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just as long as needed. That's why you can overseed in
5. the fall with confidence, Barricade’s performance reduces
- costlyre- enses including labor, materials and lost
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ON THE ROOF [

When Aflanta bised 1 WY N "’f |
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
USE READER SERVICE #35
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ASK ANY FIRM what sets it apart from its
competitors and the answer you’ll most of-
ten receive is good service.

Surely, no one will deny that good service
is essential to the long-term viability of any
organization, but good service is in the eye
of the beholder. And today’s customers —
both internal and external — are more de-
manding than every before. They want it
faster, better, cheaper and “their way.”

Consequently, to provide good customer
service it’s imperative that owners, manag-
ers, foremen and all personnel not only
understand what the customer is looking for,
but that the customer’s expectations are
realistic as can only be explained through
thorough customer education.

Creating a quality customer service pro-
gram is more than giving the customer what
he wants (the customer is always right syn-
drome), it means establishing an environ-
ment within the work place and among
workers that creates accountability, a sense
of pride and a feeling of accomplishment
when tasks are performed.

Creating and managing a service quality
culture was the focus of a recent Executive
Forum hosted by the Associated Landscape
Contractors of America. The forum, an
annual meeting of landscape contractors of
varying sizes and geographic locations,
created a relaxed setting in which uninhibited
participants delved into the huge task of
creating a quality service environment.

The theme was an extension of last year’s
focus on total quality management. The
TQM theory embraces careful and extensive
training of all company individuals so that
they have the knowledge and skills to
achieve service standards. Once accom-
plished, individuals should be empowered to
work on behalf of your customers.

Within this context, empowered employees
must be prepared to deal with customer re-
quests and complaints. It should be discern-
able to all employees what accountability is
expected of them and when they have the
authority to make decisions. For example,
should front-line employees have the
authority to satisfy a customer’s demand or
should it wait for a superior?

If your firm chooses this route, be explicit
with your decisions. If you are going to em-
power your people, be prepared to live with
the mistakes they can and will make. This is
one of the hardest lessons to learn in total
quality management.

Customer service strategies, as trying as
the responsibility can get, were unveiled at
the Executive Forum through general ses-
sions with Ron Zemke, president of Per-
formance Research Associations, Minneapo-
lis, videos and group interaction. Zemke's

words and examples were further dissected
and mulled over by intimate groups of non-
competitive peers.

Strategies for the 1990s should reflect
customer intimacy, operational excellence
and professional leadership. Afterall, the
better you are at solving customer prob-
lems, the longer you’ll keep your custom-
ers. “Repeat business is the business you
are in today,” Zemke said.

Eight keys to superior service in any firm
are: finding and retaining quality people;
knowing customers intimately; focusing on
organi-zational purpose; making systems
easy to do business with; training and
supporting employees; involving and
empowering employees; recognizing and
rewarding good performance and celebrat-
ing success; and setting the tone and
leading the way through personal example.

In it’s third year, ALCA’s executive
forum continues to grow and receive sup-
port from the industry’s landscape contrac-
tors and suppliers. It’s an active, invigorat-
ing process that challenges and rewards its
attendees. Far from a tra-ditional class-
room setting, contractors learn through
participation and interaction with the best
resource — their peers.

ALCA and its Executive Forum partici-
pants should be congratulated for their
efforts in improving the professionalism
and business health of the lawn and land-
scape industry.

As total quality management and client
sensitivity issues continue to pervade the
green industry, we’ll bring you interviews
with companies actively involved in the
quality movement, steps they took to get
there and tips which will help your firm
thrive. — Cindy Code =
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Applied at extremely low rates, rocket-fast Packaged for easy mixing, SCIMITAR
SCIMITAR® insecticide blasts major surface is available in one-pound containers and
feeders — chinch bugs, sod webworms, mole handy water soluble packs. Plus it can be
crickets. Even mites and aphids. While other readily tank mixed with all commonly
insecticides can take up to several hours used turf and ornamental products for
for results, SCIMITAR sends ‘em soaring in heightened control.
just seconds — with no odor. For fast control at low rates...new

Fast control, low rates. Two advantages SCIMITAR. For more information call ICI
both you and your customers will appreciate. Product Information at 1-800-759-2500.

Professional Products

Delivering the Promise

Always read and follow label directions carefully

SCIMITAR® is & trademurk of an 1C1 Group Company USE READER SERVICE 22
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Business Watch

ECONOMISTS ARE calling for moderate
economic growth and lower inflation for
1993. A panel of 44 economists surveyed by
The Wall Street Journal expects the econ-
omy, after being adjusted for inflation, will
grow at a 2.8 percent annual rate for the first
half, and increase to 3.2 percent in the
second half. A mild decline in unemploy-
ment and a slight increase in most interest
rates should also mark the new year.

The Consumer Confidence Index in
December rose to 78.3, the highest level in
18 months. The jump from a revised 65.6 in
November reflects future expectations rather
than an appraisal of current business
conditions.

Growing consumer confidence helped
boost the sales of existing single-family
homes to the highest monthly level since
December 1986. Existing homes sold in
November at a seasonally adjusted rate of
3.85 million, up 19.2 percent from Novem-
ber 1991 and 5.8 percent from October
1992, according to the National Association
of Realtors. The Association expects 3.44
million existing homes to sell this year.

Mortgage rates reached 8.02 at year’s end,
then fell to 7.83 in January.

RETAIL SALES

SEPT. | OCT. | NOV. | DEC.
+0.7 +2.1 -0.5 +1.2
FIXED MORTGAGE RATES*
OCT. | NOV. | DEC. | JAN.
7.91 8.05 8.02 7.83
*Posted yields on 30-year mor_lgage
commitments for delivery within 30 days.

WAGES GAIN ON
INFLATION IN "93

Wages couldn’t keep up with inflation in 1992, but
economists expect solary increases to jump ahead in 1993.

HOUSING STARTS*

3.4%

5%
[

L

$0.2%

Source: Bureou of Labor Statistics

Source: Bureau of the Census

ECONOMIC REPORT: POST-ELECTION REALITY

PRIOR TO THE presidential election, contractors chose George Bush
as the candidate most likely to promote policies benefitting small bus-
iness. Now that President Bill Clinton has taken office, many foresee
tax hikes and other changes crippling small enterprise.

Some readers interviewed agreed the effect of those changes won’t
be felt immediately, but expected policies down the line to counter the
initial optimism that slightly boosted the economy. The first in-
dication they've noticed is Clinton breaking campaign pledges. “He
made a lot of promises that he won't be able to keep. | don't think his
deficit reduction plans will work and that will come back to haunt
him,” said Andy Skoog. foreman at Skoog Landscape & Design,
Chadwick, 111

Contractors pinpointed health care as the first issue to come before
the new administration that hurts the lawn and landscape industry.
“Health care is a very big issue because the industry is so labor
intensive,” said Terry Haaf, owner of T.J."s Lawns and Landscapes in
Woodstown, N.J., adding that present employer health care taxes are
more than enough burden.

“The tax is a quick fix. They don’t think about how it affects small
businesses,” she said. “These are things | have to do to stay in bus-
iness that I don’t feel I should have to do.”

Denny Leipert of Shelagh’s Plantscapes in Palos Verdes Estates,
Calif., expressed reservations about Clinton but claims a change was
necessary. “We couldn’t go on with Bush. In areas of health care,
business, education — something’s got to be done,” he said. “Here in
California, we've got problems that have to be addressed at the gov-
ernment level. Illegal immigration is sapping big dollars. It's breaking
the state.”

Worker's compensation tops Leipert’s list of pressing issues facing
the industry. “Our company is a small business. We have five em-
ployees and pay $2.500 a year for worker's compensation that we
don’teven use.”

On environmental issues, contractors expressed uncertainty as to
how Clinton will act. “I don’t think I"ve heard enough from Clinton
on environmental concerns to form an opinion,” said Charlie Price,
president of TerraSod Inc. in Maldon, W.V. “There are environmental
regulations in place that are heading in the right direction. We need to
continue those.™ he said.

Carl Nagel, Michael/Todd Inc., Naples, Fla., believes Clinton's
policies “across the board, will be costly 1o small business,” but that
“environmental regulations will be carried to the extreme.”

Pesticide use is one area that needs government control. he added. =
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Same Crew:
Same Fquipment.
Same Clients.
More Income.

-

[ntroducing Primo.

When business is tight, you've got tomake the  a homeowner needs to mow the lawn. While it
most of every client you've got. Primo™turf growth  makes the mowing go faster, leaves about half as

regulator can help you do that with your existing  many clippings to bag, and lasts up to four weeks.

residential customers. Heck, applying Primo won't just make you more

Because Primo cuts by half the numberoftimes  money. It will make you a neighborhood legend.

It Makes The Best Grass Even Better:

1993 CIBA-GEIGY Corporation, Tiaf and Omamental Products, Greensboro, NC 27419, Always read and follow label dimections
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in Brief

NEWS DIGEST
T s

Monsanto Buys

Ortho’s Assefs

Monsanto plans to purchase the assets of
Chevron Chemical Co.’s Ortho Consumer
Products Division for $400 million,
including working capital employed in the
business. Monsanto said the companies
hope to conclude the transaction by April.

ICl Undergoes

Name Change

ICI Professional Products changed its
name to ZENECA Professional Products
after the company split into two wholly-
owned subsidiaries of Imperial Chemical
Industries PLC. ZENECA encompasses
the agricultural products, seeds, pharma-
ceuticals and specialty businesses. ICI
Americas Inc. includes materials, explo-
sives, paints and industrial chemicals.

Lawn Care Companies
Rank As Top Franchises
Success magazine ranked Nitro-Green
Professional Lawn and Tree Care 53rd and
Lawn Doctor 70th in its listing of the top
100 franchise opportunities in the United
States. Nitro-Green, based in Fairfield,
Calif., has 41 locations — 38 owned by
franchisees and three by the company.
Matawan, N.J.-based Lawn Doctor has 293
locations — 292 owned by franchisees and
one by the company. Criteria for the
rankings included franchisor life cycle,
services provided, stability and profit.

Fuqua Denies
Newspaper's Claim

Fuqua Industries in late January refuted
The Atlanta Journal and Constitution's claim
that Fuqua planned to sell its Snapper lawn
and garden equipment division for $50
million to $75 million and use the money
for acquisitions. Fuqua officials met with a
potential buyer but failed to reach an
agreement, said a company spokesman.

Turf Resource Guide
Not Yet Available

Information for a turfgrass management
resource guide is being sought by the Crop
Science Society of America. The guide is
not yet completed, as reported in our
January issue, but is expected to be
published by the fall. If you have informa-
tion for inclusion in the new guide, contact
Dr. Keith Karnok, Agronomy Department,
Plant Science Bldg., Univ. of Georgia,
Athens, GA 30602; 706/542-0931.

Survey Shows Expo
Attracts Buyers

RESULTS OF THE 1992 International Lawn, Garden & Power Expo Visitor Survey show 94
percent of attendees have buying influence for their companies, and that 78.4 percent are
owners or presidents of their companies.

The survey, conducted by the University of Louisville School of Business, queried a random
sampling of 1,000 dealers, distributors, retailers and other buyers attending the Louisville,
Ky. event. About 300 of those surveyed responded.

Landscape and commercial mowing
contractors made up 15.5 percent of the
buying audience. Dealers and retailers
comprised the largest segment of indus-
try attendees at the show — 36 percent,
while equipment rental dealers, at 2 per-
cent, represented the smallest segment.

Other survey findings show:

* More than 40 percent of the respon-
dents traveled at least 400 miles to attend
the Expo.

* 48 percent planned to order between
$5,001 and $150,000-plus worth of prod-
ucts as a result of attending the show.

* More than 50 percent show annual
sales revenue of more than $500,000.

* Nearly half attended primarily to see
new products.

The top-selling product lines at EXPO
92 were: lawn mowers; chain saws and
accessories; power equipment replacement parts and supplies; lawn mower accessories and
attachments; commercial equipment; tractors and attachments for lawns, yards and gardens;
engines, generators, batteries and supplies; shredders and chippers; shop tools and equipment;
and trimmers and blowers.

Listed by Tradeshow Week magazine as the second largest tradeshow in the United States in
terms of exhibit space, EXPO has tripled in size since its inception, from 300,000 net square
feet to 900,000 net square feet, and more than doubled its number of exhibitors, from 220 to
last July’s 550.

The 1993 show floor plan allows for even greater participation by utilizing the expo cen-
ter’s new South Wing, plus the East and West wings and an outdoor demonstration area. A
new model store, sponsored by the North American Equipment Dealers Association, will be
located in the East Hall.

EXPO 93, which marks the show’s 10th anniversary, is set for July 25-27 at the Kentucky
Exposition Center in Louisville.

Seminars tentatively scheduled for the show include Marketing Opportunities Using Envi-
ronmentally Safe Products; EDI Networks - Moving into the "90s; The Servicing Dealer’s
Niche in the Modern Marketplace; More Mow for Your Money; Success Stories in Tough
Times; Demands and Rewards of the Rental market; Pricing for Profits, Bidding for Bucks;
and Successful Dealer Open Houses & Field Days.

Special events planned in conjunction with the show include a day of horse racing at the
Sports Spectrum, visits to Derby Dinner Playhouse, Kentucky Derby Museum and Farmin-
gon and a lunch-cruise on the Star of Louisville.

Reservations for all tours and hotels can be made through the EXPO 93 pre-registration bro-
chure, expected to be mailed in mid-March. For more information, contact Andry Montgom-
ery & Associates, 6100 Dutchmans Lane, 6th floor, Louisville, KY 40205; 502/473-1992.

ATTENDEES AT
EXPO ’92

Survey respondents by visitor categories:
8%

alone product or combined with a fungicide
premix, contains a chemistry developed in
Sandoz Agro.’s North American facilities.
The mix provides brown patch and snow
mold control for cool- and warm-season turf
applications.

The companies expect to register Rizolex

Sandoz, Scotts |
Sign Agreement |
Sandoz Agro and The OM. Scott & Sons
Co. signed a limited time exclusive
agreement for the Rizolex fungicide.

Rizolex, which can be used as a stand-
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in 1994, and to launch Scous’ products
formulated with Rizolex possibly in 1995.
Scotts estimates it will use Rizolex in up to
six products within its current and future
fungicide lines.

N.J. And Rutgers
Study Compost Use

The New Jersey Department of Protection
and Energy and Rutgers University plan to
conduct a study to determine if municipal

waste makes fertile soil.

M U S

The state’s solid waste could generate 2.5
million cubic yards of compost annually,
providing organics and nutrients for land-
scape plantings and a substitute for peat
moss and similar materials.

The project will help researchers identify
market availability for compost products,
examine safety in using composted
materials and provide a basis for applica-
tion standards.

DEPE plans to pay for the project using
private contributions and $250,000 from
its Recycling Fund.

Birdies, Eagles
and Mustangs

12 USE READER SERVICE #39

Mustang material handlers
are built to meet the
special needs of golf
course design.

With two- or four-wheel drive.
Power-assisted steering.
Flotation tires.

One- to sixton payload
capacity.

High maneuverability.

It's clear why Mustang is
the leader.

But don't take our word

for it. Experience the
leader for yourself.

MUSTANG

1-800-562-5870

Mustang Manutfacturing Company, Inc
PO. Box 547

Owatonna, MN 55060

(507) 451.7112

Fax: (507) 451-8209

505-20
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Calif. Suspends 93
Pesticide Ingredients

The California Department of Pesticide
Regulation intends to suspend registration
of 93 pesticide active ingredients found in
about 400 products sold in the state.

Few of the products are pesticides used
for lawn care, and few have widely known
brand names, the department said.

Up to 11 studies may be required for
each active ingredient, including animal
tests o gauge toxicity.

The department sent notices of intent to
suspend registration, informing companies
they must provide up-to-date toxicology
data submitted on potential chronic health
effects.

DowElanco
Promotes Safety

DowElanco offers a Responsibility Comes
First product stewardship program to help
businesses provide safe working environ-
ments and meet increasing pesticide
regulations.

Customers participating in the program
earn points with each DowElanco turf and
ornamental pesticide product they buy.
Accumulated points can be redeemed for
safety items.

Nearly 250 safety products were ordered
last year, including spill response Kits and
stations, personal safety and decontamina-
tion Kits, and Right-to-Know books, avail-
able with When a Crisis Strikes videos.

This year, participants can choose to use
their points to make donations to research
and trade associations.

Report Tags Horticul-
fure Sales In Billions

Sales of nursery, greenhouse and outdoor
floriculture crops in the United States
amounted to an estimated $4.6 billion in
1991, according to a survey by SRI
International. The survey also found that
nearly 6,100 U.S. firms grow ornamental
crops wholesale as their primary business
and have annual sales of at least $25,000.

The survey of 449 wholesale growing
firms indicates that 83 percent of U.S. nur-
sery and greenhouse firms have annual sales
of less than $1 million. The largest firms
with annual sales ranging from $1 million
to more than $50 million account for 75
percent of total industry sales, however.

The Pacific and Southeast regions ac-
counted for 57 percent of total industry
sales, led by California and Florida.

In pesticide sales. nursery and green-
house growers spent an estimated $71.4
million in 1991. Insecticides and miticides
accounted for 33 percent of growers’ total

* LAWN & LANDSCAPE MAINTENANCE



pesticide costs. Fungicides and bactericides
constituted about 30 percent and herbicides
nearly 26 percent.

SRI conducted the survey as part of a new
study titled U.S. Nursery and Greenhouse
Ornamentals Markets for Pesticides. The
report contains an overview of the U.S.
horticulture industry, including costs, pest
problems and pest management programs.

Information about the report and survey
results can be attained by contacting SRI
International, 333 Ravenwood Ave., Menlo
Park, CA 94025; 415/859-5815.

Court Overturns
Ban on DEET

The New York Supreme Court overturned a
state regulation banning sales of insect re-
pellents containing more than 30 percent
DEET. The product is considered the most
effective measure against ticks that cause
Lyme disease.

The New York State Department of En-
vironmental Conservation had proposed a
blanket cancellation of the registration of
products containing more than 30 percent
DEET, based on some anecdotal reports of
adverse health effects.

The Chemical Specialties Manufacturers
Association, which represents the manu-
facturers of DEET-containing insect re-
pellents, filed suit against NYDEC oppos-
ing implementation of the proposed May 8,
1992 ban.

The Court last spring granted CSMA a
temporary restraining order against imple-
menting the regulation, pending a final
decision.

“A ban on DEET would have likely con-
tributed to an increased incidence of Lyme
disease among New York residents and
visitors to the state,” said CSMA President
Ralph Engel. “The disease has already
reached epidemic proportions in some parts
of the state.”

John Deere Sponsors
’Keep Green’ Program

Some John Deere commercial equipment
dealers are sponsoring a “Keep Green”
program which highlights sale prices on
equipment parts. The program runs through
March 31.

“This parts sale provides significant sav-
ings for grounds maintenance operations of
all sizes,” said Greg Davis, parts marketing
manager in John Deere’s Raleigh, N.C.
marketing unit.

Davis claims the sale is a good opportu-
nity for grounds maintenance managers to
stretch their budgets by stocking up on parts
for the 1993 season. Participating dealers
have specific information on how to
maximize discounts during the program.

TOCA offers $2,000
In Scholarships

The Turf and Ornamental Communicators
Association plans to award two $1,000
scholarships to college juniors and seniors
interested in green industry communica-
tions. To qualify, students must hold a 3.0
GPA in their major, 2.5 overall.
Applications can be obtained by writing

to Den Dardner, TOCA Executive Director,

8400 Normandale Lake Blvd., Ste. 500,
Bloomington, MN 55437.

Sod Stakes Made
Biodegradable

Yamashita Commercial Co. in Tokyo is
distributing biodegradable sod stakes molded
from fully biodegradable polymer.

The starch-based polymer breaks down in
soil and water. The biodegradable stakes,
unlike traditional bamboo or metal ones, can
be left in place after the sod takes root.

The specialty polymers are made by No-
von Products Group of Warner-Lambert Co.,
Morris Plains, N.J. L]

TURN ON YOUR SALES

We grow bright ideas...let us plant a few for you.

IN-HOUSE CREATIVE SERVICES THAT SHINE

CUSTOM, CONFIDENTIAL PROGRAM DESIGN

PRINT AND FULFILLMENT SERVICES

PLUS...THE BRIGHT IDEAS CATALOG OF SALES TOOLS

800-525-6999

FocalPoint

GUMCU NNATI, OH

USE READER SERVICE /81
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Association News

THE ASSOCIATED LANDSCAPE Contrac-
tors of America plans to award eight $250
scholarships to ALCA Student Chapter mem-
bers pursuing a degree in the fields of hort-
iculture, ornamental and/or landscape at a
two-year or four-year vocational/technical
school. Deadline for application is March 1.
Winners will be announced at ALCA Student
Field Days March 26-28.

ALCA alsointends to contribute $1,000 to the
Future Farmers of America Scholarship fund.
The scholarship goes to an FFA member pursu-
ing a two-or four-year degree in any field di-
rectly related to the landscape industry.

The Professional Lawn Care Association
of America has developed advertising guide-
lines to help industry professionals publicize
accurate, complete information about their
products and services. The guidelines include
briefings on Environmental Protection
Agency and Federal Trade Commission
advertising standards, and describe language
that is considered misleading, conflicting or
unsubstantiated. Additionally, what can and
cannot be said concerning safety claims is
explained.

“The advertising practices of our industry

508/831-1225 703/620-6363

For more information...

