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Tlou aren't born smartTkat's there's 
such a thing as experience. 

"With equipment, 

like a lot of things in the 

lawn-care business, you 

learn the hard way. 

I put the equiva-

lent of five years of'home-

owner'use on a trimmer 

in five days. 

Same thing with 

chain saws and backpack 

blowers. I bought the dis-

count-store brands first, 

before I knew better. 

But after my first 

Stihl, I never even looked 

at another brand. 

I need to get the job 

done in the least amount 

of time, so I can go on to an-

other job and make more 

money. Its that simple" 

-JohnFrick 
Owner, Grassroots, Cincinnati, OH 

STIHL® 
2 USE READER SERVICE #20 

Stihl makes chain saws, 

blowers, and trimmers for pro-

fessionals who depend on their 

tools for a living 

S t i h l . F o r t h e p a r t o f Vou 

? t h a t p r o r r d s e a 
you 'd nevter c o m p r o m i s e . 

GWlStMlm. 
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LANDSCAPING IS A professional busi-
ness. As such, it is no different than other 
businesses that require regulations, when 
necessary, at the appropriate levels of gov-
ernment. 

Landscapers, lawn care operators, mow-
ing maintenance contractors and irrigators 
all have an understanding of business, or 
should, as they are continuously working 
with budgets, insurance costs, depreciation 
and overtime. 

So why does this industry constantly 
find itself under siege? Why hasn't the 
landscape industry done a better job of 
promoting itself as a legitimate business? 

The auto industry, the banking industry 
— even the government has no qualms 
promoting its successes and achievements. 
While most landscape companies aren't 
the conglomerates these industries are, 
landscaping is a multi-billion dollar indus-
try and a growing one at that. 

So why isn't the industry more vocal 
about the value of landscaping? About 
National Lawn Care Month? About the 
products it uses to control insects, diseases 
and weeds? 

The green industry has a lot to be proud 
of, and its members should be taking every 
opportunity to alert the public. For every 
negative article about pesticides, mowing 
mishaps or blower aggravations, there 
should be news of the boost landscaping 
adds to property values, the cooling ef-
fects of turf or the pest-free environments 
landscapers create. 

Idealistic? Maybe. But the green industry 
needs to make itself accessible to the media. 
Contractors should answer any questions their 
customers have about the products being ap-
plied or used in the care of the landscape. 

This is especially critical as various bills 
currently being considered in Washington, 
D.C. have the potential to dramatically af-
fect the landscape industry. From national 
certification to equipment emissions to pre-
empting local control of pesticide regula-
tions, these issues are vital to the long-
term viability of this business. 

Each and every business person in the 
green industry is obligated to be as open 
and honest with customers and the general 
public. 

For instance, articles such as the one 
appearing in the April issue of McCalfs, 
"Pesticides: danger in the grass," should 
not appear without some input from pro-
fessionals. Although the article did a good 
job of identifying safety techniques for the 
do-it-yourselfer, the story also told of the 
potential dangers associated with pesticides 
to both consumers and their pets. 

But the news isn't all bad. Everytime a 
professional contractor makes a positive 
statement, backed by facts, about the in-
dustry, it adds to the industry's growing 
credibility. 

Ann McClure, executive vice president 
of the Professional Lawn Care Association 
of America said she thinks the cycle is 
turning. "It looks as if their (Congress) 
whole approach to questioning is maturing 
each year," she said. "Hopefully, people 
aren't jumping the gun every time they 
hear something about the industry. They 
continue to have more information to base 
their judgments on." 

But the industry's education of the pub-
lic shouldn't stop there. Issues such as 
water conservation and choosing the right 
grasses and trees for a particular land-
scape should become more prevalent. 

In this month's cover story, Andy Wright 
of Muellermist Lawn Sprinkler Systems 
said contractors need to become more ef-
ficient in their designs and installations. 
"A good design is a good water manage-
ment situation. If you spend water wisely 
you don't have to feel bad about using it," 
he said. 

This is particularly obvious in drought-
ravaged California, but needs to become a 
way of life in the rest of the country as 
well. The time to start promoting a wise 
approach to water usage is not after sprin-
kler bans go into effect, but now. 

In this month's issue of LLM you'll find 
two new features — a fax survey and a 
"Hands On" department. Both are designed 
to gain your input and create an exchange 
of ideas among our readers. We think 
you'll be interested in these new additions. 
We look forward to receiving your com-
pleted surveys and stories. — Cindy Code 
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Movie Madness Returns 
Congratulations on a really superb publication. I read it in its entirety every issue, 
and I can't begin to tell you how very timely and helpful each article is for me. 
My husband and I run a medium-scale lawn and garden service here in Vermont, 
and at the present are the largest and most professional service in the area. And 
we must admit, gratefully, that many of the articles from your publication have 
helped us keep ahead of the competition. 

But this was not intended to be solely a fan letter. We just spent an hour laugh-
ing hysterically about the "Movie Madness" blurb and the movie titles just leapt 
into our heads: 
"The Flowering Inferno": a strange, Asian insect attacks 20 acres of flowering nur-
sery stock and threatens to destroy every flower on earth unless they are stopped. 
Desperate stockmen burn every flower in sight. 
"Root Zone, The Movie": a sci-fi/horror classic filmed just below the earth's sur-
face; terrifying close-ups of grubs feeding on tender, young and naive roots. 
"The Zoysio from Brazil": Jane and Jim Smith finally triumph over the Joneses 
when they secretly smuggle hearty zoysia seeds in from South America and create 
the best lawn on the block; plenty of intrigue, some minor violence during the 
time-lapse photography of the new seeds sprouting. 
"Turf Guys": An action-packed story of a lawn mowing crew faced with 20 acres 
of knee-high grass to tame. 
"Mow Better Blues": a stunning musical with some show-stopping numbers featur-
ing the National Lawn Mower Precision team. 

Robert & Paula Wyman 
Owners, Lawn Maintenance Co. 

Arlington, Vt. 

A Complete Fertilizer? 
As a turfgrass specialist for the past 15 
years, I have been interested in the nutri-
tional needs of turfgrass in order to main-
tain optimal health and minimize the nega-
tive impacts of a wide array of stressful 
situations. 

The terms macronutrients, micronutrients 
and trace elements are all relative terms 
that have the capacity to inaccurately 
place values on certain nutrients as they 
may relate to proper plant nutrition. The 
most important nutrient(s) to any plant 
must be those which are lacking. 

The current definition of macronutrients 
(aside from C-H-O) includes the major 
nutrients N-P-K, representing those ele-
ments historically required for a "com-
plete" fertilizer. I suggest that in the 
specific case of turfgrass nutrition there 
are four, not three, primary nutrients criti-
cal to the healthy completion of the nor-
mal life cycle. 

Sulfur should be the fourth major nu-
trient required of turf fertilizers before 
deemed complete. 

Sulfur is usually found in tissue analy-
ses of healthy turfgrass in amounts greater 
than that of phosphorus. Sulfur in the 
plant-available sulfate form is also gene-
rally much more lacking in most soils 

than are the other two secondary nutrients, 
calcium and magnesium. 

The nutritional value of sulfur for turf-
grasses has been overshadowed for far too 
long by the use of sulfur as a soil amend-
ment to modify soil pH, yet sulfur is 
responsible for a great number of plant 
processes of particular importance to turf-
grasses vs. other crops. 

Sulfur is a major factor in turf s ability 
to provide for improved drought tolerance, 
winter hardiness, color and density; this is 
in addition to its important role in many 
metabolic functions which are commonly ac-
cepted as beneficial for other plant groups. 

I believe fertilizers manufactured for turf-
grass should be described in terms of 
their nitrogen, phosphorus, potassium and 
sulfur content. 

The N-P-K-S designation for a complete 
turf-type fertilizer will be of far more value 
to serious turfgrass nutritionists and con-
sumers. 

Dan blason 
Marketing Manager/Potash 

Great Salt Lake Minerals Corp. 
Overland Park, Kan. 

Letters to the editor are encouraged. 
Send them to: Cindy Code, Editor, 
Lawn & Landscape Maintenance, 4012 
Bridge Ave., Cleveland, OH 441LL 

Bridge Your Nitrogen 
Valleys with CoRoN's 
Longer Release Time! 

C o R o N prov ides m o r e con-
t ro l led re lease n i t rogen a n d 
lower b u r n potent ia l to g ive 
y o u s u p e r i o r p e r f o r m a n c e . 
C o R o N is s to rage s tab le a n d 
h a s low b u r n vo la t i l i t y of 
n i t rogen to a tmosphere . 

C o R o N prov ides qu ick green-
up, p romotes even turf g rowth 
over a longer per iod of t ime, 
is c o m p a t i b l e w i th c o m m o n l y 
avai lab le tur f protect ion prod-
ucts a n d is eas i ly b l e n d e d in-
to N-P-K l iqu id fer t i l izers by 
n o r m a l m e a n s . 

C o R o N is exce l lent in low 
v o l u m e sys tems w h i c h saves 
t i m e a n d m o n e y in labor a n d 
e q u i p m e n t costs. 

C o R o N ' s 28-0-0 ana lys is a n d 
u n i q u e two-s tep m a n u f a c t u r -
ing p rocess a l lows C o R o N to 
g ive d ry m e t h y l e n e u r e a per-
f o r m a n c e on tur f w i th t h e effi-
c i ency of l iqu id hand l i ng . 

Cal l us today for c o m p l e t e 
deta i ls on how C o R o N c a n 
he lp you b r idge both your per-
f o r m a n c e a n d profi t val leys. 

CoRoN Corporation 
Souderton, PA 18964 
800-338-0836 
215-723-5099 

csrqn 
CONTROLLED RELEASE NITROGEN 
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IT'S ELECTION YEAR, and pollsters are 
asking: Are you better off now than you 
were in 1988? In a recent CBS News poll, 
32 percent of Americans said they were 
worse off now than in 1988. Only 24 per-
cent believed themselves to be better off; 
and 44 percent said they felt about the same. 

Statistics provide a mixed bag of econo-
mic indicators. The consumer price index, 
a measure of inflation, is at 3.1 percent, 
its lowest reading since 1986. Unemploy-
ment in February, however, reached 7.3 
percent, its worst showing since 1985. 

In housing, fixed mortgage rates bot-
tomed out in 1991 at 9.25 percent, a 
13-year low. Yet housing starts, at 1.01 
million, were at their lowest since 1945. 

Businesses failed at a record rate of 
88,000 in 1991. But business debt as a 
share of the gross domestic product was 
62 percent, its lowest since 1985. 

So are you better off now than you were 
in 1988? Fortune magazine recently weighed 
this question and concluded that while the 
answer is individual and somewhat elu-
sive, education will help secure an affir-
mative response for the future. 

PRODUCER PRICE INDEX* 
NOV. 

+0.2 
DEC. 

-0.2 
JAN. 
-0.3 

FEB. 
+0.2 

'Percent change from preceding month. 

RETAIL SALES* 

NOV. 
-0.6 

DEC. 
+0.4 

JAN. 
+2.1 

FEB. 
+1.3 

*Percent change from preceding month. 

BRAND LOYALTY STAYS STEADY 
Brand loyalty remains strong, despite the recession and promotions that 
push price over brand names. Although loyalty declined 8 percent in 17 years; 
it has remained steady for the past tour years. 

Wj iÊ W/fß^M 
W0imm "Vf 

1975 1977 1979 1981 1983 1985 1987 1989 1991 

Source: NPD Group 

THEN VS. NOW: LOOKING FOR A 
HOUSING AFFORDABILITY FEW GOOD JOBS? 
Mortgage payments on a median-price house as a percent the percent of unemployed Americans reached 7.3 
of median family income have declined. percent in February, the highest rate since July 1985. 

Source: National Association of Realtors Source: Bureau of Labor Statistics 

REGIONAL REPORT: CALIFORNIA 
CALIFORNIA BUSINESS leaders have 

subdued expectations for the economy, 
according to the Federal Reserve. When 

polled as to the economic outlook in their 
states, 31 percent of respondents in the 12th district (which includes 
California) expected output to decline in at least two of the next 
four quarters. An additional 56 percent expected the economy to 
expand, but at a rate below 2.5 percent. 

On the real estate front, the housing market has stalled, with 
prices of some upper-end homes dropping 10 percent to 15 per-
cent from their previous peak. 

Larry Rohlfes, communications director for the California 
Landscape Contractors Association, said the state got hit unex-
pectedly hard by the recession. "We were surprised by the extent 
of the recession. It hit a little later than the rest of the country 
and we'll probably come out of it later." 

Cuts in defense spending and weakness in the financial sector 
were among the chief factors leading to economic decline. 

Rohlfes said that 1991 was an especially tough year for land-
scapes due to the combined effects of the economy, the drought 

and a slump in construction. "Landscaping trends follow con-
struction," he said. "If construction does well, we do well; but 
construction has been way off. Most people say it's going to come 
back in 1992." 

Rohlfes added that the economic outlook is mixed and a modest 
recovery is forecasted. "Most of our members seem to be pretty 
busy, but they don't have the big backlog of jobs they used to have." 

Wayne DuBois, president of Mission Landscape Services, 
Orange County, said that growth in his region has leveled off. 
"We're maintaining," he said. "We're not growing a lot. Prices 
seem to be coming down on some bids." 

DuBois said his strategy is to stay with quality rather than low-
er prices. The company is also getting "smarter on recycling," 
through the recycling of green wastes and cutting down on dis-
posal costs. 

In Sacramento, Hal Edmonds, president of Lawn Green Ser-
vices Co., said he hasn't really felt the effects of a down econo-
my. In fact, his lawn care business just grew with the acquisition 
of two branches. Nevertheless, he finds it more difficult to add 
business today than prior to the downturn. B 
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Granular control for broadleaves. 
Because you never know 

which way 
the wind will blow 

To battle tough broadleaf weeds like dandelion, 
chickweed, plantain and ground ivy, nothing goes to 
work like Lebanon granular herbicides. You get even 
coverage and better control without drifting or leaching 
through. 

Lebanon Dandelion Killer and Lawn Weed Control 
features time-tested 2,4-D and MCPP post-emergents. 
And Lebanon Pro 25-4-8 with Trimec® adds Dicamba to 
take on an even wider range of broadleaves. Plus it saves 
you time and money with a balanced SCU feeding, per-
fect for the growing season. 

For more information, contact your Lebanon sales 
representative or local Lebanon Turf Products distribu-
tor. Or simply call 1-800-233-0628. 

Trimec* is a registered trademark of PBI Gordon Corporation. 01992 Lebanon Turf Products 



NEWS DIGEST 

ALCA Relocates 
National Headquarters 
The Associated Landscape Contractors of 
America is relocating its offices effective 
May 1. The association's new address is 
12200 Sunrise Valley Drive, Suite 150, Res-
ton, VA 22090; 703/620-6363. Fax: 703/ 
620-6365. 

Burkeen Acquires 
Bobcat Trencher Line 
The Mel roe Co. of Fargo, N.C., sold the 
assets of its Bobcat trencher product line 
to Burkeen Manufacturing Co. of Olive 
Branch, Miss. 

With the addition of Mel roe's line of 
trencher products, including two walk-
behind models and two riders, Burkeen 
will greatly expand its presence in the 
trencher market. 

Parts and service support for current 
Bobcat trencher products in the field will 
be handled through Burkeen. 

RISE Membership 
On the Upswing 
Membership in the Responsible Indus-
try for a Sound Environment continues to 
increase. The total now stands at 60, in-
cluding 18 basic manufacturers, 13 formu-
lators, 11 distributors and 18 associate 
members. 

The association hopes to increase mem-
bership to 75 this year. 

Additionally, RISE will hold its next 
board meeting May 20-21 in Indianapolis 
and its second annual conference Sept. 
11-14 in Washington, D.C. All members 
are encouraged to attend these meetings. 

For more information, contact RISE at 
its new phone number, 202/872-3860. Or 
write to: Responsible Industry for a Sound 
Environment, 1155 15th St., NW, Suite 
900, Washington, D.C. 20005. 

Hall of Fame Award 
Goes to Hermes 
The Lenexa, Kan., Chamber of Commerce 
awarded the Business & Industry Hall of 
Fame Award to Hermes Landscaping, a 
family-oriented business founded in 1965. 

Hermes Landscaping of Lenexa special-
izes in residential and commercial land-
scaping, sprinkler design and lawn main-
tenance. Known for quality plants, Hermes 
grows many of its own varieties at tree 
farms located in both Olathe and Shaw-
nee, Kan. 

Lawn Care Reps Speak Out 
At Annual Day on the Hill 
NEARLY 150 REPRESENTATIVES of the professional lawn maintenance industry 
recently converged on Washington, D.C., for the group's third legislative Day on the Hill. 

Sponsored by the Professional Lawn Care Association of America and DowElanco, the 
two-day event gave lawn care professionals the opportunity to meet with legislators and to 
communicate industry needs and concerns. 

The program opened with presentations bringing attendees up to date on the regulatory 
state of the lawn maintenance industry. 

Featured speaker was Victor Kimm, deputy assistant administrator for the Environmen-
tal Protection Agency. Kimm said that most of the EPA's efforts now are focused on pes-

ticides used in agricultural appli-
cations. However, the agency has 
"great interest" in pursuing the 
quantitative benefits of turfgrass, 
he said. 

Among areas of immediate scru-
tiny: guidelines for the registry of 
chemically sensitive people, ap-
proaches to posting and notifica-
tion, label improvements, adver-
tising guidelines and preemption. 

Ed Graves, senior consultant 
with Capitoline International 
Group, offered strategies on 
"How to Make a Successful Call 
on Your Legislator." 

"Don't be afraid of the recep-
tion you'll receive," he said. "Most 
members and staff will be cour-
teous — they're elected to serve 
their constituents." 

Graves told his audience to exploit local angles. "Remember, their first consideration 
is 'what do people in my state or district think?' " 

The following day, attendees visited the offices of their representatives and senators to 
ask for support of H.R. 3850 and its companion bill, S. 2085, "The Federal-State Pesti-
cide Regulation Partnership Act of 1991"; as well as voice opposition to S. 849, "Notifi-
cation of Chemical Application Act of 1991." 

Legislative Day on the Hill comes on the heels of an especially trying year for lawn 
maintenance operators. Last June, the U.S. Supreme Court unanimously ruled that the 
Federal Insecticide, Fungicide and Rodenticide Act does not preempt local governmental 
regulation of pesticide use. 

Since that decision, nearly 100 cities, towns and counties across the United States have 
(continued on page 14) 

Indiana Takes Charge 
Of Pesticide Regulation 
A little proactive work goes a long way. 
That's what Indiana's green industry is ad-
vocating after its strategic win in the 
state's General Assembly. 

The Indiana State Lawn Care Associa-
tion introduced, engineered and steered a 
bill putting the regulation of pesticides 
solely in the hands of the Indiana Pesti-
cide Review Board. The measure passed 
last month. 

Efforts to introduce and pass the bill 
began immediately after the U.S. Supreme 

Court ruled that local governments may 
enact their own pesticide use regulations 
different from — and potentially more 
stringent than — what may already be re-
quired by state or federal laws. 

Some states have legislation establishing 
the state as the governing force behind 
pesticide use; but prior to Indiana's win, 
only West Virginia law clearly stated that 
cities and towns cannot dictate pesticide 
usage. 

Indiana's law now states: "A political 
subdivision...does not have authority to 
regulate by ordinance the use or applica-
tion of pesticides..." 
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No Indiana cities made immediate moves 
to pass such legislation, but green indus-
try associations wanted to grab the spot-
light before it became a controversy. 

"We thought Valparaiso might introduce 
something this spring," said Bob Andrews, 
executive vice president of the ISLCA. 
"We wanted to get it done and through the 
system as a governmental concern rather 
than an environmental concern 

With a common goal in mind, the 
ISLCA and representatives from pest con-
trol, nurserymen, forestry, landscape and 
Christmas tree grower associations, band-
ed together to write a simple bill — two 
paragraphs — get it sponsored and see it 
through the legislative process. 

"It helped because we all agreed we 
would act in concert with one another. We 
were successful, because we got others in-
volved. We might not have been able to 
pull it off if we hadn't pulled together a 
wide variety of groups," Andrews said. 
"We all had reps available at a moment's 
notice." 

The worthiness of the bill was initially 
questioned by the General Assembly since 
there were no efforts to initiate local legis-
lation, but in the end, the group of law-
makers — most of whom are up for re-

election this year — wanted to show its 
constituents that it could get something 
done, Andrews said. 

The ISLCA is now working with other 
states interested in proposing similar legis-
lation to their legislators. 

House Reviews 
Preemption Ruling 
THE HOUSE AGRICULTURE subcom-
mittee on Department Operations, Re-
search and Foreign Agriculture (DORFA) 
recently heard arguments from profes-
sional pesticide users and Environmental 
Protection Agency officials opposing the 
June 1991 Supreme Court decision that 
gives local governments the right to regu-
late pesticide use. The hearing was re-
stricted to a limited number of witnesses. 

Members of the lawn care and pest con-
trol industries have undertaken an active 
campaign to have Congress overturn the 
Court's decision through passage of H .R. 
3850 and its companion bill, S. 2085. The 
proposed legislation would preempt or 
restrict local pesticide regulation under 
the auspices of the Federal Insecticide, 
Fungicide and Rodenticide Act. 

Testifying on behalf of pesticide user 
groups was former National Pest Control 
Association presi-
dent Robert Dold, A 

currently presi-
dent of Rose Ex-
terminator Co., 
Chicago. Dold 
told the subcom-
mittee that the 
industry believes 
in the rigorous 
regulation of the manufacturing, sale and 
use of pesticides by the state and federal 
government, not by units of local govern-
ment. 

"We understand the desire of local gov-
ernments to participate in pesticide policy-
making and encourage that participation," 
Dold said. "However, we believe the ulti-
mate authority for pesticide regulation 
should rest with the federal and state gov-
ernments." 

Dold cited the enormous difficulty and 
high cost of being aware of and complying 
with a different ordinance in each locality 
as the primary reasons behind industry's 
objections to the ruling. 

In a vast departure from its previous 
position, the EPA and the Bush adminis-

OLDHAM CHEMICALS 
COMPANY, INC. 

2000-25T Tailgator 

A. 25-Gallon Capacity, 12 volt system 
B. 150 ft. 3 / 8 in. PVC hose, tract, reel 
C. 3 Spray Wands (fan, cone, and lateral 

dispersion) 

Cal l for details 

8 0 0 - 8 8 8 - 5 5 0 2 

" faftyrLf) Or write: P.O. Box 18358 
J l / 4 ' * Memphis, TN 38118 
«tfJJ**tfr 

44EVERYTHING FOR THE LAWN MAINTENANCE INDUSTRY" 

I K f i M p N Y " ' 
PROFESSIONAL 
te FOOD 
'4-3-6 

Discover the Benefits 
of Organic Lawn Care. 

THE 
HARMONY 
PROGRAM 
• High-quality products 
• Technical assistance 
• Free sales materials 
• No franchise fees 

Our complete programs feature all-natural organic 
fertilizers and organic base bridge products. 

• Designed for professional use 
• University-proven performance 
• Nationwide distribution 

Let HARMONY get you into the 
highly profitable organic business. 

Call 1-800-343-6343 today for details. 

HARMONY 
A In Tune With Nature 
Chesapeake, VA 

USE READER SERVICE #10 

LAWN & LANDSCAPE MAINTENANCE • APRIL 1992 

USE READER SERVICE #11 

9 



tration announced that it opposes the right 
of local government to regulate and con-
trol pesticide use. Victor Kimm, EPA dep-
uty assistant administrator for pesticides, 
told the subcommittee that it is important 
to maintain a balanced, responsible part-
nership among federal, state and local 
governments in regulating pesticides. 

"States and local governments play a 
critical role in helping protect people and 
the environment from pesticide risks," 
Kimm said. "However, governments must 
administer and enforce laws governing 
pesticide use in a manner that protects 
public health and the environment without 
undue burdens on users and commerce." 

Kimm further testified that states are in 
the best position to address pesticide regu-
lation issues, and the EPA believes that 
states will play a more active role in over-
seeing the sale and use of pesticides. He 
added that in making decisions regarding 
pesticide use at local levels, the state and 
local agencies should consider the benefits 
of pesticides as well as the risks. 

Rep. Steve Gunderson, R-Wis., backed 
up the testimony of Dold and Kimm, say-
ing environmental regulations are neces-
sary but need to be resolved on a much 
wider scale. "We shouldn't cut off the 

local input, but for national issues like 
pesticide regulation, a national answer 
must be found." 

ChemLawn Offers New 
Customized Service 
ChemLawn Service Corp., Columbus, 
Ohio, is now offering EcoScape by 
ChemLawn, a new program designed to 
give clients customized landscape options 
including personal consultations and an 
extensive menu of service options for 
lawns, trees, shrubs and flower beds. 

E C © S C A P E 
P R E M I E R 

"We asked people what they wanted from 
a lawn and landscape care company," said 
David Siegfried, ChemLawn president. 
"Overwhelmingly, they want a compre-
hensive landscape service that gives them 
choices. We designed EcoScape to meet 
their needs." 

The EcoScape program begins with a 
meeting between the customer and a Chem-
Lawn technician. The customer reveals 
what is desired for the landscape and then 
receives a list of options ranging from 
landscape installation to controlling weeds 
in flower beds. 

Both liquid, dry or a combination of 
formulations are still available through 
Ecoscape. Additionally, ChemLawn's 
company-owned branches are offering a 
100 percent natural organic fertilizer as an 
option this year. 

Etiquette, Not Bans 
Should Contain Battles 
After two years of controversy, blower 
bans continue to reach extremes in Cali-
fornia. Most recently, the San Francisco 
suburb of Los Altos, restructured an or-
dinance which not only forbids the use of 
gas-powered blowers in its community, but 
rescinds decibel levels previously deemed 
acceptable. 

After discovering that some commercial 
blowers do come within the 75 dBA oper-
ating levels established by the Los Altos 
city council, the group voted to restrict 

m m n 
Weeds cant 
make it in 

To safely control aquatic 
weeds and algae 
AQUASHADE IS THE ONLY EPA APPROVED 
PRODUCT FOR LIGHT REDUCTION 
CONTROL OF AQUATIC WEEDS AND ALGAE. 

Proven effective 
beyond the 
shadow of a doubt 

A Q U A S H A D E , INC. 
PO. B o x 198, ELDRED, NY 12732 (914) 557-8077 

Comprehensive 
Insurance Programs 

for Lawn 
Care Operations 

We cur ren t ly have th ree Proper-
ty a n d Casua l ty P r o g r a m s for 
Lawn Care O p e r a t o r s unde rwr i t -
ten by A + ra ted in su rance com-
panies . Coverage is available in all 
s ta tes except Hawai i and Alaska. 
Herbic ide/Pes t ic ide Appl icators 
coverages, Gene ra l Liability, Pro-
per ty , In land Mar ine , C o m m e r -
cial Fleet, Workers Compensa t ion 
and Umbre l l a s a re available. 

These p rograms offer compet i t ive 
ra tes for LCO' s wi th an excellent 
loss history. Self insu red reten-
t ions and re t rospec t ive al terna-
t ives a re avai lable for larger risks. 

M.F.P. Insurance Agency 
50 West Broad Street, Suite 3200 

Columbus, OH 43215 
614-221-2398 

Attn: Richard P. Bersnak, 
President 
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gas-powered blowers across the board. Al-
though gas-powered vacuums are permit-
ted in the city, only electric-powered 
blowers are now sanctioned. 

If considered an isolated incident, most 
contractors can work within the restric-
tions. However, several nearby cities have 
watched the debate closely and are now 
contemplating similar action. 

"It's typical of small political groups. 
The vast majority have no opinion, but 
four or five vocal people can be very per-
suasive," said Steve Clark of Golden 
Eagle Distributors, West Sacramento. 
"Banning is not the right alternative. 
Emotions prevailed over reason." 

Landscape contractors are reacting dif-
ferently to the ordinance — some pricing 
their services as much as 30 percent high-
er to cover the use of alternative methods 
to clearing debris, according to Frank 
Kurose, a Los Altos equipment dealer. 

Dealer/distributor business hasn't been 
severely affected as sales of electric-pow-
ered blowers and gas-powered vacuums 
have picked up. 

"They (vacuums) aren't as effective, but 
they're not banned," Clark said. "In my 
opinion they make more noise (than 
blowers)." 

The noise controversy boils down to an 
issue of etiquette in most cases. If land-
scapes better regulate the hours their 
power equipment is in use, they're less 
likely to receive complaints. Represen-
tatives of the green industry are actively 
promoting sensible use of blowers, and 
hope to convince other municipalities that 
what's happening in Los Altos is an 
aberration. 

Benlate Update: 
Claim Settlements Rise 
Claim settlements for Du Font's Benlate 
reached $235 million in March. More than 
70 percent of all claims originated in Flor-
ida. 

The fungicide is alleged to have caused 
plant damage in 40 states. In March 1991, 
Du Print recalled all dry flowable formula-
tions of Benlate 50DF, Benlate 1991 DF 
and Tersan 1991 DF fungicides. No cause 
for the contamination has been determined. 

Many Florida growers have reported 
serious losses from the alleged contamina-
tion, and the number of claim settlements 
continues to rise. To date, Florida pay-
ments total about $205 million. About 75 

percent of the Florida claims have been 
resolved with about 65 percent of the claims 
reaching final settlement and another 10 
percent being resolved by other means, 
such as withdrawal of claim or denial. An 
additional 10 percent of the claimants have 
received interim assistance payments. 

Nationwide, the number of claims now 
exceeds 1,600. The amount of the settled 
claims ranges from a few hundred dollars 
to a few million dollars. 

In addition to the claim settlements, Du 
Print may have to contend with an investi-
gation into possible health problems re-
lated to Benlate use. According to a recent 
report by The Wall Street Journal, Florida 
agriculture department officials have asked 
the state's health department to look into 
complaints about Benlate's possible adverse 
health effects on humans. 

Clyde Roberts, U.S. sales manager for 
Du Print's turf and ornamental products, 
said the company takes all allegations 
seriously and is prepared to work with the 
proper authorities on any investigations. 

According to Du Print spokeswoman Pat 
Getter, Florida health officials said there 
are "no reasons to believe health risks ex-
isted but are investigating because they 
think it's the right thing to do." 

LOWE 
WORKS 
BETTER! 

FOR SKID LOADERS. FRONT 
LOADERS, BACKHOES AND CRANES. 
AND OTHER HYDRAULIC MACHINES. 

