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- Landscapers as well as irrigation
contractors are servicing irrigation projects.
How well do the two fit?
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Heavy Traffic Problems?

The Geoblocks porous pavement system installation, reduced site preparation, two
is designed to meet your most demanding sizes for varying load applications and a

turf support needs. The Geoblock system tongue and groove design for secure
forms a flexible structural bridge over low interlock.
strength subbases while retaining the Don't let your heavy traffic problems get
natural landscape beauty. out of control...call 800-548-3424.

The Geoblock system features easy Presto Products Company

GEOSYSTEMS® Division
P.O. Box 2399, Appleton, Wi 54913

GEOBLOCK.

POROUS PAVEMENT SYSTEM

/_'T? GEOBLOCK AND GEOSYSTEMS are trademarks of PRESTO PRODUCTS COMPANY
o8

< TS
‘“ ® USE READER SERVICE $43 S IS EINIC SO0V SOuE e



m & Landscape

VOLUME 13, NUMBER 10 MAINTEN CE OCTOBER 1992

FEATURES,
Cover lllustration: s e
Chuck Wimmer, Brecksville, Ohio 1 .I]l?;l!:gl:tgiorflhﬁevoluﬁon

Landscape and irrigation go hand in hand, and forward-
thinking landscape contractors are becoming complete project
managers on the properties they manage.

22 Labor Costs: How Much
Are You Worth?

Salaries, bonuses and benefits play a role in the long-term
health and welfare of employees. Find out how your
firm compares.

30 The Swelling Ranks

Of the Hispanic Workforce

As the number of Hispanic laborers in the United :
States continues to rise, many landscape firms are just : 18
now tapping into this previously overlooked labor P
pool; but issues such as language and cultural

p.40 differences need to be addressed.
3 Irrigation Training:
In Search of Uniformity

Poor uniformity is the primary unseen cause of dry and wet
areas, high water costs and wasted water.

A0 S e

Distinguishing lawn pests from beneficial insects is often a

difficult task. But studying seven key insect pests will
give you the answers to more than 90 percent of the
insect damage to home lawns.

46 Wildflowers: Turning
Devastation Into Beauty

A natural disaster such as a hurricane or tornado
doesn’t have to leave permanent scars. The planting of
wildflowers became a valuable healing process in

DEPARTMENTS South Carolina.
Advertisers’ Index Business Watch Compost Corner People

b
16 59 Editor’s Focus 56

Association News Calendar 10 Products

Letters
48

Book Excerpt Classifieds News in Brief Product Profile

LAWN & LANDSCAPE MAINTENANCE (USPS 657-470 ISSN 1046-154X) is published 12 times per year. Copyright 1992 G.LE., Inc. Publishers, 4012 Bridge Ave., Cleveland, Ohio 44113. All rights
reserved. No part of this publication may be reproduced or transmitted by any means without written permission from the publisher. One year subscription rates, $25 in the United States, $29 in Canada
and $82 in other foreign countries. One year foreign airmail rate: $182. Two year subscription rate: $35. Subscriptions and classified advertising should be addressed to the Cleveland office. Second class
postage paid at Cleveland, Ohio, and additional mailing offices. Postmaster: Return form 3579 to LAWN & LANDSCAPE MAINTENANCE, 4012 Bridge Ave., Cleveland, Ohio 44113.

LAWN & LANDSCAPE MAINTENANCE * OCTOBER 1992 3



Particle distribution pattern for typical blended product.

For maximum

you need the finest p

Scotrs, fertilizer-based pendimethalin products are the
most widely used preemergent combinations. And for
three very fine reasons.

@D The particles are smaller and more consistently
sized than typical competitive physical blends, reduc-
ing segregation potential while providing up to 8 times the
coverage per square inch. That better coverage means

fewer application breaks with more effective control of
grassy and broadleaf weeds. Field tests show that
poorly formulated combination products may sacrifice
preemergent weed control by 15% or more.

@ No other preemergent herbicide can match pendi-
methalin's combination of broad spectrum weed control,
control effectiveness and season-long performance.

Preemergent Control Comparison

Crabgrass | Goosegrass| Foxtail Poa Annua Oxalis Spurge Henbit | Chickweed
pendimethalin H H H M H M H H
| prodiamine (Barricade)* | H | M | H M NR M M 1\71
| dithiopyr (Dimension)* . H WY H M ‘ H [ M | M | M |
H: }@1 . .\Vl - .\lv;imm \R Not registered (Based on Scorrs/university data) * Barricade and 1):v-rrz‘::~:4.»n are L'a!ivm:t.r'r:w: Sandoz 14.".::1'.:5 and Monsanto C f:"um.":' 7 ey



Particle distribution pattern for Scorrs, methylene urea
fertilizer/pendimethalin product.

weed control,
ticles money can buy:

Season-long crabgrass control is just one consider-

ation, and pendimethalin answers it. But pendimethalin
also outperforms other preemergent herbicides on
tough-to-control weeds like goosegrass and oxalis.
@ Now ScotTs fertilizer-based pendimethalin line
also features Poly-S_.technology, the most efficient and
cost-effective turf fertilizer ever developed. This exclu-
sive technology offers programmed, flexible release
rates and more predictable response. It's virtually dust-
free. And it’s available only from ScorTs.

Offering a broad line of different fertilizer/pendi-
methalin products, your Scort Tech Rep is ready to help —_—
you select the formulation that best meets your needs. . y e

For more information, contact your Scort Tech Rep Pendimethalin Plus Fertilizer
today. Or call 1-800-543-0006.
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IT MAY HAVE been a mild spring and
summer legislatively in the lawn and land-
scape maintenance industry, but fall is
shaping up very differently.

In addition to deciphering the political
rhetoric from our presidential candidates,
Ohio voters are contending with potentially
far-reaching, onerous right-to-know laws.
While Ohio is only one state, ramifications
of “Issue 5 could spread nationwide.

If passed, Issue 5 would require busi-
nesses including manufacturers, retailers,
lawn care operators, farmers and distribu-
tors as well as many small businesses like
dry cleaners, retail shops and restaurants, to
place warning labels on products or produce
that contain or have been exposed to any
one of a list of 458 identified chemicals.

The issue, which if passed would go into
effect Dec. 2, would also require most busi-
nesses with products containing the iden-
tified chemicals on their premises to mail
warnings every six months to all residences
and businesses within a two-mile radius of
their facility.

(State and local government is exempt
from the labeling/notification requirements
demanded of private businesses.)

Additionally, Issue 5 would create a new
tax on businesses that release or transfer
toxic chemicals to be paid into a special
fund; and provide for criminal penalties and
civil fines for violations of the law. A large
share of the new tax and fines assessed for
violations would go directly into the
treasury of the Ohio Citizens Action, the
public activist group (backed by Ralph
Nader) responsible for putting the in-itiative
on the ballot.

Aside from what we've been told by the
proponents and opponents of the issue, who
and what are covered by the proposed issue
is not clearly defined. For example, if taken
literally, lawn care operators would be re-
quired to notify everyone within a two-mile
radius of every property to which they
apply pesticides. Additionally, it is said that
those companies with less than 10 employ-
ees would be exempt from the issue, but the
law doesn’t clearly define whether that
number includes full-time, part-time or
seasonal help.

Businesses also adamantly object to the
proposed law’s assumption that a business
is guilty of exposing its neighbors to
harmful chemicals. Persons living within
two miles of a plant, for example, can
allege that exposure is occurring and
demand an accounting of all chemicals on
the premises.

This is particularly bad news to the lawn
and landscape industry as the public is al-
ready sensitive to lawn spraying and al-

“'*’M 5

leged health issues, and will add signific-
ant costs by requiring labeling spray mix
tanks, providing signs and giving written
warnings with each delivery of fill dirt.

A recent economic study predicted Issue
5 will cost Ohioans $2.2 billion in the first
year of enforcement. According to anal-
ysts, compliance costs could range from
$1.5 billion to $3.8 billion. An impact
statement for the landscape industry pre-
dicts Issue 5 would affect the following
chemicals: diesel exhaust, benzene,
arsenic, lead (fertilizers and residues de-
tectable in fill dirt) and pesticide materials
containing low levels of listed chemicals.

California is said to have similar right-to-
know information in place, but in reality, it
doesn’t even begin to match what is being
proposed in Ohio. Nine other states have
looked at such legislation, but never came
close to putting it before voters.

Pitted against the huge financial resour-
ces put forth by the Ohio Citizens Action
group, Ohioans for Responsible Health
Information, a coalition of labor, agricul-
ture and business leaders employed the ser-
vices of a public relations firm, Paul Werth
& Assoc., to develop question and answer
brochures, videos and the like to combat
activist propaganda. In addition, the Ohio
Pesticide Applicators for Responsible
Regulation are active opponents to Issue 5.

Issue 5 is a clear attempt at regulatory
overkill without public benefit. The size of
your firm and the state in which you
operate aside, this issue is important to all
landscape businesses -- large or small --
because of the potential precedent setting
burden it carries.

The last thing the industry needs is more
regulation. Get active in local and state
issues. And most of all, take advantage of
your right to vote. -- Cindy Code 3
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LYNX™ 2000

BANSOMES
IN==2000

as well as it throws,

The Ransomes Lynx™ 2000 works circles around other The Lynx 2000 is designed for greater productivity all
zero turning radius mowers (ZTM). It's the only 42" the way around. The large capacity grass catcher
ZTM that features a convertible deck, so you have the means less time dumping and more time mowing.
option of catching or throwing the cuttings. Plus, the compact design gives you greater
And you don’t have to be a master mechanic to convert maneuverability around obstacles.
~ ) from one system to the Cut down the number of mowers you need while
other. It can be done expanding your capabilities. Add the Lynx 2000 to
quickly and easily by your equipment lineup.
EEUROUIn & ) king o Call 1-800-228-4444 for the dealer nearest you to
o et arrange a free on-site demonstration.
the side discharge chute.

Built to Last m

6114 Ransomes, Inc. ® A Ransomes America Corporation Company @ 7900 West 78th Sireet, Suite 105 @ Minneapolis, MN 55439
©® Ransomes, Inc. 1992. All rights reserved
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DESPITE THE FACT the unemployment
rate dropped slightly last month, U.S.
businesses will continue to downsize their
operations, according to a recent survey
conducted by Manpower, a national temp-
orary-help firm. Manpower reported that
companies planning staff cuts rose 3 per-
cent in the most recent survey. Addition-
ally, 21 percent of businesses planned to
increase their hiring activity, down 4 per-
cent from the previous survey.

Manpower officials told USA Today
businesses have not expanded their work
force because of weak demand for goods
and services, and a “wait-and-see” attitude
regarding the upcoming presidential elec-
tion. Company officials warned there is
little evidence of a hiring rebound in the
immediate future,

FIXED MORTGAGE RATES

18% {

JUNE | JULY AUG. | SEPT.
8.42 7.93 7.60 7.60

Posted yields on 30-year mortgage commit- | | 77%

ments for delivery within 30 days.

CONSUMER PRICE INDEX* BED
MAY | JUNE | JULY AUG. ‘ 1.5%
+0.1 +0.3 +0.1 +0.3

*Percent change from preceding month, 74%

seasonally adjusted. ‘

PRODUCER PRICE INDEX* iz
MAY |JUNE |JULY | AUG 1% K
+0.4 +0.2 +0.1 +0.1

*Percent change from preceding month,
seasonally adjusted.

UNEMPLOYMENT DROPS

Juy  Avg.  Sept
w0 We?law7MMmI

May June July
(Thausands of homes, seasonally odusted )

August

Source: National Association of Realtors

NEW HOME SALES

Thousands of homes, seasonally odjusted.

. ; | West Rg’on |
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Source: National Association of Realfors

ECONOMIC REPORT: THE PRESIDENTIAL RACE

OVERALL, LANDSCAPE contractors hold a bleak opinion of the
three presidential candidates George Bush, Bill Clinton and Ross
Perot. But if they had to choose today they would select Bush; not
because of his good record, but because he appears to be the lesser
of three evils and is most likely to assist small businesses.

So strictly from a business perspective, following are comments
from some of our readers:

“I think it will be one of the most unusual presidential races and
finishes we have ever seen,” said Tom Lied, Lied's Nursery Co.,
Sussex, Wis. “Bush is still best for the country, for jobs and for
business; and therefore for everyone. Bush is not real ept, but he's
the best of the three. He'll be forced to pay attention to the economy.”

Richard Akerman of Northwest Landscape Industries, Tigard, Ore.,
said he's upset that neither Bush nor Clinton have addressed the def-
icit. But the one candidate who has -- Perot -- blew it when he drop-
ped out of the race in July.

“One person can be the leader, but you have to have someone who
can work with the House and Senate. So, lots of change in Congress
should help the economy,” Akerman said. *“We have terrible choices,
but I'm voting for Bush because I'm scared of Clinton."”

Frank Mariani of Mariani Landscape, Lake Bluff, 111, agrees that too
much emphasis is placed on the one person who gets elected as president.

“The economy is a bigger issue than the presidential election,” he

said. “I don’t want to vote for any of them. But if you look at the past
12 years, we're still in better shape than prior to the Reagan
administration.”

And the decision becomes more difficult, not easier, as the elec-
tion draws closer.

“My gut feeling -- and I'm becoming less and less convinced as the
days go by -- is that the Bush administration would improve the
economy from a small business perspective,” said Ed McGuire of
The Lawn Co. S. Dennis, Mass.

And dealing with Clinton’s suggested programs for small business is
the one thing small businesses can’t afford, according to Mark Yahn
of Ground Control Landscaping, Orlando, Fla..

“I don’t think Clinton is the tax and spend Democrat people say he
is, but there's no way -- especially in tight times -- small business can
pay for some of his ideas,” he said. I think Bush is the guy. The
suggestions he already made, if they had passed, would have opened
things up such as capital gains and investment credits to small business
like we enjoyed in the early 80s. "

Still there's others who feel that neither of the three candidates will
improve the situation for small businesses in the coming year.

“It will be tough regardless,” said Tim Doppel of Atwood
Lawncare, Sterling Heights, Mich. “For the first time since I've been
voting, I'll be voting for the lesser of two evils than the best.” "
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Looks like
It's time
for new

homogeneous

Greenskeeper
12-25-12.

Designed specifically
for late fall and early
winter applications,
Greenskeeper 12-25-12
will build stronger

root systems and de-
liver faster green-up in
the spring. And for a
few cents more than
blends, you'll get
exceptional coverage
and Greenskeeper
homogeneous quality
in a 1-2-1 ratio. For
more information
about Greenskeeper’s
newest granular fall
fertilizer, contact your
Lebanon sales repre-
sentative or local
Lebanon Turf Products
distributor. Or simply
call 1-800-233-0628.

GBEENS

12-25-12 i
FALL/WINTER

FERTILIZER]

o Wirning Greeng

and Fuum,‘

Greenskeeper is a product of Lebanon
Chemical Corporation.
£1992 Lebanon Turf Products
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The Golden Herbicide

By Regal Chemical Company

¢ Poa Annua control

* Also Henbit and Chickweed

« Only one application per year

* 10 Ib. jug covers 5 acres

MIXES WITH
DY’ON™ & DI-AQUA

WynStar'? is a dry flowable
herbicide specifically designed to
control virtually all winter annual
weeds in dormant bermuda grass.
In spray tank solution, WynStar™ is
a rich gold color. Add Dy'on™ and
the solution turns emerald green.
The emerald green color gives a
green tint to the yellow dormant turf,
so the applicator can see where he
has sprayed. Skips and over-laps
can then be prevented. Sprayed on
dormant turf, annual winter weeds
are controlled with one application.

For superior weed free turf year-
round, start with WynStar™, follow
with RegalStar™, then Regal Fair-
way Fertilizer, and finish with Regal
Fall Fertilizer (Potash Plus).

No other program can match
the results. Ask Bour Regal
Representative or Distributor.

REGAL

\rAl COMDA
CHEMICAL COMPANY

Home of RegalStar

Regal Chemical Company
P.O. BOX 900 / ALPHARETTA, GA 30239
PHONE 404-475-4837 / 800-621-5208
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Timely Training

Just a quick note to tell you that I think the
articles in the “Irrigation Training Series,”
authored by Larry Keesen, president of
Keesen Water Management, are extremely
valuable.

I have just finished “Lesson Two" from
the August issue and find this information
to be right on. We are using these articles
to further educate our personnel.

These articles contain the depth of a
subject that really helps out those of us that
need to know. Please continue to provide
articles with this quality.

Keep up the good work.

Les Mathews

President

Grounds Maintenance of Oregon
Tualatin, Ore.

You are to be congratulated on the article
in your July issue authored by Lamry
Keesen. I have great professional respect
for him, and served with him on the [A
Board of Directors in the mid- to late-
1980s. His article was thorough and easy to
understand given the somewhat difficult
task of explaining soil physics and its
relationship to irrigation efficiency.

If this quality continues through the
planned series, these articles will serve our
industry well.

William Pogue
President
Irrometer Co.
Riverside, Calif.

Testing Encouraged

The newest portion of the California
Landscape Contractors Association cert-
ification testing program is the irrigation
test. This test was developed as a result of
the continuing drought in California and
the proactive stance contractors took
against water municipalities and local pro-
hibitions restricting water usage in the
landscape industry. Instead of getting into
a verbal war, or worse, CLCA contractors
put their heads together and came up with
several good ideas to protect our industry
from drying up over water use restrictions.

CLCA's program includes hands-on and
written testing. The written test consists of
general comprehension, plan reading, first
aid and safety. The first part is about how
and why an irrigation system works, term-
inology, equipment, theory, efficiency and
conservation, a working general knowl-
edge. Next, the plan reading promotes the
neces-sity of taking a plan and turning it
Into an irrigation system.

The series of field tests are timed and

judged according to strict guidelines. Some
of those tests include main and lateral line
installation; sprinkler repair; plant and soil
type identification; controller programming:
troubleshooting and valve repair; grading
and drainage; and water auditing.

Don’t you think a basic skill in these areas
is essential to every crew working on
sprinkler systems? | think these skills are
essential, yet the passage rate is remarkably
low (less than 25 percent can pass the test)
and the test is not filling to capacity.

Come on. We as contractors have work to
do in this area. If your people take this test
and do not pass, at least they find out how
much they don’t know, and they can work
toward a basic skill level which we must
provide to the public.

Water running down the gutter benefits no
one, but a beautiful green lawn benefits
everyone. And we can have our landscapes
without abusing our water supply. All it
takes is knowledge and training, and the
CLCA certification irrigation test can get
your key people up to a basic acceptable
standard of irrigation expertise that is
minimally expected of us as landscape
professionals.

Kim Hecks at CLCA, 800/448-CLCA, has
details and applications on future tests. This
program can go a long way (o ensure our
success as landscapers, green keepers of the
Earth. Get involved, get certified. It pays.

Henry Buder, CLT
Henry Buder’s Landscape Restoration
Mill Valley, CA

*
Professional Challenge
Enjoyed your “Editor’s Focus™ in April’s
issue. One of the obstacles of which you
consider and ponder is one of psychological
proportions. It is endemic to our profes-
sions. It has its roots in the “earth and self’;
an obsession with normality and conformity.
Anything or any direction from this self-
appraisal is an affirmity to their ego.
James Chadwick
James Chadwick Landscape
Architectural Design
Los Gatos, Calif.

Ed. Note: The editorial discussed the long-
term viability of the green industry despite
impending government legislation, and the
need for those earning a living in the

industry to proactively promote its benefits
to the consumer media and customers. ™

Letters to the editor are encouraged. Send
them to: Cindy Code, Editor, Lawn &
Landscape Maintenance magazine, 4012
Bridge Ave., Cleveland, OH 44113
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NEWS DIGEST
A ———————

Alar OK For
Non-Food Uses

The Environmental Protection Agency will
retain the non-food registrations of the pes-
ticide daminozide, commonly known as
Alar. The systemic growth regulator can be
used on bedding plants, chrysanthemums,
azaleas, Easter lilies, hydrangeas and
poinsettias.