1000 Johnson Ferry Rd., NE, Ste. C-135

12200 Sunrise Valley Dr., Ste. 150

FTA

302 S. Graham Ave. PLCAA

Orlando, FL 32803

407/898-6721 Marietta, GA 30068
404/977-5222

UMCE

Worcester Center ALCA

812 Millbury St.

Worcester, MA 01607 Reston, CA 22090

PPGA

P.O. Box 27517
Lansing, MI 48909
517/694-7700

continue to receive a lot of attention from
state and federal regulators,” said Tom
Delaney, PLCAA director of government
affairs. “And lawn care professionals need
to keep in mind that advertising, by def-
inition, includes all communications with
customers and the public, including letters
and any statements made over the phone or
in person.”

The guidelines, prepared in cooperation
with the FTC and the EPA, are available
from PLCAA at no charge.

The Florida Turfgrass Association and
Tiffy Turf are educating kids of all ages on
the benefits of turfgrass. The FTA produced
an activity booklet for children to illustrate
the importance of turfgrass to the environ-
ment and quality of life. The book includes
coloring pages, cartoon characters, word
puzzles and drawing games.

In the activity booklet, cartoon character
Tiffy Turf, along with pals Suzy Sprinkle
and Handy Andy, walk through the amazing
abilities of turfgrass: trapping air pollutants,

Ymma PARTS
Smma’ TANKS

Smmma’ ACCESSORIES

‘= SPRAY GUNS
Stock Orders Placed A.M.- Shipped P.M.

e FITTINGS

e’ STORAGE CHESTS
Sema’ PUMPS

Yema” HOSE

Since 1968

1406 S.W. 8th Street
Pompano Beach, FL 33060

(305) 7856402 * 1(800) 327-9005

Fla. Residents Call Collect
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absorbing carbon dioxide and releasing
oxygen, filtering and filling the under-
ground water supply, cooling the planet,
preventing erosion and providing playing
fields for sports and recreation.

A connect-the-dot mole cricket and
menacingly toothy broadleaf weed show
that turfgrass has enemies and needs tender
loving care to grow and prosper.

The FTGA offers the booklet to schools.
government offices and retail outlets.

The Professional Plant Growers
Association is sponsoring a tour of
England Aug. 24 to Sep. 9 to introduce
members to the country’s horticultural pro-
duction and marketing practices.

The tour includes visits to growers and
horticultural businesses including: H. Evans
Ltd. which has about 7 acres of greenhouses
including an irrigation system for pot plant
production; Nielsen Plants with 16,000
square meters of greenhouse space for
specialty pot crops: Newington Nurseries,
the first company in England to install the
Visser Automatic Transplant Machine; and
M.D. Smith with a 4-acre greenhouse
producing 250,000 flats of spring and
autumn bedding plants and perennials.

The tour is offered on a first-come first-

served basis. Cost is $2.849 per person,
double occupancy. The price covers 29
meals, sight-seeing and land transportation
by deluxe motorcoach. Airfare is not in-
cluded.

Two seminars on certification for organic
lawn care are scheduled for March 30 at the
Auburn Elks, Auburn Mass., and April 2 at
the University of Massachusetts Cranberry
Station, Wareham, Mass.

Hosted by the University of Massa-
chusetts Cooperative Extension
System and the Natural Organic
Landscape Professionals Association
(NOLPA), the seminars, titled Organic
Lawn Care: Practices and Certification
Standards, cover organic turf management
techniques, cultural, biological and least
toxic options for insect and disease
management and newly developed
certification standards.

Preregistration costs $60. Credit will be
given for Massachusetts pesticide recertifi-
cation as well.

IN BRIEF... The Associated Landscape
Contractors of America plans to hold its
Member Tour to San Diego April 2-4. The
trip includes a visit to the San Diego Zoo's

Behind the Scenes Tour. The two-hour zoo
visit includes a Botany at Breakfast lecture,
review of the zoo's bio-climatic exhibit and a
journey through a replica tropical Asian
rainforest... The Colorado Association of
Lawn Care Professionals is hosting a
pesticide training and recertification seminar
March 9-10 to help employers meet state
regulations. State law requires new employ-
ees to have applied pesticides at least one
season in the past three years and to take a
minimum of four hours classroom training. If
inexperienced, turf and tree applicators must
take 16 hours of training...The American
Soil Producers Association targets China
and Hong Kong for its next study tour. The
17-day trip includes stops in Shanghai,
Beijing, Xian, Guilinand and Hong Kong.
Price is $4.000 per person. The trip features a
tour of Beijing Agriculture University's
sports stadiums...The Arizona Landscape
Contractors’ Association clected Bud
Stephenson, owner of Caretaker Landscape
Management, Mesa, Ariz., as the asso-
ciation’s 1993 president. Stephenson
succeeds Kent Miller of Groundskeeper,
Tuscon. Others elected include Jackie Simon-
son, Westscape Environmental, Glendale, as
president-elect, and Nancy Coxe, Western
Innovations, Chandler, as vice president. W

Feldmann

THE BEST...Next to Mother Earth

A healthy lawn — naturally.
® Profitable

® Easy to maintain

e Affordable

® Rugged construction

Offerad in 30", 32", 48", and 64" sizes

Fencing & turf management equipment
Core Plug Aerator

Feldmann Engineering & Manutacturing Co., Inc.

Bridge
Product
comes
with

control!

Now, the
original

crabgrass

HARMONY makes organic based
programs effective, affordable,

and easy.

DEPT. LNL-02R, P.O. Box 908, Sheboygan Falls, WI 53085-0908
CALL (800) 344-0712, EXT. 420

In Tore With Natuwre

1-800-343-6343
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Compost Corner

LOOKING FOR QUALITY COMPOST

COMPOST USE IN the United States is on nid A ‘
the rise. As compost supplies increase, more ' AR AR IREAT AAMDBAST
segments within the green industry are find- T AN TR e Wt

ing uses for them as soil amendments, top

dressings and container media. All compost APPEARANCE MATURITY CHEMICAL ANALYSIS OTHER

is not created equal. however, and compost Inerts: No glass,  Age: Well com- % NPK: High as possible, Composted mat-
users should ensure they are receiving a top metal or plastic ~ posted, no exces- ratio to fit compost use erial, not stock-
quality material that fits their specific needs. sive heat present piled and aged
While cost effectiveness remains a factor, the Particle Size: pH: 6-7.5

user must consider other qualities as well. Screened to 1/2°,  Odor: None to
few sticks or un-  slight earthy
TYPES OF COMPOST. Compost is material decomposed

3 : High in biological
% Organic Matter: High o
28 posaiDie, >p00, O activity

that is periodically tumed and aerated to material. % Moisture: Low. <40%  Free of human
promote microbial activity. Compost quality pathogens and
and analysis vary considerably with the Weeds: None Soluble Salts: Low, low in weed

material's origin. Compost breaks down into <3 mS/em if to be used seed content

four broad categories: leaf/yard waste, Color: Dark :gg%?i%tgglendmg or for
sewage sludge/manure, mixed solid waste
(MSW) and mushroom compost. Metals: Low, less than

Leaf and yard waste compost, readily regulatory limits for
available today in many parts of the country, unrestricted use
is made from composted leaves, grass and .
brush. Properly composted. it yields a ag:t-igé?g&able

{continued on page 20) or below regulatory limits.
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Bestway Commer ¥ \ -

cial Sprayers are designed and built to fit your = J
specs — exactly. Order direct from our factoryand
we'll help determine what tank size and boom length — or other
options — best meet your requirements. Don't pay for features ‘

you don't need. Pay the lowest price for exactly what you want. \ SWITCHES FOR
Ritchie Bestway has been produc- | GLYCERIN _ REV'RERAAISH
ing high-quality agricultural sprayers for the past 20 years, That | » GAUGES  \__” neer swircues
knowledge is put to use producing the best commercial, lawn | - 27 . SO
care and golf course sprayers available today That's quality you /\&\ $12000

can depend on. w

The bottom line is a customized, quality sprayer that can help |

keep lawns green for less of your green. ‘ WE SHIP THROUGHOUT THE UNITED STATES AND LATIN AMERICA
Just Call 1-800-747-0222 For A No Obligation Quote | price eacnff™ for complete details and information write or call

Ritchie Bestway Commercial Sprayers ‘ ms ¥ '
120 South Main PQ Box 730 E STRONG ENTERPRISES, INC.
Conrad, lowa 50621 USA | " 714090 SW 144 Avenue Rd., Miami Florida 33186
In Florida (305) 235-0967, Outside Florida (800) 228-0905
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Granular control for crabgrass.
Because you never know
which way
the wind will blow.

To control crabgrass and feed in one step, nothing
works harder than Lebanon fertilizers with Team* These
time-saving granular formulations make application easier
and more precise. Herbicide distribution more thorough.
All without drifting or leaching through.

Team’s pre-emergent control is proven more effective
against crabgrass, goosegrass and other problem weeds
all season long. Available in combination with premium-
quality, homogeneous Greenskeeper 20-4-10 40% organic
fertilizer. And top-rated, yet economical, Lebanon Pro
SCU blends.

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

PRODUCTS vr_qggurgffi L

1S |PROGUETS
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Compost Corner eastern Pennsylvania and Delaware, have general, no undecomposed leaves or grass

(continued from page 18) large quantities of spent mushroom com- should be left in the material after compost-
post available. This material is predomi- ing.

quality, cost-effective material which serves nantly horse manure used for mushroom Compost maturity is another critical factor

as an ideal soil amendment. Many suppliers production. After mushroom harvest the to consider. Acceptable compost needs to be

blend their composts with loam or sand to manure is discarded, composted and then well decomposed and mature, meaning the

produce different grades for sale. sold as a relatively high-quality, highly intense biological activity and heat assoc-

Many municipalities today are providing organic material. iated with decomposition have dissipated.
sewage sludge compost to the green in- Active composting piles reach 140 to 160
dustry. Some private composters are QUALITY PARAMETERS FOR COMPOST. degrees F; finished compost should remain
receiving animal manure or food composts People interested in purchasing compost at ambient or slightly elevated temperatures.
from various sources. The chief advantage of face numerous quality issues. The level of If compost is not fully mature, there
these composts over leaf/yard waste is acceptable quality depends somewhat on develops a risk of foul, unacceptable odors
nutrient value. Their disadvantages include the material’s end use and perhaps its con- and immobilization of soil nitrogen. Micro-
potential metal or odor problems if not tact with customers, employees and the gen- organisms in the compost use soil nitrogen
properly composted and poor public per- eral public. These issues are summarized in to continue the composting process, robbing
ception about using sewage sludge. Table 1. the plant of needed nitrogen.

Municipalities are beginning to bring The compost’s appearance and make up A chemical analysis should be available
mixed solid waste (MSW) composting facil- are critical. It should be rich-dark in color with your compost purchase. Macronutrient
ities online, so that MSW compost will be and free of metal, glass, plastic and other (N-P-K) analysis is important, especially if
available in some geographic locations in the apparent contaminants. Weeds should not you plan to derive some nutrient value from
near future, MSW compost is made simply be actively growing in or on compost piles. the material. Generally, sludges and manures
by grinding the standard garbage stream as it If buying compost, be sure the material is have a higher N-P-K analysis than leaf/yard
is received, and allowing the organic fraction screened to a fineness appropriate for your waste or mushroom compost. However, all
to compost. Composters attempt to extract use (generally about 1/2 inch), and does not composts do add some nutrient value
metal, glass and plastic, but remnants of contain any large sticks or rocks. A few especially since they are used in large quan-
these and other contaminants such as bat- undecomposed small sticks may be tity, and all can be easily supplemented with
teries (lead), paints and pesticides continue desirable (especially if the material is used standard fertilizer materials.
to cause concern, for soil or potting media amendments) as pH of compost also plays a key role, es-

Certain areas of the country, especially they add structure and improve aeration. In (continued on page 22)

More grass in one pass

Brillion’s new, improved Turfmaker Seeder helps you grow For more information on Brillion’s new, improved
thicker, more uniform stands and save up to 50% in seed costs. Turfmaker, send this ad with your name and address
Its legendary precision seeding helps you get better seed/soil to Brillion Iron Works, Inc., Brillion, WI 54110.
contact, increased germination, faster emergence and thicker Or call us at 414-756-2121 or fax 414-756-3409.

stands all with one pass seeding.
The Turfmaker is built tough for longer, more precise operation,

featuring a heavier, more positive ground-drive system. A two-

piece seed shaft with center adjustment on the 10’ model » »
provides more precise seeding. Optional track remover kits,

scrapers and seedbox agitator kits are available.

In addition, metal deflectors are 68% stronger
and extend closer to the ground to guide
seed between roller wheels for even
seeding despite windy conditions.

New glass-filled nylon seed meters
ensure continuous accuracy.

Turfmaker Seeders
8 models, pull and 3 pt. hitch
54", 8, 10’ and 12’ models

New 12' Turfmaker

124-34
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There are a lot of commercials out
there that make some big claims. But
there's only one commercial with the
quality and innovation you're looking
for — Scag Commercial Mowers.

Each Scag mower, from our new SSZ
Zero-Tum Rider to our popular SWZ
Zero-Tum Walk-Behind, is built with the
commercial cutter in mind, giving you
the productivity, profitability and
performance your business requires,

THE COMMERCIAL

EVERYONE
IS WATCHING.

And we back our commercials up with
leading-edge design and high quality
manufacturing.

Since its founding, Scag has been
committed to the commercial cutting
business and to the success of our
customers. Customer profitability and
loyalty have made Scag Power Equip-
ment the largest independent manu-

facturer of commmercial mowers.
So if you're looking for the best in

commercial mid-size mowers, it's time
to take a closer look at Scag. If you
don't, your competition will.

SIMPLY THE BEST

POWER EQUIPMENT

DIVISION OF METALCRAFT OF MAYVILLE, INC.
1000 Metalcraft Drive, Mayville, W1 53050
© 1992, Scag Power Equipment 93-02
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Compost Corner

(continued from page 20)

pecially in regions that have very acid or
alkaline soils. Compost often can modify pH
extremes in the soil. Most composts have a
pH in the neutral to slightly acid range, but
you should always check the pH of new
composts before using them.

All composts contain higher amounts of
organic matter than a typical soil, but lower
amounts than peat. As a soil amendment,
compost significantly raises the organic mat-
ter content of soils, especially sands, giving
it an advantage over peats which are
typically very acidic and more expensive.

Moisture content of composts varies
widely, depending on where and how the
finished product is stored. The compost
should be kept as dry as possible. Wetness
caused by improper handling or storage
adds weight, thus making the compost more
costly to ship and difficult to handle.

Soluble salt content can be high in some
composts. Generally, sludge, manure or
mushroom compost has higher salt contents
than leaf/yard waste compost. If salt content
is too high, it can damage seedlings and
other sensitive plants. Most composts are
blended with other materials at the job site,

however, generally moderating the effect of
excessive salts. Be especially careful of salt
content if you are going to seed directly into
compost.

Chemical contaminants fall into two
broad categories: heavy metals and pest-
icides. Toxic heavy metals are a concern in
sewage sludge and MSW compost and must
be continuously checked by compost pro-
ducers. Many states have established guide-
lines for using compost with metal, and the
U.S. Environmental Protection Agency is
preparing to issue federal guidelines.

Based on metal levels, sludge and MSW
compost are categorized by use: unrestricted
use, use with limited public exposure, not
for use on food chain crops, or landfill use
only. Green industry users should buy un-
restricted materials, and always request a
metals analysis to ensure the sludge or com-
post meets regulatory standards.

Questions also arise about the presence
and persistence of pesticides in finished
compost. Leaf/yard waste compost contains
large quantities of grass which may have
retained some pesticides. Past and current
research indicates that the pesticide content
of finished compost should not be a
concern. The conditions established within
a compost pile provide for rapid decompo-

sition of any pesticides which may be
present, and sur-veys indicate the levels of
pesticides getting into the waste stream on
grass is low. Pest-icide analysis on finished
compost generally shows non-detectable
levels or levels far below regulatory limits.

Biological activity within an active com-
post pile should be very high. The heat pro-
duced will kill not only weed seeds, but fecal
pathogens in sewage sludge composts. After
completing the composting process and
cooling down, composts still contain an
abundance of microorganisms that are bene-
ficial in the end use of the product. These
microorganisms are helpful in min-imizing
thatch development in lawns, as well as
helping to keep plant disease causing orga-
nisms found in soil in check.

Composts less abundant in microorgan-
isms are not as beneficial. Materials simply
stockpiled and aged and not composted will
not contain as high a level of beneficial
microorganisms and indeed may contain
materials such as organic acids produced
under anaerobic conditions which can be
harmful to plant growth. — Jim Wilkinson m

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

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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TURF TRACKER

C&S TURF CARE EQUIPMENT, INC.
6207 Dressler Rd. N.W.
North Canton, OH 44720

T (216)966-4511 e (800)872-7050

SS8030

FEATURES:

e Spreads and sprays over 4000 sq. ft. per minute.
e Zero tuming radius for maximum maneuverability.

o Full hydrostatic drive.
e 12'break away spray boom.

e 150 Ib. capacity; 3 speed electric spreader.
e Designed for residential and commercial properties.
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Take it from John Hooks
Senior Vice President of
Post Landscape Services

“We started experimenting with
mefluidide to reduce mowing and
trimming costs even before they
called it Embark®" says John
Hooks, “and | can assure you that
these items in my hands, which
make up the PBl/Gordon PGR
Demo Kit, can teach you in one
season what it has taken us many
seasons to learn about using
PGR's.”

2\ "3

Let us send you

Everything you need to
know about using a PGR

in managing fine turf

Our 14-minute video will demon-
strate how your fellow turf
managers are using Embark® Lite
to reduce the cost of mowing,
trimming, edging and clean-up;
our 24-page PGR Applicator Guide
will show you how, where, and
when; and the 7-ounce sample of
Embark Lite will let you treat up to
4,000 square feet
of turf. Read why
you should accept
our offer this year
for sure.

Everett Mealman, Chairman
and Chief Executive Officer -
PBI/Gordon Corporation

here’s virtually no end to the ways

you can use Embark Lite and the
tank mixes that are available to improve
the quality of your turf and reduce your
labor costs of mowing, trimming, edging
and cleanup.

It’s really quite simple. You increase
the growth of your profits by reducing
the growth of your grass.

The experience of Post Properties, Inc.
is indicative.

Post Properties, Inc., headquartered in
Atlanta, is the premier developer and
manager of garden apartment com-
munities totaling some 16,000 units
throughout the Southeast. Characteristi-
cally their landscaped areas are 35%
turfgrass; and 65% ornamental plant-
ings, flower beds, jogging trails, recrea-
tion facilities and water.

“Cosmetic image is vital to our
success,” says John Hooks, senior vice
president of Post, “but it puts a strain on
maintenance costs.” Hooks goes on to say
that edging turf adjacent to amenity
areas with a mechanical edger can take
as much time as mowing the rest of the
turf.

“This is what got us started experi-
menting with mefluidide,” says Hooks,
“and we have found that, by using
Embark Lite, our original edging
schedule of once every two weeks can be
reduced to every four to six weeks with
absolutely no discoloration problems.

“Subsequently, we have found count-
less ways to use Embark Lite,” continues
Hooks. “Including broadcasting on tall
fescue to reduce the cost of mowing. And,
interestingly, our expertise with Embark
Lite has been very valuable to us in our
program of branching out into the
maintenance of properties other than
those owned by Post.”

Free Demo Kit

The ideal way to start is right this
minute, by sending in for our PGR Demo
Kit, which contains our PGR video;
Applicator Guide; and a sample of
Embark Lite. Write to us for your
complimentary kit today. Offer good
while supplies last.

G

1217 West 12th Street
P.0O. Box 4090
Kansas City, MO 64101
816/421-4070

PbI /cordon
corporation

EMBARK LITE

Embark® is a registered trademark of of PBI/Gordon Corporation

© 1993, PBI/Gordon Corporation
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LANDSCAPE SERVICES INC.

HEADQUARTERS: Fort Wayne, Ind.
BRANCHES: None
FOUNDED: 1988 by Daniel Skinner
and Tim Hulbert
SOLE OWNER: Daniel Skinner
PRIMARY SERVICES: Landscape design,
construction and maintenance; wholesale
nursery, greenhouse. Subcontract fertiliza-
tion, weed control, irrigation, tree mainte-
nance and concrete work.
EMPLOYEES: 6 year-round, 35 seasonal
1992 SALES: $895,000

EXECUTIVE SUMMARY

THE CONCEPT: Provide landscape
services to high-end residential and commer-
cial clientele; maintain wholesale nursery of
large-caliper trees for customers in Fort
Wayne and larger markets like Chicago and
Detroit; operate a greenhouse; import
clay pots from Mexico.
PROJECTIONS: Reaching $1.1 million in 1993
HURDLES: Knowing costs; dealing with client
bankruptcies.

DANIEL SKINNER
AGE: 33
FAMILY: Married
EQUITY HELD: 100 percent
WORK WEEK: More than 70 hours
EDUCATION: Michigan State University,
bachelor’s degree in landscape horticulture
with minor in golf course and
turfgrass management.
OTHER COMPANIES STARTED: None
LAST JOB HELD: Plant purchasing for The
Brickman Group in Philadelphia.

Dan Skinner has had an acute interest in
gardening and plants since his early teenage
years. Today, Skinner has built the nursery
portion of his business to $250,000 in sales.
Photos: Terry Colter.
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COVER STORY

Seizing Opportunities;

DANIEL SKINNER started his first
business when most kids his age
were more concerned with playing

games than making money.

At age 12, he launched a candle-
making company, followed by an
organic gardening business and a
rototilling service — all before his
16th birthday. He even bought a rusty
old dump truck before his first car,
using it to tote a rototiller to clients’
gardens. “My dad used to say he
could hear that truck rust,” Skinner
recalled.

Today, Skinner, 33, is owner of
Landscape Services Inc. in Fort
Wayne, a full-service landscape de-
sign, maintenance and construction
firm with 1992 revenues approaching
$900,000. A large portion of that total comes
fromthe sale of large-caliper shade trees, which
the company grows on its 30-acre nursery in
Whitley County. The company also provides
clients with ground covers and other plantings
from its greenhouse, and sells clay pots im-
ported from Mexico.