LOWE™ 
THE NAME WE USE 
WITH FAMILY PRIDE TO 
HONOR THE WORLDS' VERY FINEST 
QUALITY HYDRAULIC ATTACHMENT 
TRENCHERS AND AUGERS. FOR FREE 
INFORMATION ON OUR SUPERBLY 
ENGINEERED PRODUCTS. CALL TODAY: 

1-800-356-9180 
FAX 1-608-629-5666 

LOWE MANUFACTURING COMPANY 
POST OFFICE BOX 275 
MADE IN READSTOWN. WL 54652 U.S.A 

NEW 

SPREADER 
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Prevents Clogging - Stops Streaking 

• 100% filtering 
of product 

• Assures free flow of 
all granular products 

• Increases productior 
only$1600 
Plus shipping and handling. _ 
Ohio residents add 6% * Lesco & Scotts spreaders only 
sales tax 

A MUST FOR ALL GRANULAR APPLICATIONS 

i r a m r r v r ^ T o o r d e r w r i , e o r c a l l : p o BOX 45463 
lllLllljlr Westlake, 0 H 44145 
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Correction 
Sterling voluntarily modified its chip-
per/shredder clutch mechanism as soon as 
it became aware of possible infringement 
of the patent held by Tornado Products. 

A subsequent lawsuit filed by Tornado, 
Germantown, Wis., against Sterling, Brook-
lyn, N.Y., in a New York District Court 
produced no damage award to Tornado, as 
erroneously reported in the February issue 
of LLM. 

At the time of its chipper/shredder de-
sign, Sterling said, a patent search failed 
to reveal any patents to the Tornado prod-
uct. Rather than contest the patent in 
question, Sterling modified and presented 
to the court a new version of its chipper/ 
shredder. The product was approved by 
the court and is now sold on the market 
today. Prior statements about the chipper/ 
shredder and the conduct of Sterling were 
misleading. 

In addition, the court denied an injunc-
tion on Tornado's claim of trade dress on 
the modifed product. Sterling's current 
chipper/shredder does not violate any pa-
tent or trademark right owned by any 
manufacturer including Tornado. 

News 
(continued from page 8) 

considered adopting or have already 
adopted their own pesticide regulations. 

The proposed legislation, S. 2085 and 
H.R. 3850, would restore authority for 
regulating pesticide use to the federal and 
state governments. 

Attendees lobbied against S. 849, the 
controversial bill introduced by Sen. Joseph 
Lieberman, D-Conn. If passed, Lieber-
man's bill would require 72-hour advance 
notification of lawn care and structural 
pest control applications to property 
owners within 1,000 square feet of the 
application. 

The PLCAA opposes that bill, but sup-
ports the enactment of a uniform national 
program of posting and notification. 

According to Peter Cavallaro, landscape 
manager for Reynolds Lawn Care, North 
Branford, Conn., 29 lawn care profes-
sionals from Connecticut met with Lieber-
man. They explained to him that the pro-
posed legislation, if passed, would put 
many lawn maintenance companies out of 
business in Connecticut and nationwide. 

Currently, Connecticut has a 24-hour pre-

notification registry for residents of abut-
ting properties. Residents can call the 
state EPA and request to be prenotified of 
pesticide applications. To date, 86 people 
have requested this service. 

Representing Ohio, Phil Fogarty, presi-
dent of Crowley Lawn Service, Cleveland, 
said that Day on the Hill was "one of the 
best experiences I've had in the business. 
It makes you a little less unafraid of the 
system. Once you see how it works behind 
the scenes, you feel more comfortable." 

Another newcomer to the legislative 
event was Joe Bilskemper, president of 
Lawn Care Specialists, La Crosse, Wis. 
Bilskemper said the event was educational 
and gave him a chance to meet people in 
the industry. It also gave him a chance to 
talk with his representative, Steve Gunder-
son, one of the co-sponsors of the House 
preemption bill. 

Fogarty and Bilskemper both plan to at-
tend next year. 

Tom Delaney, director of state govern-
ment affairs for PLCAA, said he was 
pleased with this year's legislative day, but 
would like to see more states represented. 
This year, lawn care professionals from 24 
states attended. 

THE SAFE CHOICE IN 
LOW-PROFILE EDGINGS 

M t i i t t ' ® 

SLIM EDG™ 

SAFE FOR ALL 
PLAYGROUNDS 

LANDSCAPE AREAS/ 
OR RUNNING TRACKS 

Over the years s o m e l a n d s c a p e 

a r c h i t e c t s and c o n t r a c t o r s have to ld us 

they d idn ' t l ike the look of r o u n d t o p S U P E R E D G ™ 

edg ings , so we c rea ted t w o s ty les tha t 

are u n i q u e in the indus t ry : SUPER-EDG 

and SLIM-EDG. r 
BLACK 

EDG-QUEEN™ BLACK J A C K ™ EDG-KNIGHT™ 

,TM 

EDG-KING™ 

(1-800-EDGINGS (334-4647) in U.S. and Canada) 

19/1 P CT P.WARI PC ROAD 
BRIC-EDG 

See us at Greentech 
Booth #2108 

124 E. ST. CHARLES ROAD 
VILLA PARK, IL 60181 

1-708-833-3033 FAX- 1-708-833-0816 

Edging minimizes hand trimming 
and helps contain mulches, such 

EDG-KING™ as stone and bark, within the bed BRIC-EDG™ 
area. *lt will also help to keep 
more water in the planting beds by 
eliminating surface runoff. 

*Penn State University Research Project 1986 

r 
EDG-QUEEN™ BLACK J A C K ™ EDG-KNIGHT™ SUPER-EDG™ r (1-800-EDGINGS (334-4647) in U.S. and Canada) 

' ' 124 E. ST. CHARLES ROAD 
VILLA PARK, IL 60181 SLIM-EDG T M 

124 E. ST. CHARLES ROAD 
VILLA PARK, IL 60181 

1-708-833-3033 FAX- 1-708-833-0816 
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FAX 
SURVEY 

Is the servicing dealer 
an endangered species? 
Finding an equipment dealer that will 
not only deliver product quickly; but offer 
service takes a certain amount of com-
mitment from the commercial operator. 
Are mass merchandisers and contractors' 
in-house mechanics threatening 
the dealer network? 

1. How many dealers do you purchase equipment from? 

2. Does your dealer sell commercial and consumer equipment? 
commercial consumer both 

3. Do you expect your dealer to provide you with value-added services after your 
equipment purchase? 

yes no 

4. Is so, what? (i.e., routine service, parts replacement, warranty information, new 
label information, training, etc.) 

5. Do you think the majority of dealers are attentive enough to the needs of the 
commercial industry? 

yes no 

6. Does your equipment dealer provide you with training and/or service schools? 
yes no 

7. Does your equipment dealer offer overnight parts delivery? 
yes no 

8a. How often do you buy equipment directly from a manufacturer? 
frequently occasionally never 

b. How often do you buy equipment from a mass merchandiser? 
frequently occasionally never 

9. How do you select your dealer? (i.e., location, referral) 

10. What is your primary business within the industry? 

11. In what state do you operate? 

Comments: 

FAX TO 

800/456-4865 
Or mail to: Fax Survey, LLM magazine, 
4012 Bridge Ave., Cleveland, OH 44113. 
Your answers are completely anonymous. 

PLEASE RESPOND BY MAY 8 
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NOW—A Tradition in Selling 
GREEN INDUSTRY EXPO/92 

NOVEMBER 17-19, 1992 

THE Lawn & Landscape Show of the Decade 
Indiana Convention Center 

Indianapolis, Indiana 

Don't miss your opportunity to sell to 3 industries at once: 
Lawn, Landscape & Grounds Management 

The Expo runs in conjunction with dynamic educational conferences sponsored by: 

¡AAA 
Associated Landscape 
Contractors of America 

Professional Lawn Care 
Association of America 

ÏÎGMS 
Professional Grounds 
Management Society 

r 
• Yes! Send me more information on Exhibiting at the 3rd annual 
Green Industry Expo or Call (404) 973-2019 

Company 

Contact Name 

Address 

City/State/Zip _ 

Phone FAX. 

Clip & Mail to: GREEN INDUSTRY EXPO, 1000 Johnson Ferry Rd., NE, Suite C-135, Marietta, GA 30068-2112 
(404) 973-2019/FAX (404) 578-6071 



For More Information 
POMS 
10402 Ridgland Road 
Suite 4 
Cockeysville, MD 21030 
301/667-1833 

IA 
1911 North Fort Myer Drive 
Suite 1009 
Arlington, VA 22209 
703/524-1200 

ONA 
2021 E. Dublin-Granville Road 
Suite 185 
Columbus, OH 43229 
800/825-5062 

405 N. Washington St. 
Suite 104 
Falls Church, VA 22046 
703/241-4004 

NLA 
1250 I St. N.W. 
Suite 500 
Washington, DC 
20005 
202/789-2900 

BCLCA 
RO. Box 117 
Closter, NJ 07624 
201/934-0716 

PLANS ARE UNDER WAY for the first 
Midwest Grounds Management Confer-
ence, co-sponsored by the Professional 
Grounds Management Society and the 
Midwest Association of Physical Plant Ad-
ministrators. The conference will be held 
at Miami University in Oxford, Ohio, 
June 17-18. 

Several keynote speakers will share the 
floor, including Ben Bolusky, regulative 
and governmental representative for the 
American Association of Nurserymen; 
Mike McCartney of The Andersons; and 
Glenn Sample, assistant athletic director 
of the University of Cincinnati. 

Other presentations include Tim Bolland 
of Michigan State University, on crabapple 
selections; Jim Buckley of Miami Univer-
sity, on recycling; and Kathy Walker of In-
site Inc., on maintenance by design. 

Seminars are also planned on contract-
ing services, use of CADD for landscapes, 
integrated pest management, color in the 
landscape and trees and shrubs. 

Exhibition booths, outdoor equipment 
demonstrations and tours of the university 
round out the program. An optional tour 
to AmeriFlora '92 in Columbus, Ohio, 
takes place after the conference. 

The Irrigation Association, a member of 
the Non-Point Source Alliance, signed a 
letter to all 100 senators objecting to key 
provisions of S. 1081, legislation which 
would revise the Clean Water Act of 1987. 

Through the alliance, the IA and other 
groups are expressing opposition to the 
non-point source amendments of the 1987 
act, and urging Congress to support suffi-
cient funding for Section 319, which 
covers existing non-point source 
programs. 

The Clean Water Act was enacted to 
control water pollution from point and 
non-point sources. Point sources of water 

pollution are those which come from a 
specific location such as a pipe or chan-
nel. Non-point sources comprise the re-
maining sources, including pesticide leach-
ing into groundwater and agricultural 
runoff. 

Last May, Sens. Max Baucus, D-Mont., 
and John Chafee, R-R.L, introduced S. 
1081, which calls for materials substitution 
and process changes and a reduction in 
the use of chemicals deemed toxic. The 
legislation also mandates that the Environ-
mental Protection Agency and states 
charge fees to dischargers to underwrite 
the cost of developing new effluent limits 
and water quality standards. 

According to Martha Lindauer, director of 
communications for the I A, "The amend-
ments — if enacted — are a lot more 
stringent than they need to be. Also, the 
act needs more time to see how workable 
it is" 

Lindauer added that the new legislation 
doesn't necessarily solve the problem of 
non-point source pollution any better than 
existing legislation. 

The Ohio Nurserymen's Association has 
produced a 12-minute videotape, "Land-
scape Laws that Work." Eleven other Ohio 
green industry organizations provided fi-
nancial support to the project. 

The video is intended for presentation 
to city councils, zoning commissions, 
shade tree commissions, chambers of 
commerce and other social and civic 
organizations. Its purpose is to encourage 
city leaders to consider adopting a land-
scape ordinance in their communities. 

"Landscape Laws that Work" illustrates 
the benefits of sound land management 
through effective landscape design. The 
accompanying written material includes 
information on "How to Use This Video 

(continued on page 20) 

TO ECONOMICALLY 
DISPOSE OF: 

TREES & BRUSH 

MODEL 250 

BRUSH & PRUNINGS 

MIGHTY BANDIT II 
For Trees and Brush 
Select one of Bandit's horizontal 
feed, disc style chippers - 6", 9" 
and 12" diameter capacity 
machines are offered. See firsthand 
how quickly and effortlessly these 
machines turn tree waste into 
dimensional, recyclable wood chips. 

For Shrubbery, Prunings 
and Brush 
The Mighty Bandit II is the answer. 
This all purpose chipper combines a 
2-wheel hydraulic feed system with 
gravity. Chip prunings, brush, vines, 
even paper and cardboard. The 
Mighty II produces a fine chip that is 
ideal for compost. 

Video tapes are available upon request 

Isn'tit time that you tried the 
most popular chipper in the 

tree care industry? 

BANDIT 
INDUSTRIES, INC. 

6750 MILLBR00K RD. 
REMUS, Ml 49340 
PHONE: (517) 561-2270 
FAX: (517) 561-2273 
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When you re pinched for time, Dimension 
During your busy spring season, you don t 

have a minute to spare. To stay ahead of crabgrass 

you need Dimension® turf herbicide. 

Dimension is the only herbicide that 

provides excellent season-long crabgrass control 

along with either preemergence or early post-

emergence applications. This allows you up to 

13 weeks to apply Dimension, instead of the 

normal 5 to 7* required by most preemergence 

products. So you have more time to serve more 

customers-more efficiently. 

Not only can Dimension get your schedule 

under control, it keeps crabgrass under control-

all season long with just one application. That 



means you won't have to waste time re-treating rates and offers exceptional turfgrass safety, 

lawns. You'll have happier customers and Isn't it about time you tried Dimension? 

fewer call-backs... for greater profits. mT jjjjj For the name of your nearest agent, or for more 

Dimension also controls or ^ ^ information about Dimension, 

suppresses a variety of annual DIMENSION call 1 - 8 0 0 - 3 2 3 - 1 4 2 1 . 

grasses and broadleaf weeds. Turf Herbicid© 
* Monsanto 

Yet, Dimension works at low The toughest thing to emerge since crabgrass. *Based on a single application. DMP-2-457D 1/92 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR DIMENSION TURF HERBICIDE. Dimension* is a registered trademark of Monsanto Company. © Monsanto Company 1992 
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"We have been using Yazoo for 
almost 20 years. Yazoo mowers 
give us great maneuverability. 
It's a rugged machine" 

Dave Burton, Vice President of 
Palm Mortuaries and Memorial Parks, 
Las Vegas, Nevada. 

For more information about how YAZOO can 
help your business become more profitable 

Call 1-800-533-3498 
or write to: YAZOO Manufacturing 

P.O. Box 4449, Jackson, MS 39296-4449 
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Association News 
(continued from page 17) 

Tool," "Some Brief Thoughts About Zon-
ing," "Approaching Community Legisla-
tors" and a list of cities in the United 
States with landscaping ordinances. 

The video is available for $50 through 
ONA. 

The board of directors of the Associated 
Landscape Contractors of America recent-
ly voted to contribute $1,000 to the 
Healthcare Equity Action League. HEAL 
is a coalition of nearly 400 small and 
large businesses, corporations, associa-
tions, health care providers and insurers 
which supports many of the basic reforms 
in President Bush's health care plan. 

HEAL's proposed reforms would control 
health care costs and make coverage avail-
able to more people by allowing the self-
employed to deduct 100 percent of their 
health insurance premiums. Other propo-
sals include reforming medical malprac-
tice laws; and preempting state laws that 
restrict cost-saving managed care plans 
and require coverage of costly, unneces-
sary procedures. 

ALCA's contribution ensures its repre-
sentation on HEAL's steering and legisla-
tive committees. 

The National Landscape Association is 
offering a home study program on tele-
phone techniques for landscapes. Devel-
oped by Eric McCarty of Management 
Concepts, Dayton, Ohio, the kit offers 
more than 150 examples of what to say in 
various business phone conversations. 

The kit is divided into three sections. 
The first section instructs owners/mana-
gers on how to audit and help improve an 
employee's phone practices. The second 
section is for secretaries and receptionists; 
and the third section is for the landscape 
salesperson, including how to qualify 
leads and how to close sales. 

Each kit includes manuals, cassette 
tapes and workbooks. Only one kit per 
company is necessary. 

The Bergen County Landscape Contrac-
tors Association recently held its first 
equipment swap meet and sale. The event 
was open to all landscapes with used 
equipment to sell or trade. 

According to John Blazier, president of 
John Blazier Landscape Contracting, turn-
out was good considering the late publici-
ty the event received. About 100 land-
scape contractors participated. Plans are 
already under way for a second swap meet 
in 1993. 

Shemin Nurseries hosted this year's 
event and provided equipment storage at 
its warehouse facility. • 
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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 Pâtrida 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. L-

U S I READER SERVICE #30 

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) 568-6672. ~ 

Works for the Morrells. 



The 
SYSTEMIC 
BARRIER 

for 
Diseases 

SysTec 1998™ is a broad spectrum 
highly systemic fungicide for turf and 
ornamental disease control. Used in 
accordance with label directions, 
Dollar Spot, Large Brown Patch, 
Anthracnose, Fusarium Blight, Copper 
Spot, Stripe Smut and many other 
diseases are both cured and 
prevented. 

As the fungi germ tube penetrates 
treated plants, SysTec 1998™ takes 
effect through systemic action. No 
other fungicide is more effective. And 
no other fungicide is more cost eff-
ective. 

SysTec 1998™ Systemic 
Technology for turf and 

ornamental diseases 

J^C^^COMPANY 

Regal Chemical Company 
P.O. BOX 900 / ALPHARETTA, GA 30239 

PHONE 404-475-4837 / 800-621 -5208 
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A M E R I F L O R A '92: A N I N T E R N A T I O N A L L A N D S C A P E CELEBRATION 

TUCKED AWAY ON 88 
acres of heavily wooded 
land, AmeriFlora '92 
makes its six-month ap-
pearance in Columbus, 
Ohio, April 20 through 
Oct. 12. 

Designated as "America s 
Celebration of Discovery," 
the $94 million exposition 
offers elaborate landscape 
and garden displays from 
international and domestic 
horticultural experts. 

Because of the enormity 
of the event, the site is ar-
ranged into zones represen-
ting various landscape 
themes. 

The centerpiece of 
AmeriFlora '92 is the 
Franklin Park Conser-
vatory, a 70,000-square-
foot complex that includes 
the historic Franklin 
House, climate-controlled conservatories 
and an exhibition hall. 

Landscape architect Pieter van Loon of 
the Netherlands designed a multi-sensory 
exhibit at the complex, which allows visi-
tors to encounter the world's various cli-
mates, plant forms, rocks, waterfalls, 
vistas, caves and clouds. 

Included is a Himalayan Mountain and 
bulb display, low-land tropical rain forest, 
desert, bonsai courtyard, Pacific Island 
water garden, tree fern forest and tropical 
cloud forest. 

Elsewhere at AmeriFlora '92, visitors 
can walk through "America's Backyard," a 
2 1/2-acre showcase of more than 20 gar-
dening concepts, including year-round col-
or, native plants and wildflowers, back-
yard recycling, turf varieties, landscaping 
for environmental controls and low main-
tenance gardening. 

In the "Community of Nations," lakes 
and waterfalls share space with an interna-
tional amphitheater and exhibits from 
more than 12 nations. Gardens from such 
countries as Australia, Canada, Japan, Ita-
ly, Korea, Russia, Holland, Ireland and 
the African Nations are represented. 

At "America Presents," the Grand Inter-
national Indoor Horticultural Exhibition 
and Competition runs from April 20 to 
May 3. In the 30,000-square-foot Pavilion 
of the Seasons, horticultural producers 
from around the world have entered their 
best foliage, flowers, trees and shrubs 

The indoor conservatory showcases diverse world climates. 

in competition for recognition by the In-
ternational Association of Horticultural 
Producers. The AIHP sanctions such 
events only once every 10 years in any 
country, the best known being Floriade 
and the Floralies. 

Countries represented in the competi-
tion include Australia, Canada, Colombia, 
Italy, Jamaica, Japan, Malaysia, Taiwan, 
the United Kingdom and France. The Uni-
ted States is represented by major associa-
tions and industry groups, including the Ohio 
Nurserymen's Association, the Southern 
Nurserymen's Association, the Oregon Nur-
serymen's Association, the Florida Nursery-
men's Association, the Conard Pyle Co. and 
representatives of the floriculture industry. 

Following the two-week competition, the 
pavilion will feature the Smithsonian's "Seeds 
of Change" exhibit presenting 500 years of 
biological, ecological and cultural advance-
ments. 

Other major landscape attractions include 
the maze garden, a re-creation of the fa-
mous puzzle gardens popular in Europe 
during the 18th century; and the rose gar-
den, a display of more than 4,000 roses 
on a 3/4-acre site. 

In addition to exhibit sites, AmeriFlora 
'92 brings 25 of America's top gardening 
experts to its Great Gardeners of America 
Lecture Seriqs. 

Beginning April 25, Saturday lectures 
on a variety of landscape topics are sched-

(continued on page 24) 
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That's what you get with Cheyenne . . . the best grass you 
ever seed! 

Cheyenne turf type bermuda grass gives you the texture and 
uniformity of sod at a fraction of the cost. It also gives you 
characteristics like cold tolerance, dwarf-like growth habit, and 
mowing levels of dowti to 1/2". Cheyenne performs well under 
heavy traffic and repairs itself rapidly when damaged. All this 
in a bermuda grass from seed that greens up significantly 
earlier than other bermudas and stays green longer after first 
frost. 

Cheyenne's dark green color and uniform texture make it the 
ideal grass for golf fairways, parks, playing fields and lawns. 

Write or call us today for more information about this 
amazing new bermuda grass that will change the way you think 
about seeded bermudas. 

pwcmvm 
"The Leaders in Turf Care" 

P.O. Box 290 Dept. 2 Madison, GA 30650 Attn: Specialty Turf 
1-800-277-1412 Ask for Catherine 



Landscape News 
(continued from page 22) 

uled at the Franklin Park Conservatory. 
Among the distinguished speakers: Wil-
liam Flemmer III, president of Princeton 
Nurseries, Princeton, N.J.; David North-
ington, executive director of the National 
Wildflower Research Center, Austin, Tex-
as; Allen Paterson, director of the Royal 
Botanic Garden, Hamilton, Ontario; Rog-
er Swain, host of The Victory Garden, 
Newton Highlands, Mass.; Linda Yang, 
columnist for the New York Times; and 

James Van Sweden, landscape architect, 
Washington, D.C. 

AmeriFlora '92 closes with a chrysan-
themum festival. From mid-September to 
closing day, the expo will be home to the 
world's largest mum display — 114,000 
square feet of flower beds. 

Daily admission to AmeriFlora is $19.95, 
adult; $16.95, 60 years and older; and 
$9.95, children 4-12 years. Admission is 
free to infants up to 3 years. 

For more information, contact Ameri-
Flora '92, 1995 East Broad St., Columbus, 
OH 43209-1679; 800/BUCKEYE. 

Former Victory 
Garden Host Is 
AmeriFlora Envoy 
BOB THOMSON, former host of 
public television's The Victory Gar-
den, and national spokesman for 
AmeriFlora '92, has a long history in 
the landscape maintenance field. 

"I grew up in the Great Depres-
sion," Thomson said. "I was always 
taking care of somebody's property, 
doing landscape jobs in the neighbor-
hood." 

The entrepreneurial Thomson set 
out his first shingle at age 13, offering 
mowing and tree and shrub pruning. 

"When I graduated from high school, 
I went into the grounds maintenance 
business full time." 

Thomson grew his business until the 
Korean War, during which he served 
three years in the Army. 

Upon his return to Boston, he open-
ed Thomson's Nursery and Garden 
Center. "Over time, I developed a 
good-size landscape contracting busi-
ness and a good-size nursery. That led 
to production growing fields where we 
grew and developed all kinds of plan-
tings, from annuals and perennials to 
trees and shrubs." 

Thomson also has hosted a radio 
show on a CBS affiliate for 32 years. 

Thomson joined The Victory Garden 
in 1979, when Jim Crockett, the origi-
nal show host, became ill. Crockett 
passed away shortly after, and Thom-
son suddenly found himself in a new 
career with The Victory Garden. Be-
cause two careers was more than he 
could handle, he sold his Massachu-
setts landscape and nursery business 
six years ago. 

Thomson left The Victory Garden in 
spring 1991 due to his declining eye-
sight. But he remains very much in-
volved with the green industry. 

AmeriFlora '92 was the next logi-
cal step for someone with Thomson's 
media experience. 

AmeriFlora '92 gives the public an 
opportunity to meet members of the 
landscaping industry, Thomson said, 
and "get a good feel as to what the 
business is all about." 

After the show closes, Thomson 
plans to serve as company spokesman 
for several landscape product manu-
facturers. 

"I've been in the trade for a long, 
long time and I don't want to leave it," 
he said. 
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Velke—The Incredible Mower Attachment That 
Instantly Turns Your Walk-Behind Into A Ride-Behind. 

You'll Mow Farther With A Velke 

Much farther. Because youll be riding 
instead of walking. With a Velke, you'll 
not only cut more grass in less time, but 
with half the effort. 

Step Up To Greater Profit 

The following comparison chart provides 
the average increase in profit margins that 
you can expect with a Velke. 

w / o Velke sulky w/Velke sulky 

M O W I N G SALES $300 $345 (15% more) 

COSTS- -255 -255 

PROFIT MARGIN 45 90 (100% more) 

'Comparison based on on averoge mar 1 working a 10 hour day 

Simply Essential For Covering 
Serious Ground 

i Manuevers anywhere—forward, 
backward, zero radius turns, circles, 
even hills, 

i Highly durable 
i Ligntweight to carry and transport 
i Fits most major mower brands/easy 
attachment and removal 
For additional information call: 

(301)330-0066 
Between 7am and 5pm EST Mon-Fri 

velke 
24 USE READER SERVICE #21 



BEAUTY IS ROOT DEEP 
When the New England Patriots switched from synthetic carpet to natural grass, 
they needed quick sod establishment. That's why they included ironROOTS® 
Concentrate in their installation program and ongoing maintenance programs. 
The program designed by R.B.I, with help from Altman & Altman Turf Specialists 
induced immediate root establishment. "In two weeks we had roots down to 3 inches," 
stated Mark Altman. 

ironROOTS® is the ideal turf maintenance product because it promotes healthy root 
growth and long lasting green color without promoting excessive leaf growth. It is 
used on numerous NFL stadiums and practice facilities. Please send for research or 
call us at 1-800-342-6173 for information on including ironROOTS®in your 
maintenance programs. 

mIL 
2 5 S c i e n c e P a r k , N e w H a v e n , C T 0 6 5 1 1 

• R O O T S and i r o n R O O T S are trademarks 
of L I S A Products Corporation 
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COVER STORY 

WRPRj® 
His frank manner 
and dedication to 
his customers 
haw earned Andy 
Wright the top 
spot at Muellermist 
Lawn Sprinkler 
Systems, and an 
evolving role in 
the national 
irrigation industry. 

By Kevin Taniillo 

DON'T LOOK for Muel-
lermist Lawn Sprinkler Sys-
tems to come in with the low bid on most 
jobs. That's not the way Andrew Wright's company does busi-
ness. 

Wright knows that with a union shop he can't expect to compete with "the 
guys who work out of their cars ," so Muellermist goes with its strength — a 
quality job done by trained people. 

Muellermist, based in the Chicago suburb of Broadview, 111., is a nationally 
known company thanks to a number of high-profile commercial installations. 
But it is also now re-emphasizing the importance of regional residential work. 

Wright, 35, has led M uellermist since 1983, after growing up with the company 
that his uncle and father, Dan and Bernard Wright, started in the late 1920s. 
He didn't get the president's job by birthright, though. 

"I had no intention of getting involved in the company," Wright recalled think-
ing as he served in the Marine Air Wing after high school. "I remembered being 
out in the fields forever and ever, and how we'd be working under truck head-
lights until 3 or 4 in the morning, picking up pipe. 

"The last thing I wanted to do was get involved. With all the things you had 
to do because you were the boss' son, it really didn't hold any glamor for me." 

However, Wright found himself being drawn back in once he started filling 
in when other staffers were unavailable. He worked in design, sales and service, 
and then the opportunity came along to take charge. 

While Muellermist started out as a family-run business, at the time Wright 
sought the president's chair there were no family members serving as officers. 
He had to earn the job. 

In nine years, Wright has proven himself as president. Revenue was just under 
$2 million a year when he took over. This year it should reach $5 million. The 
company has more than 90 employees and about 30 trucks, with an office and 
warehouse area covering 18,000 square feet. 

AN EASY SELL. Muellermist is an easy sell. It has its longevity plus the name 
recognition from such high-visibility irrigation projects as Arlington National 
Cemetery, the Broyhill homes in North Carolina, the Air Force Academy, the 
British Gardens atop Rockefeller Center in New York City, Comiskey Park and 
the Chicago White Sox training facility in Florida. 

"We can barely keep up with the inquiries we get," Wright said. "We do marketing 
only in the residential end because people don't perceive us as a residential company." 

Most of Muellermist's jobs come from architects and referrals, Wright added, 
which is an edge that 64 years' experience provides. 

Commercially, the company goes anywhere, including the royal family's soc-
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cer fields in Saudi Arabia and a 
7,000-acre banana farm in Belize 
in Central America. Residential 
work, a growing segment of 
Muellermisfs business, is con-
centrated largely within a 60-mile 
radius of Chicago. 

"Residential is a good portion 
of our business. It's what we 
started with way back when," 
Wright explained. "We got away 
from it with a lot of high-profile 
jobs, but we always had it in the 
background. 

"With the union, our pricing 
was never really competitive with 
someone working out of their car. 
But we made a concerted effort 
starting three years ago. Last year, 
we put in close to 200 residential 
systems. We anticipate doubling 
that this year." 

Not only does Muellermist pay 
its crews union scale, but it trench-
es all its systems, which takes up 
to twice as long as the more popu-
lar method of pulling pipe. 

"We don't use poly pipe, which 

is contrary to the thinking of most 
people now," Wright said. "We 
trench the system. We make the 
extra effort. We know the base of 
our trench is clean and free of deb-
ris. We also pitch our system to 
drain in most cases. If he chooses, 
the homeowner can go out there 
with his drain key, turn a couple 
of drains and he's done for the 
year. He doesn't need to lug out 
a compressor." 

Because Muellermist crews can 
see exactly where their pipe is go-

• • • 

MUELLERMIST 
LAWN 

SPRINKLER 
SYSTEMS 

HEADQUARTERS: 
Broadview, III. 

FOUNDED: 
1928 

OWNER: 
Employee-owned 

with Andrew Wright 
as major 

stockholder 

PRIMARY SERVICES: 
Irrigation 

installation and 
maintenance 

EMPLOYEES: 
15-18 year-round, 

90 seasonal 

1991 NET SALES: 
More than 

$4.5 million 

ing. it guards against the damage 
that can happen to pipe and wire 
that are frequently pulled through 
an unseen path. 

