America 
and the Professional Grounds Management Society, the three 
groups have shared a tumultuous, but decidedly beneficial rela-
tionship leading to countless opportunities. 

Whatever the force behind this and subsequent cooperative 
events, the green industry has taken a giant leap toward in-
creased understanding and harmony. Inter- and intra-industry 
cooperation such as national coalitions; alliances between and 
among national, state and local associations; and efforts to pro-
mote the value of the landscape; have taken on a consistent 
rather than sporadic nature. And the industry has a lot to show 
for its grass roots efforts: 

The New Alliance: Attempting to shed the widely held dis-

Just a year ago, 
the industry was anticipating 

the success - or failure - of the 
allied trade show hosted by three 
national associations. Today, the 
lawn and landscape maintenance 
industry has much to reflect on 

resulting in a giant step 
forward in cooperation. 

By Cindy Code 



regard various industry practitioners have held for one another, 
a group of landscape contractors, landscape architects, growers, 
arborists and managers developed a new alliance with coopera-
tion its mission. This long-awaited understanding is intended 
to result in increased communication and national standards 
among various green industry segments. 

Responsible Industry for a Sound Environment: One year af-
ter its inception, RISE boasts a membership of more than 50 
corporations and associations and represents a cross-section 
of the industry from the manufacturer all the way to the asso-
ciations representing the end users. 

ALCA/AAN link: Earlier this year, ALCA and the American 
Association of Nurserymen announced a plan to unite legisla-
tively — an agreement which has AAN providing legislative 
consulting services for ALCA. When lobbying on the Hill, 
AAN now speaks on behalf of ALCA's 1,200 members, as well 
as its more than 3,000 members. 

The two groups recently held a joint legislative day in Wash-
ington, D.C., which drew double the crowd anticipated. 

GIE Commitment: After ironing out their differences, ALCA, 
PLCAA and PGMS came to terms on an agreement that will 
keep the show going through 1994. 

Coalition for a Sensible Pesticide Policy: RISE and 19 other 
associations formed a steering committee within days of the 
Supreme Court ruling, which in essence gave municipalities 
the right to enact their own pesticide restrictions. What resulted 

LAWN & LANDSCAPE MAINTENANCE • NOVEMBER 1991 

was CSPP, one of the largest industry coalitions with about 140 
national, state and regional associations representing thousands 
of businesses. 

Capitol Line: About 15 PLCAA member companies and 
PLCAA itself all contributed to the hiring of a lobbying group 
on Capitol Hill to represent the interests of the chemical lawn 
maintenance industry. In addition to seeking an answer to the 
Supreme Court ruling, PLCAA (through Capitol Line), the Na-
tional Pest Control Association and others are striving for a 
workable solution to the lawn care bill proposed last spring by 
Sens. Joseph Lieberman, D-Conn., and Harry Reid, D-Nev. 

Urban Land Institute Study: Patterned after a Dallas/Fort 
Worth-area survey investigating why firms select one office com-
plex for leasing over another, a new nationwide study will at-
tempt to validate the value of landscaping as it relates to com-
mercial real estate values. 

The impressive list goes on. In a day and age when the Ber-
lin Wall came down and the Communist Bloc continues to dwin-
dle, the green industry managed a few coups of its own. 

Few can disagree with the value of this cooperation, but what 
prompted it? Until now, various green industry segments had 
been content to practice their individual services on their own. 
So again, what spurred the industry into action? 

"Alliances and coalitions are the only way to go," said Nor-
man Goldenberg, chairman of PLCAA's and NPCA's respec-
tive legislative affairs committees. "We're seeing a tremendous 
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amount of cooperation; it's been 
a long time in coming." 

Goldenberg said the wave of 
unity never took place before be-
cause the industry never coa-
lesced in its efforts. The groups 
weren't hostile toward one an-
other; nothing ever brought them 
together. 

"We have a lot of common prob-
lems as well as challenges and op-
portunities. We concluded it's the 
only way to have a bright future 
and address the problems the best 
we can," said Joel Albizo, direc-
tor of public relations for A AN. 
"Associations are a lot like busi-
nesses. We're responsive to the 
needs of the marketplace — a 
changing marketplace at that." 

"There's no obstacles as to how 
far we can go (with cooperation)," 
said Ann McClure, executive vice 
president of PLCAA. "Challenges 
will present themselves as we go. 
Everything is doable, we just have 
to find a way to do it." 

That's promising news parti-
cularly in a dynamic industry 
stressed by environmental and 
economic change. Over the next 
few years, these developments are 
sure to shift an already evolving 
marketplace. Just four years ago, 
attention to environmental issues 
was gaining momentum, but had 
not yet peaked. Today, environ-
mental ism is a mass movement, 
accordingtoa 1990 Roper report. 

In its study, Roper found that 
most Americans place the en-
vironment high on the national 
agenda of public problems. About 
78 percent of the public, up from 
56 percent in 1987, believes that 
the nation should make a major 
effort to improve the quality of 
the environment. This increase 
of 22 percentage points is by far 
the biggest change in public opi-
nion of all issues measured by 
Roper. 

Americans' strong support for 
greater government intervention 
is further indicated by their will-
ingness to see specific pro-envir-
onmental regulations enacted des-
pite personal inconvenience or ex-
tra cost. 

This change reflects growing 
public anxieties and is a good in-
dicator to landscape professionals 
to heed, and better yet, take ad-
vantage of the green marketing 
revolution. 

But remember, all customers 
are not alike. While public anx-
ieties may be rising, public in-
volvement in a range of environ-

mentally friendly programs — 
and a willingness to make per-
sonal trade-offs to improve the en-
vironment — is said to be relative-
ly low. 

Some people are actively pur-
suing a wide range of environ-
mentally friendly practices while 
others are waiting to support them 
or convert to green products when 
the time is right. 

As the issues, people and prod-
ucts making up the landscape pro-
fession continue to shake out, a 
united front within the various 
segments of the green industry 
will only serve to strengthen the 
individual players as well as the 
overall impression of the entire 
service industry. 

"Just five years ago, things like 
the New Alliance wouldn't have 

been possible," said Debra Den-
nis, executive director of ALCA. 
"Various associations are now 
lending themselves to openness. 

"Egos are not a problem, every-
one benefits no matter what size 
your organization is. Whenever 
we can coordinate projects, just 
like GIE, everyone benefits, es-
pecially the membership." 

Allan Shulder, executive direc-
tor of PGMS, agreed, saying the 
industry has taken a positive step 
forward, progress he hopes will 
undoubtedly continue. 

PGMS recently developed an 
alliance with the Midwest Asso-
ciation of Physical Plant Ad-
ministrators for a two-day educa-
tional conference next summer. 
The Midwest group is one of six 
such regional organizations a-
crossthe country. I fall goes well, 
similar arrangements might be 
worked out with other regions for 
future educational opportunities. 

NEW ALLIANCE. Impressive by all 
standards, not to mention surpris-
ing, is the new affiliation between 
an assortment of green industry 
groups whose desires to break 
long-established barriers have 
brought them together. 

Initiated by the American So-
ciety of Landscape Architects, 
and whole-heartedly endorsed by 

ALCA, AAN, PGMS and others, 
the group is actively pursuing a 
national set of standards linking 
the landscape contractor, proper-
ty manager, grower, landscape ar-
chitect and irrigation contractor 
— a potpourri of anyone and 
everyone who is involved in the 
landscape process. 

The New Alliance was formed 
about 18 months ago to help the 
industry increase professionalism 
and profitability. It's also an op-
portunity to share frustrations, 
problems, remedies and solutions 

common to the green industry. If 
all goes according to plan, na-
tional standards that help define 
quality and professionalism, both 
at the personnel and materials 
level, will be developed. 

A common theme stemming 
from panel discussions held at 
AAN's national convention and 
last month at ASLA's national 
meeting, is that landscape archi-
tects, project managers and 
maintenance contractors can't do 
business without one another — 
so why not work together? Land-
scape architects need a better un-
derstanding of what's happening 
during installation and mainte-
nance, landscape contractors 
need a better understanding of 
nursery considerat ions and so on. 

Professionals need to discover 
ways to help one another provide 
better goods and services. For in-
stance, if landscape architects and 
landscape contractors visited their 
local growers, they would gain a 
better understanding of what to 
specify and how far in advance 
to order material. 

In addition, the grower needs 
to communicate to potential spe-
cifiers and buyers what will be 
available and when. 

"The fact that we can get up 
here and discuss our differences 
is a coup in itself," said Dennis 
McCloskey, AAN vice president. 
"We all have these pet things that 
we think will make our business 
more profitable. But we know we 
can't do everything at once. We 
need to concentrate on things we 
can do." 

Communication, education 
and the design process are cen-
tral issues. A number of recom-
mendations were formulated by 
the group, including: 

• Schools on all levels should 
begin cross education to support 
professional partnerships in the 
green industry. 

• Schools and associations 
should review recommended cur-
riculum established by industry 
associations. 

• The education of public of-
ficials is critical. 

• Green industry businesses 
need to educate the public about 
the ramifications of the design and 
installation of plant material. 

• The green industry needs to 
begin preparing people for the en-
vironmental changes arising over 
the next 10 years. 

• Business projects need to in-
(coniinued on page 100) 

"Challenges will present them-

selves as we go. Everything is doable, 

we just have to find a way to do it." 

Source: The Roper Organization 
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POWER EQUIPMENT OUTLOOK 

SALES WOES 
TURN SUPPLIER 
SIGHTS TO NEW YEAR 
The survival of the servicing-dealer 
network and increased consolidation 
are vital challenges for the outdoor 
power equipment industry. 

By Julie A. Evans 
DESPITE A LINGERING reces-
sion and a year of less than re-
markable sales achievements, 
manufacturers of outdoor power 
equipment are optimistic about 
1992 sales to the landscape in-
dustry. 

Lawn & Landscape Mainte-
nance magazine recently sur-
veyed major manufacturers in the 
commercial landscape market 
and found that 84 percent an-
ticipate increased sales in 1992, 
as compared to 1991. 

Much of the optimism stems 
from an anticipated upswing in 
the country's economic outlook. 
In fact, the economy ranked 
highest among factors influenc-
ing sales in 1992. However, other 
factors, such as new product in-
troductions, business restructur-
ing and intensified marketing ef-
forts, are also expected to clear 
the muddy sales outlook. 

"The economy is relatively flat 
across the board, but it would be 
unusual not to see a jump start 
in the economy, being that next 
year is election year," said Den-
nis Dix, executive director of the 
Outdoor Power Equipment In-
stitute, Old Town Alexandria, Va. 
"Companies seem to be lean in 
personnel and inventories have 
been reduced, so anything the 
government does, industry should 
be in a good position to capitalize 
on those incentives." 

Bob Brophy, manager, lawn 
care sales forCushman, Lincoln, 
Neb., said that most companies 
are planning for increased busi-
ness in 1992, but cautioned that 
the business climate remains soft. 
In response to market conditions, 
the commercial equipment mar-
ket is seeing increased consolida-
tion, and smaller businesses are 
finding it more difficult to remain 
competitive, he said. 

"The smaller companies are 
finding it harder and harder to find 
a niche to fit into. The larger com-

panies are filling them," Brophy 
said. "In the '90s, the larger com-
panies are going to be like an um-
brella covering all aspects of the 
business, with very few niches left 
unaddressed. The smaller manu-
facturers are getting absorbed by 
the bigger ones." 

John Smith, president of Ex-
mark Manufacturing, Beatrice, 
Neb., also noted a trend toward 
industry consolidation. "Due to 
the glut of competition, it appears 
all segments of our industry — 
manufacturer, distributor, dealer 

and commercial user — are ex-
periencing the challenges asso-
ciated with overcapacity," he said. 

"Developing appropriate busi-
ness strategies and tactics to main-
tain growth and profitability 
through a resulting period of con-
solidation will be the number one 
challenge for most businesses." 

A1 Money, vice president of 
sales and marketing for the Bun-
ton Co., Louisville, Ky., expects 
many of the players in the industry 
to change in upcoming years. 

"There are several manufac-
turers competing for a small 
amount of business. Only a few 
players are going to be able to 
withstand the challenges," he 
said. "Housing starts are down, 
major portions of the country are 
experiencing bad economic 
times, warehouses are clogged. 

"There are too many manufac-
turers trying to sell too few units. 
They can only go to a price war 
so far before they start shooting 
themselves in the foot." 

Money said that diversification 
is one answer to remaining an in-
dustry leader. 

"Creative marketing" and per-
sonalized service are also answers 
to economic survival, especially 
as manufacturers and dealers face 
competition from mass merchan-
disers, said Chris Sharp, mana-
ger, dealer and special markets 
for Yazoo Manufacturing Co., 
Jackson, Miss. 

"Small business are having a 
hard time making money. We're 
seeing changes in how goods are 
distributed and how businesses 
conduct themselves in a profitable 
manner," Sharp said. 

"Creative marketers will be the 
ones who are successful. They 
take themselves and their product 
and market them as value." 

COMMERCIAL GROWTH. Small 
businesses are not the only ones 
streamlining operations and ex-
amining marketing strategies. 
Larger companies are trying to 
maintain and improve market 
share, as the commercial equip-
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1992 SALES PROJECTIONS 
(Expected change from 1991) 

ment segment becomes an in-
creasingly lucrative outlet for 
their goods. 

According to a report just re-
leased by Business Trend Ana-
lysts, a market research firm in 
Commack, N.J., total sales for 
lawn, garden and snow equipment 
are expected to reach $5.7 billion 
in 1991 and grow to $10.8 billion 
in 2000. Sales of equipment to the 
commercial market accounted for 
$729.7 million in 1991, and could 
reach $1.8 billion by 2000, accord-
ing to the study. 

Although the consumer seg-
ment clearly accounts for the ma-
jority of sales of lawn and garden 
equipment, manufacturers who 
cater to both markets are finding 
the commercial segment increas-
ingly attractive. In fact, nearly 100 
percent of survey respondents ex-
pect the commercial segment to 
grow faster than the consumer 
segment. 

BTA statistics support this posi-
tion. The firm projects that com-
mercial equipment sales will ex-
pand at an average rate of 10.5 per-
cent from 1991 to 2000, as com-
pared to 7.3 percent for consumer 
equipment sales. 

The firm further projects that 
the commercial market will ex-
pand its market share from 14 per-
cent to 17 percent. 

For the landscape contractor, 
these statistics could translate in-
to dollars and cents. Enhanced 
service, competitive pricing and 

improved product offerings may 
result, as manufacturers scram-
ble for a piece of the profit pie. 

ENVIRONMENTAL CONSIDERA-
TIONS. The environment con-
tinues to influence equipment 
sales to the commercial market, 
for better or for worse. According 
to BTA, sales are expected to in-
crease for waste reduction prod-
ucts, such as mulching mowers, 
chippers and shredders and irriga-
tion systems. 

"The equipment segment is go-
ing to benefit as they incorporate 
more legislation that requires any 

means of mechanical grooming 
that enhances the growth of grass 
rather than chemical controls," 
noted Brophy. 

On the other hand, sales of cer-
tain gas-powered equipment 
could be hurt by increasing envi-
ronmental regulations, such as 
emissions and noise standards. 
The jury is still out as to what ex-
tent such regulations will have on 
sales; however, many manufac-
turers believe that prices could in-
crease on those products to com-
pensate for costly emissions-re-
ducing technology (see LLM, Ju-
ly, 1991). 

Manufacturers appear to be tak-
ing environmental concerns very 
seriously and are introducing 
new products to meet changing 
needs. 

For example, 56 percent of sur-
vey respondents said that mulch-
ing mowers will account for a sig-
nificant portion of their busi-
nesses' sales in the future. Near-
ly 70 percent expected mulching 
mowers to be a significant part 
of sales for the industry. 

Dick Tegtmeier, owner/CEO 
of Encore Manufacturing, listed 
grass clippings disposal as one of 
the most pressing concerns for the 
lawn and landscape maintenance 
industry, including manufactu-
rers. "For the commercial cutter, 
new laws will force a major reno-
vation of mowing with mulchers 
or another means of disposing of 
the massive tons of clippings," he 
said. 

Bob Walker, president of Wal-
ker Manufacturing Co., Fort Col-
lins, Colo., also targeted grass 
clippings disposal as an industry 
concern. "The biggest challenge 
is the grass clippings disposal is-
sue. Mulching mowers are only 
a partial solution, and landscape 
contractors are facing a big chal-
lenge in adapting their operations 
to fit their local situation such as 
availability of composting and 
alternate disposal sites." 

Not all manufacturers, how-
ever, agreed that mulching mow-
ers will address the industry's 
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clippings disposal needs. Terry 
Richards, product manager/pow-
er tools, forStihl, Virginia Beach, 
Va., said that in the long-term, 
"consumers will realize that 
mulching mowers don't really 
work." 

Richards said that mulching 
mowers have several limitations. 
First, mulching mowers are dif-
ficult to use on wet grass. Also, 
the customer has to mow more 
frequently because the mulching 
mower is less effective with longer 
blades of grass, he said. 

The solution may lie in im-
proved technology, he said. 

SERVICING DEALERS. When LLM 
survey respondents were asked to 
list challenges facing the lawn and 
landscape equipment market, 
many flagged the continuance of 
a healthy servicing-dealer net-
work as an area of concern. Ser-
vicing dealers, it seems, are be-
coming an endangered species. 

"Servicing dealers are going 
out of business at an alarming 
rate," said Joe Fahey, manager, 
dealer development and research 
for American Honda Motor Co., 

Duluth, Ga. 
He cited three areas in which 

manufacturers need to work with 
dealers to promote profitability 
and survival: promotion to in-
crease awareness, professiona-
lism to improve the retail expe-
rience for customers and service 

hock to buy next year's inventory." 
Beck explained that the primary 

reason for the dwindling number 
of servicing dealers is that they 
must buy 80 percent of the next 
year's stock before they actually 
know where business conditions 
will lead. The dealer is then 

Diversification is one 

answer to remaining an industry 

leader in a changing environment. 

to enhance customer satisfaction 
and repeat business." 

Norman Beck, executive direc-
tor for the National Equipment 
Servicing Dealers Association, 
Peoria, Ariz., said that the eco-
nomy and the drought started the 
downward trend for the servicing 
dealer two or three years ago. "But 
all through it has been the com-
mon thread of inventory and the 
necessity for the dealer to literal-
ly put his whole life holdings in 

"strapped with inventory and ob-
ligations to buy it." 

Thus, Beck said, the manufac-
turers' efforts to "tie the dealers 
up so tightly that they cannot buy 
from anyone else" has actually 
backfired. 

Beck proposes replacing the 
mandatory inventory with a writ-
ten business contract between the 
dealer and the supplier, setting 
down specific sales goals for the 
year. 

"Once goals are set down, the 
dealer no longer needs that inven-
tory because it's going to move 
if he meets his goals, i f you don't 
perform, we get rid of you. If you 
do, we protect you,' " 

Beck said that his association 
which represents 2,000 servicing 
dealers, has come up with recom-
mendations for the written con-
tract, but so far, no manufacturers 
are biting. 

"We feel that two parties doing 
business with a firm goal can do 
business without being choked. 
The problem is, who's going to 
hold the inventory?" 

But inventory is not the only 
problem that servicing dealers 
face, according to Beck. He said 
that competing dealerships are 
harmful to the dealers' communi-
ty status. 

"When a dealer is taking on a 
brand of product, he is recognized 
in his community as the agent. 
He makes an investment in that 
brand. But without a contract, the 
distributor or the manufacturer 
attempting to get more market 
share will open competing dealer-

(continued on page 38) 
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Jacobsen introduces three new Aero King 
aerators specifically designed to help you 
cash in on commercial aeration. 

All three economical models feature 
Jacobsen-tough construction, for years of 
trouble-free use. Their aeration depths are 
adjustable down to three inches. What's more, 
they're highly maneuverable, easy to handle, 
and they all fit through a standard 30" gate, 
so virtually nothing stands between you and 
lawn aeration profits. 

Select the T3019 roll-type aerator and 
aerate up to 24,000 sq. ft. per hour. Its 
simple, durable design will give you years 
of productivity. 

Or, choose one of our reciprocating aerators. 
These units have true vertical coring action, 
for the same clean, consistent holes as golf 
course aerators. The P4024 aerates up to 
24,000 sq. ft. {>er hour, while the front-wheel-
drive T6030 aerates up to 26,000 sq. ft. 
per hour. 

But no matter which Aero King you choose, 
there's no better value on the market for 
opening up this core business. So see your 
Jacobsen Commercial Products dealer today. 
Attractive lease 
and finance 
plans 
available. 

Jacobsen Division of Textron. Inc. 
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1991 SALES 
(actual vs. anticipated) ships in that area. Andthisdealer 

who has made the investment is 
no longer recognized as the dealer 
in the area," Beck explained. "But 
if we had contracts, that dealer 
could be told that he's either not 
performing or could increase his 
performance before another deal-
ership opens, or be given the op-
portunity to recognize that there 
is room for another dealership." 

Beck said that the landscape 
contractor is in a good position 
to start doing business with the 
servicing dealer, who has quick-
ly found the need to expand ser-
vicing capabilities to attract this 
market. 

"In the past, many dealers 
weren't anxious to do business 
with landscapers because they 
(landscapers) needed immediate 
service. They needed charge ac-
counts and equipment that small 
dealers normally don't handle. 
Now, the servicing dealer recog-
nizes the need to expand his ser-
vicing facilities so he can expand 
sales opportunities." 

Bunton's Money said that the 
solution to the servicing dealer's 
woes is a regional two-step dis-
tribution between the manufac-
turer, distributor and dealer. 

In addition, Money said, manu-
facturers should give distributors 
a large geographical territory so 

that dealers aren't stacked up 
against each other. 

"Too many manufacturers are 
trying to set up dealerships across 
the street from each other. It forces 
the dealer to sell at cost and he's 
not making any profit," he said. 

"What we're trying is a part-

nership between the dealer, the 
distributor and the manufacturer 
so that each one of the players is 
making a decent profit." 

Two-step distribution is rela-
tively new for Excel Industries, 
Hesston, Kan., according to Dave 
Wei felt, general sales manager. 
The company is expanding its ef-
forts in this area because it has 
found the need for more loca-
lized distribution. In the process 
of seeking out new dealers, the 
company has found that the more 
financially stable servicing deal-
ers are those with the largest per-
centage of commercial clientele. 

"The dealers who have made 
a shift away from consumer to 
commercial are the ones remain-
ing in business," he said. 

Welfelt also acknowledged that 
high inventory is the "first thing 
that can cause a dealer to get into 
financial trouble. Also, mass mer-
chandisers have put a lot of pres-
sure on servicing dealers." 

OTHER CONSIDERATIONS. Manu 
facturers and users of power equip-
ment have both been squeezed 

(continued on page 101) 
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Why this publication 
and more than 1,300 
others let us go over 
their books 
once a yean 

Some publications, we're sorry to say, keep their readers 
undercover. They steadfastly refuse to let BPA (Business Pub-
lications Audit of Circulation, Inc.) or any other independent, 
not-for-profit organization audit their circulation records. 
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mation helps advertisers to determine if they are saying the right 
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PESTICIDE OUTLOOK 

SPECIALTY 
PESTICIDES: 
TACKLING A CHANGING 

ENVIRONMENT 
Pesticide marketers and 

users are getting together on marrying 
application economies with concern 

for the environment. 
By Bob Gitlin 

BASIC PESTICIDE manufac-
turers and formulators in the 
specialty pesticide industry have 
faced hard facts and have been 
diligently working on more en-
vironmentally benign substances. 

In commercial and residential 
environments, where customers 
are beginning to demand such 
alternatives, lawn and landscape 
maintenance contractors stand to 
benefit. 

Faced with geographical dif-
ferences, varying product desires 
and a recession which lags on — 
all which must be considered 
when marketing product — spec-
ialty product manufacturers have 
remained surprisingly optimistic. 

David Duncan, manager of 
government affairs for Monsan-
to, St. Louis, Mo., this summer 
secured federal approval for a new 
pre- and postemergent herbicide 
called Dimension. "It is a new 
chemistry," he said, "which goes 
a long way to doing what the pub-
lic is asking of us." 

Despite its high unit activity 
(concentration/potency), Dimen-
sion poses no correlative threat 
of toxicity, he said. "Instead of 
10 to 12 pounds of active ingre-
dient per acre, we're looking at 
a quarter or half pound." The 
"user-friendly" pesticide controls 
annual grasses like foxtail, goose 
grass and crabgrass, and some 
broadleaf weeds. 

Such innovations are hearten-
ing to government regulators and 
manufacturers scrambling to 
follow new regimens. 

But even the environmentally 
conscious Duncan admits there's 
no replacement for 2,4-D. For 
postemergent broadleaf pests like 
clover and dandelion, much-
maligned 2,4-D is the only thing 
that works. While there some day 
may be an alternative to 2,4-D, 
work continues in other areas, 
following new environmentalist 
mandates. 

Mike Shaw, product develop-
ment manager for turf and or-
namentals at DowElanco, India-
napolis, Ind., is banking on non-
phenoxy-based Confront to satis-
fy the needs of those applicators, 
particularly in more sensitive 
areas. 

"The trend to more targeted ap-
plications — more spot treats — 
has been going on for years," 
Shaw said, "but the overall pes-
ticide market continues to grow 
in the turf and ornamental busi-
ness. The lawn care market is 
relatively flat, but it's still fairly 
steady. Our new products use ex-
isting chemistries. You won't see 
a lot of new chemistry marching 
into the marketplace in the next 
10 years. 

"There's more emphasis on 
products for beds and weed con-
trol , because hand weeding is ex-
pensive." 

What does enter the fray is the 
tall marketing hurdle of develop-
ment costs which must be passed 
on to the customer. A manufac-
turer spends from seven to 12 
years, on average, and between 
$30 million and $50 million to 
bring a new pesticide to the mar-
ketplace. 

Big breakthroughs in pesticide 
application will come in improve-

ments in formulation and applica-
tion technology. The industry has 
room for efficiency improvements 
in such areas as reducing or 
targeting pests and reducing drift. 

"Let's face it," Shaw said, "a 
lot of what we're doing out there 
is the same thing we did 20 years 
ago: throwing it out of rotary 
spreaders and backpack spray-
ers." 

O.M. Scott & Sons, Marys-
ville, Ohio, formulates mostly 
preemergent herbicides for lawn 
and landscape contractors. 
Among its postemergent product 
sales are herbicides containing 
2,4-D. O.M. Scott also serves that 
market with a gamut of insecti-
cides. And finally, turf growth 
regulators have opened up a grow-
ing market. 

"TGRs are a big interest area," 
said Ron Gagne, commercial 
sales manager. "They're getting 
better accepted by the fine-turf 
grower." 

Drought has hurt sales of pes-
ticides to lawn maintenance 
operators in a number of areas 
across the United States not ac-
customed to being parched, like 
the Midwest, he added. "The 
homeowner's not going to pay for 
applications you can't water on 
top of." 

O.M. Scott is negotiating with 
several manufacturers for new 
chemistry, including non-synthe-
tic pesticide alternatives. 

Sales of insecticides and 
fungicides to the lawn mainte-
nance market have taken a de-
cidedly different turn in recent 
years, according to Dan Meek, 
Midwest area manager, Mobay 
Corp., Kansas City, Mo. 

"Lawn care people are all talk-
ing about how the trend is toward 
doing more curative treatments 
and fewer preventive," he said. 
"Don't treat until a pest is pre-
sent — that's the motto," 

Insecticides followed by fungi-
cides represent the largest share 
of Mobay products to the lawn and 
landscape industry including Of-
tanol, a subsurface insecticide pri-
marily for grub control; and Dy-
lox, a turf insecticide for control 
of cutworms, sod webworms and 
white grubs. 

ALTERNATIVE PRODUCTS. A 
long-time manufacturer of biolo-
gicals is Ringer Corp., Minnea-
polis, Minn. Its operation has 
recently swollen with the acquisi-
tion of Safer Inc., and a renewed 
interest in naturally based prod-
ucts, which have actually been 
around since the '70s, according 
to Scott Boutilier, commercial 
marketing director for Ringer. 

Ringer also manufactures and 
markets insecticidal soaps to the 
lawn and landscape maintenance 
market. 

The soap cuts the wax cuticle 
on soft-bodied insects. "Without 
that waxy cuticle on their exo-
skeleton," said the former ento-
mology major, "they can't main-
tain their water balance, so they 
desiccate — dry out." 

This innovation, Aphid-Mite 
Attack — made of potassium-
based long-chain fatty acids — 
works on aphids, mites and other 
soft-bodied insects. 



It's not known whether 
Ringer's Grub Attack, 
removed voluntarily from 
the market earlier this 
year, will be ready for 

the spring of '92. 
Naturally based prod-

ucts are generally thought 
to cost more than synthe-
tics, and are able only to 
target single pests rather 
than offer broad-spec-
trum control. 

Boutiliercounters: "If 
you have broad-spec-
trum infestation of a-
phids, mites, scales and 
mealybugs, you can take 
our soap and whack the 
whole gang. If you look 
at an integrated pest 
management approach 
to the use of insecticides, 
you never really want to 
use a broad-spectrum 
product anyway. You 
want to use products tar-
geted for only the pests 
you have; you don't want 
to whack the beneficials 
like spiders, praying 
mantises and ladybird 
beetles." 

What explains biologicals' 
greater cost? 