Skinner is an opportunist in the best sense of
the word. He has a knack for finding and
filling gaps in the marketplace. When his
high-end residential accounts dwindled dur-
ing the early '90s' recessionary pullback,
Skinner hustled for commercial accounts
interested in quality landscaping and built up
a substantial client list.

He also seizes market trends like compost-
ing, wetlands mitigation and large-caliper
shade trees, turning those trends into business
opportunities.

Since embracing the philosophy of Total
Quality Management last year, Skinner has
emerged a more confident manager. He pre-
dicts 1993 will be a record year for Landscape
Services, with projected sales of $1.1 million.
The bulk of that total, about $650,000, will
come from the construction sector, followed
by the nursery division, $250,000; mainte-
nance $100,000; clay pot sales $60,000; and
greenhouse product sales $50,000.

EDUCATION. Skinner gained an understand-
ing of the landscape at an early age. He said he
was influenced by his father, an independent
businessman whose hobby was flower gar-
dening.

“I didn’t want to compete with my dad or
step on his toes, so I gotinto vegetable garden-

LAWN & LANDSCAPE MAINTENANCE ~ * FEBRUARY 1993

Quality

ing when I was young and built it into a
business,” he explained. Even at a young age,
Skinner displayed a shrewd business sense,
opting to cultivate organic vegetables because,
“With organics, I knew I could charge more
and make greater profit from the same amount
of work,” he recalled.

An East Coast prep school education pro-
vided him with discipline and an excellent
education that shaped his business philosophy
for years to come, Skinner said. It also helped
him conduct business with his wealthy clien-
tele.

“It taught me how to deal with clients who
expect the best. I use that in marketing to
approach particular clients,” he explained.

Skinner graduated from Michigan State
University in 1983, with a bachelor's degree
in landscape horticulture and a minor in golf
course and turfgrass management. From there,
he took a job with The Brickman Group, an
experience he described as “tremendous.”

“I don’t know of anyone who has taught me
more than Dick Brickman about concentra-
tion on the customer and on quality,” he said.

Waorking his way up from crew supervisor
to expeditor to plant purchaser, SKinner soon
learned how to set budgets and grow a busi-
ness. As one of six men involved in the start-
up of Brickman's Philadelphia office, he
helped it expand from $250,000 its first year
to $11 million in just four years.

But by 1987, Skinner was ready to break
away from The Brickman Group and start his
own company. He grew frustrated with his
inability to climb the corporate ladder. I ran
into people at the middle management level

(continued on page 28)

A firm believer
in Total Quality
Management,
Daniel Skinner
learned how to
enable his staff to
succeed while
concentrating on

the bottom line.

By Julie A. Evans
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(continued from page 25)

who were not willing to let me
grow,” he said

GETTING STARTED. Landscape
Services was incorporated on Jan.
1, 1988, by Skinner and then-
partner Tim Hulbert. The two
men settled on Skinner’s Fort
Wayne hometown after scouring
cities on the East Coast and Mid-
west for landscape opportunities.

“Every time | came home to
Fort Wayne, 1 kept hearing about
the need for quality landscaping,”
he said. It became pretty obvious
that Fort Wayne could support
this kind of operation.”

Skinner and Hulbert initially
sold new accounts with only a
portfolio of their past projects from
The Brickman Group. They soon
landed two high-profile accounts
for homes on a Jack Nicklaus golf
course. Then they got lucky: A
home and garden show called the
“Street of Dreams™ featured the
two clients” homes, and visitors
took note of the high quality land-
scaping.

“We got tremendous exposure

Skinner believes in delegating
responsibilities to his employ-
ees and watching them grow.

from the show. People walking
past the homes saw the difference
in landscape quality right away. A
lot of people who were thinking
about building homes there (in the
golf course community) became
our clients.”

First-year revenues reached
$300,000, yet the company lost
$40,000, which Skinner attributes
to poor management. It wasn’t
until 1990 that Landscape Ser-
vices was profitable. By then,
Skinner and Hulbert's partnership
was showing the strains of a bad
marriage. The two men didn’t
share the same vision for the com-
pany, Skinner said. He declined to
give details of the failed partner-
ship, revealing only that jealous
competition between the two men
hurt the company’s productivity.

TQM. 1992 was the year it all
came together for Landscape Ser-
vices. Revenues reached an all-
time high, productivity soared and
satisfied clients referred an in-
creasing number of new accounts
to the company.

Skinner attributes this success
in large part to the implementa-
tion of Total Quality Manage-
ment, the concept of enabling em-
ployees to excel through empow-
erment. He first learned the con-

cept at the Executive Forum, an
annual idea-sharing meeting of
members of the Associated Land-
scape Contractors of America.

“Total Quality Management is
just a tremendous enabler,” Skin-
ner said. “It enables me to pro-
mote people from within. The
best thing I can do is replace my-
self with these people by giving
them the opportunity to do better
and do more.”

TQM is easier to implement
than most people realize, he
added. “Everyone wants to have
a good job and to do a good job.
My main task is to enable my
employees to do a good job, not
stand over them and crack the
whip.

“One of the most important as-
pects of TQM is realizing the in-
ternal customer,” Skinner said.
“For example, my assistant has a
number of customers — me, the
foremen, vendors and clients. She
has to look at how she services
each, independently.”

TQM requires the business
owner to relinquish some control
and place it in the hands of others
— not always an easy task. But
Skinner said he has no problem
delegating responsibility. “Let-
ting go is a lot easier for me than
for a lot of people,” he said. “I
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know my employees can take
meto new levels if | let them.”

Since introducing the total
quality concept, Skinner now has
more time to coordinate opera-
tions and concentrate on com-
pany growth. He handles all sales,
scheduling and collections.

Office Manager Leigh Ander-
son is Skinner's “right-hand per-
son,” he said. “She does just about
everything. She orders materials,
takes calls from clients, makes
sure everything runs smoothly.”

Other key personnel include
Dave Geller, production supervi-
sor, who is also in charge of the
nursery and greenhouse opera-
tions; Clay Stark, production su-
pervisor in charge of the mainte-
nance department; Fred Shyman,
accounting; and Ben Lopez, who
heads the construction department.

Lopez followed Skinner to Fort
Wayne from The Brickman
Group. Lopezis bilingual in Span-
ish and English, which helps the
company attract Mexican-Ameri-
can workers. About 90 percent of
seasonal employees are Mexican-
American.

“Mostofus are bilingual,” Skin-
ner said. “I learmed the impor-
tance of Spanish while at The
Brickman Group. Speaking Span-
ish helps separate us from the
competition locally and attract
good workers.”

Landscape Services runs five
crews: three construction, one
maintenance and one nursery.
Skinner said the small number of
crews is deliberate. “I can only
manage about five people effec-
tively,” he said.

NURSERY. Landscape Services
couldn’t have reached its present
size without the sales of large-
caliper trees from its wholesale
nursery. Skinner added the nurs-
ery in 1989 along with a whole-
sale greenhouse, primarily because
he couldn’t find a consistent, high
quality source of plant materials
for his accounts.

The nursery is now the com-
pany’s second largest source of
revenues. It produces large-cali-
per shade trees, a wide-open mar-
ket, according to Skinner. “Most
nurseries sell 2-inch trees, but
we're geared to the larger caliper
market, starting with 2 1/2-inch
caliper trees and going up as
large as we can dig them, tie them
and get them up the highway —

(continued on page 30)
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(continued from page 28)

about 12-inch to l4-inch trunk
diameters,” he said.

In addition to supplying its Fort
Wayne client base, Landscape
Services markets the trees to larger
markets like Chicago and Detroit
where larger trees are more scarce.
This year, Skinner plans to step up
marketing efforts to golf course
owners as well.

“It’s a great outlet for our prod-
uct,” he explained. “Golf course
owners run into all kinds of prob-
lems with improperly planted
shade trees. If we provide a pro-
gram that plants a couple hundred
shade trees and guarantee them,
the client knows he’s not going to
have replacement costs.”

The nursery has a private inves-
tor, which Skinner sees as an as-
set. “He (the investor) supplied
the cash to purchase plant materi-
alsand irrigation equipment. Land-
scape Services provides all labor
and expertise for maintenance of
those trees. It’s an excellent situ-
ation. I can grow the nursery at
five times the rate than if I was
trying to do it from the profits of
my company.”

The company also leases all
property including the nursery, a
move that frees the company from
land payments. “Too many people
worry about their investment in
property and not on the bottom
line,” he explained.

COMPETITION. Landscape Ser-
vices prices its services higher
than the competition, but residen-
tial clients are willing to pay more
for quality landscapes, Skinner
said.” It doesn’t mean we make
more profit, because we have more
costs in quality construction. But
we have fewer callbacks, more
work and happier clients and em-
ployees because of it.”

As for commercial accounts,
Skinner said, he rarely wins a bid.
Most commercial clients come to
Landscape Services because they
are dissatisfied with the quality of
landscape services received else-
where.

The company sets pricing dif-
ferent than the majority of the
competition, Skinner added. In-
stead of a set contract, services are
offered on a not-to-exceed basis.

“Typically, we’ll end up under
budget and charge less (than esti-
mated),” he said. “Based on that
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experience, when we go back the
next year, we can give a set rate.
That way, especially on commer-
cial projects, the client can budget
and feel comfortable hiring you
because they know they’re not
going to get the shaft.”

Mowing and weed control are
billed on occurrence rather than
monthly or yearly rates.

RECESSION MANAGEMENT. Di-
versity, flexibility and commit-
ment to quality helped Landscape
Services overcome losses incurred
during its first two years and in-
crease profitability during the next
two years. When the market for
residential landscaping soured, for
example, Skinner steered his com-
pany toward commercial accounts,
which grew an estimated 150 per-
cent during the 1991-92 period.

In the following interview,
Skinner describes how Landscape
Services set itself apart from the
competition and thrived during a
business downturn.

°= How does Landscape Services
distinguish itself from the compe-
tition?

A: We're trying to take larger
market services and provide them

(when that happened). Now the
residential market has come back.

Qo What else did Landscape Ser-
vices do to weather that residen-
tial slowdown?

Ao We let our clients pull us into
new services. We did a survey of
clients and found they wanted
things we weren’t providing, like
putting up and taking down Christ-
mas lights and gutter cleaning.
During those tougher times,
people spent more time at home.
They didn’t have the money to
spend $30,000 on landscape reju-
venation, but they would pick cer-
tain areas of the landscape and
concentrate on those.

Qo Does Landscape Services bid
commercial projects?

A. Webid on alotof work, but we
don’t get a lot of jobs that way. I
price commercial jobs at the level
of quality of my other jobs. I can’t
teach my crew to do (one level of)
work on one job and top quality on
another.

Companies come to us because
they want more and are frustrated
with the service they’ve gotten in
the past. They’ve seen the work

e
TOM requires the business owners
to relinquish some control and place it in the

hands of others.
SRV AT

to a smaller market. We reach the
affluent community, mostly high-
end residential. If we were in
Chicago or Indianapolis, we would
have a lot of competition, but we
don’t in Fort Wayne.

o: How was Fort Wayne affected
by the recession?

A: Fort Wayne was impacted less
than most places by the recession.
My friends on the East Coast tell
me there’s a bidding war. The
banks there aren’t very strong.

Fort Wayne is very conserva-
tive. The banks are conservative
and have built a foundation to
weather the storm.

oo Was the residential market
slowed by the recession?

A. Somewhat. We went after com-
mercial work pretty heavily

we’ve done at other places. Mem-
bers of the dinner party circuit
talk to each other. When some-
one goes to a party and says
Landscape Services did a good
job for me, hopefully new busi-
ness will result.

Qo What other tactics did you use
when clients pulled back on
spending?

A- We took a closer look at costs.
We started getting more volume
out of fewer man-hours than ever
before. A good portion of that
comes from subcontracting and
selling the right services.

Also, we concentrated on com-
plete site management, rather than
just being a landscaper on the job.
We got involved with all aspects
of the job, for example tiling un-
derneath down spouts and other
things that builders used to do.
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Builders don’t like to work with
soil, so we've jumped on that
niche. We will install drainage
man holes and slot drains.

The sale of clay pots also
helped. We started selling them
in 1990. This year, we're going
to start filling them with ground
covers and patio-type plantings.
I think the ‘herb garden in a pot’
will take off this year.

oo As a business owner, what
kind of image do you project to
your clientele?

A. I want people to feel comfort-
able that I'm a working owner,
not someone dictating from a suit
and tie.

I've been criticized (by the com-
petition) for my aggressiveness.
People think I'm too pushy. Yes,
I am aggressive. You can’t do this
at this rate and not be. I'm aggres-
sive in getting new accounts. |
wouldn’t want to be competing
against me. [ always follow up on
leads and constantly keep my eyes
open for new opportunities.

oo What areas of the landscape
industry do you considerdynamic?

A. The compost issue is earth
shattering. Not everyone under-
stands how much money we can
saveif we turn our landscape waste
around instead of throwing itaway.

Larger markets already under-
stand this, but there is still tremen-
dous opportunity in midsize mar-
kets. Composting is not a new
idea, but the pressure of the whole
environmental and landfill issue
has made it more cost efficient.

Other dynamic markets are
color and low maintenance. Those
have to be the buzzwords of the
'90s. That’s where perennials
come in: low maintenance color.
Also look for a tremendous instal-
lation of wildflowers and orna-
mental grasses.

I think maintenance also is
changing. Total maintenance is
going to be a premium product.
You don’t just mow and do weed-
ing and edging. If clients are not at
the same level of expectations (for
maintenance), go find clients who
are. You don’t have to fill your
schedule with ‘mow and go’ jobs
to beat out a profit.

The author is a contributing edi-
tor to LLM based in Lakewood,
Ohio.
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Growing A
Landscape...

y Design

The common bond between landsc ape designers
and lawn and landscape contractors is the desire
to create an end product that pleases the client
and opens doors to future job opportunities. To
achieve that goal, each must strive to meet the
other s needs and expectations.

By Cathy Hoehn

NO ONE WANTS to admit it,
but a landscape architect’s work

is only as good as the efforts of

those who carry the plans through
their final stages. Even the most
beautifully designed and installed
landscapes can end up looking
flatly average if not maintained
properly.

Though landscape architects
concede this notion, few seem
cager to seek out the mainte-
nance contractors to relay their
design intent, field questions or
offer advice. In tum, many main-
tenance crews prefer to make-
shift a design rather than ques-
tion its intent or their own lack of
knowledge.

A meeting of minds would help
prevent problems, both during
design and maintenance stages,
but first a few mindsets need
altering.
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PLACING BLAME. Foremost,
many maintenance contractors
perceive the landscape archi-
tect as safely tucked away in
offices, far removed from the
realities of the job site.

“We never have an occasion,
unless we push for it ourselves,
to meet with the architect who
designed the project and get an
overview of his vision for the
property in one year, {wo years,
five years and so on,” said Rich
Angelo, president of Stay-
Green Inc. in North Hollywood,
Calif.

“I think that would help the
owner — he’s going to get more
value for his money because
the maintenance company is
going to maintain it with that
integrity in mind. And it would
be better for the landscape ar-
chitect because he’ll know if
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From the design
to the installation,
a landscape plan
should entail
careful consider-
ation for the
growing medium
as well as the
future growth and
development of the
plant materials.
Photos: Empire
Landscaping (left)
and The Brickman
Group (top).

his ideas really work or not. And
it's good for the landscape main-
tenance contractor to have an
idea what the architect is trying
to achieve.”

“I honestly feel landscape ar-
chitects don’t get out of their
offices enough,” concurred Terry
Haaf, owner of T.J.’s Lawn and
Landscape Inc., Woodstown,
N.J. “They don’t get out to see
the site and see what new plant
varieties are available instead of
using the same plant materials
over and over again.”

Some architects do maintain
contact with landscape contrac-
tors for several years to ensure
their designs retain their shapes.
“When we walk away from a
project the first week, it looks
beautiful, but we want to be able
to drive by next year and five
years from now and see it grow-
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ing and getting more beautiful,”
said Bob Broughton, a landscape
architect for Empire Landscaping
in Hamilton, Mont.

On their end, landscape archi-
tects note that some contractors
cut corners to offer the lowest bid
without having the budget to
maintain the designs effectively.

Others contend that too many
small, one-man crews hinder the
ability of “professional contrac-
tors trying to make a livelihood,”
said Ed Connelly, chief execu-
tive officer of Connelly Land-
scaping Co. in Avon, Ohio.

“You get a guy that’s been laid
off from Ford and he takes his
Ford truck out there and picks up
maintenance work. He's a prob-
lem. He's not a professional,”
Connelly said.

He added that contractors need
to convince clients to pay for
extra services to eliminate the
low bidders who upset the curve.
“The key is ongoing education,
for lawn care professionals, the
public and the media,” he said.

Maintenance contractors dif-
fer in their views as to how knowl-
edgeable most landscape archi-
tects are about plant materials,
soil conditions and climate con-
siderations. Most seem 1o feel
the architects “know their stuff”
and are very good at providing
aesthetic landscapes but some-
times overlook practical problems
that can crop up.

“I think the landscape archi-
tect sometimes sells out his in-
tegrity for the instant gratifica-
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tion of the owner.
I'm sure it’s more a
problem with a
person’s values than
a lack of knowl-
edge,” Angelo said.

Contractors single
out plant type, size
and location as areas
causing most con-
cerns. Picking the
wrong trees or
shrubs for certain lo-
cations has become
a common problem
with sometimes severe conse-
quences. Angelo still shakes his
head at a design disaster six years
ago involving 100 poplar trees
planted along sidewalks that the
client ended up paying about
$35,000 to replace.

“The poplar is a real fast-grow-
ing tree that sends out roots, and
the roots send out stems that start
coming out of the ground. Soon
you have little trees growing all
over the place,” he said. “So what
started happening within three
years of the planting is that these
cute little trees started lifting the
walks. So we had to remove the
100 trees and plant new ones.”
Who's to blame for the poplar

[
Contractors
fear losing potential
business when they
cross a particular
architect with whom
they often work.

faux pas, the designer or the con-
tractor who installed them with-
out question? Angelo defended
the landscape contractor, claim-
ing contractors fear losing poten-
tial business when they cross a
particular architect with whom
they often work.

“You start to question a land-
scape architect’s design, pretty
soon the architect who you may
be working with on other proper-
ties may say, ‘1 don’t think I'm
going to use him anymore. He
causes me problems.’

Another factor, said Angelo, is
that often times the client only has
a short-term interest in the prop-
erty and dismisses long-term con-
cerns.

“The landscape contractor
could say to the owner, ‘I think
you may have a problem with the
design,” and explain his case and
probably the owner is going to
say. ‘Well, the architect designed
itand if that’s what he wants that's
what he’s going to get." In many
cases the owner doesn’t care.
Unless he's going to keep the
property it’s just an investment
and he’s looking to make money
on it.”

Some contractors point to other
frequent design flaws, such as
overplanting, planning beds too
close together so mowing is diffi-
cult or impossible and designing
beds around trees so that clip-
pings from mowing cover expen-
sive mulch. Other contractors
tapped common sense problems
as small sticklers, such as designs
calling for thorny shrubs around a
playground, sweet-smelling trees
that attract bees around picnic ar-
eas and regent scholars or other
flowering trees in pedestrian ar-
eas where the flower petals coat
sidewalks, making them slippery.

ARCHITECTS” GRIPES. While
plenty of problems stem from the
design stage, developments in the
maintenance stage also prevent
landscapes from looking stellar.

Connelly's main gripe is the
sheering vs. pruning dilemma.
“Dad gets a new electric head
sheer and look out. Son Bobby is
using it to do his maintenance
business,” he said. Shrub designs
often end up shaped too structur-
ally — “looking a lot like a basket-
ball,” he said.

Chris Berryman, landscape ar-
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chitect for Ray’s Landscaping
and Nursery in Walled Lake,
Mich., said overwatering remains
his pet peeve. “Clients want to
keep their grass green so they
keep pumping water into it. The
problem is, in this area, they want
instant grass so they lay sod in-

stead of seeding. Well, you lay
sod on top of clay, the clay doesn’t
absorb the water so the plants dry
out and die.”

Berryman estimates over-wa-

tering precipitates 80 percent of

plant replacement requests, and
contends that crews ignoring a

design’s intent causes 50 percent
of maintenance problems. Ray’s
Landscaping plans to get back
into maintenance for that reason,
he said.

Mueller boasts that while on
average contractors expect to lose

the first year, his company expe-
riences only 2 to 3 percent loss.
“We put a little more time into it
when we are planting. It’s not
like a production line as it is in-
dividual attention to each plant,”
he said.

(continued on page 38)

15 to 20 percent of their plants

IN PARTS OF the country droughts have forced landscape designers
to integrate some innovative plant and irrigation systems in their de-
signs.

Most drought areas, including parts of Florida, California, Wash-
ington and desert states, are using more drought-tolerant plants, a
move not well-received by some clients, according to Rich Angelo of
Stay-Green Inc. in North Hollywood, Calif.

“To me the plant materials are not very pretty. That’s been the re-
sistance here. I wouldn’t plant these things at my house. How can I
tell a client ‘Go plant these things that look like sage brush?’ ”

Teufel Commercial Landscaping in Everett, Wash., found drought-
tolerant turfgrass reasonably well accepted by clients, but discovered
people tended to overwater. “They have to learn to read the land-
scape. It will tell you when it’s in distress,” said Teufel’s Ross
Fletcher.

Scientists are testing other methods of planting and irrigating,
including rating plants by their water usage. Plants needing similar
amounts of water could then be placed close together in a landscape.
“I think architects will begin designing on that criteria. Then you just
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have to gauge your water usage based on that,” said Angelo.