"If you're looking for longevi-
ty, trenching is the way to do it," 
Wright declared. 

"There's more pulling now be-
cause it's less labor intensive. 
These guys can pull pipe in a day, 
where it takes us a couple of days 
to do it. Theircost is less, but it's 
not a permanent solution. Peo-
ple have to decide what they're 
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looking for. In some cases we're 
100 percent higher than someone 
pulling in a system." 

NO PRICE COMPETITION. The 
cost of doing a job the Mueller-
mist way does scare off some 
residential customers, Wright ad-
mitted, but he can live with that. 

"We qualify our customers 
from the beginning. If someone 
calls us and is just looking for 
price, we can pretty much solve 
it in that first conversation. 

"We make no bones about it; 
we are not going to be the low-
priced guy on the job. We tell 
customers if they're looking for 
a system to be there a few years 
— then they're going to sell the 
house and just want to be able to 
say they have a lawn sprinkler — 
they should put in one of these 
other systems. If they're not go-
ing to have to live with it, save 
the money. 

"But a lot of people are getting 
into expensive homes and plan to 
stay there. They should look at 
a system that will be there for-
ever." 

He has a point. The first resi-
dential irrigation system that Dan 
and Bernard Wright installed in 
1928 is still operating. 

Muellermist also offers long-
term service contracts. The sys-
tems are simple enough that the 
owners can maintain them them-
selves, but most people don't want 
to do that. Wright said he bel ieves 
Muellermist's responsive service, 
with radio-dispatched trucks, is 
a selling point. 

Muellermist lands its large 
commercial jobs "because we 
know how to put big projects to-
gether," he said. 

"On the large scale you have 
to know how a job should pro-
gress. When we bid a job, I know 
we're higher than a lot of people, 
but our price is an inclusive price. 
People will pay a little extra if 
they're not going to have any sur-
prises, for a job that's going to last. 

"Other companies come in and 
try to lowball a job to get in on 
the ground floor, then they nickel 
and dime you to death with ex-
tras. People we bid to know this 
is our final price and there won't 
be any surprises. 

"With our number of people 
and our equipment they know 
they'll have the job handled at 
whatever pace it needs to be han-
dled. Some of these jobs are fast-
track jobs. They need to see a lot 

of bodies and get a lot of things 
done." 

LITTLE COMPETITION. As far as 
the competition, Wright said, 
there are only a couple of other 
companies locally, and one other 
company nationally. 

"Strictly in irrigation, we're 
probably the oldest one in this 
area. But these fellas have been 
in there 30 or 40 years and are 
union contractors, licensed and 
all. They are good competition; 
they're good quality people, not 
somebody who will be here to-
day and gone tomorrow. 

"Nationally, there is one guy 
I enjoy going up against. It seems, 
at least in the Southwest, that on 
any project of half a million to a 
couple of million dollars, it's just 
him and me on that." 

Landscape contractors general-
ly aren't considered competitors 
for Muellermist, Wright said, 
because in Illinois only licensed 
plumbers can install irrigation 
systems, and few landscapers 
maintain such licenses. 

Wright likes that licensing re-
quirement, but is concerned with 
national attempts, to date, to stan-
dardize testing in a complex 
field. 

For instance, the Certified Irri-
gation Designer program offered 
by the Irrigation Association is 
OK in states where there's no such 
program in place. But it shouldn't 

be regarded as the final authori-
ty, he said. 

"We're lucky in Illinois because 
we have the state to monitor and 
administer tests," Wright added. 

Among his concerns are that 
new testing efforts are good for 
irrigation, but not for the lawn 
sprinkler industry. As a matter of 
fact, it's a step backward in those 
states that already have licensing 
requirements, he said. 

"We're a member of the Irriga-
tion Association, but I don't agree 
with this. They put out these tests 
and all of a sudden these people 
are certified irrigation designers. 
A lot of people can pass that test, 
but never have any practical know-
ledge. 

"It's a slap in the face to the rest 
of us. We see people out there who 
have gotten every possible cer-
tification. They've read books and 
gotten the 'merit badges,' but 
they've never installed a system. 
Because these kinds of certifica-
tion are available, people take 
them for more than they're 
worth." 

Wright also tees off on the sub-
ject of backflow prevention. He's 
waging a battle against state and 
federal requirements for RPZs, 
or reduced pressure principle 
backflow preventers. He said it's 
an extreme answer to a miniscule 
problem. 

"For years we were the big pro-
ponent of backflow prevention. 

Muellermist's responsive ser-
vice is a selling point. 

There were the old atmospheric 
backflow preventers and the pres-
sure vacuum breakers; they were 
simple, but thorough items. 

"Now they come up with these 
RPZs as a cure-all for cross-con-
tamination, because of fertilizer 
injections. But the actual inci-
dence of people putting fertilizer 
injectors into a lawn sprinkler 
system is rare. The RPZ they are 
proposing is meant for high-haz-
ard contamination, somewhere 
like a hospital or a mortician's of-
fice or a chemical plant. 

"A lawn sprinkler is not a high-
hazard item. The average home-
owner with a garden hose who 
uses these sprayer systems gets 
back-siphonage, with no protec-
tion whatsoever, but they haven't 
addressed that. Yet in those situa-
tions where the percentages are 
so minute, they go with this big 
contraption. 

"Not only is it costly because 
the item is all brass, but with the 
friction loss it creates, we lose 
anywhere from 8 to 12 pounds. 
In most cases the pressure is 
already minimal, so then you have 
to put on a pump and depending 
on your demand, you might have 
to have additional sections. It's 
overkill for what they are trying 
to accomplish." 

LABOR RELATIONS. A union shop 
can easily become an us vs. them 
battleground between manage-
ment and the workers. Mueller-
mist doesn't let that happen. 

"We're basically employee 
owned," Wright said. "I own a 
good percentage of the stock, but 
any employee can participate by 
buying stock. A lot of people take 
us up on it. 

"When the employees are out 
in the field, they are directly in-
volved in the bottom line of what 
is going on. They make sure things 
are right and they don't have to 
go back." 

The union plumbers, operators 
and electricians that make up 
Muellermist crews wouldn't get 
an opportunity to be part of the 
company at most places. That op-
portunity, Wright said, "allows us 
to keep our people year after year. 
They're getting more than they'd 
get working out of a union hall 
situation." 

(continued on page 30) 
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"AFTER 9 YEARS, OUR ECHO 
BLOWERS ARE STILL GOING STRONG." 

"In our business, it's not 
unusual to have to replace power 
tools every two or three years," 
says Dave Turner of Turner's 
Landscape Management. "So the 
fact we're still using the same 
Echo blowers we purchased back 
in 1982 is really something. 

"And we don't handle these 
blowers with kid gloves either. 
They're used day-in and day-out 
and get bounced around a lot." 

Mr. Turner, whose company 
has 38 employees and a fleet of 
10 trucks, adds, "We're also long-
time users of Echo line trimmers. 
Like the blowers, they not only 
do a great job but are very 
dependable. 

SEND FOR OUR FREE CATALOG. 
Echo Incorporated 

400 Oakwood Road 
Lake Zurich, IL 60047 

"That's important when 
you've got customers who 
demand top-notch work at all 
times, such as the Biltmore 
Commerce Center and the 
luxurious Pointe Residential 
Properties here in the Scottsdale 
area. 

"We like to keep spare parts 
on hand, and with Echo they're 
easy to get. But the way these 
tools are holding up, our supply 
of replacement parts gathers a lot 
of dust." 

iUECHD 
THE RIGHT TOOL 

CHOICE OF 
LANDSCAPE!» 

David Turner, President 
Turner s Landscape Management 
Phoenix, Arizona 

« i ^ J M M l V Rj 

-
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No Surprises 
(continued from page 28) 

Muellermist goes so far as lend-
ing money to employees who are 
in a pinch, and helping employees 
with home financing. 

"I hate to say it's a big family, 
because that's too cliched, but 
people here are concerned about 
each other. It works out well," he 
said. 

"Our success all comes down 
to employee involvement, to em-
ployees wanting to come to work 
and do the work when they are 
there. They give you input into 
how you can improve. They par-
ticipate in making the whole thing 
work. The company is only as 
good as its employees. 

"When you figure how many 
trucks we have and people we 
have, we have a lot of represen-
tatives out there. If they're not do-
ing the job, we can easily get a 
black eye." 

In the four-month off-season, 
Muellermist retains 15 to 18 em-
ployees — the office staff, 
management and a couple of me-
chanics. 

LEARNING TO DELEGATE. Wright 
has evolved from a do-it-all-him-
self manager into one who feels 
comfortable délegating respon-
sibility to competent people. 

"I wanted to delegate early on, 
but we didn't have people who 
wanted to get that involved. We 
had people who were good at their 
jobs, but you're not necessarily 
one of the guys when you become 
management. We tried to elimi-
nate that bad connotation and to 
make sure we have a good rela-
tionship between management 
and workers. 

"Now there are good people in 
there who can handle the situa-
tion. They're starting to bloom 
and solve problems, which is 
great. As we keep growing, the 
24-hour day just doesn't stretch 
any more." 

But self-confessed overachiev-
ers like Wright aren't that easily 
cured. 

"I am still pretty much a 
workaholic," he said with a laugh, 
adding, "I do get to see my house 
once in a while on the weekends." 
Fortunately, his wife, Laurie, 
doesn't have a problem with 

Wright's long hours. She is a 
school district administrator 
whose job provides its share of 
overtime too. 

They live on a 50-acre spread 
in Wisconsin, along the Illinois 
border. For Wright, that means 
a 67-mile one-way commute — 
when he can get home. 

ROOF COOLING. One Mueller 
mist division focuses on roof cool-
ing. This service employs a fine 
mist which evaporates off roofs, 
taking the heat with it. 

"The cooling effect comes from 
the evaporation," Wright explain-
ed. "If you get any puddling or 
ponding you defeat the purpose 
because that water holds the tem-
perature. You ruin the roof, too. 
But we control ours to such fine 
misting that it's basically like 
perspiration. Our clocks run from 
10 to 15 seconds per zone to spray 
this real fine mist. 

"With a normal roof tempera-
ture of 120 to 140 degrees Fah-
renheit, the inside roof tempera-
ture is close to 100. As the mist 
on the roof evaporates, it will 
bring that temperature down to 

the low 80s." 
Companies with big ware-

houses are potential customers. 
Muellermist installed the sys-
tem on Nike's factory warehouse 
in Tennessee, with 1.7 million 
square feet of roof. 

"You could never air-condition 
that or attempt to control it," 
Wrightsaid. "This is a way to cool 
it and improve working condi-
tions." 

In some cases, Muellermist can 
take runoff water from the office 
air conditioning and use that on 
the roof. 

"We put that water in a holding 
tank and recycle it. All you have 
to pay for is the pump, to pump 
it up to the roof. There's no runoff 
and you don't have to worry about 
sewer charges because it's all go-
ing back into the atmosphere. You 
talk about true recycling, that's it." 

In the following interview, 
Wright offers his thoughts on the 
recession, industry trends and the 
need for professionalism within 
the irrigation industry. 
LLM: What kind of impact are you 
seeing from the recession? 
WRIGHT: I don't know if it's re-

K1992 CIBA-GEIGY Corporation. Turf and Ornamental Products. Box 18300. Greensboro. NC 27419. Always read and follow label directions. 
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cession-related, but we've no-
ticed a decline in large commer-
cial projects in this area. I think 
it's because of tax law changes. 
Limited partnerships are not as 
lucrative now. They used to create 
a lot of office projects just to build 
things. Now they can't have all this 
office space without tenants and 
still make money. We've seen cut-
backs in a lot of office parks this 
way. Commercially, there's been 
a lot of inquiry, but not a lot of 
movement on it. We're still ac-
tive in a lot of bid situations, but 
nobody's spending dollars on the 
projects right now. 
LLM: What trends do you see in 
the industry? 
WRIGHT: Water conservation will 
become more prevalent. The 
problem is, the products out there 
are not that effective. I don't know 
what the solution is going to be 
other than something very com-
plex. Back in the 1950s we came 
up with the Linomist, a copper-
pierced pipe designed mainly to 
water the bases of rose bushes. 
I'm looking for somebody to come 
up with a '90s version of the Lino-
mist. 

LLM: So what do you do to save 
water? 
WRIGHT: A good design is a good 
water management situation. If 
you spend water wisely you don't 
have to feel bad about using it. 
If you use it sloppily, you should 
have a guilty conscience. 

You have to take cost into ac-
count, but in planting beds you 
could have several different zones, 
depending on your material. You 
could accomplish it pretty well 
with the mist heads you've got out 
there. Get your water in a short 
period of time and don't run them 
10 minutes a zone; maybe one 
minute if you design it the right 
way. 

Everyone leaves zones on for 
a long time to make up for their 
lack of design because they've got 
a bad spot. So that one spot takes 
twice as much water because they 
didn't take it into account, and the 
rest of the place floods out. It's 
not proper management of water 
due to a lack of consideration at 
the design point. 
LLM: What does the industry need 
right now? 
WRIGHT: The way to go is refine-

ment. People are going to have 
to get on the bandwagon and be-
come efficient in their design and 
installation. They used to be able 
to get by with slipshod designs. 
They're going to have to become 
professionals pretty soon. It is 
already starting to catch up with 
the fly-by-night or back-of-the-car 
guys, just through state and fede-
ral regulations. Anybody who 
wants to stay in the business will 
have to become truly professional. 
LLM: What is Muellermist doing 
to improve professionalism? 
WRIGHT: We are one of the few 
companies with comprehensive 
testing and ongoing education. 
Our tests range anywhere from 
three to five hours, just on the 
written test. Also, Weathermatic, 
one of our suppliers, has a thor-
ough two-week course on design 
at its factory in Dallas. Anybody 
who comes in here from the sales 
or design end of things automati-
cally goes down to that. They get 
a good feel for the proper way of 
doing things. 
LLM: Where do you see Mueller-
mist in the next five years, and 
how will it get there? 

WRIGHT: I'd say we'll be at $7.5 
million a year. We have a good 
track record for our increases. 
We're already getting a bigger 
percentage of residential custom-
ers. I see us picking up the growth 
there. There will also be more em-
phasis on ballfields. We have built 
several golf courses. We have built 
athletic fields, too, from top to 
bottom. Growth in this area seems 
to be coming along naturally for 
Muellermist. 
LLM: By the way, where did the 
company name come from? 
WRIGHT: Muellermist took its 
name from our early use of pipe 
and heads from the Mueller Brass 
Co. in Port Huron, Mich. Now 
we're a longtime customer of 
Weathermatic. We use their con-
trollers, valves and spray heads. 
On rotary heads, especially for 
athletic fields, we use Hunter 
heads. But we buy from and have 
good relations with all the manu-
facturers. We get truckloads of 
equipment every couple of days 
during the season. • 

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

T H E WORST PART ISN'T 

T H A T S H E ' S C A L L E D BACK 

T H R E E T I M E S , OR T H A T 

S H E PROBABLY W O N ' T R E N E W . 

T H E WORST PART IS T H A T 

SHE 'S GOT N E I G H B O R S . 

If she's calling you about grubs, fire 

ants, or mole crickets, you can bet her 

neighbors are hearing about you, too. 

Makes you wish you'd used Triumph, 

doesn't it? You could have delivered up to 

90% control in just 2 to 3 days. Too bad. 

Bet you'll use Triumph first, next time. 
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MARKETING STRATEGIES 

SELLING 
THE BENEFITS OF 

IRRIGATION 
IRRIGATION mainte-
nance and installation 
are two of the fastest 
growing services in the 
landscape industry. In a 
1991 survey of Lawn & 
Landscape Maintenance 
magazine readers, 34 
percent of respondents 
said they offered irriga-
tion installation and 39 
percent offered irrigation 
maintenance. 

Those figures are up 
a significant 42 percent 
and 34 percent, respec-
tively, from the previous 
year. 

Of those not offering 
irrigation installation 
and maintenance, more 
than one in four indicated 
plans to offer those ser-
vices within the next one 
to two years. 

Supporting those sta-
tistics, current trends 
show that more clients 
are turning to landscape 
maintenance firms for 
their irrigation needs. 
"We have found that cus-
tomers like to go with one 
company for both main-
tenance and irrigation," 
said Michael Ritgert, wa-
ter management branch 
manager for Chapel 
Valley Landscape Co., 
Woodbine, Md. 

According to Brian Vinchesi of 
Eastern Irrigation Consultants, 
Pepperill, Mass., convenience is 
a major reason clients request ir-
rigation services from their land-
scape maintenance firm. 

"The client only has to deal with 
one company instead of several 
companies, and they get billed by 
one firm," Vinchesi said. 

Another factor that favors the 
landscape contracting firm over 
an irrigation contractor is site 
familiarity. "The landscapecon-

Irrigation installation and 
maintenance are fast-rising markets 

for the landscape maintenance contractor; 
some well-planned marketing strategies 

can help clinch those accounts. 

By Julie A. Evans 
tracting firm is there on the site, 
so they can notice any problems 
and fix them more quickly," Vin-
chesi said. "I know several com-
panies that were forced into of-
fering irrigation services because 
their clients demanded it. One is 
the second largest firm in New 
England — it was forced into ir-
rigation maintenance when it 
couldn't find anyone to do the 
work and meet the company's 
standards (of quality)." 

LLM asked landscape mainte-
nance professionals and irriga-

tion consultants across the United 
States to share strategies for mar-
keting irrigation services. Here's 
what they said: 

CERTIFICATION. "One tool that 
contractors can use in marketing 
is to have certification," said 
Larry Keesen, president of Kee-
sen Water Management, Denver, 
Colo. "It helps the public to iden-
tify that you have certain skills. 
You can use that in your sales 
materials and promote that to the 
client. 

Reduced water usage 
is a valuable marketing 
tool for irrigation. 

"It's very helpful," he 
added, "especially when 
your competition may 
not have that certification 
in their resume." 

Keesen recommended 
certification programs 
sponsored by the Irriga-
tion Association, includ-
ing the certified irriga-
tion designer and the cer-
tified irrigation contrac-
tor. 

Currently, Connecti-
cut, New Jersey and 
Texas are the only three 
states to mandate state 
licenses (called certifica-
tion in New Jersey) to in-
stall turf irrigation sys-
tems. Other states have 
plans to pass irrigation 
licensing legislation. 

Jay Brown, landscape 
coordinator for D&J 
Lawn & Snow, East De-
troit, Mich., would like 
to see mandated irriga-
tion certification in his 
state. He also supports 
the idea of mandatory in-
spections by city or 
county authorities. 

"It takes a lot of time 
to design these irrigation 

systems, then people just buy on 
price," he explained. 

Brown said that the ever-down-
ward slump in the Detroit-area 
economy has dumped fly-by-night 
operators into the landscape and 
irrigation markets, making it dif-
ficult for legitimate contractors 
to compete on price. 

"With a little amount of money, 
anyone can start a sprinkler sys-
tem. What happens is that systems 
are being sold at 40 percent less 
than what they should be sold at. 

(continued on page 34) 
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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 

G.CLJ5HMAM 

6100Cushman, P.O. Box 82409, Lincoln, NE 68501 ©Cushman Inc. 1990. A Ransomes Company, 1990. All rights reserved. 
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Irrigation 
(continued from page 32) 

They (fly-by-nighters) have no 
overhead; they're doing it out of 
their backyards. Yet most people 
are looking at the bottom line, how 
much does it cost." 

Brown added that the client who 
purchases irrigation installation 
from a less than reputable firm 
loses out in long-term service. He 
uses that factor to his advantage 
in sales pitches. 

Convenience and 
site familiarity 

are reasons clients 
prefer hiring one 

company for 
maintenance and 

irrigation. 

"They might not be around 
later. We're in this business hope-
fully for the next 50 years." 

GREEN MARKETING. Water con 
servation is a main selling point 
for many contractors, especially 
in the parched western United 
States. Wayne DuBois, president 
of Mission Landscape Services, 
Costa Mesa, Calif., said his com-
pany has become wiser and 
smarter on environmental con-
cerns. Installation of separate 
meters for domestic and land-
scape use is one conservation 
measure he offers to customers. 

The company also keeps up 
with the latest irrigation products 
that promote low water use, in-
cluding valve replacements, digi-
tal clocks with more settings and 
drip irrigation systems. He also 
uses more drought-tolerant mat-
erials. 

"Irrigation is a 'sell' sell," he 
said. "You have to explain to the 
client the benefits of what you're 
selling, and compare what that 
client has now with what he'll 
save." 

Clients in the commercial sec-
tor are becoming more water-
wise, he added. "A lot of com-
mercial clients understand more 
of what options they have in ir-

rigation, which means a contrac-
tor has to be on his toes to get the 
bid." 

In the Northeast and M idwest, 
water conservation is not always 
the key selling point, but it helps. 

"The public is not nearly as 
water conscious as it should be," 
said Bob Dobson, owner of Mid-
dletown Sprinkler Co., Port Mon-
mouth, N.J. "The Northeast is not 
as water conscious as places out 
West — only in times of drought." 

Nevertheless, Dobson employs 
several water conservation techni-
ques, such as an automatic rain 
shutoff device on all new systems. 
He also incorporates many hydro-
zones into the design, lumping 
areas of similar water needs to-
gether. "Ours may have more 
zones than competitors, but the 
result is better water conservation 
— substantially more than some 
of our competitors. 

"We now are providing an op-
erational schedule to the client at 
the time the system is completed," 
he said. "This brings water con-
servation into consideration. 
Many times, a residential cus-
tomer's main concern is achiev-

ing the healthiest turf with a mini-
mal amount of time on their part," 
Dobson said. 

Marketing water conservation 
to high-end residential accounts 
is sometimes difficult, said Daniel 
Skinner, president of Landscape 
Services, Fort Wayne, Ind. "One 
problem I've found is that once 
people buy an irrigation system, 
they like to see it run. They think 
that they're getting their money 
out of it. 

"Marketing has been pretty 
easy with the dry weather we've 
had the past few years," he said. 
"Plus a lot of our work is upscale, 
and they want their places to look 
as good as their neighbor's place." 

More than water conservation, 
Skinner sells his clients on lower 
watercosts. Like California's Du-
Bois, Skinner sometimes installs 
a second meter to keep costs 
down. Many of his clients pull 
water from a city or municipal 
source. With a separate meter de-
signated as a non-potable water 
meter, clients pay for landscape 
water use through their utilities 
rather than through more costly 
sewer bills. 

M-100 Standard Ramp—f i ts standard size pickups. 

M-200 Mini Ramp—f i ts mid size and mini-pickups. 

M-300 Porta Ramp—f i ts any pick-up, trailer or van. 

M-400 Cab Guard—f i ts standard and mini pickups. 

- jy^yggQ- j Call and order direct today: 

« 2 » 414-898-4221 
I S f c FAX: 414-898-5293 
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_ From METKO, INC. 
1251 MILWAUKEE DRIVE 

NEW HOLSTEIN, Wl 53061-1499 

M-400 M-300 

P R O S E E D 
U S A 

With over 150,000 seeds 
on every roll, PROSEED's 
new PS200 SEEDED 
BLANKET is the simplest 
method for establishing 
vegetation on your 
landscape project. 

PROSEED U.S.A., INC. • P.O. BOX 1250 • SAN MARCOS, TEXAS 78667 

The PS200 SEEDED BLANKET is a 
100% biodegradable mulch blanket 
impregnated with seed for the 
establishment of grasses and/or 
wildflowers. Easy to install, 
the PS200 can: 
• prevent loss of seed through water, 

wind and prédation 
• enhance seed germination and 

plant growth 
• modify the temperature effects in 

the root zone 
• stabilize the soil within the 

immediate area 
• retain moisture in the soil 
• reduce labor and specialized 

equipment costs 

For more information 
on the PS200 or other 
PROSEED products, 
call: 

1-800 -243 -0105 



Do you plan to add installation/ 
maintenance services in the next 1-2 years? 

Installation 

Maintenance 

Definitely Probably 
Source: LLM survey, 1991. 

"(Installation of) the separate 
meter is more expensive," he said, 
"but it tends to pay for itself in 
three to five years." 

Chapel Valley's Ritgert also 
markets cost savings to clients. 
He compares the costs of an 
automatic system to the costs in-
volved when the client undertakes 
the responsibility of irrigation. 
"It's sometimes a tough sell 
because it requires a significant 
outlay of capital," he said, "but 

the client saves money in the long 
run." 

MARKETING TOOLS. As with 
most services, irrigation requires 
some of the basic strategies of a 
traditional marketing program. 
Video presentations, company 
brochures, sales presentations 
and sales proposals all fall under 
the big umbrella of marketing. 

Keesen suggested a slide show 
or video presentation depicting 

Survey of LLM readers who do 
not currently offer irrigation in-
stallation/maintenance services. 

the various stages of an irrigation 
installation. This provides the 
client with a greater understan-
ding of the work and costs in-
volved in irrigation. As for mar-
keting the importance of main-
tenance, he proposed a filmed or 
photographed comparison of 
plant material growth on irrigated 
vs. non-irrigated land. 

Dobson said his company, now 
more than 20 years old, started 
out by advertising with door han-
gers and knocking on doors in new 
residential areas. Job signs posted 
on the properties he maintained 
also brought in leads. Dobson 
cautioned, however, that ordi-
nances in some cities now pro-
hibit such marketing tactics. 

The referral, an age-old mar-
keting standby, is still one of the 
best sales tools. "The best mar-
keting method is word-of-mouth," 
Dobson said. He attributed much 
of his company's success to pre-
qualify ing new accounts through 
referrals. "If they've been re-

ferred to us or are familiar with 
our firm, then we'll spend the time 
to generate a design proposal for 
them," he said. Clients who "cold-
call" his firm from the Yellow 
Pages are screened more care-
fully before a design proposal is 
generated. 

This strategy seems to work, 
as Dobson's firm has a 75 percent 
closing rate on new accounts. 

Keesen also noted that the odds 
of making a sale increase when 
the potential client is referred. 

Association membership also 
seems to help landscape contrac-
tors clinch a sale. Ritgert, for ex-
ample, is a member of the Irriga-
tion Association and the Profes-
sional Irrigation Contractors 
Association (a local organiza-
tion). He uses his association 
membership to boost the profes-
sionalism of the industry, as well 
as the image of the firm. IA logos 
are included with all irrigation 
design proposals. 

Dobson, an IA member, of-
fered a different perspective: "We 
don't spend a lot of time marketing 
the fact that we belong to various 

(continued on page 38) 

EASY & RELIABLE 
BILLMASTER does it ALL 

Quick Professional Invoicing 

i? Tax Reports, Chemical Tracking 

a Route & Job Scheduling 

tr Unlimited Training & Support 

& Delinquency and Aging Reports 

& Mailing Lists / Track Expenses 

& And Much More for only $695.00 

CALL FOR FREE DEMO DISK 

Please Specify Disk Size 5" or 3" 

(800) 572-8713 BILLMASTER 

by Customized Business Software 

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 4 
U.S.A. 

Pat Pend 

Customized 
4" x 5" 

message 
board 

Handy at-a-glance 
rain gauge 

. Note holder area 
for extra message 

Built-in grass 
height gauge 
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Quick foot step for "planting" 

Call for quantity 
discount prices. 
1-800-747-5211 

rGreen Genie Products, Inc. 
9601 N.Allen Rd.« Peoria II61615 
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Since 1977 

ORGANIC 
A P P R O A C H 

L E A R N " 
HOW... 
L E A R N T H E 
E D U C A T I O N A L EFFECTIVE 
ENVIRONMENTALLY FRIENDLY 

ORGANIC 
APPROACH 

G O O D C L E A N O R G A N I C S 
TO SATISFY YOUR 

C U S T O M E R S ' NEEDS 
A N D I N C R E A S E PROFITS 

NO SALTS • NO HEAVY METALS 

NO MESS 

• T R A I N I N G • S U P P O R T • 
• S U P E R I O R PRODUCTS • 

GREEN PRO 
ASSOCIATE DEALER 

PROGRAM 
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WITHOUT CHIPCO FUNGICIDES ON YOUR ORN./ 
It doesn't take much these days for a rosy 

profit picture to wither on the vine. Just a few 
call-backs from valued customers and a couple 
of costly replacement jobs could do it. That's 
why so many landscape professionals are 
protecting their reputations and their bottom 
lines with CHIPCO" ALIETTE* and CHIPCO® 
26019 fungicides. 

CHIPCO" ALIETTE® brand tackles Phyto-

(iP RHÔNE-POULENC 

phthora root rot and Pythium with power-
ful systemic action that puts long-lasting 
control inside roots and leaves. And 
CHIPCO" ALIETTE® now available in a 
new, more convenient WDG formulation, 
provides two-way disease protection: 
First, by directly attacking disease organ-
isms; and then, by helping plants build 
up their own defense mechanisms. 

! Rhonc-Poulcnc Ag Company, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. For additional product information, please call 1-800-334-9' 
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ENTALS, Y o u MAY NOTE A DISTURBING TREND. 
For even broader spectrum disease 

control, depend on CHIPCCT brand 
26019 fungicide. Just one economical 
application of CHIPCO* 26019 delivers 
lasting protection against 13 of the 
most damaging ornamental diseases-
without causing phytotoxicity problems 
So you can use it with 
confidence on even 

most sensitive varieties. And now 
these two powerful disease-fighters can 
be tank-mixed to provide the ultimate 
in lasting, economical control.This year, 
keep the blush in your profit picture 
with the proven fungicide team from 
CHIPCO*. Available from your crop 

tile Chipco Aliette/Chipco 26019 ITs^tZy. 
Brand Fungicide FiinoiriH«» 

Fungicide 
USE READER SERVICE #48 

s with any crop protection chemical, always read and follow instructions on the label CHIPCO and ALIETTE arc registered trademarks of Rhonc-Poulcnc £ 1992 Rhonc-Poulcnc Ag Company 



Irrigation 
(continued from page 35) 

associations" he said. "Custo-
mers are looking to spend less 
time maintaining their lawns, and 
many of them also only want to 
devote a minimal amount of time 
talking to irrigation contractors. 

"We like to focus primarily on 
our design work — how it will 
be installed and how it will func-
tion." 

QUALITY SERVICE. "I think that 
most contractors don't go out 
there and sell the quality of their 
businesses," Keesensaid. "They 
need to sell that and they need to 
sell the service they provide. Peo-
ple want to know that when they 
make a call, they can get a re-
sponse." 

Keesen said that quality can be 
"sold" through references and 
during the sales presentation. 

Dobson said his quality irriga-
tion designs are his best selling 
point. "Our best marketing tool 
is the actual design that we do for 
them." 

Skinner sells his clients on the 

value of the landscape, and irriga-
tion's role in maintaining that 
value. 