The EPA said that the risks to workers
associated with those uses were not
significant, and that the benefits of the non-
food uses were substantial. Other studies,
however, confirmed the EPA’s earlier
assessment that food use of Alar poses an
unreasonable risk of cancer to the public.
Food uses of Alar were voluntarily canceled
by Uniroyal Chemical Co. in 1989.

All Green Recognized

For Impressive Growth

All Green Corp. of Marietta, Ga., was ranked
95th on the list of the country’s 500 fastest-
growing privately held companies, accord-
ing to a recent survey in /nc. magazine.

All Green Corporate reported a sales
growth increase of 2,330 percent over the
five-year period 1987-91. The company
grew from $390,000 in sales in 1987 to
nearly $9.5 million in 1991. The company
operates in 20 cities in 12 states in the U.S.

Utah Resident Cited
For Death of His Lawn

Homeowners in the West are generally
chastised for a green lawn, but one couple
from South Salt Lake, Utah, was recently
cited for failing to maintain their landscape.

Apparently, the lawn turn brown after the
couple errantly applied an insecticide to
the turf. But when the homeowner joked
that he let the lawn go brown in protest of
water rates, the city issued the citation.

“Had he quit watering his lawn because
of the drought, nobody would have
bothered with it,” said the city’s attorney.
“But the reports say he killed his lawn in
protest of a high water bill. There are two
sides to this story.”

Turfgrass Course

Offered at MSU

The Michigan State University Turfgrass
Science program is offering an in-depth,
one week seminar on the basics of turf-
grass management.

The seminar will be held Dec. 7-11 at the
Kellogg Biological Research Station near
Kalamazoo, Mich. For more information
call Tim Doppel, 313/939-3636.

Culpep'per: Successes, Hurdles In Store for
Specialty Pesticide Industry

BUILDING DIALOGUE with key legislators, promoting the benefits of specialty pesticides
and dealing effectively with public perception were three challenges presented to the 150 or
so participants of the second annual conference of the Responsible Industry for a Sound

Environment held in Washington, D.C.

And despite increased government regulation, specialty pesticides and users of these products

have a seemingly bright future.

“The long-term perspective (for the specialty pesticide industry) is good,” said Bill

RISE Chairman Bill Culpepper presents
remarks during lunch.

Culpepper, RISE chairman and a specialty
products director at DowElanco. “We're in a
solid position for growth in the decade of the
90s. The baby boomers are all grown up,
gardening is a major hobby of the baby
booomers and there is a national trend for
more trees, flowers and turf. I think we’ll
view the 90s as a time when the industry
grew and enjoyed good times.”

And accomplishing this prosperity takes
education of the benefits of specialty pes-
ticides, not only to customers and potential
customers, but to legislators; a task, perhaps,
more important now than at any other time.

While 1991 and 1992 represented a time in
which legislation was moved at a lackluster
pace, next year promises to be different with
150 to 185 new members in Congress. With the
new cast of players on Capitol Hill, it’s pre-
dicted that plenty of environmental legislation
will be discussed and passed in 1993.

The government issues committee of RISE

hopes to establish subcommittees in the South and the West to deal with increasing
legislative activity. Posting, notification and chemical sensitivity registries are just a few of
the challenges facing specialty pesticide users in these areas and across the country.

Local preemption, a key issue to the specialty pesticide industry, has been met with much
success this year. The CSPP, a coalition of pesticide manufacturers and users, has been able
to modify or defeat, in many cases, local attempts to restrict pesticide usage. Missoula,
Montana, is the most visible such case in which organized support against proposed

legislation was soundly defeated.

Dealing with public perception of specialty pesticides needs a decidedly different tact.

“We tend to talk in scientific terms rather than terms the customer can relate to,”
Culpepper said. “They don’t have the tools to understand and ask questions. We need to
staytrue to the science of our products and position ourselves as the people with the answers.

“Specialty pesticides are second only to the pharmaceutical industry in regulation.”

Risk, or perceived risk, when dealing with pesticides was put into perspective by John Stossel,

(continued on page 15)

PLCAA Offers Home
Training for Technicians

The University of Georgia, in conjunction
with the Professional Lawn Care Associa-
tion of America is developing a new comp-
rehensive home-study course on the man-
agement and care of turfgrass.

Titled, Principles of Turfgrass Manage-
ment,” the correspondence course will be
available in early 1993.

Planned curriculum includes: turfgrass
growth and development, soils, establish-
ment, fertilization, irrigation, mowing and
the control of turfgrass weeds, insects and

diseases. A portion of the course will deal
with management practices used for allev-
iating environmental stresses such as high
and low temperatures, drought and shade.

Other areas of interest include pesticide
use, regulations and safety as well as integ-
rated pest management.

Lawn care technicians who complete the
course will be recognized as Certified Turf-
grass Professionals by the PLCAA. The
association is pursuing further recognition
by states; possibly allowing for recertifica-
tion credits, said Tom Delaney, PLCAA

government affairs director.
(continued on page 13)
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The course is authored by Dr. Keith
Karnok, an associate professor of agronomy
at the University of Georgia. The course is
about 150 to 200 hours long. The final
exam is proctored by a prearranged group
or agency in the hometown of the student.
The price has yet to be determined.

The correspondence course complements
the video training series PLCAA is pro-
ducing in conjunction with the Responsible
Industry for a Sound Environment. The vid-
eos should be available at the Green Indus-
try Expo in mid-November.

EPA Establishes Worker
Protection Standards

The Environmental Protection Agency im-
plemented new steps to protect most agri-
cultural workers -- including those employed
by nurseries, greenhouses and forestries --
from occupational exposure to pesticides.

The standards, first proposed in 1988, will
affect 3.9 million people whose jobs involve
exposure to pesticides.

Among the new provisions, the revised
Worker Protection Standard for Agricultural
Pesticides requires employers to pro-vide
handlers and workers with ample water,

soap and towels for washing and de-
contamination, and that emergency trans-
portation be made available in the event of
a pesticide poisoning or injury.

The rule also requires personal protection
equipment for all pesticides used on farms,
forests, greenhouses and nurseries; requires
employers to inform workers and handlers
about pesticide hazards through safety
training; requires that handlers have easy
access to pesticide label safety informa-
tion; and that a listing of pesticide treat-
ments is centrally located in the facility.

Label changes are expected to be phased
in between April 1993 and April 1994.

RAC Offers New
Leasing Program
Ransomes America Credit Corp., a finan-
cial services company designed to provide
new leasing programs for Ransomes’ pro-
duct lines, was formed by Ransomes
America Corp.

The new leasing program was established
to provide flexible financing options and
competitive interest rates to customers.
Ransomes, Cushman, Ryan, Supreme and
Steiner products are all available for lease.

For customer convenience, the firm is also
offering a distributor/dealer hotline,
application fax line, 72-hour application
feedback (in most cases) and programs
designed on an individual basis with the
assistance of a marketing specialist.

Resident Notification
Gets Nod in Ohio Burb

Residents of Stow, Ohio, will be required to
notify abutting property owners before ap-
plying pesticides to lawns. The Stow City
Council unanimously passed the lawn
chemical notification ordinance. It is
believed to be the first such law in Ohio.

The ordinance would require users to pro-
vide notice, to those requesting it 24 hours
prior to the application, including the names of
the applicable products. Additionally, a 4 by 5
sign reading “Lawn Chemicals in Use,” must
be placed in a conspicuous location.

Other than complaints from neighbors, the
city has no planned method of enforcing the
ordinance. A first offense is a minor
misdemeanor carrying a $100 fine. Second
offenses are 4th degree mis-demeanors
carrying a fine and possible 30-day jail
term.

=EBOSS|

From snow
country.

Comes a snowplow built tough
and loaded with features not
found in conventional snow-
plows. Compare these features:

touch of a finger.
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(continued from page 13)

ABC news correspondent for 20/20 and
banquet speaker at the conference.

In a talk ranging from the risk of taking
aspirin to driving a car to being exposed to
pesticides, Stossel attempted to put risk in
perspective. “We can protect people from
themselves with laws, but where do you
draw the line?” he asked the crowd.

Stossel recommended that those involved
in manufacturing and/or using specialty
pesticides to be open to the media rather
than hiding from it. “When talking to the
media, if you’re passionate about some-
thing, it comes across in the broadcast.”

FUTURE COURSE. Despite citing in-creased
difficulty in doing business, slow-ing of
real growth and maturity of product
categories, the specialty pesticide industry
remains strong and viable, according to
Julia Hodge, project manager, agribus-
iness, Kline & Co. Hodge presented a stat-
istical update on the use of specialty pro-
ducts in a variety of markets during the
conference’s general session.

Broadly speaking, the U.S. pesticide
market is divided between agriculture, a
$4.9 billion a year industry; professionals,
a $1.1 billion a year industry; and con-
sumers, also a $1.1 billion a year industry.

Hodge described the professional market
as being fairly well defined with multiple
sets of primary customers. Customers of
professional services are defined but hard
to locate, and have variable levels of pro-
duct knowledge and product consumption.

Other areas of business discussion in-
cluded biopesticide advances, an area
rapidly expanding; container management
issues; risk management issues and cost of
regulation; herbicide use in the manage-
ment of rights-of-way; and analyses of
insecticide benefits.

Acceptance of RISE has grown dramati-
cally in two years. RISE now has 78
members, nearly 30 more than one year
ago. Membership comprises 18 basic
manufacturers, 15 formulators, 16
distributors and 29 associate members.
RISE hopes to climb over the 100 member
mark in 1993.

New RISE officers for 1992-93 are: Peter
Machin of The Andersons, chairman;
Charles Nash of ICI Americas, vice
chairman; and Scott Johnson of Rhone-
Poulenc, treasurer.

Isuzu Offers 24-Hour
Roadside Assistance

Emergency roadside assistance for drivers of

1993 model Isuzu trucks is now available.
Isuzu Truck of Amerca has developed

CARE, a Comprehensive Assistance for
Roadside Emergencies program for elig-
ible vehicles. CARE provides immediate
help 24 hours a day, 365 days a year by
dialing a toll-free number. The call, an-
swered in two rings, brings immediate re-
sponse by a trained service adviser who can
dispatch a tow truck for roadside re-pairs
or transport to the nearest Isuzu truck
dealer for service.

There is no cost for CARE while the
truck is under the Isuzu three-year warran-
ty. The number is 800/964-4478.

Gravely Manufacturing
Moves to Wisconsin

Gravely’s manufacturing operations in
Clemmons, N.C., will be consolidated into
the Ariens facilities in Brillion, Wis., by year-
end. Gravely has been a wholly-owned
subsidiary of Ariens since 1982. Sales,
marketing and customer support services will
remain in Clemmons.

The move stems from Ariens’ need to
reduce overall marketing costs, and to take
advantage of facilities in Brillion. [
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Assaciation News

THE AMERICAN SOCIETY of Landscape
Architects is teaming up with the
Smithsonian Institution and members of
Congress to bring a national and interna-
tional perspective to ASLA members and
the public, Nov. 7-10.

Albert Gore Jr., D-Tenn., environmental
advocate and now vice presidential can-
didate, has been elected to receive ASLA’s
Olmsted Medal, and will give the keynote
speech at ASLA’s annual meeting.

Gore will address the Society and accept
the award Nov. 10 at the Grand Hyatt Hotel

in Washington, D.C. ASLA’s highest award

to a non-landscape architect, the Olmsted
Medal is given in recognition of Gore’s
efforts to make environmental issues the
central organizing principle of economics
and politics around the world.

In his speech, Gore will outline the pol-
icies and programs he believes to be critical
to our future, and suggest the roles land-
scape architects and others will play as
professionals and citizens. Previous
Olmsted Medal winners include The Nature
Conservancy and William Reilly, head of
the Environmental Protection Agency.

Washington, D.C. 20008-2302

404/977-5222

For more information...

ASLA NYSTA
4401 Connecticut Ave., NNW. P.O. Box 612
Fifth Floor Latham, N.Y. 12110

800/873-TURF

202/686-2752 PGMS

ALCA 10402 Ridgland Road,
PLCAA 12200 Sunrise Valley Dr.  Suite 4
1000 Johnson Ferry Rd., N.E.  Suite 150 Hunt Valley, MD 21030
Suite C-135 Reston, VA 22091 410/667-1833
Marietta, Ga. 30068-2112 703/620-6363

Three public forums titled “The Fractious
Landscape of Washington, D.C.” will be
moderated by Roger Lewis, urban design
critic for The Washington Post, and in-
clude discussions of the Washington
Monuments, Edge Cities (suburban devel-
opment) and the Redevelopment of Pen-
nsylvania Avenue.

Lawn care professionals interested in
forming a state or regional association are
invited to attend the Allied Regional

Association meeting of the Professional
Lawn Care Association of America, Nov.
18 in Indianapolis.

Attendees will hear from experts in the
fields of public relations and legislation,
and learn how to implement a successful
public relations program as well as receive
guidance on introducing and passing pre-
emption legislation in their state.

According to Ed McGuire, PLCAA’s
ARA committee chair, the meeting will be a
hands-on, interactive learning experience
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A Harley Power Rake cleans and prepares a rough
construction or home site for seeding in half the time
needed by other rakes. Just one pass does it.

Harley Power Rakes remove
stones and other debris. Soil
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ready to plant. See the
incomparable Harley Power
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TRY THE DRY

ROOTS™ DRY FORMULA

Because so many of you have
asked for a dry version of ROOTS™,
we have made ROOTS™ Dry
Formula, with the same natural
ingredients that make ROOTS™
Concentrate so effective in all
plantings and heavy stress projects.

ROOTS™ Dry Formula is
available now. Contact your
local distributor or call us at
1-800-342-6173.
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25 Science Park, New Haven, CT 06511
*ROOTS is a trademark
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for attendees. In addition to learning from
the experts, they can learn from each other
by sharing their experiences in dealing
with the issues.

The meeting is part of PLCAA’s con-
tinuing effort to solidify its relationship
with its Allied Regional Associations.

The meeting is one of many activities
planned for PLCAA’s 13th Annual Con-
ference. The conference will be held at the
Indiana Convention Center, Nov. 16-19 in
conjunction with the Green Industry Expo.
Separate registration is required for the
meeting. Attendance is limited to two
representatives per organization.

Tommy Lasorda, Los Angeles Dodgers
manager, is the keynote speaker for the
Turf & Grounds Exposition, Nov. 10-13.
The conference is sponsored by the New
York State Turfgrass Association.

Additionally, the conference will offer
concurrent sessions geared to lawn and
landscape contractors, athletic field
personnel and golf course superintendents.
A business management track featuring
Charles Vander Kooi and a special session
on irrigation are new this year.

Five one-day seminars include: Orn-
amentals, Site Assessment and Early

Maintenance; Turfgrass Management: Back
to Basics; IPM Program Implementation;
Irrigation and System Design: How Each is
Changing; and a GCSAA Seminar, Devel-
oping Your Hazard Communication
program.

Among the other speakers are nationally
renowned turfgrass specialists from
Cornell University and researchers from
Massachusetts, Rutgers, Penn State,
Michigan State and Ohio State universities.

More than 300 exhibitors will be on hand.

Pesticide recertification credits from
Vermont and New York state are available.
Continuing education units from the
GCSAA, the New York State Recreation
and Park Society and the Professional
Grounds Management Society are
awarded.

The Landscape and Grounds Maintenance
Conference held in conjunction with the
Green Industry Expo and sponsored by the
Associated Landscape Contractors of
America is introducing a new program,
“Ask the Experts.”

The new feature brings together a panel
of successful landscape leaders to help
contractors strengthen their business skills
and increase profits. Richard Akerman,

Northwest Landscape Industries; Sally
Kujawa, Kujawa Enterprises, Tom Lied,
Lied’s Nursery Co.; Landon Reeve, Chapel
Valley Landscape Co.; and Frank Ross,
Ross-Payne & Associates will make up the
panel.

The landscape and grounds maintenance
conference will also include the popular
“Breakfast of Champions,” as well as a
variety of other business seminars in-cluding
“Developing New Profit Centers,” “Main-
taining Profits in a Competitive Market” and
“Sales Presentations With Sizzle.”

The Grounds Management Conference held
in conjunction with the Green Industry
Expo and sponsored by the Professional
Grounds Management Society is offering
a variety of seminars for conference
attendees.

Each morning will start with a “Winners
Circle Breakfast,” designed to promote
roundtable discussion about a variety of
business topics. In addition, attendees can
participate in educational sessions on
“Middle Management Training.” Mainte-
nance and Repairs of Asphalt,” “Doing
More with Less” and “Stress Management
for Trees.” The Green Industry Expo is also
open to all conference attendees. 3
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COVER STORY

The Irrigation

Evoluti

Landscape and
irrigation go hand
in hand, and
forward-thinking
landscape contrac-
tors are becoming
complete project
managers on the
properties they

oversee.

By Bob Gitlin

18

*YOU BROKE MY sprinkler line.”

“That’s because you didn’t bury it deep enough.”

Sound familiar? It might, if you're a landscaper whose crews are
trying to wend their way around bulldozers and pipe installers from
another company. When separate contractors are hired to do land-
scaping and irrigation, they often work at cross purposes, and a lot
of finger pointing results.

That's one reason more and more lawn and landscape profession-
als have decided to do both jobs themselves. In recent surveys
conducted by Lawn & Landscape Maintenance magazine, irrigation
installation and maintenance were reported to be two of the fastest
growing service offerings among landscape contractors.

In 1990, 14 percent of LLM readers were offering irrigation
installation and 16 percent were offering irrigation maintenance.
Those percentages jumped to 24 percent and 29 percent, respec-
tively, in 1991 and again to 34 percent and 39 percent, respectively,
this year.

Projected figures for 1993 indicate that 44 percent of LLM
readers will be offering irrigation installation services and 51
percent will be offering irrigation maintenance,

Although some irrigation contractors may view the irrigation
evolution as a usurping of their business, landscaper involvement
in irrigation projects continues o grow.

Joe Silva, sales manager for residential and commercial products
at Hunter Industries based in San Marcos, Calif., comes from a
landscaping background and has watched the trend with an expert’s
understanding. The presence of landscape architects directing the
whole show — both landscaping and irrigating — has made it
possible for landscapers to get successfully involved in both
installation and maintenance of watering systems. he said.

SUCCESS MEETS INTEGRATION. Taking over irrigation responsi-
bilities not only avoids controversy between landscaping and
irrigating crews but enables large, forward-thinking landscape
contractors to impress clients with their ability to do it all.

“There's a comfort level among customers that comes with
knowing the installer is also the maintainer,” Silva said.

According to Charles “Pepper” Putnam, executive director of the
Irrigation Association, the explosion in irrigation work enjoyed by
the lawn and landscape industry was at its greatest from about 1975
to 1985. Involvement of landscapers in irrigation is closely tied to
the prospects of the turf and landscape industries overall.

“Theirs is a construction-sensitive business,” he said. Erection of

new houses and commercial properties is tied to landscape projects
— and to allied irrigation work.

Diversification has created a
movement in the lawn and
landscape maintenance
industry in which contractors
not only replace sprinkler
heads, but manage entire

irrigation systems. The trend is
expected to continue through-

out the 1990s.
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The economy has slowed irri-
gation projects, Putnam said. He
added, however, that 1992 has not
been as bad a year for irrigation as
many economists predicted.

Influencing the involvement of
lawn and landscape professionals
in irrigation are concerns, sharper
in some areas of the country than
in others, about water conservation,

The work being done in Cali-
fornia and Florida — which, for

different reasons, both suffer
drought worries — equals that
of the rest of the country com-
bined, as of now. Much of the
problem in California is simple
inability to store what rain does
arrive, Putnam said. Construc-
tion of facilities to correct this
problem would require increased
taxation.

In Florida, property owners
close to the aquifer have built

LAWN & LANDSCAPE MAINTENANCE * OCTOBER 1992

wells to draw their own water, but
saltwater intrusion has occurred,
and these well owners have been
forced to draw once again on the
potable water supply. causing that
state’s water shortage despite a
more than adequate rainfall.
Bob Dobson, an irrigation con-
tractor who owns Middletown
Sprinkler, Port Monmouth, N.J.,
said that, in a sense, California
has it easier than the Northeast.