"Their active ingredients tend 
not to be residual products," Bou-
tilier said. "They have to be ap-
plied with a bit more frequency. 
Their timing of application tends 
to be a bit narrower than a stan-
dard, synthetic, traditional chemi-
cal insecticide. You have to 
monitor the pest populations more 
carefully — which in my mind is 
a very good thing, because then 
you're only applying when and 
what you need to." 

This is in tune with today's 
move away from preventive, blan-
ket applications toward targeted, 
curative applications. Using 
biologicals as "breathers" for 
synthetic pesticides can intensify 

efficacy; overuse of any chemical 
insecticide unwittingly "selects" 
for insects that can withstand the 
attack, breeding resistance that in-
creases from generation to 
generation, he said. 

Ongoing research into alter-
native products will yield a num-
ber of new products in years to 
come. More recently, however, 
Ciba-Geigy this year is making 
its move into alternative products 
with the introduction of Exhibit, 
a biological for insecticides. The 
active ingredient is worms — 
nematodes, to be exact. 

These microscopic worms seek 
and destroy certain insects, inflic-
ting them with infections that 
prove terminal. Through a special 
formulation, they are packaged 

immobilized in a gel. This keeps 
them alive, but unable to wriggle 
themselves to death of fatigue. 

In the field, the operator adds 
water to the gallon container, 
which appears nearly empty, but 
contains 250 million nematodes. 
The user also adds an activator, 
which releases the worms from 
the gel. Finally, the mix is poured 
into a spray tank and spraying can 
begin. 

Ciba-Geiby has an agreement 
with Biosys, a biological manu-
facturer for the consumer market, 
to market this insecticide to the 
professional market. 

This year, Ciba-Geigy has tak-
en advantage of lingering drought 
situations. Weather conditions 
have exacerbated disease prob-

Despite a changing 
environment and 
diverse customer 
needs, specialty 
pesticide manufac-
turers are optimis-
tic about their 
future. 

lems, but have fa-
vored Ciba-Geigy 
fungicide products, 
the largest selling 
products for the firm, 
according to Doug 
Houseworth, mana-
ger of technical sup-
port. 

"The drought has 
affected lawn care 
sales significantly in 
the Midwest, parti-
cularly insecticides," 
Houseworth said. "If 
you've got brown 
turf, you're not going 
to spend money on an 
insecticide applica-
tion to keep it green. 
On the other hand, if 
there's plenty of wat-
er and the turf is 
green, and then that 
turf starts to die 
because of grubs, 
you'll move to protect 
it. But most Midwest 
turf contains fescues; 

under dry hot conditions they'll 
go dormant." 

Drought conditions or not, pro-
fessionals are learning to apply 
pesticides sparingly, following 
IPM concepts that may have ori-
ginated long ago, but not fully 
realized until recently. 

"The term integrated pest 
management is being thrown 
about quite a bit," said Andy Seck-
inger, CHIPCO product manager 
at Rhone-Poulenc, Research 
Triangle Park, N.C. "I got a de-
gree in pest management 15 years 
ago. Believe me, IPM is no new 
idea." 

Another misconception, he 
said, is that IPM means abdicating 
synthetics in favor of biologicals. 

(continued on page 44) 



Control your weeds. 
ScOTTS®pendimethalin preemergents provide tough, effective 

control of a broad spectrum of grassy and broadleaf weeds. 
You can't find a better—or more cost-effective—control. 
And there's a pendimethalin control for virtually every 

turfgrass application. 
30-3-10 Fert i l izer P lus Turf Weedgrass Control, with 

up to 8 times more particles per square inch than typical com-
petitive physical blends, provides the ultimate preemergent 
weed control plus a controlled-release, methylene urea-based 
nitrogen feeding. 

22-0-6 Turf Ferti l izer Plus Preemergent Weed 
Control combines urea, sulfur-coated urea, and a potassium 
feeding with unsurpassed control of 6 grassy weeds and 9 
broadleaf weeds before they sprout. Fine particles increase 
weed control efficiency over typical competitive physical blends. 

14-0-14 Nitrogen/Potassium Fertil izer Plus Turf 
Weedgrass Control combines nutrient sources with pendi-
methalin for effective preemergent control of 6 annual grassy 
weeds and 7 broadleaf weeds. 



Cut your costs. 
Southern Weedgrass Control provides optimum utiliza-

tion of pendimethalin necessary for season-long control on 
southern turfgrasses. 

Turf Weedgrass Control provides unsurpassed preemer-
gent weed control in both cool and warm season grass applications. 

Weedgrass Control 60 WP offers liquid-applied pre-
emergent control in both cool and warm season grass applications. 
It comes in convenient, easy-to-handle, water-souble packets. 

SCOTTS pendimethalin controls have been proven effective 

and turf-safe for more than 6 years. Why risk your turf to any-
thing less when you can count on these proven performers? 

Your Scott Tech Rep is ready to help you select the for-
mulation that's best for your course 
as part of a total turfgrass program. 
For more information, contact him 
today. Or call 1-800-543-0006. 

There's no better way to 
control weeds, or your budget. 

Growing better through technology. 



"All it means is that you examine 
the system, decide what your 
'economic threshold' is — what 
level of damage can you tolerate 
— and look at all available op-
tions to take care of the problems 
so it does not go above that 
threshold," he said. 

"That may include biologicals, 
like using Japanese beetle traps 
around certain ornamental areas. 
It may include culturals, such as 
aeration or spiking the soil. It may 
include 'chemical' controls as 
well." 

Rhone-Poulenc is, in fact, in 
the process of developing "biora-
tional" — the term EPA uses and 
favors — alternatives to traditional 
synthetic pesticides. 

One Minnesota businessman is 
experimenting with his own alter-
native products at the same time 
he maintains properties. Organic 
Lawn Care Products provides the 
products and Organic Lawn Care 
service attends to the customers. 
Both are headed by Mark Miles. 

Traditional chemical pesticides 
are used in only about 5 percent 
of the lawns his lawn maintenance 
service currently is treating. 

Miles has yet to come out on 
the market with an alternative 
pesticide product, but that's in the 
works, he said. "We have one 
fungicide perfected now. Ex-
periments have all been positive, 
and now we must EPA-register it. 
That'll take us probably two years, 
max. We have an insecticide that's 
not EPA-registered yet, that has 
been working in 80 percent of the 
cases." 

CHOOSING A DIRECTION. Con 
tractors are sometimes caught in 
the middle, trying to be ecolo-
gically conscientious and make 
money at the same time in a cus-
tomer universe marked by 
short-sightedness. 

Richard Nelles, president of 
NutriLawn International Inc., a 
Canadian franchise headquar-
tered in Winnepeg, Manitoba, 
said his biggest job is getting 
customers to realize he can't work 
miracles. 

"Customer education is part of 
our IPM program. We're trying 
to get across to them their lawn 
needs to be fed and watered on 
a regular basis. We like to come 
every five weeks or so and give 
them a nice balanced amount of 

nutrients. We press them hard to 
cut their grass three inches high 
with a sharp mower. We want 
them to recycle clippings." 

Nelles estimated that a third of 
the lawn's nitrogen comes from 
decomposed leaves from those 
clippings. "We adjust for that in 
the amount of fertil izer we put on." 

Good customers don't need 
much pesticide. NutriLawn, like 
many others in the green industry, 
no longer apply blanket applica-
tions of pesticides. 

"We're finding that with cus-
tomers on our program for a few 
years, about all you end up doing 
is a few spot treatments," he said. 
"We have little hand sprayers in 
the truck. Sometimes we don't 
even use our injectors on the main 
line. We'll just take a hand can 
and trim around the sidewalk or 
something like that." 

Preventive applications, on the 
other hand, are often still neces-
sary, said Mark Laube, vice presi-
dent of development for Lawn-
mark, Hudson, Ohio. 

"In the event you have had a 
problem, and identified a need — 
say a lawn was heavily damaged 
by surface insects in late summer 
or fall, and treatment was applied 

Magnified photo of Exhibit 
biological insecticide's effect 
on pests (top). Nematodes in-
fecting a pest larva (bottom). 

In his 20 years in the business, 
he has seen definite changes in 
how pesticides are applied. "We 
used to apply Dursban insecticide 
as a blanket application on lawns 
during the late spring through ear-
ly fall flea/tick season. We gave 
that up at the beginning of the year, 
and we only apply those materials 
on request of the customer. For 
subsurface insects also, we tend 
to apply only on an as-needed 
basis." 

Safety concerns for applicators 
was the primary motivator here. 
California has strict laws requir-
ing such dispensers to don veri-
table armor (including respirators 
and gloves) before disseminating 
pesticides. 

"The more exposure to pesti-
cides there is on a regular basis, 
the higher the risk of a workman's 
compsuit," Cohen asserted prag-
matically. 

An unabashed believer in pro-
ductive chemistry is Reg Robert-
son, whose Custom Lawn & 
Landscape Inc., based in Olathe, 
Kan., is growing too well to hide 
certain numbers. 

"Actually we're using more 
pesticides, because we got more 
customers," he said. "We don't 
use any biologicals because we've 
heard they don't work well, they 
cost more to use and I don't think 
the consumer really wants to pay 
more even if it is more ecological-
ly sound. They want the most re-
sults for the least amount of 
money. We have a pesticide-free 
lawn program; I've only got 
maybe 1 percent of all our people 
interested in doing it for a year 
or more." 

Rick Steinau, president of 
Greenlon Lawn Care Services, 
Cincinnati, Ohio, said he's been 
incorporating an IPM program 
for several years. "We haven't 
done blanket applications in seven 
years." 

Like Nelles, he has his people 
outfitted with a double-trigger de-
livery system that allows them to 
have one material at the ready so 
that when they see a problem, 
such as a weed problem, they can 
hit the second trigger to target just 
the pests that appear at certian 
times of the year. "Then you let 
go of your trigger and you're back 
to putting down fertilizers. We 

(continued on page 101) 

— that lawn may be a good can-
didate for insect activity next 
year." 

The use of synthetic pesticides 
and alternative products varies 
from one firm to the next and one 
region of the country to another. 

"We take a limited approach in 
the use of pesticides, whether syn-
thetics or biological" said Phil 
Catron, president of Naturalawn 
of America Inc., Frederick, Md. 
"We instituted IPM in lawn care. 
In fact, we just got done writing 
the IPM chapter for the EPA 
manual. If an application has to 
be made, our first choice is a 
biological and always on a spot 
treatment, not a blanket. We've 
gotten some pretty good heat from 
the bigger lawn maintenance 
firms. They're now proposing and 
trying to be proponents of things 
they were knocking us for two or 
three years ago." 

Robert Cohen, president of 
Green Scene, Tarzana, Calif., has 
his people using a full array of 
herbicides, insecticides and fun-
gicides to manage a business that 
is 95 percent residential. In the 
hot Sun Valley, Green Scene uses 
both biological and traditional 
pesticides. 



Why Dormant Feed Milorganite? 
Reduce Operating Costs 

You'll save time and money. Apply Milorganite in late fall 
for efficient labor and nutrient use. More time is available 
for you and your staff in late fall, and spring time crunches 
will be avoided when you dormant feed Milorganite. 

The W.I.N. Factor 
Dormant applied Milorganite does not burn, leach, or lose 
its nutritive value due to a 90% Water Insoluble Nitrogen 
(W.I.N.) factor. 

Rich In Chelated Iron 
Your turf will look great. Milorganite provides 4% min. 
iron and a full package of nutrients. That means an early 
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TRUCK TRENDS 

MIDRANGE 
LAWN MAINTENANCE VEHICLES: 

THE '80s vs. THE '90s 
THE 1990s are well un-
der way and with the new 
decade has come a ple-
thora of changes for lawn 
and landscape mainte-
nance business owners. 
Ten years have elapsed 
since the pivotal Motor 
Carrier Act of 1980 was 
passed deregulating the 
trucking industry and 
resulting in today's high-
ly competitive and en-
trepreneurial market. 

The '90s will see more 
significant legislative 
changes — primarily af-
fecting heavy-duty lawn 
maintenance trucks 
(Classes 7 and 8), with 
gross vehicle weights 
(GVW) of26,001 pounds 
and more. As a result, 
new requirements im-
posed on heavy-duty 
lawn maintenance trucks 
are causing many owners 
to re-evaluate their needs. 

One consideration is 
downsizing to midrange 
trucks with GVWs of 
26,000 pounds and un-
der, such as Class 5 and 
6 trucks. 

This decade will bring significant 
legislative changes to heavy-duty truck operators, 

causing many maintenance professionals to 
re-evaluate their trucking needs. 

By Paul Vikner 

LICENSING. The Commercial 
Motor Vehicle Safety Act of 1986 
requires every state to conduct 
uniform testing and licensing of 
all commercial drivers. To accom-
plish this, the National Driver's 
Licensing Program, more com-
monly known as the Commercial 
Driver's License (CDL) was es-
tablished. 

The CDL is a single license 
issued by the driver's state of legal 
residence certifying that a com-
mercial driver has demonstrated 
satisfactory knowledge of the ope-
ration and driving skills neces-

sary to operate a vehicle in a safe 
manner. 

Effective April 1,1992, the fol-
lowing drivers (an estimated 6.5 
million) must obtain a CDL li-
cense: 

• Class A — Tractor-trailer 
drivers, provided that the trailer's 
GVW is more than 10,000 pounds 
and the added weight of the trac-
tor brings the gross combination 
weight (GCW) to 26,001 pounds 
or more. Drivers pulling double 
or triple trailers. 

• Class B — Heavy straight 
truck or bus drivers, if the GVW 
is 26,001 pounds or more. Arti-

culated bus drivers. 
• Class C — Drivers of vehicles 

carrying hazardous materials in 
quantities that require placards. 
Drivers of vehicles that carry 
more than 15 passengers including 
the driver. 

The CDL test consists of both 
a road and written exam with an 
oral option. Many companies fear 
that even their experienced driv-
ers will not pass the test. As of 
March 1989, the California pas-
sage rate was only 50 percent. 
Many industry experts predict 
that the test's difficulty will also 
result in an increased shortage of 

qualified drivers. 
In light of the test, 

many heavy-duty lawn 
maintenance truck own-
ers are considering down-
sizing to midrange trucks 
which are not affected by 
the CDL requirements. 
According to statistics 
provided by the Motor 
Vehicle Manufacturers 
Association (M VM A) a 
shift in sales is already 
occurring. 

In April 1990, Class 6 
truck sales totaled 3,545, 
down 1 percent from Ap-
ril 1989. Class 7 sales, 
totaling 6,811, dropped a 
dramatic 23.8 percent 
from the same period in 
1989. 

Not only will it cost 
employers extra money 
to pay for drivers to study 
for and take the CDL 
test, but licensed drivers 
will require higher sala-
ries as well. While larger 
truck fleets have the 
money and resources to 
get their operators li-
censes, the one-truck 
operator and smaller 

lawn maintenance companies will 
be the ones most affected by this 
new law. 

Therefore, many smaller busi-
nesses will be opting for the more 
cost-effective option of midrange 
trucks and drivers. 

AIR QUALITY CONCERNS. Anew 
emphasis on preserving the en-
vironment is emerging world-
wide and affecting every aspect 
of society including trucking. 
This new urgency to clean up the 
nation's air is spurring national 
and local legislation to cut en-

(continued on page 48) 



The New 
This advanced controlled-release material 
derived from methylene urea polymers is 
the ideal nitrogen source for all your turf 
needs. That's because NUTRALENE™ 
works two ways. First, it provides a quick-
release nitrogen through hydrolysis. Second, 
NUTRALENE releases nitrogen more slowly 
through microbial action for sustained feeding. _ 
This dual action (the result of its unique molecular 
structure) makes NUTRALENE the superior controlled 
release nitrogen source. The following points show that 
NUTRALENE meets all the professional's requirements 
for a broad-use nitrogen. 

This quality nitrogen source offers... 
• Quick greenup 

Controlled-release nitrogen feeding for 
up to 16 weeks 

• Both hydrolysis and microbial action— 
not dependent on coating or particle size 

for release 
— • Minimal leaching and volatilization 

• Consistent release of all nitrogen in one growing 
season, under all conditions, even during cool soil tem-
perature situations 

• Low salt and low burning potentials 
• 40-0-0 guaranteed analysis 
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Maintenance Vehicles 
(continued from page 46) 

gine emissions. 
According to an Aug. 16, 1990 

press release issued by the En-
vironmental Protection Agency, 
"41 areas violate the carbon 
monoxide (CO) standard.. .CO is 
primarily an automotive pollu-
tant." 

The Senate and House evalu-
ated each of these u rban areas and 
classified them as either "serious" 
or "moderate." The Senate clas-
sified seven areas as serious while 
the House classified only three 
areas as serious. However, the two 
governing bodies agreed on the 
top three offenders: Los Angeles, 
Calif.; Oshkosh, Wis.; and Steu-
benville, Ohio. Also included on 
the Senate's list were Denver, 
Colo.; Provo-Orem, Utah; Seat-
tle-Tacoma, Wash.; and Las Ve-
gas, Nev. 

The City of Los Angeles, in an 
effort to control emissions and 
lessen traffic congestion, has pro-
posed drastic reductions on streets 
and freeways by trucks with more 
than three axles and GVWs of 
more than 26,000 pounds during 
morning (6 a.m. to 9 a.m.) and 
evening (4 p.m. to 7 p.m.) rush 
hours, Monday through Friday. 

The plan lets companies who 
cannot comply with these restric-
tions purchase expensive permits 
which will allow a certain percen-
tage of their trucks to operate dur-
ing peak traffic hours. Class 6 
trucks will be able to continue 
operation during peak traffic 
hours while their larger counter-
parts will be barred from highway 
use. If the measure is adopted, 
many local operators are expected 
to convert to Class 6 trucks which 
are not affected by law. 

Furthermore, a 20-year plan to 
clean the air in the Los Angeles 
basin is being implemented by the 
South Coast Air Quality Manage-
ment District which has jurisdic-
tion over almost four counties in 
Southern California. The pro-
gram calls for replacing diesel fuel 
with alternative cleaner-burning 
fuels, among other conditions. 

Los Angeles isn't the only city 
that's instigating such measures. 
"Denver has experienced signifi-
cant reductions in CO emissions 
since requiring the use of oxy-
genated fuels and by implemen-
ting an enhanced vehicle inspec-
tion and maintenance program," 
according to the EPA. 

Many of the nation's largest 
cities are currently out of com-
pliance with the federal govern-
ment's clean air laws, and many 
are focusing on restricting truck-
ing to solve the problem. 

FEDERAL EPA REGULATIONS. 
Truck manufacturers and oil com-
panies are currently hard at work 
to produce vehicles and fuel that 
will meet deadlines set by the 
EPA. 

In 1985 the EPA published a 
series of emissions reductions for 
diesel engine trucks with GVWs 
of more than 8,500 pounds. These 

regulations emerged out of the 
1977 amendment to the Clean Air 
Act. The emissions reductions af-
fect both nitrogen oxide and par-
ticulate matter (visible smoke). 

In a two-stage process the EPA 
will require an 83 percent reduc-
tion of particulates and a 53 per-
cent reduction of nitrogen oxide. 
The first set of reductions became 
effective last January and the se-
cond set will go into effect in 
January 1994. These require-
ments apply to a heavy-duty diesel 
engine's useful life period of 
290,000 miles. 

The reductions will be met 
through both engine technology 
and fuel quality. Fuel quality will 
be improved by lowering the sul-

phur and aromatics content. 
Truck manufacturers are rede-
signing combustion chambers 
and using extensive electronics 
emissions control in their new 
engine technology. They are also 
working on exhaust aftertreat-
ment by designing particulate trap 
oxidizers and new catalytic con-
verters. 

SAFETY ISSUES. Much legislation 
slated for the 1990s revolves 
around increasing safety con-
cerns. Worldwide there are about 
500,000 traffic deaths each year. 
Driver inattention accounts for 30 

percent to 50 percent of all ac-
cidents, while human judgment 
errors account for the remaining 
50 percent to 70 percent. 

Some companies are shifting 
to midrange trucks because they 
are involved in fewer accidents 
and therefore are easier to obtain 
insurance for. Furthermore, many 
lawn maintenance companies are 
shifting to a cab over engine 
(COE) configuration which al-
lows for increased visibility and 
maneuverability resulting in bet-
ter safety. 

Dick Bare, owner of Arbor-No-
mics, Norcross, Ga., a suburb of 
Atlanta, said the COE design has 
made a big difference in his 
business. 

"We do a lot of residential jobs 
close together which requires us 
to make a lot of stops. We some-
times make 25 to 30 stops in one 
day. The cab over chassis design 
allows the drivers to get in and 
out of the truck easier and quick-
er," he said. "It also gives us bet-
ter maneuverability in tight cul-
de-sacs." 

FEDERAL SAFETY LAWS. In the 
past, there has been little confor-
mity in safety regulations. How-
ever, the federal government is 
making a concerted effort to solve 
this problem. The Federal High-
way Administration (FHWA) re-
cently enacted a new safety rating 
and monitoring system for inter-
state carriers. Each new truck will 
be categorized as either satisfac-
tory, conditional or unsatisfac-
tory. 

Satisfactory carriers will be 
placed in the Educational and 
Technical Assistance Program 
where they will be monitored per-
iodically, and receive safety in-
formation from FHWA's Office 
of Motor Carriers. Conditional 
and unsatisfactory trucks will be 
placed in the Selective Com-
pliance and Enforcement Pro-
gram where they will receive fe-
deral help in upgrading their 
operations. 

Penalties for not correcting de-
ficiencies can include ceasing 
operations, as well as fees rang-
ing from $500 to $25,000, and up 
to a one-year prison sentence. 

The Department of Transpor-
tation also enacted an annual vehi-
cle inspection for interstate trucks 
with GVWs of more than 10,000 
pounds. Starting in July 1990, 
commercial vehicles must be ex-
amined by a qualified inspector 
at least once a year. 

States are stepping up their safe-
ty regulations as well. As of Jan. 
1, 1989 all California commer-
cial vehicles were required to get 
a safety inspection at least once 
every 25 months. Other states are 
adopting similar measures. 

DRUG TESTING. Another grow 
ing area of concern is drug testing. 
Operators of trucks with GVWs 

of more than 26,000 pounds are 
required by DOT to perform three 
different types of driver drug 
testing: pre-employment, perio-
dic and reasonable cause. 

A decision is pending on wheth-
er random and post-accident 

(continued on page 101) 

ORGANIZE YOUR TRUCK 
A WELL-ORGANIZED truck allows lawn maintenance contrac-
tors to inventory tools at a glance and reduce forgotten or lost 
tool mishaps. 

When hung correctly, elastic straps hold tools against the wall 
to keep them from falling. Color coding of handles ensures crew 
identification. In addition, a carefully mounted fire extinguisher 
may help avoid fire losses. 

When thought is given to truck organization, efficiency should 
improve too. Mowers, blowers and tractors can all be removed 
easily from the trailer. Once removed, tools are easily accessible 
and available for the job at hand. 

Not only does careful handling ensure dependability and 
availability, it's also necessary for safe transportation. — Panora-
mic Landscape Co., Lombard, III. 

Many cities are focusing on 
trucking restrictions to help comply 

with the federal government's 
clean air laws. 
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LANDSCAPEBS TA 

CHANGING 2 
ROLES 

Ihe landscape industry finds 
itself diversifying, yet again, to handle the 
current challenge of alternative yard-
waste disposal. 

About one-third of Lawn & Landscape Main-
tenance magazine readers who collect or 
generate lawn waste are involved in com-
posting. While some keep the composting 

in-house others choose to work through a munici-
pality, a composting facility operated by a peer or 
some other method currently available to them. 

Earlier this year, LLM began providing coverage 
of the dramatic events unfolding in the composting 
marketplace. With legislation changing rapidly and 
the customer demanding to know how it's going to 
affect him, it 's impressive to see the progressive-
ness of many lawn and landscape maintenance 
contractors. 

In a number of states, activity surrounding the 
disposal of yard wastes laid dormant until govern-
ment mandates forced landscapers to seek alter-
native measures. 

But in other areas, professional contractors often 
played the lead role in coordinating project com-
post sites with cities and peers. 

For years, landscape contractors went about 
mowing, trimming and pruning in a traditional 
manner with no particular concern for where the 
waste ultimately would be disposed. Now, many 
contractors are advocating leaving grass clippings 
on the ground and collecting leaves, branches, 
clippings (when collected) and other trimmings for 
composting. 

The situation remains tentative in some areas 
where composting has not yet been accepted 
as a viable option and where state bans have not 
taken effect. Landscape contractors remain en-
thusiastic, nevertheless, as new challenges come 
their way. 

The landscape industry finds itself diversifying, 
yet again, to handle the current challenge of alter-
native yard-waste disposal. 

Since no real industry statistics exist on com-
posting in the lawn and landscape maintenance 
market, we decided to survey 750 randomly 
selected readers in an attempt to discover where 

GENERATORS OF 
LAWN WASTE LEAVING 

CLIPPINGS ON THE GROUND 

\ 
40.9% 59.1% 

\ 
yes 

HOW SURVEY RESPONDENTS 
CATEGORIZE THEMSELVES 

• 

71 .3%'" 

i 

2 generators of lawn waste* 

collectors of lawn waste 
/ composters of 

34.8% 1 
33% 

m 
*lawn waste includes: grass clippings, leaves, branches, etc. 

they stand on the issue. The survey received a 
15.5 percent return rate. 

Approximately 71 percent of LLM readers said 
they are generators of lawn waste, 34.8 percent 
said they are collectors of lawn waste and 33 per-
cent said they are composters of lawn waste. 

Of those generating or collecting yard waste, 
29.2 percent said they generated one to nine tons 
per year; 23.6 percent, 10 to 24 tons; 12.4 percent 
100 to 499 tons; 10.1 percent, 25 to 49 tons; 10.1 
percent, 50 to 99 tons; and 2.2 percent, less than a 
ton. About 12.3 percent of the respondents said 
they generated between 500 and 2,999 tons 
annually. 

Just more than half of the respondents who said 
they are generators of lawn waste said they tended 



WHAT IS YOUR 
BUSINESS' 1991 BUDGET 

FOR YARD WASTE DISPOSAL? 

61.1% y 
less than $10,000 

$10,000 to 
$24,999 

28.9% 
$100,000 to 

$349,999 

m 

WHAT LANDSCAPE CONTRACTORS 
DO WITLUUIR COMPOST ? 

given 
away themselves 

to leave grass clippings on the ground atter mow-
ing. Most of the group leaving clippings on the 
ground used rotary mowers, 93.2 percent, while 
10.2 percent used reel mowers. Mulching/recycling 
mowers and mulching plates accounted for 13.6 
percent and 6.8 percent, respectively, of those not 
bagging clippings. 

Of the equipment used in the composting of 
yard waste, 52.2 percent of those who compost 
said they use chippers/shredders, 43.5 percent use 
compost bins, 37 percent use mulching/recycling 
mowers, 34.8 percent use bagging equipment, 10.9 
percent use screening equipment, 4.3 percent use 
windrow turners, 2.2 percent use tub grinders, 2.2 
percent use in-vessel compost systems and 2.2 per-
cent use odor control systems. 

While a little more than a third of our respon-
dents said they don't compost the lawn waste they 
collect or generate, 21 percent said they compost 
90 percent or more of their collected waste. About 
11.6 percent said they composted 1 percent to 9 
percent of their collected waste; 10.5 percent com-
posted 10 percent to 24 percent; 9.3 percent com-
posted 75 percent to 89 percent; 7 percent com-
posted 50 percent to 74 percent; and 3.5 percent 
composted 25 percent to 49 percent. 

Surprisingly, 64.4 percent of the respondents 
composting a portion of the lawn waste collected 
said it is composted at a facility owned and/or 
operated by them. 

Other avenues used for composting included 
municipalities, 11.9 percent of the time; another 
landscape company, 3.4 percent; and haulers, 
3.4 percent. The remaining said they pursued 
other avenues of composting including landfills, 
farms, nurseries, private companies and home-
owners. 

The idea of composting is generally accepted in 
nearly half of the communities where landscape 
contractors operate. Unfortunately, professional 
contractors are more than likely to be turned away 
from community-run compost facilities about 42.4 
percent of the time. 

State and/or community bans and restrictions on 
the dumping of lawn wastes in landfills are preva-
lent in only 20.7 percent of the respondents' work 
areas, but slightly more than half anticipate bans 
in the forseeable future. If not already enacted, 
bans are expected in 1992 and 1993. 

For an issue as hot as the disposal of yard 
wastes, an unexpectedly high number of those 
responding to our survey were unaware or unsure 
of community or state regulations regarding the 
distribution of wastes. 

1 Landscapers involved in composting said they 
I produce an end product suitable for use on food 
'c rops 54.5 percent of the time, suitable for use on 
non-food crops 48.5 percent of the time and suit-
able for use as a landfill cover 15.2 percent of the 
time. 

Those not in tune with composting practices 
might want to reconsider. According to survey re-
spondents, the average price per ton to dispose of 
solid-waste in a landfill is $41.75, while those 
depositing lawn waste at a compost facility pay 
$22.89 per ton. 

About 66.4 percent of the compost produced is 
used by the contractor doing the composting, 
while 26.3 percent of it is given away and 7.3 per-
cent is sold. 

Other survey information revealed that 1991 
budgets for yard waste disposal were less than 
$10,000, 61.1 percent of the time. Additionally, 
28.9 percent said they allotted no money in the 
budget for yard waste disposal, while 4.4 percent 
earmarked $10,000 to $24,999; 4.4 percent, 
$25,000 to $99,999; and a handful allotted 
$100,000 to $349,999. 