"One of the first things I try to 
impress on people is that they have 
a tremendous investment in land-
scape," he said. "For a typical in-
stallation, irrigation is only 5 per-
cent to 10 percent of what they 
may have spent on plants and sod-
ding and seeding. So at that point, 
it's easy to impress on them that 
irrigation is worth it. For a mini-
mal investment, they can ensure 
that their landscape will hold its 
value." 

In East Detroit, Brown has 
found that quality service means 
being attentive to client needs and 
concerns, and providing certain 
services at no extra charge. 

New installations, for example, 
are provided with gratuitous 
winterization and spring startup 
services. "That demonstrates to 
the client that we're in the business 
of irrigation. We're not going to 
put the system in and leave them 
stranded," he said. 

"We have a 24-hour mainte-
nance crew. If a pipe bursts, we 
can send somebody out im-

mediately. So that tends to help 
in selling contracts too." 

Brown also emphasizes to 
clients that D&J Lawn & Snow 
is a full-service company with 

"Most contractors 
don't go out 

there and sell 
the quality of 

their businesses." 

knowledge in all aspects of land-
scape maintenance. 

"Clients like to see that we have 
an irrigation division because we 
know how much water certain 
plants need. An irrigation com-
pany doesn't necessarily have that 
knowledge." 

THE EXTRA MILE. Ingenuity and 
perseverence are the final ingre-
dients of a successful marketing 
plan. Some companies simply put 
more effort into attracting new 

clients than others. 
For Brown, that means offer-

ing an annual flowers program 
which requires that each bed be 
watered. "When we sell an an-
nual flowers program, there has 
to be a sprinkler program in there 
as well," he said. 

Skinner said going the extra 
mile means getting involved as 
early as possible in new home 
construction. To do so, he scans 
the newspapers for listings of new 
building permits and keynotes the 
more upscale transactions. From 
the builders, he learns who's buy-
ing the properties and goes to 
work from there. 

"It's a great way to get work and 
prequalify yourclients," he said. 

Skinner typically shuns new 
home sales below $200,000 be-
cause, "very rarely will home-
owners under $200,000 think of 
irrigation services. A guy who's 
building a $75,000 house is not 
likely to get anything beyond a 
landscape." • 

The author is Associate Editor of 
Lawn & Landscape Maintenance 
magazine. 

Professional Turf Equipment 

for 

F. D. Kees Mfg. Co. • 700 Park Avenue • Beatrice, NE 68310 
Phone 402-223-2391 • FAX 402-228-2258 
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MULTI-PURPOSE 

TURF EDGER 

Just like a small sod 
cutter, the Blade does 
not spin, the oscillating 
motion does not throw 
debris. 

Self-propelled and push 
models available. 

Rugged design for 
commercial use. 

Disc Blade 

1 

Optional Blades: 

^ Disc Blade for cutting straight edge 
along sidewalks and driveways. 

Right Angle Blade for golf course . 
sand traps, and flower beds. 

^ V Blade for removing a strip of turf R i g h t A n g i e B i a d e 

along a sidewalk. 
V - B l a d e 

Turfco Mfg., Inc. 
1655-101st. Aveneue NE 
Minneapolis, MN 55434-4420 
(612) 785-1000 Fax (612) 785-0556 

Write or call 
for detailed 

literature 
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Kees 36" and 48" mowers 
• Scissor idlers... 

No downhill runaway 
Steerable reverse 

• KEVLAR* reinforced twin-cog 
belts 
• Kees exclusive 

"Ultratrac"adjustment 
wet conditions 



THE POPULAR G-TYPE 
The World's Best-Selling Gear-Driven Sprinkler 

G-Type sprinklers are ideal for use in most turf and landscape applications. They 
feature 12 interchangeable nozzles to vary the discharge rate from .5 to 14.4 GPM, 
and the radius from 22' to 52'. This versatility means less inventory and faster 
installation. 

The G-Type is available as a 4" pop-up, a shrub model and a 12" pop-up. All 
models are offered with new low angle nozzles and optional built-in drain check 
valves. The 4" pop-up also has an optional stainless steel riser. 

All G-Type sprinklers feature a two-year, over-the-counter exchange warranty. 

The PGP 
4" Pop-Up 

Gear driven 
for quiet 

operation. 

H n i i l e r T h e I r r i g a t i o n I n n o v a t o r s 

1940 Diamond St. • San Marcos, CA 92069 • 619 / 744-5240 • FAX: 619 / 744-7461 
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COMPOST QUALITY 

USERS 
BEWARE? 

As the need for compost 
increases, the numbers supplying 

product will also expand. 
Landscapers should be prepared 

to demand consistent, 
quality compost. 

By Ron Alexander 

OVER THE PAST 15 years, the 
composting of organic waste 
materials has become an extreme-
ly popular solid waste manage-
ment tool. The composting of 
sewage sludge became a pre-
ferred mode of management in the 
'80s, and it's possible the '90s will 
find the same trend in dealing with 
leaf/yard waste and municipal 
solid waste. 

The composting of food pro-
cessing residues, animal manures 
and other agricultural wastes are 
also on the increase. Keeping 
these trends in mind, there is no 
doubt that the volume of compost 
available to the green industry will 
increase exponentially by the end 
of the decade. 

As compost quantities increase, 
more companies will be trying to 
sell products. This is a plus, be-
cause high quality compost has 
proven to be a valuable commodi-
ty to the landscape industry. Un-
fortunately, as the volume of com-
post and the number of compost 
producers increase, the likelihood 
of inferior product finding its way 
to the market also increases. 

The benefits of using compost 
are numerous. Compost: 

• is rich in organic matter 
• is rich in macro- and micro-

nutrients 
• improves friability/workabili-

ty of soil 
• improves cation exchange 

capacity of growing media 
• can improve drainage and per-

colation rate of growing media 
• can improve water-holding 

capacity of growing mix 
• can suppress soilborne plant 

pathogens 
• is relatively inexpensive 
However, in order to cash in on 

the benefits of using compost, it 
is important to understand what 
is being purchased. By under-
standing what to look for when 

90 USE READER SERVICE #93 

selecting compost, the chance of 
receiving a product which is in-
ferior in quality, or inappropriate 
for a particular application, will 
be minimized. 

COMMON MISCONCEPTIONS. In 
order to properly use compost 
products, it is important to under-
stand what they are, what they are 
used for and to dispel any miscon-
ceptions. Composted organic 
materials are often referred to as 
"fertilizers" or "artificial top-
soils." They are neither. 

Fertilizers are purchased and 
used for their innate nutrient val-

The screening process: 
Compost produced with dif-
ferent levels of refinement 
have different uses. 

ue. They supply plants with the 
nutrition they need to flourish. Al-
though some composts are used, 
in part, because they contain ap-
preciable amounts of nutrition, 
long-term benefits come from 
their content of organic matter. 

Dictionaries define topsoil as 
"the surface or upper part of the 
soil." Individuals who use top-
soil define it as a naturally pro-
duced media consisting of sand, 
silt and clay, organic matter, trace 

amounts of nutrition and other in-
erts, in which turf, trees, etc., can 
be grown. 

Compost is not topsoil because 
it cannot be used in the same man-
ner as topsoil. Generally, it is not 
a good idea to grow plant mater-
ials in 100 percent compost; 
whereas, most plants can survive 
in good quality topsoil. 

Compost is a material pro-
duced from decomposed organic 
substances which often contain 
some fertilizer value. Compost is 
used as an amendment or additive 
to soils and other growing media 
because of its positive physical, 
chemical/nutritional and biolo-
gical effects. 

Another misconception is that 
all composts are alike. Although 
many composted materials are 
similar visually, chemical and 
biological properties may differ. 
For example, sludge composts 
have a higher nitrogen content 
than municipal solid waste com-
posts, and animal manure and 
mushroom composts have a high-
er soluble salt content than leaf/ 
yard waste composts. 

Compost produced from dif-
ferent feedstocks and with dif-
ferent levels of refinement, have 
different specific uses. For exam-
ple, compost produced from 
municipal solid waste will gene-
rally possess a greater water hold-
ing capacity than other composted 
materials. This is because the 
waste stream, from which it is 
produced, contains a great deal 
of paper. This compost is there-
fore ideal for use in areas where 
drought conditions exist (sandy 
soils) or where low maintenance 
occurs (roadsides). 

SPECIFICATIONS. The type of 
compost used on a specific pro-
ject will depend on the product's 

(continued on page 42) 

APRIL 1992 • LAWN & LANDSCAPE MAINTENANCE 



You cant 
grow wrong 
with Shaw's 

w n * » i a o « i u u o « n 

1 
Üf DowElanco 

Shaw's Turf Food Insect 
Control with DURSBAN 

We have over 40 years of experience 
supplying the highest quality turf 
products to our satisfied customers. 
Our Shaw's Turf Food Insect Control, 
containing Dursban, can be uniformly 
applied to any home lawns and other 
ornamental and recreational turf grass 
areas. This Shaw's product controls 
insects while feeding your lawn and 
turf areas. 

Shaw's offers fertilizers from the top of the 
line to economical general use-plus 
custom grades that are prepared to 
exact customer specifications. 

Shaw's product "excellence" is 
maintained and guaranteed by strict 
quality control throughout the blending, 
packaging and shipping processes. 

KNOX FERTILIZER COMPANY 
P.O. BOX 248, KNOX, INDIANA 46534 
PHONE: (219) 772-6275 / FAX: (219) 772-5878 

Id 

I 
USE READER SERVICE #64 



Users Beware? 
(continued from page 40) 

characteristics and the use for 
which it is intended. Therefore, 
it is imperative to understand 
enough about compost to know 
which products should be used 
and where. 

Although it is difficult to de-
scribe the perfect compost for a 
particular use, an ideal "general 
use" compost should possess 
these qualities: 

1. Organic matter content of 50 
percent or more 

2. Meets state and federal regu-
lations 

3. Moisture content between 
35 percent and 50 percent 

4. Density weight of approx-
imately 1,000 lbs. per cubic yard 

5. pH of between 6 and 7 
6. Carbon/nitrogen ratio of ap-

proximately 30:1 
7. Adequately cured/mature 
8. Screened to meet specific 

needs 
9. Free from weed seeds 
10. Free from objectionable 

odor and foreign matter 
Understanding why specific 

product quality issues are impor-
tant will help you purchase and 
use a product which best suits your 
specific needs. 

Product consistency. Regard-
less of the quality of the compost 
being used, it is important its 
quality and characteristics do not 
significantly vary from load to 
load. Even a "poor quality" com-
post has specific end uses, as long 
as its characteristics remain consis-

tent. 
Only through the production of 

consistent product can long-term 
markets be found for its use. Con-
sequently, both contractors and 
customers must make sure com-
post suppliers can guarantee con-
sistent product on an ongoing 
basis. 

Moisture content. The moisture 
content of compost is important 
to product users because it affects 

Plant material feedstocks await 
composting. 

product handling. Compost 
which is dry, under 35 percent 
moisture, can be dusty and irri-
tating to work with. If it becomes 
too dry, it will become hydropho-
bic and not easily re-wet. 

Compost which is wet, more 
than 50 percent moisture, can be-
come heavy and clumpy, making 
it difficult to work with. Compost 
which is too wet can also cause 
application difficulties and extra 
expense in delivery. 

Avoid using dry compost in 
plant growing mixes because it 
may cause the mix to become 
hydrophobic. Avoid using wet 
compost on projects where exten-
sive hand work is necessary. Wet 
compost is probably best used on 
large soil incorporation projects 
where the product can be spread 
and incorporated by mechanical 
means. Also, note that the com-
posting process can only take 
place within specific moisture 
parameters. So, product which is 

(continued on page 44) 
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A LEGACY IN QUALITY SEED. 
FROM RESEARCH TO YOUR TURF. 

There are over 40 proven varieties and over 25 
turf formulations behind the Medalist America 
name. They include proprietaries, new varieties, 
and exclusive blends. 

And there's much more behind Medalist. 
There's over 25 years of some of the industry's 
most extensive plant breeding and turf research 
programs. There's a team of experienced turf 
sales specialists who know which varieties and 
blends are right for you. And there's a nationwide 
distributor network that makes sure you get what 
you need, when you want it. 

Medalist America. A very real symbol of quality 
in turfgrass seed. 

Contact your Medalist America turf distributor 
for complete information. 

Locations in: Minneapolis, MN, Tangent, OR, 
Downers Grove, IL, New Brunswick, NJ. 

© 1992. Medalist America USE READER SERVICE #79 



Users Beware? 
(continued from page 42) 

excessively wet or dry, may not be properly 
composted. 

pH. The pH of a compost product depends 
on the compost feedstock, additives (lime), 
and the composting process itself. Most com-
mercially available composts have a pH of be-
tween 5.5 and 7.5. In some products lime is 
added before or after the composting process. 

Unlimed composts are commonly consid-
ered more versatile products because they can 
be used in more applications. This is because 
limed compost is more difficult to buffer or 

more difficult to alter its pH for a specific use. 
Compost with a lower pH, and ones which 
are not limed, are better to use in soils which 
have a high pH or in commercial growing 
mixes. Most greenhouse and nursery crops 
are grown in media possessing an acidic pH. 

Compost with a higher pH, or ones which 
have been limed, are better to use in acidic 
soils or in areas where a more basic growing 
media is needed. Never use limed compost, 
or ones that possess a high pH, when growing 
acid-loving (ericaceous) plants. 

Texture. The texture or particle size of com-
post is affected by both degradation occurring 
in the compost process, and by product screen-

ing. Almost all commercially available com-
posts are screened. Th is enables the producer 
to market a product which is consistent in par-
ticle size and free from foreign matter. 

The size of the screen used depends on both 
the type of compost being screened and the 
targeted markets for which its use is intended. 
Finely screened composts are excellent to use 
as turf topdressings, and are usually found more 
appropriate to bag. Coarser products may be 
used in growing mixes where texture may im-
prove drainage, or in soil incorporation pro-
jects where the bulk density of the soil needs 
to be decreased. 

Compost produced from specific feedstocks 
must be more finely screened to produce a 
highly marketable product. For example, com-
post produced from municipal solid waste is 
known to contain more man-made inerts such 
as film and hard plastics. These materials can-
not be entirely removed before composting, 
and must therefore be removed through screen-
ing after composting is complete. To accom-
plish this, a 1/4-inch screen (or the equivalent) 
is usually used. 

Odor. Compost products, like many prod-
ucts, have a distinguishable odor or scent. Prop-
erly composted materials have a discernible 
earthy scent. Compost should never possess 
a sulfurous or ammonia-like odor. These odors 
could be the result of improper composting 
or of poor storage conditions, and may be unac-
ceptable for certain applications. 

Because excessive odor may be the symp-
tom of a more serious problem, it's advisable 
not to use odorous composts on high valued 
crops such as nursery and greenhouse plants. 
To avoid potential complaints, the use of com-
posts possessing objectional odors should be 
avoided in areas which are highly trafficked 
such as homeowner lawns or high profile com-
mercial sites. 

It is also important to note that normal com-
post odors dissipate rapidly once the product 
is applied, and are usually non-existent once 
the compost has been mixed with other mat-
erials. 

Curing. Proper curing (stabilization) is es-
sential to the production of a high quality com-
post. During curing, compost has the oppor-
tunity to further stabilize, pile temperatures 
decrease and moisture content is reduced. Cur-
ing also allows for the reduction of soluble 
salts and the continuation of pathogen de-
struction. 

Proper and thorough curing will improve 
the quality of composts which have not been 
thoroughly composted. These "immature" 
composts may stunt plant growth, cause ni-
trogen immobility and may contain phytotox-
ic materials. When immature compost is ap-
plied and begins to decompose, it uses nitrogen, 
thus robbing nutrition which could otherwise 
be used by the plants grown in it. 

Immature compost may also contain organic 
acids which are detrimental to seed germina-
tion and plant growth. Tests have been devel-
oped which can determine whether a compost 

(continued on page 46) 

I'm very satisfied. They are simple to program, 
do everything you need and are well priced. 

John Mueller, Mueller Sprinkler, Westminster, Colorado 

o 

o 

Since installing the LM, I have cut my installation and 
programming time in half. I also have had less call backs. 
Bruce E. Vidinhar, Sound Landscaping & Maintenance Silverdale, WA 

We have lost NO programs due to lightning or 
marginal electric service, and That's a Fact! 

John A. Heidman, Irri-Tech, Dallas, Texas 

Weather * matic 
Made in the U.S.A. 

m m . 
The Ultimate Turn-On 

Water 
Conservation 

Just Got 
Easier 
Green-Tech 
April 29-30 

1992 
See the 

LawnMate 
at Booth 

#1017 

Test Post 
LCD Display 
Stack Timing 
Multiple Programs 
Multiple Start Times 
Remote Sensor Circuit 

Station Dial 
Water Budgeting 

Long/Short Timing 
7-Day Battery Back-up 

Start-up/Back-up Program 
Weekly/Interval Calendar 
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The New Name in NITROGEN! 
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 professionals 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 

ZST for release 
~ • Minimeli 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 

i N O R - A M . 
NOR-AM CHEMICAL COMPANY 

A Schering Berlin Company 

3509 Silverside Road. PO. Box 7495. Wilmington. DE 19803 

IMPORTANT; Please remember always to read and follow carefully all label directions when applying any chemical. 
Copyright © 1989 NOR-AM Chemical Company All rights reserved 
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Users Beware? 
(continued from page 44) 

is mature or not. Mature composts have a car-
bon/nitrogen ratio of between 25-30:1. 

Keep in mind that product quality is con-
trolled by many factors such as proper com-
posting and curing, storage and environmen-
tal conditions, the chemical makeup of the com-
post feedstock and screening/final processing. 
It is important to know as much about your 
compost supplier or producer as possible. 

Along with the assurance of product quali-
ty, we as customers have other specific needs 
which are important to discuss. 

CUSTOMER NEEDS. As more compost is pro-
duced and marketed, landscapers will have 
the task of choosing a supplier. Hopefully, in-
creased competition for business will improve 
the quality of product available, keep prod-
uct pricing in check and improve customer 
service. 

It is important to find a reputable supplier. 
A supplier should have a history of good 
customer service, be reliable and provide high 
quality, consistent products. Whether your 
compost source is a facility or broker, it must 
be able to provide product when needed. This 
need is accentuated because of the seasonability 
of the landscape industry. 

In order to assure product availability, it's 
helpful to know the production and storage 
capacities of your source facility. How a pro-
duct is going to be delivered to your site and 
who will arrange for delivery are other ques-
tions which should be considered. 

It is important that your supplier not only 
employ reliable truckers, but truckers with the 
proper equipment to del iver compost. The size 
of the truck and the mode of unloading the 
compost must meet your specific site re-
quirements. Remember, it is often more im-
portant to have the product delivered when 
and where you need it, than it is to get the 
cheapest price. 

Your compost supplier should also be able 
to supply you with specific technical data and 
compost use assistance. They should be able 
to supply you with test data in support of their 
product quality claims and even arrange a per-
sonal visit to the compost facility. Your sup-
plier should also be able to provide research 
data pertaining to product use, as well as de-
tailed product literature which explains how 

Compost quality 
is controlled by many 
factors; it's important 

to know as much about 
your supplier or 

producer as possible. 

prentox * is a registered trademark of Prentiss Incorporated. Dursban* is a registered trademark of DowElanco. 
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to optimally use the product. 
In order to satisfy any of your other product-

use needs, your supplier should employ a ser-
vice-minded staff that can assist you in work-
ing through daily situations and problems. Your 
supplier should also provide you with access 
to technical representatives who can supply 
in-depth product-use assistance. 

A good supplier is also open to your sugges-
tions and willing to work to satisfy your par-
ticular needs. 

Bear in mind that there is a cost involved 
in responding to customer needs, and even 
many of the qual ity issues. Buy ing an inferior 
product for a superior price is no deal. Also, 
if a supplier can provide you with the technical 
assistance and service you desire, don t be 
afraid to pay for it. 

Remember, every compost product is dif-
ferent, every supplier is different and so is every 
customer. Don't be afraid to find the ones which 
best suit your company's needs. R 

The author is the compost marketing/utiliza-
tion specialist for E&A Environmental /EM-
CON Inc. He is responsible for directing all 
compost marketing studies and use programs 
at E&A, and is currently managing its com-
post marketing assistance program. 
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Use Prentox' brand insecticides to prevent insect damage 
to turf and ornamentals. Products include Chlorpyrifos 

(Dursban ), Diazinon, Lindane, Malathion and 
Methoxychlor Emulsif iable Concentrates, wettable 
powders and granules. Call your local distributor 

for further information. 

prentox' 
Turf and Ornamental Products 

C.B. 2000 Floral Park, NY 11001 • (516) 326-1919 
15 S. Prospect Ave., P.O. Box 701, Park Ridge, 

IL 60068-0701 • (708) 825-0020 
P.O. Box 40301, Fort Worth, TX 76140 • (817) 293-9649 
P.O. Box 55, Roswell, GA 30077 • (404) 552-8072 



After 4 years of 
U.S.DlA."No Irrigation" tests, 
Monopoly bluegrass wins 

'The Green Camel' 

NATIONAL KENTUCKY BLUEGRASS TESTS 
9 "No Irrigation" Evaluations in 4 Years 

AMES, IA 
STATION 

WASH. DC. 
STATION 

ILLINOIS (2) 
STATION 

LEXINGTON, KY 
STATION 

Monopoly Rank 

1987 2.0 NO 
TEST 

NO 
TEST 1.0 

Monopoly Rank 

1988 7.0 3.0 NO 
TEST 

NO 
TEST 

Monopoly Rank 

1989 7.5 3.5 NO 
TEST 

NO 
TEST 

Monopoly Rank 

1990 8.0 3.0 2.0 NO 
TEST v 

1 NO. 1 EQUALS HIGHEST RANK, 72 VARIETIES TESTED | 
I From 1987 through 1990, nine MNo Irrigation" tests have been 1 
1 conducted under the National Turfgrass Evaluation Program. 1 
1 During those four years Monopoly Kentucky bluegrass earned 1 
I by far the highest ranking. So, we named it the "Green Camel"— 
1 the winner in low-maintenance, "No Irrigation" evaluations. 

Today, when water is a constant concern and we're 
all environmentally sensitive; when maintenance 
dollars are tight; when fast-emergence is impor-
tant—you can't find a better Kentucky bluegrass 
than "Recommended-Category I" Monopoly. 

For four years running, Monopoly has earned the 
best average evaluation in U.S.D. A. "No Irrigation" 
tests. No other bluegrass came close! So, we call 
water-wise Monopoly "The Green Camel". 

Add Monopoly's fast-emergence history (65% in 
5 days) and you get a low-maintenance, ecological, 
fast-up winner. You get a bluegrass that excels alone 
or in your high-performance turf-grass mixes. 

For complete U.S.D.A. reports covering 
1987-1990 and the name of your 
nearest distributor— write, fax or call 

PETERSON SEED 
COMPANY; INC. 
P.O. BOX 346, SAVAGE, MN 55378 
PHONE 612-445-2606 WATS 800-328-5898 
FAX 612-445-1679 
USK READER SERVICE #7S 



You might think using less 
insecticide means you'll have to put 
up with more insects. But that's not 
necessarily the case. Because how 
you use your insecticide is as im-

the right tactics, you can use a 
less and still get excellent results, 

Here's a good example. By 
mixing insecticide with insecticidal 
soap, you can reduce the amount 

lamentais by about fifty per-

cent. Insecticidal soap controls 

most soft-bodied insects and mites. 

By adding insecticide, you'll also 

take care of tougher insects, like 
tant as how much you use. With of insecticide you need on your scales and worms. University studies 

A Ihwvays to bahi 
ith your love for die em 

^ DowKlanco 



Studies show that Dursban delivers better chinch 
bug control at lower rates than other insecticides. 

suggest you may get better m 

control than you get with in sec-7* 
ticide alone. 

Knowing exactly when to apply 
insecticide helps, too. For example, 
adult black turfgrass aetinius are 

/ cide gives you so much control at 
such a low rate. It's available in 

water-soluble packets. And it can be 
bio-monitored, which can reduce 
the likelihood of over-exposure. 

Now, we realize you probably 

ce your hate for insects 
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first present at the same have some questions. That's why 

time the black locust tree we created The Turf Manager s 

blooms. Make your insec- Guide To Responsible Pest Manage-

ticide application then, ment. It's 44 pages packed with 

and you'll get the most ef- * f ^ J^ information on the latest tech-

ficient, effective control. m|| ^ niques for 

Your insecticide it- 7 . . controlling 
Dursban M 

isects, 

eds and 

turf diseases. 

For a free copy, 

just return 

the coupon, oFcall our toll-free tele-

phone number. 

Because when you apply a little 

knowledge, you don't need to apply 

as much insecticide. 

Why A dulls Should Spend 
Time Catching Bugs. \ 

If you want better results from the 
insecticide you use, insect traps can 
help. They allow you to find out when 
certain pest insects are present and 
time your insecticide applications ac-
cordingly. Insect traps are inexpensive, 
easy to use, and they'll help you get 
greater control using less insecticide 

Pitfall Trap 

Pheromone Trap 

self can also make a difference. 
After all, different insecticides work 
at different rates. Which is why 
Dursban* insecticide could be your 
best choice. 

Just one pound active ingredi-
ent per acre controls chinch bugs, 
billbugs, sod webworms and a host 
of other insects. No other insecti-

Send me the following 
Management Guide (s): 
• Cool Turf • Warm Turf! 
• Landscape and Nursery 
Mail To: DowElanco 

Box 3064, Cedar Rapids, IA 52406. 
1-800-729-3693 ext. 2592. 

Name 

Company 

Address 

City 

Zip 

_ State. 

. Phone ( -

The chemistry is right. 
Dursban is available in liquid, dry flowable, granular and 

fertilizer formulations. "Trademark of DowElanco. 
t 1992 DowElanco. 
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ON THE HORIZON 

WORKING 
WITH 

WETLANDS 
From clipping hedges to 
wading through water: Are landscapers 
succeeding in the transition? 
By Bob Gitlin 

FEDERAL LAWS EN ACTED to 
protect America's wetlands have 
created a new business sector for 
landscapers. Crews that once 
trimmed hedges are now slop-
ping around in harbor shallows 
trying to get little plants to take 
hold, or wading into freshwater 
shallows to staple indigenous 
plants to creek beds or doing a 
host of other work to make sure 
that commercial development is 
offset by efforts to put back what 
was lost — and then some. 

John Talley, wetlands manager 
at Ruppert Landscape, Ashton, 
Md., supervises tidal and non-
tidal mitigation projects. Al-
though they're active in restoring 
wetlands, Ruppert nurseries do 
not grow wetlands species. For 
those, the company goes outside, 
usually arranging to have them 
custom-grown. Ruppert has been 
involved in wetlands mitigation 
since 1985. 

' T h e problem is the basis for 
legislation requiring this work is 
not founded on science, but on 
politics," Talley said. "Nobody 
wants to lose wetlands. They im-
prove water quality, control floods 
and protect wildlife. But the value-
laden judgment implicit in the 
drive to protect wetlands does not 
translate easily into something we 
can apply in specific situations." 

Ruppert's first wetlands mitiga-
tion project was in response to a 
solicitation. The 45-acre Balti-
more Harbor project, intended to 
correct for a tunnel that was put 
through the harbor, was a chal-
lenge to the Ruppert braintrust, 
and a backbreaking chore for its 
laborers. 

"We had to furnish marsh 
plants," Talley said. "Our initial 
response was, 'We don't have the 
slightest idea what this is all 
about.' But we found out not too 
many people out there knew much 
more than we did. With a little 
effort and ingenuity, and some ad-
vice to get us over the learning 
curve, we became successful at 
it. We're always talking to plant 
suppliers, government regulators 
and environmental scientists who 
design projects." 

Some sort of trai ning is recom-
mended for landscapers, although 
not required, because wetlands 
mitigation is a tricky business. 

"In ornamental landscaping, if 
you get the basic environment 
established, the material will set 
up and thrive," Talley said. "It 
has a broader range of adaptability 
than wetlands material. For wet-
lands mitigation to work, the site 
has to have just the right grade, 
hydrology and soil conditions. If 
any of those three things is miss-

ing, you're looking at a project 
that'll fail." 

Hydrology is the bear. "Critical 
elevational differences are meas-
ured in inches. Even hydrologists 
feel good talking in terms of feet." 

OPENING NEW MARKETS. Flori-
da is a hotbed of wetlands mitiga-
tion projects, and it's making 
Brightman Logan quite a success-
fill business owner. He's president 
of Central Florida Native Flora, 
a nursery of native materials 
based in San Antonio, just north 
of Tampa. 

"We grow indigenous centuries-
old Florida plants for landscap-
ing and restoration work," he said. 
He grows plants specified by the 
Department of Environmental 
Regulation. "We used to do a lot 
of installation work before going 
almost totally to growing. We did 
swampy areas, lakes and reten-
tion ponds." 

Retention ponds are common 
tasks. They serve as settling areas 
for heavy metals before they pene-
trate the aquifer. 

Marvin Gross's Marvin's Gar-
den & Landscape Service, Sara-
sota, Fla., buys native species 
from Central Florida Native Flora 
to meet the demands of wetlands 
mitigation projects. But it's a 
headache business he'd just as 

soon avoid. Landscape contrac-
tors who win bids on wetlands 
mitigation projects often find 
themselves giving the job away, 
Gross said. 

"I did one of the first mitigation 
projects for beach restoration; we 
planted half a million two-inch 
plants on 14 miles of Jacksonville 
coast." Mitigation phosphate 
mines is another common project 
for a landscaper to get involved 
in, he said. Tens of thousands of 
seedlings are planted, another la-
bor-intensive job. 

HONEST WORK? Steve Beeman, 
president of Ecoshores, Port 
Orange, Fla., accuses the land-
scape industry of introducing in-
eptitude into a legitimate industry. 
Beeman has been doing wetlands 
mitigation for 14 years. He grows 
some of his own stock and buys 
the rest. 

Ecoshores creates and enhances 
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saltwater marshes and swamps, as 
well as freshwater marshes and 
hardwood swamps. He calls this 
"aquatic landscaping." After com-
ing from the University of Hawaii, 
where his master's in marine bio-
logy had keyed on shark studies, 
Beeman worked for the state of 
Florida to try to get people to spare 
wetlands. 

Frustrated after four years, he 
started Ecoshores, concerning 
himself largely with salt marsh 
reconstruction and erosion con-
trol. "We planted shoreline mar-
shes, such as spartina and man-
groves. This controlled erosion, 
and it was an alternative to building 
sea walls. It was cheaper; you 
didn't need a permit. And it was 
better for the environment, be-
cause you created a fish spawn-
ing ground." 