“Out there, they at least appreciate
the value of irrigation. But out
here, as soon as there's a little water
shortage, boom, they cut off water
to irrigation projects. which are
viewed as the worst culprits.”

Indeed, in a certain sense the
whole United States has become
more conscious of water conserva-
tion, especially insofar as the land-
scape industry is viewed.

“The landscape industry takes it
first when there's a drought,” Put-
nam said. “Although only 4 per-
cent of the water sales to an area go
to landscape users, a full 30 percent
040 percent of a single residence’s
water consumption is accounted
for by the lawn and landscape.”

LEARNING CURVE. Education is
the key issue, he said. Not only do
landscapers contemplating involve-
ment in irrigation need to seek out
proper training (including formal
college offerings), but they need to
train their customers — particu-
larly homeowners — to be familiar
with the rudimentary workings of
the irrigation system, and with ba-
sic water conservation techniques.
Some of the heat can thereby be de-
flected from the contractor.

Pam Sandlin, manager of the
irrigation division at Marvin’s Gar-
den & Landscape, Sarasota, Fla.,
said the recession has caused her to
slack off of new-installation work,
but has opened up a market for
irrigation maintenance upgrades.
Major projects include shopping
centers, a school and other residen-
tial and commercial sites.

“We do a lot of upgrading of ex-
isting irrigation systems for homes
that are being remodeled,” she said.
“I'd like to specialize in large resi-
dential homes, but right now, with
the economy the way it is, we're
not too selective.”

The big buzzword in irrigation is
drip. But there are many false-
hoods surrounding this low-vol-
ume irrigation technique.”

“Drip is good for discreet water-
ing,” Silva said, “such as at the base
of a bush where you would put one
emitter. It's also good for weed
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Upgrading established irrigation
systems is one way around the
slowdown brought on by the
uncertain economy. Photo:
Hardie Irrigation

control. But a lot of foliage requires
overhead spraying to survive."

The main falsehood surround-
ing drip irrigation is that it doesn’t
require much maintenance.

“There’s plenty of maintenance
required,” he said. “I've got two
drips and four overhead sprink-
lers at my house. Those small fil-
ter screens need to be cleaned on
drip systems. Also, you need to
flush the devices to make sure
contaminants stay away. Drip sys-
tems are fragile.”

Complaints run rampant about
dripsystems plugging up. “If prop-
erly maintained, they never
would,” Silva said. “The wrong
filter may be in the line. Or maybe
a bug climbed up into the emitter,
went inside and the water got
turned on and the bug died, rotted
and clogged the works.”

Landscapers who have gotten
involved in irrigation successfully

#

For all their automated sophistication,
sprinkler systems don’t know fo stop
watering inthe rain.They must be told. And
Mini-Clik |l is the rain sensor to tell them.
Only Mini-Clik measures rainfall
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have had to learn the language,
and the challenges, of prudent wat-
er use. Despite these educational

through moisture-absorbing disks.They
absorb water and dry out the same way
turf does. So sprinklers shut off, and stay
off, until the grass is thirsty again.

Other rain sensors rely on collection

responsibilities, and the attendant
political situations in respective
municipalities or states, it’s a good

4

cups fo measu

fit. After all, the landscape crews
are there on a regular basis to
oversee maintenance concermns

A YA A WA o4’ Lidlhne
re rainfall. But cups fill up
with leaves, twigs, dirt and insects, as
well as rain water. They're also affected
by wind and damaged by heat and cold.
Allof which means your customers waste
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“Landscape and irrigation go
hand in hand,” Sandlin said. “We
know the heads are adjusted and
installed correctly per plant needs,
not to mention that a lot of people
like having one contractor taking
care of their lawn.”

But irrigation must be handled
as an entirely separate business
from landscaping, she said. “A lot
of people take irrigation installa-
tion lightly, as though it’s a tinker
toy. You have to know how to size
pipe properly, and follow the other
dictates of xeriscape.”

LOW VOLUME. Xeriscape is “dry
landscaping,” with minimal wa-
ter usage. Normally it entails a
reduction of turf area.

“The xeriscape movement
sweeping the nation boils down to
appropriate horticultural practices,”
said Don Clark, product manager
for Rain Bird, Glendora, Calif.
“Shrubs are beginning to have more
aesthetic appeal as landscapers be-
come more adept at caring for them.
A tough economy and increasing
land prices are shrinking the size of
irrigated landscapes.”

Though slowed by the econo-
my, landscapers are showing
quickening interest in low-vol-
ume systems. Manufacturers have
scrambled to answer those de-
mands, after a long period of dis-
interest in what was traditionally
considered a tough sell.

“Until recently,” Clark said,
“major manufacturers did not get
involved extensively in turf drip.
We didn’t want to sell drip be-
cause there wasn’tas much money
to be made. Now we're being
forced to by legislation and the
overall cost of water.”

Pacific Green Landscape,
Lakeside, Calif., does mainte-
nance on irrigation previously in-
stalled, commonly retrofitting
turfs and landscaped areas with
drip emitters that conserve water.

“Maintenance of irrigation sys-
tems in California is right up there
with mowing,” said Andy Kelly,
maintenance superintendent at
Pacific Green. “We have three
people just doing clock, valve and
mainline repairs. All of our 22
crews do lateral repairs. We bill a
lot of irrigation maintenance.”

Older projects with poor instal-
lations have created another up-
grade area; many of these retrofits
are for manual systems that need
to be automated, replacing old
brass with new plastic products.

In California, where next year a
new state law, AB.325, will man-
date strict water regulation mea-
sures, owning a big lawn has be-
come almost a stigma.

The smart California contractor
getting involved in irrigation sells
water-conservation aptitude. Kelly
cites accounts on which he’s cut
water use by as much as 50 percent.

“Conserving water can include
eliminating turf areas, splitting
planters from lawns, putting in
controllers to measure saturation
and selecting drought-tolerant
plants,” he said

“You have to group together,
and valvetogether, plants thathave
similar water-use characteristics,”
said Putnam. “Learn how to estab-
lish hydrozones.”

Once upon a time, Kelly said,
people soaked an entire lawn to
correct for a brown spot on the
sunny half; now, more customers

pay to upgrade irrigation to selec-
tively water.” You’'re looking, on
some properties, at tens of thou-
sands of dollars to make things
right,” he said.

Landscape involvement in irri-
gation projects will involve more
tough learning curve in Califor-
nia after the new law.

“New projects coming on line
will have to meet certain unifor-
mity and efficiency requirements,
or they won’t be irrigated,” Kelly
said. “If you’ve got the plants in
the ground but your system isn’t
goodenough—theinstaller placed
the heads at the wrong spacing, or
used the wrong gallonage or sim-
ply screwed the whole thing up—
it’s not going to be turned on. You
can’t just slap some PVC together
and run some water through it.”

The law will demand products
to correct runoff and overspray,
increasing the demand for rain
switches and moisture sensing
devices, said Jim Wright, product
manager at Toro Irrigation, Riv-
erside, Calif.

“More landscapers are becom-

(continued on page 60)

A

For the nearest distributor, call Glen-
Hilton Products at 1-800-476-0260 or
804-288-0200 worldwide. Make sure
the irrigation systems you install have
sensor enough to come in out of the rain.
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water and you waste costly service time.

But Mini-Clik's patented design is so
reliable, it's guaranteed to work. Because
it's simple, from the way you install it to
the way you click in the precise settings.
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How Much

You Worth?

Salaries, bonuses and benefits play a role in the
long-term health and welfare of employees. Find out

how your company compares.
By Lynn Novelli

LABOR COSTS SURVEY

COSTLY COASTS. Leading the
pack again this year in labor
costs are the Northeast and the
Washington/Baltimore corridor.
Here, average entry-level wage
for laborers is $7 to $9 per hour,
jumping to $10 to $12 for expe-
rienced field people.
Depending on company size,
supervisors earn as much as
$40.000 plus bonuses. The larg-
est commercial landscape man-
agement companies, with sales
of more than $10 million and
multi-level management struc-
tures, pay as much as $50,000
plus bonuses for managers be-
yond the supervisor level.
Everything related to labor

WHAT IS A competitive wage?
How much is a good worker
worth? In the narrow margin, la-
bor-intensive lawn and landscape
maintenance industry, the answers
can mean the difference between
a good year and a poor one.
Each year, Lawn & Landscape
Maintenance offers a perspective
on these questions by tracking
compensation trends in the indus-
try. This year's information gath-
ering was done by means of an
informal telephone survey of con-

tractors around the country. Al-
though the sample size was not
large enough to be statistically
reliable, LLM's results, presented
here, offer some insights into cur-
rent thinking on compensation.
Regardless of geographic re-
gion, landscape maintenance and
construction contractors acknowl-
edge the self-imposed lack of in-
formation on salaries and ben-
efits. “Not much knowledge ex-
ists in the industry about who pays

what because of the number of

co

small, private companies,” said
Bob Andrews, president, The
Greenskeeper, Carmel, Ind. “In
our case, what the market will
bear determines wage scales.”

Many contractors share
Andrews’ approach to setting
wages, and the outcome is an in-
teresting study ineconomics. What-
everthebehind-the-scenesdynam-
ics of supply and demand, wages
in each market tend to seek an
equilibrium, with no one far off the
scale at either end.

OLLING OVERTIME COSTS

costs is more expensive in these
two markets, noted Russ Frith,
president, Lawn Doctor, Mata-
wan, N.J.

“We are a franchise company
and don’t control individual pay
scales, butofthe 31 states in which
we do business, the Northeast and
Washington/Baltimore areas are
on the high end.” he said. “Not
only are wages higher, but insur-
ance coverage runs as much as 30
to 40 percent of salaries.”

MENTION OVERTIME to almost any landscape contractor and the
reaction generally ranges from mild dislike to outright hatred.

Most firms recognize overtime as a necessary evil in some form,
and during certain seasons of the business. Still, companies large and
small expend considerable effort on strategies for minimizing over-
time's impact on the bottom line. Here are the tools and techniques
most frequently mentioned by readers of LLM as effective overtime-
busters:

Personal computers (PCs): Recommended by companies from un-
der $1 million to more than $16 million in volume, PCs allow effec-
tive job and labor scheduling and tracking of labor reports. Using
PCs, management can keep close tabs on how close to budget the
overtime figures are running, said Joel Garratt, vice president, Rup-
pert Landscape, Ashton, Md.

Staggered work weeks: An effective tool for companies large
enough to have multiple labor crews. Half the crews are scheduled
for Tuesday through Friday, half for Monday through Thursday.

Four-day work week: All crews are scheduled for 40 hours, Mon-
day through Thursday. If a holiday or rain day interferes with the
schedule, the week's work is moved back by a day.

“Overtime for foremen runs one to two hours a week, but we have
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very little from the laborers,” said Eldon Dyk, vice president of
maintenance, Allen Keesen Landscape, Denver, Colo.

Employee involvement: A strategy that can be combined with
any of the others. At Allen Keesen Landscape, every crew is
assigned a budget based on a 40-hour week. Staying on budget is
the responsibility of the crew foreman and supervisor.

Reassign people: Companies large enough to have several divi-
sions or branches can avoid overtime by effectively using their
workforce. At Perma Green, in Boise, Idaho, when one branch has
an overtime situation, employees from other, slower branches are
temporarily reassigned to assist with the backlog.

“Overtime generates a morale problem, so we try to minimize it,”
according to Ron Hutt, director of landscape services. “We try to
add people from other branches instead.”

Use overtime as a management tool: Russ Frith, president, Lawn
Doctor, Matawan, N.J., believes overtime, effectively used, can be a
cost-saving management strategy. “Using a current employee in an
overtime situation can help avoid the need for hiring and training
another employee.” he said. Theadditional labor costs are then made
up for by being able to amortize equipment over a longer work
week.
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The West checks in with labor
rates not far behind the East
Coast’s. Contractors in LLM's
survey reported starting wages for
laborers of $6 to $6.50 an hour
throughoutthe western, northwest-
ern and west coast states. Hourly
wages for foremen range from a
low of $7 to a high of $14, with
supervisors earning an average of
$16 to $20 an hour.

Environmental Care, a $60 mil-
lion landscape maintenance firm
based in Calabasas, Calif., oper-
ates in six states, giving president
Bruce Wilson a better-than-aver-
age feel for regional wage differ-
entials.

“Of the states we operate in,
labor costs are highest in Califor-
nia, with Texas, Colorado and
Arizona lowest, and Florida and
Nevada somewhere in the mid-
dle.” he said.

MODERATE MIDWEST. L/M's
results lined up with Wilson's as-
sessment, finding the lowest labor
costs in the Southwestern states.
Here, laborers top out at $5.50 an
hour, foremen at an hourly wage
of $8 and supervisors at $16 an
hour.

For middle-of-the road wages
and salary levels, look to the Mid-
west and the Southeast. Pay scales
in both these regions were similar
in LILM’s survey, with laborers
generally starting at $5.50 an hour,
and experienced workers earning
up to $7.50 hourly. Differences
in wage scales between these two
regions and other markets are most
evident at the technician, foreman
and supervisory levels. The typi-
cal wage for an experienced tech-
nician in the Midwest and South-
east ranges from $8 to $10 an
hour, with foremen and supervi-
sors earning between $10 and $14
an hour.

Two of the most challenging
cities in which to do business are
Las Vegas and Reno, Nevada,
according to contractors who op-
erate there. “It’s a migrant work-
force with a different attitude,”
explained Ron Hutt. director, land-

scape services, for Perma Green
in Boise, Idaho.

Nevada, one of four states in
which this $5 million lawn care
company works, presents some
unique obstaclesinretaining work-
ers, according to Hutt. “Even pay-
ing a premium of 75 cents an hour
over wages in other cities, turn-
over is still greater,” he said. “A
new hotel or casino opens, and we
lose half our workforce.”

For an overview of how the
regional figures in LLM’s survey
stack up against national aver-
ages, take a look at Table 1. This
chart shows the national averages
for laborers, technicians, foremen
and superintendents from ALCA’s
1992 Landscape Industry Wage
and Benefitstudy. ALCAsresults
are based on responses from 700
landscape management and main-
tenance companies across the
country.

RAISES? Despite the nation's re-
cessionary economy over the last
two years, many companies in
LLM’s survey reported salary in-
creases of 5 percent to 6 percent or
more in 1991 and 1992. Compa-
nies in the Northwest, a region
which historically tends to be re-
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cession-resistant, are particularly
strong. “Our increases are on a
scheduled basis and have been
averaging about 6 percent,” Hutt
said.

Meanwhile, in the recession-
plagued Midwest and Northeast.
several companies reported that
wages have been flat or frozen for
the past few years, a trend they
hope to see reversed in 1993. At
Lawn Doctor, wages have re-
mained relatively flat, Frith said
adding, “The days of the 8 and 10
percent increases are done.”

Being competitive in wages and
raises is important in attracting
and retaining quality employees,
said Laurie Broccolo, owner and
president of three-year-old Bro-
ccolo Tree and Lawn Care, Hen-
rietta, N.Y. “Salary is not the
place to cut comers,” she stressed.
I am hoping to attract long-term
employees, and I believe that when
you reward employees, they do
better.”

BENEFITS VARY. Although Bro-
ccolo, with her company’s annual
sales at $250,000, does not yet
feel financially able to offer her
employees benefits, she is already
contemplating making a move in

Pay scales vary widely based on
region of the country and job
title and function. Photo: Mickey
Jones

that direction. A strong benefits
package can be equally as impor-
tant as pay in attracting and retain-
ing good employees, she said. The
dilemma, she added, is deciding
who is eligible and how much
employee participation should be
required.

The scope of the benefits pack-
ages among firms in LLM s survey
was related more to company size
than geographic region, but reflects
the dilemma Broccolo expressed.
The variety of benefit packages
and employee participation levels
is almost endless, ranging from
complete company-paid plans to
no plan.

All of Environmental Care’s
1,600 employees, for example, are
eligible for company-paid health
insurance after six months. The
company offers a complete ben-
efits package, including up to four
weeks of vacation, six holidays and
two personal days and a company-
matched 401K retirement plan.

Despite the generous compensa-
tion, Wilson said, he believes it is
the opportunities in the company,
not the salary and benefits, that
23



keeps turnover to a minimum.
“Turnover is highest in the first
three to six months; after a year,
our retention rate is 70 percent.
We provide good training and
opportunities, and people see the

LANDSCAPE MANAGEMENT
CONTRACTORS

Average Salaries, All Regions

growth,” said Wilson, who was
himself originally a spray opera- Superintendent  Foreman Technician Applicator Laborer
tor for the firm. 3

Ruppert Landscape, Inc..a$16 | Median 25,300 9.21/hr. 9.18Mhr. | 9.97/hr 6.31/hr.
million maintenance and construc- Wage
tion firm headquartered in Ashton,
Md., offers benefits similar to En- Average
vironmental Care’s, plus company Entry Wage 22,400 7.88/hr. 7.76/hr. 8.12/hr. 5.40/hr.
cars for some levels of manage- TyWag
ment and a bonus program tied to
D it To st s micor: . (A 29,600 10.61/h 10.55/h 11.49/h 3
president Joel Garrat ‘s philoso- High Wage ) - r. . r. . r. 7.30/hr.
phy regarding compensation’srole
in attracting and keeping good
workers is similar to Wilson’s. Vacation

“Within the industry, we are Days 9.0 A 6.5 73 ok
competitive with salary and bene-
fits,” he noted. “But, to keep peo- f
ple, you have to offer teamwork, Holidays 5.7 5.5 5.2 5.9 3.9
personal accomplishment and
other intangibles.”

At the opposite end of the size Personal Days 2.7 1.6 1.5 13 0.6

scale, none of the 50 employees at
Ray’s Landscaping and Nursery,

(continued on page 28)

Table 1. This labor study is available from ALCA;$25 formembers and $45 for non-members plus $3 shipping.
For more details contact ALCA, 12200 Sunrise Valley Dr., Suite 150, Reston, Va., 33091; 703/620-6363.
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When Atlanta based [2N S S EGR S
landscape contractor, Scapes Land-

scape Management, wanted to

improve efficiency in mowing the

award winning Northpark Town Center Rooftop Park, they found Walker fit the job.
Steven Coffey, owner of Scapes, told us:

We were surprised to find the Walker gave a better quality cutting job on the Zoysia turf
grass than the walk behind reel mower we had been using. In fact, the building management
asked us to continue using the “new” mower on their project after the first week we used
Walker. Best of all, while improving quality, we cut our job time with the efficiency of the
Walker rider. And Walker fits the job because it was compact enough to fit in the service
elevator to ride to the third floor park.

We invite you to discover Walker quality and efficiency on your top level work.

WALKER MFG. CO. * 5925 E. HARMONY RD. * FORT COLLINS, CO 80525 * (303) 221-5614
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HATFIELD, MA
413/247-5687

BENHAM CHEMICAL
FARMINGTON HILLS, MI
313/474-7474

CANNON TURF
INDIANAPOLIS, IN
317/845-1987

ESTES CHEMICAL
WICHITA, TX
817/766-0163

MALVERN, PA
215/644-3300

GEORGE W. HILL CO., INC.
FLORENCE, KY
606/371-8423

Barricade

TEMPLE HILLS, MD
301/899-3535

LEBANON TURF PRODUCTS
LEBANON, PA
717/273-1687



'Y

just as long as

, 813/293-3147
PROFESSIONAL TURF SPECIALTIES ~ TURF INDUSTRIES, INC. TURF SUPPLY WILBUR ELLIS
CHAMPAIGN, I1. HOUSTON, TX FAGAN, MN KENT, WA
217/352-0591 713/952-4488 612/454-3106 206/351-6591
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How Much Are You Worth?

{continued from page 24)

Walled Lake, Mich., receives ben-
efits. In contrast, all full-time em-
ployees of The Lawn Company, a
similar-sized lawnand tree mainte-
nance company in South Dennis,
Mass., are eligible for company-
paid medical, dental and disabil-
ity after 30 days.