Learn more about the recycling/composting 
habits of LLM readers on the following pages of 
this special report. • 
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While composting and the 
marketing of compost is still in its infancy, 
the landscape profession, spurred bj/ 
increased regulation, is quickl]/ catching 
on to its benefits 

With an increasing burden of government 
rules and regulations, environmental 
concerns, financial and legal contraints 
and day-to-day operational require-

ments, why would a landscape contractor want to 
become involved in composting yard waste? Be-
cause he has no choice. 

Driven by the solid-waste crisis and its impact 
on the nation's landfills, yard-waste composting is 
becoming less of an option for landscaping profes-
sionals and more of a necessity. 

More than a dozen states and the District of Col-
umbia have already banned yard waste f rom their 
landfills or will close landfills to yard waste within 
about the next 18 months . In addition, the "back-
40 approach" to yard-waste disposal — which 
some municipali t ies as well as landscapers have 
used to avoid skyrocketing landfill tipping fees — 
will soon cease to be an option as state laws be-

Because of increased regulation, scenes like this won't be seen much longer. 

come more restrictive, compost end users become 
more demanding in their quality s tandards and 
"back-40" acreage becomes increasingly scarce. 

"Markets and the market ing of compost in this 
country are still in their infancy," according to 
Tom Glendinning, president of Green Glen Ltd. 
and Wastek, Pittsboro, N.C., companies which deal 
in the market ing and processing, respectively, of 
compost. Some 18 years af ter building his first 
commercial compost pile, Glendinning readily con-
cedes the industry has many unanswered ques-
tions. "There ' s got to be about another 10 years of 
research done on composting before we begin to 
get a handle on it." 

H O W M U C H C O M P O S T ? Bearing testimony to 
the fact that yard-waste composting is just now 
becoming an " indus t ry" is the fact that hard 
statistics on annual compost production in the 
United States are virtually non-existent. While 15 
to 20 facilities compost municipal solid waste and 
" h u n d r e d s " compost sewer sludge, some 1,500 
compost yard waste, according to Connie Kunzler, 
director of public affairs for the Solid Waste Com-
posting Council, Washington, D.C. 

"There are only eight to 12 fairly sophisticated 
facilities in the various states," she said, "and 
there 's very little inventory." Complicate the ques-
tion of basic volume with different processing 
levels and procedures, and the scenario is akin to 
comparing apples and oranges. 

"Some (facilities) pile leaves and don't turn 
them. Some have sophisticated processing and 
even do pick-up of the materials. Some do com-
posting and deliver material to agricultural land, 
where it 's mixed with manure ." 

As with any commodity, demand will depend on 
the development of healthy, continuing markets. 
Part of the problem stems f rom government ' s in-
volvement in the marketing process, according to 
Glendinning. 

"Most composting in this country today is being 
done by government — federal, state, county and 
local — and the fate of that compost is that well 

over 50 percent goes to landfills or 
is given away. Governments are 
not marketing organizations and 
never should at tempt to do that." 

WHERE'S IT GOING? All com 
posting programs will be market-
driven, said Edward Janesz, or-
ganic recycling development 
manager for Kurtz Bros. Inc., 
Cuyahoga Heights, Ohio. "Unless 
there 's an outlet for the material, 
it 's doubt fu l composting programs 
will have an impact on waste-
reduction or diversion of material 
f rom landscapers." 

Landscape contractors and lawn 
maintenance companies, which 
now drive compost demand, will 
cont inue to be pr imary users of 

(continued on page 54) 
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U N D E R P R E S S U R E (continued from page 52) 

the material, Janesz said. While compost does not 
take the place of topsoil, its fertilizer propert ies 
serve as condit ioners to upgrade topsoil for the 
seeding of lawns, beds, vegetable product ion and 
for potting mixes and, to a lesser extent, for golf 
courses and park main tenance programs. 

Beyond landscape applications, compost use to-
day — and the projection for demand in the fu tu re 
— falls off sharply, Glendinning said. He cited 
land reclamation — w h e r e lower-quality, MSW-
based compost can be used to reclaim stripmining 
sites — among other uses. 

In Portland, Ore., the highway depar tment uses 
compost in place of bark in some applications, and 
a test program under way has compost being used 
in conjunct ion with a county storm-water runoff 
control project. 

Q U A L I T Y S T A N D A R D S . Nowhere on the issue 
of compost ing is there more disagreement than on 
the issue of quality s tandards — what they should 
address, who should develop them and if they ' re 
even needed at all. 

Development of national compost s tandards was 
one of SWCC's goals w h e n it was founded two 
years ago, Kunzler said, and its marketing and 
s tandards commit tees are both involved in devel-
oping what they hope to be a national model or 
guideline to help states wri te their own standards. 

Two points key to the council 's effort are the 
need for the protection of public health and safety 
f rom both the environmental and h u m a n stand-
points and the importance of markets. 

Others view s tandards as a yardstick to ensure 
production of a consistent, uniform, predictable 
and legitimate product . 

The two private yard-waste composters in the 
Portland area want quality s tandards established, 
Heaton said, "because w h e n more yard-debris 
plants come on-line, they fear some will produce 
an inferior product , market it as compost and give 
compost a bad name." 

On the other side of the issue, however, is George 
Martin, group project leader at Scott 's/Hyponex, 
Marysville, Ohio. The company tests its finished 
compost in order to meet customer specifications. 
But as long as compost is f ree of foreign material 
that could affect health or safety, s tandards such 
as those already issued by the National Bark and 
Soil Producers Association should be adequate for 
the indust ry ' s needs, Martin said, and a new set of 
guidelines is unnecessary. 

Glendinning also opposes issuance of standards, 
at least for now. Not enough is known about com-
post propert ies and how they per form to at tempt 
to standardize those qualities, he said. 

He pointed to research being done at the Univer-
sity of Oregon in conjunct ion with the American 
Soil Ecology Society and at North Carolina State 
University. "Basic research has to be done, secon-

America's #1 Chipper/Shredder Maker Is., 

Looking For A Few 
New Distributors! 
We're W.W. Grinder, 
manufacturer of a most prof-
itable, much-in-demand line of 
Chipper/Shredders and Power 
Sprayers since 1910. 
Cash III nOW on the two 
biggest power equipment issues 
today: disposing of yard waste 
and creating a non-toxic 
environment. 

Be ready when dealers 
come to you for market-
proven profit makers. 

G R I N D E R INC . 
V^o^T A Division of Garden Way Inc. 

102nd. St. & 9th Ave. Troy. NY 121S0 

Call Toll-Free 1-800-833-6990 
Ask for Mike Swertinski Ext. 4295 

TM 

The most 
profitable shredder 
your company 
will consider 
• High capacity • Low operating 
costs • Processes difficult 
materials • Breaks down lumpy 
soils • Automatically separates 
nonshreddable material • Special 
financing terms available 

Call now for more information, 
ROYER INDUSTRIES, INC. 
P.O. BOX 1232 
Kingston, PA 18704 
7 1 7 - 2 8 7 - 9 6 2 4 



dary research has to be followed and the third lay-
er (of research) will explain that information gap." 

T H E R E S I D U E ISSUE. Although mass-media cov-
erage of pesticide application controversies has given 
the issue high visibility, studies continue to show 
little cause for concern over residual amounts in 
compost. 

"Findings appear to be that if composting is done 
properly; if temperatures are maintained to at least 
140 degrees (Fahrenheit); and if it is turned proper-
ly; the pathogens are killed off and the herbicides 
and pesticides are burned off," said Metro's Heaton. 

A continuing test program involving Portland's 
two commercial yard-waste composters has been 
monitored now for five years, and continues to 
show only "negligible" amounts of pesticides left 
in manure compost. 

Materials which were found in mature com-
post — though still in negligible amounts — were 
those which have been banned by the government 
— such as DDT and chlordane — but which appa-
rently are still being used by homeowners. 

Martin of Scott's/Hyponex pointed out that the 
half-life of 2,4-D is about two weeks, "so by the 
time it's picked up, moved to the site and com-
posted over six months, the pesticides are gone." 

LANDFILL BANS. As more states enact bans 
against landfilling yard waste, the more motivation 
there will be for the growth of the composting in-

dustry, experts agree. 
Illinois, for example, saw its ban go into effect 

July 1, 1990. In the months leading up to the ban, 
activity surrounding siting and permitting of yard-
waste composting facilities increased significantly, 
according to Michael Chandler, project manager of 
the solid-waste management section of the Illinois 
Environmental Protection Agency. 

Since then, the number of licensed operations 
has grown at a much slower pace increasing f rom 
106 one year ago to 112 in 1991, he said. In ad-
dition, the EPA has processed several applica-
tions for expansion of existing facilities. 

In the 12 months ending April 1, when Illi-
nois' number of operating landfills dropped 
f rom 117 to 110, the 106 permit ted composting 
facilities took in 221,513 tons of yard waste, 
Chandler said. 

"Communities, landscapers and lawn mainte-
nance companies (in Ohio) are just now thinking 
about grass clippings, leaves and small branches," 
said Janesz of Kurtz Bros. "Communities will be 
more responsive by the end of '93 (when Ohio's 
ban takes effect)." 

The speed with which the green industry 
moves toward yard-waste composting will be 
determined not only by respective states' yard-
waste bans, but also by the economics of landfill-
ing organic materials in states where bans have 
not yet kicked in or where they don't yet exist, 
Janesz said. • 

• Lower life cycle cost 
Low base price of $8950 (lowest in its 
class!) combined with proven 15-year 
operating life and reduced maintenance 
offer extremely low life cycle cost. And, 
Asplundh Whisper Chippers have the 
highest resale value in the industry. 

Compare the Jexy model Whisper Chipper 
to other chippers in its class. When you 
add up the Asplundh Advantages, you'll 
see it makes more dollars and sense. Call 
today for a free brochure. 

1'800-331'1038 

TWO FOR ONE! 
That's what you get with the new 
Millcreek 2 cu. yd. Model 75TD 
top-dresser equipped with a grass 
clippings dispersing attachment. 
1. A superb topdresser with 
adjustable pattern. 
2. The answer to your grass 
clipping problems. 

>«r 

Join the increasing number of satisfied 
professionals who use this new time-
/work-/money-saver to create better 
fairways and roughs. You'll reduce or 
eliminate those rising grass clipping 
disposal costs at the same time We'll 
show you how to get two jobs done with 
one machine in our free brochure. A 
new demo video is available. 

Call today. 717-355-2446 
Fax 717-355-2272 

The Spreader Specialists 
112 S. Railroad Ave. 

New Holland PA 17557 

The Asplundh JEXY Model Whisper Chipper 
is the ideal combination of economy and 
efficiency. This professional-class chipper 
offers: 
• Less downtime and easier 
maintenance 
No hydraulics to maintain; fewer moving 
parts; easy engine access; straight-through 
chip discharge chute and blower reduce 
clogging and engine overheating 
• Fast and easy to use 
Chips 6" diameter material at 300 feet per 
minute — 3 times faster than disc-style 
chippers; with built-in operator guide: 4 full-
sized. hardened blades require less 
sharpening. ASPLUNDH 
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COMPOST 
BULLET 
Composting is highly individualistic 
and no two systems ate sun the same 
way but vafious systems oie appeasing 
mose regularly across the country, 

Composting — once considered the bailiwick 
of environmental is ts and backyard practi-
t ioners — has gone mains t ream. 

No longer is it considered a lot of bother, 
too complicated or not wor th the effort . Today, 
composting of yard wastes, particularly by lawn 
and landscape main tenance contractors, is an eco-
nomic necessity, a communi ty relations benefit and, 
increasingly, a legal requirement . 
B U S I N E S S D E C I S I O N S . Establishing a business 
goal, a step taken long before the first materials 
are received and the first windrow is begun, is 
among the most critical steps to successful com-
posting, according to Tom Glendinning, president 
of Green Glen Ltd. and Wastek, Pittsboro, N.C. 

"Anybody can compost . The tipping fee may 
force volume reduction as a goal vs. 'use-your-own.' " 

Compost ing can help landscape 
contractors realize savings in two 
ways: avoidance of landfill tipping 
fees and reduction in the amount of 
materials they need to purchase for 
their own jobs by using their own 
compost . 

"These are two diametrically op-
posed business goals," he said. 
Volume reduction represents the 
most economical method of com-
posting, whi le production of com-
post for a company ' s own use has 
potential for high capitalization 
needs, according to Glendinning, a 
landscape contractor for 20 years 
who 's been involved in composting 
for the past 18 years. 

The "back-40" approach remains 
a viable composting alternative only 
so long as sufficient land is available 
for storage of incoming waste mate-
rials, said Vince Lunetta, director of 
marketing at PRSM Inc., West Ches- A front end loader and a tub grinder are staples of composting. 

ter, Pa. That approach — " D u m p it and let it rot 
for two years" — is still OK as long as the land-
scaper is commit ted to reusing it at a fu ture time. 

Another business decision to be made is deter-
mination of a composter ' s break-even point. For 
anywhere f rom $150,000 to $200,000 to $350,000 
to $400,000, a landscape contractor can establish a 
viable " low-tech" composting operation. And, 
depending on the ul t imate use of the finished 
material, an investment of $2.5 million to $3 
million can result in a truly state of the art com-
post installation. 

Other business decisions should include what 
materials will be accepted for composting, a ques-
tion which can also dictate a composter ' s operat-
ing schedule. 

"Landscapers and lawn maintenance people are 
busy during the growing season and have grass 
clippings like crazy in the spring. There 's not a lot 
of t ime to spend on composting when they ' re tak-
ing in grass," said Edward Janesz, organic-recycling 
development director for Kurtz Bros., Cuyahoga 
Heights, Ohio. "Maybe they want only a portion 
(of the waste stream). Maybe they'll take only the 
leaves in the fall, when their own business is 
slower. Leaves are the easiest to handle, and the 
tipping fee for leaves is the most." 

In addition, Janesz said, the landscaper eyeing 
his own composting operation should consider 
whe ther to process just his own yard-wastes, ac-
cept materials f rom other contractors and/or seek 
contracts f rom government agencies, such as 
municipalities, counties and solid-waste manage-
ment districts. 

T E C H N O L O G Y LEVELS. Composting is high 
ly individualistic," and no two systems are run the 
same way, explained Bernadette Thavarajah, senior 
engineer at E & A Environmental Consultants Inc., 
Stoughton, Mass. Decisions on whe ther to embark 

(continued on page 58) 



MORBARK'S NEW E-Z CHIPPERS ARE THE 
PERFECT TOOLS FOR ANY WOOD WASTE 
RECYCLING/COMPOSTING APPLICATION 

Morbark E-Z Chipper Model 10/20 
This rugged unit fills the need for a compact, affordable 
chipper for smaller diameter brush and waste. With the 
patented E-Z chipping principle, only 12 HP is required 
to do the job. 

Morbark E-Z Chipper Model 20/36 
The 20/36 outperforms all other hand-fed chippers, 
either disc or drum style. It uses less horsepower, runs 
quieter and still handles material up to 14" diameter. 

Morbark E-Z Chipper Model 30/36 
Whole trees, construction/demolition debris, pallets, 
railroad ties and other wood waste are processed at 
rates up to 30 tons per hour. 

Morbark E-Z Chipper Model 60/36 
450 HP and a powerful feed system produces up to 60 
tons of chips per hour. Ideal for whole tree disposal or 
large brush piles from orchard thinning operations. 

P . O . B O X 1 0 0 0 , W I N N , Ml 4 8 8 9 6 ( 5 1 7 ) 8 6 6 - 2 3 8 1 ( 8 0 0 ) 2 3 3 - 6 0 6 5 

The E-Z Revolution 
The actual patent drawings at right 
illustrate the unique design which 
sets the E-Z chippers apart from 
all other chippers on the market. 
From small hand-fed chippers to 
giant recycling machines, Morbark 
offers the most complete line of 
wood recycling equipment. Call 
today for more information and 
the locat ion of our nearest 
dealer. » k 
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on a low-, medium- or high-tech system depend on 
considerations of cost, location and the ultimate 
use for the composted material. 

A low-tech system requires a minimum of 
mechanical equipment but a rather large land 
area, she said, and requires 12 to 18 months for 
completion of the process. A medium-tech system 
requires more basic equipment, less land and pro-
duces a more stable compost product in six to 12 
months. A high-tech system — in the $2.5 million 
to $3 million range — brings with it high capital 
costs but also yields the highest quality compost in 
four to six months, Thavarajah said. 

G E T T I N G STARTED. Siting is among the would-
be composter's first decisions. While no ironclad 
industry rule-of-thumb exists, most state guidelines 
are in the range of the Ohio Environmental Protec-
tion Agency's recommendations: one acre of land 
for each 1,000 tons of yard waste. Broken down by 
materials, targets should be Vi ton of grass per acre; 
VA ton of leaves per acre; and wood-waste material 
approximately between the two, Janesz said. 

Site preparation is critical to the success or fail-
ure of a composting operation, he added. To up-
grade vacant, barren, virgin acreage for compost-
ing use: 

• Grade the acreage to 1 percent to 3 percent. 
• Install a hard surface such as concrete, asphalt 

or aggregate. 
• Prepare detailed drainage plans, showing how 

surface runoff water will be handled. 
• Plan for monitoring of leachate and biochemi-

cal oxygen demand. 
Registration with the state EPA, Department of 

Natural Resources or other agency is the next step. 

C O M P O S T I N G E Q U I P M E N T . The smallest 
composting operation, receiving minimal volumes 
of yard waste and operating in the most economi-
cal fashion, can get started with the least invest-
ment in equipment. At the minimum, experts 
agree, a front-end loader, with an investment of 
about $125,000, is all a landscape maintenance 
company needs to begin. 

While grass clippings require no preprocessing, 
and leaves and brush need little size reduction, 
wood wastes do. The purchase of equipment to re-
duce the size of wood waste isn't a necessity, ex-
perts point out, since operations such as tree 
care companies will often offer chipping services 
with their heavy-duty equipment on a contract 
basis. 

But buying a piece of equipment may remain a 
better choice if wood waste constitutes a signifi-
cant portion of the waste stream. If limbs no 
larger than six inches are part of the incoming 
material, a wood chipper — at $10,000 to $40,000 
— will do the job. Chippers can process from five 
tons per day up to 25 to 30 tons per hour, depend-
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ing on their size and the composition and condi-
tion of the material, Thavarajah said. 

As volumes increase or composition of incoming 
materials change, a tub grinder should be a consi-
deration, Thavarajah said, but, at $50,000 to 
$60,000, shouldn't necessarily be considered a 
requirement. 

"In the short term, you may buy a wood chipper 
and know that if you grow you'll need a second 
chipper or a tub grinder. If you have a tub grinder, 
know that you may need a shredder ($100,000 to 
$250,000 and up), but you can do the same with 
two tub grinders." 

When buying equipment, it's also important to 
know the amount of maintenance — and, conse-
quently, downtime — each will require, she said. 
A tub grinder, for example, needs much more 
maintenance than a chipper does: about one hour 
per day plus a five- or six-hour period each week 
for routine maintenance and replacement of worn 
parts. 

Equipment pay back is another important con-
sideration, said Lunetta of PRSM, and with proper 
maintenance, a tub grinder can remain in service 
10 to 15 years and as long as 30 years. 

In a low-tech operation, the front-end loader is 
adequate for turning of windrows, but as a system 
grows in sophistication, a windrow turner — with 
a price tag of about $80,000 — may be considered. 

Important in shopping for a windrow turner, 
Thavarajah pointed out, is the size of the windrow 
itself. "The windrow turner should determine the 
size of the windrow," she said. "Many have speci-
fic dimensions, and you may have to reshape the 
windrows if that's not taken into consideration." 

Post-processing of compost is as important to the 
quality of the end product as is the preprocessing 
and size reduction, Thavarajah said. Screens 
($120,000) are generally more effective than sieves, 
which are used for smaller volumes, she said, and 
with one or two screens involved can yield three 
grades of compost. 

Separators, which can be used in preprocessing, 
are more effective in the post-processing stage in 
removing residual material — glass, metal, stones 
and even tennis balls. Such foreign matter, Janesz 
said, will always constitute 1 percent to 3 percent 
of the finished compost's volume. This residual 
must still be landfilled. 

Personnel considerations should not be overlooked 
in planning a composting operation, Lunetta said. 
Vertical integration within the company is ideal. 
Ideally, designated personnel should be responsi-
ble for separating plastic pots from incoming mat-
erial, windrowing, checking and maintaining mois-
ture levels and temperatures and turning the piles 
at designated intervals. 

Other capital considerations are a site truck 
(which landscape contractors already have) for 
moving material on site and for making deliveries; 
and, unless the compost site is near the office, a 
utility trailer for charging customers and issuing 
waste receipts. 

A Compost Facility Planning Guide is available ex-
clusively from the Solid Waste Composting Coun-
cil, 601 Pennsylvania Ave. NW, Suite 900, Washing-
ton, D.C. 20004; 202/638-0182. Cost is $10 for 
members and $20 for non-members. • 
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SMELLING 
SWEET 
Versed in European technology, 
Bob Gillespie is teaching US lown and 
landscape professionals o heap about 

how to enrich soil. 

Robert Gillespie, managing director of four-
year-old DK Recycling Systems, Lake 
Bluff, 111., is no longer in the yard mainte-
nance business. But Scott Byron & Co., 

the lawn and landscape maintenance company he 
helped found 10 years ago — and one of the big-
gest customers of DK's composts — has grown to 
about 150 employees and annual sales of $10 
million. 

Gillespie now spreads the gospel of non-putres-
cent composting. He's running a PR campaign for 
an industry that suffers chronic opposition from 
NIMBY (Not-In-My-Backyard) hysterics. The sad 
fact is that lots of compost operators have made 
some opposition understandable. 

"A lot of damage has been done by people who 
continue to run, what I define as socially and en-
vironmentally unacceptable composting operations 
— in other words, stink pits," he said. 

Since steeping himself in a European scene where 
composting is more favorably regarded, and land-
fill space far more scarce than in the United 
States, Gillespie now manages three composting 
operations. He's also in partnership with two Ger-
man companies to produce their equipment in 
Milwaukee using John Deere motors and other 
U.S. components. 

Finally, he is a turnkey consultant for com-
panies, often lawn maintenance professionals, 
wanting to learn how to start their own com-
posting operations. Gillespie has worked closely 
with folks in Pittsburgh, Cleveland, Detroit, Toron-
to and Milwaukee. 

Back when he was in the lawn and landscape 
business at Scott Byron, it rankled Gillespie that 
he was spending more than $100,000 a year 
disposing of yard waste. He went to a Nuremburg, 
Germany, trade show to find a handful of firms 
manufacturing equipment specifically designed to 

process what Europeans call "green waste," and 
eventually struck marketing agreements with two 
of them. Workhorses at all three DK composting 
operations are the Jenz AZ 30 shredder and the 
Farwick Super sieve. 

Gillespie's entry into composting was modest, 
but demand expanded his business dramatically. 
After Gillespie returned from Germany, he 
started a composting operation to handle Byron's 
needs. Then he was asked to manage, on that 
same site, the composting end of the recycling 
operations of the city of Lake Forest, 111. 

With pressure mounting for a state ban on land-
fill acceptance of yard waste (the law took effect 
in 1990), he knew he had a business opportunity. 
He formed DK Recycling Systems and went back 
to Europe to study technology and marketing for a 
year. 

"Composting is like baking bread," he said. "If 
you have the right equipment, recipe and ingre-
dients, it will turn out fine." 

Efficient non-putrescent composting keeps cer-
tain bacteria, fungi and other microbes continually 
in the pile, avoiding the need to inoculate or other-
wise introduce the requisite ingredients artificially. 
The piles must have water, air, carbon and nitro-
gen in proper amounts in order to attain proper 
microbial activity. 

A lot of people think composting piles need to 
be turned every two or three days to reoxygenate 
them. The traditional, and false, thinking has been 
that the pile can't exceed 140 degrees. Wrong. Lots 
of microbes stay alive and active at 185 degrees, 
Gillespie said. 

The Illinois Department of Energy and Natural 
Resources and the Environmental Protection Agen-
cy recently rated DK's two sites — the third just 
opened in early October — as Illinois' best. The 
three together process about 125,000 cubic yards a 

Charlie Pick 
and Bob Gil-
lespie, above 
left, discussing 
business at 
their Lake 
Bluff com-
posting facility. 



year. This product comes from local landscape 
firms, waste haulers and municipalities. Three 
quarters of the compost created is used by lawn 
and landscape operators. 

The raw material is 50 percent leaves, 30 per-
cent grass and 20 percent brush. Landscape con-
tractors pay a $10 tipping fee at DK. This will pro-
bably rise to $12 sometime soon. 

DK takes about 120 days to attain finished, mar-
ketable compost. About 110 landscape contractors 
are regular customers. 

All the raw material is shredded within two days 
of its arrival at a DK compost site, except late in 
fall (dry leaves are safe to store for winter treat-
ment). One man runs the Jenz, shredding as much 
as 40,000 yards a year. As it shreds, the $120,000 
machine builds windrows, which are then left alone, 
usually six to seven weeks. This crucial bit of pa-
tience makes a big difference. All composts stink 
a little at first, but the smart operator knows 
that chronic load turning will only broadcast the 
odor. 

During early stages of decomposition, tempera-
tures reach to between 160 and 175 degrees and 
pH plummets, releasing fatty acids that make com-
post smell. Also produced are inorganics, including 
methane and hydrogen sulfide. 

Within a month, the pH reverses and goes back 
into the neutral range. The pile heals its own 
putrescence problem. The sulfur molecule that 
joined with hydrogen to produce hydrogen sulfide 
drops an electron and, instead of producing rotten-
egg-smelling hydrogen sulfide, becomes odorless 
hydrogen sulfate. The foul smell caused by the in-
teraction of methane and ammonia also disap-
pears. Inorganic nitrogen is burned off quickly by 
intense microbial activity at the stupendous rate of 
thousands of calories per cubic yard every day. 

The pile can get as hot as 175 degrees. After 10 

or 12 days, the temperature 
moderates, falling back about 10 
percent. Thirty days after that it 
will have dropped as much as 
another 20 percent, to around 145 
or 150 degrees. The nitrogen burns 
off with the production of odorless 
carbon dioxide and water. 

"I said a couple of years ago, 
'We just won't touch those piles; 
we'll see if they'll heal them-
selves.' And that 's what happens," 
Gillespie said. 

After four to six weeks, his peo-
ple pull the piles back up into the 
Jenz for a second, shredding at the 
accelerated rate of up to 150 cubic 
yards an hour. Gillespie eschews 
commonly used windrow turners, 
preferring this wholesale repro-
cessing for three main reasons: It 

reoxygenates and refreshes the pile, grinds up re-
maining wood chips and rebuilds the windrows in 
regulation-perfect trapezoids 9 feet high and 18 
feet wide. 

These new windrows have advantages over 
other compost heaps. They shed water better in 
heavy rain. When there's a lot of grass in the pile, 
a crust forms (much like bread crust) to keep 
enough moisture within the heap. DK doesn't add 
water except in a parched summer. When needed, 
this step takes place during the second shredding, 
but it can also occur on exceptionally dry loads as 
part of the initial shredding process, using the 
Jenz' spray attachment. Water content is kept from 
falling below 15 percent. 

When the compost is about 90 days old, DK 
runs it through the Farwick sieve's 25-millimeter 
screen. 

The sieving heats the compost to 150 degrees; 
there's still plenty of nitrogen to sustain intense 
microbial activity. After a month of curing, 
however, it drops to 120 or 125 degrees. Now 
almost completely stable, it's safe for horticultural 
applications. Gillespie's slow-release nitrogen pro-
duct has prompted Ohio State agricultural analysts 
to call it some of the best compost they've ever 
seen, he said. 

What are landscapers doing with this state of the 
art compost? Well, Scott Byron & Co. uses most of 
its 10,000 annual cubic yards to condition clay 
soils in ornamental planting beds. In nurseries it 
can represent 25 percent of the potting mixture in 
container growing operations. 

The compost also makes a good topdressing for 
some lawns. "I heavily topdressed my lawn with 
compost last fall," Gillespie said. "I had a strong 
weed-free lawn without adding fertilizers all year. 
And we had a drought. I only watered my lawn 
twice, and it was green all summer." • 

DK Recycling has about 110 landscape 
contractors as regular customers. Here a 
client drops off a load of mostly leaves. 
Photos: Robin Pendergrast, International 
Marketing Exchange, McHenry, 111. 



BEGINNING 
COMPOSTERS 
Composting doesn't hove to be o bells 
ond whistles operation 

Howard Garrett would beg to differ with 
anyone who insists that entry into com-
posting necessitates high-tech headaches. 

The Dallas-based consultant, who 
himself began in the landscaping business, has 
worked with many lawn and landscape mainte-
nance companies on the addition of composting 
to their operations. He insists composting is easy. 

He has helped such companies as Lambert Land-
scape, also in Dallas, realize big savings by doing 
their own composting. He helped save Lambert 
$80,000 a year. 

The drive to compost can range from a desire to 
recycle one's own waste, as was the case with 
Lambert, to the desire to create a marketable 
product. 

"They were spending $50,000 a year buying 
compost in maintaining mostly residential proper-
ties and some commercial properties," Garrett 
said. "They generated a lot of trimmings, shrubs, 
excess grass clippings (though I try to get 
everybody to leave them on the ground), spent 
plants when they changed the annuals out and 
perennials. They sent all that to the dump to the 
tune of about $30,000 a year." 