As wetlands laws were insti-
tuted in the middle 1980s, 
Ecoshores found itself involved 

in heavy competition with a lot 
of others, not all as professional 
as his own ecologically driven 
teams, he said. He said 60 per-
cent to 70 percent of the people 
doing wetlands planting in Florida 
are not qualified to do so. 

Determining the hydrological 
regime of the system you're try-
ing to copy is the biggest problem. 
How much will water fluctuate? 
For how long? During what times 
of the year? Which plants live in 
each zone of that fluctuating water 
level? 

"If you're off by six inches in 
your guess, your entire planting 
scheme's going to fail," Beeman 
said. 

In Florida, any mitigation plan 
must be signed and sealed by an 
engineer. "In a lot of cases, the 
engineer hires or consults a bio-
logist, who seals his drawings. 
That makes sense." But many 
others, even suspecting their own 

uncertainty or ignorance, fudge 
through rather than pay someone 
for help. 

Beeman recently visited a job 
site in Brevard County, where the 
plan was to create a five-acre mit-
igation area for a new state road. 
One local spartina grass is a salt-
tolerant freshwater plant. An-
other, a salt marsh plant, has to 
go under water twice a day dur-
ing normal tides. The engineer 
had specified the tidal species, a 
non-indigenous plant. 

Beeman had to tell the relevant 
agencies the plant was wrong and 
get it changed to specify the salt-
tolerant grass. 

"The problem results when 
there's no one to catch it," he said. 
"The engineering guy doesn't 
know what he's doing, the plant-
ing guy doesn't know what he's 
doing and certainly the owner/ 
developer guy has no clue. It's 
planted wrong and the plants die." 

Wetlands preservation pre-
sents new challenges to land-
scapers. Photo: Ruppert 
Landscape. 

At the low end of the ethics 
spectrum are operators who steal 
their version of the required plant 
life from protected woodlands, 
rather than spend money at a nur-
sery, he added. A lot of unscru-
pulous contractors — including 
landscape operators—do not guar-
antee wetlands mitigation work, he 
said. If the state cries foul, the 
developer is asked to redo the 
work but doesn't always comply. 

"A lot of these projects are listed 
as failures. Because there have 
been so many in Florida, house 
and senate subcommittees are 
looking at changing the rules on 
mitigation, revoking a valuable 
tool for putting back what we've 
lost. It's a system designed to fail." 

Florida's DER found last year 
only 30 percent of mitigation pro-
jects succeeded. "I revisited every 
project I ever planted in this state. 
It took six months. I documented 
what had been done, what species 
had been planted, what we'd done 
about problems, how we made the 
project work. Of the 726 acres I'd 
planted in 14 years, 704 had grown 
in to the point where you couldn't 
see the ground. My success rate 
is 96 percent." 

RE-CREATING NATURE. David 
Drylie is a landscape architect 
whose Green Images of Christ-
mas, Fla., 20 miles east of Orlan-
do, specializes in both growing 
native plants and wetlands mitiga-
tion installation work. Ground 
Control Landscaping in Orlando 
subcontracts its wetlands work to 
Drylie. Actual installation — dig-
ging a hole and putting a plant in 
— is not so different from typical 
landscape construction, he said. 
"The problem comes from the 
fact that they're trying to re-create 
a natural system, and there are so 
many precise factors involved: 
hydrology, slope, pH, etc." 

Green Images commonly is 
asked to supply and install shore-
line herbaceous plants and hydric 
trees such as Cyprus and black 
gum. Florida's ample wetlands 
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often abut the well-drained soils 
of uplands. A developer of 100 
acres must, in order to get to the 
upland acres he wants to build on, 
put a road over a creek or swamp. 
Usually Florida is flexible and lets 
him do that, but replacement in-
structions of as high as 10 to 1 are 
not uncommon. 

"The county is involved, the city 
can be involved, the state water 
management districts, then the 
DER and Army Corps," Drylie 
said. "The original permitting pro-
cess can go on for a year or more." 

Rich Akerman, president of 
Northwest Landscape Industries 

in Tigard, Ore., does wetlands 
projects both for other contrac-
tors and for developers. 

"We've been involved in stream 
restoration," he said. "Some 
streams are heavily overgrown 
with brush, yet land on both sides 
has been developed. Some federal 
or state or county agency deems 
this a wetland. We go in and work 
on the creek to make sure drainage 
is taken care of. We might recon-
struct part of the creek bed, work-
ing with rocks to speed water 
movement and clean the water bet-
ter. And we replant the native 
plants." 

Akerman claims some respon-
sibility for rebuilding the habitat 
of the once-threatened redleg 
frogs, who now thrive in his mit-
igation site. "They've been repro-
ducing for a number of years 
now," he said. 

RED TAPE. The difficulty in mov-
ing from traditional landscaping 
to wetlands mitigation is mostly 
in understanding politics, Aker-
man said. 

"You have to understand all the 
regulations. You have to work with 
a lot more governmental organiza-
tions. Here in Oregon, our pro-

jects involve the Audubon Socie-
ty, state forest-service and wild-
life-preservation groups and fede-
ral and county groups. They're 
all looking over your shoulder, 
wanting to make sure the project 
is done right. Then you have to 
look out for the developer." 

The toughest part of wetlands 
work, he said, is uniting disparate 
groups through communications. 

Some landscape contractors 
who want to really learn some-
thing about wetlands mitigation 
take a short course at the Center 
for Urban Horticulture in Seat-
tle. Professor Kern Ewing, a plant 
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ecologist, teaches some of those 
sessions. His specialty is wet-
lands. "I personally look at things 
like environmental management, 
which involves restoration pro-
jects," he said. 

There have been plenty of 
mistakes in the Northwest in wet-
lands mitigation, commonly in-
volving misjudged hydrology. A 
common scenario: "They ex-
pected water to be there and it 
wasn't. Some aspect of the pro-
ject has cut off the water source 
or water supply. Maybe they build 
the wetlands too high." 

The Center for Urban Horticul-

ture has given two wetlands semi-
nars in the last year. The last of 
these one-day courses attracted 
200 people, Ewing said. 

"Generally we get three or four 
people with experience in the 
field. Our last seminar was on 
soils, and there were general talks 
on wetland soils and their 
chemistries. The seminar before 
that, we had one guy who'd de-
signed restoration projects, and 
another who grew wetland plants 
and I gave a talk on the function-
ing of wetland plants." 

Ron Vanbianchi, president of 
Pacific Wetland Nursery in King-

ston (greater Seattle area), has 
taken coursework at the center. 
He runs a nursery and does con-
sulting, identifying wetlands and 
coming up with designs. He 
works closely with landscape con-
tractors looking to make an honest 
effort in wetlands work. 

"There's a lot of call for emer-
gent plants like sedges, carex, 
rushes, cattails and bulrush," he 
said. "They're generally referred 
to as virgin plants because they 
grow in shallow water from zero 
to 12 inches. And then for the mar-
gin and seasonally flooded areas, 
we grow a lot of willows, red osier, 

dogwood and conifers like West-
ern hemlock and red cedar." 

Landscape contractors do face 
what can be a daunting transition, 
he said. "They've been doing 
manicured landscapes. Usually 
mitigation plans specify a wet-
lands biologist must oversee the 
work. That helps, but there's a 
tendency for people who come 
from manicured traditional land-
scaping to put things in rows with 
equal spacing. That's not how 
things occur in nature." • 

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

STIMULATING 

PLANT 
GROWTH 

Fertilizer nutrients are designed 
to stimulate plant growth, among 
other things, but shouldn't be 
viewed as a panacea. 
By Steve and Suz Trusty 

Nutrients in fertilizers stimulate plant growth and increase flower-
ing or fruiting. 

CUSTOMERS OFTEN VIEW 
fertilizer as a wonder treatment, 
an instant cure-all for whatever 
ails a plant. If the lawn is looking 
less than perfect, fertilize it. If the 
flowers aren't blooming or the 
shrubs are getting thin, yellow, 
or spotted, fertilize them. 

In reality, fertilizer is a material 
used to provide plants with spe-
cific nutrients. There are 16, pos-
sibly 17, basic elements required 
for plant growth. Take away even 
one of these nutrients and the plant 
will suffer. 

Certain of these elements — 
carbon, hydrogen and oxygen — 
are supplied to the plant through 
water and the atmosphere. The 
macronutrients — nitrogen, phos-
phorus and potassium — are con-
sidered the most basic for plant 
growth. Fertilizers that contain at 
least a small amount of these three 
nutrients are called "complete" 
fertilizers. 

The secondary nutrients are: 
calcium, magnesium and sulphur. 
Although essential to plant 
growth, these nutrients are re-
quired in smaller amounts than 
the macronutrients. 

Very small amounts of the mi-
cronutrients — boron, chlorine, 
copper, iron, manganese, moly-
bdenum and zinc — are also 
needed. Some studies have shown 
cobalt, the 17th element, to be 
necessary for the growth of cer-
tain plants. 

Nutrients in fertilizers are de-
signed to stimulate plant growth, 
increase flowering or fruiting or 
to offset soil deficiencies. Ferti-
lizers either supply those nu-
trients which are not present or 
are unavailable in certain soils, 
replace nutrients which the plant 
has used to support its growth or 
provide additional amounts of 
certain nutrients to produce a 
definite result. 

Nitrogen is the macronutrient 
used in the greatest amounts by 
the plant. It supports rapid growth 
and provides rich, green color to 
foliage and stems. 

Nitrogen deficiencies often ap-
pear as slowed or stunted overall 
growth, or actively growing new 
foliage with yellowed and declin-

ing older leaves. 
Phosphorus is used by plants 

throughout the growing season, 
but is needed in greater amounts 
to support flowering, fruiting and 
seed production. Phosphorus also 
stimulates root development and 
is instrumental in the plant's abili-
ty to resist diseases. 

Since new growth saps avail-
able phosphorus from the rest of 
the plant, deficiencies are usual-
ly detected in the older foliage as 
light, yellowish-green or unusual-
ly dark, reddish-green leaves. 

Plants absorb potassium, or 
potash, from the soil in large 
amounts. Potassium generally 
helps increase overall plant vigor, 
helps plants withstand harsh 
weather and poor soils, assists in 
disease resistance, and strength-
ens the plant stem or stalk. Potash 
deficiency may be difficult to 
diagnose. Growth is generally 
stunted, but may appear normal 
unless compared to a plant of the 
same type which is receiving ade-
quate potash. 

WEIGHING RATIOS. The amount 
of nitrogen (N), phosphorus (P) 
and potash (K) within a complete 
fertilizer is expressed by the three 
numbers shown prominently on 
the label. For example, a 10-20-10 
fertilizer contains 10 percent ni-
trogen, 20 percent phosphorus 
and 10 percent potash, for a ratio 
of 1-2-1. A 24-6-18 fertilizer con-
tains 24 percent nitrogen, 6 per-
cent phosphorus and 18 percent 
potash, for a ratio of 4-1-3. 

Technical information often 
refers to suggested fertilizers by 
the ratio, rather than the specific 
formula. For example, if a 3-1-2 
ratio were suggested, either a 15-
5-10 fertilizer, or a 30-10-20 fer-
tilizer, would be appropriate. 

To figure the actual amount of 
the nutrients within a fertilizer, 
multiply the weight of the fer-
tilizer by the percentage of the 
nutrient it contains. For example, 
if the 24-6-18 fertilizer were a 
granular product weighing 20 
pounds, it would contain 4.8 
pounds of nitrogen (20 lbs. x 0.24 
= 4.8 lbs.), 1.2 pounds of phos-

(continued on page 56) 
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I 

FORTHE CRABGRASS 
THAT J U S T G O T UP, 

AND TUE CRABGRASS THAT G O T AWAY. 

Crabgrass that gets up and away can 
get you in trouble with customers. That's 
why you can't afford to ever be without 
Acclaim® 1EC Herbicide. 

It's the only herbicide you can count 
on to control crabgrass from one 
leaf to five tillers prior to seed head 
formation. And, with Acclaim, you 
don't have to worry about the ugly 
brown patches those old arsenical 

products commonly leave in lawns. 
Acclaim won't delay your seeding 

or reseeding programs, either. It can be 
tank-mixed with other herbicides, and it 
fits any IPM program. Best of all, you can 

treat 1,000 square feet of ryegrass, 
fescue, bluegrass or Zoysiagrass with 

Acclaim for small change. 
So anytime crabgrass is on the 

run, stop it cold — with Acclaim. 

ACCLAIM: 
Your reputation is worth it. 

Follow label directions carefully. 
ACCLAIM and the name and logo HOECHST are registered trademarks of Hoechst AG. The name and logo ROIJSSEL are registered trademarks of Roussel Uclaf S.A. 

Marketed by Hoechst-Roussel Agri-Vet Company, Somerville. NJ 08876-1258 © 1992 

Hoechst H 
Roussel A 
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Plant Growth 
(continued from page 54) 

phorus (20 lbs. x .06 = 1.2 lbs.) 
and 3.6 pounds of potash (20 lbs. 
x 0.18 = 3.6 lbs.). 

If that same 20-pound bag were 
to be appl ied to 5,000 square feet, 
1/5 of the nutrients, or 20 percent 
of the nutrient total, would be ap-
plied per 1,000 square feet. That 
figures out to 0.96 pounds of 
nitrogen (4.8 lbs. x .20 = .96 
lbs.), 0.24 pounds of phosphorus 
(1.2 lbs. x 0.20 = 0.24 lbs.) and 
0.72 pounds of potash (3.6 lbs. x 
0.20 = 0.72 lbs.). 

Fertilizer used to stimulate top 
growth and deep green foliage 
would have a higher percentage 
of nitrogen than of phosphorus 
and potash. Grasses, evergreens 
and shrubs grown primarily for 
their leaf form and color would 
use a higher nitrogen fertilizer. 

If the flowers or fruit are the 
primary purpose for raising a 
specific plant, the fertilizer would 
contain a greater amount of phos-
phorus. A high phosphorus fer-
tilizer is also used for starting new 
lawns and raising vigorous root 
crops. 

Where sturdy stems are essen-
tial , a higher percentage of potash 
should be used. Flowering plants, 
such as delphinium and lythrum 
benefit from higher percentages 
of phosphorus and potash. 

The type and texture of the soil 
affect the availability of nutrients. 
Sandy, porous soils allow water 
and nutrients to leach, or wash 
away. Heavy, clay soils may re-
tain nutrients longer, but tie them 
up in chemical compounds that 
make them unavailable to the 
plant. 

PREPPING SOILS. Another fac-
tor affecting nutrient availability 
is pH, the degree of alkalinity or 
acidity. Measured on a scale of 
zero to 14,0 is extremely acidic, 
7 is neutral and 14 is highly alka-
line. The soil's pH also affects the 
solubility of toxic substances, the 
growth of soilborne microorga-
nisms and the efficiency of root 
cells, including their ability to ab-
sorb water and nutrients. 

Basic analysis of pH and N-P-
K levels can be performed using 
soil test kits. These tests are ac-
curate enough to diagnose minor 
problems and explain how to cor-
rect acidic or alkaline conditions 
and the amount of nitrogen, 
phosphorus and/or potash needed 

to adjust levels to the requirements 
of specific plants. 

It's wise to have a complete soil 
test conducted by a testing lab-
oratory when establishing a new 
landscape, or when plant prob-
lems are severe, persistent or 
widespread throughout the prop-
erty. The lab will be able to test 
not only for pH and N-P-K, but 
also for secondary nutrients and 
micronutrients. Test results will 
include a detailed analysis of soil 

conditions and the breakdown of 
materials needed to correct any 
deficiencies. 

If soil tests appear normal, yet 
plants continue to decline, a tissue 
sample can be sent to the testing 
laboratory for further analysis. 
Tissue testing will reveal deficien-
cies within the plant itself. Nu-
trients may be present in the soil 
and register high enough readings 
in soil tests to satisfy plant needs, 
yet, because of soil types or pH, 

be tied up in chemical compounds 
that make them unavailable for 
plant use. 

Along with a specific ratio of 
nitrogen, phosphorus and potash, 
a complete fertilizer may contain 
selected secondary nutrients and 
micronutrients. Regionally ad-
apted fertilizers may be formu-
lated to contain specific levels of 
these minor nutrients to meet 
area needs. 

Secondary nutrients and/or 

micronutrients may also be of-
fered alone, or in combinations, 
designed to correct certain defi-
ciencies. For example, iron is 
often tied up in chemical com-
binations in heavy clay soils, or 
those which are highly alkaline. 
The leaves of trees and shrubs 
show iron deficiency as dark green 
along the veins and pale, yellow-
green throughout the remaining 
area. Chelated iron, a readily 
available form of the micronu-

No matter what form fertilizer 
takes, it must be accessible to 
the plant. Photo: Albin Dear-
ing, The Davey Tree Expert Co. 

trient, is frequently applied to af-
fected plants. 

FORMULATIONS. Fertilizers are 
available in a wide variety of 
forms. Granules, pellets or pow-
ders may be used for dry applica-
tions made with fertilizer spread-
ers; scattered over the soil sur-
face and worked into the top layer 
of soil; placed into the planting 
holes; or distributed in holes aug-
ered around the plant's root zone. 

Dry fertilizers may consist of 
a blend of different ingredients, 
or as a homogeneous mix in which 
all of the fertilizer ingredients have 
been broken down and combined 
into uniform particles. Fertilizer 
may be formed into solid pellets or 
spikes for inground application. 

Granules, powders, tablets or 
capsules may be soluble for mix-
ing with water and applying in li-
quid form. Liquid fertilizers may 
be premixed, or designed for fur-
ther dilution prior to application. 

Fertilizer may be concentrated 
in specially coated capsules or 
tubes for injection directly into 
the plant. Some liquid and cap-
sule water-soluble fertilizers are 
designed for application through 
inground sprinkler systems or 
drip irrigation systems. 

Some fertilizers are applied to 
the soil in solid or liquid form for 
later absorption by the plants. 
Other liquid forms of fertilizerare 
applied directly to the plant as a 
foliar spray. Some fertilizers are 
injected into the plant tissues. 

No matter what form of ferti-
lizer is applied, it must be placed 
in an area accessible to the plant 
and must be able to break down 
into the basic nutrient compounds 
that are usable to the plant. 

Fertilizers may be organic — 
made from natural plant and ani-
mal materials or from rock mine-
rals — or inorganic (also called 
chemical) — made of synthetic 
compounds derived from re-
sources such as coal, natural gas 
or acid-treated rock minerals. 

Organic fertilizers are bulkier 
and contain a lower percentage 
of N-P-K than inorganic fertili-
zers. Their nutrients are released 
slowly, lessening the changes of 
over-application. Most organic 
fertilizers also contain microor-

(continued on page 58) 

There are 16, possibly 17, 
required elements for plant growth. 

Take away even one and 
the plant suffers. 
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A BLEND OF FOUR PREMIUM PERENNIAL RYEGRASSES FROM TURF-SEED, INC. 
FOR WINTER OVERSEEDING, LAWN RENOVATION, ATHLETIC FIELDS AND PARKS. 

Dark Green, Drought Tolerant, Insect 
and Disease Resistant Turf... Naturally! 

Citation II 
• Contains a high level of 

endophyte that enhances 
insect resistance. 

• Very good resistance to leaf 
spot, brown patch, crown 
and stem rust, tolerance to 
red thread. 

• Rich dark green color with 
good mowing quality. 

• Excellent heat and wear 
tolerance. 

Saturn 
• The number 1 variety in the 

1986 National perennial 
ryegrass trial. 

• Dark blue-green colored 
low growing variety. 

• Improved heat tolerance, 
and resistance to leaf spot, 
brown patch and stem rust. 

• Very good performance in 
California overseeding 
trials. 

Charger 
• Improved resistance to leaf 

spot, brown patch, stem 
and crown rust. Tolerance 
to red thread. 

• Good performance under 
low fertility and improved 
color and growth under 
cool weather conditions. 

• Early maturity and tested as 
2HH. 

246Sunrye 
• Very dark blue-green col-

ored turf-type variety. 
• Dwarfer growth habit than 

other varieties in overseed-
ing trials in Palm Springs 
area. 

• Improved resistance to leaf 
spot, brown patch, and 
stem rust. 

• Contains a moderately high 
level of endophyte to 
enhance insect resistance. 



Plant Growth 
(continued from page 56) 

ganisms that are beneficial in 
making the nutrients available to 
the plants and which help to im-
prove soil quality. 

Greater amounts of organic fer-
tilizer must be applied to reach 
the same levels of N-P-K found 
in inorganic fertilizers. Organic 
fertilizers depend on adequate 
moisture and warm soil tempera-
tures to stimulate the microbial 
action necessary for them to be-
come effective. If soil tempera-
tures are erratic and moisture in-
adequate, the nutrients remain 
locked in, waiting for conditions 
to improve. 

Liquid formulations of organic 
fertilizers, such as seaweed and 
fish emulsion, are more readily 
available to the plants, but still re-
quire adequate moisture and soil 
temperatures for complete ab-
sorption. 

Inorganic fertilizers are classi-
fied as fast-release, or water solu-
ble; slow-release or water insolu-
ble; or a combination containing 
a percentage of both fast- and 
slow-release nutrients. These 
terms may refer only to the ni-
trogen sources in the fertilizer, or 
to all of the nutrients it contains. 
Read the label carefully to deter-
mine which form you are using 
because each acts in a different 
manner. 

Fast-release fertilizers are com-
pletely soluble in water and im-
mediately available to the plant. 
These fertilizers are best applied 
in the early spring, while soil 
temperatures are cool and/or 
when rapid plant response is de-
sired . An over-appl ication of fast-
release fertilizer can "burn" the 
plants. Applying too little, or at 
intervals spaced too far apart, will 
deprive the plants of much needed 
nutrients. 

Slow-release fertilizers may 
contain nutrients in complex com-
pounds which must break down 
before releasing their ingredients 
to the plants. Water soluble forms 
of nutrients may be coated with 
special materials that require cer-
tain combinations of moisture and 
soil warmth to break down and 
allow the nutrients to be absorbed. 
Combinations of these forms may 
also be used. 

Larger quantities of slow-re-
lease fertilizers may be applied 
at one time since the nutrients will 
be made available to the plants 
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over an extended period of time. 
Applications are thus needed less 
frequently. Because moisture and 
soil temperatures play a role in 
the release of nutrients, availabili-
ty may be somewhat unpredict-
able at times. 

Fertilizers are best applied ac-
cording to each plant's natural 
growth cycle. Ideally, the fertilizer 
should be put into place just as 

soils, may not even need fertiliza-
tion this often. 

Perennial flowering plants 
grown from bulbs, corms or tub-
ers are best fed with an organic 
or slow-release inorganic com-
plete fertilizer after the season's 
blooming has been completed. 
Timing may be delayed until mid 
to late summer for certain plants. 
The fertilizer should be available 

A seasonal anticipation 
schedule for timing fertilizer 

applications can benefit annuals, 
perennials and shrubs, 
as well as turfgrasses. 

the plant has depleted available 
nutrients and is able to use more. 
This allows maximum usage of 
nutrients with the least loss to run-
off or leaching. 

TIMING IS EVERYTHING. Many 
landscape contractors use a sea-
sonal anticipation schedule in 
their turf maintenance programs 
to time fertilizer applications to 
meet the needs of the various 
grasses with the most effective 
combination of nutrients for that 
growth period. Using the same 
methods for annuals, perennials 
and shrubs can be equally bene-
ficial. 

In northern regions, fertilizer 
appl ied during the fall when plants 
are still actively growing may 
stimulate a flush of tender growth 
that could make the plant highly 
susceptible to damage by early 
frosts and storms. 

Dry fertilizers, as organic or 
slow-release inorganic forms, 
may be applied prior to the plant's 
need for them when soil temper-
atures are cool enough to keep the 
nutrients from being released. 
Depending on your region and 
work load, this application can 
be made in late fall, winter or early 
spring. This is an excellent way 
to feed perennials and deciduous 
and evergreen shrubs. 

Most evergreen shrubs, peren-
nial ground covers, herbs, fruits 
and flowers, and many deciduous 
shrubs will be able to draw all the 
necessary nutrients from this sin-
gle feeding. Established plants, 
growing in well-balanced, fertile 

for the roots to pull nutrients into 
"storage" within the bulb to nour-
ish the next season's flowers. 

Because phosphorus moves 
slowly in the soil, bulb foods and/ 
or bone meal (an organic source 
of phosphorus) are placed in the 
bottom of the hole at the time of 
planting. 

Applications to establish bulb 
plants are placed in augered holes 
or worked into the top 4 to 6 in-
ches of soil in plant beds. 

Liquid fertilizer applications 
may be made to the soil around 
the root zone of individual plants 
or over a planting bed. Certain 
products for commercial use in-
corporate slow-release nutrients, 
and should be applied according 
to the timing specified by the 
manufacturer. Most products de-
signed for this use contain fast-
release ingredients and will sug-
gest more frequent applications 
thandry, slow-release fertilizers. 

Since nutrients in these prod-
ucts are readily available for ab-
sorption by the plant roots and up-
take into the plant, they are best 
applied during periods of active 
growth. The fertilizer solution 
should be applied thoroughly 
enough to be accessible to plant 
roots. These products may be ap-
plied through inground or drip ir-
rigation systems. 

Annual flowers and vegetables 
are most frequently fed with these 
fertilizers. Timing is especially 
important. The label intervals 
have been planned to provide nut-
rients just as the previous nutrients 
have been depleted. Stretching the 

intervals too far apart may de-
crease flower or fruit production. 
Making applications too close 
together may force lush, unnatural 
growth and weaken the plant. 

Be sure to match the nutrient 
levels to desired results. Fruiting 
and flowering plants require more 
phosphorus than nitrogen. Feed-
ing them with a high nitrogen fer-
tilizer may produce beautiful fol-
iage, but few flowers or fruit. 

Certain liquid fertilizer prod-
ucts may be applied directly to the 
plant leaves as a foliar spray where 
they are absorbed through the leaf 
pores. Any material that falls to 
the ground will be absorbed by 
the roots. When making foliar ap-
plications, spray the plant to the 
drip point, wetting the foliage 
thoroughly with material until it 
just begins to drip from the leaf 
surfaces. Remember that the un-
dersides of the leaves contain the 
greatest number of pores, so wet 
them thoroughly as well. 

In certain instances, larger 
shrubs may be fertilized or receive 
micronutrients through injection 
directly into the plant. This meth-
od is most frequently used with 
trees. 

Foliar sprays are used for an-
nual flowers and vegetables and 
to achieve certain results or cor-
rect specific deficiencies in peren-
nials and shrubs. 

Foliar applications are most 
beneficial during critical stages 
in the plant's growth, when nu-
trients are needed at once. Such 
stages include shortly after trans-
planting, flower or fruit set, 
drought periods and stretches of 
extremely high temperatures. Mi-
cronutrient deficiencies are often 
corrected with specially formul-
ated foliar sprays. 

Because these complete fer-
tilizer and micronutrient applica-
tions are made directly to the fol-
iage, special care must be taken 
with their timing. Spray during 
the early morning or evening 
when the temperatures are cooler 
and the nutrients may be ab-
sorbed quickly without burning. 
Time applications when no rain 
is expected for 12 to 24 hours. 
Avoid spraying when tempera-
tures are too hot. The label will 
list the critical point, usually 
around 80 degrees Fahrenheit. 

The authors are partners in Trus-
ty & Associates, Council Bluffs, 
Iowa, and are consultants to the 
horticulture trade. 
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NO TRUCK / NO PROBLEM 
TUFLEX'S PEST PAK Trailer Solves Your 

Equipment Dilemma. 

POOL PAK is easily trailerable behind the smallest of todays' compact cars 

PESTPAK'S clean 

and shiny exterior 

reflects well on you 

and your company 

Box bottom provides secondary con-
tainment of product in the event of a spill 

PEST PAK FEATURES: 
• ALL FIBERGLASS CONSTRUCTION 
• RAINBOW OF COLORS 
• 3 0 / 5 0 GALLON 12 VOLT/2GPM 

SPRAYER WITH 200' 3 /8" HOSE 
AND REEL 

• SPRAY GUN WITH VARIABLE TIP 
• ALL D.O.T. LIGHTING 

PEST PAK by 

• Box Dimension 54"L X 48"W X 41"H 
• Overall Dimension 94"L X 64"W X 60"H 
• Unit Weight 425 lbs. 

• HIGH GLOSS MOLDED FINISH 
• SECONDARY CONTAINMENT TRAYS FOR 

PESTICIDES AND HAND CANS 
• LARGE REAR DOOR (Gas Spring Activated) 
• STORAGE SHELF WITH FRONT ACCESS 

DOOR 
• REINFORCED ROOF RAIL 
• COMPLETELY LOCKABLE 

PHONE (305) 785-6402 
SINCE 1968 TOLL FREE (800) 327-9005 

TUFLEX MFG., CO. 1406 S.W. 8th Street, Pompano Beach, FL 33069 
USE READER SERVICE #80 
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IT RUNS IN 
Like father, like sons. And like 
our large four-wheel drive 
tractors, our 300 and 400 Series 
Lawn and Garden Tractors 
come from sturdy stock. 

Durability flows through all of 
these machines. Our lawn and 

garden tractors feature precision-
welded steel frames, cast-iron 
front axles, heavy-gauge 
stamped steel mower decks, and 
other heavy-duty components 
for extra strength. 

Power has also been passed 

down from generation to genera-
tion. While the 300 and 400 
Series Tractors can't lay claim to 
the larger one's 200 horses, they 
do carry heavy-duty gas and 
diesel engines with an impres-
sive 16-20 horsepower range. 
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THE FAMILY 
Plus, you'll probably find our 

lawn and garden tractors slightly 
easier to handle.The hydro-
static drive lets you change 
speed and direction without 
clutching. And the mowers are 
smooth cutting and easy to 

hook up. As are a wide working 
range of implements, from 
tillers to front loaders. 

For more about the 300 and 
400 "family," see your local 
John Deere dealer. Or call 
1-800-544-2122. 

USE READER SERVICE #88 

NOTHING RUNS 
LIKE A DEERE® 



MOWING STRATEGIES 

CAN 
MOWING BE SUBCONTRACTED 

SUCCESSFULLY? 
Before getting 
involved with 
subcontracting, 
it's best 
to establish 
cost controls 
and job 
responsibilities. 

By William Troy 

IF YOU'RE THINKING of sub-
contracting your mowing opera-
tions, give it some thought and 
then think it through again. 

That's the advice of lawn and 
landscape maintenance operators 
around the country. Many, in fact, 
find subcontract mowing a poor 
business move rather than an op-
portunity. Most of the no-no's 
seem to center around quality con-
trol , customer retention and pro-
fitability. 