PERFORMANCE BONUS. In ad-
ditiontosalaries and benefits, com-
panies of all sizes offer bonus pro-
grams as a means (o retain em-
ployees and increase profitabil-
ity. Environmental Care and Rup-
pert Landscape, for example, both
offer incentives to supervisors and
foremen based on quality and per-
formance.

Ruppert, which lays off about
one-third of its workforce in the
winter, pays a bonus to laborers
who are rehired by the firm the
following season.

At The Greenskeeper, certified
technicians, field managers and
supervisors are eligible for ben-
efits and a performance-based bo-

nus. Andrews believes this strat-
egy helps his firm hold onto good
employees.

“Trying to keep quality help,
particularly trained, experienced
technicians, is the biggest single
problem faced by the industry,”
he noted.

In keeping with that line of
thinking, Clean Cut, a $3.5 mil-
lion landscape maintenance firm
in Austin, Texas, instituted a new
incentive systemin 1991. The plan
is acomplex one, establishing cer-
tain employees as equity partners
in the business, but the principle,
according to chief executive offi-
cer Dennis Dautel, is simple:
*Good people who are well paid
will stay.”

With salary, profits and equi-
ties, an equity manager eamns a
minimum of $40,000. Beyond
that, “It’s up to the individual,”
Dautel said.

What's ahead for contractors in
19937 As the labor pool and the
industry continue to contract, look
for more companies to use total
compensation as a management
tool to attract and retain quality

Bonus
Commission
Pension

Uniforms
Education
Life
Disability
Dental
Health

Reviews
Parcent

@ Yes [INo [ Shard

workers, predict a number of in-
dustry insiders. Addtionally, some
firms are offering stock options.

Keep in mind, however, that
loyalty works both ways, said Gary
Thornton, chief executive officer,
Thornton Gardens, Maineville,
Ohio. “Paying competitive wages
and offering decent benefits rep-
resents a commitment (o your
people,” he said.

His philosophy appears to work:
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In a tight labor market, benefits
can make a difference as sug-
gested by the information in
ALCA's wage and benefit study.

Although the company lays off its
whole crew in the winter, virtu-
ally all of them return for rehire in
the spring. ]

The author is a free-lance writer
based in Russell, Ohio.
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- Billing. They'll all drop from hours a day to just minutes.

SEMINAR HIGHLIGHTS: An “Up-Close” Demonstration of CLIP «
Harnessing the Mathematics of Profit = How Determining Your Profit on Each Job Can
Double Company Profits—While Doing Less Work « How to Make Your Office Handle Twice
the Volume with Less Work * and much more.

EVEN IF YOU'VE NEVER USED A COMPUTER...CLIP is for you. Its easy-to-use menu guides
you every step of the way. Just enter the status of each job, and CLIP does the rest.

REGISTER TODAY. There will be a CLIP seminar near
you soon. Space is limited, so call now.

cALL ToLL FReE 1-800-635-0105. EERTIP®

one-day CLIP seminar.

WORK LESS! MAKE MORE! We'll show you how CLIP mows

LEARN HOW T0 GUT THROUGH ==c===
PAPERWORK...

..AT A CLIP SEMINAR NEAR YOU! Get a complete rundown
on CLIP, the lawn maintenance industry’s #1 software program,
as well as today’s most innovative business practices at a free

down your most time-consuming jobs. Routing. Scheduling.

—_—rd e LI

NAR SCHEDULE
FAI.I. 1992

October 21

Elizabeth,
Sheraton Inn
Newark Airport

October 22
Long Island, NY
Long Island Marriott and
Conference Center

PHILADELPHIA
October 26
Philadelphia Airport
Marriott

HARTFORD
November 17
Hartford (East), CT
Holiday Inn East Hartford

BOSTON
November 18
Woburn, MA

Radisson Hotel
Boston North

WASHINGTON, DC
November 23
Tysons Corner, VA
McLean Hilton at
Tysons Corner
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Mow it down fast. With CLIP, the
Computerized Lawn Industry software
Program that cuts down your paper-
work to just minutes a day.

At the push of a button or the
click of a mouse, CLIP handles your

most time-consuming chores. Routing.

Billing. Financial reports. Scheduling.
You can even use CLIP to monitor
crew activities throughout the day.
And now we've upgraded CLIP for
even easier use.

What's all this mean? You'll spend
less time with paper and more time
with people. You'll make fewer errors.
You'll service your customers better.
And vou'll increase yvour business.

Never used a computer? No
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problem. CLIP’s easy-to-use menu
guides you every step of the way.

Just supply the customers and jobs,

and CLIP does the rest.
You also get complete user
support through our CLIPnotes

New Version!
GLIP 4

Now Shipping
Free Demo Disk

newsletter, direct helpline, and
annual users conference.

What's more, CLIP grows as youn
needs grow. When you're ready, you
can add other modules such as
general ledger, payables, and payroll.

So cut yourself a break. Call for
the latest CLIP
free demo
disk right now.

Fo

1-800-635-8485

CEIP ...Cuts Paperwork Down To Minutes A Day.

\, Ganthensbuarg, MD 20879
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A NEW WAVE OF Latin Ameri-
can immigrants is surging into the
landscape industry, and many em-
ployers are welcoming their swell-
ing ranks.

But this rapidly growing labor
source is not unique to the land-
scape industry. Approximately one
million immigrants will enter the
United States this year— 200,000
of them illegally. Over the past 20
years, Mexico alone has provided
nearly a quarter of this total, with
Central and South American coun-
tries supplying at least another 11
percent.

Although many have settled in
Southern California and Texas,
Hispanic workers can be found as
far east as Maryland and Massa-
chusetts and in as solidly Midwest
a place as Ohio or [llinois.

The influx of Hispanic laborers
can be traced in part to the Immi-
gration Reform and Control Act
of 1986. This act gave amnesty to
many illegal immigrants and es-
tablished permanent residency for
approximately 2.5 million people.
And many more will follow: The
1990 Immigration Act increased
legal immigration by 40 percent.
(Political refugees are covered
under a separate act).

Despite an American public that
grows increasingly nervous about
the immigrant influx, the land-
scape industry is embracing its
newfound Hispanic labor pool.
Many employers emphatically
attest to the strong work ethic
these workers bring to their jobs.

Take Yardmaster, a landscape
contracting firm based in Paines-
ville, Ohio. According to Rick
Colwell, vice president and co-
owner, the addition of Hispanic
employees within the last two
years has reduced turnover at the
firm by as much as 50 percent.

30

TURALISM

Habla

Pall

As the number of Hispanic laborers
in the United States continues to
rise, many landscape firms are
Jjust now tapping into the
previously overlooked labor
pool; but issues such as language

and cultural differences need
to be addressed.

By Julie A. Evans

To compare: Last year, His-
panicemployeesincluded less than
5 percent of the Yardmaster work
force. At that time, a full-time
personnel director was required to

handle never ending problems
with turnover.

This year, Hispanic employees
make up 15 percent to 20 percent
of the total work force, and per-

ol?

sonnel requirements have plum-
meted to just 10 to 15 hours per
week — maximum.

“I’s not just because of the
Hispanics on the work force, it’s
their presence,” Colwell ex-
plained. “The other workers re-
alize that if they don’t show up,
there are more Hispanics avail-
able and they’ll be readily re-
placed: whereas in the past, we
tolerated and even expected
people not to show up to work.”

As of midsummer, job appli-
cants were toldto look elsewhere.
“We've had quite a few people
ask for work. We're pretty well
set.” Colwell said. “We haven't
hired anyone in four to five
weeks. Last year at this time we
were hiring five to 10 people a
week.”

The Hispanic employees have
actually helped recruitment by
bringing job-seeking friends and
relatives to the firm. Colwell
said he paid his employees & bo-
nus of $25 for each new em-
ployee they recruited. The only
requirement was that the new
employee had to stay with the
job for 60 days. The program
was a success: one especially
industrious Hispanic employee
recruited 30 successful new hires.

As to whether a language bar-
rier exists, Colwell explained.
“It’s more disruptive to have an
English-speaking person not
show up than to have a Spanish-
speaking person not understand
you.”

At Chapel Valley Landscape
Co., Woodbine, Md., the per-
cent of Hispanic employees has
surged from zero to 41 percent

Hispanic workers have been
commonplace at Clarence
Davids & Co. for several years.
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since 1986. Landon Reeve, presi-
dent, said his Hispanic employees
hail fromdiverse backgrounds and
have varying motivations for
working in the United States.

Workers from Nicaragua and
ElSalvador, forexample, are moti-
vated by political reasons and tend
toestablish U.S. citizenship. Mexi-
can employees, on the other hand,
work in the United States for eco-
nomic reasons: they typically re-
turn to their family and friends in
Mexico during the off-season and
return in the spring.

Like Colwell. Reeve admires
the strong work ethic of his His-
panicemployees. “They are steady
and conscientious—they couldn’t
offer more,” he said.

“I'm not criticizing Americans
atall. but Spanish-speaking work-
ers have different priorities. The
U.S. (workers) tends to value lei-
sure time more. The Hispanic
(workers) value working hours
and demand extra hours.”

COMO SE DICE? Language is
perhaps the single greatest barrier
to upward job mobility for the
Spanish-speaking employee.

Without a firm grasp of the
English language, most Spanish-
speaking laborers find themselves
passed over for promotions. Ac-
cording to Terri Feldhaus, inter-
preter for Chapel Valley, “We
emphasize to them (Hispanic em-
ployees) that English is the one
thing that will be a stopping point
if they don’t make the effort to be-
come more bilingual. Where
there’s a will, there’s a way.”

As interpreter, Feldhaus acts as
a liaison between Spanish-speak-
ing crew members and foremen.
She intervenes when misunder-
standings arise and sometimes
interprets meetings between the
two parties.

“Because of the language bar-
rier, they can’t communicate on
the field with the foremen and
supervisors. But they can call me
at night and say, ‘this happened,
will you check with my foreman
and find out what the situation is.’

“ToThe Brickman Group, Long

THE IMMIGRANTS

IMMIGRANTS

1960-70

1970-80

MILLIONS > 0 1 2 3

IMMIGRANTS' SHARE OF
TOTAL POPULATION GROWTH

33%

4 5 6 7

BROKEN DOWN

Sources of legal immigrants* 1971-91

CARIBBEAN

g ap

131%

CENTRAL & SOUTH
AMERICA 111%

2.2%
1.6%

Grove, Ill., breaking down the lan-
guage barrier is a two-way street.
Indeed, the company provides
Spanish- and English-language
classes to all interested employ-
ees.

Vice President Bruce Hunt
learned conversational Spanish be-
cause, “it’s a sign of respect if you
speak Spanish. The company and
all of its people try to convey areal
respect for the Mexican laborer
who works for us. And it's genu-
ine.”

Chapel Valley requires its fore-
men to be proficient in English,
and compensates its Hispanic
employees who attend weekend
language classes. To improve
communications, the company also
offers Spanish-language classesto
non-Hispanic employees.

The spoken language is not the
only language barrier. Sometimes
the written word can be just as big
a roadblock for Spanish-speaking
employees.

Understanding employee bene-
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CANADA

REST OF ‘
THEWORLD  31%
e e ol

**Includes both Taiwan and the
People’s Republic of China

Source: Business Week

fits, forexample, isanintimidating
experience forone not well-versed
in a particular language. Deonne
Wollman, human resources man-
ager for Chapel Valley. related
some problems with dental insur-
ance the Hispanic workers were
experiencing:

“Some were going in and get-
ting periodontal surgery or more
than just a checkup. They didn’t
understand why bills were com-
ing into them for $200 or more.
They thought our company paid
all of it. And they didn’t under-
stand the concept of a deductible.
Or claim forms.”

As Feldhaus explained, “It's
hard for an English-speaking per-
son to understand what is covered
much less a non-English-speak-
ing person.”

To simplify the insurance pro-
cess, paperwork has been simpli-
fied and the company now has an
HMO with Spanish-speaking doc-
tors. Employees pay a certain
amount weekly, depending on the

After bottoming out in the early
1970s, the number of immi-
grants entering the United
States is on the rise and pro-
jected to continue its ascent.
Among the reasons: The 1990
Immigration Act, in effect this
year, increases legal immigra-
tion by 40 percent. Inmigrants
from Latin American countries,
especially Mexico, account for a
large portion of the total. From
1971 to 1991, Mexican immi-
grants comprised 23.7 percent
of legal immigrants to the
United States, accordingto a
recent report in Business Week.

number of dependents, then pres-
ent a card and $5 at the doctor’s
office.

JOB CONCERNS. Workers™ com-
pensation coverage is one of the
biggest concerns of the Spanish-
speaking labor pool, according to
Phoenix, Ariz.-based Hispanic-
rights activist Federico Aguilar.
“There are a lot of people working
as contractors or doing contractor
work without workers’ compensa-
tion to protect them,” he said.

As Aguilar further explained,
some unscrupulous landscape firms
will hire Hispanic workers, clas-
sify them as subcontractors and
hand them a 1099 tax form at year-
end.

“Most of the time, a lot of the
Hispanic workers don’t know what
their status is. and they don’t know
they're being treated as subcon-
tractors until they get the 1099 or
when they getinjured and don’t get
workers” comp.”

Worse, many Hispanic workers
won't report accidents when they
happen because they fear being
blackballed. Whether justified or
not, the fear is real and can get in
the way of proper attention to their
health care.

Hunt acknowledged that there
are some “shoddy” contractors who
are “not paying overtime and clas-
sifying themselves as agricultural
even though they're truly land-
scape firms™; but he added that
those contractors are few and far

(continued on page 34)
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.-of all l:hev¥ trucks sold
in the last 10 years are
still on the road.
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Habla Espanol?

(continued from page 31)

between.

Housing presents another crisis
forthe hispanicemployee. Aguilar
said he knows of instances where
up to 14 people live in a two-
bedroom apartment. “Affordable
housing is almost unknown to a
lot of these people. Even if it's
available, they have to get past the
loan application requirements.”

Poor housing conditions for
Hispanic nursery employees in
Painesville, Ohio, led State Attor-
ney General Lee Fisher to set in
motion their closing. Working on
behalf of the Ohio Department of
Health, Fisher is attempting to
shut down three unlicensed mi-
grant camps operating illegally.

The structures of the three prop-
erties housing approximately 50
males were cited for a variety of
health and safety violations, in-
cluding inadequate sleeping faci-
lities, unsanitary toilet facilities,
lack of first aid equipment and ac-
cumulation of garbage.

Ohio law defines agricultural

labor camps as ““one ormore build-
ings used as temporary living quar-
ters for five or more persons en-
gagedinagriculture orrelated food
processing.

Fisher said Ohio law requires
an operating license to run an ag-
ricultural labor camp. The camps
in question were not complying
with the law and were informed of
their illegal status. Subsequent
checks of the camps revealed they

ter than what workers are used to
in their own countries.

“A lot come from an economi-
cal background in their countries
that's not affluent. It sounds hor-
rible, but at home, they have no
running water or toilets, so to
themit’s not any different (here).”

Feldhaus tried to shake some of
the misconceptions about hispanic
laborers.

“If they had any other way to

e e e i
Language is perhaps the single greatest
barrier to upward job mobility for the
Spanish-speaking employee.
e ——

were still in operation. As of pub-
lication, all three cases were as-
signed to the county court. A hear-
ing is scheduled for Nov. 12 in the
Lake County Court of Common
Pleas.

Feldhaus explained that al-
though housing conditions are
sometimes deplorable, the sad truth
is that the conditions are often bet-

live they would choose the better
way. It's very difficult for Ameri-
can culture to understand what
these people are going through.
They re in this country because in
their countries they couldn’t find
a job like this. For whatever rea-
son they left their country — here
is probably 10 times better. What-
ever they make gets split up and

has to go to support a wife and
children.

“Many times we say, ‘why can’t
they have a savings account and a
checking account?’ Because they
live check to check. A lot of what
they make gets sent back to their
country.”

FUTURE PLANS. The influx of
Hispanic workers into the
landscapeindustry will continue
into the next decade. As a result,
employers would be wise to brush
up on their Spanish and improve
communications if they hope to
attract this hard-working group of
laborers.

By following the lead of em-
ployers like Chapel Valley Land-
scape Co. and respecting the lan-
guage and traditions of another
cultural group, companies within
the lawn and landscape mainte-
nance industry could find them-
selves fully one step ahead of the
hiring game. u

The author is Associate Editor of
Lawn & Landscape Maintenance
magazine.
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IN SEARCH
OF
UNIFORMITY

™

Roor uniiormity s ihe
ary cause of ary and

| , ier (
angd wasted wore

IRRIGATION SYSTEM uniformity is the bottom
line. I know of three townhouse associations in
the Denver area who won six-figure cash settle-
ments from contractors because of improper
design of irrigation systems.

The contractors all did the same thing; they
stretched the spacing between the heads at 70
percent and 80 percent of the diameter of
coverage when the manufacturers’ recommended
spacing was 50 percent of the diameter. The con-
sequence was unacceptable uniformity which
resulted in damage to turf and asphalt from the
overwatering required to prevent the turf from
wilting and dying.




IRRIGATION TRAINING SERIES

WHEN EQUAL AMOUNTS of water from
the irrigation system are applied to
each square foot of soil surface area the
system has a very high (100 percent)
uniformity. Uniformity measures the
mechanical preference of the irrigation
system. Uniformity for sprinkler irriga-
tion systems can be 90 percent or
higher, but in real life most existing
systems are below 70 percent and the
average is around 50 percent. This
could be the result of an inadequate de-
sign, installation deficiency, lack of
maintenance or poor maintenance.

Uniformity is important for turfgrass
since every square inch of area has
plant roots with very shallow root
zones, and 75 percent of the roots are
often in the top 1 inch of
soil. Trees and shrubs are
similar proportionately.
The top 1 to 2 feet of soil
contains up to 40 percent
of the total plant root sys-
tem. Hence water is need-
lessly wasted with deep
root watering at the 3- or
4-foot level as only 10 per-
cent to 30 percent of
the roots are located at
this level.

Poor uniformity is the
primary unseen cause of
dry and wet areas, high
water costs and wasted
water. The industry stan-
dard for sprinkler head
spacing is usually 50 per-
cent of diameter (allowing
for 5 to 10 mph winds) or
“head to head” spacing
where the water from each

Figure 1. The slope of a
property can affect the
uniformity of your

sprinkler system. ,

head reaches the adjacent heads.
It's advisable to follow manufactur-
ers’ recommended spacing (don't
forget to reduce the spacing for
wind conditions) or maintain the
spacing under 60 percent to avoid
liability and waste.

Other factors that affect unifor-
mity are sprinkler operating pres-
sures; sprinkler distribution pro-
files; and slopes in which the uphill
radius is reduced, and the downhill
radius is expanded as the gradient
increases. The industry standard
for spacing on slopes is to reduce
the spacing laterally on the slope by
1 percent for every 1 percent of
slope change beyond 10 percent.

PLAN VIEW: SLOPE
COVERED BY A SPRINKLER

Most existing systems suffer
pressure problems. This one
has high psi. Photo: Larry
Keesen.

While vertical spacing on the
slope is not changed, the
spacing is increased at the
bottom of the slope and re-
duced as it interfaces with the
top of the slope. (See figures
1.

TESTING UNIFORMITY. If you
want to test the uniformity of
a system as well as the net
application rate, place
catchment devices (conical
catch devices, rain gauges or
cans) in landscaped areas to
measure, in inches, the
amount of water that is ap-
plied for a given time period.
This rate of application can
then be used to calculate ac-
curate irrigation schedules.

The time period is not important if you
only want to look at distribution unifor-
mity. If the catchment device is located
between two zones or in a number of dif-
ferent zone areas, than those zones must
be operated for the same amount of time.
Operate the system for five to 10 minutes
for spray heads or 20 to 30 minutes for
rotor heads, then measure the amount of
water in each device. You will probably
see some catchment containers with a lot
more water then others.