Even at those exorbitant prices, laws limiting 
and/or banning the dumping of yard waste into 
landfills has in some areas and will in other loca-
tions make it next to impossible to dispose of these 
wastes. 

Getting into composting is as simple or difficult 
as you want to make it. Good composting is large-
ly a matter of ingredients, Garrett said. Anything 
that was once alive will work, but the percentage 
is the key. 

"I recommend 80 percent vegetative matter and 
20 percent locally available manure. That gives 
you the same ratio of waste that 's on forest 
floors," he said. And it doesn't take a six-figure 
capital investment to get started. 

"Lambert uses front-end loaders they have on 
site. I see all these people getting into fancy 
buildings with floors that flip over, large digesters 
that turn, equipment that costs millions of dollars. 
That can be a great mistake." 

Low-tech composting will beat overinflated high-
tech composting any day, he said. A low-

tech operation uses large static piles, so there's an 
unlimited volume that can be realized. "You're on-
ly limited by the acreage you have. High techno-
logy limits you to the size of the million dollar di-
gester you bought." 

With static piles, correct moisturization and a 
good blend of manure and vegetative matter, com-
posting should take seven or eight months, Garrett 
said. He recommends turning the piles four times 
during that period using the front-end loaders 
most landscape firms already have on their 
grounds. 

The professional contractor contemplating a 
composting operation must give thought to how 
big an operation it will be. In some situations, 
landscape companies are being approached by 
municipalities to compost waste for them. This, in 
addition to waste brought in by competing con-
tractors and the composting company's own waste 
can mean quite a business in marketed end prod-
uct. Here, space is a key consideration. 

Companies that just recycle their own yard 
waste will still need a couple of acres, Garrett 
said, to be able to have big static piles, move 
things around and get trucks in and out. 

"If you're in the commercial business — you're 
going to be selling the stuff — you need a 
minimum of seven to 10 acres." 

It's not hard to start up a modest composting 
operation to recycle your own company's yard 
waste. Keep a few things in mind, though. 

"There's a gigantic misconception that weeds 
and diseased plants shouldn't be put in the com-
post pile. Some of the best compost ingredients are 
weeds. Weeds are chock full of micronutrients. 
Don't throw them away." 

A good compost pile is mixed properly and has 
40 percent to 50 percent moisture content, he said. 
This creates the proper environment for microbial 
activity inside, at 140 degrees to 160 degrees. 

"This heat will kill diseases, weed seed, Ber-

Even com-
panies that are 
just recycling 
their own yard 
waste will still 
need a couple 
of acres to work 
in. Photo: 
Wastek, Pitt 
sboro, ISI.C. 



muda grass, whatever." 
Step one is recycling one's own waste. Step two 

is making the compost a superior product; this re-
quires adding manure. Resultant compost boasts 
excellent fertilizing properties. 

It's a good lawn fertilizer if well screened. 
"Mechanically aerate it first, then spread a light 
layer on. It has t remendous ability to increase 
humus. Most soils have less than 3 percent humus; 
some around here have less than 1 percent. Ideally 
balanced soil has 4 percent to 5 percent." 

Good compost boasts excellent NPK and a 
wealth of trace minerals, he added. 

Garrett 's simple recommendation on pile specs: 
Pile as high as your tractor will reach. "They can 
be 4- or 10- or 20-feet high. The higher and wider 
they are, the less air they'll have in the center, and 
the quicker it'll go anaerobic there. Some anae-
robic composting in the center is fine, but you 
want the pile overall composting aerobically. The 
bigger they are, the wider they are, 
the more often you have to turn 
them. 

"On the other hand, bigger piles 
hold more moisture and heat, and 
compost faster." 

What does a landscape contractor 
need to get started in composting? 

"It really is simple. Take an area 
of ground and start dumping 
vegetative waste on there. Create a 
nice mixture; you don't want a 
whole lot of any one thing, but a 
mixture of leaves, grass, spent 
plants, etc. You can grind it; most 
landscape contractors have a tree 
chipper or grinder, or a friend or 
subcontractor who knows 
somebody who has one. Bust it up 
into smaller pieces so micro-
organisms have more surface area 
to start feeding. The grinder, front-
end loader and a sifter are the three 
things you need for a low-tech 
operation." 

Don't make the mistake of trying 
to moisturize your piles as an after-
thought — it's already too late. 

Using a hose or sprinkler, wet the piles as you 
build them. Add the manure during this pile-build-
ing stage. Blend the pile into one homogenous 
mixture. 

There are varying schools of thought on compost 
load-turning frequency. "It 's a matter of how 
much time you've got. Some people turn it as 
often as once a week. I turn my compost piles 
myself about once every two weeks. The largest, 
best composting operation in Texas turns theirs 
four times in seven months." 

Even if you never turn it, the material will com-
post. Load turning hastens microbial activity by 
providing aeration and reducing stench. 

There are fine points. "You can add ingredients 
for a better mixture and more nutrients, like 
paunch manure, a slaughterhouse by-product — 

the partially digested intestines of cows." 
As it's already going through the digestive pro-

cess, paunch manure offers digestive enzymes and 
microorganisms that "inoculate" the pile. Ideally, a 
layer of sawdust is applied first, then the paunch 
(brewer's yeast also works well). 

"The only time you have odor is when you bring 
in raw materials; you smell it from the truck com-
ing in," Garrett said. "Or you don't keep your pile 
aerobic. The minute you have it in aerobic condi-
tion, there will be no offensive odor. It'll just smell 
like rich forest floor and ammonia." 

Garrett graduated from Texas Tech University in 
Lubbock in 1969, then worked in golf course main-
tenance. He bought Naud Burnett Landscape in 1976 
and merged it into Lambert in 1980. He owned part 
of Lambert until 1983, leaving to go the design 
route while Lambert pursued contracting. In 1989 
Lambert hired Garrett as an independent consultant. 

He predicts composting will boom among lawn 
and landscape contrac-
tors. It's already big in 
Florida, he said. "It 
depends on what city 
or state you're in and 
whether or not the 
landfills have been 
closed down." 

What do profes-
sional contractors 
have to gain from us-
ing compost? 

"The number one 
thing is economics — 
money saved. The se-
cond is a dramatic in-
crease in soil health." 
The latter benefit in-
cludes proper balanc-
ing of populations of 
both microorganisms 
and macroogranisms 
(earthworms and other 
insects) and improved 
soil drainage. 

"Even if you wanted 
to continue to use 
pesticides, this would 

help tremendously. Few people realize how impor-
tant oxygen is as a fertilizer element, and that 's 
one thing compost will do." 

Compost can be used as a topdressing, mulch, 
fertilizer or soil amendment , he said. 

Few people also fully grasp the range of uses for 
compost and its high quality performance. Com-
post can be used as a topdressing, mulch, fertilizer 
or soil amendment . Beyond its use in seeding in 
landscape installation and maintenance applica-
tions, "esoteric" uses, such as for athletic fields 
and golf courses, constitute another area of de-
mand. 

Garrett has condensed his expertise into two 
books, Plants of the Metroplex III, about landscape 
plant material and planting techniques in Texas; 
and Howard Garrett's Organic Manual. • 

Step one is recycling 
one's own waste. 
Step two is making 
the compost a superior 
product; this requires 
adding manure. 
Resultant compost 
boasts excellent 
fertilizing properties. 
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IN THE 
LANDSCAPE 
Whether you're replacing eroding lopsoll 
or mulching compost con provide 
beneficial results 

Nearly every industry is feeling the need to 
use more recycled products and land-
s c a p e s are no exception. The most direct 
way for landscapers to use recycled prod-

ucts is both to compost and use compost. 

W H Y C O M P O S T I N G ? Yard wastes represent 
about 20 percent of the solid-waste stream. Add to 
that food scraps and nonrecyclable paper, and 
composting alone can recycle at least half of the 
municipal solid-waste stream. More than a dozen 
states have enacted laws banning yard clippings 
from entering landfills, where decomposing yard 
wastes generate methane gas and contribute to 
acidic leachate. 

Composting these organic wastes recycles them 
into a beneficial product. Whether composting in a 
municipal facility, on site at public or private 
grounds or simply in the backyard, organic wastes 
can be turned into a useful soil amendment , with 
particular applications in landscaping. 

W H A T IS C O M P O S T I N G ? Composting can 
naturally recycle the organic fraction of the solid-
waste stream. Through a process of controlled 
biological degradation, organic matter is turned in-
to compost. Natural microbial action, which works 
best when moisture and oxygen levels are main-
tained, heats and sanitizes the decomposing mate-
rial. The material is then stabilized and cured. 

T H E RESULTS. Composting not only offers 
many environmental benefits, but it also produces 
a beneficial end product. Billions of tons of topsoil 
are eroding annually, with higher topsoil loss occur-
ring in cropland regions. The application of com-
post as a mulch not only decreases soil erosion, but 
improves moisture and nutrient retention. 

Because compost is rich in organic matter, it im-
proves soil's water retention properties and its 
capacity for water infiltration. 

Studies also indicate that compost promotes the 
growth of plants, and there is plenty of evidence 
to suggest that compost can be used to suppress 
plant diseases. Compost can stabilize a soil's pH 

and impede the movement, and subsequent uptake 
by plants, of toxic metals like cadmium and lead. 

Since compost improves soil and supports plant 
growth, it can be applied beneficially in landscap-
ing and land reclamation. Compost already plays a 
role in maintaining public lands and parks, golf 
courses and most other open sites. 

Reclaiming spoiled lands and rejuvenating salt-
damaged soil along roadways can also be accom-
plished by the application of compost. Damaged 
and infertile soils are usually deficient in organic 
matter and nutrients while suffering from a low 
pH. Compost can help remedy these defects and 
resolve the associated problems of soil erosion and 
lack of vegetation. 

The U.S. Environmental Protection Agency has 
recognized composting as a method for controlling 
non-point source pollution. Compost captures 
nutrients and keeps them in the root zone, thus 
lowering the frequency with which they must be 
applied and reducing chemical runoff that can 
cause water pollution. 

Finally, the use of compost in preference to peat 
can help preserve wetlands. Commonly specified 
and used extensively as a soil additive because of 
its water holding capacity, peat moss is harvested 
solely and irreversibly from wetlands. Reducing 
the use of peat or bark mulch as a topdressing and 
in garden beds and increasing the use of compost 
can help sustain wetlands, a non-renewable re-
source. 

"Compost is an excellent substitute for peat moss 
which ties up moisture," said Ed Davis of Shemin 
Nurseries, Philadelphia. "It improves the drainage 
around the plant, and as a mulch compost im-
proves health and rejuvenates old beds." Compost 
that is dark and rich in color can also enhance a 
landscape area where site soil is light and of unde-
sirable texture. 

C O M P O S T QUALITY. To ensure the safe ap 
plication of compost, a number of government 
agencies and private organizations are working on 
compost standards. 

The EPA will soon have regulations in place for 
the application of sludge and sludge composts. Ad-
ditionally, the U.S. Department of Agriculture has 
developed the concept of No Observed Adverse Ef-
fect Level. The NOAEL is widely used as an index 
of environmental safety and refers to a level at 
which specific contaminants pose no observed 
threat to human health or the environment. 

Also, the Solid Waste Composting Council is 
developing model legislation and regulations 
which include compost quality verification and 
compost classification. The SWCC hopes eventual-
ly to have national standards, but is working now 
with a few states on regulations for compost quality. 

"The Council was formed to ensure the infra-
structure for safe compost," said Charlie Cannon, 
executive vice president. "That 's what we're work-
ing on." 

The Council welcomes input from the landscape 
industry, particularly on market guidelines for 
compost. Call the SWCC at 800/457-4474. • 



Buy our new Versadeck™ mulching 
mower and we'll throw in a bagger 

and side discharge mower, too. 

It's true. Because the new VERSADECK™ Convertible mulching 
mower is really three mowers in one. For turf care professionals 
who are sensitive to homeowners ' growing environmental con-
cerns, it's a high performance mulching mower. And for those 
times when conditions make mulching impossible, the deck can 

be easily converted to bagger (with optional grass catcher) or side discharge 
in just minutes. • Available in both 36" variable speed and 54" gear drive models, 

this unit features the power of 14HP and 18HP Kohler air-cooled gas engines. Plus, new ergonomic 
operator presence control, top-mounted spindles with sealed bearings, and a blade brake. And, it's all 
backed by the guaranteed parts and service support of Ransomes Priority Parts 
Network. • So call your Ransomes dealer today or call us at 414-699-2000 to 
arrange a free demo. Because once you've experienced the performance and 
flexibility of the VERSADECK™ Convertible, you'll never want anything else. 

W h e r e g r e a t i d e a s s t a r t . 

RANSOMES 

'-VERSADECK IS A TRADEMARK OF RANSOMES INC. ©RANSOMES COMPANY, 1991. ONE BOB CAT LANE. JOHNSON CREEK, Wl 53038 



BUSINESS TACTICS 

WHAT'S BEHIND TODAY'S 

SOARING 
CANCELLATION 

RATES? 
Contract cancellations of 30 percent or more annually 

have lawn maintenance operators scared. What are the causes 
and what can be done about it? 

By William Troy 

m 

Industry professionals are looking for ways to reduce cancellations in all aspects of their businesses. 

THREE YEARS AGO a green in-
dustry survey on customer call-
backs and cancellations described 
callbacks as a "way of life," and 
said the average maintenance 
operator could expect to lose 20 
percent of his business base every 
year. That same survey indicated 
that poor weed control accounted 
for 58.6 percent of all callbacks 
and by implication, a similar per-
centage of cancellations. 

The lawn and landscape main-
tenance industry has changed a 
lot in three years, but cancella-
tions remain a sore point with 
maintenance professionals. An 
informal poll across the United 
States showed: 

• Annual customer turnover is 
now often at a rate of 30 percent 
or more. At this pace severe con-
traction within the industry, by 
merger or business failure, is in-
evitable, particularly among 
smaller operators. 

• Prior weed control — imply-
ing ineffective or inattentive ser-
vice — will always be a factor. 
But new forces are at work within 
the economy, technology and the 
industry itself challenging the idea 
that better serv ice alone can lower 
cancellation rates. 

• Too many operators are sel-
ling price rather than value. 

• To survive, maintenance 
operators may want to take 
a hard look at the way they 
write future sales agreements 

or contracts. 

THE SITUATION. Doug Columb, 
president of Grasshopper Lawns 
in Naugatuck, Conn., is one of 
those struggling with a 30 per-
cent or worse cancellation rate. 
In business 17 years, 90 percent 
of his work is residential. 

"Five years ago," he said, "my 
cancellations averaged between 
1 percent and 5 percent a year. 
Now they're out of sight — the 
highest I've ever seen." One ob-
vious reason, Columb said, is the 
severe drought his area suffered 
this summer. 

"But," he added, "there's a lot 
more to it than that. The public 
is confused. They've been listen-

(continued on page 68) 



Now Shipping 
New Demo Version 3.4+ 
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CLIP yourself free. That's right, now 
you can ait out all that restrictive 
paperwork with CLIP, the Computer-
ized I^wn Industry software Program. 

With CLIP, you're in control of 
your day, accomplishing in minutes 
what used to take hours. Scheduling, 
routing, billing and account service 
are reduced to minor tasks. Sound 
incredibly simple? It is. 

What makes CLIP so simple is 
its menu-driven design. Everything 
is done with the touch of a button. 
Even if you've never used a compu-
ter, you can use CLIP. Just acknowl-
edge the status of each job and CLIP 
does the rest. 

New information is instantly 
posted to applicable accounts. Route 

lOJ cu 

Simply key in Yor N to CIJP's questions, and you're done. 

sheets are automatically printed in 
the most efficient geographical order 
possible. Up-to-the-minute bills, 
statements and financial reports are 
produced on command. 

But there's more. 
Practically anything you can 

think of to make your job faster and 

easier has already been programmed 
into CLIP. That's because the system 
was designed by a team of efficiency 
and computer experts working in 
the lawn industry. They even made 
learning CLIP instinctive by using 
your work language and processes. 

So what are you sitting there for? 
Cut yourself a break. 
Call for the latest ~ 
demo today. 

For a free demo disk and sample 

Specify 
IBM disk size 
when ordering. 

printouts, call: 

1-800-635-8485 

£ j f f | 9 ...Cuts Paperwork Down To Minutes A Day. 
CI99I L-W Software, a division of I .awn-Wright, Inc.. 18761 N. Frederick Ave.. Suite A. (.aithershurg, MD 20879, (SOI >330-0066 

U M READER SERVICE # 3 6 



ing to the wrong people. Chemi-
cals have become a dirty word. 
1 don't believe that's true, and 
when I can find time to go out to 
talk to customers, they don't wind 
up believing it either. But every 
time there's a new broadside from 
activists on pesticides or ferti-
lizers, I lose business." 

That's only part of his dilem-
ma. "Ever since the economy 
went sour," Columb said, "we've 
been undercut by fly-by-night out-
fits who sell only on price. What-
ever bid you make, they go under. 
They know customers don't have 
as many dollars now. It's a great 
time to sell price. What difference 
does it make if they can't do the 
job? The ex-customer doesn't 
come back to me. By that time 
he doesn't trust anybody." 

Connecticut's current sales tax 
rate isn't helping either. 

Joe Webster of Webster Tree & 
Lawn Care, Huntsville, Ala., puts 
it more drastically. "Cancellation 
rates are so bad," he said, "I'm 
thinking of getting out of the lawn 
business altogether. People 
around here have become terrified 
of chemical treatment." 

Despite horrendous rainfall this 
summer and fall, the situation isn't 
as grim as it could be for Mike 
Guthrie and Ground Control 
Landscaping of Orlando, Fla. 
Guthrie said his firm is experien-
cing an increase in competitive 
bidding, but is still operating at 
a 90 percent to 95 percent con-
tract renewal rate. 

"Two of the reasons why our 
cancellation rate is lower than 
average is the way in which we 
write our contracts and the way 
in which we prepare our bids," 
he said. "We have a standard con-
tract, but we look at each contract 
as a separate entity. We are com-
pletely flexible in the way they are 
written." 

For example, when the firm 
takes on a new client with pro-
perty in less than first-class con-
dition, the contract is used to 
describe the condition of the pro-
perty so that it becomes apparent 
what services are required to put 
it in first-class shape. 

In such an instance, Ground 
Control may recommend a one-
time property cleanup charge, 
separate from any ongoing 
cleanups required. For this, the 
firm draws a separate contract and 

bills by the hour, Guthrie said. 
Steven Glover of L&L Land-

scape Service in Santa Clara, 
Calif., doesn't want to quantify 
his cancellation rate increases. 
But he readily admitted they're 
accelerating rapidly. Again, ex-
treme drought is a cause. Proper-
ty owners around Santa Clara are 
limited to 25 percent of the water 
they used in 1987. But most of his 
cancellation calls relate to price. 

"People are looking hard at 
bucks," he said, "and at the same 
time our operating costs are go-
ing up. We can't pass it on." 

Glover's firm works on yearly 
contracts with a 30-day cancella-
tion clause. When there's a 

cancellation, a note is placed in 
a tickler file for personal executive 
follow-up. "We bid fairly," he 
said, "but we're facing a lot of 
competition that doesn't." 

THE CURE? To Phil Christian, an 
industry consultant based in 
Alpharetta, Ga., the major reason 
for the present blizzard of can-
cellations is the 30-day cancella-
tion clause in contracts. 

"It's what I call a no-contract 
contract," he said. "It's a built-in 
loophole, particularly for profes-
sional property managers. And 
in these recessionary times, smart 
industrial purchasing agents and 
property managers are very aware 
of it." 

Here's the way Christian des-
cribes a typical situation: 

X YZ Corp. has a headquarters 
and manufacturing plant with ex-
tensive, landscaped grounds. On 
March 1, they sign a 12-month 
maintenance contract with ABC 
Land Maintenance, with the usual 
30-day cancellation proviso. 

This "nice-guy" contract also 
allows the customer to pay his bill 
in 12 even monthly installments, 
like the budget plan on a fuel 
bill. But 40 percent of the land-

scape maintenance effort may 
come in the first 60 days of the 
contract. Well aware of this, the 
property manager sends a cancel-
lation notice on May 1. ABC Land 
Maintenance now has to apply 
almost 50 percent of its operating 
costs on the contract to only 25 
percent of its gross revenue. 

Christian's remedy? "Junk the 
cancellation clause altogether. 
That doesn't mean the contract 
can't be broken by the customer. 
It does mean the customer may 
have to legally demonstrate the 
work was not performed as pro-
mised." 

Christian is less enthusiastic 
about simply extending the can-

cellation clause out to 90 days, 
although he admitted it could 
help. 

Are property managers and in-
dustrial purchasing agents being 
deliberately vicious? "Not usual-
ly," Christian said. "They're in 
the same economic vise as the rest 
of us. Look at it this way. Sup-
pose you're running a manufac-
turing operation with 1,000 em-
ployees. Orders suddenly tumble. 
Hundreds of employees are laid 
off. Just as suddenly, your main-
tenance crew has a lot less to do. 
From the company's point of view, 
doesn't it make sense to buy a few 
mowers and garden tools and let 
your own maintenance crew do 
the work?" 

Which leads directly to Chris-
tian's second major contention. 
"Most customers, residential or 
commercial, carry the perception 
that landscape maintenance is a 
menial task, requiring no parti-
cular training or skill. And maybe 
some of our own industry people 
share that view. A lot of us seem 
to have a mow-and-go attitude, 
and this can be conveyed to our 
customers." 

"Sure," responded the presi-
dent of a Columbus, Ohio-based 

lawn maintenance firm, "but I'm 
so busy trying to get new custo-
mers to replace cancellations, I 
don't have time to train my peo-
ple properly. And even if I do, my 
labor turnover rate is 50 percent 
or better a year." 

Christian said he believes the 
only solution for the industry is 
in greater professional ism. "The 
day of the quick-fix is over." He 
believes that ultimately the only 
way to reduce cancellation rates 
is to sell value, not price. 

"Most contractors, when they 
bid on an extensive landscape 
maintenance job, don't really 
know exactly what it will cost 
them to keep their promises. 
They'd be far better off selling 
their customer on the value of the 
work to be done and the value of 
the people who will do it. 

"It's pretty difficult," Christian 
added, "when you have a situa-
tion like we do in some western 
states where many maintenance 
crews don't speak the same lan-
guage as their customers. Too 
many of us see ourselves simply 
as chemical applicators or cutters. 
We're going to have to do more 
customer hand holding, and take 
a more realistic look at their 
needs, whether it's our ability to 
do the job or their fears over en-
vironmentally questioned mate-
rials." 

Are cancellation rates of 30 per-
cent dangerous. "I'd rather say 
catastrophic" Christian said. 
"Anything over 3 percent is ab-
normal." 

MEASURING VALUE. Frank Ross, 
another industry consultant head-
quartered in Barrington, 111., 
agrees with Christian that con-
tract terminology is a major evil, 
but he has a somewhat different 
remedial approach. 

"There is nothing in most 
maintenance contracts that meas-
ures value," Ross said. "We would 
better protect ourselves if we in-
sert a paragraph in contracts 
which allows the contractor to 
bill, on notification of cancella-
tion, for all services performed 
to date." Ross said this is a better 
solution than simply eliminating 
the 30-day cancellation clause 
altogether. 

Ground Control suggests main-
taining weekly contact with ex-
isting customers. "This way we 
know that a problem can't fester 
for more than seven days," Guth-

(continued on page 70) 

Most customers carry 

the perception that landscape 

maintenance is a menial task... 

And maybe some of our own 

industry people share that view. 



tuif performers. 
First-rate disease and weed control demands a profes-

sional's touch. And here are the Turf Care products that 
have what it takes. 

Daconil 2787? The cornerstone of a professional spray 
program. Daconil 2787 is economical to use and the most 
effective, broadest-spectrum turf fungicide on the market. 
Controls 12 major turfgrass diseases. Available as a 
flowable or wettable powder formulation. 

Daconil 278711 WDG. A new water-dispersible granular 
formulation that is virtually dust-free. Pouring and mixing 
are fast and easy. The 5-lb. reclosable container means 
better handling, storage and disposal. 

Dacthal? The preemergence herbicide that consistently 
delivers superior broad-spectrum control of crabgrass, 
spurge and 22 other tough annual grasses and broadleaf 
weeds. Available as a flowable or wettable powder 
formulation. 

Daconate® 6. The proven postemergent herbicide. 
Highly effective against pesky weeds such as crabgrass. 
(Sold as Bueno® 6 in western states only.) 

2 Plus 2 (MCPP -I- 2,4-D Amine). As effective as it is 
economical against more than 20 hard-to-kill broadleaf 
weeds such as clover and dandelions. Contains no dicamba. 

Frigate® adjuvant. The only product specifically 
formulated to enhance the performance of Roundup* for 
control of perennial and annual weeds. For turf renovations 
and non-cropland use, too. 

When it comes to turf care, you'll see the difference in 
the professional's touch. 

ISK Biotech Corporation, 5966 Heisley Road, 
P.O. Box 8000, Mentor, OH 44061-8000. 



rie said. "We do this with every 
customer and I do it personally." 

The solution to the bidding and 
renewal process lies in asking all 
the pertinent questions up front; 
be i ng su re of w hat cl ients be 1 ieve 
they need and resolving any con-
flicts between what they think they 
need and what they actually need 
ahead of time, he added. 

Value can also be defined before 
the bidding process begins. 
Ground Control offers to write bid 
specifications for potential cus-
tomers prior to actual bidding. 
This technique assures the client 
and Ground Control of an "ap-
ples to apples" bid. 

"All too often bids come in from 
contractors who are overselling 
what can be done tor the price re-
quested," Guthrie said. 

Ross thinks another industry 
activity is equally at fault in creat-
ing an environment for high can-
cellation rates. 

"In many cases," he said, "lawn 
maintenance companies use in-
house telemarketing to recruit 

new customers. For the most part 
these phones are manned by 
young people who have little or 
no knowledge of the business, but 
who are very anxious to report 
new sales. Promises are often 
made that simply can't be met at 
the prices quoted. Inevitably, this 
leads to customer dissatisfaction." 

The industry has to take greater 
cognizance of environmental con-
cerns as well, Ross said. "The 
public is buying into this a lot 
faster than our own industry. We 
have to take a careful look at our 
options, and know what to do in 
each situation. 

Questions and concerns sur-
round the use of alternative prod-
ucts as well. 

"In using organics," he said, 
"the customer has to understand 
the concept. He has to know the 
process will be somewhat slower, 
and that initially it will cost more. 
I know this is a tough sell in a soft 

economy, but if only from a tech-
nological standpoint, our industry 
has to show itself responsive to 
public concerns." 

For customers who consider 
themselves chemically sensitive 
or are simply looking for more 
of a choice in lawn maintenance 

products, biologicals and organ-
ics can open some doors for pro-
fessional operators. 

Lambert's Landscaping of 
Dallas, Texas, last year decided 
to offer only organic materials. 
Public response has been ex-
tremely favorable and business 
has increased. 

Howard Garrett, a landscape 
architect who has worked with 
this firm, said he's noticed the 
organic approach is particularly 
appealing to large corporations 
in the Dallas area whose em-
ployees and neighbors want an 
alternative product. 

According to Garrett, Lambert 
doesn't have any contract can-
cellations because it doesn't have 
any contracts. All of their busi-
ness, he said, is done on a hand-
shake. In Texas, that has often 
been more binding than some-
thing written on paper. It also says 
something about the trust and pro-
fessionalism that must be involved 
between the maintenance profes-
sional and his customer. • 

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

Quality you 
can count 

The Encore PRO-Line offers maintenance professionals top 
quality features that maximize productivity—not price. Like the 
welded steel decks and double V band belt design on PRO-Line 
intermediate mowers. And the counter rotating blade on 
PRO-Line edgers. 

Encore quality is something you'll ask for again and again. 
That's the value of a PRO! 
a Intermediate Mowers: 32", 36", 48", 60" • Edgers • Blowers 
a Power-Thatchers • Power-Slicers • Mower Accessories 

LEASING PLANS 
AVAILABLE! 

MANUFACTURING CQ. INC. 

The Lawn 
Solution 

State-of-the-Art 
Lawn & Tree Care 

Management Software 

Don't buy any other system 
untU you have seen "The 
Lawn Solution" The 
advantages wiH be obvious. 

FOR MORE INFORMATION CALL 

313-353-0351 
h 23953 

W. Nine Mile 
< u i p p l v Southfield, 

C O M P A N Y Michigan 48034 

Attention to contracts 
and bid preparations may help 

reduce cancellations in the 
lawn and landscape 

maintenance industry. 

P.O. Box 888 • Beatrice, NE 68310 • Ph. 402-228-4255 • FAX 402-223-4103 



Introducing the new 
Ryan Lawnaire V 
Aerator 

No one goes to greater 
lengths to meet your every 
aeration need than Ryan. 
The new Lawnaire V 
proves it. 

Whether you're on slopes 
or in hard-to-reach areas, 
the LA V lets you aerate 
more quickly and effec-

tively than any other 
aerator on the market. 
And, with Ryan quality to 
back it up, the LA V will 
keep aerating over hill and 
dale, year after year. It's 

another outstanding 
example of our commitment 
to being the aeration leader 
in the lawncare industry. 

For a new slant on 
aeration, contact your local 
Ryan dealer or call toll free 
1-800-228-4444 today. 

RANSOMES 

^CUSHMAN 

7040 Cushman, P.O. Box 82409. Lincoln. NE 68501 ©Cushman Inc. 1990. A Ransomes Company, 1990. All rights reserved. 



INSTALLING DRIP 

DRIP 
DRIP 
CAN DRIE.. 