"If we subcontracted our mow-
ing, we'd face a total loss of con-
trol on our accounts," said Bruce 
Church, of D.R. Church Land-
scape in Lombard, 111., a full-
service operation. "We have a 
very hands-on approach to our 
work and unless our foremen have 
weekly contact, we'd begin to lose 
touch with our customers." 

Church said he believes that 
subcontracting mowing leads to 
decreased profitability. "If we 
shared the business with someone 
else, we might wind up with all 
the responsibility and only a small 
portion of the profit. Besides, 
when you cut grass, if you're well-
trained in landscape maintenance, 
you have a chance to closely in-
spect the condition of the lawn 
itself." 

Church said that you can't just 
weigh economics in terms of to-
day's dollars, either. "The more 
important factor is weighing in the 
cost of customer satisfaction. 
Without that, ultimately there 
won't be any dollars to count." 

The only area where he does 
subcontract is in pruning or re-
mov ing branches from large trees, 
where the insurance to cover such 

activities, he said, is prohibitive. 
In his service area, a number 

of companies who perform only 
lawn spraying have, on occasion, 
subcontracted their mowing 
operations. To his knowledge, the 
results of those relationships were 
not encouraging. 

HIGH VISIBILITY. Mowing is an 
important function with us," said 
Arnie Sieg of The Bruce Co., 
Racine, Wis., "and it's also the 
most visible thing we do. We've 
been contacted by a number of 
chemical companies to do sub-
contract work, but we're a full-
service company as it is. If we 
started doing subcontracting, we'd 
become our own competition." 

Tom Hofer of Spring Green 
Lawn Care Corp., Plainfield, 111., 
said he sees mowing as a much 
different business from landscape 
maintenance and lawn care. His 
company has some 90 franchises 
in the Midwest, and "on occasion, 
those franchises might recom-
mend someone to do straight 
mowing." But the franchises shy 
away from actual subcontract par-
ticipation, he said. "It just isn't 
profitable." 

Problems surrounding subcon-
tracted mowing seem to run a lit-
tle deeper with Sam Russo, of Sam 
Russo Landscaping, Bayville, 
N.J. A sideline to his mowing 
business is a power equipment 
dealership. It puts him in close 
touch with contractors who offer 
a mowing-only business. 

"All you need to go into the 
lawn-cutting business is a few 
pieces of equipment and a vehi-
cle," hesaid. "At least that's what 
many people think. So they go out Is subcontracting mowing an ill-advised business move? Many contractors say 'yes.' 
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JOB COST ESTIMATE FORM 
Date „ Estimator 

Customer name Customer address 
Phone number Lawn size 
Special lawn features 

SERVICES REQUESTED 

Examples: Could be mowing, trimming. Could be seasonal lawn additions: aeration, overseeding, leaf raking. Could 
be applications: fertilizer, herbicide, insecticide. Could be additional services: snow removal, tilling, pruning, planting. 

MACHINERY COST PER HOUR HOURS USED ON JOB MACHINE COST 

1. Truck 
2. Trailer 
3. Mowing unit #1 
4. Mowing unit #2 
5. String Trimmer 
6. Blower 
7. Aerator 
8. Dethatcher 
9. Spreader 

10. Sprayer 
11. Other 

TOTAL MACHINERY COST (total #1 through #11) 

LABOR (SHOW JOB PERFORMED) COST PER HOUR HOURS WORKED LABOR COST 

(Break down by employee wage rate. May have crew leader at one 
wage rate and crew members at one, two or more wage rates). 

12. 
ia 
14. 
15. 
16. 

TOTAL LABOR COST (total #12 through #16) 

LABOR (NON-BILLED TIME) COST PER HOUR HOURS USED LABOR COST 

(Include this if not added to wage figures as efficiency factor mul-
tiplier 1.1 or 1.2- or in overhead figure. Show function performed). 

17. 
18. 
19. 

TOTAL NON-BILLED LABOR COST (total #17 through #19) 

PRICE MATERIALS 
MATERIALS QUANTITY UNITS PER UNIT COST 

(Include this category if providing services or making applications) 

20. 
2 1 . _ _ _ _ 

22. 

TOTAL MATERIALS COST (total #20 through #22) 

TOTAL DIRECT COSTS (Combined total of total costs of machinery, labor [billed & unbilled], materials) 

OVERHEAD AND CONTINGENCIES 

23. General overhead (shown as a predetermined % of direct costs) 
24. Any overhead changes related only to specific jobs 

TOTAL OVERHEAD COSTS (total #23 and #24) 

TOTAL JOB COST ESTIMATE (total direct costs plus total overhead and contingencies) 

(Can break this down to get total of mowing or any of the other services offered. Add the totals of that portion of the machinery, labor and materials costs. Multiply the total by 
the overhead percentage, and add any contingencies). 

To use this form as an in-house guide for client charges — add your You may wish to make one profit percentage on machinery use, 
predetermined profit figure. a different profit percentage on labor and a different profit percen-

taoe on materials 
Or, if profit is expressed as a % on all work, divide the total job cost y 

by 100 minus the percentage of profit you want to make. You may wish to use different profit percentage for different job 
(For a 10% profit divide the total costs by .90 (100 - .10 = .90) functions — making one profit percentage for mowing, a different 

, . ^ L profit percentage on applications, a different profit percentage on 
If total job costs were $200, to make 10% you would charge aeration, tilling or snow blowing. 

$222.22 
To make 5%, you would divide by .95, charging $210.53 The same principles apply — break down the total costs of that 
To make 20%, you would divide by .80, charging $250.00 function and divide that total by 100 minus the percentage you wish 
To make 25%, you would divide by .75, charging $266.67 to make. 

Understanding all of your costs will lead to more accurate budgeting and profit realized. 
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and sell their cutting services for 
anything they can get, without 
ever trying to properly analyze 
their job costs. If you get involved 
with one of these people you can 
lose your shirt." 

Contract mowers who don't 
analyze their costs can also des-
troy the market, Russo said. 

He tells this story: Several years 
ago a mowing operator came into 
Russo's equipment store to make 
some purchases. He told Russo 
he had just received a contract to 
perform mowing for a group of 
apartment properties for $70,000 
annually. Russo instantly recog-
nized the name of the property 
owner. Several years earlier he 
himself had had a contract with 
that owner to mow the same pro-
perties, at an annual price of 
$140,000. And on this project, 
Russo's raw costs had been in ex-
cess of $100,000. 

"I felt genuinely sorry for this 
guy," Russo said, "so I took him 
upstairs to my office, got out my 
files on that account and reviewed 
my actual costs with him. There 
was simply no way my customer 
could make a dime on that con-

tract at $70,000. The way I figured 
it, he stood to lose at least $30,000, 
and probably a lot more." 

Russo said he doubts his lec-
ture did much good. "The man 
never came back in my store," he 
said, "either as a friend or a cus-
tomer." 

INTO THE 20TH CENTURY. I n,n 
formed price slashing also sets a 
dangerous precedent with the 

customer, Russo said. 
"If I make a bid on an annual 

mowing contract at $125,000," he 
said, "and another ship comes in 
with a price of $95,000, the cus-
tomer always uses the lowest price 
he's heard as a future criterion. 
If he gets poor service from the 
cut-rate mower, and renegotiates 

Subcontracting can aid 
operators who are servicing 
remote geographic areas. 

with me the next year, he starts 
from his earlier cut-rate price. 

"It's a monumental selling job 
to get him to pay fairly for the ser-
vice he demands. It's what I call 
trying to bring them out of the 
dungeon." 

Subcontract mowing inevitably 
involves too many negotiators, 
Russo said. Four parties can be 
involved — the property owner, 
the property manager, the land-
scape maintenance service and 
the subcontracting mower. This 
can lead to situations where no 
one is happy with the results. 

"Property owners are getting 
a lot smarter about these things 
lately," he said. "The tendency 
now is to stipulate contracts which 
forbid any kind of subcontracting. 
The responsibilities simply be-
come too hard to define." 

Dale Dunn of Executive Lawn 
Care in Columbus, Ohio, is about 
to begin subcontracting his mow-
ing, but under rather special cir-
cumstances. He recently sold his 
mowing business to a former em-
ployee and is no longer actively 
soliciting mowing business. But 

(continued on page 66) 

PROFESSIONAL GRADE 
QUALITY MADE 
THE U S A . WAY 

UNI-WELD 
SOLVENT CEMENTS 

FOR 
PLASTIC PIPE 

United Elchem Industries, Inc. 

TURF-TITE PVC CEMENT 
The Only Plastic Pipe Cement Designed for the 

Professional Installer of Irrigation Sprinkler Systems 

Review These Unique Features 

wrong. ta*-free (otnn ttur withstand ordirwy pressure tesis 
M*t*n moments of assembly when used according to label 
directions And though it is bew to apply the cement to dry 
surfaces, tests show It wK hold on a wet surface 
• Problems ot Ihpetoum are Practically Umlnated rapid 
evaporation at solvents m Turf-Tke minimizes the possMHy c 

age due to any accumulations of cement m 
is which may occi 

resm solids added to the Turf Tlte formula (47% mote JVC 
resin sotds than required by ASTM-D-2564) 
• Good Coverage and a Clean looking |ob. Un»e ordinary 

s Turf-Tlte s special blue dye lets you see whert 
applied and any missed spots But untfce gray 

Important New Features 
Scverai important new features have been added to Turf-Tlte 
I) Nos» sukable for use thru «X INCM dUmeters. Inclurflng 

2) Can be used to bond IUX r i r t tc 

Risk a Hundred Bucks — Save a Penny 

I be misled by the p 

* »t 11 oo oo oa 

Phone 214-241-6601 -:- WATS 800-633-4579 FAX 214-241-2348 

United Elchem Industry Pacesetters Committed To World Class Manufacturing 

FINALLY, 
DRIP IRRIGATION 

MADE EASY! 
With the VIBRA-CLEAN EH-12 System: 

• A l l the necessary dr ip components are in the head. 

•S imp ly screw the EH-12 onto any 1/2 inch riser*. 

•Lay out the distr ibut ion tubing to the area to be watered. 

• Instal l the stakes and bug caps. 

• T u r n on the water! 
* Back f low prevention required in compl iance w i th local code. 

The O L S O N EH-12 contains 12 indiv idual ly 
f low-regulated outlets w i th micro- tubing 

fittings, a micro fi lter, a method of 
open ing or c losing each outlet, and 
ferti l izer appl icat ion capabi l i ty. 
Accessory items include bug 
caps, distr ibut ion tubing and 
ferti l izer pellets. _ _ 

It's qu ick and easy to in-
stall. Your customers w i l l 
f ind it s imple to operate 
and easy to understand. 

<D RIGATION 
T E M S h SYSTI 

when water counts « 

10910 Wheatlands Ave. 
• Santee, CA 92071 

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

FAX (619) 562-2724 
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Turf researchers have long known the benefits of polymer 
coatings on fertilizers. But, until now, that performance came 
at a premium price. 

With its unprecedented Poly-S technology, SCOTTS can 
offer you the performance of advanced polymer coating 
technology at a price comparable to traditional sulfur 
coated urea (SCU) products. 

Poly-S technology offers a superior alternative to 
SCU fertilizers, with extended release, excellent flex-
ibility in release rates, and more predictable response. 
Each Poly-S fertilizer is a dry, dense, free-flowing, 
physically homogeneous product specially designed for 
use with a broadcast spreader. 

With Poly-S technology, there's minimal potential for leach-
ing, run-off and volatilization. And its "efficiency" of release 
results in a significant reduction in clippings. USE READER SERVICE #69 

Poly-S technology provides higher nutrient efficiency 
than SCU fertilizers with the capability for a consistent, 
programmed linear nutrient release and the flexibility of 
dialing'' the release rate appropriate to different applications. 

This efficiency also provides virtually no unreleased 
nitrogen or "lock-off!' The result: more value from 

the fertilizer you apply, with an overall improvement 
in turf quality. 

It is the most efficient—and cost-effective—turf 
fertilizer technology ever developed. And it's available 

now—only from Scott. 
For more information about Poly-S 

fertilizers and their performance advan-
tages, contact your Scott Tech rep. Or call 
1-800-543-0006. 

Growing Better Through Technology 



DON'T KNOW WHICH MODEL TO BUY? 
Compare units first by the cost per year of operation: 
TYPE OF 
UNIT 

Cost of Unit 
(with finance 
costs included) 

Portion of 
Unit Cost 
Allocated per 
Year of Use 

Annual 
Maintenance 
and Repair 
Costs 

Annual 
Fuel Costs 

Annual 
Labor Costs 

Total Annual 
Cost of 
Unit Operation 

Then take your total annual cost of unit operation and compare units by the cost of operation per thousand square feet (or acre) 
TYPE OF 
UNIT 

Total Annual 
Cost of Unit 
Operation 

Days of Unit 
Operation per 
Year 

Total Area 
Mowed by Unit 
per Day 

Cost of Unit 
Operation per 
1,000 sq. ft. 

Annual costs and operational costs should be considered before making buying decisions. 

Subcontracting 
(continued from page 64) 

when he encounters a customer 
interested in mowing, he will sub-
contract to the person who pur-
chased that part of his business. 

"It gives us a chance," he said, 
"to scratch each other's backs. 
When an account opportunity 
comes along that has landscap-
ing service needs at all, we'll 
simply give him the account." In 
turn, Dunn's former employee 
sometimes subcontracts other 
landscape services to Dunn. Will 

the arrangement work? "I wish 
I knew," Dunn said. 

WHO TAKES CHARGE? According 
to Steve Glover of L & L Land-
scape Services in Santa Clara, 
Calif., there just isn't much of a 
market for subcontract mowing 
at the present time. He said his 
company used to do it for a related 
firm and on occasion, his firm 
performs subcontract mowing for 
an installer/landscape contractor 
for a period of 60 to 90 days. 

"But the definition of shared 
responsibilities is always difficult 

to determine," he said. 
Bruce McQuay's Maintain 

Inc., headquartered in Fort 
Worth, Texas, covers a 50-mile 
radius service area with 24 trucks. 

"We've started to look at sub-
contract mowing," he said, "be-
cause in some cases we can more 
easily cover weekly calls for oper-
ators who are remote from this 
area geographically." 

In some regions, McQuay said, 
today's economy lends itself to 
subcontracting, a boon to com-
panies who can make greater use 
of their equipment. 

"It's very difficult to maintain 
control of a repetitive service like 
mowing," said Frank Puglese of 
R. B. Stout, a full service operation 
in Akron, Ohio. "For that reason 
alone, we almost never subcon-
tract mowing services. The im-
portant thing to remember is that 
the sub you hire has no obligation 
to your customer. His work be-
comes your work. And that can 
cost you a lot more than the few 
dollars you make on the job."H 

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

THE WALKER TOUCH 

The Perfect Touch Many operators are finding the mid-size Walker Mower is the perfect size for their jobs a compact, 
maneuverable tractor for small areas, combined with open space productivity of a rider, saves time. 

The "Midas" Touch Walker Mowers are moneymakers; one owner explained why he was buying a second Walker, "The 
first one made me money - 1 like to make money." 

The Finishing Touch To please the most discriminating customer, Walker delivers a beautiful mowing job and with the 
exclusive GHS grass collection option, the turf is vacuumed clean and manicured. 

The Mid-Size Walker Line a C " / M " k 

I 3 tractor models from 11-21 HP with gas or diesel engines 
3 mower deck sizes 36"-54" with grass collection, side 
discharge or mulching available 

3 year warranty on maintenance free hydrostatic wheel drive 
3 front mounted implements: snowblower, rotary broom 
and dozer blade 

WALKER MFG. CO. • DEPT. GM, 5925 E. HARMONY RD., FORT COLLINS, CO 80525 • (303) 221-5614 
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S 1 CRABGRASS 

S « 

li NUTSEDGE 
Sbuffi 

Dependable, economical post-emerge control 

Crabgrass, Nutsedge 
Plus the truly hard-to-control broadleaves 

Read how Trimec® Plus, with its 
unparalleled broad spectrum 
control, fast action, and gentleness 
to desirable grass, is helping turf 
professionals improve their 

_ environmental 
stewardship and 
reduce their 
chemical costs. 

Everett Mealman 
Chairman and 
Chief Executive Officer 
PBI/Gordon Corporation 

The environmental age weed control 
program being used by Roger Albrecht 

is typical of progressive turf professionals. 

Albrecht is president of Nitro-Green 
Corporation, which has 38 lawn care 
franchisees scattered over 15 different 
states, and he manages two locations in 
California for his own hands-on experience. 

"Our goal is to eliminate all broadcast 
spraying of herbicides on the ornamental 
turf we manage, and replace it with spot 
treatment as necessary," says Albrecht. "We 
want to be pro active on environmental 
issues and be able to assure our customers 
that we are using the absolute minimum 
requirement of chemicals." 

Albrecht goes on to explain that such a 

program takes time to implement because 
the turf needs to be so healthy and thick 
that weeds cannot easily germinate. 

"The el iminat ion of the pre-emerge 
broadcast is the critical step," says Albrecht, 
"because, no matter what, some crabgrass 
is going to appear, and since crabgrass is a 
major cause of complaints, we must be able 
to eliminate it fast with no discoloration." 

Trimec Plus provides the safety net that 
enables Albrecht to eventually eliminate 
pre-emerge. "We have absolute confidence 
in Trimec Plus to handle any crabgrass or 
nutsedge that shows up," says Albrecht. 

And, of course, the same spot sprayer 
filled with Trimec Plus that Albrecht uses 
to control crabgrass and nutsedge also 
controls the other grassy and broadleaf 
weeds that can germinate throughout the 
year. "Having one herbicide for all of our 
spot treatment is a major factor in our 
program," says Albrecht. 

But if Trimec Plus is ideal for spot 
t r e a tmen t , it is also unsurpassed for 
broadcasting when the need exists. Listen 
to George Toma, the executive turf consult-
ant for the Royals, Chiefs, and NFL: 

"My son, Chip, the groundskeeper for the 
Truman Sports Complex, used a broadcast 
of Trimec Plus on the out-of-sight, unirri-
gated perimeters of the complex, which was 
loaded with every conceivable weed, and 

Trimec Plus absolutely took out everything 
except the bluegrass." 

According to Toma, it would have taken 
four different selective herbicides to do the 
job that Trimec Plus was able to do . . . but 
even more important , Toma says tha t 
Trimec Plus did a better job on all of the 
individual species than a narrow spectrum 
selective could have done. 

What is Trimec® Plus? 
Trimec Plus is a unique formulation of 

Trimec Broadleaf Herbicide and MSMA in 
a stable, uniform suspension that is as easy 
to work with as any other Trimec Complex. 

By all means give Trimec Plus a trial this 
season . . . especially on crabgrass, nut-
sedge, and clover. We assure you that your 
experience with Trimec Plus will give you 
the confidence you need to start working 
toward the elimination of broadcasting. 

G pbi/Gondon 
conponation 
1217 West 12th Street 
RO. Box 4 0 9 0 
Kansas City, MQ 64101 
816-421-4070 

TRIMEC PLUS 
Trimec® is a registered trademark of PBI/Gordon Corporation © PBI/Gordon Corporation, 1992 
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700 Ultraflow Series 
Valves... 

Now in purple for 
reclaimed water 

"RW" applications. 
EXTENSION 135 

And Get The Fax 

A J a m e s H a r d i e Company 

Hardie Irrigation 

Total 
Control... 
Totally 
Awesome 
EXTENSION 110 

MC-24 PUJS 

McPlus... 
The Industry Standard 
EXTENSION 120 

v.fr.vu 7779 
77 va 

Rotor... 
Designed to be the 

most reliable, 
effective rotor 

available today. 
Leads the pack in 

ease of adjustment. 
EXTENSION 125 

Rain Dial... 
Modular design allows 

for easy upgrades, 
remote programming. 

EXTENSION 115 



2400 Series Valve... 
An industry leader and 
the contractor's choice. 

Sprayheads... 
Reliable pop-down, heads available 
in 2", 3", 4", 6" and 12" models. 
EXTENSION 130 

TOUCH COMMAND LX EXT. 150 
IRRITROL CONTROLLERS EXT. 120 
RICHDEL HYBRID CONTROLLERS EXT. 155 
RICHDEL ANTI-SIPHON VALVES EXT. 160 

HARDIE ANTI-SIPHON VALVES EXT. 165 
HR1 1" VALVES EXT. 170 
205 1" VALVES EXT. 175 
CENTURY SERIES COMMERCIAL VALVES. . . EXT. 180 
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INSECT CONTROL 

MANAGING 
PESTS 
WITH 
DECISIVE 
METHODS 
By achieving a thorough 
awareness of key pests and 
key plants, maintenance 
operators can more effectively 
and efficiently manage 
customers' landscapes. 
By Dr. David Shetlar 

A soap 
flush turns 
up black 
cutworm 
larvae. 
Photo: 
David 
Shetlar. 
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INTEGRATED PEST manage-
ment alternatives (chemical, bio-
logical and cultural controls) and 
pest monitoring and sampling are 
often discussed and recommended 
by university scientists. In reali-
ty, however, few complete IPM 
programs in turfgrass exist. 

The few IPM programs for turf 
have had to be supported by gov-
ernment funding and operated 
under the direction of university 
scientists. In short, most com-
panies have not been able to im-
plement turf IPM programs. 

From its earliest beginnings, 
landscape IPM has assumed that 
only highly trained technicians, 
through intensive sampling, could 
accomplish the task of pest moni-
toring and control decision mak-
ing. Companies attempting to 
make a profit usually cannot com-
pete by making such investments 
in training and sampling time. 

So, how can one undertake an 
IPM program in a market which 
will not support the additional 
costs? This question has given rise 
to the concepts of: targeted ap-
plications to key pests and key 
plants, and pest mapping. 

APPLICATIONS. At present, too 
many companies simply fill the 
largest tanker available with a 
"pesticide cocktail." These con-
tain fertilizers, herbicides and in-
secticides for treatment of all turf 
areas. Even dry applications (in-
cluding the products for do-it-
yourselfers) contain fertilizers and 
herbicides (preemergent or post-
emergent) or insecticides. The 
problems with using these cock-
tails as preventive cover applica-
tions are: 

1. Most lawns will not get dam-
aging insect numbers. 

2. Thin turf in sunny areas will 
get most of the crabgrass, while 
thick turf or shady turf will get 
little crabgrass. 

3. Sparse, short cut turf will get 
most of the broadleaf weeds; 
while thick, taller turf will have 

few weeds. 
Some companies have learned 

to deliver targeted applications. 
Injection systems, for instance, 
allow the applicator to place a her-
bicide or insecticide into the spray 
when pest problems are noted in 
a specific area of turf. Applicators 
of dry products can take two 
spreaders and apply fertilizer only 
in the shady or dense turf, and 
apply fertilizer plus herbicide in 
the sunny, thin areas as well as 
around driveways and walkways. 

A third bag on the truck can 
contain an appropriate insecticide 
for surface or subsurface insects. 
Since it takes additional effort to 
make the second pass with the in-
secticide, chances are the applica-
tion will not be made unless nec-
essary. 

Of course the problem of short 
cut turf should be handled by edu-
cating the customer. Some com-
panies even provide a lawn mower 
maintenance service for their 
clients in which they sharpen the 
blade every season and adjust the 
mower to the proper height. 

Targeted applications can be 
improved by using the concepts 
of key plants, key pests and pest 
mapping. 

KEY PLANTS. Key plants are those 
which require special attention or 
are known to be constantly at-
tacked by pests. In the northern 
states, white-barked birches are 
always attacked by birch leaf-
miners and bronze birch borers. 
This is a key plant. In the South, 
azaleas planted in the sun are 
always under attack from lace 
bugs, scales and mites. This is a 
key plant. 

On the other hand, red oaks in 
the North and live oaks in the 
South are under constant insect 
pressure, but damage is rare. 
These trees do not need to be 
sprayed and are not key plants. 

Though the term key plants was 
developed for trees and shrubs, 
it has meaning in turf. Fine fes-
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cue planted on a sunny slope is 
very likely to be attacked by 
chinch bugs. Centipedegrass or 
St. Augustinegrass planted in a 
shady area with irrigation is like-
ly to be attacked by spittlebugs. 
Therefore, within these special 
conditions, these grasses qualify 
as key plants. 

By understanding the concept 
of key plants, the turf manager 
should take every opportunity to 
use the ultimate solution — eli-
minate the key plant. When fine 
fescue in the sun is obliterated by 
chinch bugs and Kentucky blue-
grass is killed by billbugs, replant 
with resistant turfs. 

Too often, turf managers simp-
ly replant with the same type of 
grass. Or even worse, the least ex-
pensive grass "blend" is planted. 
These managers are doing them-
selves and their customers no 
good. Of course, replacing sus-
ceptible turf with resistant turf is 
using IPM. 

KEY PESTS. Key pests are those 
which will greatly damage, or 
even kill, their host plants. Borers 
in trees and shrubs are key pests 
and need special attention. White 
grubs and mole crickets in turf 
are key pests. However, a few cat-
erpillars in a tree or a few chinch 
bugs and leafhoppers in the turf 
is nothing to warrant immediate 
treatment. 

Therefore, mole crickets and 
white grubs should receive more 
attention in sampling and map-
ping than chinch bugs and leaf-
hoppers. The same can be said 
about weeds. Ground ivy and 
spurge are likely to take over large 
patches of turf and are then dif-
ficult to control. These are key 
pests. Dandelion and plantain are 
usually patchy and are easy to con-
trol. These are not key pests. 

Key pests, as with some of the 
key plants, can often be eliminated 
by using non-chemical tactics. If 
chinch bugs, sod webworms and 

billbugs are common problems, 
replant with endophyte enhanced 
fescues or perennial ryegrasses. 
Proper mowing, correct irrigation 
and fertilization amounts can re-
duce, eliminate or mask numer-
ous pests such as chinch bugs, ber-
mudagrass mites, spittlebugs and 
mole crickets. 

Unfortunately, key pests do 
build up in the turf and cause sig-
nificant damage. Learning how 
to handle these special situations 
as efficiently as possible without 
resorting back to cover sprays is 
imperative. One method is to use 
pest mapping. 

CHARTING THE COURSE. Pest 
mapping arose from early at-
tempts at landscape IPM. These 
studies relied on careful record 
keeping and monitoring. 

It soon became apparent that 
certain neighborhoods had simi-
lar pest problems. If you look 
through neighborhoods, they usu-

Twolined spittlebug adult, a 
common pest of turfgrasses in 
shady and moist conditions. 

ally have the same types and ages 
of turfgrasses. You would expect 
this, especially in newer neigh-
borhoods. In short, a developer 
usually contracts with a seeder or 
sodder to install turf when homes 
are purchased. Because of this 
type of contracting, practically 
everyone in the neighborhood 
receives the same blends or cul-
tivars of grasses. 

Likewise, the soils under neigh-
borhoods are often similar. In the 
North, neighborhoods are built 
on old farm land or in wooded lots. 
Billbugs, sod webworms and 
chinch bugs can be found in 
neighborhoods established on 
agricultural lands and white grubs 
near the wooded areas. In the 
South, neighborhoods are often 
built on old agricultural lands, in 
wooded lots or along waterways. 
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The neighborhoods next to water-
ways are obviously going to be 
most susceptible to mole crickets 
while the wooded areas will have 
spittlebugs. 

Turf managers who learn to 
"map" their pest problems can 
target controls better. In most 
cases, pest mapping is nothing 
more than careful record keeping. 

Some companies which use this 
technique maintain a large service 
map in their facility. Each day, 
when the technicians return from 
their routes, color-coded pins are 
placed on the map. A color is 
assigned to chinch bugs, billbugs 
and white grubs; or even weeds. 

After a short period of time, it 
soon becomes evident that there 
are certain "billbug neighbor-
hoods," "white grub neighbor-
hoods" or "mole cricket neigh-
borhoods." During the next sea-
son's routing, these neighbor-
hoods are scheduled for treat-
ments during the best possible 
control window. 

Pest mapping also allows for 
better marketing of services and 
pricing. There is no reason to 
charge customers for white grub 

control if they 1 ive in a chinch bug 
neighborhood. Seasonal employ-
ee numbers can be better manag-
ed if the work loads are estimated 
in advance. If 80 percent of the 
customer base are billbug neigh-
borhood customers and the cor-
rect billbug treatment window is 
only three weeks, part-time ap-
plicators are going to be needed 
for that short window of oppor-
tunity. 

TIMING PEST CONTROLS. Unfor 
tunately, most turf insect controls 
are applied as preventive appli-
cations. These are marketed as 
"grub proofing," "guaranteed in-
sect control" or "pest-free" pro-
grams which require a pesticide 
application. 

While it is understandable that 
crabgrass control is best ac-
complished by using a preventive 
application of a preemergent her-
bicide, few insecticides need to 
be used in this manner. In fact, 
it is better to save the insecticide 
for use when it's needed. Unwar-
ranted applications of insecticides 
have led to enhanced microbial 
degradation and possible resis-

tance (especially in the southern 
chinch bug). In either case, a use-
ful pesticide is lost. 

The second most commonly 
used technique for timing an in-
secticide is a "reactive" applica-
tion. This means that the pest was 
missed before visible damage oc-
curred; the customer, raccoons 
or armadillos did the discovery. 
Of course, the major problem 
with reliance on reactive applica-
tions is the customer is dissatisfied 
with your service. 

So, how does a turf manager 
reduce preventive applications 
without increasing reactive ap-
plications? Pfest mapping will help 
reduce the number of preventive 
applications, and improved tim-
ing techniques will improve the 
efficacy of the controls applied. 

In order to improve timing, pest 
monitoring techniques and pre-
dictive models need to be used. 

MONITORING TOOLS. Most turf 
grass IPM programs have failed 
because pest monitoring and 
sampling take too much time. No 
customer is going to pay for a 
specialist to sink a steel cylinder 

into their turf, fill it with water 
and count the number of chinch 
bugs which float to the surface 
in 15 to 20 minutes. 

On the other hand, if pest map-
ping has been done, monitoring 
of pests in one location of the ser-
vice area can predict what stage 
the pest is in for all of the cus-
tomers' lawns. The following 
techniques have proved useful. 

1. Visual inspection: By look-
ing in several places in the turf, 
one can rapidly assess many pest 
problems. If you separate the turf 
canopy in three to five places in 
the turf and each time several 
chinch bugs are observed, treat-
ment is probably warranted. 

For billbugs, do the "tug test." 
In early June, grab hold of the turf 
and lift upward. If several grass 
stems break off and are packed 
with the billbug, sawdust-like 
frass, billbug controls are prob-
ably warranted. 