I have performed numerous catchment
tests over the last 10 years and have
consistently seen problems with unifor-
mity. For instance, at a 5-acre multi-
family housing site | measured the uni-
formity and application rate of pop-up
spray heads at three locations within a
single irrigation zone using the “can” test
method. The results were 1.1 inches, 2.3
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The theory of uniformity and effi-
ciency are entirely different. Sys-
tems can have a high uniformity and
low efficiency, low uniformity and
high efficiency or low uniformity and
low efficiency.

Our goal is to strive for the highest
uniformity (healthy appearance) and
the highest efficiency (lower costs) on
every landscape.

In 1942 J. E. Christiansen devel-
oped a method to explain and mea-
sure how uniformly water is distrib-
uted from a sprinkler. This number
or percentage is referred to as the
uniformity coefficient. Christiansen
studied direct evaporation loss from
irrigation sprinklers in California
and determined that more than 10

percent of the water may be evapo-
inches and 0.90 inch per hour. The av- Measurement of water application for rated as it is applied during the af-
erage application rate was 1.43 inches each zone in the system using the “can” ternoon during hot dry periods, while
per hour. As you can see, the unifor- test method will provide for greater ac- the opposite occurred at night and
mity is very poor and the first two test curacy in water/time applications and losses were very low.
areas must be overwatered by up to 1.4 conserve additional water. This will Additionally, a study of field appli-
inches or 155 percent. also increase your awareness of the uni- cation efficiencies done at Redfield,

[ also measured the application rate formity of coverage provided by the irri- S.D., indicates a wide range of effi-
of large rotor heads at three locations gation system, ciencies from 95 percent down to 65
within a zone. The results were 0.44, percent. Water losses were either
0.0 and 0.38 inches per hour (the 0.0 WATERING EFFICIENCY. Water applica- from deep percolation and/or evapo-
inch application rate is a result of poor tion efficiency calculates the percent- ration. Frost and Schwalen made a
head spacing) resulting in an average age of applied water that ends up in the number of tests to determine the ef-
application rate of 0.27 inch per hour root zone of the plant. Efficiency is the fect of nozzle size, pressure, wind ve-
for the three test locations. For a good amount of water stored in the root zone locity, temperature and humidity.
test I would use at least two catchment divided by amount water applied. They concluded that water losses in-
devices per sprinkler head, placing Properly maintained and managed irri- crease with higher temperatures,
them two to three feet from a head and gation systems can produce irrigation wind, operating pressure and de-
half way between the heads. efficiencies above 80 percent. crease with higher humidity and

nozzle diameter.
Water losses are most directly re-
SEVERAL FACTORS AFFECTING SYSTEM OPERATING EFFICIENCIES: lated to the vapor-pressure deficit in
Evaporation losses from spray droplets as they pass through air. the atmosphere which is dependent

Wind drift that carries the droplet away from the irrigated area.
/ Water overspraying on asphalt, concrete, ete.

Water runoff from the turf surface region.
/ Water that drains below the active root zone.
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IRRIGATION TRAINING SERIES

on the tempera-
ture and relative
humidity. Near
the saturation
point or at a very
low pressure defi-
cit, water losses in
a no wind condi-
tion were about 3
percent at 30 PSI
pressure and no-
ticeably greater at

50 PSI pressure.
Water applica-
tion efficiency can differ from 70 per-
cent in hot arid climates to 85 per- ‘
cent in cool humid areas. Notice that

properly designed and maintained turf
irrigation systems are capable of irriga-
tion efficiencies at least as high as 80

System uniformity is important for
turfgrass since every square inch has
plant roots, most of which have shallow
root zones. Photo: RainBird.

percent.

Operation of a group of rotor heads in-
stead of a single head covering the same
area as the group of heads operating si-
multaneously will save up to 20 percent
more water, according to a study by the
American Society of Civil Engineers.
One head can not cool the air as fast as
five would for the same sized area. The
water spray reduces temperature and in-
creases humidity resulting in higher effi-
ciencies.

IMPROVING EFFICIENCY. What else can we
do to improve system efficiency? Anemom-
eters can be installed with the irrigation
system to measure wind and shutdown
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Call The
Hunter DATALine

800-733-2823

Hunter Industries now has a toll-free DATALIne to
answer all your questions about designing and installing
an efficient irrigation system.

The DATALIne is open Monday to Friday 8 a.m. to
6 p.m. Eastern (5 a.m. to 3 p.m. on the West Coast.)

Our DATALIne staff has up-to-the-minute information
on products (Hunter and many others) and can offer
technical assistance on everything
from head placement to calculat-
ing run times.

It's free. It's friendly. It's one
more service from The Irrigation
Innovators.

Jay Inglis C.L.D

Technical Information Manager

1940 Diamond St. O San Marcos, CA 92069 [0 619 / 744-5240 O FAX: 619 / 744-7461
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LESSON FOUR

system operation when velocities are
above 10 or 15 mph. If prevailing winds
are a problem, design the head spacing
for high winds. Install rain shutoff de-
vices on the irrigation system to avoid
watering when it rains.

In cold climates, install a temperature
sensor that will turn off the system when
temperatures drop below 38 degrees.

Soil moisture sensors are providing addi-
tional water savings that have not

been possible in the past. These sensors
read the moisture level in the soil and
tell the controller how much water needs
to be applied.

[ recently reviewed a soil moisture sys-
tem at the Denver Bronco's practice field.
The turf appearance was great, and the
usual problems with wet and dry areas
were non-existent. The turf manager,
Ross Kurcab, determines the window of
operation and the sensors do the work.

If you're interested in more information
on water uniformity, refer to Irrigation,
5th edition, available from the Irrigation
Association. For more information on
testing irrigation systems and water

management attend the one day Land-
scape Irrigation Auditor training pro-
gram sponsored by the Irrigation Asso-
ciation; 703/524-1200.

CONCLUSION. In the last three issues we
have looked at water management and
the factors that affect good management
practices. Soils, irrigation scheduling,
pressure control, uniformity and effi-
ciency must be understood in order to
properly design, install, maintain and op-
erate the system.

My idea of a near perfect irrigation sys-
tem is:

1. Uniformity of more than 90 percent.

2. Application rates that match the in-
take rate of the turf and soil.

3. Ninety-five percent efficiency.

Next month will be the beginning of a
series of articles on irrigation system de-
sign. Water sources, quantity, quality,
water pressure and system capacity are
some of the topics for the next issue. m

The author is president of Keesen Water
Management Inc., Denver, Colo.

IRRIGATION QUESTIONS

1. Does sprinkler head spacing
affect irrigation system unifor-
mity?

2. What is an acceptable efficiency
level for an irrigation system?

3. Can soil moisture sensors im-
prove irrigation system unifor-
mity?

4. Can system uniformity be
tested and measured in the
field?

5. Will poor uniformity of coverage
affect the irrigation operating
efficiency?

6. What is more efficient, one
head operating by itself or five
heads operating as a group on
one zone?

Answers appear on page 62 of October LLM.
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Look-Alike

Pests

Distinguishing lawn pests from

beneficial insects is often a difficult

task. But studying seven key insects

will give you the answers to more than

90 percent of the insect damage

to home lawns.

By David Smitley

AFTER MY TALK at a recent
field day meeting, a gentleman
approached me with a sample of
turf from one of his customer’s
lawns.

The turf was obviously suffer-
ing. It was brown and thin in
patches, with some green clumps.
Racing among clumps of grass
were many small gray bugs. The
question was, “what caused the
damage and what should I do?” A
quick look at the small gray bugs
with big eyes told me that he had
a sample full of big-eyed bugs, a
common predator found in turf.

After closer examination, I
could still find no pest bugs in the
sample. My response was one of
those ‘best guess’ answers: “The
damage may have been caused by
chinch bugs, but the chinch bugs
are gone. These are big-eyed bugs,
a beneficial insect that eats chinch
bugs and some other kinds of in-
sects. I suggest that you don’t do
anything except the usual watering
and fertility program to help the
turf recover.”

40

This was not the answer he was
expecting. “Are you sure? These
bugs are all over the lawn, it seems
like they caused the damage.” We
discussed the situation. Ithad been
a wet summer and chinch bugs
were not as abundant as usual. In
many places a fungal disease of
chinch bugs called Beauveria, had
caused a collapse of active popula-
tions. Sometimes, even in dry
spells, the chinch bugs slowly dis-
appear without any pesticides be-
ing used, and more big-eyed bugs
are found than chinch bugs.

This conversation reminded me
of how some beneficial insects
commonly found in home lawns
resemble pest insects. Insects can
always be found; in healthy turf,
orindamaged turf. Withoutaback-
ground in entomology or plenty of
experience, it is difficult to distin-
guish some of the good guys from
the bad guys. Also, some of the
key insect pests may be difficult to
tell apart.

In this article I will provide a
few useful pointers for classifying

PEST MANAGEMENT

The big-eyed bug, second from left, unlike the white grub, chinch bug

pictured from left to right above, are key insect pests in turf. Big-eyed

Luckily, there are only a few insect species that are important pests of
roots, rarely cause any significant damage because of predators and

some of the most common insects
in home lawns as beneficial or
destructive. I will also explain
how to identify the most impor-
tant turf pests.

Because more than 1,000 spe-
cies of insects may be found on the
turf and in the soil of just one
home lawn, you may think it is
impossible to distinguish one pest
from another. Sometimes it is
tricky, but you may be surprised
by how simple it is. Fortunately,
there are only a handful of insect
species that are important pests of
turf in home lawns. Many other
insects can be found that feed on
turf blades or roots, but because of
predators and naturally occurring
diseases, they rarely cause any
significant damage.

That leaves us with a group of
seven insects that cause more than
90 percent of the insect damage to
home lawns. If you learn these
key pests, you can consider all
other insects as harmless or bene-
ficial. It also helps to know the
most abundant beneficial insects.
I will explain how to identify two
of the most common ones: big-
eyed bugs and ground beetles.
There are two other groups of
beneficial insects that you already
know how to recognize: spiders
and ants. They are abundant in
home lawns, and very helpful in
controlling insect pests.

BENEFICIAL INSECTS
AND SPIDERS

Big-eyed bugs
Ground beetles
Spiders
Ants

KEY INSECT
PESTS

Chinch bugs
Bluegrass billbugs
Japanese beetles
European chafers

June beetles

Masked chafers
Sod webworms

Learning these seven insect
pests and four groups of benefi-
cial insects provides a good start
for identifying insect problems
in turf. Two other insect pests
commonly found in the North
Central states are the greenbug--
a small aphid that feeds on grass
blades -- and the winter grain
mite -- a dark red mite the size of
the period at the end of this sen-
tence.

In New York, New Jersey and
neighboring seaboard states you
may also run into problems with
the oriental beetle or the Asiatic
garden beetle. In the Southeast-
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d European chafer, is a beneficial insect in turf. The other three,

gs and chinch bugs are often confused, leading to misidentification.
in home lawns. The others, often found feeding on turf blades or
turally occurring diseases. lllustrations: Michigan State University.

ern states you will find plenty of
mole crickets and green June
beetles. But in the north central
states, the group of seven pests
listed above are by far the most
important ones.

INSECTSTRUCTURE.Identifying
insects is easier if you have an
understanding of basic insect
structure. All insects have some
features in common. They have
three distinct body regions; a head,
thorax and abdomen. Adult in-
sects have compound eyes and a
pair of antennae on their head, and
six legs and a pair of wings at-
tached to their thorax. The eyes
and antennae may be small and
indistinct on larval stages of in-
sects. The larvae also do not have
wings.

All the key insect pests listed
above, except the chinch bug, have
a larval stage that looks different
from the adult insect. Just like
caterpillars pupate and turn into
moths or butterflies, grubs pupate
and turn into beetles. The imma-
ture lifestages, like caterpillars or
grubs are referred to as larvae,
while the butterflies or beetles are
the adults.

Chinch bugs belong to a more
primitive group of insects that do
not gothroughapupal stage. Their
larvae look similar to the adults,
only smaller and without wings.

For some insects, like the ci-
cada killer, the body regions and
wings are easy to see. For other
insects, like beetles, you may need
to examine them more carefully.
Beetles have hardened wing cov-
ers that protect their folded wings.
The wing covers, like the wings,
originate on the thorax, but extend
back to cover most of the insect's
abdomen.

If you want to see the membra-
nous wings that beetles use to fly
with you must lift up the wing
covers. These hard wing covers
protect beetles from predators, but
they must be held in a lifted posi-
tion for flying, making most
beetles rather clumsy fliers.

CHINCH&BIG-EYEDBUGS. The
chinch bug and big-eyed bug are
two common, similar looking
residents of home lawns. How-
ever, it is important to be able to
distinguish them because the
chinch bug is destructive to turf
while the big-eyed bug is benefi-
cial. Adult chinch bugs are ap-
proximately one millimeter wide
and 3 to 4 millimeters long (1/8
inch). The larvae are smaller, vary-
ing from 1 to 3 millimeters long.

Big-eyed bugs are about the
same size, although the adults may
be slightly larger than the chinch
bug adults. Big-eyed bugs are
best distinguished from chinch

LAWN & LANDSCAPE MAINTENANCE OCTOBER 1992

bugs by their eyes. Their large
eyes bulge out wider than the tho-
rax, while the small eyes and head
of the chinch bug are not nearly as
wide as it’s thorax. Also, the big-
eyed bugs are a steel gray color,
and the chinch bugs are mostly
black with white wing markings.

When chinch bugs first hatch
from eggs the tiny first instar lar-
vae are mostly red, but quickly
change to a black color as second
instars. The larvae of big-eyed bugs
look like a smaller version of the
adult without wings.

A final tip is to observe how fast
they move. Big-eyed bugs are so
fast that if they are placed in the
palmof'yourhand, they will run off
yourhandinafew seconds. Chinch
bugs will try to run away too, but
they have shorter legs and do not
move nearly as fast.

WHITE GRUBS. White grubs are
a name used for the larval stages
of a large family of beetles that
include the Japanese beetle, Euro-
pean chafer, masked chafer and
June beetles. If you find a white,
C-shaped grub, with six legs lo-
cated on the thorax just behind the
head, it is one of the white grubs
that feed on turf and shrub roots.

Another kind of grub prevalent
in home lawns is the billbug larva.
The adult is a black weevil called
the bluegrass billbug. At first
glance, the billbug larva may look
like the Japanese beetle grub or
other white grubs, but if you look
closer, you will notice that it does
not have any legs. This is charac-
teristic of all weevil larvae. They
have a white body and dark brown
head capsule, like Japanese beetle
grubs, but, unlike beetles, they do
not have any legs.

Japanese beetle grubs vary from
2 mm long at egg hatch to 25 mm
long just before they pupate. Bill-
bug larvae have a maximum size
of 10 mm in length. In the North
Central states billbug larvae are
active in June and July, a time
when Japanese beetle, European

chafer and masked chafer are usu-
ally not found inlawns because they
are in the adult stage. However,
June beetle grubs may be found at
any time during the spring and sum-
mer,

IDENTIFYING WHITE GRUBS.
The four most damaging kinds of
white grubs look very similar. The
Japanese beetle, European chafer
and masked chafer have one gen-
eration per year, and are usually
found in March, April, May, early
June, late August, September, Oc-
tober and November. The June
beetle, or May beetle asitis referred
toinsome places, represents a group
of several species of large beetles
(1/2- to 1-inch long) that develop
from large white grubs that may be
2 inches long.

These beetles with a 2- or 3-year
life cycle may be found at any time
in the spring or summer. But re-
member that June beetle grubs start
as eggs, too, so the larvae may be
anywhere from 1/8-inch to 2 inches
long. The white grubs found in the
soil of lawns can be identified by the
pattern of spines on the underside
of the lastabdominal segments. This
group of spines is called the raster.
The raster pattern can be seen on
large grubs with your eyes, but for
smaller grubs you may need a hand
lens.

JUNE BEETLE

Two parallel rows
of spines that converge at
both ends.

JAPANESE BEETLE

A V-shaped set of spines.

EUROPEAN CHAFER
Two parallel rows of spines
that diverge toward the rear-

end.

MASKED CHAFER
No distinct pattern of spines.
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ADULT BEETLES. Many different
kinds of beetles can be found in
home lawns. The most important
pest species will either look like a
bluegrass billbug or like a Euro-
pean chafer.

The adult billbug is black with
along snout characteristic of wee-
vils. The delicate, elbowed anten-
nae of weevils emerge from the
base of their snout. The European
chafer, Japanese beetle and
masked chafer all have the same
stout body appearance. An im-
portant clue for identifying these
beetles is that they all have short,
clubbed antennae. This distin-
guishes them from another large
group of beneficial beetles; the
ground beetles, that have long
thread-like antennae.

Ground beetles are usually
black, butsome are brownincolor.
They crawl quickly and are good
at evading curious turf profes-
sionals trying to pick them up for
examination. In many species the
black wing covers are concealed
with parallel ridges. The ground
beetles are predators; they only
feed on other insects.

Although the European chafer,
Japanese beetle and masked cha-
fer all have the same body shape,
they can be separated by their col-
oration. Unfortunately, the Euro-
pean chafer looks very similar to
some of the smaller species of
June beetles. Key characteristics a
are found in Table 1.

Many otherkinds of insects may
be found in home lawns. The best
approach is to learn how to iden-
tify the key insect pests described
in this article and a few insects that
they can be confused with. Every-
thing else can then be assumed to
be harmless.

Follow-up by collecting each
of the key insect pests and pre-
serving them in 70 percent alco-
hol. Screw-top glass vials are the
best containers, but baby food jars
or other small glass jars will work
too. This method will not work
well for grubs, however, because
they turn black after a few weeks
in alcohol. With a small collec-
tion available, employees can be
quickly trained to identify pest
problems.

For more information on these

EUROPEAN A uniform light brown color. They are active in

CHAFER

early evening, close to dusk, when they may

be found gathering on tree limbs. These
beetles do not feed as adults.

JAPANESE
BEETLE

A metallic green thorax with reddish-colored
wing covers. Look for small tufts of white hair

along the side of the abdomen just below the
wing covers. The adults are voracious
feeders, commonly stripping Tilia, flowering
fruit trees and grapes of their leaves. They
are active during the day.

MASKED
CHAFER

Very similar to the European chafer, but can
be distinguished by their black heads.

pests and other less common ones
see the excellentbook authored by
H. Tashiro, “Insect Pests of the
United States and Canada,” pub-
lished by the Cornell Publishing

Table 1
Company. Y]
The author is an entomologist

at Michigan State University, East
Lansing, Mich.

1992 Conference Theme:

"GOING FoR

THE GREEN"

1200 Turfgrass Professionals

Will Gather in Atlanta

December 8-10

to Hear the Experts.

Shouldn’t You Be There, Too?

Alrport Hyatt

Check appropriate boxes.
Ormi i i Orm

= Atlanta, Georgia

Tradeshow, Workshops, and Seminars on Turfgrass,
Landscape, and Business Management

YES! PLEASE SEND MORE INFORMATION.

inattending [ I'm interested in GTA membership

Company

Address

City/ State/ Zip

Phone
DETACH AND MAIL TO:

Georgia Turfgrass Association, 5198 Ross Road, Acworth, GA 30102 Phone:404-975-4123

USE READER SERVICE #32

BIiLLY
GOAT

Billy Goat’s HTR 1600 Heavy Duty Truck Loader
To A Professional, “"Bagging”
Is A Four-Letter Word.

Raking and bagging turf debris is a thing of the past
with this compact truck loader.

exhaust hose kit, 1.3 cu yd. bags, more.
Also available: The Billy Goat HTR 1400, available with a 14HP
Briggs & Stratton Twin OHV engine.

adl P.O.Box 308

:Y
INDUSTRIES, INC. (816) 524-9666

Lee’s Summit, MO 64063-0308 USA

» Powerful 16hp Briggs
& Stratton Twin OHV
Vanguard engine.

e Pulverizing 16" dia.,
3" thick steel
impeller.
*12.5long x 10”
dia. intake hose,
standard.