The concept of zeroscape, utilizing more drought-tolerant and na-
tive plants and less lawn, is changing its focus, due to industry resis-
tance. “People are now getting back to the concept that lawn is not a
four-letter word; you can still plant a little piece of lawn without go-
ing crazy,” Angelo said.

Drip irrigation is being used on a broader basis. The system has
improved, but some maintenance aspects still need fine tuning. “It
works well, the problem is maintaining it,” said Fletcher. “Because it’s
used underground, you can’t tell it isn’t working until a shrub is in
distress. By then, it’s too late.”

Another irrigation system being tested in Florida recently won its
designer, Roy Rogers of Arvida/JMB Partners in Fort Lauderdale,
the 1992 Water and Energy Conservation Award. The system, pow-
ered by wind mill, solar energy or computer, eliminates wasted water
by controlling its exact placement and time of application.

The water control unit, tested in a 10,500-acre, mixed-use com-
munity in Fort Lauderdale, reduces the amount of water used as
planting material becomes more established.
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Billing. Financial reports. Scheduling.
You can even use CLIP to monitor
crew activities throughout the day.
And now we've upgraded CLIP for
Ve casicr usce,

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 vour customers better.
And yvou'll increase vowun |)H\il|('\\

Never used a computer? No

o § o ] o | o

y /* New Version!

. GLIP 4

Now Shipping
'\. Free Demo Disk

newsletter, direct helpline, and
annual users conference.

What's more, CLIP grows as yow
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.

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 gel (Hml)l('l(' Lusel
support through our CLIPnotes

1-800- 635 8485

EEIP --Cuts Paperwork Down To Minutes A Day.

M
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Watchtul customers may
environmental traits than our

Maintaining a weed-free lawn is important to your customers.
So is maintaining the environment. Dimension® turf herbicide
helps you look out for both...without losing sight of your
needs as a busy lawn care operator.

Dimension provides season-long control of crabgrass.
Yet, it's exceptionally safe for most turfgrasses. Its low use

rates mean you put down a fraction of the active ingredient

needed with most other turf herbicides. Plus, Dimension has
low mobility in the soil. And it will not leave ugly stains.

ong with offering peace of mind, we've kept your schedule
in mind. Only Dimension gives you the flexibility of either a
preemergence or early postemergence application. So you can
Or you can

extend your application window and add custome

wait until crabgrass appears and treat just those areas that need it.



care more about our
wider application window.

Find out how Dimension can maximize your profitability

Dimension also controls many other weeds and grasses.
Its efficacy is not dependent on temperature or moisture.
And now, with new Dimension on fertilizer, you
can keep turf healthy and keep crabgrass
away with one preemergence

application.

under the watchful eye of the public.

__Call: 1-800-323-1421.

A

\

®

DIMENSION

Turf Herbicide
*Monsanto

The toughest thing to emerge since crabgrass.

\

Dimensson® 1s 2 registered mademark of Monsanto Company.  © Monsanto Company 1993 193 DIM-30002



Crealin? a Landscape
fr

(continued from page 34)

Like in design work, maintenance errors
often are caused by lack of experience or
common sense. Broughton remembers one
situation in which a job called for various
shades of gravel rather than a lawn. “The
design was pleasing but then we put down
black plastic to keep weeds from growing, but
when we walked over it with the machines to
spread gravel, we'd tear it.”

The crew realized eventually that preemer-
gence combined with a woven weed mat

barrier worked best. “The machine could
drive over that without tearing it. I'm sure
every landscaper in the world knows that but
it was something we had never thought of.”

He stressed the importance of overlapping
weed mat barriers at least one foot so weeds
can’t push through the seams. He also found
when installing edging “you really need to
take time to put the stakes in and place them
properly. It’s not something you can just
throw in.”

FINDING SOLUTIONS. As quick as contrac-

tors are at identifying problems, architects and

,‘ C & S TURF CARE EQUIPMENT, INC.

BUILDING QUALITY EQUIPMENT
FOR PROFESSIONALS, BY PROFESSIONALS

i 1

C & S Protank® Sprayers
eELECTRIC AND GAS UNITS

® DESIGNED TO FIT IN
A WIDE RANGE OF VEHICLES

e FIBERGLASS AND
POLY TANKS AVAILABLE

® DIAPHRAGM, PISTON,
OR ROLLER PUMPS

Complete Sprayers...Ready to work

(216) 966-4511

(800)872-7050

6207 Dressler Rd., N. W., N. Canton, OH 44720

Custom Orders Welcome!
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other designers offer a slew of suggestions for
nipping maintenance nightmares at the design
stage.

“In every job we look at the situation, what
the maintenance requirements are, what the
design’s going to be, and also of course
budget,” Broughton said. “We really fine
tune plant selection for our customer. If they
want a perennial order in a certain area, or a
splash of color, we make sure we’re looking
at some plants that are proven by time and
easy for them to take care of. I personally hate
maintenance of my own landscapes. So I
really try to make it as simple and clean of a
landscape as possible to help out all of my
customers.”

The most important task, it seems, is going
over designs with clients, making sure they
understand cost restraints on certain requests
and the need to spend more on specific plant
materials.

“We show the client photos of job details,
opportunities to save time on different types
of edges, different types of mulch, etc. We
use a lot of weed barriers which can be expen-
sive initially, but potentially save money down
the road,” Broughton said. “The other thing we
stress with customers is that we know our plant
materials. We know acertain plant, when puton
the drawing board, what its size and shape is
going to be. We try to eliminate a lot of aggres-
sive pruning.

Empire’s designs usually design mutual
tree and bedding areas covered with mulch,
thereby distancing mowers and weed trim-
mers at least 3 feet from the trees.

“One of biggest things I try to do is create
soft bedlines that are easy to mow against,
that create simple lines that aren’t confusing
to the eye but are easy to maintain,” said
Broughton. “If you have beds that undulate in
and out and all over the place, it’ll never end up
looking like that in a few years unless you're
actually doing the maintaining.”

Budget plays a bigger role than ever before
at The Brickman Group, said Mark Hunner
of the Long Grove, I1l.-based company. “Cost
of maintenance today is more in the minds of
consumers than ever before. We as designers
and maintenance contractors are always look-
ing for ways to cut maintenance costs,” he
said. “T find today we're using more native
grasses and perennials which require an in-
tense amount of maintenance for the first few
years but the level drops off after that.”

Broughton and Hunner share the distinct
advantage of being able to consult with main-
tenance crews within their companies.

“We have more control over maintenance
in-house. On key designs, we'll bring in the
landscape foreman and a guy from mainte-
nance and walk the project. A lot of times the
landscape foreman will say, ‘If we did this, this
would be a lot easier for us.” And the mainte-
nance guy has his input, ‘Yeah, that’s great but
this is going to be difficult to maintain.” We try
to work that out before it’s actually in position.”

Of the top three maintenance gripes, Bob

® LAWN & LANDSCAPE MAINTENANCE



Cianciolo of Cianciolo Landscape, Cincinnati,
Ohio, picks proper plant choice as his number
one priority.

“I make sure I'm putting a plant in a location
[ know it's not going to get out of control or too
large,” he said. 1 say that with the knowledge
that there are times we use plants that we know
are going 1o get too big but that we are doing
severe pruning on or something.”

In the Midwest, abrupt temperature changes
limit plant material options. “Landscape ar-
chitects pick colorful plants that are beauti-
ful, but they won't grow here,” said Lee
Mueller, owner and manager of Reliable
Landscaping in St. Louis. “Usually anything
that has a lot of color is not hardy. or it will
lose its leaves or needles.

“So if you're planting in areas like St.
Louis where you have your true winter and
true summer, you want to plant something
that will look as good in winter as it did in
summer. If you plant with a lot of color, you
end up with a beautiful planting in the spring
and summer, but it looks like hell in the
winter because everything is bare and it looks
dead.”

Mueller recommends interspersing ever-
greens with beautiful flowers, so the land-
scape looks attractive almost year-round.

“Azaleas and rhododendrons are two of
the only evergreen plants that do flower in the
spring. If you don't have a real heavy winter,
they will bloom with some gorgeous colors.
So it's almost like having the best of two
worlds.” But, he cautioned, you can't install
either shrub on the south or west sides of
buildings because the plants can't survive
winter sun.

Positioning plays a vital role with most
plant materials. A hefty consideration is “pick-
ing plants with suitable mature sizes for the
areas in which they are being used,” said Matt
McCoy of McCoy Landscape in Marion, Ohio.
He cited planting snowdrift crabapples too close
to buildings as an example.

“Similarly, the designer should use proper
plant spacing to prevent an overgrown ap-
pearance at maturity and to prevent having to
thin them out later. Care should also be taken
to avoid plant material with known cultural
problems, such as paper birch in central
Ohio, that would result in an unnecessary
future maintenance expense.”

COMBINING FORCES. Combining design/
build and maintenance in one company pre-
sents huge advantages. according to many
contractors and architects.

“That's how our maintenance division got
started,” Hunner said. “We were somewhat
frustrated because we were finding we could
come up with this great design and have very
proper installation but through improper main-
tenance the job would decline from the first day
forward.”

The key is working hand in hand through
the design process. “We also, as part of our
design training process. have the landscape
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architect work in the field to learn both con-
struction as well as maintenance,” Hunner said.
“The best way to leamn various maintenance
issues is to literally work in the field and deal
with them first-hand."”

The architects never squawk at doing field
work, he added. “They definitely see the value
of it and consider it an important part of their
continuing education.”

“A designer with some field experience
with both installation and maintenance crews
will tend to have a common sense approach
to design,” concurred McCoy.*He will be able
to design a landscape so that maintenance time

is spent as efficiently and productively as pos-
sible.”

Again, communication is essential. “Every-
one should understand what's going on with
the project from the very beginning — under-
stand in their mind why they're doing a job,"
said Broughton. *You can hire a laborer and he
has the strongest back in the world, and will do
whatever you want him to do, but might not
take total care with his task if it's not properly
explained to him.” [ ]

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

Quality

The Encore
PRO-Line offers
maintenance profes-
sionals top quality
features that maxi-
mize productivity—
not price. Like the
welded steel decks
and double V band
belt design on
PRO-Line inter-
mediate mowers.
And the counter
rotating blade on
PRO-Line edgers.

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

W Intermediate
Mowers: 327,
36+, 48", 60"

M Edgers

W Blowers

B Power-Thatchers

W Power-Slicers

& Mower
Accessories

To find out more
about the complete
PRO-Line of Encore
equipment, circle
the reader response
number or call us at
402-228-4255.

LEASING
PLANS
AVAILABLE!
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WEED CONTROL

Preemergents

mdow of Opportunity

New chemistries
and subsequent

products for weed
control have given

lawn/landscape

contractors more
options, and leaves

less to chance in

their turf manage-

ment battles.

By Bob Gitlin

WITH CERTAIN stubborn weeds
such as crabgrass, and in situa-
tions where a property is severely
weakened to begin with, there is
no alternative to preemergent
weed control.

And weeds today may find
themselves facing an uphill battle

because of several new classes of

chemistry on the market devel-
oped to challenge the tried and
true dinitroanilines (“DNAs"™)
and provide extra flexibility.

This month, most operators in
the United States will begin put-
ting down their first applications
of these products, although appli-
cation schedules vary from region
to region.

Keith Kohlmann, communi-
cations manager for turf and or-
namental products for Indianapo-
lis-based DowElanco, said sales
of the company’s many preemer-
gent weed control products in-
cluding two new ones — Snap-
shot TG (primarily for omamen-

Poor weed control is the number for callbacks, the
battle against weeds can be won with proper treatment.

40

tals) and Gallery —
are brisk.

“The ornamental
herbicides seem to
have more use over
the course of the year
than, say, a crabgrass
material for lawns
only,” he said.

Gallery, he said, is
the first and only pre-
ventive broadleaf
weed herbicide, the
other options being
basically postemer-
gent. “The mindset
has been: if you have a
broadleaf weed, the
only way you can con-
trol it is with a post-
emergent. Finally the
end user and custom-
ers have a choice from
a post 1o a pre,” said
Kohlmann. “The mind-set is
slowly changing. People now also
want to control broadleaf weeds
preventively.”

“We had a very good year on
products,” said Andy Seckinger,
Chipco product manager at
Rhone-Poulenc Ag Co., Research
Triangle Park, N.C. “This was sur-
prising in the summer that never
was. But then, weeds are like
death and taxes. A fungicide treat-
ment, on the other hand, is applied
as a preventive and if the condi-
tions do not present themselves,
the fungal organisms cannot out-
compete the grass and therefore
are not a problem. It's not like that
with weeds.”

In the '60s and early '70s, he
said, the trend was toward post-
emergent treatment of weeds. Then,
as products were developed that

were a bit more sophisticated, the
trend swung toward preemergent
treatments. For the past 15 years,
he said, the movement has been
toward preventive applications.
“The problem you can runinto
with a postemergent is that you
generally have to hit that weed in
a very narrow stage of growth,”
Seckinger said. “You're betting
that you're going to have the time
and equipment available when
you need to spray, whereas
preemergent gives you a little bit
more of a safety valve. Plus, if
you use a preemergent and you
get an escape, you've still got a
postemergent to back you up.”
Another factor is the wishes
of the customer. Many custom-
ers question chemical residual.
“Some are concerned about
putting something down that sits
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in the soil,” Seckinger said,
“whereas most postemergents are
very short-term materials. The real
challenge the green industry has
asawhole is not necessarily adapt-
ing to new tools, but maintaining
what they have and becoming
better educated so that they can
defend their positions more accu-
rately.”

Consistency in a preemergent
has everything to do with its abil-
ity to stay on top of the turf be-
cause it's insoluble in water, said
Ron Fister, director of specialty
sales for Sandoz Agro, Des
Plaines, Ill., whose year-old Bar-
ricade enjoys wide usage among
lawn/landscape professionals.

“It does not leach into the soil.
It stays right in the germinating
zone of crabgrass, goosegrass,
spurge and oxalis.”

LAWN & LANDSCAPE MAINTENANCE *

Mv' "o
v ‘ e W Se :
*‘:-?'J"/r:

! Y

&

e

o AR T

: a0y ;
et a,
a?M -
. Ao ~

Contractors, he added, seek
preemergents (as well as other
weed controls) that offer water
safety benefits through curtailed
leaching. And there’s a corollary
environmental consideration.

*Applicators want products that
have a lot less active ingredient
than was used in the past,” Fister
said.

PRE- VS. POST? The distinction
between pre- and postemergents
is blurring in some product areas,
said Dr. Doug Houseworth, a re-
search scientist at Ciba-Geigy,
Greensboro, N.C.

“New products are coming on
the market which allow the lawn
care professional to wait and see
what kind of population they
have, and then if there’s a problem
they can come in and clean it up,”

FEBRUARY 1993

Houseworth said. “Lawn care pro-
fessionals are beginning to look at
the need for overall broadcast ap-
plications on 100 percent of their
acreage. And now they've got
greater flexibility.”

Typically, he said, the only
products available to the industry
have been the DNA herbicides.
Now new modes of chemistry —
including Ciba-Geigy's Pennant
— are available. Pennant, for in-
stance, has a different mode of
action from the DNASs in that it is
absorbed by the germinating seed-
ling as it comes through the treated
zone. DNA herbicides kill the plant
by inhibiting root development.

Houseworth has some words to
the wise for new folks in the
business trying to learn how to
best work with preemergent weed
control products: “Number one, |

New preemer-
gent weed
controls are
expanding the
window of
opportunity for
lawn care
operators to
control
bothersome
weeds. Photo:
Monsanto.

would bone up on the major grassy
weeds infesting the area I'm in-
volvedin.Crabgrass? Goose-grass?
Annual bluegrass? That informa-
tion can be found through exten-
sion agencies or universities. Also,
what are the major problem broad-
leaf weeds that might come through
standard treatment? Work with the
extension people and the univer-
sity, and pick the most cost-effec-
tive product.”

Are there new trends in preemer-
gent weed controls in response to
what customers have asked for?

“If anything,” said Thomas
Perkins, business manager at
American Cyanamid, Wayne,
N.J., “you tend to get newer gen-
erations that may be more spe-
cific, less broad spectrum — fewer
weeds controlled — but maybe

(continued on page 44)

41



’ \‘\ \ ﬁ = \
0 = = | V _JOHN DEEREGENS " TIITIIIK=T1-]
. - , J { ; 3 S»
s, @ 8 -/ P JOHN DEERE _
d - _
\ ¥
"L ~, \/
\\ >
‘\\‘\.‘ X
’_ | P
& -~ =\
s »

- [

Patented 2-pedal dri
compacts a prett

Unlike many compact utility diesels give you 2-pedal control But productivity isn't due

tractors, the John Deere 55 of speed and direction. One solely to the type of drive.

Series won't leave you stranded  pedal forward, one pedal re- These tractors are endowed

in the clutch. verse. No levers. No clutch. No with genuine QuikTatch”
That’s because our 55’s are grinding gears. implement hookup.

truly shiftless. A system so simple even new That means you can attach

With no-hands hydrostatic hires can become productive in any piece of equipment (mower,
drive, these 20-, 24-, and 33-hp just a few minutes. loader, backhoe, tiller, and snow
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ve makes John Deere
y shiftle

B Patented 2-pedal hydro-
static drive gives you
control of speed and
direction. Left pedal
controls forward, right
pedal reverse. Center
pedal is a brake that

g returns tractor to neutral
b when depressed

blower, for example) in five

minutes or less, without tools.

s bunch

And you can use the mower,
loader, or tiller, without having
to detach either of the other two
—true implement compatibility:

Make the switch to shiftless.
See your dealer for a no-hands
demonstration. Or for more infor:
mation, call 1-800-544-2122.
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Preemergents

(continued from page 41)

lower rates of application than
some of the older products on the
market.”

American Cyanamid is a basic
manufacturer of pendimethalin,
which is marketed by LESCO and
0.M. Scottto the commercial mar-
ket.

Monsanto's new Dimension has
raised a lot of industry eyebrows.
It has pioneered the new area of
preemergent solutions that also
offer postemergent utility. It's a
new class of chemistry called pyri-
dines. The active ingredient in this
particular “forgiving pre-emer-
gent” is dithiopyr.

Jim Budzynski, product direc-
tor for dithiopyrs at Monsanto,
based in St. Louis, explains the
usefulness of the new product:

“Historically, one of the limit-
ing factors, particularly for small
lawn care companies, was their
ability to get to all their customers
in a relatively narrow window of
time, and get the preemergent
down. In some cases we even

DR. BRUCE BRANHAM of Michigan State University explained
the workings of most of the standard dinitroaniline preemergent
herbicides used for control of annual grasses.

“They work as inhibitors of mitosis (cell division). They tend to hit
the root growth. Furthermore, they inhibit function; as the weeds try
to grow, the roots of the germinating seedlings can't divide. The cells
keep enlarging without dividing. This makes them crush some of the
conducting tissues within that small root. Those plants cannot absorb

water, and so they die of thirst.”

Typically, the commercially available preemergent weed control
products provide control that lasts from six weeks to as long as two

to three months, he said.

heard of people that, once the
crabgrass started to germinate,
would stop picking up new ac-
counts. They'd go back to their
original customers with second
applications rather than face
fighting crabgrass that’s already
emerged all year round.”

A product like Dimension al-
lows a lawn care company to
make a preemergent application
for an additional three to four

Start the spray season
three times better prepared.

With new TeeJet® Triple Nozzle Bodies, you're
almost any spraying application. Change tips witﬁ a quick twist
of the nozzle body. In a few seconds, you'll g

Upgrade your sprayer this year with TeeJet Triple Nozzle
Bodies with ChemSaver® no-drip check valves. There's no \

es

better way to spray.

(4

repared for

e spraying again.

weeks, he said. The product offers
both preemergent and early
postemergent activity.

“Let’s say it's a small operator
who is operating on a tight budget,
and because of that he would like
to have some money coming in
from his early-early-season ac-
counts. Because the product can
be used in a round two application

— as opposed to most

preemergents, which are really

round one products — it allows
the small operator to go out and
make an application of straight
fertilizer (which is obviously a
less expensive treatment) as a first
application, and get some accounts
paying him, get some cash flow
going before making the invest-
ments in a grass control product in
round two.”

Getting out too late is one main
problem faced by contractors in
their success rate with pre-
emergents, said Budzynski.

Another problem is application
technique. Because of the sea-
sonal nature of many lawn care
companies, the first task assigned
to employees may be a first-of-
the-season preemergent applica-
ton.

“I have seen people that have
experience using, for example, a
liquid handgun." he said, “who do
asuperb job, getting very uniform
coverage —once they've got some
experience. But when you first
start doing it, your swaths are 100
wide. or you aren’t moving at a
uniform speed, and when you slow
down a little bit you get a little

Spraying Systems Co.
PO Box 7900, Wheaton, I 601897900

| S— —

USE READER SERVICE $72 r '

No better way to spray.




heavier rate; when you go a little faster, you get
a little lower rate.”

This is corrected by better training. All
operators agree that timing 1s crucial. Too
late is no good. But neither is too early.

TIMING IS EVERYTHING. Russ Brown, who
manages residential work for Hermes Land-
scaping, Lenexa, Kan., prefers to get his preemer-
gent weed controls down no earlier than March
I. “There are a lot of companies around here
that will get out in February, but I don’t agree
with that. Maybe they feel they have to do that
togettoalltheircustomers, but I just think that's
too soon.”

Common problem weeds he expects totangle
with are crabgrass, foxtail, dandelions and
spurge (which builds up around hardscapes).

In hot Atlanta, applications start as early as
Feb. 1, said Ray Wiedman, landscape main-
tenance division manager for Scapes. “Down
here, spring starts Kind of erratically. We'll
have a week of spring and then it'll go back

to winter again. But during that week of

spring — it could be in February — we can
already get seed germination in the weeds
we're trying to fight. Then our preemergent
becomes a futile attempt.”