MINIMIZE 
WATER 
LOSSES 

Drip 
irrigation is 

probably not used 
more extensively 
in the landscape 
industry because 

of a lack of 
experience and 
education on its 

benefits and 
proper use. 

By Sam Tobey 

DRIP IRRIGATION has proven effective for irrigating many different types of crops. In this 
regard, the agricultural industry has accepted drip irrigation fairly internationally. Why then, 
in an environment of water shortages and a national emphasis on water conservation, is drip 
irrigation not used more extensively in the landscape industry? 

To a large extent, it is a lack of experience and education on the benefits and proper use 
of drip irrigation. It should be noted, however, that while many good drip irrigation compo-
nents exist in the marketplace today, a drip irrigation system, like any other system, is no 
stronger than the weakest link in the sequence of design, installation and maintenance. 

Therefore, this article will strive to provide some insight into drip irrigation as it applies 
to landscaping, and to each vital element specifically. While drip irrigation may be divided 
into point source and line source dissemination, this feature will only address point source 
dissemination. 

SYSTEM COST-EFFECTIVENESS. A lot of information has been published on how much water 
can be saved by using drip irrigation. While this is basically true, it is important to recognize 
that the basic water requirements for any plant in a given environment is the same no matter 
how it is irrigated. 

Water savings in drip irrigation stems from more efficient application of water. A drip sys-
tem maximizes the water going to the plant root zone and minimizes the losses associated 
with evaporation, overspray and wind effects. This alone can represent a considerable advan-
tage in operating costs. 

However, when evaluating the cost-effectiveness of a system, both initial acquisition and 
life cycle costs must be considered. There is enough empirical data available regarding these 
costs to indicate that the price of a drip system is a function of plant spacing. The greater 
the plant spacing, on average, the less expensive a drip irrigation system will be on both an 
absolute basis and on a relative comparison basis. 

For example, in relatively flat areas, drip irrigation is more cost-effective than overhead spray-
ing for plant spacings of about three feet or greater. Operational constraints such as slopes, 
crib walls and interiorscaping may make drip the preferred system. 

INITIAL ACQUISITION. When buying materials for a drip system, considerable savings can 
generally be gained in the supply system, (remote-control valve, strainer and pressure regu-
lator), compared to an overhead spray system. This savings results from the relatively lower 
flow rates involved. 

As a result, the entire system can be downsized, using smaller, less expensive pipe diame-
ters, valves, pressure regulators and filters. In addition, smaller components are usually easier 
to put in place leading to further reduced installation costs. 

Laying out a 500-foot length of flexible PVC hose and punching in emitters is also less labor 
intensive than connecting 500 feet of 20-foot lengths of rigid PVC pipe, and plumbing-in spray 
heads. 

LIFE CYCLE. Life cycle costs generally consist of amortization of the initial acquisition cost, 
plus operating and maintenance costs. 

72 Photo: Salco Products Inc., Hawthorne, Calif. 





The absolute cost of these ele-
ments depends on the specific 
project. However, since the initial 
cost of a drip system should be 
less than an overhead spray sys-
tem, and the life of a quality drip 
system can easily equal that of an 
overhead spray system, the amor-
tization cost will be less. 

Likewise, since considerably 
less water will be used as well as 
any liquid fertilizers introduced 
through the irrigation system, 
operating costs will be fewer. With 
regard to maintenance costs, ex-
perience has shown that a drip 
system, using quality compo-
nents, requires only slightly more 
maintenance than conventional 
systems. 

Maintenance of the valves, 
pressure regulators, backflow 
preventers and similar compo-
nents will be no different than for 
an overhead spray system. Drip 
systems do have to be flushed 
periodically which could add to 
maintenance costs. To compen-
sate, maintenance labor asso-
ciated with other factors is re-
duced. 

For example, because areas bet-

ween plants are not normally 
watered when using drip, weed 
growth is generally less and labor 
associated with their removal is 
reduced. Another advantage of 

drip irrigation is that it does not 
wet sidewalks or streets, possibly 
avoiding potential liability actions 
against the owners. 

DESIGN CONSIDERATIONS. Drip 
irrigation has improved drama-
tically in the last several years. 
Consistently reliable pressure-
compensated, self-flushing emit-
ters are now available to deliver 
constant flow rates over a wide 

range of elevation pressure 
changes. 

Because of the self-flushing 
feature, emitters are tolerant of 
potential contamination. This is 

important because no matter how 
fine a filter screen exists down-
stream from a filter, it can still 
pose a contamination threat. 
Likewise, submicron particles 
can agglomerate after the filter. 

The biggest problem, however, 
usually occurs during the repair 
of a pipe or hose line downstream 
from the filter. This almost al-
ways introduces particulate con-
taminants into the system. 

In addition to quality emitters, 
however, it is important to re-
member that, like any other irri-
gation system, drip irrigation is 
basically a hydraulic system and 
should be treated as such. It has 
limits as to how many emitters can 
be put on a line, as well as the 
maximum length of that line. 

In this regard, hydraulic calcu-
lations using pressure-compen-
sated, self-flushing emitters can 
be somewhat complicated. Even 
though these emitters can repre-
sent great advantages in an ope-
rational sense, they do create an 
added hydraulic consideration. 

Emitter pressure and subse-
quent flow during the flush state 
must be considered. This con-
sideration is no different than that 
required for a pressure-compen-
sated bubbler or sprinkler, or for 
that matter a pop-up that loses a 
certain amount of water in the 
"popping" state, but it should be 
taken into consideration when 
making hydraulic calculations. 

The number of pressure-com-
pensated, self-flushing emitters 
inserted on a 3/4-inch line varies 
depending on lengths for various 

P s * 
*st? 

For environmentally sound 
solutions to your construction 
or landscaping projects, 
PROSEED U.S.A. has just 
the right product for you! 

Try our: 
• PS100 MULCH BLANKET 

for soil stabilization and vegetation restoration 
• PS200 SEEDED MULCH BLANKET 

for the establishment of grasses and/or wildflowers 
• PS10-W CONTAINER RING 

for effective control ot weeds in container stock 
• PS15-W TREE RINGS 

to enhance survival of newly planted seedlings 

For more information on all 
product lines, call: 

1-800-243-0105 P R O S E E D 
USA 

PROSEED U.S.A., INC. • P.O. BOX 1250 • SAN MARCOS, TEXAS 78667 
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more maintenance than 
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pressures. 
Not only are hydraulics impor-

tant, but the selection of supply 
system components can be critical 
as well. For example, some 1-inch 
remote control valves require a 
minimum of 10 gpm to operate 
rel iably. On the other hand, there 
are also some 1-inch valves that 
will work rel iably at less than 0.25 
gpm. 

Selection of pressure regulators 
can also be critical. Generally, a 
remote control valve and separate 
pressure regulator have proven 
more reliable than a remote con-
trol pressure regulating valve. 
From a maintenance standpoint, 
fixed output pressure regulators 
are generally preferred because 
maintenance personnel in the field 
do not have to decide where to 
set the regulator. 

This is particularly critical if 
there is not a pressure gauge in 
the system downstream from the 
regulator. Again, from a mainte-
nance standpoint, a screen flush-
ing capability incorporated in the 
strainer can be quite important. 
The easier an item can be main-
tained, the more likely that it will 

be properly maintained. 
Detailed design installation of 

the emitters is also important from 
both an operational and aesthetic 
viewpoint. Dissemination of wat-
er underground can often present 
a problem. When water is disse-
minated underground, a mud 
slurry is often generated at the 
point of discharge. 

When the system is turned off, 
a negative pressure may occur in 
the line relative to the point of dis-

charge. Large quantities of con-
tamination could then enter the 
system. This contamination may, 
or may not, wash out during sub-
sequent irrigation cycles. 

From the standpoint of aesthe-
tics, the drip line should be buried 
along with the emitters, but the 
point of discharge from the dis-
tribution tubing should be above 
the soil (Figure 1). Burying the 
point of discharge under gravel 
or bark chips, however, would not 

A sprinkler head on a 1/2-inch 
riser converted so as to allow 
emitter distribution. Photo: 
Olson Irrigation. 

normally represent a problem. 
There are circumstances, such 

as providing supplemental irriga-
tion to a tree in a turf area, where 
the point of discharge must be 
buried. In these cases, care should 
be taken to protect the point of 
discharge from exposure to a mud 
slurry. 

Discharging the water into a 
piece of buried screened plastic 
pipe filled with gravel is one ap-
proach. Another classic problem 
with disseminating water below 
the surface is root infusion. Roots 
can penetrate into almost any 
underground disseminating point 
to find the source of water. 

INSTALLATION. For this discus-
sion, the installation of a drip 
system has been divided into three 
areas: supply system, distribution 
system and dissemination system. 

The supply system of a typical 
drip irrigation system generally 
consists of the same components 
as a standard overhead spray sys-
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tern; i.e., backflow preventer, 
chemical or fertilizer injector, 
strainer, pipe transport system, 
valves, pressure regulators, etc. 
Installation of these components 
would be no different than that 
for a conventional system. 

To minimize the pressure loss 
between the regulator and the drip 
emitters, the pressure regulator 
should be the last item installed 
in the supply system and should 
be as close to the first emitter as 
possible. 

With fixed output pressure 
regulators and pressure compen-
sated emitters, this configuration 
results in the maximum number 
of emitters that can operate on a 
line of a given diameter. If the 
supply pressure is extremely high, 
the pressure regulator should ob-
viously be installed before the 
valves. 

The distribution line is the line 
on which the emitters are 
mounted. This line can be either 
rigid or flexible. If a rigid line is 
used, it is generally PVC, al-
though it could be made of almost 
anything. 

Use of a rigid distribution line 

T Y P I C A L D R I P 
E M I T T E R I N S T A L L A T I O N 

Tubing Stake . 

Figure 1: A 
typical drip ir-

rigation design 
detail. Illustra-

tion: Salco. 

can be fairly labor intensive. The 
line must becut, a fitting installed 
in the line, a riser installed in the 
fitting and the emitter (with the 
proper slip or threaded adapter) 
installed. If emitters are to be in-

stalled every five or six feet, this 
can be an extremely tedious pro-
cess. 

If a flexible distribution line is 
used it would probably be PVC 
or PE. With either type the hose 

should be cut leaving a smooth, 
even square end. Saws of any type 
should be avoided. Holes for in-
stallation of the emitters should 
be made only with the punch 
recommended by the manufac-
turer of the emitters. 

Tools similar to pliers are 
available and perm it the efficient 
and rapid punching of holes 
without the possibility of punch-
ing through both sides of the hose. 

PVC flexible hose is designed 
to use standard PVC plastic pipe 
fittings. These are solvent welded 
to the hose. The process is iden-
tical to that used with rigid PVC 
pipe. In addition, PVC flexible 
drip hose generally has a much 
heavier wall than the correspon-
ding PC hose. It is also fairly resis-
tant to kinking and crushing. PE 
cannot be solvent welded, so fit-
tings must be either barb type or 
compression type. One problem 
with PE hose, however, is that 
dimensional standards vary 
among different manufacturers. 
There are more than 20 different 
sizes of what is classically called 
1/2-inch tubing in the market-

(continued on page 78) 
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TURN YOUR PICKUP 
INTO A DUMP TRUCK IN 
LESS THAN ONE HOUR. 

g ^ ^ Dumper is the original hy-
draulically operated dump 

unit for pickup trucks. With E-Z 
Dumper you can unload your 
pickup truck bed in under thirty 
seconds with the turn of a key. 
You'll never have to unload your 
truck by hand again! 

The E-Z Dumper can hold and 
unload up to 4.000 lbs. or two 
cubic yards of firewood, topsoil. 
gravel, mulch, grain, or whatever, 
depending on the weight-carrying 
capacity of your truck. 

Easy To Install And Operate. 
Do-it-yourself installation of E-Z 
Dumper is a breeze. No altera-
tions are needed for most trucks. 

Just slide the dumper into your 
truckbed. secure it with bolts and 
holes already on your truck, and 
you're ready to go. We even 
include the hydraulic fluid! 

A Durable Investment. 
E-Z Dumper is designed to take a 
beating from the toughest loads, 
from two yards of cordwood to 
two tons of crushed stone, while 
providing you with years of 
reliable service. 

So give yourself (and your 
back) a break. Call Valley Manu-
facturing. Inc. toll free at 1-800-
233-5532 for the name of the 
E-Z Dumper dealer nearest you. 
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place. While there are proper 
fittings for each size of hose 
made, great care must be taken 
to ensure that the correct fitting 
is used. 

The disseminating system is 
basically the emitter. Depending 
on the system design, however, 
it can include access sleeves, 
transfer barbs, spaghetti-type tub-
ing, bug caps (small check valves) 
and tubing stakes. A variety of 
emitters are available and most 
are extremely easy to install. If 
emitters have both an inlet barb 
and an outlet barb, make sure they 
are installed correctly. 

PREVENTIVE MAINTENANCE. 
This area is probably the most 
important, but least understood 
part of a drip system. It can mini-
mize the amount of corrective 
maintenance required and signi-
ficantly extend the life of a drip 
system. 

Tubing can be installed with 
minimum turf disturbance. 
Photo: Pepco Products. 

System Pressure: Pressure 
gauges that have been installed at 
strategic locations in the system 
should be observed frequently 
and compared with the design 
setting. 

A pressure gauge downstream 
from the filter will indicate when 
the filter needs to be flushed, 
cleaned or changed. A gauge 
downstream of the pressure regu-
lating device will identify a prob-
lem with the regulator or regulator 
setting. A gauge downstream 
from the backflow preventer will 
aid in the detection of a problem 

in the backflow preventer itself, 
or in the supply pressure to the 
drip system. 

These gauges also detect leaks 
or obstructions in the system if 
either causes a major change in 
the system pressure. Most designs 
will specify a minimum and max-
imum system pressure. 

System Flushing: Many self-
flushing emitters can pass par-
ticles several times larger than the 
particles that can pass through the 
filter. However, the relatively low 
water velocity can permit con-
taminants to settle at the bottom 

and the end of the distribution line. 
The lines should be flushed per-
iodically, particularly whenever 
repairs have been done on the 
system.All drip systems shouid 
have some mechanism for flush-
ing. It is important to recognize 
that, when flushing, the flushing 
mechanism should be wide open 
and the flow should not be re-
stricted. Flushing for 30 to 60 
seconds is usually adequate. The 
flushing frequency will depend 
on the water source. Monthly 
flushing is adequate in most areas 
that use municipal water. If well 
water is used, flushing may be re-
quired more frequently. 

Salt Deposits: In some areas, 
salts can precipitate out of solu-
tion and deposit on the emitters 
when the water evaporates. If salt 
accumulates at the emitter outlet, 
run a weak acid solution through 
the system to dissolve these salts. 
If salt deposits occur frequently, 
this procedure should be done 
several times a year or whenever 
signs of salt deposits appear on 
an emitter. 

Winterizing: Where applicable, 
(continued on page 80) 
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the same procedures used for winterizing con-
ventional systems should be used including 
draining or blowing of the lines. 

Irrigation Scheduling: The percolation rate 
and saturation level of the soil can change over 
time. 

Likewise, environmental conditions change. 
Therefore, observe the site regularly for any 
indications of puddling and runoff. Also, 
change the length and/or frequency of the ir-
rigation cycle to eliminate any problems that 
may occur. 

CORRECTIVE MAINTENANCE. I f the system has 
been operating properly, and a problem or 
change occurs, quick corrective action is essen-
tial. Operational problems with a drip system 
can usually be attributed to one of two causes 
— a change in the pressure to the emitter or 
contamination in the emitter. 

Changes in pressure are usually the result 
of failure of a pressure regulator, changes in 
the field adjustment of the regulator or major 
changes in the system flow rate. Changes in 
flow rate are a result of a leak or break in the 
system, an addition to the system or possibly 
an irrigation rescheduling such that multiple 
stations are operating simultaneously. 

Contamination can enter the system during 
the repair of a drip line, from a puncture in 
a filter screen or improper replacement of a 
filter media or screen during maintenance 
operation. 

Emitter Flow Rate Change: If the emitter 
flow rate has suddenly increased, the problem 
is probably due to either a change in pressure 
to the emitter or to emitter contamination. In 
a standard orifice-type emitter with constant 
geometry, flow rates are proportional to pres-
sure, therefore an increase in flow rate is due 
to an increase in pressure at the emitter. 

On the other hand, pressure-compensated 
self-flushing emitters generally have a dia-
phragm that reduces the flow channel as the 
pressure increases. Therefore, if an increase 
in emitter flow rate is experienced, it is because 
the diaphragm has not "seated" properly. This 
is usually due to one of two reasons — a de-
crease in the pressure at the emitter diaphragm 
or particulate contamination under the dia-
phragm. 

Preventive maintenance 
can significantly 

extend the life of a 
drip system. 

If the emitter flow rate has decreased, its 
due to either contamination that has reduced 
the flow channel area or, in the case of a 
pressure-compensated emitter to excessive 
pressure. 

System Leakage: Emitters can blow apart, 
can blow out of the hose or adapter, can leak 
where the inlet barb enters the hose or adapter 
or the hose can balloon and fail. These could 
all result in an increase in pressure at the 
emitter. 

Increased pressure results from a malfunc-
tioning or improperly adjusted pressure regu-
lator, an increase in system supply pressure 
if no regulator is in the system or possibly a 
major decrease in system flow rate resulting 
from an increase in pressure. 

CONCLUSION. A quality drip irrigation system 
can be beneficial to a landscape in terms of 
water conservation, aesthetics, vandal resis-
tance, potential liability actions and overall 
cost-effectiveness if properly designed, in-
stalled and maintained. 

There are several drip irrigation installa-
tions operating today, for example, that were 
installed more than 20years ago. In this regard, 
it is important to keep in mind that initial 
material acquisition cost is not the most im-
portant parameter when considering the cost-
effectiveness of a drip irrigation system • 
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Granular control for crabgrass. 
Because you never know 

which way 
the wind will blow 

To control crabgrass and feed in one step, nothing 
works harder than Lebanon fertilizers with Team* These 
time-saving granular formulations make application easier 
and more precise. Herbicide distribution more thorough. 
All without drifting or leaching through. 

Teams pre-emergent control is proven more effective 
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SCU blends. 
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VIABLE ALTERNATIVES 

WHAT REALLY LIES at the 
heart of the controversy over field 
burning may never come to light, 
but both those for and against bur-
ning agree on one thing: The cur-
rent search for alternative prac-
tices cannot come soon enough. 

To anti-burning advocates and 
local environmental groups, the 
failure of farmers and researchers 
to produce a viable alternative to 
the annual practice of grass stub-
ble burning is evidence of their 
refusal to recognize the serious-
ness with which they intend to put 
a stop to burning. 

But from the farmers' and seed 
industry's perspective, the day 
can't come soon enough when 
they will no longer have to rely 
on the mechanical burning of 
grass stubble to induce new seed 
formation. The battle is an old 
one, and an annual one; and isn't 
likely to go away until science, 
politics or economics finds a so-
lution. 

In an effort to help propel alter-
native research forward, the In-
termountain Grass Growers Asso-
ciation , a group made up of Wash-
ington and Idaho grass farmers, 
has invested more than $4.2 mil-
lion in research since 1986 to find 
alternatives to field burning. 

Earlier this year, the IGGA pre-
sented a $50,000 check to Gary 
Lee, head of the Idaho Ag Ex-
perimental Station and associate 
dean for Agricultural Research at 
the University of Idaho; along 
with $161,325 in "in-kind" con-
tributions as matching funds for 
the $100,000 research appropria-
tion from the 1991 Idaho legis-
lature for research into field-burn-
ing alternatives. 

Staff member Glenn Murray is 
assigned with the task of adminis-
tering the research program in 
hopes of identifying the genetic 
mechanisms responsible for regu-
lating seed production in Ken-
tucky bluegrass. 

FIELD 
BURNING: 
IS IT A SMOKE 

SCREEN OR 
FIRE STORM? 

The pressure brought 
on by Oregon's recently passed 

field burning regulations heightens 
the immediacy of the search 

for alternative solutions. 
By Andrea Mackin 

To date, and to the credit of 
some maverick scientists and in-
ventors, a number of alternative 
methods have been tested to re-
produce the effects of grass stub-
ble burning on Kentucky blue-
grass. Some of the ideas are mech-
anical refinements of basic farm-
ing concepts, such as the drew-
cutting machine and dethatcher 
created by two Oregon inventors. 

Crazy Wheels, a system of 
spinning tines and rakes, may 
be an alternative to conven-
tional field burning. Photo: 
Jacklin Seed, Post Falls, Idaho. 

While others, such as Micro-
blaze and LNS Trace Builder, are 
more snake oil or magic potion. 
Several, however, have shown 
signs of hope, and while they are 
still in their experimental stages, 
a number of these alternatives may 

have the potential to be part or 
all of the solution. 

INVIGORATOR/DETHATCHER. 
Engineer and inventor Art Kren-
zel, president of Phoenix Indus-
tries of Lebanon, Ore., believes 
that by mechanically raking and 
removing grass straw from the 
fields he can reproduce the effects 
of field burning and eliminate the 
necessity to burn. 

His invigoratorordethatching 
machine consists of two counter-
rotating wheels equipped with 
tines acting as spinning rakes. 
These rakes are attached to a 
frame, pulled behind a 35-h.p. 
tractor and are designed to rake 
and remove the straw and thatch 
from a freshly harvested grass 
field. 

Krenzel's experiments are cur-
rently being conducted on a 15-
year-old field of Kentucky blue-
grass on Northern Idaho's Rath-
drum Prairie, and will include 
several variations. As additional 
variables, Krenzel will add either 
vacuuming, brushing or "crew 
cutting" which imitates the effects 
of a rotary lawn mower. 

In each case, the straw will be 
bundled or "loafed" at the edge 
of the field and continuously 
sprayed with water to aid the natu-
ral composting process. In theory, 
the organic material will have 
completely decomposed by the 
following spring through the ac-
tion of its own nitrogen content. 
The end-product will be a high-
quality top soil which can be 
spread back over the fields. If the 
dethatcher is successful in 
duplicating the effects of burning, 
the next question will be one of 
cost. 

Glenn Jacklin, operations man-
ager for grower services at Jacklin 
Seed Co., Pbst Falls, Idaho, es-
timates that the cost for mecha-
nical raking may be around $37 

(continued on page 84) 
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"When I started my business seven years ago 
I needed expert advice," says Joe Skelton, 
president of Lifescapes, Inc., Canton, Georgia. 
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per acre, compared to $30 per acre 
to bale, $15 per acre to pile the 
straw in a " loaf ' for composting, 
$10 per acre for dethatching, and 
the economical $7 per acre cur-
rently spent by farmers to burn 
their fields. 

OTHER OPTIONS. Similar to 
Krenzefs dethatcher, Crazy 
Wheels is the invention of a Eu-
gene, Ore., welder. Crazy Wheels 
consists of six high-speed wheels 
designed to cruise the fields and 
rake up enough straw and thatch 
to expose the crown of the grass 
plant. It is hoped that this mech-
anical exposure will allow the 
plant to receive enough sunlight 
and heat to stimulate seed produc-
tion in the same way conventional 
field burning has. 

Another promising alternative 
is the crew-cutting concept cur-
rently being tested on Kentucky 
bluegrass in Central Oregon. Dale 
Coates, a Central Oregon State 
University researcher, is using 
funds from the Central Oregon 
Grass Seed Association to deter-
mine the short- and long-term ef-
fects of non-burn Kentucky blue-
grass farming. 

For three years, Coates has ex-
perimented with close-clipping or 
crew-cutting techniques on stands 

The invigorator, (top), consists 
of two counter-rotating wheels 
equipped with tines acting as 
spinning rakes. The rakes are 
attached to a frame and pulled 
behind a 35-h.p. tractor. 
Photos: Jacklin Seed Co. 

of mature bluegrass. His methods 
include simply clipping and bal-
ing off the straw and close-clip-
ping, followed by burning with 
a propane burner — which pro-
duces significantly less smoke 
than traditional burning. 

The best results so far seem to 
come from the fields which are 
crew-cut followed by propane bur-
ning. On these fields, seed yields 
come within 80 percent to 90 
percent of traditionally burned 
fields. 

Microblaze was a solution con-
taining microorganisms intended 
to eat away harvest residue. But 
in research trials conducted by 
Jacklin Seed Co., seed yield was 
poor at all four test sites, and seed 
yields decreased by 68 percent to 
92 percent. 

The LNS Trace Builder plus 3X 
combination of minerals was also 
thought to promote seed yield. In 
test situations, however, LNS 
Trace Builder did not even out-
yield the unburned plots. 

VARIETAL RESEARCH. As new ad 
vances are made in understanding 
the physiological actions of field 
burning at the molecular level, 
larger seed companies are turn-
ing to their own plant breeding 
programs to begin working tow-
ard the development of varieties 
which will not require burning. 

Doug Brede, Jacklin Seed Co.s 

director of research is leading 
research efforts for the industry. 
By screening new varieties in their 
final stages of development and 
testing, Brede is working to deter-

mine which new cultivars require 
burning, and if so, how much. 

With the future of burning in 
question, this may become a key 
factor in determining the com-
mercial viability of new varieties 
and their potential for suitable 
yields. 

RESIDUE MANAGEMENT. The 
added economic cost and disposal 
problem created by the lack of an 
aftermarket for the baled straw 
has been a prohibitive factor to 
some straw removal techniques. 
The search for economic uses for 
the straw left by the mechanical 
alternatives to open field burn-
ing have produced a number of 
experimental projects. 

One solution currently being 
tested in Coeur dAlene, Idaho, 
adjacent to the Rathdrum Prairie, 
is a plan to mix ground-up grass 
straw with treated sewage to create 
a sludge which would be broken 
down through composting. 

The grass would add nitrogen 

to the sludge and create a high 
nitrogen and carbon soil additive 
which could be sold by munici-
palities to landscape contractors, 
lawn maintenance professionals 

For those concerned about the 
environmental impact of field 
burning, the repercussions of not 
burning bear some consideration. 
If open field burning is elimi-
nated, the weed, pest and rodent 
control currently provided by an-
nual burning would result in the 
tripling of needed agricultural 
weed control chemicals, insecti-
cides and fungicides. 

This non-burn alternative cur-
rently being tested is said to pro-
duce a 200-fold increase in air-
borne particulates, most of which 
remain close to the ground but im-
pact the breathable air more in-
tensely than the airborne parti-
culates created by conventional 
field burning. 

At no time has open field burn-
(continued on page 86) 

The elimination of open 

field burning dramatically increases 

the need for weed and insect 

control efforts. 



FINALLY 
BROADLEAF WEED CONTROL 

IS AS EASY AS 

INTRODUCING DISSOLVE" 
Now, the convenience of a three-way herbicide has gone one step further. 
DISSOLVE, from Riverdale Chemical Company, is the first totally water 
soluble, dry, three-way postemergent broadleaf herbicide. University tested 
and proven on cool and warm season grasses, DISSOLVE combines efficacy 
with the added convenience of a diy, highly concentrated product and water 
soluble packaging. 
With DISSOLVE there's... 

• No Measuring • No Container Disposal 
• No Pouring • No Freezing 
• No Triple Rinsing • No Exposure To Concentrates 
• No "Spills" • Packaged In Recyclable Cartons 

DISSOLVE is available in 40 oz. and 10 oz. sizes. For more information 
contact your Riverdale Distributor. 

Riverdale Chemical Company 
425 West 194th Street, Glenwood, Illinois 60425-1584 
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ing violated the 24-hour particu-
late matter air standards set by 
federal and state regulations. 

WHAT NOW? With the recent 
passing of a bill calling for the 
gradual reduction in the number 
of acres allowed to be burned by 
1998, the Oregon legislature has 
touched off a fire storm of con-
troversy for Washington and Idaho 
farmers. 

The Oregon legislation limits 
burning in the nine counties of the 
Willamette Valley, where the bulk 
of the state's grass seed is grown, 
and applies only to the annual bur-
ning of tall fescue, perennial rye-
grass and other non-bluegrass 
species. Nevertheless, public per-
ception is such that Oregon has 
taken a progressive stand on the 
issue and has moved to eliminate 
the practice of grass field burning. 

This misconception has added 
significant weight to arguments 
of those opposed to burning and 
seems to be reinforced by the press 
and media's failure todelivercom-

plete information. The Oregon 
legislation intentionally excludes 
any limitation or ban on burning 
Kentucky bluegrass species in 
acknowledgement of the fact that 
Kentucky bluegrass is dependent 
upon annual burning to promote 
growth and seed head formation 
the following year. 

Because no viable alternative 
exists to date, Oregon's Kentucky 
bluegrass crop (grown mainly in 
the central portion of the state) 
as well as an extra 25,000 acres 
for highly erodible or heavily 
disease infested land are exempt 
from limitation. 

Somehow, this essential distin-
ction between the types of grass 
being regulated never seems to 
surface — especially within pub-

licity aimed at eliminating field 
burning. The single biggest prob-
lem created by the Oregon legisla-
tion seems to be this lack of 
knowledge regarding the "spe-
cies-specific" nature of the bur-
ning reductions. 

Even with the void of informa-
tion available on the actual health 

risks associated with field burn-
ing, the public still believes Ore-
gon to be more progressive, and 
therefore must know something 
the others don't about the dangers 
of field burning. This adds an-
other dimension to the complex 
scenario faced by Washington and 
Idaho grass farmers. 