» Compact styling
mounts quickly
and easily to any
- truck tailgate.
f3n © Two convenient
3 handles make
maneuvering
hose easy.
Optional:

10 wheel nozzle
assembly, panel filter kit,

Fax: (816) 524-6983

USE READER SERVICE #52
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Dlmensmn gives you more time
to keep crabgrass from raising its ugly head.

If you get behind schedule during your busy
spring season, crabgrass is bound to pop up
before you can prevent it. But that's not a problem
if you use Dimension® turf herbicide.

Dimension is the only herbicide that gives
you season-long crabgrass control with the
flexibility of either a pre- or postemergence \«“

application. With more time to

apply it, you can treat emerged DIMENSION

\ &

crabgrass and still count on effective results.

Better yet, you get this excellent control using
low rates. And you don’t have to worry about turf
injury or staining.

So now you can stay ahead, even after
crabgrass raises its ugly head. For the name of
your nearest agent, or for more informa-
Dimension,

tion about

call us at: 1-800-323-1421.

Turf Herbicide
*Monsanto

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

USE READER SERVICE # 11

Dimensson’” is a registered tademark of Monsanto Company © Monsanto Company 1992 R92 DMP-257018



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:

ALCA  ign)  ROMS

Associated Landscape Professional Lawn Care Professional Grounds
Contractors of America Association of America Management Society

v 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
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“ALCA is the best
landscape business
resource in the
country.”

“When I started my business seven years ago
[ 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 landscape
management contractor or simply want to see
the landscape industry grow, call 1-800-395-ALCA
or (703) 620-6363 for more information or write
to: ALCA, 12200 Sunrise Valley Drive, Suite 150,
Reston, VA 22091. Fax (703) 620-6365.
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ASSOCIATED LANDSCAPE CONTRACTORS OF AMERICA




WILDFLOWER plantings at a
noted South Carolina resort have
surpassed all expectations for phys-
ical impact on the landscape. Psy-
chological and emotional reac-
tion, however, have been equally
overwhelming.

The owners of Kiawah Island,
which is located about 20 minutes
north of Charleston, S.C., orig-
inally saw planting wildflowers as
a quick and effective way to help
the resort recover from Hurricane
Hugo’s devastation. What wasn’t
expected, though, was the emo-
tional response to these plantings.

Residents and visitors watched
as the damaged vegetation was
piled on a 5-acre spot called Bass
Pond. The plot was deemed the
burning site for the remaining
hurricane debris, as well as the
initial step in the wildflower de-
velopment plan created for Kia-
wah Island.

The planting of wildflowers on
Bass Pond produced one of the
most visible wildflower sites in
the United States. The meadow
draws raves from both residents
and visitors and has even been the
focus of national attention.

Bass Pond, once known as the
symbol of destruction in the wake
of Hurricane Hugo, has been
turned into a beautiful site cher-
ished by many. “The meadow
looks like a bride before she walks
down the aisle,” said Sara Edi
Livingston, co-founder of the
Wildflower Alliance of South
Carolina.

Wildflowers became a valuable
healing process -- helping restore
nature to the island. “When people
have special little view corridors
that are filled with wildflowers, it
makes them feel wonderful,” she
said. “It raises their spirits and
makes them feel good.” This was
the effect of the initial planting at
Bass Pond.

Leonard Long, part owner of
Kiawah Resort, and an avid fan of
wildflowers, wanted Livingston
to create and implement an
islandwide wildflower program.
With her expertise in large scale
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WILDFLOWERS

Turning
Devastation

Into

Bea

uty

A natural disaster such as a hurricane
or tornado doesn't have to leave permanent
scars. The plantin of wildflowers
became a valuable healing process
in South Carolina.

plantings on both public and pri-
vate lands, Livingston was able to
offer a unique approach.

SENSITIVE PLANTINGS. “The
development of Kiawah has al-
ways been done sensitively,”
Livingston said. “So, to begin an
organized, conscious wildflower
program was consistent with the
mind set at Kiawah.”

Each minute detail -- from drain-
age to roads to flora -- was studied
thoroughly before initial construc-
tion of the Kiawah resort began.
The thought and sensitivity in-
volved were tremendous, result-
ing in a perfectly beautiful island,
she said.

Through seeded color, Liv-
ingston wanted to bring a breath
of fresh air back to the ash-cov-
ered S-acre burn site, as well as
other parts of the island. Her main
objectives included recapturing
the character of the past while
moving forward with the growing
popularity of wildflowers.

“Tam really excited about being
part of a movement to bring back
plants, like wildflowers, that are
more natural, require less mainte-
nance and are beautiful,”
Livingston explained.

Planting Bass Pond was the first
step in the development program.
“Those were the worst planting

conditions possible,” she said.
“The pH level was only 3.5 com-
pared to an ideal level of 7. An-
nual ryegrass had been planted on
the site, and had been heavily
fertilized, resulting in a healthy,
mature stand of a particular grass
that is toxic to the production of
wildflowers.”

To prepare the site for planting,
operators started with a Bush Hog
to cut down tall weeds and grass.
Seven days later, applicators
sprayed the entire site with Round-
up® herbicide. Approximately
seven to 10 days later the site was
tilled and sprayed again with
Roundup. The whole process took
approximately one month.

Livingston compared plot pre-
paration times with and without
the use of herbicide, and found
Roundup to play an integral part
in speeding up the planting pro-
cess. “For my work, I don’t have
clients who are willing to invest
two years to rid a site of weeds
before we ever even plant a wild-
flower,” she said. “By following
this program of ground prepara-
tion, we are able to speed up the
process and plant wildflowers the
first season.”

COLOR DAZZLES VISITORS. By
April, sweet alyssum flowers cov-
ered Bass Pond like snow.

Throughout the summer and into
the fall, an array of bright, sassy
colors met inquiring visitors and
enthusiastic homeowners. A riot
of color burst from perennial
black-eyed Susans, brightorange
California poppy, yellow, lav-
ender and white cosmos -- fol-
lowed by dazzling yellow core-
opsis, gaillardia and lemon-mint.
The changing tapestry of color
transformed the field five times
in the first year from white to
completely yellow, red, laven-
der and purple.

Both developers and contrac-
tors are learning the advantages
of planting wildflowers in terms
of beauty, ecology and practi-
cality. Wildflowers are drought-
tolerant, control erosion, reduce
maintenance costs and provide
excellent wildlife habitat.

Wildflowers are naturally ac-
climated tothe areaas well, thriv-
ing in conditions that generally
do not support exotics. For ex-
ample, they are not affected by
insects, and they use existing
ground water.

Wildflowers also cost far less
to maintain than exotics and turf.
Installation costs for wildflow-
ers are eight to 10 cents per
square foot, compared to $4 per
square foot to plant perennial or
annual bedding plants and 68 to
75 cents per square foot for sod,
Livingston said.

“I think everybody is begin-
ning to become aware that not
only can wildflowers save you
money and effort, but they also
create an image of being envi-
ronmentally sensitive, " she said.

Wildflowers allow develop-
ers to take highly maintained
areas and return them back to
environmentally protected areas.
A wildflower development pro-
jects the image that developers
care about the environment,
whether it be a resort, a golf
course, an apartment complex or
an office building.

Environmental awareness has
always been important in the
development at Kiawah and has
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risen since Hurricane
Hugo. As a result,
Kiawah Resort As-
sociates asked Liv-
ingston to return
something to the en-
vironment. “Wild-
flowers are the ro-
mantic way for both
residents and visitors
to get in touch with
their roots,” Living-
ston said. “There’s a
lot of romance and
nostalgia associated
with planting wild-
flowers.”

DEVELOPMENT
CONTINUES. Plans
for further wildflow-
er developments on
Kiawah Island in-
clude areas along bicycle paths,
golf courses and walkways. A se-
ries of Butterfly Gardens has re-
cently been installed along Ocean

Course Drive leading to the Ryder
Cup Course.

There are approximately 13
acres planted with wildflowers,

This 5-acre plot, called Bass Pond, was deemed the burning site for the manlng hurricane
debris on Kiawah Island, South Carolina, as well as the first step in the wildflower development
plan designed to return the former beauty destroyed during the natural disaster.

island and plant sites
that would test a va-
riety of growing con-
ditions,” Liv-ingston
said. “We want visi-
tors to experience
maximum visual im-
pact.”

Included in this
year’s plantings will
be the tip of the is-
land, called Rhett’s
Bluff. “The charac-
ter of that part of the
island is just perfect
for the natural beauty
you get with seeded
color,” she said.

“Thebottomlineis
that people will

cometoseecolor,”
she said. “If we have
abeautiful little place
tucked away that people feel like
they’ve discovered, then it will
make them want to buy property
there.”-- Sargent & Potratz El

and eight additional acres will be
planted this year.

“The four owners of Kiawah
gave me freedom to review the

PLANTING

WILDFLOWER SITES

FOLLOW THESE instructions for a prairie-type wildflower site:

1. Take a soil sample of the site to be planted. Instructions should
specify that the crop is to be “wildflowers” and indicate whether or not
irrigation is available.

2. Amend the soil based on the recommendation for the soil sample.

3. Schedule the planting to be done after the date of last possible frost.
The annuals will be killed by a late freeze.

4. Mow the area to be planted with the mower blades set as low as the
machine accepts.

5. Rake the residue thatch and remove it from the site.

6. Prepare the seed for distribution by mixing it in a container with a
ratio of one-part seed to four-parts damp sand.

7. Stir the seed/sand mixture thoroughly. This will scatch the outer coat
of the seeds which will encourage better germination of some species.
The damp sand will stick to the seeds, making it easier to achieve a more
even seed distribution.

8.Distribute the seeds by “feeding the chickens.” We do not recom-
mend using a rotary-type seed machine that fits across the chest, as the
tiniest seeds shift to the bottom and results in poor distribution.

9. Drag the site with a fence weighted by a heavy pole or roll with a
water-filled drum if the site is large.

10. If the site is small, rake the seeds in to assure positive seed to soil
contact. This step cannot be over-emphasized.

11. Mulch with a fine layer of pine straw or hay to hold the seeds in
place and discourage raiding by birds.

LAWN & LANDSCAPE MAINTENANCE * OCTOBER 1992

12. Water the site if possible.

13. The cotyledons and “true leaves” should begin to show in five to six
weeks.

14. If grass or weeds become a problem, apply the herbicide Poast® as
recommended, disturbing the site as little as possible.

15. Do not mow the site until the annuals have set seed. Set the mower
blades high enough to leave the leaf rosette of the perennials which will
serve as a green ground cover during the winter.

FOR A GRASS-FREE WILDFLOWER SITE:

1. Mow if the grasses and weeds are exceptionally high.

2. Spray with herbicide Roundup,® mixed at the recommended distribu-
tion rate.

3. Wait two weeks, then till the site thoroughly to expose any potential
dormant weed sites.

4. Wait two weeks for weeds to germinate, then apply Roundup again.

5. Wait two weeks, till again, then distribute seeds ac-cording to
directions for a prairie-type wildflower site.

These instructions on how to plant wildflowers have been prepared by
Livingston and Associates, Mt. Pleasant, S.C. Attitudes and technical
information varies from region to region, but, in general, wildflowers
are becoming more accepted on both home and commercial proper-

ties. For more information, contact: Livingston and Associates, 857

Coleman Boulevard, Mount Pleasant, S.C. 29464.
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Low

Light
Conditions

Ed. Note: The following text is a
short excerpt from the soon-to-be
published book: TURF-GRASS
ECOLOGY AND MAN-
AGEMENT. Understanding
lighting conditions, whether
extreme or lacking, is a funda-
mental principle in managing
turf conditions. Look for more
excerpts from this book in future
issues of Lawn & Landscape
Maintenance magazine.

SHADE CAUSES significant
growthchanges in turfgrass plants.
In response to shade, turfgrass
plants have more of an upright
growth habit; thinner, longer
leaves; shallower rooting; lower
plant energy levels; reduced til-
lering; and less dense turfgrass
stands.

In turf, shade is commonly as-
sociated with trees but shading
occurs between individual turf-
grass plants as well. This compe-
tition between turfgrass plants is
further described in later chapters
that address intra- and inter-spe-
cific turf competition. The remain-
ing part of this chapter examines
shading effects caused by trees.

Shade is amajor problem where
turf is grown beneath or in close
proximity to trees. The effect is to
reduce the amount and quality of

BOOK EXCERPT

light received by the turf. Light
transmitted through tree canopies
comes through at longer wave-
lengths (far-red, infrared) which
are not the desirable wavelengths
for photosynthesis.
Photosynthetic rates are slower
under shade, and result in plants
having lower carbohydrate re-
serves and shallowerroot systems.
Research has also shown that shad-
ing reduces the amount of chloro-
phyllin lower parts of the canopy.
(Biran and Bushkin-Harav, 1981)
The change in quality of light
influences turfgrass growth by af-
fecting phytochrome. In un-
shaded, daylight areas, red wave-
lengths predominate and convert
the phytochrome to its active state,
P_. But in shaded, nighttime situ-
ations, far-red wavelengths pre-
dominate switching the phyto-

chrome to an inactive state (P).
The inactive state results in a
lack of leaf expansion, increased
stem elongation and reduced
plant tillering.

Shading and tree type influ-
ences the quantity of light that
the turf receives. Trees that cast
a deep shade, such as maple and
oak, reduce the quantity of light
to a greater extent than open
canopy trees such as ash, birch
and locust. Deciduous trees fil-
ter the quality of light by inter-
cepting the blues and reds and
transmitting the far-reds. The
exclusion of bluelight as the level
of shade increases is the most
critical wavelength missing for
turfgrass growth. (McBee, 1969)

Turfgrass plants adapted to
shade in general have a low light
compensation point which is the

' F l NALLY, a reference book for the

advanced turfgrass manager. A different, but
timely approach to turfgrass management,

this book addresses the challenges facing the
dynamic turf profession.

Whether you're maintaining home lawns, commercial properties, golf courses or athletic
fields. TURFGRASS ECOLOGY AND MANAGEMENT, written by Dr. Karl Danneberger, Ph.D, an
associate professor of turfgrass science in the Department of Agronomy at The Ohio State
University, provides a “heightened experience”; pulling information from the disciplines of
ecology, plant pathology, entomology and agronomy into an interactive format

You're familiar with the technical aspects of turfgrass management, but can you explain why
you're doing what you're doing? TURFGRASS ECOLOGY AND MANAGEMENT provides a frame-

work in which to judge and develop turfgrass management programs. In the coming years, the

challenge will be to maintain qauality turf more efficiently. This is particularly important consider-
ing the current environmental scrutiny the public and the government have placed on turfgrass

management practices

The ability to deliver high quality turf with less inputs will require greater efficiency by the
turfgrass manager. To meet this challenge, turf managers will require more than technical
expertise of how something is done, but an understanding of what effect a cultural or chemical
practice has on that turfgrass ecosystem

TURFGRASS ECOLOGY AND MANAGEMENT addresses topics addressing environmental concerns
such as pesticide and nutrient fate, water use, pesticide resistance, cultural practices as related

to pest development...approaches to turf management that have never before been proposed in
books related to turfgrass management

TURFGRASS ECOLOGY AND MANAGEMENT
is being brought to you by

CE
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light level at which net photosynthesis equals
zero. In other words, this is the point where
photosynthesis equals respiration. Plant growth,
as measured by dry weight, occurs only when
the light is above the compensation point. The
ability of shade grasses to maximize photosyn-
thesis at lower light intensities, and lower com-
pensation points allows them to compete in
shade situations.

Conversely, turfgrasses that have higherlight
compensation points do not perform well due
to insufficient light to carry on necessary pho-
tosynthesis. Warm-season grasses (C4) are the
least shade tolerant due to a higher light com-
pensation point. Of the warm-season
turfgrasses, centipedegrass has shown the best
shade tolerance while St. Augustinegrass (cv.
“Floratam”) the least. (Barrios et al., 1986)

Management practices for turfgrasses in the
shade should address the changes in growth
effects. Mowing heights should be raised to
account for the longer, thinner leaves and
reduced canopy density. Inaddition, care should
be taken to minimize any scalping to low
shade-tolerant turfgrasses.

Shade-sensitive turfgrasses have reduced
levels of chlorophyll near the soil which de-
creases their recuperative capabilities and lim-
its their ability to regenerate new tissue. Irri-
gate only when needed to promote deeper root
systems and minimize overwatering. In shaded
situations, promote air circulation to reduce
humidity levels which will help reduce condi-
tions favorable for disease development.

Light is critical for the development and
growth of turfgrasses. Starting with the seed
and progressing through to plant maturity,
light is needed for energy, initiation of repro-
duction and seed germination. From a com-
petitive standpoint, reduction in the quantity
and quality of light limits, in general, turfgrass
growth. However, differences in growthamong
turfgrass species in response to a reduction in
light occurs. [

' More forrTiation on the
availability of TURFGRASS
ECOLOGY AND MAN-
AGEMENT in the Novem-
ber issue of Lawn &
Landscape Maintenance.
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Control At Your Fingertips

Powerful Doane System computer software
helps you manage your landscaping business.

* Detailed job costing ;
* Produces fast, accurate bids

.. « Prints itemized work orders
- * Scheduling/Routing
7 * Recurring and AIA billing
—F » Fully integrated accounting
« Prints financial reports

» Tracks inventory and equipment
* Free brochure

Contact: Doane icultural Serwces Company
riffith Dr. #125

Beaverton OR 97005 e (503) 646-5581

1-800-367-7082

USE READER SERVICE /66

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

DOANE
SYSTEM

Demo SPS Consulting Complete
Available 1032 Raritan Road - Cranford, NJ 07016  Program
(908)272-1398 $695.00

USE READER SERVICE #67

Crea L marketing

Permanent Landscupe Borders
Create profits
by offering your customers
beautiful borders.

Creative Curb Marketing
line of concrete curb and
border equipment is
easy to use and
an important
addition
to your
bottom line.

26041 Pala
Mission Viejo, CA 92691
(714) 587-8488

(800) 292-3488

FAX: (714) 951-2656

USE READER SERVICE 68
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HUMUS VS. ORGANIC MATTER AND COMPOST

EXTENSIVE UN-
iversity testing
combined with pro-
ven field experience ‘
indicates that there

are numerous plant
growth benefits to

7

enhanced humus ¢

levels in soil. Hu-
mus, or humic-like
substances, can be
added to the soil in different ways, including
soil amendments with high organic matter
materials such as plant or animal residues,
compostsorsludges.

In addition, numerous soil amendments
containing only humus or humic-like sub-
stances have recently appeared on the mar-
ket making claims of enhanced plant
growth.

It has long been recognized that soil or-
ganic matter, which is made up in part of
humus, possesses several benefits when
available in sufficient quantities in the soil:
slow release of N, P, & K; improved water

Wilkinson

holding capacity; buffering of changes in
pH; improved soil structure by cementing
individual soil particles together; and bind-
ing of metal ions to minimize leaching.

It is rapidly becoming recognized that the
humus fraction of organic matter plays ad-
ditional roles in improved plant health. But
first, it is important to understand what
humus is and how it is distinguished from
organic matter.

HUMUS DEFINED. The terms organic
matter and humus (or humic substances)
areoftenused synonymously, however,
further definition is required to clarify each
and their role in soil and plant health.
Organic matter can be defined broadly as
including:

® soil biomass (earthworms, insects,
microorganisms)

® undecayed plant and animal tissue

@ discrete categories of decaying plant and
animal tissue, e.g., sugars, polysaccharides,
proteins, amino acids, fats, organic acids,
and so on.

Humus, on the other hand, lacks any
precise definition. It results from organic
matter decomposition over time. It is a non-
specific, complex mixture of organic
substances having a very high molecular
weight. Humusvaries considerably from
source to source and consists of many un-
identifiable compounds. There are no ana-
lytical methods to quantify humic substan-
ces. While humus resists further decompo-
sition, it does indeed decay at a very slow
rate (unlike fresh animal or plant tissue
which will decompose readily). The older
the humus, the slower the rate of decay.