Common enemies include goosegrasses,
Johnson grasses and the ubiquitous crabgrass.
“We're a firm believer in The Weather Chan-
nel,” he said. “I watch it every morning.”

Brown said there may be a trend toward the
smarter application of preemergents. People
are more aware that a healthy turf will shade
out areas that otherwise would produce weeds.
There’s no substitute for preemergents in very
weakened lawns or beds, he stressed.

iy, wif e
People are more aware that
a healthy turf will shade out
areas that otherwise
would produce weeds.
T AT

Dave Hanson, manager of technical support
at Environmental Care Inc., Calabasas, Calif.,
said his company uses preemergents mostly for
omamentals.

“Usually we do two applications,” he said.
“In some of the warmer areas, under extreme
conditions, such as Florida, there may be a
third application as well. We do use some
preemergent products for turf, but the timing
is different; we're primarily targeting crab-
grass, spurge and oxalis weeds that germinate
in spring: so-called summer annual weeds. In
ground cover (in year-round markets) we
target not only the summer annual weeds but
also the winter annual weeds. Winter annual
weeds aren’t as big a problem in most
turfgrasses.”

Hanson has an answer to those who com-
plain that preemergent applications are too
expensive for the landscape.

LAWN & LANDSCAPE MAINTENANCE *

“Not compared to the cost of hand pulling
weeds. The most expensive item that we face as
maintenance contractors is labor.”

Dr. Bruce Branham, associate professor, Crop
and Soil Science Department, Michigan State
University, East Lansing, has some advice for
contractors who are trying to be both effica-
cious and environmentally correct:

“If you're managing a new property, the
first year you manage it you might want to try
a postemergence approach, and evaluate how
much weed pressure there is. If you have a lot of
weeds. having to do several applications that
season, then the next season put a preemergent

Put Henderson
and extend

The people at Henderson know
how important it is for you to keep
busy in the winter, too. So we
design and build pickup-mounted
sand and salt spreaders that are
rugged and dependable. Depend-
able spreaders for accurate
spreading; seff-powered and
cab-controlled;

quick, easy

mounting

P e
ICE CONTROL SPREADERS FOR
DUMP TRUCKS

HENDERSON

MINI HAULERS FOR
ALL UTILITY WORK

down. If you have very light weed pressure,
then you don't really need to worry about
putting any down.”

But beware. Crabgrass seed is not an enemy
that goes away easily. Ittends to be viable for 20
to 30 years in the soil. “So once you have a site
with a history of crabgrass pressure,” Branham
said, “you’re probably going to have the prob-
lem for 10 to |5years.”

Which means you'll be using preemergent
weed control products year after year. n

The author is a contributing editor to LLM
based in Shaker Heights, Ohio.

Chief behind you
vour season.

And we stand behind’'what we
sell with dependable dealersfor
parts and service whenever
and wherever you need

them. All at a competitive

price. Whatever your lawn
maintenance hauling

and winter ice control

needs, check

first with 2 M

ICE CONTROL SPREADERS FOR
PICKUP TRUCKS

HENDERSON MANUFACTURING

Willkr

P.O. Box 40 » Manchester, IA 52057 « (319) 927-2828

Dealerships available in selected territories
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There's more to the
lawn care business
than just

lawn care...

12 Ways PLCAA
Can Help You and
Your Business Grow...

. PROSOURCE NEWSLETTER
. ANNUAL CONFERENCE AND TRADE SHOW
. SAFETY AND REGULATORY RESOURCE GUIDE

. SPECIALIZED INSURANCE PROGRAMS

and the

. LEGISLATIVE AND REGULATORY UPDATES

. APPLICATOR NEWSLETTER

Professional

Lawn Care
Association

of America

is here to help you
from the ground up.

. NATIONAL REPRESENTATION

. REGIONAL SEMINARS

. CREDIT COLLECTION SERVICE

10. PROGRESSIVE PUBLIC RELATIONS

11. MANAGEMENT MONOGRAPHS

12. MEMBERS-ONLY DISCOUNTS

Choose from seven membership
categories for lawn care professionals,
suppliers to the industry, academicians,
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FINALLY, an advanced turfgrass management book for the turfgrass professional who
has developed an expertise beyond the introductory level.

TURFGRASS ECOLOGY AND MANAGEMENT is e srst

professional turf management text devoted to advanced environmental ecology. This pioneer-
ing work addresses the wave of the future and is a must for all professionals. It's written by Dr.
T. Karl Danneberger, associate professor of turfgrass science, Department of Agronomy, The

Ohio State University and published by Lawn & Landscape Maintenance magazine.
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copy. Quantity discounts available upon request.
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amaged Turf

Once it'’s determined an area of turf is
not what it should be, options from de-
thatching to overseeding to turf variety
selection are important steps in
reclaiming an acceptable aesthetic

appearance.

By Karl Danneberger, Ph.D

RENOVATION IS commonly
defined as the establishment of turf
into existing turfgrass stands. In
most situations, renovation is gen-
erally considered a last resort at-
tempted only after other cultural
procedures have failed.

Turfgrass situations that may
require renovation are: 1) dead
turf areas resulting from biotic
factors such as diseases and in-
sects or abiotic factors such as
heat and drought; 2) turf sites
that are infested by an undesir-
able weed such as quackgrass
which cannot be controlled se-
lectively; and 3) changing the
turfgrass community from one
type to another such as a pre-
dominance of annual bluegrass
in a Kentucky bluegrass lawn.

Non-chemical and chemical
are two methods for renovating a
turf. Non-chemical renovation is
commonly used in situations
where undesirable grassy weeds
are not present. Non-chemical
renovation, or simple renovation,
is used when uniform thinning
and/or dead or dying patches in
turf exist.

Again, the one requirement for
non-chemical renovation is the
presence of a minimal number of
grassy weeds. Chemical renova-
tion is used in situations where a
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grassy weed is present, and total
vegetation control is required
before reseeding.

Chemical renovation for most
turfgrass situations consists of
using a non-selective, short re-
sidual herbicide such as gly-
phosate (Roundup). The effec-
tiveness of these types of chemi-
cals is enhanced by skipping a
mowing prior to treatment (taller
turf enhances the uptake and
movement of the product), and
applying the product to actively
growing turf (thriving turf more
readily absorbs the chemical).

It is important to note that
chemical treatment results in to-
tal kill of vegetation so the ap-
pearance of the turf is brown
(Sometimes difficult for the cus-
tomer to visualize or understand).

In general, seeding can be ini-
tiated seven days after treatment
with glyphosate. Glyphosate is
tightly absorbed by the soil re-
sulting in a short residual. In
choosing a non-selective herbi-
cide for renovation, the residual
properties are important. A her-
bicide that has a long residual
will inhibit any reseeding that
occurs after treatment.

RENOVATION METHODS. Pre-

paring a site for overseeding is

similar in both chemical and non-
chemical renovation. The major
difference in chemical renova-
tion is that a vegetative killing her-
bicide is initially applied. (After
this point, the steps for chemical
and non-chemical renovation are
the same).

The first step is to mow the turf
short and remove all debris. This
helps reduce canopy competi-
tion for the germinating seeds.
The second step deals with a
method of reseeding whether it is
coring (aerating), vertical mow-
ing, slit seeding or a combina-
tion.

The specific method chosen
depends on the amount of thatch
present. If the thatch layer is 0.5
inch or less, core cultivation or
slit seeding alone can be per-
formed. If the thatch layer is
greater than 0.5 inch, vertical
mowing to reduce the thatch layer
is required.

Vertical mowing is the pro-
cess by which rotating blades
physically extract the thatch from
the turf. In overseeding, the ver-
tical mowing can be done alone
or in conjunction with coring or
slit-seeding. The vertical mow-
ing blades should be set so that
they come into contact with the
soil (1/8 to 1/4 inch soil depth).
The renovation site should be
traversed in at least two direc-
tions or until 30 percent or more
soil has been exposed. The seed
is then broadcast or slit-seeded.

Core cultivation is the process
where tines (hollow cylinder
cones) are mechanically forced
down into the turf and soil and
the corresponding plug is re-
moved. Tines vary in their spac-
ing, depth and size depending on
the equipment. The removal of
the cores exposes the soil and
provides the means for seed to
soil contact. In some instances,
the cores can be chopped up (i.e.
using a vertical mower) and drug
back into the turf. This acts as a
topdressing to the trf and can
provide a means for seed to soil
contact.

Depending on the type of cor-
ing machine, spacing and tine
size, the number of passes across
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the turf is variable. The more
holes the better. Using this
method the seed is usually
broadcast.

Slit-seeding is the process
where a slit is made into the soil
by a disk like devise and the
seed is deposited in the slit. This
method is the most effective for
achieving good seed to soil con-
tact. In this situation, thatch
thickness must be reduced for
most effective results (true for
any method). Additionally, slit-
seeding should be done in two
directions for good coverage.
In high maintenance closely
mowed turf such as putting
greens a light rolling may have
to be done after slit-seeding.

Broadcast seeding, alone, is
not very successful. This pro-
cess is the spreading of seed on
an unrenovated turf. Little seed
to soil contact is achieved and is
basically a waste.

CHOOSING THE PROPER SEED.
Whether a chemical or non-
chemical renovation procedure
is chosen, the reseeding or
overseeding aspect of renova-
tion remains the same. The car-
dinal rule of overseeding is that
good seed to soil contact must
occur for success. Thatch often
makes this difficult. The thatch
layer must be reduced and pen-
etrated to get a successful seed-
ing.

Serious consideration should
be given to the grass species
selected for seeding, but certain
terms need to be defined before
a discussion on seed selection
begins. (The terms are defined on
the following page.)

The theory behind blending
is that if one cultivar fails for
any given reason, the remain-
ing cultivar(s) will survive and
fill in for the least adapted cul-
tivar,

When blending it is always
important to remember that a
combination is only as good as
its “weakest link”. Blending
should be done with cultivars
that respond well to the envi-
ronmental conditions present
for the region; are resistant to



diseases common to the region;
and have similar color. density
and texture. If certain conditions
are present, such as shade, use at
least one cultivar that excels un-
der the specific site condition.

It is best to blend at least two or
more (preferably three) cultivars.
A mixture is the combination of
two or more grass species. For
example the combination of pe-
rennial ryegrass and Kentucky
bluegrass is a mixture.

Picking the right turfgrass com-
position for the situation at hand is
often considered an afterthought.
Consequently, aninadequate com-
position often shows up as a failed
turfgrass stand. Following are sev-
eral scenarios and suggested mixes
and blends for cool-season
turfgrasses under various condi-
tions and diverse traffic patterns.
(Note: Depending on climatic re-
gions, species adaptability may
vary.)

UNDERSTANDING

SEED TERMS

SPECIES -- a subclassification or family used to denote a certain collec-
tion of grass plants such as Kentucky bluegrass, creeping bentgrass or

bermudagrass.

CULTIVAR - is a term used to denote an assemblage of cultivated plants
thatis clearly distinguishable by any characteristics (morphological,
physiological, cytological, chemical, etc.), and when reproduced retains
its distinguishing characteristics. Examples are “Merion” Kentucky blue-
grass, “Pennfine” perennial ryegrass or “Emerald” creeping bentgrass.
Inthe United States cultivar and variety are synonymous.

BLEND -- is the combination of two or more cultivars of the same grass
species. For example, the combination of “Adelphi”, “Baron” and
“Nug-get” Kentucky bluegrass is a blend. Blending is strongly
recommended for moderate to high-maintenance turfs especially for
grasses such as Kentucky bluegrass.
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LOW MAINTENANCE. Low main-
tenance is defined as turf raised
with no supplemental irrigation,
two or fewer fertilizations per
year and a high mowing cut
(greater than 2 inches).
SITUATION:

full sun, light traffic

* 80 to 100 percent common
Kentucky Bluegrass, 0 to 20
percent perennial ryegrass

* 100 percent tall fescue
SITUATION:
full sun, heavy traffic

* 50 to 80 percent common-
improved Kentucky bluegrass,
20 to 50 percent perennial rye-
grass

* 50 to 80 percent common
Kentucky bluegrass, 20 to 50
percent perennial ryegrass

* 100 percent tall fescue (im-
proved or K-31 cultivars)
SITUATION:

/mrll.(ll shade, /l'.L'/N II'tI]ﬁ('

* 30 to 50 percent common
Kentucky bluegrass, 50 to 70
percent fine fescue

* 50 to 80 percent common
Kentucky bluegrass, 20 to 50
percent fine fescue

* 100 percent tall fescue

MEDIUM MAINTENANCE. Me-
dium maintenance is defined as a
turfgrass site with sporadic supple-

Spot seeding or partial
renovation can often leave a lot
to be desired. In such situations
it's better to opt for total
renovation.

mental irrigation, three or less fer-
tilizations per year and mowed at
greater than 1.5 inches.
SITUATION:
full sun, light traffic

* 80 to 100 percent improved
Kentucky bluegrass, 0 to 20
percent perennial ryegrass

* 100 percent tall fescue
SITUATION:

full sun, heavy traffic

* 50 to 80 percent improved
Kentucky bluegrass. 20 to 50
percent perennial ryegrass

* 100 percent tall fescue
SITUATION:
partial shade, light traffic

* 50 to 70 percent shade toler-
ant Kentucky bluegrass, 30 to 50
percent fine fescue

* 100 percent tall fescue

HIGH MAINTENANCE. High
maintenance is defined as turf with
supplemental irrigation, greater
than three fertilizations per year
and mowed at an inch or higher.
SITUATION:

full sun, light traffic

* 80 to 100 percent improved
Kentucky bluegrass, 0 to 20
percent perennial ryegrass
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SITUATION:
full sun, heavy traffic

* 50 to 80 percent improved
Kentucky bluegrass, 20 to 50
percent perennial ryegrass
SITUATION:
partial shade, light traffic

* 70 to 100 percent shade
tolerant Kentucky bluegrass, 0
to 30 percent fine fescues

Seeding practices discussed in

the establishment section are ap-
plicable to renovation.

SPECIAL SEED TREATMENTS. Pre-
germination employs the plant-
ing of seeds that are partially
germinated prior to sowing. It’s
most significant attribute is that it
is effective in shortening the ger-
mination period. The practice is
often performed for work con-
ducted on athletic fields where a
quick turf cover is desired.

The procedure involves soak-
ing and drying the seed in water
over a given period. Research
has found that aeration (bubbling
oxygen through the water) en-
hances pregermination.

The disadvantages to pre-ger-

800 South Marion Road
Sioux Falls, SD 57106
PHONE 605-336-6032

WATS 800-843-3720
FAX 605-336-6033

One Year Warranty!
Use your VISA or
MasterCard

minated seed is the need to im-
mediately plant the seed after
treatment, and the increased dif-
ficulty in seed spreading because
of moisture.

Osmoconditioning is the pro-
cess of preconditioning seeds in
an osmoticum. The idea is to
allow the seed to take up enough
water for physiological reactions,
but not to the point of germina-
tion. The seeds are then dried
down to their original moisture
level (for turf seeds this is around
11 percent) and seeded at a later
date. The advantage is upon seed-
ing these seeds will germinate
quicker because they have previ-
ously completed initial physi-
ological steps in germination.

SODDING. In some renovation
situations, stripping the turf and
laying sod may be the best turf
establishment option. Sodding is
the process of cutting and trans-
porting already established turf
to an area devoid of turf.

The main advantage to sod-
ding is the immediate establish-
ment of the turf. The timing of

sodding is more flexible than
seeding. Sodding can be done
anytime during the growing sea-
son. During excessively hot peri-
ods over the summer, however,
soil temperatures may be extreme
enough to prevent rooting of the
sod into the soil.

Site preparations before sod-
ding are the same as for establish-
ing new turf. The sod should be
placed in a staggered pattern. This
will allow for better stability and
netting characteristics. Once sod
is in place, irrigation must be
provided to promote growth. A
frequent problem with sodded
turfs is that inadequate water is
provided and the sod dies.

To get started, sodded turfs
need to be fertilized more often
then established turfs. Sod will
often go light yellow (nitrogen
deficient) sooner and more fre-
quently than established turfs,
especially in new areas such as
subdivisions and commercial

property.
POST SEEDING PRACTICES. The

major components of post seed-

SPRING
CHIPPER and LOADER

SPECIAL
Contact KWIK-WAY

for Specials on

Chippers & Loaders

1-800-843-3720

T

=

Portable Chipper

ing practices include the follow-
ing:

* After seeding, if the site is an
athletic field or golf course, drag-
ging the field with a drag mat will
enhance seed to soil contact, espe-
cially if seeding is done in con-
junction with vertical mowing or
coring.

* Remove excessive debris to
cut down on any shading effect
that may occur.

* Apply a starter fertilizer to
enhance establishment.

* If summer annual weeds are
aconcern apply the preemergence
herbicide siduron (Tupersan) for
weed control.

« [rrigation is required, follow-
ing the same practice described
under estabishment.

* If possible, in most situations
excluding putting greens, con-
tinue to mow short for several
weeks to reduce the competition
of the existing ‘turf. »

The authoris an associate profes-
sorinthe Departmentof Agronomy
at The Ohio State University,
Columbus.

ROTARY

BOOM MOWER

. FORK LIFT
E . Tortl
sy MAST

LOADER FORKS

©;
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UTILITY FORKS
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Compan
eamwor

Building

IT'S AMAZING
how much better the
work load can be
handled when all
members of the com-
pany function to-
gether as a team. Just
as the most expen-
sive piece of equip-
ment operates inef-
ficiently when a belt
slips or a bolt works
loose, friction and
lack of communica-
tion within the man-
agement/employee
chain hampers re-
sults.

Companies often

A

volleyball or softball
leagues to bring
people together.
Working as a group
to help coordinate a
charity event is an-
other alternative.
Some crews flip pan-
cakes for a school
district’s fundraiser.
Some companies lead
the clean-up efforts
at neighborhood
parks or sportsfields.
Other companies
help the extension
service give commu-
nity lawn care or plant
care sessions.

concentrate time and
effortin selecting top
applicants to fill openings. Once
hired, problems can occur in find-
ing ways to make best use of the
assets each employee brings to the
team.

No two people process infor-
mation exactly the same, function
at exactly the same level of exper-
tise on every task or work at ex-
actly the same speed. A company’s
work force is like a network of
computers operating on slightly
different programs. Building com-
pany teamwork, fashioning a
smoothly running operation from
a group of individuals, is the most
challenging task owners and man-
agers face.

How well do you know your
employees or fellow crew mem-
bers? Observing on the job ac-
tivities is a method of gathering
information on employee per-
formance, and one that is essen-
tial to proper management. But
continuous scrutiny and overly
close supervision can make em-
ployees nervous and apprehen-
sive, and may even lower some

employees' achieve-
ment levels.

Bringing groups of
company personnel
togetherin less stress-
ful situations can pro-
vide even more input
on how each indi-
vidual processes in-
formation, reacts and
performs. Pulling to-
gether people from
different parts of the
company, withdiffer-
ent areas of expertise
canbeespecially ben-
eficial.

TEAM ACTIVITIES.
There are many op-
portunities for lawn
and landscape com-
panies to make ar-
rangements for com-
pany personnel to interact with
other company members from dif-
ferent divisions or job categories.
Landscape designers, installation
foremen and members of the land-
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Enhancing your
employees’
interaction with
co-workers and
peers through
group events not
only boosts
confidence, but
may heighten job
performance.

By Steve and Suz
Trusty

scape crew can jointly
attend state and re-
gional nursery and
landscape association
meetings.

Lawn care opera-
tors can send groups
of managers, crew
foremen and crew
staff members to
turfgrass confer-
ences or turfgrass
field days. Sports
turf managers and
crew members can
attend regional or
national sports turf
managers associa-
tion meetings. These
events often com-
bine on-site facility
tours or presenta-
tions by facility
managers with other
educational sessions and trade
shows.

If industry related meetings are
not on your schedule, use other
events such as local basketball,

For golf enthusi-
asts, events such as
the annual John Deere team cham-
pionship golf tournament can open
the door to better work relation-
ships. About 937 four-person teams
recently competed at sectional tour-
naments all across the United States
and Canada. Those 33 teams quali-
fying for the finals joined forces
with a representative of their John
Deere golf and turf distributor to
compete at two premier courses in
the Palm Springs area.

With practices, the sectional and
final tournaments, the teams had
the opportunity to play several
rounds of golf together. For many
of the teams, this was the first time
these individuals had all been to-
gether at one time for a complete
walk-through of any golf course,
including their own.

Though that sounds surprising,
think about your company’s major
accounts. Have all members of your
company involved with a
customer’s landscaping or mainte-
nance walked around that property
together to pinpoint problems and
clarify details, or have you relied on
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drawings, notes and inter-office conversations
to relay the information?

For that matter, has your company’s team
made any joint on-site visits to compare
observations and reactions to specific fea-
tures? With everyone so wrapped up in the
daily routine and concentrating on their own
jobs, such lack of interaction is not uncom-
mon. Yet, each employee looks at a site from
their own individual perspective and sharing
those views can make everyone’s job much
easier.

In industry related meetings, the comments
and ideas exchanged with those from other
companies add to the learning experience. The
Iowa Nursery and Landscape Association sum-
mer tour of residential landscapes around Lake
Okoboji was a prime example.

Attendees included company owners and
managers, landscape designers, landscape con-
tractors, retail store staff members, planting and
maintenance personnel, plant salespeople and
arboretum staff members. Most companies were
represented by two or more employees.

IDEAS WERE FLYING. One company’s de-
signer made this comment to their landscape

]

Joint participation in meetings
may help discern an individual's
best method for receiving
information.
g

foreman. “This drainage problem is exactly
what we’re encountering at the XYZ estate.
Our geotextile diversion system is reacting
just like this one.”