The pressure brought on by 
Oregon's restrictions heightens 
the immediacy of the search for 

alternative solutions. And, where 
10 years once seemed like a reas-
onable period of time to find an 
answer, now five years may even 
be too long. 

As the research continues and 
the anti-burning advocates pre-
pare to heat up the argument for 
another legislative season, the big 
question that remains concerns 
the economics of alternatives. 
Current technology may find it 
hard to create a viable option 
which can compete with the pre-
sent $7 per acre cost of open field 
burning. 

While it is tough to put a dollar 
figure on the economic impact 
that the elimination of field burn-
ing may have, speculation is easy. 

Using the simple economic 
principle of supply and demand, 
the effects of an enforced change 
in farming practices will be far-
reaching. If the cost of farming 
goes up by as much as $70 to $80 
per acre, the cost will be passed 
along to the production com-
panies in the form of more costly 
contracts with growers. 

This will force the price of the 
(continued on page 88) 

Although still experimental, 

several field burning alternatives 

show potential. 
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resulting grass seed up, as yields decrease and 
costs increase. For lawn and landscape main-
tenance contractors this means a direct increase 
in wholesale and retail prices, compounded 
by projected shortages in improved varieties 
of certain grass species which require burn-
ing for adequate seed yield. 

While species not as dependent upon the 
effects of burning might be offered to fill the 
void, their increased susceptibility to disease 
and level of quality must be considered. 

As a result, lawn maintenance professionals, 
golf course superintendents and retailers may 
see long-lasting effects on the quality, pricing 
and availability of premium turfgrasses in the 
future. One of the key areas in question, North 
Idaho's Rathdrum Prairie, is the leading pro-
duction area in the world for Kentucky blue-
grass. Coincidently, the Rathdrum Prairie is 
also the main focus of the newest anti-burning 
efforts. 

If only the Kentucky bluegrass crop is con-
sidered, an estimated 60 million pounds pro-

A Kentucky bluegrass field shows re-
growth after being propane burned. Photo: 
Jacklin Seed. 

duced in Washington and Idaho in 1990 con-
tributed more than $105 million to the local 
economy. Revenue generated by the grass seed 
industry includes not only the obvious costs 
attached to cleaning, processing, packaging 
and transportation — but also provides a ma-
jor income to the fertilizer and chemical in-
dustry. 

For so much of the United States, Kentucky 
bluegrass is still the species of choice for cool-
season turfgrass. 

At this point, with the search for burning 
alternatives still in its infancy, can the industry 
truly afford the effects of enforced regulation 
of field burning? Hoping the pace of research 
quickens and that current methods being tested 
prove successful is fine, but the outcome 
ultimately lies in the hands of the consumers. 

With a better understanding of the status of 
the search for alternatives, lawn and landscape 
maintenance professionals must decide for 
themselves: Are you willing to support cur-
rent farming efforts until alternatives can be 
found, or wait for the ultimate consequences 
of a blind effort to eliminate field burning? 

The author is director of public relations and 
advertising for Jacklin Seed Co., Post Falls, 
Idaho. 

COMING 
NEXT 

MONTH 
Don t miss Lawn & Landscape 
Maintenance magazine's fifth 
annual Technical Resource 
Guide coming next month. In it 
we'll feature a year's worth of 
technical information from the 
experts. From diagnosing turf 
diseases to preplanning an ir-
rigation system, this popular 
issue is a handy guide to some 
of the industry's most common-
ly asked questions. 
Just a few examples of what 
you'll find — Cashing in on 
Compost: as horticultural wastes 
come under increased scrutiny, 
clients and municipalities will 
look to the landscape contractor 
to help solve their disposal prob-
lems. Pesticide Management: 
The proper handling, mixing, 
loading and applying of pesti-
cides are essential to any profes-
sional pesticide management 
program. Irrigation Manage-
ment: Preplanning goes a long 
way in irrigation installation and 
maintenance. 
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PRODUCT FOCUS 

NEW 
PRODUCT 

Manufacturers and suppliers SHOWCASE 
to the lawn and landscape 

maintenance industry are 
gearing up for 1992 with new 

product offerings. To help 
you plan for the new year; 

Lawn & Landscape 
Maintenance magazine has 
expanded its new products 

section this month. 
Presented on the following 

pages are the latest 
equipment and turf and 

ornamental products 
available. 

MOWERS 
Excel Industries introduces the 65-h.p. 
9400 UTR,™ a four-wheel drive/steering 
machine that incorporates zero radius tur-
ning. The steering system is designed to 
prevent the 82-inch deck from skipping on 
sharp turns. 

The machine also features a tilt suspen-
sion system to keep the driver upright 
when mowing on hillsides. 
Grck 126 on render service card 

The Scag zero-turn walk-behind can be 
transformed into a rider with the addition 

of the zero-turning, two-wheel sulky. The 
sulky is recommended for use with 48-, 
52-, 61- and 72-inch Scag zero-turn and 
belt-drive walk-behind engine decks. 
Grck 127 on render service card 

ASAC Corp. introduced the EZ lawn bag-
ger attachment with disposable bags. The 
attachment fits most rear, top discharge 
and side baggers. 

Clippings go directly into a disposable 
bag, eliminating the additional step of empty-
ing the grass catcher into a garbage bag. 
Circle 128 on reader service card 

Three front-mounted implements are now 
available to mount on the Walker mower 
tractor. 

The 42-inch, 2-stage snowblower, 47-
inch rotary broom and 46-inch dozer 

blade each mount on the tractor by a 
quick-change hitch system. Implements 
are raised and lowered by an electric 
power lift built into the hitch. 
Circle 129 on reader service card 

Ferris Industries introduced the UltraBelt™ 
belt-driven, walk-behind mower. The 
new model is available in 36- and 48-
inch cutting widths. It features an 8-
speed drive for easy shifting with either 
hand, a mechanism to stop runaways 
and a drive-belt tension adjustment to 
reduce belt-slippage. 
Circle 130 on reader service card 

The Proline division of The Toro Co. in-
troduced the 37-inch Recycler® brand 
mowing deck. It operates on any of the 
Toro Traction units from 12.5- to 18-h.p. 
engines in gear or hydro-drive. 

The deck has two specially elongated 
chambers, one with a 21-inch blade and 
one with a 17-inch blade. It has a bagging 
option and can be converted to a side-dis-
charge model. 
Grcle 131 on reader service card 

Jacobsen's new ST-5111™ hydraulic reel 
mower has a cut of more than 11 feet for 
fast mowing of large areas. Front-mounted 
reels allow for tight trimming around ob-
stacles. 

Features include a 51-h.p., liquid-cooled 
diesel engine and 4-wheel drive. The en-
gine is fully enclosed and isolation mounted 
to minimize noise and vibration. The fib-
erglass body is corrosion-resistant. 

The ST-5111 also offers adjustable sus-
pension seat, power steering, tilt steering 
wheel, cruise control and full instrumen-
tation. 
Grck 132 on reader service card 

Brlggs & Stratton has added an overhead 
valve design and European styling to its 
high-end line of lawn mower engines. 

The Europa 147 cc vertical shaft OHV 
engine features a cast iron cylinder sleeve 
to extend engine life. The carburetor is 
designed for one-pull starts. Also standard 
is the engine's power cut mechanical gover-
nor. A dual lubrication system bathes all 
internal parts with consistant lubrication. 
Grck 133 on reader service card 

The new Bolens One-Step® mulching 
rear engine rider is now available from 
Garden Way. The machine is powered by 
a 12 1/2-h.p. Briggs & Stratton I/C Quiet 
engine with 5-speed Peerless in-line gear 
transmission. It has a 33-inch cutting deck 
and 22-inch turning radius. 

The "dial-a-height" adjustment offers 
infinite cutting height adjustments from 1 
inch to 3 % inches. 
Grck 134 on reader service card 

Honda introduced the HRC7013ZXA ser-
ies midsize, walk-behind mower. It offers 
36- and 48-inch cutting widths, as well as 



the option of mulching or bagging clippings. 
The machine is powered by a 13-h.p. 

Honda 4-stroke overhead valve engine and 
has a twin hydraulic drive pump and motor 
system. Other features include zero-turn 
radius and infinitely variable speeds plus 
reverse within the range of the control lever. 
Grde 135 on render service card 

Grasshopper has added Model 612 to its 
600 series of midsize, zero-turn front 
mowers. Advanced dual-hydrostatic direct 
drive incorporates internal filtration and 
reservoir diaphragm for cleaner operation 
and extended service life. The machine is 
powered by a Briggs & Stratton air-cooled 
gas 12.5-h.p. Vanguard V-twin OHV en-
gine. Attachments are available. 
Circle 136 on reader service card 

New from Gravely International is the 
Pro Master 22H hydrostatic front-mount 
mower. The unit is powered by a 22-h.p. 
Yanmar diesel and offers direct-drive all-
gear PTO and a sharp turn steering sys-
tem. 
Circle 137 on reader service card 

The Bunton Co. is introducing a new 61-
inch hydrostatic mower with an 18-h.p. 
Briggs & Stratton engine; and the 42-inch 
model, by a 5-h.p. heavy-duty Briggs & 
Stratton industrial commercial engine. 

Maximum speed is 6.5 mph in forward 
and 1.5 mph in reverse. Also available are 
36-, 48- and 52-inch widths. 
Circle 138 on reader service card 

Four new GT series tractors from Ford 
New Holland are available as diesel or 
gas-powered units. All have dual-range 
hydrostatic drive. Diesel models are 
liquid-cooled, have glow-plugs and block 
heaters to ensure fast starting in cold 
weather. Gas engine drive GTs are air-
cooled. 

Mowers for the tractors are available in 
44-, 48- and 60-inch widths. 
Grde 139 on reader service card 

The new Exmark T\irf Tracer® hydro 
commercial mower offers hydrostatic 
drive, zero-turn capability, instant forward 
to reverse, infinite fingertip speed control 
and a 4-point floating cutting deck. 
Grde 140 on reader service card 

The Kinco Mountain Goat II series of 
sickle bar mowers are designed to clean 
up weeds, tall grasses, brush and saplings. 
The 38-inch model is powered by a 4-h.p. 
Briggs & Stratton engine; and the 42-inch 
model, by a 5-h.p. heavy-duty Briggs & 
Stratton industrial commercial engine. 

A new handlebar system reduces mach-
ine vibration. 
Grde 141 on reader service card 

New from Kubota Tractor Corp. is the 
FZ2100 front mower. Features include the 
zero diameter turn system; and the auto 
assist differential, which allows the mower 
to automatically switch between 2- and 
4-wheel drive. 

Equipped with a 20-h.p. liquid-cooled 
diesel engine and hydrostatic transmission, 
the mower is suited for all types of mow-
ing terrain. Other standard features in-
clude a full-tilt power steering wheel and 
a 55-degree tilt deck. Operators have the 
option of a 54- or 60-inch front mount 
mower and a high-capacity grass catcher. 
Grde 142 on reader service card 

New from Tecumseh are 12- and 12.5-h.p. 
OHV engines for lawn tractors and rear 
engine riding mowers. The engines feature 
overhead valve fuel efficiency for longer 
life. Both offer cast iron cylinder sleeves, 
multi-stage ducted air cleaners with pre-
filter and pleated paper air filter elements, 
oil pump lubrication and a new rotating 
screen cooling air intake system. 
Grde 143 on reader service card 

BLOWERS/EDGERS/ 
SWEEPERS/TRIMMERS 
The new Shindaiwa T-27 trimmer/ 
brushcutter features a 27.2 cc engine that 
delivers 1.5 h.p. of high-torque power at 
8,000 RPM. It weighs 12.3 pounds and 
has a 60-inch shaft to eliminate stooping. 

Standard equipment includes electronic 
ignition; TK diaphragm carburetor; 
U.S.F.S.-approved spark arrestor muffler 
with replaceable screen; a full anti-vibra-
tion system that encompasses engine, grip 
and handle; automatic centrifugal clutch; 
and a fully automatic trimmer head. 
Grde 144 on reader service card 

The John Deere 21HC commercial hedge 
clipper is equipped with a single-sided, 
commercial-grade, 30-inch double-reci-
procating cutter bar. A gear box incor-
porates bearings on both sides of the 
blade for longer life. 

Features include an anti-vibration sys-
tem for the rear handgrip and an all-
metal, fully adjustable diaphragm car-
buretor with a "sight-glass" primer bulb 
for easier starting and less flooding. The 

unit weighs 12.7 pounds and is powered 
by a 21.2 cc Kioritz air-cooled, 2-stroke 
gas engine with electronic ignition. 
Grde 145 on reader service card 

New from Echo is the PE-2400, a 13-
pound, hand-held edger. Features include 
a larger, more powerful 23.6 cc engine 
and newly designed cutter head. 

The edger has an 8-inch blade for deep 
cutting applications and a pivoting 
mechanism for easy depth setting and 
lawn and flowerbed edge maintenance. 
Grde 146 on reader service card 

EasyRake now offers the EasySweep pow-
er blower. It is available with a 3-h.p. or 
8-h.p. I/C engine and blows to the front 
or side. The 8-h.p. model has a 1-inch ax-
le and pneumatic tires. 
Grde 147 on reader service card 

The Husqvarna 140B backpack blower 
features a 40.2 cc Kawasaki engine and 
generates a maximum air speed of 219 
mph. A fuel capacity of 0.40 gallons 
minimizes the need for fuel stops. 

The blower offers variable speed throttle 
control and swivel throttle arm for easy 
storage. 
Grde 148 on reader service card 

LESCO's new walk-behind blower features 
an 8-h.p. Kohler Magnum engine for high 
torque and minimum vibration. A 14-inch 
diameter magnesium impeller is balanced 
and heat treated to minimize the "siren" 
effect and gyroscoping. Wide-profile Tiirf-
Saver tires improve flotation, maneuvera-
bility and stability. 

The unit has an anti-clog air intake, an 
air blast velocity of 175 mph and an air 
blast volume of 2,500 CFM. 
Grde 149 on reader service card 

The new SmRhco Sweep Star 60 is a self-
contained, ride-on sweeper. Designed 
especially for use on turf, it lifts debris 
from the surface by the pick-up head, 
which features a rubber-fingered reel. 

The machine clears a path about 60 in-
ches in width at a top speed of 10 mph. 
The high lift collection hopper has a 
capacity of 3 cubic yards. Also available 
is a ground level dump with a capacity of 
5 cubic yards. 



Transmission is hydraulic and power is 
provided by either a 23-h.p., 2-cylinder 
air-cooled gas engine or a 19.5 h.p., water-
cooled diesel engine. 
Grde 150 on reader service card 

The model 150 cordless weed trimmer is 
now available from Inertia Dynamics 
Corp.. The straight shaft, cordless, re-
chargeable trimmer has a 10-inch cutting 
path and comes complete with a 12-volt 
charger and wall station. 
Circle 151 on reader service card 

WASTE REDUCTION 
New from Haybuster Manufacturing is 
the I.G. 8 industrial grinder. The unit 
grinds tree limbs up to 6 inches in dia-
meter, pallets, yard waste, wood chips, 
bark and other demolition lumber. A 
26-inch long cylinder with half-inch A.B. 
hardened hammers processes the waste. 

The tub can be loaded with any skid 
steer loader and the end product is 
delivered on a conveyor. The portable unit 
is pulled with a half-ton pickup. 
Circle 152 on reader service card 

Mister Shred from Hoffco is a lightweight, 
free-standing shredder. The portable unit 
has three adjustable, heavy-duty plastic 
blades and an 18-inch diameter, wide-
mouth funnel. It's gasoline-powered with 
a 49.2 cc, 2-cycle engine. 

Free replacement blades and safety gog-
gles are included with each order. 
Circle 153 on reader service card 

Now available from MacKissic is the SC180 
"Brute" chipper/shredder. The machine 
chips logs up to 4 xh inches in diameter. 
It is powered by a 12-h.p. or 16-h.p. Koh-
ler Magnum solid cast iron engine. Key 
start with a battery is standard. 

Shredding and grinding is performed by 
48 free-swinging hammers that pulverize 
branches up to 1 x/i inches in diameter. 
The unit comes standard with a 1 1/4-inch 
hole screen and bar grate screen and is 
highway towable. 
Circle 154 on reader service card 

The Little Wonder Revac chipper/shredder 
chips, shreds, vacuums, loads and reduces 

debris. A 6-bladed steel fan pulls material 
through a series of hammers. Steel chipp-
ing knives, attached to a 40-pound fly-
wheel, chip branches up to 3 xh inches in 
diameter. 

The unit is transported with a standard 
3-wheel platform with 12-inch pneumatic 
tires. An assortment of intake and dis-
charge options are available. 
Circle 155 on reader service card 

The model 12/24 chipper from PeCo Inc. 
is a compact, 12-h.p. machine with a 
170-pound flywheel and a heavy-duty 
clutch for cutting materials up to 5 inches 
in diameter. 

The octagonal base rotates 360 degrees. 
Other features include a pivoting jack 
stand, 50-month battery, hinged discharge 
chute, adjustable deflector shield and bag-
ging attachment for the discharge chute. 
Circle 156 on reader service card 

Leaves, branches up to 1 1/2-inches thick, 
grass clippings and other municipal yard 
waste can be turned into compost with the 
new high-capacity commercial grinder 
from Farmhand. The CG7000 grinds mat-
erials with a high-speed hammermill rotor 
with hardened hammers. Materials are 
discharged up a 22-foot elevator into piles 
or transport vehicles. 

The unit is available with a self-contained 
industrial diesel engine, or the PTO model 
can be powered by a conventional wheel 
tractor, a portable diesel engine or an 
electric motor. 
Grde 157 on reader service card 

The Go Bandit is a self-propelled 6-inch 
capacity tree and brush chipper from Ban-
dit Industries. It features a skid steer, 
four-wheel hydraulic drive and is equipped 
with a 360-degree swivel discharge. 

The unit is available with both gas and 
diesel power units, ranging from 24 h.p. 
to 30 h.p. It is offered with a hauling 
trailer and ramp for easy on and off ope-
ration. A bagging attachment is also 
available. 
Circle 158 on reader service card 

V.C. Marketing expanded its Wood-Pro 
brush chipper series to include two 9-h.p., 
Vanguard-powered, 18-inch disc models; 
and two 18-h.p., V-twin cylinder, Van-
guard-powered 20-inch and 24-inch disc 
models. Chipping capacities range from 2 
xh inches to 5 inches for both PTO and all 
road towable units. 
Circle 159 on reader service card 

Koos now offers Nature's Best brand Com-
post Acti-Vator, an organic product de-
signed to speed up the chemical and bac-
terial action needed to decompose vege-
table and animal matter. 

Composting material includes leaves, 
grass and shrub clippings, wood shavings 
and sawdust. The materials decompose 
when microorganisms break down the 
plant tissue into its basic form. 
Circle 160 on reader service card 

The new grass mulcher/leaf shredder from 
Simplicity Manufacturing fits all the com-
pany's 36-inch, two-blade decks and 44-
inch and 50-inch three-blade decks. 

The unit includes baffle plates, a dis-
charge plate and patented shredder blades. 
It fits all new tractor decks and can be 
retrofitted to a number of older Simplicity 
decks. 
Grde 161 on reader service card 

PESTICIDES/ 
FERTILIZERS/SPRAYERS 
Milorganite fertilizer now has a four-color 
bag. The new packaging is designed to ad-
dress the benefits of the product. Milorga-
nite is an organic lawn and turf fertilizer. 
Grde 162 on reader service card 

A new family of 1-, 2- and 3-gallon hand-
held sprayers is now available from Solo. 
The sprayers have a longer wand, large 
filler opening and a lightweight, high den-
sity, blow-molded polyethylene tank body 

that resists corrosion and damage from 
ultra-violet rays. 

The pump is designed to achieve spray-
ing pressure with reduced pumping strokes. 
A variety of accessories are available. 
Grde 163 on reader service card 

New Snapshot 80 DF herbicide is regis-
tered for use on established landscape or-
namentals, container- and field-grown or-
namentals, ground covers, non-bearing 
fruit and nut crops, non-bearing vineyards 
and nursery stock. The preemergence her-
bicide from DowElanco is currently avail-
able in a dry flowable formulation. 

It can be used alone or tank mixed with 



other herbicides to control additional 
weeds. It provides up to eight months 
control of 86 broadleaf and grassy weeds. 
Circle 164 on reader service card 

Ciba-Geigy now offers Exhibit,® its first 
biological, nematode-based larvicide. The 
active ingredient is formulated using a 
naturally occurring species of beneficial 
nematodes. 

The nematodes are third-stage infective 
juveniles that aggressively seek out and 
parasitize host pests. The juveniles carry a 
bacteria that is lethal to undesirable insects. 

Each jug contains 250 million entomo-
genous nematodes, preserved in a natural 
gel matrix. 
Circle 16S on reader service card 

Harmony Products has developed Profes-
sional Turf Food 14-3-6, an organic base 
fertilizer that combines the advantages of 
organic and synthetic nutrients. The fer-
tilizer is designed to rebuild soil quality 
and produce quick green-up on any type 
of turf. 
Circle 166 on reader service card 

Rogers Innovative has added a 50-inch-
wide model to its Greensfoil driftproof 
walking boom spray applicator line. The 
GF40 has a spraying width of 40 inches. 
Spray liquid can be supplied by a hose, 
electric-powered backpack or an on-board 
pressure system. 
Circle 167 on reader service card 

iarthway has introduced the Ev-N-Spred 
Model 3100 commercial hand crank 
spreader. The product features a corrosion-
resistant, 1,000-cubic-inch hopper, infinite 
flow control settings, large gears guaran-
teed for two years and twin, spread pat-
tern adjusting plates. Wide criss-cross 
shoulder straps provide operator comfort. 
Circle 168 on reader service card 

Grace-Sierra now offers the Peters Excel® 
product line, including three water soluble 
fertilizers and two supplemental formula-
tions that enable growers to combine cal-
cium, magnesium and phosphorus into 
one concentrate without precipitation. 

Included in the line are All Purpose, 
Poinsettia and Cal-Mag formulations; and 
Magnitrate and Cal-Lite supplemental 
formulations. 
Circle 169 on reader service card 

Talstar Flowable insecticide/miticide is 
now available in 1-quart "squeeze and 
measure" bottles from FMC Corp. A fun-
nel spout measures the product directly 
into the tank mix. 

The product is a water-based liquid for-
mulation that contains no organic solvents. 
It is formulated to control 35 pests and 

leave minimal residue on the foliage. 
Circle 170 on reader service card 

Terrene™ is a natural, organic fertilizer 
recycled from organic byproducts of 
wastewater treatment. From Envlro-Gro 
Technologies, the product is pelletized to a 
uniform granule size. It can be applied 
evenly with all brands of drop or broad-
cast-type spreaders. 

Terrene can be used on turf, trees, shrubs 
and flowers. 
Circle 171 on reader service card 

Blazon® colorant from Milliken Chemical 
is now available in 3-oz. pre measured 
packets for large tank and backpack ap-
plications. There are 48 packets to a case, 
and each case contains enough colorant to 
treat 1,200 gallons of tank solution. 
Circle 172 on reader service card 

Chipco® Ronstar® brand oxadiazon her-
bicide from Rhone-Poulenc is now carried 
on a granule made from a byproduct of 
recycled paper. The result is less dust dur-
ing loading and application and a more 
uniform spread pattern. 
Circle 173 on reader service card 

Organic Green's Natural Thrf fertilizer is 
nitrate-free and provides a slow release 
rate for steady, long-term growth. The 
organic product has an alfalfa base. 
Circle 174 on reader service card 

ROOTSinc introduces NoburN™ natural 
wetting agent and soil penetrant. The pro-
duct is a steroid saponin extract from the 
desert yucca plant. It does not have to be 

watered in after each application, and it 
does not burn or discolor leaf tissue when 
applied in hot or dry weather. 
Circle 175 on reader service card 

O.M. Scott has added two new fertilizer/ 
combination products to its Scotts® 

Proturf® line. SCOTTS 13-3-7 NPK and 
SCOTTS 20-3-4 NPK feature pendime-
thalin preemergent weed control of six an-
nual grassy weeds and seven broadleaf 
weeds on established turfgrasses such as 
Kentucky bluegrass, perennial ryegrass, 
fine fescue and tall fescue, among others. 
Circle 176 on reader service card 

The Oldham Tailgator is a complete 12-
volt spraying system that can be used for 
small yards, spot weed control and flower 
beds. The unit is pretested. 
Circle 177 on reader service card 

Sandoz Crop Protection offers Steward, a 
biological insecticide for turf and orna-
mental plants. Based on a strain of Bacil-
lus thuringiensis (B.t.), Steward is active 
against certain lepidopterous species, in-
cluding armyworms, cutworms, loopers 
and sod webworms. It also controls bag-
worms, budworms, gypsy moths, leaf-
rollers and tent caterpillars. 

It can be used on turf, tree fruit and 
vegetable crops, shade trees and orna-
mentals. 
Circle 178 on reader service card 

Minnesota Wanner introduces a new 
sprayer with two complete spray systems 
in one compact unit. Designed to fit full 
size pickups, the unit can apply different 
chemicals without cross contamination. 
Each system has its own HydraCell pump, 
spray tank, hose reel and spray gun. 
Circle 179 on reader service card 

Signal™ spray colorant is now available 
in tablet form from Precision Laborato-
ries. The tablets are formulated for hand-
held, backpack or small spray tanks. One 
tablet treats up to a two-gallon solution. 
Circle 180 on reader service card 

The Add-It from TFS Systems is an auto-
matic proportioning fertilizer injector for 
use with drip/subsurface or conventional 
sprinkler systems. The injector is designed 
to facilitate the uniform distribution of fer-
tilizer throughout the irrigation system. 

No outside power sources are required 
to operate, and there is no pressure loss 
through the injector. 
Circle 181 on reader service card 

Turf-Mark® tablets are now available in 
bottles from Becker-Underwood. 

Each bottle contains 25 tablets; one to 
two gallons of spray solution can be 
treated per tablet. The colorant mixes 
with all water soluble pesticides and 
fertilizers. 

The product is also available in water 
soluble packets and as conventional liquid 
concentrate. 
Circle 182 on reader service card 



Aquatrols has reformulated its AquaGro-S 
spreadable soil wetting agent, resulting in 
a more concentrated product. 

AquaGro 20-S is a granular formulation 
used for improving water penetration, 
drainage and managing water in the root-
zone. The new formulation is packaged in 
an easy-to-open 40-pound bag. 
Clrck 183 on render service card 

A dual-tank compartment sprayer with 
dual pumping units is now available from 
Spraying Devices Inc. Model 300D14-
5KE/PUD14-5KE has two 150-gallon tank 
compartments and two 14-GPM pumping 
units powered by 8-h.p. Kohler electric-
start engines. 
Clrck 184 on reader service card 

Broyhiirs new 30- and 60-gallon sprayers 
feature corrosion-free, low profile poly 
tanks with molded-in gallonage and liter 
markings and a chemical/tool compart-
ment. A sloped design allows proper 
drainage. The sprayers are available in 
roller, diaphragm or 12-volt electric pump 
systems. Spray gun is standard. 
Qrck 185 on reader service card 

NOR-AM Chemical Co. introduces Nutra-
lene,® a granular controlled-release 

nitrogen product derived from methylene 
ureas. This nitrogen source is completely 
available within one growing season and is 
released through hydrolysis and microbial 
mechanisms. 
Circle 186 on reader service card 

IMAGE® herbicide from American 
Cyanamid Co. has received EPA registra-
tion of an expanded turf label to include 
use on selected landscape ornamentals. 

The herbicide is used for the control of 
purple nutsedge, wild onion and garlic 
and other weeds. The new label allows it 
to be applied to certain shrubs and 
groundcovers, as well as around Hosta 
and Society Garlic perennials and Red 
Crepe Myrtle. 

The EPA also registered label changes 
permitting the product to assist in the con-
trol of and reduce competition from the 
following summer weeds: Tall Fescue 
(also labeled as a winter weed), Violets, 
Crabgrass, Annual Sedge and Virginia 
Buttonweed. 
Circle 187 on reader service card 

Dissolve, a water soluble phenoxy herbi-
cide combination, is available from River-
dak Chemical Co. The herbicide is a total-
ly soluble, highly concentrated, dry for-

mulation of 2,4-D, mecoprop and dichlor-
prop packaged in premeasured water solu-
ble packages. 

It is stable in solution, non-foaming and 
tank-mix compatible. 
Clrck 188 on reader service card 

The granular material spreader from Accu-
Spread is designed for year-round use and 
spreads sand, salt, calcium chloride, top-
dressing and other materials. It fits on a 
rear 3-point hitch, front loader of a tractor 
or skid-steer, or rear of a truck. Two mod-
els are available: one for drop spreading 
only, and one for drop or broadcast 
spreading. 
Circle 239 on reader service card 

AERATORS/SEEDERS 
The new Ryan Lawnaire V Aerator from 
Cushman covers a 26 1/2-inch aerating 
swath and can aerate up to 29,000 square 
feet per hour. Powered by a 4-cycle, 3.5-
h.p. Honda engine, the aerator is equip-
ped with 3/4-inch, open-sided coring tines 
that can penetrate up to 2 3/4-inches deep, 
depending on soil type and conditions. 