It is known that humus consists of three
broad categories or different fractions:
@ humic acid -- soluble at pH’s > 2
® fulvic acid -- soluble at all pH’s
@ humic -- not soluble in water

HUMIC SUBSTANCES. Among all the
soil organic constituents, it appears that
humic substances have the ability to act as
plant growth stimulants. Research through-
out the world on numerous plants has

Landscape
Software

Knowing Your Bottom Line
May Save Your Bottom...

If you are serious about making a
profit in your landscape business,
invest in CompuScapes Software.

Designed specifically for the Green
Industry, CompuScapes will give
you more control of your business
than you ever thought possible.

CompuScapes Software offers the
BEST in ease of use, features,
support & training and price.

e Job Costing

e Routing & Scheduling

e Estimates & Workorders
e Complete Accounting

CompuScapes
2653 Gravitt Rd
Duluth, GA 30136
(404) 447-5858

Get Serious. Get CompuScapes
v Financing & Rental Now Available!
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You've seen our ads for years
in this magazine and we're here
to stay. That's because we have
provided affordable quality billing
software to small businesses for
years. So why don't you find out what
thousands of other Lawn & Landscape
Entrepreneurs already know? That your
billing doesn't have to be a nightmare. That
you don't have to duplicate your customer
information month-after-month. That your

spending now. That your accounts receivable
will be automatically updated as you send out

billing will only take a fraction of the time you're

provides more features, is
easier to use, and is more
P affordable than other recurring
billing software. Don't put off
automating your billing process
any longer! Call Now! Let us show
you how to improve your billing and
give you back some precious time! But
if you're still not convinced, we are also
offering our Sales Tracking Module FREE
with the purchase of The Billing Clerk with
Accounts Receivable! That's a $179 value
EFree! Be sure to mention your Free Sales
Tracking module when placing your order!
+ Requirements include: 640K RAM, PC/MS
DOS 3.0 or higher and a harddisk.

bills. . You will find
ie—— T Billkng Clark™
WARE INC.

Free Sales Tracking Offer Expires 12/31/92

213 Congress, Suite 200
Austin, TX 78701
(512) 629-7400
FAX (512) 629-4341

Call Now!

-300-880-0887

*Texas residents add 8%

sales tax. 30 day written
return polmes apply. $20
restocking fee.
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focused on three main effects -- germination
and seedling growth as well as root and
shootgrowth.

Both the rate of germination and seedling
growth appears to be enhanced by humic
substances. This effect has been tied to an
enhanced level of enzyme activity in seed
tissue. This has been demonstrated in soils
rich in humus, as well as when seeds were
coated with a humic substance.

Stimulated root growth and initiation of
new roots have also been observed in the
presence of high levels of humus. It appears
that humus has a greater effect on root than
shoot growth. Indeed, liquid foliar applica-
tions of humus improve root growth, and
fulvic acid appears to have a greater effect
on roots than does humic acid. The
concentration of humus is important, and the
rate of root response appears to decline at
high concentrations.

Although not as great as with roots, humic
substances can also enhance shoot growth.

GROWTH STIMULATION. The mode of
action of humic substances is under intense
study. To date, it has been shown that
humus can accelerate the rate of uptake of
both macro (N,P,K) and micro (Cu, Fe, Zn,
Mn) nutrients. In fact, lower molecular

weight humic substances themselves can be
taken up by the plant.

The biochemical basis for the positive
effect includes such issues as improved
membrane permeability and enhanced
energy metabolism. Photosynthesis rate,
respiration rate, chlorophyll content and
protein content all have been shown to
increase. Humic substances may in fact be
acting very much like a growth hormone.

INCREASING HUMUS. The level of humus
in a soil can be dramatically changed by
several means, including the use of
compost-based products high in organic
matter, and/or any one of a number of
commercially available humic-based
materials. Of course, when the source of
the humus in compost is high in organic
matter, you gain the soil benefits of the
organic matter (improved water holding,
improved structure, slow release of N-P-K,
etc.) in addition to the benefits of the humus
(growth stimulation).

Depending upon the source of compost
used as a soil amendment, organic matter
can vary anywhere from 30 percent to 60
percent. In general, humic substances can
account for up to 17 percent of the carbon
contained in such materials.

Humus derived from compost is very
similar to the humus derived from natural
decomposition of organic matter within a
soil. When compost is added to soil, the
humic fraction is impacted for several years.
The influence of humus will become less
apparent over time. Compost used as a soil
amendment or turf topdressing should be
applied periodically to maintain humic level.

Composts originating from plant residues
and manures are known for their high level
of humic substances.The addition of these
types of composts to soil or to potting
media in conjunction with other materials
such as perlite, vermiculite and peat, has
been shown to result in a higher growth rate
attributable to humic substances and
increased microbial activity.

The impact of humic substances on plant
growth is extremely interesting, and our
knowledge of its influence is advancing
rapidly.

For more information, refer to Humic
Substances in Soil and Crop Sciences from
the American Society of Agronomy in
Madison, WI. -- Jim Wilkinson -

The author is vice president, professional
sales and research and development for
Earthgro Inc., Lebanon, CT.

39th ANNUAL ROCKY MOUNTAIN
TURF CONFERENCE
& TRADE SHOW

December 2, 3, & 4, 1992
Currigan Hall + Denver, Colorado

' CONFERENCE HIGHLIGHTS
G o Hands-on Workshops
Industry Updates

. 200Booth Trade Show
.55 Educational Seminars
Lawn & Landscape Educational Track

e Proceeds go to Tutfgm.u Research

For attendee or exhibitor information call
303-688-3440
or write to

Rocky Mountain Turfgrass Association
P.O. Box 29, Franktown, CO 80116

Organized by The Rocky Mountain Regional Turfgrass Association
In Conjunction with Colorado State University Cooperative Extension

The seed for today's professional . . . Come grow with us.
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Serving Customers Worldwide For Over 20 Years

MATBE)

PNEUMATIC PRUNING SYSTEM

A COMPLETE PRUNING SYSTEM

Tools are extendable to
any desired working height

PTO and Gas Driven
Pruning Compressors

1-800-255-9180
1/7,>

BREWT POWER SYSTEMS, INC
5120 N. Arena Way, Atwater, CA 95301

HARDIE IRRIGATION hired Tom Sage
as district sales manager for the central
United States. Headquartered in Colorado,
he is responsible for the sales management
of Missouri, Kansas, Nebraska, Utah and
Colorado.

Julie Ornberg has been named market
development manager for Echo Inc.
Ornberg is responsible for implementing
communications efforts to distributors,

dealers and consumers through advertising,

newsletters, collateral material and promo-
tional events.

Jacklin Seed Co. appointed Matthew
Emmons to its international marketing
department where he will specialize in
export sales of turfgrasses, forage grasses
and legume seed. Formerly, Emmons was
responsible for analysis and briefings to
Congressman John Miller, R-Wash.

Rain Bird and its affiliates have appoint-
ed several new managers: Mike
Baumann, senior manufacturing engineer
at Camsco Manufacturing Corp.; James
0’Shea, senior designer for Clemar Mfg.;
Nick Moschis contractor sales specialist at
Rain Bird International; and Steve Tyler
as engineering group manager of its con-
tractor division.

Camsco exclusively manufactures the
Rain Bird rotor line. Baumann’s initial
responsibilities include manufacturing
support activities related to the production
of the Rain Bird rotors. Clemar Mfg.
exclusively manufactures controllers for
Rain Bird Sprinkler Mfg. Corp. In his new
position, O’Shea will provide packaging
and circuit board design support to the
controller engineering staff.

In his new position Moschis will work
closely and solely with the irrigation con-
tractor market in support of the network of
Rain Bird Australia.

Shawn Kennedy joined ISK Biotech as
Ontario sales supervisor. Previously,
Kennedy was the western sales manager
for United Agri Products, based in
Calgary, Alberta. In his new position,
Kennedy is responsible for the sales of turf
and agricultural products in Ontario.

Also at ISK, Troy Jamieson is now
district sales supervisor, industrial biocides
division. He assumes sales responsibilities
for Kentucky, Ohio, Indiana, Illinois,
Michigan, Wisconsin, Iowa, Minnesota
and Nebraska.

3M Eiectrical Products Division named
Gregg Paul manager, Electrical Construc-
tion and Maintenance Business Develop-
ment Unit. He is responsible for managing
worldwide market development of 3M’s
EC&M products.

Also at 3M, J.W. (Jack) Murphy has

<4 %

Emmons Tyler

been named manager, Utility & Industrial
Business Development Unit. He is respon-
sible for the worldwide market develop-
ment of products such as cold-shrink,
molded rubber and heat-shrink cable
splicing and termination Kkits.

Martin Coyne, former managing director
of JCB’s joint venture company with
Sumitomo of Japan, has been named chief
executive of JCB’s worldwide organization.
Coyne replaces Gilbert Johnston who is
scheduled to retire next year after 30 years
of service with the company.

Johnston, who served as JCB’s chief
executive for 17 years, has been named
deputy chairman. During his time with the
company, Johnston has worked closely with
the company’s founder, Joseph Cyril
Bamford, and with the present Chairman
and Managing Director, Sir Anthony
Bamford.

Febco appointed David Whitney as a sales
manager for the firm. He is responsible for
the sales activities of 14 Febco Sales
representatives in the Midwest and portions
of the Northeastern and Southeastern U.S.

Don Brown, formerly executive vice
president of CAD Institute in Phoenix,
Ariz., is the new president of Landcadd.
Greg Jameson, Landcadd founder will
remain as CEO.

Mike Lamson was named Hunter district
manager for the Southwest. His territory
includes Arizona, New Mexico, southern
Nevada and the El Paso area of Texas.

He will direct sales and marketing efforts
for Hunter residentail sprinklers for turf and
landscape and commercial sprinklers for
sports fileds, parks and public areas. He
also coordinates new product ion introduc-
tions and training.

Husqvarna Forest & Garden promoted Bill
Herold to general manager of the firm's
Mideastern division based in Butler, Pa.

Herold oversees all phases of sales and
distributionof the firm's product in Ohio
and Pennsylvania and sections of Indiana,
Maryland, New York, West Virginia and
Michigan.

Dr. Will Carpenter, who recently retired
from Monsanto, was appointed chairman
of the board of AgriDyne Technologies,
replacing Dr. Anthony Evnin. ]
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“I JUST KNEW it was going to kill me,”
laughed Adam Helmick, owner and operator
of AAA Lawn Services, Eldersburg, Md.,
describing his reaction to winning a mainte-
nance contract for a three-acre property.

For a young lawn company, a contract of
that size should have been exhilarating.
Instead, all Helmick could think about was
how exhausted he and his workers would be
walking its more than six miles. “That’s when
I decided I'd better do something.”

He had heard about different sit-down
sulkys on the market, but was confused
about their pluses and minuses. Still, he
figured they were his only alternative to
mower burnout and fatigue. He was about to
get a nice surprise.

“I was at the lawn equipment dealer
looking at sit-down sulkys, when I came
aross a brochure for a Velke,” Helmick said.

The Velke, a step-on mower attachment
that allows the operator to ride behind most
walk-behinds standing up, promised to
drastically reduce the time and effort spent
mowing without any drawbacks.

“It sounded just too good to be true,” he
said. What Helmick found was that he
gained even more than he had hoped for.

“It cut my time in half on the very first
job,” he said. “And, I actually had energy
after mowing 10 properties that day since I
didn’t have to walk 30 or 40 miles (the
average for a mower’s eight-hour work day).

Such drastic energy savings are especially
valuable for operators who are also company
owners like Helmick because they must do a
lot of their office and managerial work at
night after working all day in the field.

“Now, I'm actually clearheaded when it
comes time to do my paperwork. It makes a
big difference in my productivity. And I'm
just basically a happier person at the end of
the day,” he said.

Helmick isn’t the only one who has
experienced a change in outlook and attitude
by riding instead of walking miles every day
behind a mower. “My workers can’t imagine
doing a lawn without it. They’re hooked,” he
said. “They like working a lot more now.”

The attachment has also provided Helmick
with a new pool of potential employees to
choose from since it holds adult operators of
most ages and sizes. Before the Velke,
Helmick couldn’t get his 15-year-old brother
to work for him because of the physical
demand of the mower. “Now I can’t get rid
of him,” he chuckled. “He just loves it.”

This increase in productivity and work
enjoyment has allowed Helmick and his
workers to significantly increase the number
of yards they cut each day — which means an

The Velke turns a walk-behind into a rider.

increase in company profits. “I've been able
to increase my mowing sales as well as my
profit margin since each worker is able to
do more in less time, “ he explained. “It has
been one of the biggest improvements to
my bottom-line this year.”

Of course, increasing profits would be
negated if Helmick had to invest in a
bigger trailer to transport his new piece of
equipment. Fortunately, that wasn’t the
case. “Because the attachment folds-up
under the mower for transport, it doesn’t
require any additional room,” he said. “It’s
really versatile, too. I can switch it from
one mower to the next in a of minutes.”

Helmick is also surprised at how
maneuverable his mowers are with the new
attachment. Not only can he mow tight
areas since the Velke makes zero-point-
radius turns, he can go backward as well as
forward, and even traverse hills.

Now that Helmick has been able to
increase his company’s productivity and
profits, he is planning to expand his
business even further. Interestingly, he
thinks the Velke helps him market his
company and win new business.

“We attract a lot of attention riding
behind our mowers. We have customers
come out and watch us...and neighbors will
actually stop on the street and stare,
allowing us to start a conversion which
often leads to more business,” he said.

He just acquired another Velke and will
buy more as his business expands. “It has
become an essential tool in making my cur-
rent business productive and profitable, and
helping my business grow.”

So how is that three-acre property going
now that he rides instead of walks? “Piece
of cake,” he said. “Now that fatigue isn’t a
factor, I'm bidding a lot more larger
properties.” i

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

CoRoN provides more con-
trolled release nitrogen and
lower burn potential to give
you superior performance.
CoRoN is storage stable and
has low burn volatility of
nitrogen to atmosphere.

CoRoN provides quick green-
up, promotes even turf growth
over a longer period of time,
is compatible withcommonly
available turf protection prod-
ucts and is easily blended in-
to N-P-K liquid fertilizers by
normal means.

CoRoN is excellent in low
volume systems which saves
time and money in labor and
equipment costs.

CoRoN’s 28-0-0 analysis and
unique two-step manufactur-
ing process allows CoRoN to
give dry methylene urea per-
formance on turf with the effi-
ciency of liquid handling.

Call us today for complete
details on how CoRoN can
help you bridge both your per-
formance and profit valleys.

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

] e >
—— e

CONTROLLED RELEASE NITROGEN
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TO ECONOMICALLY
DISPOSE OF:

TREES & BRUSH

MDEL 5
BRUSH & PRUNINGS
ool

MIGHTY BANDIT !

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 Il 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 |l produces a fine chip that is
ideal for compost.

Video tapes are available upon request
Isn’t it time that you tried the

most popular chipper in the
tree care industry?

& | BANDIT
INDUSTRIES, INC.

6750 MILLBROOK RD.
REMUS, MI 43340
PHONE: (517) 561-2270
FAX: (517) 561-2273

Produc
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Product Spotlight

ROOTS™ DRY FORMULA is now
available from ROOTSinc. The new
formula is designed to encourage fast

ORY FORMULA

root regrowth of trees and shrubs after
installation. It features minimized loss
and die-back caused by rough
handling, heat, freeze, drought and
poor soil conditions.

Circdle 125 on reader service card

THE EXCEL HUSTLER "'3-Way rotary
mower gives operators the option of
mulching, side discharge or rear discharge
from one mowing deck. The heavy-duty,
welded steel deck is designed with baffles
that can be removed or changed in
minutes.

High-lift blades raise the grass for a
clean cut. With all baffles in place, air flow
directs the grass through the blades where
they are cut over and over. The clippings
are discharged straight down into the turf
where they disappear and transfer their
nutrients to the soil.

The 3-Way mowing deck comes in
either a 60- or 72-inch model, and works
on five models of the Hustler outfront,
zero-turning-radius tractors. Buyers have
several options in horsepower, fuel type
and price.

Circle 126 on reader service card

The Innovator from Innovator Manufac-

turing grinds everything from yard waste
to pallets. The materials are then blown
out of the grinder in one action without
augers or conveyor belts. The patented
rotor design uses no screens (o control
product size.

The Innovator is tolerant of metal
contaminants, fuel efficiency and few
moving parts.

Circle 127 on reader service card

Prairie Buffalograss and 609
Buffalograss (a more intense blue-green
color than Prairie) are two new strains of
common buffalograsses available from The
Turf Farms of Crenshaw & Douget.

These turfgrasses thrive with minimal
irrigation and are resistant to disease and
temperature extremes. The two types are
fine-bladed grasses that require less water
and fertilizer than other common turf-
grasses. Both Prairie and 609 buffalograss
are all-female strains that are low growing
without seed heads, a feature which min-
imizes or eliminates the need to mow
depending on the appeal.

Prairiec and 609 Buffalograss are said to
provide a quality turf for most residential
landscape sites and has been successfully
installed in a number of commercial
developments.

Circle 128 on reader service card

The VQS80I series vacuums is now
available from Billy Goat Industries.
The VQ series vacuums replace the PB
series with more power, a wider cleaning
path and a dramatic reduction in noise.
The VQB801 series features a new volute
housing and impeller design allowing the
vacuum to operate more quietly without
sacrificing power. Featuring a 33-inch
wide cleaning path, five forward speeds

and one reverse, the VQ80I series makes
quick work of debris. Ergonomically
designed handles and controls make
operation convenient.

(continued on page 58)
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Chrome plated cylinder for

Ou s high ¢ 7 D
Shindaiw(:;?;p;gn’:p:ro?::e longer life at high RPM.
2.5 horsepower from an Easy single thumb-screw access

8.8 pound package. to plug, filter, and carburetor.
Five-point anti-vibe system
for less fatigue under sus-
tained professional use

Boot-mounted
carburetor to elim-
inate vapor lock

High alloy aluminum piston
with two flexible cast iron
rings for longer life,
improved sealing and
superior piston support.

Ball bearing supported
crankshaft with caged
needle bearing on
both ends of
the conrod

Automatic, fully adjustable oil pump
lubricates only when clutch is engaged

WHAT IT TAKES TO MAKE THE
BEST SMALL SAWS IN THE WORLD.

At Shindaiwa, we have a way of making other saws, trimmers and brushcutters, see your Shindaiwa
saws look wimpy. With a family of small vertical dealer today.
cylinder saws that boast better power-to-weight, You won't find another small saw with the guts to
superior anti-vibe design, longer life, more profes- stand up to a Shindaiwa. Not one.

sional features, and greater cutting torque than any

n »
other saws in their class. All backed by a 7-day Shlndam
unconditional money-back guarantee, and one of i TR TR

» strongest dealer networks i > CO 2 Wi S MAKE STTER.
thk_ rrongest dL ]lLr nerwg rl\~ In thL country 11975 S\W. Herman Rd., Tualatin, Oregon 97062

For a free demonstration of these, or our other For e Shhi o i
USE READER SERVICE §16 call 1-800-521-7733.

BeoaE

SHINDAIWA 360
8.8 Ibs., 35.2 cc, 8.8 Ibs., 37.7 cc, 10 1bs., 47.9 cc,
25HP High Torque 2.5 HP 3.5 HP

SHINDAIWA 488




“You smack the
chinchbugs. I'll nail
the white grubs.”

Bug control should be a lot less work than this.
The Andersons Professional Turf™ Products
with Diazinon are what you need for optimum
insect protection and turf nourishment.

| ask us about: g

* Andersons Professional 5% Diazinon: This
granular insecticide controls ants, armyworms,
billbugs, chiggers, chinchbugs, sod web-worms,
white grubs and many more.

e Andersons Professional 25-3-5 with 3.33%
Diazinon and 50% sulfur coated urea: Controls
insects and enriches turf in one application.

These and many other proven, high-performance
turf care products are available now from your
nearest Andersons Professional distributor.
For more information, call toll free:
1-800-225-ANDY (2639)

the professional’s
partner®

The &2

Andersons

© 1992, Professional Turf is a trademark of The Andersons
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(continued from page 56)

For increased safety, the entire VQ801 series employs a special
rod diverter which keeps objects from entering the hose intake
when the hose attachment is not in use.