That was followed by a solution from an-
other firm’s landscape foreman: “We had that
same problem and used an underground tile
bypass in conjunction with the fabric to divert
the excess moisture. We started about here, and
ran it to there, about this deep.”

A maintenance crew member called his
foreman’s attention to the ground cover on a
steep, shady bank. “This is the plant that I've
been trying to describe that we could use at the
ABC home, but I still don’t know what it is.”

Immediate help was at hand from the plant
salesperson who even knew it was in stock and
in what sizes. This is a great planting combina-
tion to screen the back entrance of the property
from the road and still allow air movement.

What grass varieties did you plant here to get
such good cover in this dense shade? What
watering and fertilization program do you use
to maintain it? Did the builders take special
precautions to avoid equipment compaction of
the soil around these existing trees?

I see the windburn on the new plantings at
the adjacent property. Which antidessicant
did you use to avoid damage here? How often
did you treat, and at what rate? Do you think
this shade of impatiens would work for the front

(continued on page 54)
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’ Tree roots break through sidewalks. They can
break through into greens and sand traps. They
can even break through into hazardous waste sites
and contaminate everything around them. In fact,
wherever you need to maintain the integrity
around an area with trees, you need a root control

system that works.

And that's why there’s Biobarrier®, a break-

polypropylene fabric that allows air and water to
flow through while holding the nodules in place.
And you don't have to worry about replacing it
anytime soon. Biobarrier is guaranteed to prevent
root encroachment for over 15 years when used in

vertical applications, and can remain effective for

up to 100 years in certain applications. Plus, its

Breakthroug
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| flexibility allows it to be cut, shaped, or formed to

through in the prevention
of root encroachment. It’s
the root control system that

stops roots and controls

their route. Biobarrier is a

virtually any configuration your site requires.
Biobarrier. It's a root control breakthrough

that we guarantee will keep your roots from

breaking through. For more information, call

1-800-25-ROOTS.

geotextile that features controlled-release nodules
containing trifluralin, a non-systemic active
ingredient with a successful track record of
redirecting root growth spanning over 30 years.

Plus, Biobarrier is made with Typar®, a rugged

Bio?barrief

The Roots Stop Here.

1992 Reemay, Inc.
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NAME THAT WEED

Social activities such as these can provide
co-workers with an opportunity to interact
outside the work environment.

maintenance crew supervisor and spend a few
minutes each morning laying out the day’s plan
with another. What matters is that each supervi-
sor has the information needed to achieve the
desired results.

This process works both ways. If you re-
ally need to have everything written down to

Crabgrass is just one of many weeds that Pennant® prevents. perform effectively, and one of those em-
So now you can choke °“'| lt’mm’:‘d’ ":ﬂm beating up on ployees who reports 1o you is best with verbal
messages, you are the one who needs to take

PENNANT notes. 3 .
©1993 CBA GEIGY Corporation, Always read and follow label diections. Remember, with methods of communica-

tion and other individual traits you may ob-
serve, there is no right way or wrong way,
only different ways.

Team

(continued from page 52)

flower beds with the new color the CDE family NAME THAT WEED
painted their house? ‘

I'd like to try this technique for the terracing
at the FGH place. What would that do to your
maintenance load there?

It was quick and easy to point out problems,
to see solutions in one site that could be
adapted to another and to identify elusive
plants and their sources.

Any one of the ideas picked up during the
tour could have paid for the trip. And, for ob-
servant managers, the advantages of employee
interaction don’t stop there.

REVELATIONS. Joint participation in such
meelings may be the key to discovering an
individual’s most effective method of receiv-
ing information, an excellent tool to help cut
communication problems. For some people.
the on-site tour, a combination of hands-on
observation coupled with verbal reinforce-
ment may be highly effective. Others may

seem better able to connect with the more Yellow nutgrass is just one of many weeds that Pennant® prevents.
detailed verbal messages of seminar speak- So now you can choke out your worst weeds without beating up on
ers. Still others may react better to written CERIERtI Wt AT SRaatn Nert,

material. PENNANT

Use this knowledge to convey informa-
tion to employees and fellow staff members
in the form they process best. It doesn’t really
matter that you leave detailed notes for one

©1993 CIBA GEIGY Corporation. Aways read and lollow babel directons.
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NAME THAT WEED

Yellow foxtail is just one of many weeds that Pennant® prevents.
So now you can choke out your worst weeds without beating up on
ornamentals and warm-season turf.

PENNANT

©1993 CHAGEIGY Corporation. Aways read and foflow label directions

Observe how quickly company employees
pick up on new ideas. Some people will follow
an explanation and immediately want to know

more about the new concept. Others will under- NAME THAT WEED

stand what is being presented, but be content

before acting. Some people quickly seek help:
others make sure assistance is definitely re-
quired before asking for it.

Certain employees will complete their as-
signed task and pitch in to help another person
complete their assignment. Other employees
will complete the job assigned to them and
make no effort to assist others unless specifi-
cally asked to do so.

Other individual traits are good to know.
Who can take a joke well? Who is quick to
laugh at himself? Who steps in to save
someone else in an embarrassing situation?
Who naturally serves as a mentor 1o new
employees? Who acts as a sparkplug, quick to
motivate herselfand bring the group along with
her? Who can maintain a calm outward de-
meanor, even when upset, angry, frustrated or
nervous?’

Perhaps the most beneficial information
such interaction will provide is the wide
range of assets your company’s team pos-
sesses and the power you can have when all
those assets are set to work on the same goal.
Your company employees can gain a new
respect for each other, a greater spirit of
cooperation and increased understanding of
the important contribution they make. Build-
ing company teamwork has a positive out-
come for all those involved. a

The authors are partners in Trusty & Associ-
ates, Council Bluffs, lowa.

with the level of information offered. Some will
have problems assimilating new ideas and need
to have basic issues repeated, or expressed in a
different manner. or with different examples.
Still others will seem reluctant to embrace a
new concept right away.

Watch the ease with which employees
adapt to new situations. Some people seem to
fit in immediately under any circumstances.
Others are uncomfortable with the unknown,
preferring to stay close to others they know
and to situations in which they understand
what is expected of them. Most people fall
somewhere in between, a bit ill-at-ease when
faced with the unknown, but able to adapt
reasonably well.

Keep these traits in mind when assigning
new tasks or making adjustments in long-
term practices. You may need to supply
detailed, step-by-step instructions to one crew
member; simply tell another what you want Black nightshade is just one of many

out of the way.

), > 1 ™ 1 » av ¢ >
Problem solving techniques may also be PENNAN

exposed during joint activities. Some people
quickly apply the first solution that enters
their minds. Others prefer to consider all
possible alternatives and the end results of each = — =

LAWN & LANDSCAPE MAINTENANCE

©1993 CIBA GEIGY Corporation. Always 1esd

weeds that Pennant® prevents.
accomplished, hand out the tools, and stay So now you can choke out your worst weeds without beating up on
: ornamentals and warm-season turf.
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Ed. Note: The following text is a
short excerpt fromthe soon-to-be
published book: TURFGRASS
ECOLOGY AND MANAGE-
MENT. In this installment, such
things as logistic equations and
understanding pathogens canaid
significantly in the management

of disease
and insect
populations.
Look for
more excerptsfromthe
book and ordering in-

formation in future is-

sues of Lawn & Land-
scape Maintenance magazine.

THE MOST COMMON equa-
tion used in ecology to describe
population growth is the logistic
equation developed by Lotka
early in the 20th century. The
logisticequation is expressed as:
dN=rN(K-N)
dt K

where dN/dtis the growth rate of
the population, r is the rate of
population increase, N is the
population size and K is the car-
rying capacity of the system.

The equation is built from two
concepts. Firstthe increase of the

A NEW “MACHINE”...

. )

Model CW162

population dN/dt (change in N
over time) depends on how big the
population (N) is, plus how fast
the individual can reproduce (r).
The second concept is that the
growth rate must decrease as the
population approaches the maxi-
mum the system can support.

Carrying capacity (K) is the
term used to describe the maxi-
mum number of individuals or
plants a given habitat can sup-
port. Inthe logistic equation, (K-
N)/K goes to zero as the popula-
tion (N) approaches the carrying
capacity.

Graphically, the logistic equa-
tion appears as a S-shaped or
sigmoid curve. It is character-
ized by an initial slow increase,
thenarapid escalation (similarto
anexponential growth) followed
by a slowing down at the half-
way mark. Finally, a flattening
of the curve occurs once the

HOSE REELS

MOTORIZED

- BOOK EXCERPT

growth limits are reached. Ap-
plications of the logistic equa-
tion to the management of dis-
ease and insect populations are
very instructive.

N: EFFECT ON PESTS. The ini-
tial population size (N) affects
how quickly a population can
reach its carrying capacity (K).
The larger the initial popula-
tion, the sooner the population
reaches the carrying capacity.
In regard to pest management,
attempts at reducing the initial
population level of pathogens
and destructive insects is an ef-
forttodelay the buildup of these
pests to plant damaging levels.

In some cases, reducing ini-
tial N is an economic or envi-

ronmentally sound approach.
Reduction in disease inocu-
lum and insect populations is

(continued on page 78)

... JUST FOR LAWN &
LANDSCAPE MACHINES

Transport and store all your equipment
with complete security. Protected from the
weather. Great Options like: FLOW-
THRU VENTILATION eliminates fuel
fumes. WOLMANIZED 1 1/2" floors and
3/4" interior side walls for “guts.” WIDE
BODY, too. Hundreds of Models, Sizes
and other Customizing Options. All backed
by an EXCLUSIVE 3 YR. WARRANTY
PROGRAM! Give us a call, today.
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* Shipped within 7 to 14 days

* Applications include: hydro seeding,
heavy construction, fire equipment, fuel &
chemical transfer, water, agricultural and industrial
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LAWN AND LANDSCAPE WATTS: 800-444-31
MAINTENANCE mngtln-mnu FAX: mtza:-au
1-800-348-7553 for Catalogs—Prices ®

Factory Service points: GA, IN, TX, UT.
Nationwide Dealer Network.
PO Box 728-1141, Elkhart, IN 46515-0728

“With a Wells Cargo Behind...You Never Look Back.”

REELCRAFT

Reelcraft Industries, Inc.
P.O. Box 248, Columbia City, IN 46725-9987
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IRRIGATION'S
LIFELINE:
ZONING AND
ROUTING

An imgamon system
will fall uniess surable zones
and pjpe roufing are
aesgned and instalied

By Larry Keesen

AFTER COMPLETING sprinkler head layout, the
next steps in the design process are to determine
the size and area to be served by each zone in the
system, the location of the control valve and proper
pipe routing. These steps are vital for controlling
costs and improving system efficiency.

When developing zones, divide each site into
areas of differing water requirements such as turf,
planting beds, ground covers and so on. Cultivated
planting beds require more water than areas mulch-
ed with humus or rock. Additionally, the height and
density of the plant materials will provide shade for
the soil surface, reducing the evaporation rate from
the soil.

Many different watering requirements exist for
every site. It's the job of the professional, however,
to identify relevant terms to save water and improve
the health of the landscape as well as to maintain
its aesthetic value.

Photo: Matt Shooner,
Focal Point Communications, Cincinnati, Ohio




IRRIGATION TRAINING SERIES

WATCH OUT FOR slopes or berms in
which the slopes are greater than 4:1.
When berms or mounds are present the
top should be watered with a separate
zone even if it consists of only one head.
The peak of the berm will dry out much
faster than the slopes, and will require
additional water.

ZONING FOR CONTROL. Heads on the
slope must be zoned separately from
those at the peak or base of the slope.
The heads at the base are zoned sepa-
rately because of runoff and soil satura-
tion from above. To meet industry stan-
dards, proper irrigation design requires
that the operating pressure within a
zone never vary more than 15 percent.

Site elevation changes will increase
the pressure in the lateral by 0.433 PSI
for every foot of elevation drop between
the highest and lowest head. This may
mean additional zones for the system
unless pressure reducing devices (not
flow controls) are installed at or inside
the heads.

Why worry? If the elevation difference
in a zone is 5 feet, the pressure at the
lowest head is 2.17 PSI higher than the
highest head. An 11 foot elevation
change means an additional pressure
of 4.76 PSI at the low head. If the heads
are pop-up sprays operating at 30 PSI
and flowing at 4.0 GPM, then some
heads 11 feet below will be operating at
a higher flow rate of 4.5 GPM.

This results in an increased flow of ap-
proximately 12 percent and a precipita-
tion rate increase from 1.97 inches per
hour to 2.17 inches, or 2/10 of an inch
per hour of moisture. When coupled
with pressure losses in the lateral lines,

this requires a different zone when el-
evation changes exceed 5 or 6 feet in or-
der to keep the lateral pressure varia-
tion within the required 15 percent.

We recently designed a multi-family
residential complex with 1:1 and 2:1
turf slopes. In some areas, the elevation
difference from the toe of slope to the
top was more than 15 feet, and the hori-
zontal distance was 15 to 30 feet. Every
40 or 50 feet, a six-foot-wide stairway
intersected the area for access to the
street.

Walking, or I should say “climbing,”
up the slope was almost impossible yet
they managed to mow them somehow. It
is of primary importance that slope irri-
gation is designed to control the water
application on the slope using separate
zones when necessary. Instead of a de-

sign that is driven by costs, the physical
limits of the zone (access stairs and
walks) and ease of installation must be
considered. This will also help turf
maintenance crews by eliminating wet
spots on the lower half and bottom of
the slope.

Identify areas with varying exposures
to sunlight. Areas on the north or east
sides of a building or steep slope will
require less water than the south and
west side exposures as well as any
other areas of shade or sun. Also iden-
tify low places, drainage ways and
storm water detention ponds and zone
these bottom areas separately from the
adjacent areas.

Heads and valves should be installed
adjacent to and outside of these low ar-
eas, not in the bottom where mud and

FEBRUARY 1993 * LAWN & LANDSCAPE MAINTENANCE
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15 percent.

water can affect
equipment and ease
of maintenance.
Parking lot medi-
ans and islands,
due to the sur-
rounding asphalt
and heat, will re-
quire more water
and a separate
zone.

Calculate all the
head flows (GPM)
for each of the ar-
eas you have identi-
fied. Remember, all
heads within the
zone must have
matched precipita-
tion rates, i.e., bub-
blers, rotors, spray
heads and so on
must be zoned separately. In addition,
the nozzles within the zone should be
matched.

Next determine the required system
capacity in water flow (GPM) and pres-
sure. (See the November 1992 Irriga-
tion Training article on filtration and
system capacity for information on how
to do these calculations using the
“Keesen” method.) Once the maximum
safe flow in GPM is determined, com-
plete system zoning. If 30 GPM is the
maximum allowable flow, then an area
with a total flow of 101.5 GPM requires
four zones at 25.38 GPM. Three zones
would be 33.83 GPM which exceeds our
maximum flow.

Cheat on the maximum safe flow and
it may come back to haunt you. When in
doubt add another zone.

The most efficient location for the
electric control valve is in the zone's
middle, but elevation shifts and other
factors make this less cost effective.

To meet industry standards, proper irrigation design requires
that the operating pressure within a zone never vary more than

ZONE VALVE LOCATION. The most effi-
cient location for the electric control
valve (ECV) is in the middle of the
zone, but because of elevation shifts,
pressure controls and wire, pipe and
trenching costs, this is not always cost
effective for the entire system.

Cost effective control valve placement
allows the valve to be on one side of the
zone it serves. If an area is two zones in
width, then it would be appropriate to
route the main between the two zones.
This will save on the cost of pipe and
installation, as well as maintain a good
balance of pressure throughout the
zone.

The same is true at the end of the
mainline where it is usually cost effec-

PLACING

CONTROL VALVES

—O——0
oO—Oo—1+—0—>0

tive to stop the mainline prior to enter-
ing the last zone or two, depending on
the distance and elevation change from
the control valve and the closest bound-
ary of the zone.

The mainline route, where the area
widens and is more than two zones wide
on any side, should have the mainline
extended toward that area in order to
better control the lateral pressure
variation and lateral line surge. (Long
straight lines have a much greater po-
tential for surge then do shorter ones,
and empty lines from low head drain-
age will increase the surge damage po-
tential.)

End feeding long, single row zones
with 30 to 40 pop-up spray heads can
take minutes be-
tween the time it
takes for the first
and last head on
the line to pop-up.
This can affect the
water distribution
by placing more
water closer to the
zone. Center feed-

ing the line will re-
duce surge poten-

tial and reduce the
time between the

first head and the
last head.
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Five years ago, |
evaluated a park-

Q
O

way irrigation
project in which
most of the zones
were composed as
a long single row,
several hundred
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IRRIGATION TRAINING SERIES

feet long, with 20 feet of elevation
change and the control valve at one
end. The maintenance personnel com-
plained of wet and dry spots in the
turf area,

The high pressure variation plus the
elevation increase, caused the wet and

dry areas and poor uniformity of cover-

age. This was the first time [ was able
to see this theory in vivid reality.

If there are two or more rows of
heads and little slope, shorten the
rows and place several rows on the
same zone. (If all heads have matched
precipitation rates.) Remember, heads
that are grouped together will cool the
air more resulting in less evaporation

and better compensation for wind direc-

tion changes during the watering cycle.
Valves and valve boxes should be kept

away from walks, streets and driveways

Theirrigation
system should be
nearly invisible to
avoid detracting
from the landscape.

to avoid damage
from vehicles and
snow plows, lessen
pedestrian liability,
reduce visibility and
prevent vandalism.
The 1irrigation sys-
tem should be as in-
visible as possible
s0 as not to detract
from the landscape's
design.

MAINLINE & LATERAL PIPE ROUTING. Deter-
mining zones and approximate control
valve locations helps route the mainline
from the point of connection through the

The World’s Best-Selling
Gear-Driven Sprinkler

G-Type sprinklers are ideal for use in most turf
and landscape applications. They feature 12
interchangeable nozzles to vary the discharge
rate from .5 to 144 GPM, and radius from 22’ to 52'.

» PGP - 4" Pop-up Rotor
P PGS - Riser-mounted shrub head

P Two-year,over-the-counter exchange warranty

®
“"lm!l. The Irrigation Innovators

THE POPULAR G-TYPE

The PGP 4" Pop-Up

1940 Diamond St. 00 San Marcos, CA 92069 [J 619 / 744-5240 [ FAX: 619 / 744-7461

Gear driven for
quiet operation.
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backflow preventer (if required) to the
zone control valves, and then the lat-
eral piping to the heads.

The lateral piping is generally laid
out in parallel rows, with up to six rows
which are connected at the approximate
center of the row with a header and
then routed to the ECV. The pipe
should always be routed away from the
control valve unless obstructed.

Why waste pipe and pressure by di-
recting the pipe back toward the valve?
If you know that the pipe will be pulled
into the ground then the route can be
curved to the extent that the pipe and
puller will allow. Routing will also be
determined by the ease of construction

and how the pipe and fittings are made.

I have seen designs where a wye was
used instead of a tee, and most of us
know that wyes are used in sewer and
drain lines, not irrigation. Some design-
ers try to place as much pipe as possible
in the same trench and then branch off to
the head locations. Most often, the differ-
ence between the distance and the rows
of heads and the distance within the
heads in the row is insignificant.

Any way its done, the amount of
trenching is about the same, but single
head branching will always increase the
costs because of the additional fittings
and repositioning of the trencher.

In cases where trenchers can't get close

enough to a building, branching is the
only choice unless you want to dig it by
hand. Trenching or pulling the pipe re-
quires equipment that is several feet
wide. Space must be allowed for this
when routing the main and laterals.

Often, the easiest way to route the
pipe is also an effective way to control
pressure loss. The type of soil or rock
will also have an effect on how the pipe
may be routed. Minimize pipe routing
through gardens and cultivated planting
beds to avoid damage to lines. When
routing the pipe, avoid obstructions and
stay away from trees and their root sys-
tems.

Roots can cause polyethylene pipe to

Progressive Electronics
Model 521

save 10%

*Find Lost Solenoid Valves
o ocate Wire Pathand Depth

$585.%

(REG. PR. $650.00)

OLDHAM CHEMICALS
COMPANY, INC.

A. 200 gal. poly tank in a metal frame with dual

$14.95 EA.
CASE QUANTITIES
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mini- Gk reees _Mini-ClIKT
———
¢ IRRIGATION DALLAS
* LANDSCAPE 214-406-0222
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1-800-284-0205
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port agitation.
B. 5.5 HP Honda engine coupled
C. Electric hose reel with 300 ft. of 1/2"
curb side or to back of truck.
D Unit is pre-tested & ready to use.
E. Custom built units available.

Call for details

WT&” 1-800-888-5502
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oupled to a H D-30 Pump.
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From Lawn-Wright, Inc., makers of the Grass Gobbler.

LESSON EIGHT

be squeezed shut, restricting flows and
causing leaks. PVC pipe has greater rigid-
ity and can better withstand damage from
roots.

Next month's training article will dis-
cuss pipe sizing, cost effectiveness, valve
sizing, surge damage and other tidbits
that make life interesting.

Please write a note to Cindy Code or
myself and let us know if these articles
have been helpful. Indicate what other ir-
rigation subjects may be of interest.
Thanks in advance for taking the time to ‘
let us know. .|
The author is vice
president of Keesen
Water Manage-
ment, 10700 E.
Bethany Drive,

Suite 103, Aurora,
CO 80014.

IRRIGATION QUESTIONS

1. At what slope ratio should the irriga-

tion designer be concerned about con-
trol?

2. What is the allowable pressure varia-
tion within a lateral zone?

3. One foot of elevation change equals
how much PSI?

4. If the pressure within a zone is in-
creased, will the precipitation rate in-
crease too?

5. What is the best location for a zone
control valve?

6. Is it a good practice to route the lateral
line pipe through cultivated planting
beds?

Answers appear on page 81 of February LLM
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Callbacks?