The unit comes equipped with a 38-
pound removable weight bar and poly-
ethylene water drum that holds up to 10.2 
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gallons of water for extra penetrating 
pressure. 
Circle 189 on reader service card 

A flexible, free-swinging tine harrow from 
Fuerst Brothers is designed to prepare 
seedbeds, cover seed, break up and scatter 
aerator plugs, bring up thatch and aerate 
turf to stimulate growth and encourage 
denser, healthier turf. 
Circle 190 on reader service card 

Feldmann Engineering is offering a new, 
48-inch swath, pull-behind core plug aera-
tor. Model 2340-48 attaches to a tractor 
or riding mower with a hitch pin and draw 
bar or with a three-point hitch adapter. 

Penetration from xh to 2 xh inches allows 
oxygen, water and fertilizer to penetrate 
the root system. 
Circle 191 on reader service card 

Modern Implements now offers the MR4 
series of rakes for 30- to 60-h.p. tractors. 

Using a standard category I three-point 
hitch attachment system, the series in-
cludes 6-, 7- and 8-feet widths, with 5 
angle positions to discharge left or right. 
The rakes are made from structural steel 
and are electrically welded, with 1-inch 
teeth of heat-treated alloy steel. 
Grde 192 on reader service card 

The Verti-Seed is a new turf overseeder 
from Redexim. Cutting discs are designed 
to slice a deep channel in the soil without 
damaging the turf. The seeding elements 
are behind the cutter shaft and consist of a 
blade to further open the channel, a hop-
per to place seed into the channel and a 
sliding pressure shoe to close the channel 
while maintaining constant seed depth. 
Grde 193 on reader service card 

The Turfmaker from Brillion Iron Works 
is designed to seed large areas at precise 
rates. New are the SL10, 10-feet pull-type 
and the SLP10, 3-point mounted seeders. 
Several options are available including S-
Tine track removers and scraper kits. 
Grde 194 on reader service card 

Bluebird's new lawn aerator weighs 265 
pounds, pulls 3-inch soil plugs in heavy 

turf and maneuvers in tight spots. It is 
made of heavy gauge steel with shafts that 
run in sealed ball bearings and is shipped 
fully assembled. 

The aerator is 40 x/i inches long with its 
handle folded and 27 inches wide. Wheels 
are fully adjustable for depth of penetration. 
Grde 195 on reader service card 

The new Land Pride 72-inch Primary 
Seeder is designed for planting a variety 
of grass seeds in prepared seedbeds. The 
tool is engineered for precise metering 
and seed placement. 

The seeder has a six-bushel seed hopper 
with a paddle-style agitator. Seed is 
metered through fluted cups which are 
ground-driven by the front roller. One 
lever changes calibrations for all cups. 

Seed is released in a full-width pattern. 
Grde 196 on reader service card 

SEED 
Leprechaun turf-type tall fescue from 
Roberts Seed Co. combines a very dark 
green color, improved turf density, im-
proved turf quality, slower growth rate, 
winter hardiness and shorter mature plant 
height. 

The variety can be maintained with less 
fertilizer and water than many typical 
bluegrass/ryegrass lawns. 
Circle 197 on reader service card 

Cobalt Kentucky bluegrass from Turf Mer-
chants is adapted to hot and humid condi-
tions in the eastern states. It offers fine 
texture and a dark green color and is de-
veloped for quick and easy establishment. 
Grde 198 on reader service card 

North American Green now offers a one-
step method for applying seed, mulch and 
erosion protection. Cell-O-Seed is a recyc-
led cellulose fiber growth medium, incor-
porated with standard or customer-speci-
fied seed mixes. The product is available 
on most of the company's erosion control 
blanket types. 
Grde 199 on reader service card 

NuStar Kentucky bluegrass from Jacklin 
Seed Co. exhibits resistance to powdery 
mildew, summer patch, leafspot, melting 
out and leaf rust. It is a moderately dense, 
dark-green bluegrass that shows above-
average resistance to wilting due to drought. 
Spring greenup is from moderate to super-
ior, depending on the location. 
Grde 200 on reader service card. 

Astro 2000 turf-type tall fescue will be 
available from GreenSeed in fall 1992. 
The variety is a dark green, dense, hardy 
cultivar which exhibits excellent persis-
tence in multiple climatic conditions, in-

cluding heat, humidity and drought stress, 
as well as shade. 
Grde 201 on reader service card 

Seed Research of Oregon offers Crusader, 
a mixture of SR 4200 perennial ryegrass, 
SR 3000 hard fescue and SR 5000 Chew-
ings fescue. These three turfgrasses con-
tain high levels of viable endophyte that 
provide natural insect resistance. 

Crusader is noted for its bright, dark 
green color; dense, fine-textured turf; low 
growth habit; and excellent heat tolerance. 
Grde 202 on reader service card 

Pennington Seed released two new turf-
type grasses that require no watering or 
irrigation once established. The new 
grasses were developed to produce mini-
mum clippings. 

Enviro-Blend turf-type tall fescue dwarf 
blend was introduced especially for areas 
that have 15 inches to 45 inches of rainfall 
each year. Cheyenne bermuda is a cold 
tolerant, dark green, turf-type bermuda 
that can be planted from seed to form a 
sod in six weeks. 
Grdo 203 on reader service card 

New from Za|ac Performance Seeds is 
Vista, a lower-growing creeping red 
fescue, capable of producing a dark' green 
turf under reduced nitrogen and mowing 
inputs. It was bred with a wider blade, 
enhancing its compatibility in blends with 
bluegrass and ryegrass. 
Grde 204 on reader service card 

Normarc Seed Co. now offers Bargena 
creeping red fescue, which can be used to 
complement lawn mixes that include Ken-
tucky bluegrass or perennial ryegrass. 

The fescue is a dark green, fine tex-
tured grass with a semi-erect growth habit 
and long rhizomes. A well-developed root 
structure enhances performance under 
heat and cold stress, shade and drought 
conditions. It is adapted for sandy or in-
fertile soils and where fast establishment 
is needed. 
Circle 20S on reader service card 

Fine Lawn Petite turf-type tall fescue is an 
advanced generation low growing (dwarf) 
tall fescue. It is said to establish quicker 
than many of the dwarf varieties, has 
greater brown patch tolerance and is adap-
table to tall fescue usage areas. Petite is 
now available in limited quantities. 
Grde 206 on reader service card 

IRRIGATION 
The new QB2® Water Conservation 
System from Pepco Water Conservation 
Products is available in three boxed kits: 
pots and planters, trees and shrubs and 
ground covers. 



The system delivers water at flow rates 
of 2, 6, 10 or 20 GPH. It is designed to 
operate for 5 to 10 minutes, once or twice 
a day on designated watering days. 

The system retrofits single or multiple 
spray heads on the same station while 
maintaining proper water pressure. It can 
be mixed with spray heads on the same 
station. 
Grde 207 on reader service cord 

TiteLine from Hancor is a polyethylene 
conduit developed for watertight gravity 
flow drainage systems. It features a cor-
rugated exterior, a smooth interior and a 
bell-and-spigot connection for watertight-
ness. 
Grde 208 on reader service card 

Hunter's S-Type spray sprinkler with built-
in nozzle is designed for use on small turf 
and landscape areas. It is available with 
adjustable arcs to vary the radius and dis-

charge rates, and as a fixed, full circle 
sprinkler. 

S-Type models include 2- and 4-inch 
pop-ups, a shrub head and a side strip 
sprinkler. 
Grde 209 on reader service card 

Weather Tec is introducing the ATR-30 
"all terrain roller" base, designed to con-
form to slopes, peaks and valleys and 
maintain the sprinkler in a more level 
position. The product is made with alum-
inum rollers, powder coated metal frame 
and stainless steel nuts and bolts to resist 
rust and corrosion. 
Grde 210 on reader service card 

Imperial Underground Sprinkler Co. has 
released its new dual program controller 
for the residential market. The RIBT-DWS 
is preprogrammed at the factory with 4 
lawn and 2 shrub for the 6 zone version, 
and 7 lawn and 4 shrub on the 11 zone 
unit. Special programs can be ordered at 
no additional charge. 
Grde 211 on reader service card 

The Solatrol LEIT 8000 light-energized 
water management computer controls 
most two- or three-way valves with a new 
solid-state, micropower valve actuator that 
uses standard solenoid technology. It's 
designed to fit most brands and sizes of 
conventional valves and operates off 
3.5-volt digital control pulses provided by 
the computer. 

Ordinary daylight, even diffused levels 
during extended periods of fog, rain and 

overcast, keeps the computer and valve 
system operating at full capacity, day or 
night, in most outdoor locations. 
Grde 212 on reader service card 

TRUCK ACCESSORIES 
Valley Manufacturing introduced a line of 
E-Z Dumpers for insertion into utility 
bodies. The line is available to fit all 
manufacturers' models and will be built to 
order. 

The hydraulically operated dump unit 
for pickup trucks is designed to hold and 
load up to two tons of capacity and dump 
it on command in seconds. 
Grde 213 on reader service card 

With the Multi Lift Hooklift from Cargo-
tec, users can load and unload materials 
at ground level and leave the body and 
equipment at the job site. One-man, in-
cab operation allows the user to change 
bodies in two minutes or less. 
Grde 214 on reader service card 

Works has made additions 
to its pickup accessory line. All boxes are 
now made of two-sided, zinc-coated steel. 
Rivet-on locks witf\ four monobolt high 
strength rivets have been added to all 
boxes for extra security. 

Four new sizes of Saddle Mate and Sad-
dle Pouch tool boxes are available with in-
creased storage capacity. 
Grde 215 on reader service card 

Metko now offers a ramp extension for its 
M300 Porta Ramp. The M301 ramp exten-
sion adds length for higher beds and 
reduces severe angles. 
Grde 216 on reader service card 

OynaweM now offers the standard 9- to 
10-ton production trailer. The trailer has a 
structural steel frame and solid oak length-
wise plank deck to assure maximum load 

stability. All units feature full-width axles, 
electric brakes at each wheel and com-
plete undercoating. 
Grde 217 on reader service card 

Lawn spray trucks from Berry Manufac-
turing come standard with a 500-gallon 
fiberglass main tank, 100-gallon fiberglass 
drop tank, aluminum flat bed with railing, 
Honda electric 8-h.p. oil alert engine and 
16.5 GPM pump. Accessories are also 
available. 
Grde 218 on reader service card 

The Hijet Jumbo Cab utility body from 
Daihatsu America is constructed of 16-
gauge electro-galvanized steel. Each 
lockable side compartment has 20 square 
feet of storage, a fixed divider shelf, a 
drop down, double-walled, 18-gauge steel 
work table with chain supports and a 
weather resistant lid supported by pressure 
cylinders. 
Grde 219 on reader service card 

Cargotec offers the Moffett Mounty, a 
three-wheel-drive forklift designed to fit 
compactly into a mounting bracket attached 
at the rear of most straight trucks or 
trailers. It is available in 4,000- or 5,000-
pound capacities. 
Grde 220 on reader service card 

MISCELLANEOUS 
PRODUCTS 
L-W Software, a division of Lawn-Wright, 
released its latest version of CLIP™ 
3.4+. The new version offers a variety of 
features, including: support for a variety 
of invoices and statements; the ability to 

edit jobs and adjust prices while posting; 
the capability to adapt part of the invoices 
for use as foreman input sheets; and the 
ability to view all scheduled work for any 
period of time. 
Grde 221 on reader service card 

Oly-Ola Sales offers its new Safety-Edg 
curbing. The low-profile, semisoft, flexi-
ble vinyl top is 3 1/2-inches wide with 
non-slip ribs. The bottom is constructed 
of full-strength, recycled rigid vinyl and is 
molded to the vinyl top. Non-bending 
steel anchoring stakes used underground 
prevent frost heave. 
Grde 222 on reader service card 

Structron has expanded its line of fiber-
glass-handled power tools. New products 
include: aluminum asphalt lute, action 
hoe, cultivator, compost fork, concrete 
bullfloat handle, push broom and exten-
sion handle with universal tip. 
Grde 223 on reader service card 

A new line of printed selling tools for the 
green industry is available from Focal 
Point Communications. Materials include 



post cards, brochures, door-hangers, 
leave-behinds and new neighbor and refer-
ral kits. All are printed on recycled paper. 
List and mailing services for single or 
multi-market mailing programs are also 
available. 
Grcle 224 on render service card 

All three new models of the Vermeer hy-
drostatic trenchers incorporate infinitely 
variable hydrostatic power in both ground 
drive and working attachments. The mod-
els - V-5050, V-6050 and V-8050 - also 
feature a wide-open, economically de-
signed Easy Chair, a console which 
swings up to 90 degrees without affecting 
orientation of the seat to hydraulic con-
trols of the attachments. 
Grck 225 on reader service card 

Infermatic's professional landscape light-
ing products division is introducing an 
assortment of low voltage outdoor lights. 
They feature all-aluminum construction 
and can be used around gardens, paths, 
patios and other areas. 
Grck 226 on reader service card 

Upgraded landscape maintenance accoun-
ting software is now available from Com-
puter Systems Approach. The package is 

designed to generate monthly maintenance 
invoices and allows other services to be 
billed. It includes customer information 
and route sheets and has an estimation 
package for customer monthly service 
charges. 
Grck 227 on reader service card 

Gandy offers a new gang roller. It features 
three 18-inch by 48-inch rollers with over-
all width approximately 12 feet, and 
weight totaling 1,800 pounds when water-
shed. Independent suspension allows the 
rollers to follow the contour of the ground. 
Grck 228 on reader service card 

The Westmac trencher attachment for 
front-tine roto tillers trenches 1 lA inches 
by 4 x/i inches for lawn edging, yard 
lighting and underground trickle sprinkling. 
Grck 229 on reader service card 

The Henderson Chief FS-P pickup-mounted 
sand and salt spreader is self-powered by 
an 8-h.p., 4-cycle air-cooled engine that is 
controlled from the truck cab. Material is 
metered for accuracy. The spreader is 
available in 409 stainless steel or mild 
steel. 
Grck 230 on reader service card 

LABB Systems/Software now offers an 
IBM PC compatible TRIMS landscape 
business management software for the 
mowing and landscape maintenance con-
tractor. 

The software comes in modular form, 
allowing a business to purchase only those 
accounting functions required for specific 
needs. 

Modules include: accounts receivable/ 
customer billing, customer scheduling, ac-
counts payable, payroll, general ledger 
and job cost analysis. 
Grck 231 on reader service card 

The Hydro Seed Cost Estimator from Ero-
sion Control Technologies is a new IBM 
PC compatible software package developed 
for the hydroseeding professional. The soft-
ware works as a stand alone program that 
offers detailed estimating and reporting, 
materials management, equipment main-
tenance, work order reports and more. 
Grck 232 on reader service card 

Enkaturf Drain® from Akzo Industrial 
Systeais Co. is a landscape drainage 
system designed to eliminate standing 
water. 

The system incorporates a three-dimen-
sional nylon matting wrapped in a porous 
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filter fabric that forms a high capacity 
drainage duct. The system measures 6 
inches by 0.4 inches and requires only a 
narrow trench to install. 
Circle 233 on reader service card 

The Moonshadow from Dreamscape 
Lighting provides high levels of uniform 
illumination for steps or pathways. It uses 
a 12-volt, 20-watt halogen lamp and a 
linear spread lens and measures 5 inches 
in diameter. The solid brass faceplate is 
available in verde, bronze, copper or 
painted finishes. 
Circle 234 on reader service card 

Dicke Tool Co. has expanded its line of 
wood and fiberglass handled tree trim-
mers. The line now includes traditional 
Western Hemlock head and extension sec-
tions, one-piece poles and durable hollow 
and foam-filled fiberglass extensions. 
Grde 235 on reader service card 

Newly designed garden tools from 
lace include a transplanter, trowel and 
cultivator. Manufactured in solid, one-
piece cast construction from a high-
strength aluminum alloy, the tools are 

designed to resist bending, rusting or fall-
ing apart. 

The hand grips are textured and have a 
groove that allows room for the thumb 
while providing extra comfort and leverage. 
Grde 236 on reader service card 

Onan Premium Fuel System Cleaner 
loosens accumulated carbon deposit build-
ups in gasoline engines and prevents them 
from forming. Carbon deposit build-ups 
cause fluctuating idle speed, poor warm-
up driveability and, in some cases, re-
duced power and performance. 
Grde 237 on reader service card 

New from California Landscape Lighting 
is the low-voltage transformer model, an 
addition to its California Series line. The 
transformer contains a built-in Leviton 
-6291 remote switch module and allows 
remote operation of landscape lighting 
systems. It operates in "all-lights on" 
mode, or with a manual "on/of f switch 
at the transformer. 

The remote controlled transformer is 
available in 200-, 300- and 500- watt 
models. m 

Circle 238 on reader service card 

SOFTWARE 
Mr. Accountant the ultimate 

landscapers accounting package 
Accounts Receivable - Invoices - Statements - Ageing Reports - Truck 
Routes - Plant List - Proposals - Accounts Payable - Payroll - General 

Ledger - Menu Driven - Simple to Use 

Customization Available 
Demo SPS Consulting Complete 

Available 9 1 8 Linden L a n e . Uniont N J 07083 Program 
(908)686-8218 $495.00 

USI READER SERVICE #91 

USE READER SERVICE #94 

Control At Your Fingertips 
Powerful Doane System computer software 
helps you manage your landscaping business. 
• Deta i led j o b cos t ing 
• P roduces fas t , accura te b ids 
• Pr in ts i t emized work orders 
• S c h e d u l i n g / R o u t i n g 
• Recur r ing and AIA bi l l ing 
• Ful ly in tegra ted accoun t ing 
• Pr in ts f inanc ia l repor t s 
• T racks inven tory and e q u i p m e n t 
• Free b rochure 

Contact: Doane Agricultural Services Company 
6443 SW Beaverton-Hillsdale Highway, Suite 305 

Portland, OR 97221 • (503)297-9035 _ 

1-800-367-7082 DOANE 
S Y S T E M 

26041 Palo 
Mission Viejo. CA 92691 
(714)587-8488 
(800) 292-3488 
FAX: (714)951-2656 

Creative 
curb marketing 

Permanent Landscape Borders 

Create profits 
by offering your customers 

beautiful borders. 

Creative Curb Marketing 
line of concrete curb and 

border equipment is 
easy to use and 

an important 
addition 

to your 
bottom line. 



Strategic Alliances 
(continued from page 32) 

elude predesign meetings involving all pro-
fessionals working on a project. The 
meetings should be continued throughout 
the job. 

• Landscape architects should visit nurse-
ries to better understand the growing process. 

• Post-construction visits by landscape 
architects, contractors and maintenance 
people are important. 

• All industry professionals should main-
tain a close working relationship through-
out a job. More importantly, ongoing rela-
tionships should be established to assure 
quality, availability and cost efficiency. 

The group's first project is to con-
solidate all specifications and guidelines 
currently offered in the different segments 
of the green industry. Final standards will 
have a regional bent to them. 

Key to the New Alliance's long-term 
success will be acceptance of the group's 
goals and actions by industry members at 
all levels, not just by association leaders. 
Until participation occurs at every level, it 
will be hard to convince the public that 
the industry is worthy of influencing the 
environmental movement. 

RISE. The association began about a year 
ago with the support of about a dozen 
companies. Interest quickly grew and 
membership was such that the organiza-
tion held its first conference in September. 

"In terms of member development, I 
am pleased," said Allen James, RISE ex-
ecutive director. "But our long-term goal 
is to increase membership even more, par-
ticularly among formulator and distributor 
members including those companies serv-
ing the structural pest control industry." 

Because issues surrounding the lawn 
and landscape maintenance industry were 
pushed into the national spotlight this 
year, RISE was forced to direct much of 
its attention to those matters. James ex-
pects interest from the pest control in-
dustry to increase as RISE demonstrates 
its usefulness in that arena. 

RISE's success is simple. According to 
James, it's a reflection of the need in the 
specialty chemical industry for an umbrel-
la organization to watch over its interests. 
And despite the origins of its founding 
members, James said, RISE does not sole-
ly represent the interests of "big business." 

"We're perceived as an industry organi-
zation, representing all segments from 
manufacturing to application," he said. 
"It's not the intent of RISE to recruit the 
end user — end users are generally repre-
sented by strong national associations — 
however, if the end user chooses to sup-
port the efforts as an associate member, 
there's no restrictions." 

While national associations tend to rep-
resent specialized interests, RISE is de-

signed to represent the entire specialty 
pesticide industry, actively building coali-
tions at various levels of government. 

RISE is unique in the sense that its 
members can be members of associations 
who are also members of RISE. The 
PLCAA is one association which recently 
joined the ranks of RISE membership. Be-
cause of the professional applicator focus 
of PLCAA and more general pesticide con-
cerns of RISE, the two associations don't 
always see eye to eye, but they're both 
ultimately after what's best for the special-
ty chemical industry. 

One area the two associations chose to 
disagree on was posting. While PLCAA 
told a senate subcommittee that it endorsed 
posting by homeowners as well as profes-
sionals, RISE does not agree. "We chose 
to agree to disagree (on the subject)," 
James said, "but we're still working to-
gether very closely." 

RISE and CSPP are currently working 
on a proposal to amend the Federal Insec-
ticide, Fungicide and Rodenticide Act, to 
keep regulations surrounding pesticide ap-
plication at either the state or federal 
level. Other challenges for 1992 include 
water quality issues, the Clean Air Act, 
groundwater and the potential for the En-
vironmental Protection Agency to slap re-
strictive-use labels on products now tagged 
for general use. 

RISE also supports and plays a role in 
other industry alliances. In September, 
RISE sponsored a portion of the AAN/ 
ALCA legislative conference; in conjunc-
tion with the NPCA, sponsored a portion 
of the Association of Structural Pest Con-
trol Regulatory Officials annual meeting; 
and with the National Agricultural Chemi-
cals Association, sponsored the National 
State Alliance conference. RISE also con-
tributed funds to the Iowa Alliance for 
Environmental Concerns to strengthen the 
newly established organization. 

GIE SHOW. Spurred on by the success of 
the first Green Industry Expo last year in 
Nashville, the three organizations behind 
the effort sat down to hammer out an a-
greement beyond its original two-year plan. 

While it didn't come easy, about seven 
months in the works, representatives from 
the three groups knew they had a winner 
on their hands and weren't going to give it 
up very easily. 

"It took a lot of negotiating to settle GIE 
for the next three years, but once it was 
complete we all felt so good about it," Mc-
Clure said. "We (association executives) all 
try to stay in touch. We'll probably do a 
better job of sharing over the next year or 
two. There's lots we have in common." 

As for future associations joining the 
ranks of the GIE show, McClure said they 
would probably concentrate on making the 
current agreement work for now. But, she 
quickly added, if it works for three, it 

could work better with others. 

URBAN LAND STUDY. Ask anybody in the 
green industry what kind of value can be 
gained from a nicely manicured landscape 
and they'll be more than happy to discuss 
the undisputable distinction. But ask a 
developer how much value it can add and 
it probably won't stack up. 

But Patrick Moore of Patrick Moore 
Landscape Architecture, Alexandria, La., 
said he's excited about the possibilities the 
national urban land study evokes. 

A recent Dallas/Fort Worth study on of-
fice park leasing showed that landscaping 
was the top reason why a firm would 
choose an office building for lease. Better 
yet, it's apparently causing architects and 
developers to rethink where they spend 
their money. 

"I read that and it hit me like a ton of 
bricks," Moore said. "If it works there, 
this will hold water all over the country." 

The new study is investigating all sizes 
of landscape projects including residential, 
single-family and multi-housing; office 
parks; and commercial properties such as 
shopping malls. Specific properties with 
measurable amenities are currently being 
recommended to the Urban Land Institute 
of Washington, D.C., for use in its study. 

The end product will be a book targeted 
toward banks and real estate appraisers, 
among others, who presently don't give 
any value to what the landscape industry 
does, Moore said. 

"It's the first step in helping appraisers 
come to some formula for measuring the 
value of the landscape," he said. 

Results are expected late next year. 

MEMBERSHIP ROLE. While many of the 
strategic alliances and joint projects are 
being carried out by the top brass at the 
various associations, what role do in-
dividual association members play in this 
new, "friendly" environment? 

While the majority of association mem-
bers probably aren't yet involved, direc-
tors and board members hope the word is 
filtering down through newsletters, con-
ferences and good old word of mouth. 

And some members have gotten the word. 
In addition to the original supporting cast 
of Capitol Line, a number of smaller 
PLCAA firms have contributed donations 
to the cause, according to Goldenberg. 

"It's impressive for us to see they are 
concerned," he said. 

In other areas, various association mem-
bers, design/build in particular, are rec-
ommending sites for the urban land study, 
and landscape architects are initiating con-
tact with their counterparts on the con-
tracting side of the industry. 

In addition to expanding the universe of 
the green industry, associations are also 
working to attract and retain current 
membership, particularly in light of these 



often bewildering times. 
"Our ultimate goal is closer cooperation 

to produce a better product for the public 
and ultimately, to get compensated for our 
efforts," Albizo said. "We need to be 
aware of what is going on internally and 
externally and continually listen to what 
our members' needs are. It's difficult to 

Specialty Pesticides 
(continued from page 44) 

haven't done a single tank mix in years." 
Steinau recently did a loose estimate of 

what Greenlon formerly applied in active 
ingredient per acre vs. what it applies now 
under the modern program, which uses 
not only the double trigger system but dif-
ferent guidelines as to when to treat cer-
tain places. 

He came up with an approximate 90 
percent reduction in active ingredient. 

"Some of that is due, of course, to wiser 
selection of materials, and material improve-
ments. When I see so much media time 
being spent on 'tremendous exposures' to 
pesticides applied by lawn care com-
panies, I can see that people are uninin-
formed. Even most of the large companies 
have been good environmental neighbors. 

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

Maintenance Vehicles 
(continued from page 48) 

testing will be required. Operators of mid-
range trucks with GVWs under 26,000 
pounds are not affected by these require-
ments. 

COMFORT. A big part of the safety prob-
lem is closely related to driver comfort. 
The correlation between driver comfort 
and safety has spurred truck manufacturers 
to pay more attention to ergonomics. 

Many features are being implemented in 
lawn maintenance trucks to decrease driv-
er fatigue and promote driver comfort, 
such as air conditioning, cloth interiors 
and tilt telescopic driving columns. 

Bare said it's the little features that 
make a big comfort difference to his 
drivers. Air vents providing extra ventila-
tion, easy-to-move bucket seats, extra stor-
age space behind the seats and tilt steering 
all are important attractions in a truck. 

OPERATIONAL ECONOMY. It is becoming 
more and more expensive to operate lawn 
maintenance trucks. As costs rise and 
competition heats up, lawn maintenance 
companies are using a combination of 
truck types to maximize efficiency. 

Companies that used to rely exclusively 
on heavy-duty trucks are now using mid-

succeed without making an alliance. Some 
issues are so tough and so great, no one 
can do it on their own." 

It's too early to predict what 1992 will 
bring, but needed commitment to help 
critical initiatives seems certain. 

"Future cooperative efforts are unlimited," 
according to Dennis. "I don't look at any 

Sales Woes 
(continued from page 38) 

by some conditions beyond their control 
— conditions that could improve in 1992. 
Dry weather conditions throughout the 
United States, for example, contributed to 
declining sales in several regions, as land-
scape contractors delayed purchases of 
new equipment. 

International strife also caused consum-
er confidence to fall. As the war in the 
Persian Gulf focused national attention 
overseas, potential customers of outdoor 
power equipment took a "wait-and-see" 
approach toward major purchases. 

Tight government purse strings at the 
state and local levels also trickled down to 
poor equipment sales in 1991, as budgets 
for capital expenditures were slashed in 
many states. 

"We see a ripple effect when state bud-
gets are having trouble. In a lot of states, 
because of tight budgets, it not only slows 

range trucks for inner-city use and heavy-
duty trucks for long-distance jobs. This 
solution results in more efficient fuel 
economy as well as better maneuverability 
in city traffic. 

Bare said he takes many factors into con-
sideration when evaluating the operational 
costs of his trucks including tire wear and 
reduced downtime. 

RISING LABOR COSTS & FUEL TAXES. Ac 
cording to the Public Utilities Commis-
sion, the prevailing industry wage for 
truck drivers in 1988 was $11.19 an hour. 
However, that figure is expected to rise as 
federal mandates impose more stringent 
professional requirements. 

As driver qualifications become more 
difficult, capable lawn maintenance truck 
drivers will be at a premium, resulting in 
an estimated 6 percent to 9 percent in-
crease in wages and benefits. 

Rising payroll taxes and insurance bene-
fits compound the problem. Experts esti-
mate that increased labor costs, resulting 
from more stringent driver qualifications 
and costly benefits, will translate into an 
overall hike of 4 percent in total costs. 

In addition, many states are imposing 
fuel taxes. For instance, in June 1990, 
California voters approved legislation im-
posing a 5 cent per gallon additional state 
tax on motor vehicle fuels as part of a 

speed bumps that may be in the way. Be-
cause of the number of organizations and 
the overlap among various industries it 
just makes so much sense to sit down and 
say, 'What can we do together?' " • 

The author is Editor of Lawn & Land-
scape Maintenance magazine. 

down business, but it also has an impact 
on government entities like school districts 
that rely on government funding," Welfelt 
said. "When the state cuts back on capital 
expenditures, it is bad for local businesses. 

On the other hand, he said, federal gov-
ernment business has been strong. 

"The marketplace is certainly volatile. 
There are challenges for everybody." • 

The author is Associate Editor of Lawn & 
Landscape Maintenance magazine. 