Push or self-propelled, the VQ80I series comes standard with
either an 8-h.p. Briggs & Stratton IC or 8 h.p. OHV Honda
gasoline engine or an 8 h.p. OHV Honda propane engine.

Circle 129 on reader service card

LABB Systems/Software added Green Thumb's computer-aided
design (CAD) package, LandDesignerPro. to its line of IBM PC
compatible software products.

LandDesignerPro will create architectural landscape drawings in
both plan and elevation formats. LDP has a 12 layer-deep flexibil-
ity and architectural
drafting symbols
that keep complica-
ted designs flexible.

LDP automati-
cally builds accurate
cost estimates,
materials lists, plant
lists and essential
reports. A sprinkler
system layout
feature has the
ability to test
projected coverage and flow usage before turning a shovelful of
dirt. Fully integrated with a plant library of trees and ground cover,
the LandDesignerPro enables fast and highly specific plant
searches for a specific growing zone. The DFX import/export
feature allows drawings to be exchanged with other CAD pro-
grams.

Circle 130 on reader service card

LESCO has introduced Accu-Wet non-ionic wetting agent. a new
formulation of LESCO-Wet that can help reduce irrigation
requirements by up to 50 percent.

Accu-Wet is labeled for use on turf, omamentals and landscape
areas. It is competitively priced at less than $10 per gallon (with
ad-ditional quantity discounts available).

Like LESCO Wet, Accu-Wet can be applied via LESCO's Accu-
Rate injector gun, an ideal delivery system for all LESCO liquid
iron and micronutrient products, in-secticides and systemic
fungicides.

Circle 131 on reader service card

York Rakes added a truck mounted broom to its new line of brooms.

The York broom model TFB328 mounts to the truck’s snow plow
hitch frame and is powered by a hydraulic motor hooked to the
trucks hydraulic system. The broom may be angled to a maximum
of 30 degrees left or right. The angling feature may be converted to
hydraulic operation by replacing the manual control with a 10-inch
stroke cylinder.

Standard features include adjustable caster wheels, single point
raise/lower storage stands on each side of the unit and the broom
drum has been mounted on pillow block bearings for their ease of
access and maintenance.

Model TFB328 is available in an 8-foot width, while other sizes
are available to the customer upon request. In addition, the new
broom may be equipped with all polypropylene, crimped wire or a
50/50 combination of these convoluted brush sections at no
additional cost.

Circle 132 on reader service card =
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Calendar

NOV. 10-13 New York Turfgrass Association
Turf & Grounds Exposition, Rochester River-
side Convention Center, Rochester. Contact:
NYSTA.P.O. Box 612, Latham, N.Y, 12110;
800/873-TURF.

NOV. 11-13 Solid Waste Composting Council,
Third Annual Conference, Vista Hotel, Washing-
ton, D.C. Contact: SWCC, 114 South Pint St.,
Alexandria, VA 22314; 703/739-2401.

NOV. 16-18 Green Industry Expo, Indiana
Convention Center, Indianapolis. Contact:
Green Industry Expo, 1000 Johnson Ferry Road,
NE, Suite C-135. Marietta, GA 30068-2112;
404/973-2019.

NOV. 17-18 Strategies for Today's Business
Climate, co-sponsored by the University of
Massachusetts Cooperative Extension Systemand
the Massachusetts Nurseryman's Association,
Marriott Hotel, Worcester, MA. Contact: John
Bragg. 508/534-1775 or Kathleen Carroll, 413/
545-0895.

NOV. 19-21 TCI Expo '92. sponsored by the
National Arborist Assoctation and The Inter-
national Society of Arboriculture, Baltimore
Convention Center. Contact: TCI Expo, P.O. Box
1094, Amherst, NH 0303 1; 800/733-2622.

NOV. 24 Dr. Alex Shigo, How Things Move
Into and In Trees. sponsored by New Hamp-
shire Arborists Association, Alpine Grove,
Hollis, N.H. Contact: Bill Collins, 603/641-6635
or 603/485-4761.

DEC. 2-4 39th Rocky Mountain Turf Conference
and Trade Show, Currigan Hall, Denver. Contact:
RMRTA, P.O. Box 29, Franktown, CO 801 16;
303/688-3440.

DEC. 7-10 The Ohio Turfgrass Conference &
Regional Show, Cincinnati Convention
Exposition Center, Cincinnati, Ohio. Contact:
OTF, 2021 Coffey Road, Columbus, OH 43210:
614/292-2601.

DEC. 8 Clean Lawn's Lawn Care Association
Pa. meeting (LCAP). Embers Inn, Carlisle, Pa.
Contact: Ron Keafer, 717/540-0661.

DEC. 8-10 Georgia Turfgrass Conference &
Show, Georgia International Convention and
Trade Center, Atlanta. Contact: Sarah Bund-
schuh, GTA, 5198 Ross Road, Acworth, GA
30101:404/975-4123,

DEC. 15-16 Turfgrass and Omamental Pest
Control Workshop, Turfgrass Technology Center,

Marion County Extension Office, Indianapolis.
Contact: Jeff Lefton, P.O. Box 688, Carmel, IN
46032: 317/846-7020.

JAN. 3-8 Advanced Landscape Plant IPM Short
Course, sponsored by the Maryland Cooperative
Extension Service, University of Maryland.
Contact: David Laughlin, University of Maryland,
Dept. of Entomology, Symons Hall, College Park,
MD 20742; 301/405-3913.

JAN. 5-7 63rd Annual Michigan Turfgrass
Conference, Holiday Inn - South Convention
Center. Lansing. Contact: Kay, MTF, P.O. Box
80071, Lansing, M1 48908.

JAN. 11-14 Advanced Turfgrass IPM Short
Course, sponsored by the Maryland Cooperative
Extension Service, University of Maryland.
Contact: David Laughlin, University of Maryland,
Dept. of Entomology, Symons Hall, College Park,
MD 20742; 301/405-3913.

JAN. 15 8th Annual Mid-Florida Turfgrass
Conference, sponsored by the University of Florida
Cooperative Extension Service, Sanford, Fla.
Contact: Uday K. Yadav, 407/323-2500 ext. 5559.

JAN. 4-6 Ontario Turfgrass Symposium,
University of Guelph, Ontario, Canada. Contact: m

Comes

50 2"
Toro* Surface
Fountain / Aerator

1 Toro' Submersible -
Aspirating Aeyr

With m >

Controlling The Elements

= The most efficient and effective way to manage pond water elements comes naturally with Toro®
aeration equipment. = We use air to
safely control algae, add oxygen, improve
circulation, eliminate stratification and
remove contaminants. = Our in-depth
knowledge combined with a broad range
of products allows us to determine the
precise equipment for specific sites, from decorative ponds to functional lakes. = Naturally. =

Naturally.

¥
s
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Toro® Diffused
Air System

| For more information and the name of the Toro* Distributor in your area, contact

AquaScape Technologies 2611 North Second Street, Minneapolis, Minnesota 55411-1634 U.S.A.

Aspirating Aerator

Toro® Surface

i
y -i'ovo
Air Stripping Tank

Manutactured in the U.S.A

Phone: 612/521-3321 Fax: 612/521-1455
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The Irrigation Revolution

(continued from page 21)

ing complete project managers,” he said.
New radio control packages allow the con-
tractor, from a central location, to control
irrigation systems as far as 10 miles away.

“This uses a trunk radio similar to what the
police use,” Wright said. “We're developing
a lot of new products around that type of
application, targeting folks that want to get
into total management.”

The extent to which landscapers are in-
volved in installation vs. maintenance varies
widely from market to market.

According to Clark, virtually all landscap-
ers in California -- his primary sales region -
do irrigation, and low-volume is the big trend.
California, where supplemental irrigation is
mandatory, tends to set the pace for the irriga-
tion portion of the landscape business.

“Landscapers are going to more localized
irrigation of plant materials, especially shrub
beds. I see an increase in shrub plantings and
a decrease in turf area,” Clark said.

“On the West Coast, almost every job is a
turnkey, and a landscape company does the
irrigation,” said Gene Johnson, manager of
marketing and sales for Weather-matic, a
Dallas supplier. “In Texas, the Northeast, the
North Central and up in the Rocky Mountain

region, more irrigation is installed by people
who are irrigation contractors.”

More interest is being shown in “micro™
systems, he said, which cover many types of
low-precipitation irrigation. “A lot of people
thought drip would be the answer but now
have second thoughts because of the added
maintenance. Dripsystemsclog up, and people
are always cutting the tubing when they're
working in beds,” he said.

PERCEPTION. In drought-sensitive Califor-
nia, the sight of sprinklers watering highways
from center strips has, over the years, excited
a great deal of outrage. Don Olson, owner of
Olson Irrigation, a Santee, Calif., manufac-
turer, said most California landscaping in-
volving individual plantings now employs
drip or low-volume spray.

The Olson TH-12 is used by Kelly's crews
to retrofit flawed irmgation systems. On this
device, which is typical of others on the
market that do a similar job, all drip compo-
nents are screwed onto the top of a half-inch
riser built into the head.

Mark Lurey, owner of ML Irrigation Sys-
tems, Laurens, S.C., supplies drip and
minisprinkler systems, mostly to greenhouses
and orchards, which in turn grow plants and
trees for landscapers, although some of his
business comes directly from landscapers.

“You first must evaluate what type of
water you have and what type of filtration
you need. Drip involves smaller orifices than
sprinklers. Filtering the water is the most
important thing to avoid getting your dripper
stopped up,” Lurey said. “Most landscapers
working with drip were exposed mostly to
pop-upand gear-driven sprinklers. They know
the basics. It’s just that they re used to using
PVC instead of polyethylene tubing.”

Sophisticated, but economically priced
water management systems are now begin-
ning to flood the market. Rain Bird's Irricalc,
for instance, offers a user friendly calculation
software package. “ You punch in environ-
mental conditions and it tells you how long to
irigate.” And Rain Bird's new Xerigation
line runs the gamut of low-volume hardware.

“Most major manufacturers have recog-
nized the need for better water management
tools,” Clark said, “but the products are not
what saves water. It's the people operating
the products.

“A smart operator can turn an inefficient
system into an efficient one. These new prod-
ucts make it easier, but you have to know how
to use them. What this industry needs to do is
to better educate its people.” B

The author is a free-lance writer based in
Shaker Heights, Ohio.
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Your computer may be great
at routing, scheduling and
billing, but does it bring in
new customers as well?

Turn your computer into the
ultimate sales rep with The
Service Solution. This powerful

and direct mail lists without
ever asking for a commission
or company car.

program generates telemarketing
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COMMERCIAL
MOWER
REPLACEMENT

Let us show you how The Service
Solution’s grassroots marketing
system will work for you. Cheap.

Software Solutions for the Service Industry Free Catalog * Fast Delivery by UPS

Call: 1-800-521-6848 * Fax: 313-477-1340

7100 North High Street
Worthington, Ohio 43085

614 / 436-7018

Practical
Solutions, Inc.
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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 pub-
lisher before the first of the month preceding
publication and be accompanied by cash or
money order covering full payment. Submit
ads to: Lawn & Landscape Maintenance
magazine, 4012 Bridge Ave., Cleveland, OH
44113. Fax: 216/961-0364.

BUSINESSES FOR SALE
PLANT NURSERY

Small plant nursery with maintenance route for
sale. Port Saint Lucie, Fla. 407/878-1514. After
4 p.m. Will take some of the financing.

eoe

LIVE IN PARADISE

SALES COMMISSION

COMPUTER SOFTWARE

Industry leading exterior landscape mainte-
nance company will pay top commission for all
successful sales leads. Orange County, Los
Angeles, San Fernando Valley, Ventura, Riv-
erside counties. Call Maria, 310/719-1008.

IS YOUR JOB SECURE?
Lawn care careers available with a proven
winner. If you like the lawn care industry
and want to stay in it, check out a career
with Spring-Green. There’s a lot to choose
from:

* Franchise Opportunities
* Management/Sales Positions
* Service Specialist Positions

Become animportant memberof America’s
Neighborhood Lawn Care Team. Call
Spring-Green at 800/435-4051.

Freedom at last! Own your own GREEN com-
pany in Hawaii. Established & successful with
growth potential. Approx. $40,000 to 60,000 net
income. Send $9.95 for prospectus to: Reliable
Service Corp., P.O. Box 3697, Mililani, Hawaii
96789.

LAWN CARE BUSINESS

Established seven years ago. Located in South-
east Wisconsin. Provides fertilizing, weed con-
trol, mowing and other maintenance work. An-
nual sales in excess of $100K. Company has
grown steadily, and in an area that is growing
rapidly. Write LLM, Box 360,4012 Bridge Ave.,
Cleveland, OH 44113.

LN J
FLORIDA BUSINESS

Northeast Florida landscape maintenance con-
tractor established for over 10 years in steadily
growing metropolitan area. Revenue $600K.
Pre-tax profits $150K. Some seller financing
available. Contact: First Florida Capital Corp.,
904/396-0348.

BUSINESS OPPORTUNITIES
GROWTH OPPORTUNITY

FOR SALE

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/
089-5444.

COMPUTER SOFTWARE

Software developer seeks lawn irrigation con-
tractors to participate in evaluation of new soft-
ware product. NorthEastern Research, P.O. Box
482, Woodmere, NY 11598; phone/fax 516/
569-7450.

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, $54.95;
glycerin-filled gauges, 0-60 psi to 0-1,000 psi,
$19.95; ChemLawn guns, $81.95; lawn spray
boots, $16.95; lawn spray gloves, $1.95/pair.
Call Hersch’s Chemical Inc.

800/843-LAWN — outside of Michigan
313/543-2200

PIPE LOCATOR

INEXPENSIVE. Locates, traces underground
drain, water pipelines of clay, PVC, ABS, steel
and cement. Bloch, Box 18058, Cleveland, OH
44118; 216/371-0979.

FINANCING

LET THE GOVERNMENT FINANCE your
small business. Grants/loans to $500,000. Free
recorded message: 707/448-0270. (NK8).

GOVERNMENT LAND

FREELAND—GOVERNMENT LAND now
available for claim (including agricultural). Up
to 160 acres/person. Free recorded message:
707/448-1887. (4NKS)

SPRAY EQUIPMENT
WHOLESALE, METERING,
CENTRIFUGAL, TURBINE, ROLLER,
PISTON AND 12-VOLT PUMPS.
Complete Line of Spray Equipment
Sandia Sprayer, Inc.
806/546-2242

lM =
acintosh”

SuperScape Management
System offers the landscape
professional the following:
* Ease of use
* Reduced support costs
* Reduced training costs
* Excellent management info
* Large time savings
* Increased sales

OunvIMUCW

Benefits too numerous to list.

A Simply the best software in the
industry. Don't buy until you call.
P 1-800-299-9991
1-800-580-5880

DISoftQuest, Inc.

SOFTWARE

SPRAYERREPLACEMENTPARTS

Sprayer Replacement Parts — FMC, Hypro,
Spraying Systems, Raven Tanks, Hannay Reels,
plus more. Also Canaan sprayers and
hydroseeders. FREE CATALOG. CANAAN
INDUSTRIES, 800/633-7560.

SPRAY EQUIPMENT

Walkover sprayers and siteline athletic field
stripers — Innovative, precise ground-driven
sprayers. FREE CATALOG. Dealers wanted.
CANAAN INDUSTRIES, 800/633-7560.

L X N J

INSURANCE

COMMERCIALINSURANCE
FOR LAWN CARE
PERATORS
M.F.P. Insurance Agency, Inc.
50 West Broad Street, Suite 3200

Columbus, OH 43215
614/221-2398

Contact:
Richard P.Bersnak, President
or Jeanne Bartkus
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The
Original...
And Still
The Best
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Make off-colored
grass as green as early
summer grass with
Tru-Green Grass Paint.
Tru-Green is easy to
use and perfect for
tfroublesome areas on
athletic fields, golf
courses and lawns.
Tru-Green is the
patented, water
soluble grass paint
specially formulated
for use with
conventional liquid
sprayers. Tru-Green,
the low cost, low
maintenance way to
make dormant, sparse
or drought damaged
grass green again.

EGAL

CHEMICAL COMPANY

Home of RegaiStar™

REGAL CHEMICAL COMPANY
P.O.Box 900 #Alpharetta, GA 30201
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COLORADO SPRUCE

Green, $5/ft. Blue, $6/ft. Scotch pine $5/ft.
U.S.D.A.inspected upto $.01/ft. Wesley Miller,
Carrington, N.D. 58421; 701/652-3234, before
6:30 a.m. Central.

LAWN SPRAYER

1968 Chevy 700 gal. spray truck. Electric
Hannay reel with Green Garde hose and gun,
Centifugal pump, spreader holder. 217/245-
6227. Recently renovated.

LA N J

HELP WANTED
— LANDSCAPE FOREMEN

Landscape foremen needed for fast growing
design, installation, maintenance firm. Must
have minimum of | year experience and pro-
vide references from former employer. Con-
tact: James W. Doyle, Trinity Landscape Co.,
4513 Old Yale, Houston, TX 77018:; 713/691-
7373.

PRODUCTION MANAGER

Production manager needed for growing de-
sign, installation, maintenance firm. Must have
3 years experience and provide references.
Contact: James W. Doyle, Trinity Landscape
Co., 4513 Old Yale. Houston, TX 77018:713/
691-7373.

LANDSC%PE
DESIGNER/ARCHITECT
Needed to fill an opening at a thriving Dayton
company. Individual must be organized, enthu-
siastic, willing to learn. A career opportunity.
Send resume to: G.L.C., 6320 Far Hills Ave..
Dayton, Ohio 45459.

LA R J

PLANT HEALTH CARE
(PHC) SUPERVISOR

Do you have several years of experience in the
tree spraying industry. or just a few, but would
really like a positive change? Swingle Tree
Company, a Denver tradition since 1947, is
looking for an individual to join our team.
Responsibilities would include crew motiva-
tion, supervision, equipment and programevalu-
ation. A strong opportunity for advancement.
Health, dental, disability and pension plans
available. Call Tom at 303/337-6200. @
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TRAINING SERIES
LESSON U

FOIL

1. Yes

2. 80 percent or higher

3. No, but they can improve efficiency.
4. Yes, using catchment devices.

5. Yes, because the operator will apply more water in order to avoid dry spots.

6. Five heads operating together.

Phone: 404-475-4837
\ Toll Free: 1-800-621-5208 /
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Use the Tarf Care Pros for any
number of growing problems.
104 to be exact.

. Brown Spot

59 Bohytls Blu_ht L

24. Black Spot
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A 33. Leaf Spot
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16. Snow Mold

\‘

-

8. Brown Patch

97. Dandelions 84. Goosegrass

Professionals count on the Turf Care Pros.
To treat diseases, Daconil 2787% is the corner-
stone of your management program. The
broadest-spectrum fungicide on the market,
it controls 12 major turf and the major
ornamental diseases. And there's never been
a documented case of disease resistance to

Daconil 2787.
For pre- and postemergent
herbicide control of
annual grasses and
broadleaf weeds, it’s
Dacthal® and Daconate
6% On pesky broadleaf
weeds, use 2 Plus 2.

4 4

Al-var» follow label directions carefully when using turfchcm:cah

9. Crabgrass

»o

And round out your program using Frigate®
with Roundup® to control perennial and
annual weeds. Together with Daconil, they
all create a complete professional manage-
ment program.

When it comes to turf and ornamental
care, count on the Turf Care Pros. And
count out diseases and weeds — 104
to be exact.

ISK Biotech Cor-
poration, Turf &
Specialty Products
Division, 5966 Heisley
Road, PO. Box 8000,
Mentor, OH 44061-8000.
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L The industry’s best warranty.
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Rain Bird sales, Inc., Contractor and Commercial Division ! Rain B:IrJ 60¢h
155 N. Grand We., Glendora, CA91740 « (818) 852-7270 USE READER SERVICE #12 Anniversar)