Cancellations?

Stop Callbacks and Cancellations. Use
RegalKade™. . .the newest and best pre-
emergence herbicide for lawn care profes-
sionals. RegalKade™ is Prodiamine
(Barricade® ) impregnated on Regal premium
fertilizers. It controls crabgrass, annual
bluegrass, crowfoot, chickweed and many
other annual grass and broadleaf weeds in
established turf and landscape ornamentals.
You can use one application for summer-long

REGAL
CHEMICAL
COMPANY

EGAL

CHEMICAL COMPANY

Regalnil

control. RegalKade™ herbicide is so insolu-
ble, it stays where it’s put—the top 4 inch
of soil where it doesn’t damage roots. It does
not vaporize into the environment. And it
does not stain or discolor clothing, sidewalks
or equipment as do other DNA chemical dyes.

RegalKade™ is only available from
Regal Chemical Company and its
distributors. Call for early order discounts.

Barricade

HERBICIDE
Barricade® herbicide is a registered
trademark of Sandoz Lid.

P.O. Box 900 * Alpharetta, Georgia 30239 * 404-475-4838 * 1-800-621-5208
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Hands On

Editor’s Note: Hands On is a department in
Lawn & Landscape Maintenance magazine
designed to provide our readers with ideas
and resources for running their businesses.
We need you to share ideas and the lessons

you've learned with your peers. Submit your

stories to: Hands On, LM, 4012 Bridge
Ave., Cleveland, OH 44113. Or call us with
vour tips at 800/456-0707.

Tackling Trainin

g Training

EVERY COMPANY struggles with train-
ing. When to train, who to train, where
training should be held and so on.

Joe Bilskemper, president of Lawn Care
Specialties of LaCrosse, Wis., annually
takes his pesticide crews to an area hotel for
a five-day training session. (Those on mow-
ing and aerating crews are not involved in
this particular training course.)

Senior employees are called upon to be-
come “resident experts” on such topics as
white grubs. chinch bugs and so on, and to
present their scope of information to both
new and returning employees attending the
spring meeting. Additionally, county ex-
tension reps, golf course superintendents,

WHAT GREATLY IMPROVES SALES?

T . iliment bl PERCENT WHO
| CUSTOMER SERVICE: order fulfiliment, billing and refaled tasks EXPECT A GREAT

INCREASE IN SALES
Sales
managers

Salespeople

DIRECT SUPPORT: sales coaching, recognition, lechnical assistance and carees development

BASIC SKILLS: probing, overcoming objections and closing.

beyond their expectations!

ITTOOK US ONLY 30 YEARS
TO CREATE AN AERATOR
GOOD ENOUGH TO BE
A BLUEBIRD.

After all, our Lawn Aerator had to be as rugged and
reliable as our world-renowned Lawn Combers. It had
to be easy to transport, easy to operate and easy to
maintain. Our customers say we've succeeded even

You owe it to yourself to look at BlueBird—the
Aerator that works is priced to make you money. /

Fax us at (303) 781-1873 or call our Action ‘
Center* today for information and the name of your
distributor: (303) 781-4458.

INTERNAT/IONAL

USAmade by BlueBird International, 2778 S. Tejon, Englewood, Colorado 80110
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local distributors
and others are called
in to assist with the
training program.
“We get away
from the distractions
and get a lot out of
it. Our guys really
take it seriously,”
said Bilskemper
whose firm
maintains 2,000 residential and commer-
cial accounts. “It really makes more sense the
second year, The first year they're get-
ting bombarded with so much new informa-
tion.”

In addition to technical information, Bil-
skemper makes sure his crew is trained in
the basics of first aid and certified in CPR.
The training program, including daily
lunches, represents about a $2,000 invest-
ment for about eight employees. — Lawn
Care Specialties

.
Seeing Eye fo Eye
SALES MANAGERS and sales people
disagree on what it takes to increase sales —
a potential barrier to sales gains. While sur-
veyed sales managers say a salesperson’s
selling skills are most important, sales-

TRAINING
SEMINAR
1993

people think market strategies and sales
support systems are most critical.

The study by Learning International
Inc., a Stamford, Conn.-based sales
training firm, asked sales managers and

greatly improve sales. (See chart on page
64.)

It’s interesting to note that sales managers
had higher expectations than salespeople for
each of the factors studied. — Business Mar-

salespeople which of five factors would keting ]
.
Basic Tips for Back Health
LOWER BACK pain has plagued humans since the ('"-,u;f'* b : ovq v
beginning of modern time; probably even before. While not [ 7 = o
as ordinary as the common cold, 80 percent of all Ameri- ;(’, ) .
cans may have experienced some form of lower back pain Lo

in their lifetime.

aches, pain and injury.
Tips to remember when lifting:

strong muscles in your legs.

« Never hurry when carrying a load.

Good posture is one of the simplest things everyone can
do to help backs stay healthy and pain-free. Good posture, particularly when lifting and
carrying heavy loads, can prevent muscle pain, stiffness and tension as well as back

* Always wear shoes or boots with firm, slip-resistant soles.
* Bend at your knees, hug the load close to your body and lift yourself up with the

» Make sure your path is clear and well-lighted before lifting or moving the load.
* Know where to put the load down before you lift it.

* Organize your work area to reduce unnecessary lifting or moving.
* Check the condition of mechanical aids before loading, i.e., are nuts, bolts or moving
parts properly adjusted? Are wheels stable and in good condition? -- Valeo Inc.

(4
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Quick Professional Invoicing

Much More for only $695.00

MOW down
the competition!
Let them
WEED
through the paperwork!

Invest in your company's
future with

BILLMASTER.

Track multiple businesses & thousands of accounts
Easy and Reliable / General Ledger / Check writing
Chemical Tracking for D.E.C. requirements

Tax and Financial Reports. Contracts & Proposals
Scheduling, Routing, and Mailing Lists

Unlimited TOLL FREE Training and Support

CALL for FREE DEMO DISK
1-800-572-8713

Pennies saved
usinganAmine
formulation in
low tempera-

tures could cost
dollars in call
backs. During
cool Spring
and Fall condi-
tions, Esterfor-
mulations are
recommended.

COOL WEATHER
WEED CONTROL

University Testing Proves Esters
Outperform Amine Formulations
In Cool Temperatures.

Trust your
cool weather
weed control
to Riverdale.

Tri-Ester™
or
2,4-D Free
Tri-Ester 11"

Tri-Ester" Tri-EsterII"
Call us at 1-800-345-3330

VISA LL\"-!'-}« T

Please specify disk size 3%z 0r 5% | e——
Customized Business Software * Glen Rock, New Jersey
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Client Relations

REAPING INCREASED PROFITS THROUGH CUSTOMER SATISFACTION

“THE CUSTOMER NEEDS to feel impor-
tant.” “The customer is king.” “The cus-
tomer is always right.” Wish you had a dol-
lar for each time you’ve heard one of these
old saws?

Maybe this advice is heard so often because
it works. The customer really is always right
— even if he is wrong — because only he
decides whether or not to do business with
you again.

In a business dealing with so many custom-
ers in a week’s time it’s easy to forget that
we aren’t just in the outdoors business, but
we're in the selling business.

Your company’s success depends on your
customers’ perception of you and your em-
ployees. Even if you have good judgment
and complete knowledge of lawn care, if an
employee is abrupt with a customer or if a
customer with a complaint isn’t taken ser-
iously, you may lose a client and his referrals
as well.

SATISFYING CUSTOMERS. [s there a magical

formula to ensure that your employees treat

CUSTOMER S\

RVEY

At Quality Lawn Care, your satisfaction is our top priority. You can help us continue to
improve our service by completing this survey. While the results will be used by our staff,

your response will be kept confidential.

1. Quality’s response to service calls is:

2. Rate our technician’s knowledge and manner:

3. Our staff's instructions for watering were:

4. Our explanation of fees is:

VERY
GOOD GOOD FAIR POOR
V.
7 |
&’V/
1'V/

customers so that they will keep coming
back? First you have to attract the best em-
ployees. Then you have to work with them
to create an atmosphere of customer
satisfaction. Begin with your own attitude.

Sample customer survey.

Always act as if you believe each customer
should be treated like royalty and treat them
that way.

Training your people in customer relations
takes many forms. You might start a company

% HANDY RAMP ENDGATE

Slips on and off like a regular endgate, no drilling required! Takes less than 30 seconds
to install! Weighs less than 110 Ibs. yet loads any object up to 2,000 Ibs. without needing
extra personnel. It mounts on the same latching system currently used on all full size
12— 1 ton pickup trucks and folds out into a ramp that allows any item to be loaded
without backing into a ditch or using planks that can slip. Easily load: Riding lawn
mowers, snowmobiles, ATV’s, motorcycles, core aerators, efc...

100% all steel construction. \
100% USA materials N’
and labor. -

Creative
Automotive
Products Inc.
435 Wilson St. N.E.,
Minneapolis,

MN 55413

(612) 331-8600
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STILL CREATING
LANDSCAPING
PLANS THE OLD-

FASHIONED WAY?

I.mdl)esmer?ro is a powerful CAD software
package that automates the

fime-consuming tasks of
designing drawing, and
moifying high-quality
landscaping plans. Created
specifically for the land-
scaping industry professional,
the Pro’s built-in flexibility
and extended features help
1 you design beautiful
A landscapes complete with
comprehensive cost and
materials estimates and
When you're ready fo spend
less time at the drawing board and more time
winning new business, call:
800-336-3127

Designed for IBM Personal Computers |
and compatibles
Green Thumb Software, Inc. 2345 Kohler Drive ¢
Send ingiresf: P.0. Box 18442, Boukder, (0 80308 | TH_MB>
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library covering topics from turfgrass man-
agement to selling and marketing. Or buy your
employees subscriptions to trade magazines so
they'll understand you expect them to be up to
the minute on techniques and products.

In employee meetings, or in individual con-
versations, explain to employees the concept
of the customer’s buying cycle. The cycle
states that as soon as you have done business
with a customer, the customer begins
evaluating you and your services right away.
If the work was not satisfactory, the customer
returns to the beginning of the cycle and
starts over:

Two important factors to remember about
the customer’s buying cycle are: First you
must observe it entirely from the customer’s
viewpoint since that’s the only way he can
view it. Secondly, every time you contact or
work for your customer, the customer auto-
matically makes that evaluation at the bottom
of the buying cycle.

For example, if you fertilize a new
customer’s lawn correctly twice, then over-
fertilize a corner once, he won't figure the
odds. He'll wonder whether his need for lawn
care is being met.

EVALUATING SATISFACTION. How satisfied

are your customers with your service and the

treatment from your employees? An easy
way to poll your clients is to mail out
surveys with postage-paid envelopes al-
lowing customers 1o rate your employees
and their work. (See the sample customer
survey.)

Although the management information
survey is vital to keeping customer relations
on track, it is seldom used in the lawn and
landscape industry. Often the owner of a
small company is closely involved in both
the field work and with the customers. As
the business grows, however, the owner's
jobs as dispatcher, purchasing agent, person-
nel manager and accountant leaves less time
for on-the-job troubleshooting. In these
cases, a survey of clients is even more
important.

Don’t think a client survey will mean
having to re-do your business from top to
bottom. These surveys bring to light little
problems that can be solved with small
changes — like better control of scheduling
or tighter equipment maintenance proce-
dures. Little changes in your company’s
policies and procedures make big changes
in customer satisfaction, especially if you
leave a small flyer to let your customers
know you're implementing their sugges-
tions.

CUSTOMER-ORIENTED SELLING. Here's an
employee-training method that is easy to im-
plement and reaps big benefits in customer
relations. Train your employees to ask ques-
tions so they’ll be able to:

* Understand the customer’s current prob-
lems and needs.

« Find out the implications of those prob-
lems and needs.

* Agree with the customer on the best solu-
tions.

Your employees are selling every day. If
they think they're selling services and prod-
ucts, you're in for trouble with clients. They
must understand that they're selling solutions.
Good sales people never introduce a product
or service without fully understanding the
customer’s needs and desires.

Developing the want is a good way to sell
additional services or products. Whether it's
an additional product or service, or a more
elaborate and expensive one, remember that
customers who want. rather than just need,
are willing to pay more to have their needs
satisfied. — Robin Pedrotti [ ]

The author is based in San Diego, Calif. He
is also the owner of a lawn aeration busi-
ness and the author of a book on selling
aeration services.

Now available with optional blower and
leaf vacuum attachments that make load-
ing of processed material a breeze.

Two models to choose from, CS1000 PTO and a
CS5000 Self-Powered unit driven with a 13 h.p.

Honda engine.

Goossen Chipper/Shredders have the capacity to
chip limbs up to 5 inches in diameter and the
capability to shred leaves or brush into decorative

e (50,01 0 O} oy

For details on this and other fine Goossen Products:
Call Toll-Free 1-800-228-6542
(In Nebraska: 402-228-4226)
Fax: 402-223-2245
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DEPENDABLE, LOW
COST BROADLEAF
WEED CONTROL

Your Choice Of Two Proven
Three-Way Products.

Riverdale offers you a choice in the proven
effectiveness of three-way broadleaf herbicides.
Triplet™ or Triamine™
Mecoprop and Dicamba and Triamine™ com-

Triplet™ combines 2,4-D,

bines 2,4-D, Mecoprop and Dichlorprop.

ECONOMICAL

UNIVERSITY TESTED
USER PROVEN
BROAD SPECTRUM
CLEARED FOR USE ON COOL AND
WARM SEASON TURF

Triplet'

Call us at 1-800-345-3330
Riverdale

Triamine ™
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BLUEBIRD INTERNATIONAL appoin-
ted Scott Murdock as national sales man-
ager. Formerly a sales representative for 3M
Co., Murdock handles sales to all BlueBird
manufacturers and distributors in the United
States and Canada.

Briggs & Stratton announced the following
appointments: Charles Brown as vice pres-
ident of engineering and Curt Larson as gen-
eral manager and vice president of the com-
pany’s industrial sales division. Already ser-
ving as vice president of quality assurance,
Brown now manages corporate engineering
and research as well. Larson, who served as
vice president of sales and marketing since
1988, directs sales and marketing for the
industrial division’s domestic and Canadian
customers.

Jacobsen Textron promoted James Cutler
to vice president of manufacturing and
Steven Ramig to director of materials.
Cutler, responsible for managing multiplant
manufacturing activities, replaced Earl
Klepel who retired in December. Ramig
previously served as manager of distribution
and marketing services, and now handles
purchasing, production control, production

stores, master scheduling and material con-
trol departments. Jacobsen also appointed
Richard Mowry as manager of distribution
and marketing services. Mowry formerly
managed several industrial distribution bus-
inesses.

Alex Arrache joined ISK Biotech as
formulations chemist in the coatings
division. Arrache served as R&D chemist
for Akzo Coatings. Additionally, ISK
named John Mclavghlin manager of
human resources development. McLaughlin
is responsible for training, organization
development and career development.

Turf Diagnostics and Design named
Jennifer Sutch manager of its technical
operations laboratory. Sutch was formerly
research agronomist for Okeelanta Sugar
Corp.

Donald Newhart joined Idea Factory as
vice president of sales for HELP for All
Plant Growth, an organic biological growth
stimulant. Newhart was sales director for
Safer Inc.

Aquatrols named Dr. Stanley Kostka
director of research. Kostka previously
served as research manager for a major

Williams

Shampeny

agriculture biotechnology company.

The Bunton Co. named Gary Shampeny
vice president of sales and marketing.
Shampeny was formerly golf operations
manager for Toro.

Irrometer Co. promoted Mark Williams to
national sales manager. Williams, who
served for three years as sales representative
for Irrometer’s Southern California land-
scape market, is former director of communi-
cations of the Irrigation Association.

Ransomes named Steven Yolitz director
of marketing. His responsibilities include
supervising advertising, training, market re-
search, dealer development and order
planning. B

=8 MULCH MONSTER

The crisis in the waste management industry and
the restrictions that apply specifically to "green
waste" make the AmeriQuip 250 Chip N Mulch
the right product at the right time.

The 250 is built tough for commercial use. A
suspended trailer, big capacity mulcher, large
shaft and bearings, dual purpose design and a
16 HP OHYV engine are all standard equipment.
For more information, call:

(800)824-9776

AmeriQuip

1480 Arrow Hwy., La Verne, CA 91750
(909)392-2033 Fax (909)392-4651
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Products

Seymour Manufacturing Co. added a con-
crete mover and two mortar hoes to its line of
heavy-duty contractor tools.

The concrete mover features an 18-inch steel
head with a welded wire lifter. The lacquered
hardwood handle, contoured for easy hand-
ling, is double-bolted to the head for extra

rigidity.
11777 nes

Vv?‘ Y| ¢

idlve

The hoes are available in two sizes — 10 by
6 inches and 7 by 4 1/4 inches. The steel
heads contain holes for mortar mixing and
also feature contoured hardwood handles.
Circle 126 on reader service card

\ 7

N

Product Spotlight

Brown Manufacturing introduced the
Bedmaster digging rotor for use on the small
model F-702 Trenchmaster.

The Bedmaster digs check-shaped trenches
used by landscapers for defining beds and
installing plastic or steel edging. The rotor,
available in two sizes, digs either 3 or 4 inches
deep and tapers about 8 inches back into the
bed. The trencher’s light weight permits fancy
bed shapes and tree rings as small as 6 feet in
diameter.

minutes.

Circle 125 on reader service card

In hard clay areas, the Trenchmaster can perform a six-hour manual labor job in 15 to 20

Gallery 75 Dry Flowable preemergence herb-
icide from DowElanco is now available with
a cap that also serves as a measuring device,
The cap measures 1/2 ounce of Gallery,
enough herbicide to treat 1,000 square feet
and prevent broadleaf weeds for six to eight
months.

The cap remains attached to the package.
encouraging users to dispose of it when the
container is empty rather than using it to
measure other pesticide products.

Gallery 75 DF contains isoxaben, a new
chemical compound which helps prevent the
growth of 46 different broadleaf weeds. It can

Creatjve
cur

Permanent Landscape Borders

marketing

OADLEAF

WEED CONTROL

Create profits by offerin
your customers beaufiful borders.

The Creative Curb Marketing
line of concrete curb and

border equipment is
easy to use and an
important addition
to your
bottom

268041 Pala
Mission Viejo, CA 92691
(714) 587-8488

(800) 292-3488

FAX: (714) 951-2656
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WITHOUT 2,4-D

If You Choose Not To Use 2,4-D In
Your Weed Control Program, You
Still Have A Choice Without

Giving Up Performance.

Riverdale offers Tri-Power™ and Triamine 11"
Tri-Powerour premium 2,4-D Free three-way
combines MCPA, Mecoprop and Dicamba in
the most highly concentrated three-way
available.

Triamine 11™ combines MCPA, Mecoprop and
Dichlorprop to satisfy 2,4-D Free, Dicamba
Free needs. It's your choice.

Tri-Power " "Triamine IT'"

Call us at 1-800-345-3330
Riverdale
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be used on most established cool- and warm-
season turfgrasses and in more than 400
field-grown and 236 container-grown orn-
amentals.

Circle 127 on reader service card

The Exmark Viking 5-speed and hydro
walk-behinds feature a driving system that
prevents downhill runaway. The mowers
offer five forward speeds, true reverse and
positive traction even in wet conditions.
The Viking Hydro boasts zero-turn man-
euverability, instant forward-to-reverse and
infinite speed control. In addition, Vikings

mulch, bag or discharge using the Exmark
Micro-Mulch accessory.
Circle 128 on reader service card

PBI/Gordon Corp. recently received EPA
approval to expand the label for Trimec
Plus grassy weed and broadleaf herbicide.
The product is labeled for use on zoysia-

grass and tall fescue. Previously approved
species include Kentucky bluegrass and
bermudagrass.

Trimec Plus provides postemergent con-
trol of yellow nutsedge, crabgrass and other
coarse grasses, plus almost all of the broad-
leaf species controlled with regular Trimec
herbicide. Trimec Plus' use rate is the same
for tall fescue and Kentucky bluegrass.
Circle 129 on reader service card

Feldmann Engineering & Manufactur-
ing Co. introduced a 64-inch swath model
to its line of pull-behind core plug aerators.
The model includes a three-point hitch that
easily connects to the commonly used ‘0’/'1*
tractor hitches.

The 64-inch aerator is similar to
Feldmann’s 32-inch and 48-inch models,
but also provides user time efficiency
through greater turf coverage per hour of
use.

Circle 130 on reader service card
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The

Billing

Clerk™ is ever-
so-easy to install
and use!
Installation takes 2

minutes or less! To l
install just type

A:INSTALL at your harddisk prompt!

and is so easy to use! It's all menu driven

and walks you from screen to screen.

* As you send out invoices, your Accounts
Receivable is automatically updated and
cross referenced to your customer's ledger!
No more having to keep track of all that
paperwork manually!

*Each account has it's own ledger, you can
view your customer's transaction history at
a glance.

*Post additional charges or payments
directly to your customer’s account in just
minutes, using an easy transaction screen.

d

That's right! The Billing Clerk self installs

OITWAre

transactions
for all customers
in that run gn

No jumping from

screen to screen

for each customer!

Of course, all transactions are

utomatically posted directly to each
customer's account. Plus, you can print a
posting report as you enter transactions.

*This system was designed to handle an
unlimited number of customers, billing
codes, & transactions.

*Optional Recurring Billing. Send either
recurring invoices or statements.

*One-time or Recurring Invoices and
Statements, complete accounts receivable, late
charges, past due notices, aging report, sales
report, customer ledger, mailing labels,
shipping labels, Rolodex® cards, continuous
feed envelopes, plus much more.

*Requirements: IBM™ PC or Compatible, PC/
MS DOS 3.0 or higher, 640K RAM, and a
harddisk.