2. Pitfall traps: Placing cups or 
cans sunk into the turf to capture 
crawling insects such as billbug 
adults and mole crickets can help 
monitor activity. A 16- to 20-

(continued on page 74) 

More Lawns 
Greener Greens 
Fewer Callbacks 

That's a promise we can prove! With N-SURE/ a triazone nitrogen source with low urea, the benefits 
are significant. • A controlled, slow release, non-burning nitrogen means greener, healthier turf. • Faster 
and easier application with less water, less waste and less downtime for more jobs per day. (Can be 
applied concentrated in the hottest weather.) • Less volatilization means more N in the turf. • No more 
clogged nozzles and screens. • Compatible with the most commonly 
used herbicides, insecticides and fungicides. 
For more information on remarkable N-SURE, write or give us a call. 
Arcadian Corporation Triazone Division 6750 Poplar Avenue, Suite 600, Memphis, TN 38138-7419 Phone: 1-800-654-4514 

01991 Arcadian Corporation 
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Your Business 
Partner 
.. .Helpinggrow your business 

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

• I s sues Management 
• Training programs for 

pesticide management 
• OSHA Hazard Compliance 
• An effective telemarketing 

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

products and services 

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

To learn more about how to put your Business 
Partner to work — for less than a dollar per account 
per year, contact the Professional Lawn Care 
Association of America today. Clip and mail the 
return coupon, or call toll free 1 - 8 0 0 - 4 5 8 - 3 4 6 6 . 

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

I'm interested! Send me more 
information on membership in PLCAA 
NAME 

TITLE 

COMPANY 

ADDRESS 

CITY STATE- ZIP 

TELEPHONE 

CUP AND MAIL TO: 

Professional Lawn Care Association of America, Suite C135 
ala I 1000 Johnson Ferry Rd NE Marietta GA 30068-2112 



Deliver a Twin 
Combination. 

Get Triple Results. 
Deliver a 1-2 punch to lawn problems with 
TEAM" pre-emergence herbicide and DURSBAN' 
Insecticide. Combined with the The Andersons' 
Tee Time fertilizers, you get a family of proven 
products in a single application. 

^ m i i L M m m ^ . 

•Tee Time 19-3-8 with 2 lbs. of Team pre-emergence 
herbicide and 1 lb. of Dursban Insecticide. 

•Tee Time 19-3-8 with 1 lb. of Team pre-emergence 
herbicide and 1 lb. of Dursban Insecticide. 

•Have it your way, custom blends are available. 

These and many other proven, high-performance turf 
care products are available now from your nearest 
Tee Time distributor. 

For more information, call toll free: 
1-800-225-ANDY ( 2 6 3 9 ) 

the professionars 
partner' 

T h e « « * 
Andersons 

® TEAM and ® DURSBAN are trademarks of DowElanco. 
© 1992, Tee Time is a trademark of The Andersons. 

M a n a g i n g Pests 
(continued from page 72) 

20-ounce plastic cup is easily in-
serted by using a golf course cup 
cutter. Be sure to place the trap 
along the edge of the turf, along 
a flower bed or in the mulch line of 
a tree, so as not to "capture" the 
ankles of children. One or two 
traps in a neighborhood can help 
gather information on when bill-
bug adults are up and active or 
when mole cricket nymphs have 
hatched. 

3. Light traps: "Black lights" 
are very attractive to sod web-
worms, cutworms, armyworms 
and many of the white grub adults. 
Using a trap can assist in deter-
mining when the adults of these 
pests are flying. You can then es-
timate when the larvae would be 
present in lawns. 

Most of the white grubs are at 
their most susceptible stage 30 
days after peak flight, and most of 
the turf caterpillars are controlled 
10 to 15 days after peak flight. 

4. Pheromone traps: These 
traps contain the sex and/or at-
tractant chemicals used by sod 
webworms, cutworms and Japa-
nese beetles. These traps can be 
used like the light traps for deter-
mination of insect activity. In fact, 
the cranberry girdler (subterra-
nean sod webworm) in the western 
states is often controlled after 
monitoring for adult pheromone 
trapping. 

5. Disclosing solution: A soap 
flush using two tablespoons of li-
quid dish washing detergent in two 
gallons of water can be used to 
"disclose" insects in turf. Simp-
ly spread two gallons of the mix 
over a one-square-yard area and 
any turf caterpillars will soon pop 
to the surface. In the southern 
states, this is the method of choice 
for monitoring mole crickets. 
However, a double application 
may be needed to obtain emer-

The "tug test" reveals grass 
stems eaten by billbugs. 
Photo: David Shetlar. 

gence of adult mole crickets. 
6. Sound traps: Electronic 

beepers or recorded sounds of 
mole crickets can be used to at-
tract adult mole crickets when 
they are flying in the fall or spring. 
Though these are not very useful 
in determining population sizes, 
they can alert a turf manager of 
adult activity. 

Often, customers are more con-
cerned about the tunneling of the 
adults than the root damage caused 
by the nymphs. A well-timed 
notice could be sent to customers 
explaining about the migration 
and possibility of tunneling. Pro-
per control timing would be 
targeted later, for the hatching 
nymphs. 

DEGREE-DAY MODELS. Predictive 
models are usually developed by 
monitoring the weather's effect 
on insect development. Though 
these models helpdetermine bet-
ter timing windows, they still do 
not determine where damaging 
pest populations will occur. De-
gree-day models help determine 
if the season is earl ier or later than 
normal. This should help even 
those managers who are still us-
ing preventive, calendar date ap-
plications. 

Predictive models have been 
produced for the hairy chinch 
bug, bluegrass billbug, masked 
chafers, Japanese beetle and 
several of the sod webworms. Un-
fortunately, only the chinch bug, 
billbug and sod webworm models 
are easy to use. Masked chafers 
are also sensitive to soil moistures 
and are better monitored with 
light traps. The Japanese model 
requires complicated soil tem-
perature monitoring. 

Check with your Cooperative 
Extension Service office to see 
if they are monitoring degree-
days, and have the turf insect mod-
els in operation. • 

The author is a landscape en-
tomologist at The Ohio State Uni-
versity, Columbus, Ohio. 
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Woods 
family 

tree 

Today's Woods line has 
branched out to include over 
50 proven products... all rooted 
in the same tradition of innova-
tion, quality, value and service 
that began when we introduced 
the first tractor powered rotary 
mower in 1947. 

Engineered and manufac-
tured at our plant in northern 
Illinois, Woods mowers, cutters, 
scraper blades, backhoes and 
other specialty products are 
known for superior perfor-
mance and rugged reliability. 

They're the first choice of 
commercial users, farmers and 
home owners when quality, 
value and service count most. 

Discover how the Woods 
family tree of proven perform-
ers can promote new growth for 
your business. Send for your 
free copy of our Full line 
Catalog today. 

(I W O O D S )1 
OREGON. ILLINOIS 61061 



You Need 
Tree City USA 
City trees add the soft touch of nature to 

our busy lives. They cool our cities, fight 
pollution, conserve energy, give wildlife a 
home, and make our neighborhoods more 
liveable. 

The trees on city property, along streets 
and in parks, are an essential part of the 
urban forest. To keep these trees healthy and 
abundant, your town needs an organized 
program for their care... an annual action 
plan to plant and prune the city's trees, and to 
maintain their health. 

You can make a difference — by planting 
and caring for trees in your yard and in your 
neighborhood, and by encouraging your city 
government's community forestry program. 

Support Tree City USA where you live. 
For your free booklet, write: Tree City USA, 
The National Arbor Day Foundation, 
Nebraska City, NE 68410. 

The National 
Arbor Pay Foundation 



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. 

On the other hand, over 1,300 publications (like this one) be-
long to BPA. Once a year, BPA auditors examine and verify the 
accuracy of our circulation records. 

The audit makes sure you are who we say you are. The infor-
mation helps advertisers to determine if they are saying the right 
thing to the right people in the right place. 

It also helps somebody else important: you. Because the more 
a publication and its advertisers know about you, the better they 
can provide you with articles and advertisements that meet your 
information needs. 

BPA. For readers it stands for meaningful information. For ad-
vertisers it stands for meaningful readers. Business Publications 
Audit of Circulation, Inc. 360 Park Ave So., New York, NY 10010. 
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Editor's Note: Hands On is a new feature 
in LLM to provide our readers with ideas 
and resources for running their businesses. 
We need you to share ideas and lessons 
learned with your peers. Submit your 
hands-on stories to: Hands On, LLM, 
4012 Bridge Ave., Cleveland, OH 44113. 
Or if you want to phone us with your tips, 
call 800/456-0707. 

Retaining Employees 
THE ELGIN, 111.-based firm of Tecza 
Environmental Group is eagerly looking 
forward to whatever 1992 brings its way. 
While 1991 was not considered a banner 
year by many in the green industry, it 
was the year Tecza realized its business 
practices had merit. 

It's uncommon for Midwest landscape 
firms to maintain a status quo in their 

employee population 
throughout the year, 
given the seasonal 
nature of the busi-

ness. Yet here is a 
company that works 
to keep its employ-

ees working year-round. 
While not adding to core staff during 

peak season, a policy of flexible hours 
and reassigning of responsibilities dur-
ing the slower season make up for many 
14 to 16 hour days. The company also 
strives to solve landscape issues with 
a team approach and charts its growth 
on a collective basis. 

Ed Reier, sales manager for Tecza 
Brothers, the maintenance division of 
the group, said it takes a lot of vision 
and scheduling know-how to keep every-
body working and productive, but the 
result is employee retention and produc-
tivity, and clients who appear more sat-
isfied in the continuity of service, and 
the level of familiarity to their particu-
lar needs. — Tecza Environmental Group 

N C H I H 6 
OUT 

Many contractors once worked for someone else and 
decided that they could do as well or better by opening 

their own lawn maintenance business. 
Here are the major reasons why small business 

owners started their own firms: 
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•Total exceeds 100% due to multiple responses 
(Source: MasterCard) 
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Customer Servite Comes First 
BEFORE PAUL Berg's employees could improve their service to customers, they needed 
to learn how to communicate better with one another. To get them talking, Berg, CEO of 
Enterprise Builders, asked them to conduct some internal market research. 

The summer before last, during a company picnic, Berg handed each of the 13 em-
ployees at his Avon, Conn., construction company written instructions that asked them to 
consider themselves "customers" of one another. 

Each employee went around to the others one at a time and asked them to list their 
10 greatest needs as customers. They then agreed on an action plan 
to meet each need. Later, employees looked at all the responses 
they'd gathered, identified those needs mentioned most frequently and 
made them immediate goals. They also agreed to meet in a month to 
discuss progress on the problems. 

The exercise "sanctioned workers to identify what didn't work 
right," Berg said, and to fix it instead of excusing it as "the way 
things are done." During the exercise, senior project manager Steve 
Buccheri heard about a lot of frustration with the job-cost reporting 
system. So he worked with six users to develop a better model, then 
brought it to the accounting department. The improved system is now in place. 

"In our business there are so many levels of customers. I wanted our people to under-
stand service in a personal way, so we started on the inside, and we'll work our way out 
to every layer of customers." — Inc. magazine. 

Securing Customer Satisfaction 
EXPERTS AT the National Association for 
the Self-Employed say if you want to maintain 
customer loyalty you have to handle complaints 
properly. 

Bennie Thayer, chairman of the board for 
NASE, said to handle complaints quickly and 
effectively. Otherwise, you run the risk of los-
ing a customer and word-of-mouth recommendations to new cus-
tomers. 

Additional tips from the NASE to ensure customer satisfaction: 
• Handle the problem yourself, on the spot. Don't try to pass it 

off to someone else. 
• Make sure you understand the problem 

completely and restate it positively. Don't im-
ply the customer is exaggerating or wrong. 

• Take full responsibility for the problem. 
Remember the customer's always right. 

• Don't ever say, "It's not our policy," or, "Sorry, but there's 
just nothing I can do." 

• Be friendly, no matter how provoked you are. Even the hottest-
tempered customer will cool off and may wind up your greatest 
ally. — National Association for the Self-Employed 
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ROUNDUP HERBICIDE 
PRICE DROPS AGAIN! 
2Vrs NOW... 

l o u read it right! 
Roundup* herbicide has 
dropped its price right 
through the floor for the 
second straight year. Now 
the suggested retail price of 
a 21/2 gallon container of 
Roundup is a full 39 dollars 
less than it cost just two 
years ago! 

That big price cut spells 
big opportunities for you to 
stretch limited budget dol-
lars with lower-priced 
Roundup. Replace costly, 
time-intensive string trim-
ming with quick, inexpen-
sive spray trips. Maintain 
more weed-free beds, pine 
islands, tree rings and 
grounds for less than ever 
before with Roundup. 

Spend less and do more 
with lower-priced 
Roundup. See your dealer 
or retailer to stretch your 
budget dollar. 
Always read and follow the label for 
Roundup® herbicide. Roundup is a regis-
tered trademark of Monsanto Company. 
©Monsanto Company 1992 RIP-2-170B 



G R O U N D COVERS TAKE H O L D EASILY A N D SPREAD QUICKLY 

TURF IS TOPS. Nothing is as versatile 
and effective as an overall, general-purpose 
ground cover than grasses. They control 
soil erosion and water runoff, provide a 
pleasing base for the landscape scene and 
withstand foot traffic. 

But, there are situations where grasses 
need help. Steep slopes covered with turf 
may pose a mowing hazard. Tight budgets 
may call for less trimming around trees 
and shrubs. Dense shade may block out 
too much sunlight for grasses to thrive. 
Deeper rooted plants may sap available 
moisture. The landscape may need transi-
tional plants to bridge the gap between 
ground-hugging turf and tall trees and 
shrubs. 

Ground cover plants can solve these 
problems. 

Many plants can be classified as ground 
covers: perennials, ornamental grasses, 
deciduous and evergreen shrubs, wild-
flowers and even annuals. The usefulness 
of the plant in a specific situation is the 

Lamium ground cover. Photo: Steve Trusty. 

primary consideration. 
The first step in choosing ground covers 

is to select plants that thrive in the exist-
ing conditions. To work effectively, the 
plants must take hold easily and spread 
quickly. 

Light requirements will range from full 
sun to dense shade, while moisture may 

vary from drought conditions to bog-like 
saturation. Fortunately, there are plants to 
accommodate any combination of needs. 

Define the microclimate as accurately as 
possible. A seemingly shaded spot could 
receive good filtered light, or two to three 
hours of early morning or late afternoon 
sun, greatly expanding the range of avail-
able plants. Reflected light from patios, 
walkways or buildings can open semi-
shaded locations to full-sun varieties. 

Air movement is a critical factor in any 
season. Plants with limited cold-hardiness 
may do well in areas where chilling win-
ter winds are blocked by surrounding 
buildings or vegetation. Plants with dense 
foliage will be more susceptible to dis-
eases where air circulation is minimal and 
humidity is high. 

Assess the soil type and water availabili-
ty. Sandy soils that drain rapidly, but are 
served by a sprinkler system or receive 
frequent rains, can support a wider range 
of plants than sandy soils where moisture 

STRONG ENTERPRISES, INC. 

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

Q _ _ _ _ WE ARE THE ONLY WHOLESALE SUPPLIER OF SPRAYER REPLACEMENT PARTS 
D 6 3 I I DIRECT TO THE LAWN CARE COMPANIES IN THE U.S. CALL US FOR QUOTATIONS 

Piston Pumps Hypro 
¿WS2RS diaphragm 

pumps.. 

Medium pressure diaphragm pumps 
to 580 psi with outputs to 13 gpm 

A Y 

GLYCERIN 
» GAUGES 

SWITCHES FOR 
REWIND REELS 

, REWIND MOTORS 
REEL SWITCHES 
$7.00 EACH 

* " REEL MOTORS 
$120.00 

9 i v i u i i / n « 

W 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 INBOUNO FREIGHT CHARGES 
PRICES USTEO 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 Avenue Rd., Miami Florida 33186 
In Florida (305) 235-0967, Outside Florida (800) 228-0905 
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GROWTH 
That's What 

flgWS 
Is All About. 

MAXIMIZE YOUR CAREER GROWTH POTENTIAL! 
BY LEARNING ABOUT THE PROFESSIONAL GROUNDS MANAGEMENT SOCIETY, 

YOU'LL BE MADE AWARE OF THE MANY BENEFITS IT HAS TO OFFER! 

YOU'LL GROW WITH US . . . JOIN PGMS TODAY! 
• ANNUAL CONFERENCE k 

TRADE SHOW 

• DISCOUNTS 

• WORKSHOPS 

• CERTIFICATION 

• AWARDS 

• MONTHLY NEWSLETTER 

• SURVEY INFORMATION 

• EMPLOYMENT SERVICE 

PHONE #(410)667-1833 

• HAZARD COMMUNICATION TRAIN-
ING PACKAGE 

• MEMBERSHIP DIRECTORY 

• GROUNDS MAINTENANCE ESTIMATING 
GUIDE 

• GROUNDS MAINTENANCE MANAGE-
MENT GUIDELINES 

• GROUNDS MANAGEMENT FORMS k 
DESCRIPTIONS GUIDE 

• LANDSCAPE MANAGEMENT SUPER-
VISORY TRAINING MANUAL 

FAX #(410)667-6178 

Clip and Mail to: PROFESSIONAL GROUNDS MANAGEMENT SOCIETY 
10402 Ridgland Road, Suite 4, Hunt Valley, MD 21030 1 

I WANT TO GROW WITH PGMS! Please send more information explaining how. 

Name . 

Company 

Street 

City and Stau 

Zip Code 

Area Code/Phone * . 
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is limited. Heavy clay soils may hold wat-
er so long that only moisture-loving plants 
will survive. 

Check with local nurseries or extension 
service personnel to narrow the choice to 
those varieties best adapted to your region. 

The second consideration is the attrac-
tiveness of the plant. Ideally, ground cover 
plants should add beauty and/or interest to 
the landscape throughout all seasons. 

Plants as tall as three to four feet may 
be used for ground cover. The most popu-
lar choices range in height from six to 24 
inches. Ground cover plants can fill the 
gaps between turfgrasses, ornamental 
shrubs and trees, mimicking nature's lay-
ering effect. 

Visualize the look of the plants in their 
setting. As well as size, consider the form 
or shape of the plant, the size and texture 
of its foliage and the color or colors it of-
fers. Color can vary through the early 
shading of spring, mature growth of sum-
mer, fall displays and winter hues. 

Some creeping evergreens take on a 
purplish-cast during colder weather. Orna-
mental grasses may fade to tan or brown, 
yet continue to bring movement and tex-
ture to a winter scene. Foliage may hang-
on throughout the winter or drop to reveal 

interesting bare branches. Flowers and 
fruit may be bright and showy, or muted 
and inconspicuous. 

Choose plants to contrast to, or blend 
with, neighboring plants. A fine-textured 
lawn and small-leaved shrubs may be 
complemented by a ground cover with a 
fine texture that blends into the setting, or 
one with a coarse texture to contrast and 
call attention to the individual plants. 

Use color shadings and variations to 
create the same effects. Different ground 
cover plants can be used within a group-
ing to add further contrast. Or, all the 
trees and shrubs in one area may be sur-
rounded with the same ground cover var-
iety to create a connected look. 

Third, consider ease of maintenance. 
Ground cover plants should lessen the 
work load, not add to it. 

Space new plantings according to the 
plant's growth rate and how rapidly the 
exposed area will need total coverage. The 
closer the plants, the more quickly open 
spots will be filled. 

As with any new plantings, time and ef-
fort will be needed to ensure the plants 
get off to a good start. Proper soil prepa-
ration, watering, mulching, fertilization 
and insect and disease control are essen-

tial. Weeds should be eliminated, at least 
until the plants are well established. Once 
established, ground covers will crowd out 
most weeds, requiring only preemergent 
applications and occasional spot treatment 
of persistent perennial weeds. 

Check the requirements of individual 
plant varieties for specific maintenance 
needs. In general, ground covers will need 
occasional thinning, or plugging to fill in 
bare spots. Trimming may be needed once 
a season, either in late fall or early spring, 
to remove dead and damaged leaves and 
stimulate new growth. 

Lastly, look for additional benefits the 
ground cover might provide. 

Steep slopes planted with ground covers 
will eliminate mowing hazards. Using 
plants that are rhizome (form roots along 
creeping below-ground stems) or stolon 
(form roots along creeping above-ground 
stems or branches) can be ideal for ero-
sion control. Ground cover plants sur-
rounding trees and shrubs not only keep 
weeds down, but eliminate trimming and 
protect trunks from mower or weed whip 
damage. • 

Steve and Suz Trusty are partners in Trus-
ty & Associates, Council Bluffs, Iowa. 
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TOOL DESIGNED FOR 
SYSTEMIC CHEMICALS 

& OR GRANULAR 
FERTILIZER. 

$39. 95 

V 
î 

SEASON LONG CONTROL 
THROUGH THE ROOTS 

Bell Tree Health 
Division of Bell Pest Control 

604 S. Main 
Hutchinson. KS 67501 

(316) 663-4013 

TO PREPARE TOOL FOR USE 
Uncap bottle, position in opening on side arm of tool and screw 
into lock 

Drawing #4 shows bottle in position with tool ready for use 

APPLICATION 

Water area to be treated so soil is moist and easily worked 
Using locations determined by measuring, press tool firmly into 
soil with foot upon the extended plate, just above the points of 
the tool Try to insert tool as vertically as possible 
Pull the tool up about one inch, turn the handle on ON and 
count slowly to six before turning to OFF Be certain handle 
indicates OFF and remove tool form soil Repeat this procedure 
around the tree to complete applications If the complete 
distance around a tree cannot be covered because of blockage 
by a sidewalk, building or other obstacle apply the remaining 
amount to cover evenly the area available 
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Rugged! 
Compact Design! 

ENCHER 
Provides for: digging shallow 
trenches in short periods of 
time, digging in hard-to-reach 

areas, ease of 
maintenance, and 

durability. There's no 
other machine built, 
designed, or priced 

like it on the 
market today. It 

comes equipped 
with carbide 
tipped, rock-

type teeth for 
digging in all 

soil conditions 
at depths of 6, 8, 

and 12 inches. 
Ideal for your first 

trencher, and 
I N D U S T R I E S Pe r f e c t |y suited to 

* compliment 
I M C bigger machines. 

CARLSON 

25010 E. 5TH St., Unit B, San Bernardino, CA 92410 
P. O. Box 917, Highland, CA 92346 

(714)888-4882 • FAX (714) 889-5855 
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JOHN SHIELY was elected executive vice 
president, administration and general coun-
sel, by the board of directors of Briggs & 
Stratton. In his new position, Shiely is 
responsible for corporate planning and 
development, purchasing, research and 
engineering, human resources and tech-
nology. 

Humberto Lopez joined the agriculture 
division of Miles Inc. as the Southern 
California and Arizona-area sales repre-
sentative. 

Also within the division, Sfephonie 
Gotberg was named Chicago-area sales 
representative; and Rob Fleshmon was 
named Indiana-area sales representative. 
Lopez, Gotberg and Fleshman represent 
the division's line of specialty chemicals 
used in the commercial lawn and pest 
control industries. 

The Toro Co. appointed Mark Painter 
to residential marketing manager, irriga-
tion division. Painter has been with the 
division for two years, serving as district 
sales and specification manager. 

Mork Melvin was promoted to vice 
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president of finance and chief financial of-
ficer for the Garick Corp. Also, Lynn Bo-
cian was promoted to assistant marketing 
manager. 

ICI Professional Products announced the 
following changes to its management team: 
James Petta was named product manager 
for turf and ornamentals: William McClel-
lan, national technical director; and Doug 
Mills, communications manager. 

Dr. James Forbes Hadden joined ISK 
Biotech as technical representative. Pre-
viously, he was extension specialist with 
the University of Georgia. 

Hadden is responsible for field develop-
ment of proprietary and experimental pro-
ducts in Florida, Alabama and southern 
Georgia. 

Dixon Industries recently added two 
sales regions and managers. Max 
Stickelman is the new northeast region 
manager; and Mike Harrell is the western 
region manager. Both were previously ter-
ritory managers. 

Dixon also announced four new ter-
ritory managers: Mike Wood, Washington 

Shiely Petta 

and Oregon; Carl Jacobs, Ohio: Chris 
Gravlus, New England and eastern New 
York; and Bab Hake, eastern Pennsylvania 
and New Jersey. 

The Peter Selmer Loft Memorial Schol-
arship Awards were presented to eight 
Rutgers University students at the New 
Jersey Turf Expo. 

Recipients include: Christopher Boyle, 
Suichang Sun, Karen Plumley, Victor 
Nemeth, Mirta Guglielmoni, James Camp-
bell, Lara Betts and Chan Seak Oh. 

Royalty contributions from Lofts Seed 
and donations from other corporate and 
private sources fund the program. • 

PESTICIDE 
MARKERS 
^ S S S Banner Style 

• 12 flag colors 
• 7 Ink colors 
• 4 flag sizes 
• Hangs vertically 

for easy reading 
• Custom print 
available 

Rigid Style 
• Durable 
• Weatherproof 
• Completely 
assembled 

• Attached PVC 
"Safety Staff" 

• Low Cost 

ORDER FACTORY-DIRECT 
California Office Nebraska Office 

800/552-FLAG 800/942-5816 
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Big Power 
Commercial 

Chipper 
Shredders 

Dependable and powerful, these aggresive Bear Cats feature 
72 reversible, self-sharpening, serrated shredding knives. For 
maximum chipping performance 4 tool steel chipping blades cut 
a 5" diameter branch into chips in no time flat. Additional 
features include a large loading hopper, diamond shaped chip-
ping chute and heavy guage steel construction. For easy debris 
loading a fan blower attachment and extension tube (shown 
above) are available as accessories. Bear Cat Commercial 
Chipper/Shredders - The Professional Choice. 

==CRARY= 

b e a r ¿ t e c a t 

Box 849 R West Fargo, ND 58078 R 701-282-5520 R U.S. & Canadian Wats 1-800-247-7335 
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"ALCA is the best 
landscape business 

resource in the 
country." 

"When I started my business seven years ago 
I needed expert advice," says Joe Skelton, 
president of Lifescapes, Inc., Canton, Georgia. 
"That's when I joined ALCA. 

"By attending marketing and technical 
seminars, using the Operating Cost Study to 
estimate projects, enrolling in ALCA's business 
insurance program and simply working hard, I 
have been able to build my business to over four 
million dollars. 

"ALCA is a great resource. Through their 
meetings, videos and publications, you can find 
out how to increase sales and profits, reduce 
costs, and learn about the latest products and 
technology developments." 

Join ALCA today and meet people like Joe 
Skelton. 

If you are an exterior, interior or management 
landscape contractor or simply want to see the 
landscape industry grow, call (703) 241-4004 for 
more information or write to: ALCA, 405 N. 
Washington St., #104, Falls Church, VA 22046. 
Fax (703) 532-0463. 

ASSOCIATED LANDSCAPE CONTRACTORS OF AMERICA 



IRROMETER CO. OFFERS a new version 
of its Watermark electronic module for 
use with the Watermark soil moisture sen-
sor to control individual valves on an 
automatic irrigation system. 

The module can be added to any ex-
isting 24-volt (AC) control system without 
having to run additional wiring to the field. 
Benefits include reduced water use, lower 

maintenance and energy costs and less 
fertilizer lost to leaching. 
Circle 126 on reader service card 

DecoChip Corp. offers hardwood chips for 
indoor and outdoor applications. Deco-
Chips are manufactured from oak by-
products of the lumber industry. They are 
available in red, brown and orange; cus-
tom coloring is also available. 
Circle 127 on reader service card 

The 50-gallon utility sprayer from The 
Broyhill Co. is designed to fit in the box 
of many popular utility vehicles. 

Features include choice of roller or 
piston pump, pistol grip spray gun with 
25-foot hose, locking lid, anti-siphon and 
3-h.p. engine. 

The 21-foot boom comes equipped with 
seven floodjet tips, patented 4-way break-
away hinge and boom height adjustment. 
Circle 128 on reader service card 

WATERMARK 
ELECTRONIC MODULE 

IRRèMETER CO. 
RIVERSIDE, CALIF. 

VALVE SENSOR 

Product Spotlight 
Tree Technology Systems offers the ArborX tree in-
jector. To prevent leakage, the feeder tip of the in-
jector and the feeder section are welded to the bar-
rel. A special "0" ring seals the plunger in both 
the shipping and pressurized position, and the 
plunger locks into position when pressurized. 

The company offers injectors packaged with Or-
thene® insecticide, Bayleton® fungicide and Nutri-
ject™ proprietary fertilizers. 
Grck 125 on reader service card 
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Bi l l ing Sof tware 
Designed for the Lawn and Landscape Industry 
The Billing Clerk with Accounts Receivable ™ 

Compare some of 
Unlimited number of customers. 
Recurring billing mode for automatic 
billing of maintenance fees (weekly, • 
monthly, quarterly or anv other cycle). • 
Unlimited service/product codes for flexible 
one time invoicing of special jobs like 
fertilizing, tree trimming/removal, etc. One 
time invoices can be saved and recalled for • 
future reference. 
Customer note pad for miscellaneous 

our features: 
information like special equipment needed, 
crew requirements, etc. 
Prints on forms and blank paper. 
Statements, invoices, late charges, past due 
notices, aging report, sales reports, sales tax, 
discounts, customer ledger, mailing labels, 
Rolodex® cards, plus much more. 
PC/MS DOS 3.0 or higher compatible with 
640K RAM and a hard disk required. 

Free Sales Tracking Offer Expires 5/31/92 
Here's what some of our 

customers say: 
"top notch technical support. . .1 trained one 
employee to use the program and he learned it in 10 
minutes". Dorothy Williams, AR 

"I have found your accounting package extremely easy to 
start-up and use. Posting of information and information 

retrieval is a snap... I haven't come 
across anything as good for the 
money." Bob Blier, MA 

Call Now! 
1-800-880-0887 

DM) fm "your software has changed the way we 
manage time here, I wish we had found you 
folks sooner. Your customer support has WARE WC. fr«» txcelUra ..." Fred Godwin, FL •30 day written return policies apply. 

There Is a $20 restocking fee. 

213 Congress, Ste. 200 • Austin, TX 78701 • (512) 629-7400 • FAX (512) 629-4341 

U M RI V I C I #33 

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 w i th 
adjustable pattern. 
2. The answer to your grass 
c l i pp ing prob lems. 

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 

MILLCREFIT 
| * Manufacturing C o ^ | l 

The Spreader Specialists 
112 S. Railroad Ave. 

New Holland PA 17557 
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A portable wash tank from Ritchie Best-
way can be bolted directly to any piece of 
equipment. The 2.5-gallon poly tank has a 
5-inch fill and a spring-loaded valve that 
can be positioned as a constant flow or 

auto shutoff. Included is a universal pump 
soap dispenser and a detachable hand towel. 
Circle 129 on reader service card 

Garlock Equipment now offers a self-pro-
pelled sweeper with a 36-inch brush that 
adjusts to sweep left, right or straight 

ahead. Brush selection includes choice of 
100 percent poly or steel; or a poly/steel 
combination. 