Back issues of 
LAWN AND LANDSCAPE 

MAINTENANCE 
magazine are available for $2.50 each. Indicate 

which issues you want and send a check or 
money order covering full payment to: 

LAWN AND LANDSCAPE 
MAINTENANCE 

4012 Bridge Ave., Cleveland, OH 44113 

highway and transit funding program (Pro-
position 111). This increase escalates fuel 
costs for lawn maintenance truck opera-
tors approximately 4.5 percent. 

According to the National Energy Cen-
ter in Washington, D.C., all 50 states now 
have fuel taxes. The Petroleum Marketing 
Monthly's motor gasoline tax table (June 
1990) indicates that fuel taxes range from 
Georgia's low 7.5 cents per gallon to Io-
wa's high 22.5 cents per gallon for diesel 
fuel. 

Fuel costs have risen significantly as 
well. Bare prefers using diesel trucks due 
to fuel savings. He only has to fill up his 
trucks twice a week, resulting in substan-
tial fuel savings. 

CONCLUSION. The 1990s will be a decade 
of change for the lawn maintenance in-
dustry. Stringent restrictions and economic 
pressures are being placed on heavy-duty 
trucks, causing many owners to investigate 
the possibility of downsizing to midrange 
trucks. 

As long as business owners are willing 
to remain flexible and make the necessary 
changes, they will be able to respond to 
the challenges posed by the 1990s. • 

The author is vice president, sales and 
marketing for Isuzu Trucks of America Inc., 
South El Monte, Calif 



People 
JOHN KERRIDGi was appointed deputy 
chairman of Ransomes pic, Ipswich, 
England, (parent company of Cushman/ 
Ryan, Steiner, Brouwer and Ransomes 
Inc.). 

Kerridge has served as a non-executive 
director of Ransomes for the past seven 
years and is currently chairman and chief 
executive of Fisons pic, a pharmaceutical, 
scientific equipment, garden and horticul-
tural manufacturer. 

Brian Meyer joined NOR-AM Chemical 
Co. as a senior chemist, environmental 
sciences. He is responsible for providing 
plant metabolism research to support the 
registration of new products. 

Prior to joining the company, Meyer 
was a research chemist with FMC Corp. 
He was also a postdoctoral fellow with the 
Research Triangle Institute, Research 
Triangle Park, N.C. 

AgriDyne Technologies (formerly Na-
tive Plants) named Michael Beach area 
sales manager. Beach has more than 18 
years of experience in sales and marketing 

of biological crop protection products. 
Previously, he was a sales representative 
for Abbott Laboratories. 

Also at AgriDyne, Brian Cummings has 
been named product development manager 
of azadirachtin products. Azadirachtin is a 
naturally derived insect growth regulator 
currently under review by the Environ-
mental Protection Agency for registration 
in the turf and greenhouse markets. 

Richard Best was promoted to the new-
ly formed position of vice president of 
distribution for Pennington Seed. Former-
ly a senior distribution manager, Best 
joined the company as a processing mana-
ger and has held various positions, in-
cluding sales territory representative and 
general manager. 

Charles (Bud) White joined LESCO in 
the newly created position of director of 
golf development. 

Previously, White operated his own 
firm, Total Turf Services, a company 
specializing in professional turfgrass 
consultation. 

Zerfoss 

Bob Gray, technical support manager 
for Rain Bird Sales, retired after more 
than 41 years with the company. 

Gray joined Rain Bird Sales in 1950 as 
a sprinkler system designer and has served 
in various roles, including turf product 
specialist. 

The new president of Husqvarna's North 
American unit is David Zerfoss. He re-
placed Bill Farrell, who resigned. 

Zerfoss brings to Husqvarna more than 
15 years of management experience in the 
outdoor power, recreation and industrial 
equipment business. • 

COMMERCIAL 
MOWER 

REPLACEMENT 
PARTS 

m 
J® 

3 
Large selection of parte for 

Commercial lawn care Chainsaws 
equipment Trailers 

Lawnmowers Trimmers 
Parte include; 

(over 3500 parte) 
Blades Casters 
Beits Tail lights 
Filters Sparkplugs 
Pulleys Mufflers 

Monofilament line Engine parts 
Bearings Chain 

Oil Tires 
Catchers 

Free Catalog * Fast Delivery by UPS 
Call: 1-800-521-6848 * Fax: 313-477-1340 

RECREATIONAL LEISURE CORP. 
30717 W. TEN MILE RD. 
FARMINQTON, Ml 48336 

Quality parts since 1970 

USB Rl IVICB #60 

Yard Stick 
Play It Safe! 
Avoid unnecessary 
liability using posting 
markers that are made 
of hard plastic or wire 
that can shatter or 
spray like tiny missiles 
if accidentally 
struck by a lawn-
mower. Green Genie's 
Yard Stick is made from 
quality resins, is not 
brittle and presents 
less hazard to the 
homeowner. Meets 
all state regulations. 
Approved message 
card with your 
company name, 
phone number 
and entry lines 
for time and 
date of 
application. 

Made in 
U.S.A. 

Pat Pend 

J o M p s s 
' W f M 

Customized 
4" x 5" 

message 
board 

Handy at-a-glance 
rain gauge 

_ Note holder area 
for extra message 

Built-in grass 
height gauge 

m j — Quick foot step for "planting" 

/ Call for quantity 
discount prices. 
1-800-747-5211 

r Green Genie Products, Inc. 
9601 N.Allen R d - Peoria. I I61615 
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• Palm trees transplanted 
or lacking manganese 
or magnesium have j 
difficulty producing 
Chlorophyll & growth JJ 
may be stunted. 
Lutz Palm tree 
spikes are 
unmatched in their ability to restore 
and hold healthy green growth. 

• Fast/Feeder drives spikes quickly. 
• After 6 months, 50% of a Lutz/Spike 

continues to feed while palms treated by 
broadcasting 
already show 
decline. 

• Low cost 
Highly effective 

Easy to apply 

L U T 7 
c o r p o r a t i o n 

For detailed information write: 
Lutz Corporation 

501 Ford Street • Oregon, 11 61061 
or call (815) 732-2383 

IVICB #61 USB RBADBR SBRVICB #62 



D O N ' T M I S S T H E N A T I O N ' S L A R G E S T R E G I O N A L T U R F S H O W 

25TH ANNUAL CONFERENCE & SHOW 
The Ohio Turfgrass Foundation is 
proud to sponsor the 25th Annual OTF 
Conference And Show in Cincinnati, 
Ohio, December 2-5. This year marks 
the silver anniversary of the OTF show 
and is sure to be the most exciting ever. 

THE REGIONAL SHOW THAT APPEALS 
TO PROFESSIONALS NATION-WIDE 

In 1990, professional lawn care, golf 
course, maintenance, athletic field, 
and public turf managers came to 
Cincinnati from 35 states. 

They'll be in Cincinnati again this 
December to learn from the industry's 
top experts, to share ideas with over 
4,000 other pros like themselves, and 
to take a close look at one of the 
nation's largest displays of equipment, 
turf care products and supplies avail-
able to the turf industry. 

FOUR OF THE MOST ACTION-PACKED 
DAYS OF THE TURFGRASS YEAR 

Whatever your business or career, you'll 
find what you need at OTF. The huge 
show flcxir of the Cincinnati Convention 
center will be filled with all the tools of 
your trade. The educational conference 
includes university researchers and 
industry professionals offering sessions 
and workshops on: 

• Golf Turf 
• Lawn Care 
• Grounds Maintenance 
• Sports Turf 

Many of these sessions qualify for pes-
ticide recertification credits. 

NEW! FOR THE '91 OTF SHOW 

New for 1991 will be Buckeye Beer 
Garden on the show floor, and a 
Silent Auction to give you the chance 
for some fantastic bargains. Be there, 
and join the fun! 

25 YEARS OF STEADY OTF GROWTH 
4000 

3500 

3000 

2500 

1967 1971 1981 1990 
Steady growth for 25 years has attracted over 45,000 
green industry professionals to the OTF. Plan now to 
be in Cincinnati December 2-5 to help celebrate 25 
years of industry excellence. 

Y E S ! PLEASE SEND MORE INFORMATION 
ABOUT THE 1991 OTF CONFERENCE & SHOW. 

Check appropriate boxes: 

• I'm interested in exhibiting 
• I'm interested in attending 
• I'm interested in OTF membership 

Name 

Company 

Address 

City State Zip 

Phone 

DETACH AND MAIL TO: Ohio Turfgrass Foundation 
2021 Coffey Road 
Columbus, Ohio 43210 
614-292-2601 

OTF 
OHIO 
TURFGRASS t l m 
CONFERENCE 

, & SHOW w ^ J 1 f M 1 
CINCINNATI, OHIO • DECEMBER 2-5, 1991 



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 providesquickgreen-
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 

CqRON 
CONTROLLED RELEASE NITROGEN 

Calendar 
NOV. 17-20 
National Institute on Park and Grounds 
Management 21st Annual Educational 
Conference in conjunction with Grounds 
Expo '91, Hyatt Regency, Louisville, Ky. 
Contact: National Institute on Park and 
Grounds Management, P.O. Box 1936, Ap-
pleton, Wis. 54913-1936; 414/733-2301. 

NOV. 18-21 
Green Industry Expo '91, sponsored by 
ALCA, PGMS and PLCAA, Convention 
Center, Tampa, Fla. Contact: GIE, 1000 
Johnson Ferry Rd., NE, Suite C135, 
Marietta, Ga. 30068-2112; 404/973-2019. 

NOV. 19-20 
Southern Grounds & Turf Maintenance 
Exhibition and Conference, Myrtle Beach 
Convention Center, Myrtle Beach, S.C. 
Contact: S.C. State Board for Technical 
Comprehensive Education, 111 Executive 
Center Drive, Columbia, S.C. 29210; 
803/737-9356. 

NOV. 21-24 
Landscape Maintenance Association Equip-
ment Show and Conference, Holiday Inn 
— Sabal Park, Tampa, Fla. Contact: 
Charles Bingaman, LMA, P.O. Box 728, 
Largo, Fla. 34649; 813/584-2312. 

NOV. 2S-28 
Professional Development Series for Turf 
Managers, University of Guelph, Ontario. 
Contact: Division of Continuing Educa-
tion, Room 160 Johnston Hall, University 
of Guelph, Guelph, Ontario NIG 2W1; 
519/767-5000. 

DEC. 2-4 
New Jersey Turfgrass Association Expo 
'91, Garden State Exhibit and Convention 
Center, Somerset, N.J. Contact: 908/ 
932-9271. 

DEC. 2-5 
Ohio Turfgrass Conference and Show, 
Cincinnati Convention and Exposition 
Center, Cincinnati, Ohio. Contact: OTF, 
2021 Coffey Road, Columbus, Ohio 43210; 
614/292-2601. 

DEC. 2-6 
"Your Home Turf," The Michigan State 
University Turf School, East Lansing, 
Mich. Contact: Frank Rossi, 517/353-0860. 

DEC. 3-4 
16th Annual Grounds Maintenance Con-
ference & Show, Sheraton Columbia North-

west, Columbia, S.C. Contact: South 
Carolina Landscape & Turfgrass Associa-
tion, P.O. Box 325, Clemson, S.C. 29633. 

DEC. 3-5 
Rocky Mountain Turf Conference, Cur-
rigan Hall, Denver, Colo. Contact: Rocky 
Mountain Turfgrass Association, P.O. Box 
903, Parker, Colo. 80134; 303/688-3440. 

DEC. 5 
Marketing, Advertising, Business Manage-
ment Short Course, sponsored by the 
University of Florida Cooperative Exten-
sion Service, Agriculture Center Audito-
rium, Sanford, Fla. Contact: Uday K. 
Yadav, 407/323-2500, ext. 5559. 

DEC. 5-7 
TCI Expo '91, Ohio Center, Columbus, 
Ohio. Contact: Tom Clancy, 800/733-
2622. 

DEC. 8-12 
The Chemical Specialties Manufacturers 
Association, 78th Annual Meeting, Mar-
riott Harbor Beach Resort, Fort Lauder-
dale, Fla. Contact: CSMA, 1913 Eye St. 
NW, Washington, D.C. 20006; 202/872-
8110. 

DEC. 10-12 
22nd Annual Georgia Turfgrass Confer-
ence and Trade Show, Georgia Interna-
tional Convention and Trade Center, Hyatt 
Atlanta Airport, Atlanta, Ga. Contact: Ex-
tension Agronomy Department, University 
of Georgia, Georgia Station, Griffin, Ga. 
30223-1797; 912/681-5189. 

JAN. 5-10 
Advanced Landscape Plant IPM Short 
Course, sponsored by the Maryland Co-
operative Extension Service. Contact: 
David Laughlin, University of Maryland, 
Dept. of Entomology, Room 1300, 
Symons Hall, College Park, Md. 20742; 
301/405-3911. 

JAN. 6-9 
The Virginia Professional Horticulture 
Conference, The Pavilion, Virginia Beach, 
Va. Contact: VPHC, P.O. Box 5758, Vir-
ginia Beach, Va. 23455-5758; 804/465-
7777. 

JAN. 7-9 
Ontario Turfgrass Symposium, University 
of Guelph, Ontario, Canada. Contact: 
Mira, 519/824-4120, ext. 3814 

(continued on page 106) 



Anyone can claim they have the 
best commercial spreaders 
available...but EarthWay 
proves it! l E ^ ^ S 

Here are the facts: 

Hopper—jumbo size holds up to 100# 
(2 complete bags) 
Competitor s Hoppers are usually 80# capacity or less. 

Axle Bearings—Large serviceable ball 
bearings provide trouble-free 
performance year after year! Specially 
sized for heavy loads. 

Gears—Massive Gears are totally enclosed 
to seal out dirt and grit that can lead to 
premature gear failure. 
Unconditional 2 Year Gear Warranty! 
The competition? Their gears are small and openly 
exposed to abrasive dirt and grit. 

Yes, the facts are clear. Earth Way's 
EV-N-Spred spreaders are better designed, better 
manufactured and out perform all competitors in 
the field. What's more, they are very 
competitively priced. 

Wide handles with 3-position height ad jus tmen t ' 
for maximum operator comfort. 

Positive action control with 
tension adjustment will not 
snap open unexpectedly. 

1" Diameter frame -
stainless or painted steel 

Spread Pattern Adjus tment P l a t e s -
Earth Way's 3-hole d rop system 
features double stainless steel spread 
pattern ad jus t ing plates to al low 
inf ini te ad jus tment of both right and 
left s ides of spread pattern. 
Other manufacturers' spreaders feature just 
one adjustment plate-if at all. 

W ml 

Checkou t the complete line of 
Earth Way's professional spreaders 

including tractor pulls and shoulder 
held models, all with a long list 

of quality options. 

Is there a better spreader on the market? 
Not until EarthWay builds it. 

E a r t h W a v USA: Canada: 
i ^ a i u i v v a y p h ( 2 1 9 ) 0 4 0 . 7 4 9 1 E d m o n t o n ( 4 0 3 ) ! 

P.O. Box 547 
Bristol, IN 46507 

USA: 
Phone (219) 848-7491 

Toll Free 1-800-678-0671 
Fax (219) 848-4249 

Canada: 
Edmonton (403) 438-7310 

Calgary (403) 256-4490 
Toronto (416) 450-9313 



Calendar 
(continued from page 104) 

JAN. 7-10 
Eastern Pennsylvania Turf Conference and 
Trade Show, Valley Forge Convention 
Center, King of Prussia, Pa. Contact: 
Pennsylvania Turfgrass Council, P.O. Box 
1078, Lemont, Pa. 16851-1078; 814/ 
863-3475. 

JAN. 8-10 
30th Annual North Carolina Turfgrass 
Conference and Trade Show, Charlotte 
Convention Center, Charlotte, N.C. Con-
tact: Gene Maples, Turfgrass Council of 
North Carolina, P.O. Box 289, Southern 
Pines, N.C. 28388; 919/695-1333. 

JAN. 13-16 
32nd Virginia Turf and Landscape Con-
ference and Trade Show, Richmond Cen-
tre and Richmond Marriott, Richmond, 
Va. Contact: Randeen Tharp, 804/340-
3473. 

JAN. 13-16 
Advanced Turfgrass IPM Short Course, 
sponsored by the Maryland Cooperative 
Extension Service. Contact: David Laugh-

lin, University of Maryland, Dept. of En-
tomology, Room 1300, Symons Hall, Col-
lege Park, Md. 20742; 301/405-3911. 

JAN. 14 
Landscape and Nursery Expo '92, Sacra-
mento Community Center, sponsored by 
the CLCA/Sacramento Valley Chapter and 
California Association of Nurserymen, 
Superior Chapter. Contact: Landscape & 
Nursery Expo, P.O. Box 160244, Sacra-
mento, Calif. 95816-0244; 916/442-4470. 

JAN. IS 
Professional Turf and Landscape Con-
ference, Westchester County Center, 
White Plains, N.Y. Contact: P.O. Box 307, 
Scarsdale, NY. 10583; 914/636-2875. 

JAN. 15-17 
Retail and Landscape Seminar, Texas As-
sociation of Nurserymen & Texas Agri-
cultural Extension Service, Crest Hotel, 
Austin, Texas. Contact: TAN, 7730 South 
IH-35, Austin, Texas 78745-6621; 512/ 
280-5182. 

JAN. 16-18 
Mid-America Horticultural Trade Show, 
Hyatt Regency, Chicago. Contact: Mid-

Am Trade Show, 1000 N. Rand Road, 
Suite 214, Wauconda, 111. 60084; 708/ 
526-2010. 

JAN. 20-22 
62nd Annual Michigan Turfgrass Con-
ference, Lansing Holiday Inn South Hotel 
and Convention Center. Contact: Mike 
Saffel, Department of Crop & Soil 
Sciences, MSU, East Lansing, Mich. 
48824; 517/353-9022. 

JAN. 21-23 
Midwest Regional Turfgrass Conference 
and Show, Indiana Convention Center, In-
dianapolis, Ind. Contact: Jo Horn, 317/ 
494-8039. 

JAN. 23-25 
Idaho Horticulture Convention and Trade 
Show, sponsored by the Idaho Nursery 
Association and the Environmental Care 
Association. Contact: INA, 2350 Hill Rd. 
Boise, Idaho 83702; 8OO/INA-GROW. 

JAN. 26-29 
2nd Annual Executive Forum, sponsored 
by the Associated Landscape Contractors 
of America, Registry Resort, Naples, Fla. 
Contact: ALCA, 405 N. Washington 

SL IM -EDG™ 

SAFE FOR ALL PLAYGROUNDS 
LANDSCAPE AREAS, 

OR RUNNING TRACKS 
Over the years some landscape architects and 
contractors have told us they didn't like the look of 
round top edgings, so we created two styles that are 
unique in the industry: SUPER-EDG and SLIM-EDG. 

Both styles have low-profile straight tops about V* 
inch thick and can be used safely in place of steel, 
aluminum, or wood edgings (benderboard). For a clean 
well defined bedline combined with complete safety 
they are an excellent choice. 

SLIM-EDG SUPER-EDG ^ 
• 5" Depth x 1/4" Top Width • 6" Depth x 1/4" Width 

• Great Flexibility • Black Rigid Vinyl 

SUPER-EDG 

E D G - K I N G ™ 

B P 

UV Treated Black Poly 

Steel Anchoring Stakes 

B L A C K E D G - K N I G H T ™ B L A C K J A C K ™ 

Great Flexibility 

Steel Anchoring Stakes 

E D G - Q U E E N 

mm 
B R I C - E D G 

I 

THE UNIQUE DESIGN OF OUR 
BRIC EDG EDGING STOPS THE 
PAVERS FROM MOVING 
HORIZONTALLY 

( / ! / - ( > / « M U M , tfnC. (1-800-EDGINGS (334-4647) in U.S. and Canada) 

v 1 2 4 E . S T . C H A R L E S R O A D V I L L A P A R K , I L 6 0 1 8 1 1-708-833-3033 FAX- 1-708-833-0816 



Street, Suite 104, Falls Church, Va. 
22046; 703/241-4004. 

JAN. 29-30 
28th Annual Northern California Turf and 
Landscape Exposition, Santa Clara Con-
vention Center, Santa Clara, Calif. Con-
tact: NCTC, 425 Oak St., Brentwood, 
Calif. 94513; 415/516-0146. 

JAN. 31 
Annual Mid-Florida Turfgrass Conference, 
sponsored by the University of Florida 
Cooperative Extension Service, Seminole 
Community College, Sanford, Fla. Con-
tact: Uday K. Yadav, 407/323-2500. 

FEB. 3-5 
Mid-America Green Industry Convention, 
Hilton Plaza Inn, Kansas City, Mo. Con-
tact: Olivia Golden, Professional Lawn 
Care Association of Mid-America, P.O. 
Box 35184, Kansas City, Mo. 64134; 816/ 
765-7616. 

FEB. 4 
Annuals Plant Program, Tom's Country 
Place, Avon, Ohio. Contact: Charles 
Behnke, Cooperative Extension Service, 
42110 Russia Road, Elyria, Ohio 44035; 
216/322-0127. 

FEB. 5-7 
American Sod Producers Association's 
Midwinter Conference and Exposition, 
Bally s Casino & Resort, Las Vegas. Con-
tact: ASPA, 1855-A Hicks Road, Rolling 
Meadows, 111. 60008; 708/705-9898. 

FEB. 10-17 
Golf Course Superintendents Association 
of America, 63rd International Golf 
Course Conference and Show, New Or-
leans Convention Center, New Orleans, 
La. Contact: Linda Fortunato, GCSAA, 
1421 Research Park Drive, Lawrence, 
Kan. 66049; 913/841-2240. 

FEB. 21-22 
ALMA Expo, sponsored by American 
Landscape Maintenance Association, 
Clarion Resort, Orlando, Fla. Contact: 
ALMA, 800/992-ALMA. 

FEB. 27-28 
Associated Landscape Contractors of Col-
orado, Landscape Conference and Trade 
Show, Holiday Inn 1-70 East, Denver. 
Contact: Joyce Richardson, 5290 East 
Yale Circle, Suite 100, Denver, Colo. 
80222; 303/757-5611. 

FEB. 28 
Turf Management Seminar, sponsored by 
Cuyamaca College and University of Cali-
fornia Cooperative Extension. Contact: 
Ray Meredith, 619/670-3544. • 

WHY THE FERTILIZERS 
WE MAKE ARE BETTER 

FOR THIS SYSTEM... 

Harmony performs, delivering quick green up and 
building better turf from the soil up. 
Harmony promises your customers the satisfaction 
of using an environmentally responsible product. 
Harmony helps you sell with a program of public 
relations and sales support. 
Harmony fertilizers. A good choice for the 
environment. A good choice for your business. 

HARMONY 
m Inline With Nature 

Call or write for details. 
Harmony Products, Inc., 2121 Old Greenbrier Road 

Chesapeake, VA 23320 (804) 523-2849 

Visit our Booth #1128 at the Green Industry Expo. 

THIS SYSTEM... 

AND YOUR BUSINESS, TOO. 
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4012 Bridge Avenue 
Cleveland, Ohio 44113 
216/961-4130 

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 publ i sh-
ed monthly at 4012 Bridge Avenue, Cleveland, 0hio44113-3320 Cuyahoga County. 

The name of the publisher is: Maureen Mertz, 4012 Bridge Avenue, Cleveland, 
Ohio44113. 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, Cleveland, 
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 number of copies 
printed (net press run) 43,485/47,200; paid circulation sales through dealers 
and carriers, street vendors and counter sales 0; mail subscriptions 20,358/20,082; 
free distribution by mail, carrier or other means (samples, complimentary or 
other free copies) 21,789/26,652; total distribution 42,147/46,734; copies not 
distributed (office use, leftover, unaccounted, spoiled after printing) 1,338/466; 
return from news agents 0; and total 43,485/47,200. 

I certify that the statements made by me above are correct and complete. 

Richard J.W. Foster, President 



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 1st of the month preceding 
publication and be accompanied by cash or 
money order covering full payment. Submit 
ads to: Lawn & Landscape Maintenance 
magazine, 4012 Bridge Avenue, Cleveland, 
Ohio 44113. Fax: 216/961-0364. 

BUSINESS FOR SALE 

LAWN MAINTENANCE FIRM 
Lai^e company, well established, 150 accounts, 
residential/commercial. Located: Punta Gor-
da, Fla. Call: 813/639-9487 

LONG ISLAND FIRM 
Landscape business for sale. Location: Long 
Island, N.Y. Excellent reputation. If interested 
call: 516/928-6668. 

FOR SALE 

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, $51.95; 
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 Herseh's Chemical \M . 
800/843-LAWN - outside of Michigan 
313/543-2200 

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. 

COMPUTER SOFTWARE 
An integrated business management system for 
$495. A single dBASE, compiled EXE with A/P, 
A/R, G/L, payroll, job costing, laser labelsand 
much more. Ideal for Serv. Business. Demos 
available. Dealers wanted. New Serv, 1615Gelhot 
Dr. #34, Fairfield, Ohio 45014; 513/829-1585. 

FINANCING 
LET THE GOVERNMENT FINANCE your 
small business. Grants/loans to $500,000. Free 
recorded message: 707/448-0270. (NK8). • • • 

SPINDLE BEARINGS 

Premium 
Replacement 
Parts I T H O M A S 
r or t o ^ p , D I S T R I B U T O R S . I N C 

November & December 
Special 

Spindle Bearings j 
. Part#: JT-101 Cost: $4.80 ea. (min. 15) , 

CALL FOR A FREE CATALOG 

1-800-828-7980 
VISA AND MASTERCARD ACCEPTED 

HELP WANTED 

ACCOUNT REPRESENTATIVE 
Looking for an aggressive person in sales for 
commercial grounds management and landscape 
clientele. Work with Ohio's largest landscape 
management company. Exciting growth poten-
tial . Responsible for new and existing clientele. 
Please send resume to Ed Gallagher, 1447 North 
Ridge Road, Painesville, Ohio 44077. 

MAINTENANCE FOREMAN 
Top firm needs foreman. Quality conscious Tex-
as-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 
afraid of hard and healthy teamwork, then you 
could qualify for a top position with the finest 
landscape firm in the Southwest. Outstanding 
compensation and opportunity. Reply to: Lawn 
& Landscape Maintenance, Box 325, 4012 
Bridge Ave., Cleveland, Ohio 44113. 

LANDSCAPE MAINTENANCE 
SUPERVISORS 

Rapidly expanding landscape maintenance firm 
seeking experienced, quality individuals to be 
field/working supervisors. Tremendous oppor-
tunity to grow. Full benefits. Contact: Tandem 
Landscape Co., 33W480 Fabyan Parkway, West 
Chicago, III. 60185. Attn: Glenn Kedzie. • • • 

GROUNDS MAINTENANCE 
SUPERVISOR 

Must be capable of supervising a 16-man crew 
and maintaining a large military installation in 
Delaware. Year-round position, good salary and 
benefits. Send resume to: Statewide Maintenance 
Inc., 30877 Pennsylvania, Romulus, Mich. 
48174. Attn: William Reinhold. 

PARTNER/INVESTOR 

HAWAII 
Newly established, chemical lawn care com-
pany on Oahu seeks qualified partner to invest 
managerial time and funds. Excellent oppor-
tunity for the cool-season landscaper who craves 
a year-round tropical climate and income. As 
of yet, we have no competition on this island 
offering our specialized service. Call Rat at 808/ 
622-1822. 

IT PAYS TO ADVERTISE 
IN THE 

LAWN & LANDSCAPE MAINTENANCE 
CLASSIFIEDS 

TO PLACE AN ORDER, CALL 

800-456-0707 
TODAY 
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Parting Shots 

GORILLA TROPICS, SAN DIEGO ZOO. Completed in the spring of 1991, this 
bioclimatic recreation of the Gorilla's natural habitat includes a monsoon rain system, 
flooding rivers and recorded sounds of birds, gorillas and other natural inhabitants of the 
region. Ecosystems Imagery Inc., Encinitas, Calif., captured grand-prize honors from the 
Associated Landscape Contractors of America for this installation which took six to eight 
months. Project Managers: Worley Construction. Developer: The San Diego Zoological 
Society. Photo: Ron Garnson, San Diego. 
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EXMARK 
STANDARD 

MOWER 

The Exmark Advantage: 
A full line of value-packed 
commercial mowers. 

Take the Exmark 
standard walk-behind mower. 
Positive traction, even when wet. 
No-downhill-runaway design. 
On-the-go five speed. True reverse. 
A drive train that won't quit. 

Another advantage: 
Exmark Parts Plus® 
overnight-or-free guarantee/ 

Want more? 
With Exmark Advanta Lease®, 
your mower can pay for itself/ 

Add up the Exmark advantages. 
Compare us to the competition. 
You'll find you can't buy 
a better mower at any price. 

Call today for a free full-line 
brochure and your nearest dealer. 

402-223-4010 

EXMARK VIKING'" 
EXMARK EXPLORER* 

EXMARK TURF RANGER* 

DISCOVER 
THE EXMARK 

ADVANTAGE 

MFG. CO. INC. 

*See your Exmark dealer for details. Some restrictions apply. _ _ BOX 808 BEATRICE NE 68310 FAX 402-223-4154 
y F F ' U M M A D E R SERVICE #33 



Spray on new Confront' herbicide and within a week your fairways, lawns or parks will be clover free. 
In fact, a little Confront goes a long way toward giving you outstanding control of clover and other broadleaf weeds. 
And it does it without 2,4-D or dicamba. 

For a free Confront herbicide product label and brochure, call 1-800-729-3693, ext. 3112. 

# DowElanco 
•Trademark of DowElanco 

£>1991 DowElanco 