Model 86 sweeper features a 5-h.p. I/C 
engine with cast iron bore, solid-state ig-
nition and remote air cleaner. 
Circle 130 on reader service card 

The F.D. Kees 48-inch walk-behind com-
mercial mower offers responsive handling 
on most terrains. The adjustable front 
wheels are designed to make changes in 
cutting height easy. A scissors idler allows 
for a positive steerable reverse while eli-
minating downhill runaway. 

Standard features include belt guide plates 
for blade belt adjustment and replacement, 
higher rear deck for extra ground clear-
ance and a five-speed transmission. 

A 36-inch model is also available. 
Circle 131 on reader service card 

The AC Sensor from Santronics senses 
voltage through insulation and does not 
require disconnections, current flow or 

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 

THE LINE-WARD 
LINE-LAYER 
PREFERRED BY 
PROFESSIONALS 
FOR OVER 
16 YEARS 

• Handcrafted, Solid 
Construction 

• Moves On Tracks, Not 
Wheels, For Superior 
Traction 

• Efficient, All-
Mechanical Drive—No 
Recurring Oil Leaks 

• Ever Reliable Kohler 
16 Hp. Engine-
Optional Electric Start 

• Up To 16" In Depth 
• Quick Service & Parts 

Delivery 
• Boring Attachment 

Available 

USB READER SERVICE #35 
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contact with conductors for operation. The 
pen-sized, UL-listed sensor is designed to 
prevent accidental electrical shock and 
troubleshoot circuits. 
Circle 132 on reader service card 

New from LESCO is Eliminate 47/DG 
selective broadleaf herbicide for broad 
spectrum, postemergent control of more 

than 35 turfgrass weed species. Eliminate 
is a dry, water-dispersible granule formu-
lation. Active ingredients are MCPA, 
Mecoprop (MCPP) and dicamba. 

The product is packaged in 8-pound 
bags that cover 2 to 2.5 acres of turf. 
Circle 133 on reader service card 

The A & L TR2000 renovator is designed 
to aerate soil, retain moisture, relieve 
compaction, activate fertilizer and relieve 
root boundness. From Parham Industries, 
TR2000 is engineered with high clearance 
and out-of-the-way hydraulic lines that 
allow precise depth penetration from 1 
inch to 8 inches. 

Solid steel tines are patterned in a spiral 
for uniform spacing. The renovator is avail-

able in drum widths of 63, 90 and 117 
inches. 
Circle 134 on reader service card 

Briggs & Stratton 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 is designed to run cooler and offer 
greater durability. It features a cast iron 
cylinder sleeve that extends engine life, 
and a One-Start™ carburetor for one-pull 
starts. Also standard is the power cut 
mechanical governor. A dual lubrication 
system bathes all internal parts. 
Circle 13S on reader service card 

1 
[ LESCO 

TERRACARE AERATORS 
The Terra T98 is the BIG little aerator — built like the big ones only with smaller 
dimensions. This unit will fit through a 36" gate, can be pulled with a 12HP trac-
tor and will aerate 1 acre per hour. It is an excellent unit for the landscaper who 
likes to make money the easy way. 

The mini priced aerator for the BIG job. 

For areas too large for one unit. In minutes 
you can have a large machine aerating 5 foot 
8 inches. The 3-gang aerates 3 acres per 
hour. This unit was built for the landscaper 
who likes to make money the easy way and 
still give his customer an A-1 aerating job. 

You can't find a commercial aerator of this size 
for such a reasonable cost. 

Now aerate all day at 3/4 acre per hour without the hard work — RIDE IT!!! 

The WR II is equipped with 70 tines, 8HP Briggs and Stratton l/C engine, Peerless 
transmission, 3 speeds forward with reverse. This unit has an aerating width of 18", an 
aerating pattern of 31/2M x 41/2" and will pass through a 36" gate. 

Give your customer an A-1 job. 
Please ask for the price on this one — you won't believe it. 

TERRACARE PRODUCTS CO. INC. 
P.O. Box 248 

Pardeeville, Wl 53954 
608/429-3402 FAX: 608/429-2889 

It's not too early to order 
for Fall delivery. Stop by and 
see us in Booth #99 at the 
Outdoor Power Equipment Show 
in Louisville, KY. 
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Tractor PTO Drive 
• : L L F H L L A YARD WASTE RECYCLING SYSTEM 

THAT WORKS LIKE YOU DO. HARD AND SMART. 
COMPLETE DEBRIS CLEAN-UP. CHIP LIMBS 

UP TO 6 " THICK. SHRED V TREE TRIMMINGS. 
A N D TURN GIANT LEAF PILES INTO MULCH IN 
MINUTES WITH THE UNIQUE VACUUM KIT. 

CALL TODAY AND ASK ABOUT OUR IN-HOME 

1-800-945-0235 M - F , 8AM-

5PM , C S T 

RECYCLE NATI REN W \ $ T E . . . N \ N RALLY 

I TORNADO Products, Ine 
W190 N11260 Carnegie Drive 
Germantown, Wisconsin 53022 

USE READER SERVICE #39 

SOFTWARE 
Mr. Accountant the ultimate 

landscapers accounting package 
Accounts Receivable • Invoices • Statements • Aging Reports • Truck 
Routes • Plant List • Proposals • Accounts Payable • Payroll • General 

Ledger • Equipment Maintenance • Menu Driven • Simple to Use 

Customization Available 
Demo SPS consulting Complete 

Available 1032 Raritan Road - Cranford, NJ 07016 Program 
(908)272-1398 $695.00 

USE READER SERVICE #40 
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BAKER QUALITY. 
PRO PERFORMANCE. 

VIDEO DEMONSTRATION. 

Radio frequency data modems are now 
available for Valcon Automatic Irrigation 
V3 Central System controllers. The Air-
corn 1200 wireless modem allows com-
munication between a central personal 
computer and the Valcon model 30000 
controllers. 

Trunked-system versions and stand-
alone systems are available. 
Circle 136 on reader service card 

The power injector from Cutler Engineer-
ing uses a stream of high-pressure water 
and air-powered controls to place water-
absorbing polymers into the root structure 
of trees, shrubs, bushes and other plantings. 

Once injected, the polymer provides a 
water reservoir for the plant to draw from 
during dry periods. 
Circle 137 on reader service card 

A lightweight hydraulic pole pruning saw 
is available from Husqvarna Forest & 
Garden Co. The 15.5-pound Highcutter 
PS50 incorporates a telescopic shaft con-
structed of fiberglass and reinforced poly-
ester. It is available in five different 
lengths, ranging up to 20 feet. 

Rubber mounts on the engine are in-
cluded to minimize vibration. 
Circle 138 on reader service card 

20 & 23 HP 

USE READER SERVICE #41 

Creative 
curb marketing 

Permanent Landscape Borders 

Create profits 
by offering your customers 

beautiful borders. 

26041 Pala 
Mission Viejo. CA 92691 
(714)587-8488 
(800) 292-3488 
FAX: (714)951-2656 

Creative Curb Marketing 
line of concrete curb and 

border equipment is 
easy to use and 

an important 
addition 

to your 
bottom line. 



CompuScapes 
Landscape Software 

If You Plan to Bury Your 
Competition, You'd Better 

Bring the Right Shovel 

CompuScapes Landscape Sof tware 
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 profi ts . 

And that just might scare your 
compet i t ion to death! 

• Job Costing 
• Routing & Schedul ing 
• Est imating 
• Workorders 
• Invoicing 
• Accounts Receivable 
• Sales Analysis 

For additional information contact: 
CompuScapes 
2653 Gravitt Road 

Duluth, Georgia 30136 
(404) 447-5858 

Get Serious. Get CompuScapes. 

USE READER SERVICE # 9 1 

Sprayers on Trucks 
Sprayers Customized 

1 0 0 t o l O O O 
G a l l o n U n i t s 

5 - S O G P M 
1 - 6 T a n k U n i t s 

Buy Smart 
Buy From Us 

Units From 
$ 1 5 0 0 . 

Fast Delivery 
Anywhere in 

The U.S. 
We Can Build Anything! 

(And Have) 

A soluble fertilizer pellet has been formu-
lated for use with the Olson EH-12 drip 
irrigation system. Available in a 13-13-13 

composition, the fertilizer has 5 percent 
humus with 1 percent humic acid. 

The pellets are formulated for monthly 
use. Irrigation cycles should be at least 30 
minutes for pellet dissolution. 
Circle 139 on reader service card 

The Reotemp compost thermometer is 
designed to monitor the interior tempera-
tures of compost piles and windrows with 
a temperature range of 0-200 degrees Fah-
renheit. The thermometer is hermetically 
sealed to prevent fogging. It is available 

with pointed stems in lengths of 12 to 72 
inches. 
Circle 140 on reader service card 

Yazoo has added the SV24B-2 to its line 
of mowers. The self-propelled mower 

features a 5-h.p. engine, high wheel 
design and optional mulching attachment. 
Circle 141 on reader service card R 

FYI... 
Aquatrols offers business-building brochures. Aquatrols offers a pocket-size, two-color 
brochure to help lawn maintenance professionals sell customers on the benefits of AquaGro 
soil wetting agents. 
Circle 142 on reader service card 

Software aids in environmental compliance. The ChemCheck™ computer software 
program from Gaia Systems cross-references user-created chemical inventories to more 
than 8,000 chemicals listed in federal and state environmental regulations. A brochure 
describes the software. 
Clrdc 143 on reader service card 

Wall chart details tool selection. V & B Manufacturing Co. offers a user's guide that 
matches its Groundbreakers landscaping tools to nearly 30 job applications. The guide 
also specifies tool sizes and weights by job type. 
Circle 144 on reader service card 

Shop by mail. The Greenline '92 catalog features landscape maintenance replace-
ment parts and supplies at wholesale prices. Most orders are shipped within 24 hours. 
Circle 14S on reader service card 

From one small business owner to another... Lawn Aeration: Turn Hard Soil Into 
Cold Cash shows how to start a lawn care business with a small capital investment. 
Author Robin Pedrotti owns a San Diego lawn aeration firm. 
Circle 146 on reader service card 
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Granular control for insects. 
Because you never know 

which way 
the wind will blow 

To control surface and soil insects as you feed, 
nothing works harder than Lebanon granular fertilizers 
with DURSBAN* insecticide. They spread evenly, with-
out drifting or leaching through, to eliminate chinch 
bugs, ants, weevils and fleas, as well as ticks that can 
carry lyme disease. 

Apply the homogeneous, balanced feeding of 
Greenskeeper 20-4-10 with DURSBAN insecticide for 
even growth and color. Or the economical, yet highly 
effective, SCU blended Lebanon Pro 20-3-5. Available 
with DURSBAN insecticide in 1% and 0.6% formulations. 

For more information, contact your Lebanon sales 
representative or local Lebanon Turf Products distributor. 
Or simply call 1-800-233-0628. 

USE READER SERVICE #73 



APRIL 20-OCT. 12: AmeriFlora '92, Franklin 
Park, Columbus, Ohio. Contact: AmeriFlora 
'92, 1995 East Broad St., Columbus, OH 
43209-1679; 800/BUCKEYE. 

APRIL 28-20: 1992 Florida Agri-Business Com-
puter Conference, sponsored by the University 
of Florida Cooperative Extension Service — 
IFAS, Seminole Community College, Sanford, 
Fla. Contact: Uday K. Yadav, 250 W. County 
Home Road, Sanford, FL 32773 ; 407/323-2500, 
ext. 5559. 

APRIL 29-20: GreenTech '92, sponsored by the 
California Landscape Contractors of America, 
Long Beach Convention Center, Calif. Contact: 
CLCA, 2021 N St., Suite 300, Sacramento, CA 
95814; 916/448-2522. 

MAY 18-20: Controlling Sediment from Construc-
tion Sites, presented by The College of Engin-
eering, University of Wisconsin — Madison/ 
Extension. Contact: Dept. of Engineering Pro-
fessional Development, 432 North Lake St., 
Madison, WI 53706; 608/262-2061. 

MAY 21: Insect Pests of Conifers, sponsored by 
the Center for Urban Horticulture, Seattle, 

Wash. Contact: Center for Urban Horticulture, 
University of Washington, GF-15, Seattle, WA 
98195; 206/685-8033. 

MAY 27-JUNE 12: Site Grading Workshop, Cor-
nell University. Contact: Landscape Architec-
ture Program, Cornell University, 440 Ken-
nedy, Ithaca, NY 14853; 607/255-1801. 

JUNE 17-18: Midwest Grounds Management Con-
ference, co-sponsored by the Midwest Associa-
tion of Physical Plant Administrators and the 
Professional Grounds Management Society, Mi-
ami University, Oxford, Ohio. Contact: Ken 
Havens, Miami University, Cole Service Bldg., Ox-
ford, OH 45056; 513/529-6786 or Allan Shulder, 
PGMS, 10402 Ridgland Road, Suite 4, Hunt Valley, 
MD 21030; 301/667-1833. 

JULY 1: Cornell Turfgrass Field Day, Pine Island, 
N.Y., co-sponsored by the Hudson Valley Hor-
ticulture Agents, Orange County Sod Growers 
Association and the New York State Turfgrass 
Association. Contact: NYSTA, 800/873-TURF 
or 518/783-1229. 

JULY 7: Focus on Wetland Plants, sponsored by 
the Center for Urban Horticulture, Seattle, 

G E W A T FERTILIZER INJECTORS 
& MEDIATORS 

a » WORLD FAMOUS . . 
* * FOR ACCURACY * * 

• PERMANENT OR PORTABLE INSTALLATION 
• FLOW RATE 1/5 GPM TO 31700 GPM 
• VALVE SIZE 1/2 INCH TO 4 INCH 
• PROPORTIONING (FIXED OR VARIABLE) 
• NO MOTORS. NO PUMPS 

W A T E R PRESSURE DOES THE W O R K 

ASK FOR OUR CATALOG FEATURING: 
• GEWA INJECTORS/MEDICATORS 
• BRUSHKING" S-3 PRUNING SHEARS 
• BRUSHKING® BRUSHCUTTERS 

MANUFACTURER AND 
EXCLUSIVE IMPORTER 

W 
BRUSHKING 

4173 DOMESTIC AVENUE 
NAPLES, FLORIDA 33942 

TEL: 813-643-6368 
FAX: 813-643-3914 

USE READER SERVICE #43 

TVouble 
Meeting 
Lawn Care 
Customer 
Expectations? 
Try l o w e r i n g the 
" c r o s s b a r " . Educa te 
y o u r c u s t o m e r s s o 
they w i l l u n d e r s t a n d 
e v e r y t h i n g i n v o l v e d ! 

A new video 
for your 
customers 

HELP THEM-
• Be more patient 
Have more 

realistic expectations 
Do their part 

Retaining customers is the 
key to profits in the 90's 

For more information call 
1 -800-779-2196 

Wash. Contact: Center for Urban Horticulture, 
University of Washington, GF-15, Seattle, WA 
98195; 206/685-8033. 

JULY 22-27: American Association of Nursery-
men Annual Convention and Nursery Industry 
Trade Show, Grand Hyatt Hotel, Columbus, 
Ohio. Contact: Lisa Harmon, AAN, 1250 I St. 
NW, Suite 500, Washington, DC 20005; 202/ 
789-2900. 

JULY 26-28: International Lawn, Garden and 
Pöwer Equipment Expo, Kentucky Fair and Ex-
position Center, Louisville, Ky. Contact: Expo 
'92, 6100 Dutchmans Lane, Sixth Floor, Louis-
ville, KY 40205; 800/558-8767 or 502/473-1992. 

AUG. 7-9: TAN-MISSLARK Regional Nursery 
& Garden Supply Show, George R. Brown Con-
vention Center, Houston, Texas. Contact: Texas 
Association of Nurserymen, 7730 IH-35, 
Austin, TX 78745-6621; 512/280-5182. 

SEPT. 20-22: Florida Turfgrass Association, 
Annual Conference and Trade Show, Prime F. 
Osborn Convention Center, Jacksonville. Con-
tact: FTGA, 302 S. Graham Ave., Orlando, FL 
32803-6399; 407/898-6721. fl 

USE READER SERVICE #44 

Back 
issues of 

LAWN& 
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& 

LANDSCAPE 
MAINTENANCE 

4012 Bridge Ave., 
Cleveland, OH 44113 
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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 publisher 
before the first of the month preceding publica-
tion and be accompanied by cash or money 
order covering full payment. Submit ads to: 
Law n & Landscape Maintenance magazine, 
4012 Bridge Ave., Cleveland, OH 44113. Fax: 
216/961-0364. 

BUSINESS F O R SALE 

ORLANDO AREA 
Lawn Maintenance Co., established 10 years. 
Room for growing. Beautiful 8-room house also 
included in area of business. One flat fee takes 
all. Must sell. Moving back up North. Orlando, 
Fla., area. Call 407/834-2692. 

• • • 

GROWTH OPPORTUNITY 
Exclusive franchise areas available for existing 
green industry operations. Come grow with the 
leader in organic-based lawn care. NATURA-
LAWN OF AMERICA. Call Mike Catron, 800/ 
989-5444. 

• • • 

FRANCHISE 
Consider becoming part of a growing and pro-
fitable lawn mower, small engine replacement 
parts franchise. AMPS has several area open-
ings to start you on your way to "financial suc-
cess." For investment $45K. 

Coll 305/474-4942 
ATLANTIC MOWER 

PARTS A SUPPLIES INC. 
13421 S.W. 14th Place 

Ft. Lauderdale, FL 33325 • • • 

BUSINESS W A N T E D 

CHICAGO AREA 
Growing landscape company will buy accounts 
or entire landscape business in Chicagoland area. 
Call 312/736-6615. 

• • • 

F O R 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 Hersch's Chemical Inc. 
800/843-LAWN - outside of Michigan 

313/543-2200 ••• 

SPREADER 

EXTERNAL SPREADER CARRIER 
Redesigned to let you lower your tailgate. Carry 
your broadcast spreader empty or full the safe, 
secure, space saving EXTERNAL way. 

• Eliminate spills and 
turnovers 

• Gain 25 cu. f t of space 
• Reduce back strain and 

lifting height 
• Mounts simply to all 

bumpers or flatbcds 

A MUST For Granular Applicators 

129.95
 Plus Adaptor 

(specify brand of spreader) 
ESC, Inc. 

201 Cherokee Circle, Little Rock, AR 72205 
(501) 221-7384 • Fax (501) 224-7826 

CALL A N D ORDER YOURS TODAY • MONEY BACX GUARANTEE 

• • • 

PIPE LOCATOR 
INEXPENSIVE. Locates, traces underground 
drain, water pipelines of clay, PVC, ABS, steel 
and cement. Bloch, Box 18058, Cleveland, OH 
44118. 216/371-0979. 

• • • 

COMPUTER SOFTWARE 

SIMPLE, SIMPLE, SIMPLE 
MEANS 

PROFITS, PROFITS, PROFITS 
Superscape Landscape Management 
System offers the Landscape Professional 
the following: 

V Excellent Mgmt. Information 
V Large Time Savings 
V Increased Sales 
V Reduced Training Costs w 
V Reduced Support Costs , 1 

V Ease of Use 
V Our Users Love Us 
V Macintosh Window Environment 

Benefits too numerous to list. Simply the 
best software in the landscape industry. 
Don't buy until you call. 

SoftOuest, Inc. 
1-800-580-5880 

Fax 512-452-2378 
8711 Burnet Rd., Suite F72 

Austin, TX 78758 

• • • 

INTEGRATED SOFTWARE 
An integrated business management system for 
$495. A single dBASE, compiled EXE with A/P, 
A/R, G/L, payroll, job costing, laser labels and 
much more. Ideal for Serv. Business. Demos 

available. Dealers wanted. New Serv, 1615Gelhot 
Dr. #34, Fairfield, OH 45014; 513/829-1585. • • • 

FINANCING 
LET THE GOVERNMENT FINANCE your 
small business. Grants/loans to $500,000. Free 
recorded message: 707/448-0270. (NK8). • • • 

EQUIPMENT CATALOG 
ENGINES, EQUIPMENT, COMMERCIAL 
MOWER PARTS AND MOWERS! Get your 
FREE catalog from Landscapes Supply Corp. 
By calling 800/222-4303 or, in New York, 914/ 
429-8300. 

• • • 

MANAGEMENT SOFTWARE 

TRIMS 
MANAGEMENT SOFTWARE 

FOR LANDSCAPE AND 
LAWN CARE CONTRACTORS 

CUSTOMER MANAGEMENT 
ACCOUNTS RECEIVABLE 

ACCOUNTS PAYABLE 
GENERAL LEDGER 

PA YROLL 

Call or write today for your FREE 
Demo Disk and Literature to see 
what TRIMS can do for you! 

LABB SYSTEMS/SOFTWARE 
6018 EAST OSBORN ROAD 
SCOTTSDALE, AZ 85251 

(800)733-9710 

• • • 

CUSTOM SOFTWARE 
Your free GARDENWARE program (the custom 
computer program for landscape maintenance 
services) is waiting to be claimed. GARDEN-
WARE will reduce your management, bookkeep-
ing and paperwork duties by more than 75 per-
cent. GARDENWARE will give you more time 
to get more accounts and expand your business. 
GARDENWARE will save you time at work and 
give you more time for your friends, your fami-
ly, YOURSELF. Call us. Order your free GAR-
DENWARE program. If you like it, buy it. If 
you don't like it, don't buy it. It's that simple, 
that easy and that fair. It's FREE. Call us 800/ 
266-8135 code #GWLLM91. GARDENWARE 
isaproductof: Zipper Software, 1980 Cliff #225, 
Santa Barbara, CA 93109. 

• • • 

IT PAYS TO ADVERTISE IN 
LAWN & LANDSCAPE MAINTENANCE 

CLASSIFIEDS 
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SPRAY EQUIPMENT 

SPRAY EQUIPMENT 
WHOLESALE, METERING, 

CENTRIFUGAL, TURBINE, ROLLER, 
PISTON AND 12-VOLT PUMPS. 

Complete Line of Spray Equipment 
Sandla Sprayer, Inc. 

806/S46-2242 

• • • 

SEEDER DETHATCHER 
Salsco 380 seeder-dethatcher (slit seeder), all-
wheel drive, like new, used 3 times, $2,000 or 
best offer. David G. Young, 815/385-7287. • • • 

OIL FILTERS 

Replacement 
Parts [ T H O M A S 

«P* DISTRIBUTORS. INC 

April Special 
Kawasaki 

I P ^ Oil | 
Filter 

Part#: AF-2804 Cost : $4.95 ea. (min. 12) 

CALL FOR A FREE CATALOG 

1-800-828-7980 
VISA AND MASTERCARD ACCEPTED 

aaa 

TRAINING VIDEOS 
Professional training videos. Sprayer calibra-
tion/backpack; applicator safety training; the safe 

handling of pesticides; how to use a respirator; 
how to calibrate and use a rotary spreader; un-
derstanding the pesticide label. The videos are 
VHS and are available for $24.99 plus $2.50 
S&H. Send check or money order to: M.L.G. 
Productions, 12475 Central Ave., Suite 307, 
Chino, CA 91719; 714/629-2384. 

• • • 

COMMERCIAL MOWER PARTS 

MOWING 
CONTRACTORS: 

FREE CATALOG 
Commercial mower parts guaranteed to 
fit Bobcat, Bunton, Exmark, Snapper 
and Scag. WHOLESALE PRICING on 
blades, belts, filters, pulleys, tires, trans-
missions and mowing supplies. SAVE SSS 
call toll free 800/343-4233. LAWN CARE 
PARTS guarantees savings coast to coast. 
AM EX/VISA/MASTERCARD AC-
CEPTED 

• • • 

FOR LEASE 

HYDROSEEDING EQUIPMENT 
HYDROSEEDING UNIT & TRAILER - 350 
gpm/50PSI, skid mount 300-gallontank, manual 
reel, 100-foot hose, 10-h.p. Briggs I/C engine, 
manual start, nozzle kit (4 nozzles). Model 
3001-30. TRAILER OPTION - single axle steel 
deck trailer for single 300-gallon hydroseeding 
unit. Model 3001T. POND FILL SYSTEM -
suction hose and 3-way valve. Model HDPFS-01. 

AIR GAP FILLWELL - 7-inch air gap for hy-
drant fill. Model PSAGF-01. LEASE RATES: 
$500 Down Payment; 24 Payments at $275 or 
36 Payments at $218; Purchase Option of $550. 
Cash Price $5,000. Call Scott Sargent, BUSH 
LEASING INC. 800/766-2874. 

• • • 

HELP WANTED 

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, IL 60185. Attn: Glenn Kedzie. • • • 

DAMN THE RECESSION 
FULL SPEED AHEAD 

Major irrigation manufacturer seeks aggressive, 
take-charge salesperson for Northeast territory 
with home-base in Chicago. Our road warrior 
should have experience with irrigation products 
distribution, contracting and specification in the 
Northeast. Some college preferred, but we will 
be especially impressed with a successful track 
record in sales, excellent interpersonal and team 
skills and the ability to plan and implement. 
Salary, commission, car and benefit package. 
Send your resume to: LLM, Box 358,4012 Bridge 
Ave., Cleveland, OH 44113. 

• • • 

IT PAYS TO ADVERTISE IN 
LAWN & LANDSCAPE MAINTENANCE 

CLASSIFIEDS 

Ad 
ALCA 83 
American Cyanamid* 76,77 
Andersons 74 
Aquashade 10 
Arcadian 72 
Bandit 17 
Bell Tree 81 
Blackburn 82 
Brush King 92 
CBS Software 35 
Carlson 64 
Century Rain Aid* 80 
Ciba-Geigy 30,31,*73 
CoRon 5 
CompuScapes 90 
Crary 82 
Creative Curb 89 
Cushman 33 
Customer Solutions 92 
Deere & Co 68,69 
Dilloware 84 
DowElanco 48.49 
Echo 29 
Elchem 64 
Green Genie 35 
Green Industry Expo 16 
Green Pro 35,90 
Hardie Irrigation 60,61 
Harmony Products 9 
Hoechst-Roussel 55 
Hunter 39 
Isuzu 21 
F.D. Kees 38 
Knox 47 
Lawn-Wright 24 
Lebanon 7,91 
Line-Ward 87 
Lowe 13 
MFP Insurance 10 

Medalist America 43 
Metko 34 
Millcreek 84 
Monsanto 18,19,79 
Nor-Am 75 
O.M. Scott and Sons 65 
Oldham 9 
Olson i 81 
Oly-Ola 14 
PGMS* 80 
PLCAA* 73 
PBI Gordon 67 
Pennington Seed 23 
Pepco 95 
Peterson 41 
Prentiss 46 
ProSeed 34 
Putting Green 87 
Regal 22 
Rhone-Poulenc 36,37 
ROOTS 25 
SPS Consulting 89 
Salco* 80 
Scag 96 
Stihl 2 
Strong 80 
Terracare 88 
Tornado 89 
Tuflex 59 
Turf Products 13 
Turf-Seed 57 
Turfco 38 
Walker 66 
Weather-matic 44 
Wilbur-Ellis 52,53 
Woods 45 
Yazoo 20 

*Denotes regional advertising 

Back 
issues 

of 
LAWN & 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& 
LANDSCAPE 
MAINTENANCE 

4012 Bridge Ave., 
Cleveland, OH 44113 
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The City of Fresno is one of the West's fastest 
growing cities. When the city made the decision a few 
years ago that a new City Hall was needed, they 
wanted one that would last into the future. 

Fresno's "old" 
city hall was 
recognized as a 
progressive design 
when it was first 

opened to the public in 1941. So it was no great 
surprise that the new City Hall also would be 
fit for the future. 

Aggressive decisions were made. 
Among those decisions was to make the 
building accessible to all the public. 
Another was to make it a monument to the 
latest in conservation techniques. From the 
inside to the outside, Fresno City Hall is Central 
California's landmark to progressive thinking. 

PQB Tubing delivers water 
to plant roots. 

It's no wonder that the landscape architects and 
irrigation contractors chose Pepco's Quadra-Bubbler, 
PQB Ihbing and Laser Soaker Line for the planters, 
ground-cover, trees and shrubs. Pepco products are 
saving the City up to 70% on water use, while fostering 
strong plant growth. Today and into the future. 

Install the latest low-flow water conservation 
products from Pepco in your current and future 
projects. Call Pepco this week at (800) 247-8138 and 
we'll send you our fully illustrated Water 
Conservation Handbook. We'll also put you in touch 

with the authorized Pepco distributor in your area 
who will share new and better ways to save our 
water. 

We C M ^ 1 " 

WATER CONSERVATION PRODUCTS, INC. 
4870 West Jacquelyn . Fresno California 93722 . 800-247-8138 

WHEN THE CITY OF FRESNO BUILT THEIR FUTURISTIC 
CITY HALL, PEPCO WAS THE CHOICE FOR CUTTING EDGE 

LOW-FLOW WATER CONSERVATION TECHNOLOGY & PRODUCTS. 
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WITH SCAG'S UNIDECK " DESIGN, ONE DECK DOES IT ALL 
That's right. Forget your dedi-

cated mulching deck. Throw those 
baffles away. If you own a Scag 
mower, you already own a recycling 
mower. 

Scag's versatile Unideck™ 
design lets you convert 
your Scag cutter deck from 
dispersing to catching to 
mulching in a matter of 
minutes, right in the 
field. 

With our Unideck™ 
design, a deeper 
cutter deck and higher 
blade tip speed combine 
to provide better air flow 
under the deck. This stands the 
grass up and cuts it cleanly. 
Clippings are held above the blade 

until they are recut into a fine 
mulch. The air flow then forces the 
clippings back down into the lawn, 
providing valuable nutrients. And 

in heavy, lush grass, you can 
mulch at a reduced cutting 
speed or easily switch to 
dispersing. 

Our simple and eco-
nomical mulching kit fits 
on virtually all Scag walk-

behinds and riders, current 
and non-current models 

with 32", 36", 48", 52" and 61" 
decks. 

Plus, every new Scag cutter 
deck now features uur exclusive 
low-maintenance taper roller 
bearing spindle (patent pending). 
Testing has shown this sealed 

spindle lasts longer than tradi-
tional ball bearing spindles. 

No mulching mower can mulch 
under all conditions. But mulching 
with a Scag gives you the cutting 
options you need to get the job 
done. See your local Scag dealer 
for a demonstration today. 

SIMPLY THE BEST 

Subsidiary of Metalcraft of Mayvi l le, Inc. 
1000 Metalcraft Drive, Mayville. Wisconsin 53050 

© 1992, Scag Power Equipment 
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