This lets you enter

Reg
Limited $99 Offer Expires 4/28/93

ular Price 8179

WAREINC.

1395 Hwy 2722
New Braunfels, TX 78132
(210) 629-7400
FAX (210) 629-4341

1=z Call Now!

I2800288020887

*Plus $9.50 Shipping and
Handling. Texas Res. add

6.75% sales tax.

Regular Price $179,
return policies do
not apply with
special pricing.
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Imler
Measuring Wheels

The Professionals' Choice

To order or for information call toll free
1-800-433-1764

In Ohio call

(614) 486-9068

or write:

Imler Industries Inc.
1117 Broadview Ave.
Columbus, Ohio 43212

Original and Folding
Models Available

INDUSTRIES

"Distributor Inquiries We/come’

USE READER SERVICE #53
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Briggs & Stratton Corp. added an 18-h.p.
V-Twin 570 cc. model to its Vanguard line
of overhead valve engines. The V-cylinder
design promotes smooth and quiet engine
performance.

The overhead valve construction allows
the engine to run cleaner and more effi-
ciently. It also permits less carbon build up,
longer valve life and better fuel economy.

Full pressure lubrication provides a con-
trolled flow of oil to all moving parts for
less wear. A spin-on automotive-like oil
filter keeps oil clean.

Circle 131 on reader service card

Parkway Research introduces Seduction
Insect Feeding Stimulant for turfgrass.
Seduction is a blend of flavorings and
attractants designed to improve the per-
formance of water-based or emulsifiable
insecticides. Seduction forms a flexible,
tacky film on plant foliage to improve ad-
herence, while attracting target insects.
Circle 132 on reader service card

The model 120L commercial trimmer from
Husqvarna Forest & Garden Co.
features a muffler molded of an aluminum

2

&S

&

alloy to reduce noise level to 91 dBa. The
trimmer weighs 10.1 pounds and generates
low vibration.

Other features include a one-button injec-
tion starting system, a loop handle design
that wraps around the shaft for easy turning
and side trimming, and a 35-degree angle
between the driving shaft and trimmer head
which allows the operator to trim without
excessive strain.

Circle 133 on reader service card

Barenbrug USA added Alice Ladino White
Clover to its line of forage legumes and
grasses.

The white clover is a large-leaf, vigorous
variety showing excellent spring growth cap-
abilities. It has an increased stolon density,
providing better persistence under continu-
ous grazing. It also exhibits resistance to
sclerotinia and other clover diseases, good
winter hardiness and heat and drought toler-
ance, and produces a high-protein, highly
palatable forage while exhibiting high dry
matter yields.

Circle 134 on reader service card

B-K Lighting Inc. introduces a line of low-
voltage, landscape lighting fixtures in mach-
ines and cast brass. The fixtures are available
in a natural, mitique and polished finish.
The B-K lighting fixtures are designed to
withstand adverse environments while

Now! Exclusive...

on Green Garde®
spray hosel

LAWN CARE SOFTWARE

SCIS 2.6

e Lightning Fast Invoicing
¢ Accounts Receivable
¢ Accounts Payable
with Check Writing
e Job Scheduling
¢ Customer Records
e Mailing Labels/Post Cards
¢ Plain Paper or Custom Forms
e Last Date Serviced Tracking
e Sales Tracking and Reports

We've always said that Green Garde high

e Fast Sales Tax Calculations

¢ Unlimited Jobs & Services per day
e Job Estimating

e Customer Work History

e NEBS Compatible

¢ Plus Much More!

Now With Optional PAYROLL

(800) 441-2885
199 12th Street Avalon, N) 08202

pressure spray hose is your best buy. In fact,
wel're so sure that you can't buy a befter spray
hose, we've put our money where our mouth is.

Contact your Green Garde sales
representative or call or fax today for details of
how you can protect your hose investment with
our new, three-year warmranty.

(;‘ A
‘/’ Green Garde Division

green H.D.HUDSON MANUFACTURING COMPANY
garde w500 N. Michigan Avenue * Chicago, IL 60611-3748
312-644-2830 FAX: 312-644-7989

Manor Software, Inc

USE READER SERVICE #23
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preserving their distinctive elegance. The

natural finish “patinas™ with age, the mitique

finish maintains an antique appearance and

&
Y

FYL...

Monitoring plant health. Eubank Consulting offers ColorBank, a pocket-size
diagnostic guide that lists more than 250 common landscape plants with individual
healthy color ratings and appropriate green color bars for quick comparison with specific
plants.

Circle 137 on reader service card

T&0 chemicals reference available. The second edition Turf & Ornamental
Chemicals Reference from John Wiley & Sons helps lawn care professionals meet new
environmental regulations.

The book includes product labels and MSDSs for 315 chemical products from 23 man-
ufacturers. It contains 85 percent more products, an expanded explanation of regulations
and a guide to product registrations by state.

the polished finish resembles fine jewelry.
Circle 135 on reader service card

Idea Factory offers a one-gallon economy
refill bottle for HELP, All Plant Growth, an
organic biological growth stimulant.

HELP is a 100 percent natural complex
containing more than 60 plant-growth factors
to stimulate beneficial microorganisms
occurring naturally in the soil. Its catalytic
action through roots or foliage of gardens,
lawns and trees fosters plant growth and

Circle 138 on reader service card

Circle 139 on reader service card

Book lists weed controls. Thomson Publications introduces the Nursery and
Landscape Weed Control Manual, second edition, written by Dr. R.P. Rice Jr. The 300-
page book lists current herbicides by trade name, chemical formula, manufacturer,
toxicity, formulations, usages, weeds controlled, application and precautions.

vigor, releases locked-up fertilizer and im-

proves tilth and water retention. It also helps

resist disease and reduces the need for
chemicals.
The gallon-size bottle of HELP offers

savings for repeat users who have the quart
bottle with hose-end spray fittings or the 8-
oz. bottle, which makes up to 8 gallons
when diluted with water.

Circe 136 on reader servicecard =

ILEONARDI  Teeth

CALL TOLL FREE
U.S. AND CANADA

1-800-837-2562 :

Ask for our free ¢
Catalog

» Direct from factory prices

* Visa or Mastercard accepted

* No risk Warranty for first time
buyers

Teeth & Accessories

Elul)'V \lllll

MANUFACTURING CO.. INC.
2728 ERIE DRIVE
WEEDSPORT. \.Y. 13116
(315) 8314-6611 » FAX (315) 831-9220

NEW
PRODUCT

POSTING
SIGNS

Quality
Plastic
Stakes

As low as

4.95¢

each in 20,000
quantity

[RN.D.

Signs

1-800-328-4009

LOADING

For a FREE
Full Line
Brochure of the

and Accessories,
write or call:
GERED MARKETING
Producers of
LOAD-EZE Products

2200 42nd Street North
Wisconsin Rapids, WI 54494
(715)424-4434
Ask for Don (Snook) Stofley
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A comprehensive busine urance package
designed for ALCA:

By working together, the Associated Landscape for a safety group dividend™*

Contractors of America and the CNA Insurance Com- CNA was carefully selected as your association-

panies have developed a comprehensive business endorsed insurance carrier because of its personalized

insurance package specialized to suit your particular loss control services and responsive claims handling

business needs. that no landscape contracting or nursery business
This program, underwritten by CNA, includes should be without. It's the kind of service that has made

commercial property, commercial liability, commercial CNA the number one marketer of business insurance

auto and workers’ compensation, plus optional for trade groups.

coverages such as landscape architects and engineers Take advantage of this comprehensive insurance

liability, commercial crime, business interruption package designed especially for ALCA. Call

and commercial umbrella. There's even eligibility 1-800-CNA-6241.

*Also available to non-members. **Based on efficient control of losses. Safety group dividends, available in most states, are declared by CNAs Board of Directors and cannot be guaranteed.

ALLA A
For All the Commitments You Make®

The CNA Insurance Companies underwriting this program will vary according to the coverage. Available in the Continental U.S. only. These companies include: Transportation Insurance Company,
Valley Forge Insurance Company, Continental Casualty Company, National Fire Insurance Company of Hartford, Transcontinental Insurance Company or American Casualty Company of
Reading, Pennsylvania. CNA Plaza/Chicago, IL 60685.
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TO ECONOMICALLY
DISPOSE OF:

TREES & BRUSH

MODEL 250
BRUSH & PRUNINGS

MIGHTY BANDIT Il

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 Il 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?

‘,.s““ BANDIT
INDUSTRIES, INC.

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

Calendar
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FEB. 23-24 [ cgislative Days on the Hill,
Washington D.C., sponsored by the Profes-
sional Lawn Care Association of America.
Contact: PLCAA, 1000 Johnson Ferry Road.
NE, Ste. C-135, Marietta, GA 30068-2112;
404/977-5222.

FEB. 23-25 Western Pa. Turf Conference &
Trade Show, Pittsburgh Expo Mart/Radisson
Hotel, Monroeville. Contact: PTC, P.O. Box
1078, Lemont, PA 16851-1078; 814/863-3475.

FEB. 23-25 Creating a Winning Season
seminar, Holiday Inn O"Hare, Rosemont, 111.
Contact: llinois Landscape Contractor’s
Association, 2200 S. Main St.. #304,
Lombard, 1L 60148; 708/932-8443.

FEB. 23-26 1993 Landscape Industry
Conference and Trade Show, John Q.
Hammons Trade Center, Denver. Contact:
Associated Landscape Contractors of
Colorado, 5290 E. Yale Circle, Ste. 100,
Denver, CO 80222; 303/757-5611.

FEB. 23-26 International Erosion Control
Association's 24th Annual Conference and
Trade Exposition, Westin Hotel, Indianapo-
lis. Contact: IECA, P.O. Box 4904,
Steamboat Springs. CO 80477-4904: 303/
879-3010.

FEB. 24 New Jersey Landscape ‘93, co-
sponsored by the Associated Landscape
Contractors of New Jersey and the Bergen
County Landscape Contractors Association,
Meadowlands Convention Center,
Secaucus. Contact: Mark Graser, 630 Valley
Court, Westwood, NJ 07675; 201/664-6310.

FEB. 24 Mauget Pesticide Program Sem-
inar, Signature Inn, Indianapolis. Contact:
Releaf Tree Consultants, R.R. 1, Box 205A,
Nineveh, IN 46164; 317/933-9351.

FEB. 24-25 The Landscape Industry Show
(formerly GreenTech), Long Beach Conven-
tion Center, Long Beach, Calif. Contact:
916/448-2522.

FEB. 24-26 I.andscape Contractors Assoc-
tation Winter Workshop, Holiday Inn
Crowne Plaza, Rockville, Md. Contact:
LCA, 9053 Shady Grove Court,
Gaithersburg, MD 20877; 301/948-0810.

FEB. 27 Long Island Arboricultural Assoc-
iation’s 22nd Annual Tree Conference, State
University of New York -- Farmingdale
Campus, Long Island, N.Y. Contact: LIAA,
516/783-1001.

MARCH 1-3 62nd Massachusetts Turfgrass
Conference and 17th Industrial Show,
Springfield Civic Center, Springfield.
Contact: Dr. Joseph Troll, P.O. Box 489,
Hadley, MA 01035; 413/549-5295.

MARCH 2 25th Annual Professional Turf &
Plant Conference, Huntington Town House,
Huntington, N.Y. Contact: Nassaw/Suffolk
L andsupc Gardeners Association Inc., P.O.
Box 489, Brightwaters. NY 11718; 516/665-
2250,

MARCH 4-5 In-depth Landscape Design
Seminar, by John Brookes, St. Paul Hotel. St.
Paul, Minn, Contact: Minnesota Nurserymen
& Landscapers Association, 612/633-4987.

MARCH 9-10 Colorado Association of Lawn
Care Professionals 5th Annual Spring Train-
ing Conference. Contact: CALCP, 309 S.
Summitview Drive, Fort Collins, CO 80524;
303/224-2293.

MARCH 12 4th Annual Turf Management
Seminar, sponsored by the Cuyamaca College
Botanical Society and the University of
California Cooperative Extension, El Cajon,
Calif. Contact: Diana Landis, 2950 Jamacha
Road, El Cajon, CA 92020; 619/670-1980,
ext. 262.

MARCH 15-17 3rd Annual New England
Landscape Exposition, Holiday Inn and Con-
vention Center, Manchester, N.H. Contact:
Guy Hodgdon, 800/639-5601.

MARCH 16 Environmental Issues. sponsored
by the University of Florida Cooperative
Extension Service, Extension Service
Auditorium, Sanford, Fla. Contact: Uday
Yadav, 407/323-2500. ext. 5559.

MARCH 17-18 6th Annual Metropolitan
Detroit Landscape Association’s Convention
& Trade Show, Novi Expo Center. Contact:
30600 Telegraph Road, Ste. 1386, Bingham
Farms, MI 48025; 313/646-4992.

MARCH 22 Tree Appraisal Workshop, by Dr.
Richard Harris, Portland Ore. Workshop will
be repeated March 24 in Spokane, Wash., and
March 26 in Seattle, Wash. Contact: Dave
Stockdale, Center for Urban Horticulture,
University of Washington, GF-15, Seattle WA
98195; 206/685-8033.

MARCH 25-27 The Carolinas Irrigation
Association’s Trade Show & Seminar, Myrtle
Beach Hilton, Arcadian Shores, Myrtle Beach,
S.C. Contact: P.O. Box 1642, Lexington. NC
27293; 800/682-7774.

MARCH 26-28 Student Field Days, State
University of New York -- Cobleskill, N.Y..
sponsored by the Associated Landscape
Contractor’s of America. Contact: Jack Ingels,
518/234-5646.

APRIL 2-4 Associated Landscape Contractors
of America Member Tour, San Diego.

Contact: ALCA, 12200 Sunrise Valley Dr.,
Ste. 150, Reston, VA 22090; 703/620-6363, =
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NUTRALENE

The Key

to Your Dual

Release Nitrogen Needs

- LT ST )
Dependable
NUTRALENE® Controlled- T
Release Nitrogen is based on s

methylene urea polymers that offer a
dual-release mechanism through hydrolysis
and soil microorganisms. So unlike other nitrogens
that provide only one release mechanism this
40-0-0 formulation is fully avail- A

able to turf in a single growing 6;?
season, making it ideal for golf
courses and other turf areas as

well as for
landscape omamentals.

Straight NUTRALENE is sold in

chip and granular forms and is also avail-

able in blends from your distributor or blender.
For more information on the key to your dual-
release nitrogen needs with NUTRALENE, please
fill out the coupon below and

return it to: NOR-AM Chemical

NOR-AM CHEMICAL COMPANY  Company, 6 Mt. Vernon Street,

Specialty Products Division
A Schering Berlin Company

Suite 249, Winchester, MA 01890.

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

Yes! I want more information on NUTRALENE for

NAME

TITLE

GOLF COURSE

ADDRESS =

CITY —
IMPORTANT:

STATE
Please remember always to read and follow carefully all labe! directions when applyxng any chemical.

[Jturf ] ornamentals.

e
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Ask for
CoRoN

00BN

Quick green-up

OB

Long-term release

RN I SN

Even turf growth

Reduced.ehppmgs

SRS

Reduced leachmg loss

Enhanced rootmg

N o0

Low burn potentlal

00000001

Clear hquld solutlon

A

HAIHRN

nghly compatlble

SUTISREE

CONTROLLED RELEASE NITROGEN

For All Your

Turf, Tree & Shrub |

Applwations

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

(continued from page 56)

accomplished through gene-tic resistance,
destroying plant debris that harbor the pests
and pesticide applications. A few examples
of reducing inoculum in-clude (1) reducing
rust through frequent mowing of leaves,
thus eliminating spores (ureidiospores)
before they mature; (2) reducing the spread
of St. Augustine decline virus by cleaning
mowing equipment; (3) using powdery
mildew resistant cultivars of Kentucky
bluegrass in shaded conditions; and (4)
diminishing the presence of adult Kentucky
bluegrass billbugs or the black turfgrass
atenius in the spring with an insecticide
application. The latter will reduce damaging
grub populations in summer.

In practice, assessing the population
levels of pests is difficult; however, insect
populations are generally easier to assess
than pathogen populations due to the rela-
tive small size of the fungi involved. With
most insect pests of turfgrass, population
levels are determined by actually counting
the individuals or using insect traps.

Pathogens on the other hand are micro-
scopic making quantification difficult. Re-
cently, disease test kits have been developed
to provide a qualitative assessment of path-
ogen levels. (Miller et al., 1990)

In devising management strategies
targeted at population levels, consideration
of the population’s growth rate is important.
If the relative growth rate of a pathogen is
high, reduction of initial inoculum has mini-
mal effect. For example, Pythium propa-
gules in soil and thateh are the source for
blight epidemics. (Hall, etal., 1980) Al-
though reduction of thatch may be a logical
means of reducing the Pythium blight inci-
dence, this is probably not efficient given
Pythium can develop explosively from even
a very tiny population. However, if the rate
of pest increase is slow, reducing inoculum
or pest levels will be more effective.

r: RATE OF GROWTH. Rate of reproduction
greatly influences population levels. If re-
production or “births” is equal to mortality,
no population growth occurs. If reproduc-
tion is greater than mortality then the popu-
lation will increase. Rate with regard to pest
problems is governed by the reproductive
potential (generation time), the availability
and susceptibility of the host and the envi-
ronmental effects on the interaction.
Cultural practices to minimize pest prob-
lems are ways of reducing the growth rate.
Any cultural practice that creates environ-
mental conditions unfavorable for reproduc-
tion and growth will reduce r. Examples of
cultural practices that reduce r include: (1)
increasing air movement through removal
of brush around a green, or improving drain-
age to reduce the conditions favorable for
Pythium blight; (2) irrigating a turf to pro-

mote Beauveria spp. which is a natural fun-
gal disease of chinchbugs; and; (3) through
adequate nitrogen applications the growth
rate of Colletotrichum graminicula, the
causal agent of anthracnose can be reduced.
(Danneberger et al., 1983)

K: CARRYING CAPACITY. The carrying ca-
pacity is the maximum population size that
can be supported by a given habitat. Turf-
grass managers have the capability of rais-
ing or lowering the carrying capacity of the
system through managed inputs. For exam-
ple, well-fertilized and watered turf can sup-
port more plants and potentially more pests
such as white grubs or bluegrass billbugs
than a turf receiving minimal fertilization.
Under natural conditions, limits to growth
such as temperature, competition for limited
resources and predators frequently restrict a
population’s ability to reach the carrying
capacity.

In turf, however, management practices
allow for growth to be maintained close to
the carrying capacity or raise it through
nutritional programs and pest control.

DISRUPTIONS IN STABLE GROWTH —
OSCILLATIONS. In any system a limit to
growth is imposed by factors such as space,
nutrients and energy availability. The
increased competition between individuals
for these factors may result in mortality.
Changes in climate, genetic makeup, preda-
tors and human intervention all promote
fluctuations in populations.

In low maintenance situations, plant
growth is relatively stable with little popula-
tion fluctuation. The potential for severe
population oscillations is greatest in mono-
culture systems with high energy inputs. If
these oscillations become severe, chaos can
occur which can lead to the plant commu-
nity “crashing”.

In a recent study, high nitrogen soil levels
led to chaotic behavior in a perennial grass
system which the researchers attributed to
increased plant litter due to the higher
nitrogen. The result was reduced plant
growth. (Tillman and Wedlin 1991). In turf,
combinating nitrogen rate and carrier may
also cause wide oscillations in plant growth.

Quick-release nitrogen sources have the
potential to cause rapid plant growth in a
very short period of time with a subsequent
decrease in plant growth after the nitrogen is
used up. Cyclic fluctuations in plant growth
with repeated high application rates of
quick-release nitrogen may eventually lead
to detrimental turfgrass effects.

Slow release sources provide a more
moderate growth rate which would result in
less growth fluctuation, thus a lesser chance
of the system crashing.

In turf, “plant litter” often takes the form
of thatch which is detrimental to plant
growth, and its control or management is
critical to maintaining a healthy turf.

FEBRUARY 1993 ® LAWN & LANDSCAPE MAINTENANCE



\ .
Ad Index

' R R l G A ‘|’ | 0 N L8] e e e 68 ISK Biotech 31
L R o 9 K-W Manufacturing 50
TRAINING SERIES Bandit 76  Lawn-Wright 35,62
LESSON E | G - ]' Blue Bird 6 .... 4 Lebanon 19
v BICWE ciocaiiniciccses el rsonts 52 Leonardi Manufacturing ..........eccuisnsseninens 74
| Brillion 20° Longhorn 61
Answers to questions on page 62 C&S Turf Care ... St an s .. ......... 22 Manor Software 73
CBS Software 65 Monsanto 36,37
T4 CNA Insurance .75  Mustang 12
Ciba-GeigY .......istsessssones 10,26,27,46,47,54,55° Noram i
Compuscapes 22 Oldham 61
2.15 percent CoRON ... 78  PBI Gordon 23
Creative Auto ......... 66 Professional TYCE & TUIT ...t oiasestonss 34
3.0.433 PSI Creative Curb 69 RND sGociiisinsint 74
Y Danville 79 Reel Craft ........ 56
4.Yes Deere & Gl e rariiesssass 42-43 Reemay .... 53
EROWETS s 70 Regal 63
5. The center of the zone Doane ........ 79 Ritchie 8
Encore ..... 39 Riverdale ........ 65,67,69
6.No 32 (77 Tt 4 S 0 17 | SpSenl 79
Focal Point 15 Sandoz 2i3
Gered ouie 74 Scag 21
Glen Mac ........ - 10 Scotts 82,83
IT PAYS TO ADVERTISE IN Goosen .... A 67 Spraying Systems 44
Green Thumb 66 Strong 18
Gulf Lumber . 38° Toro 29
H.D. Hudson .. 73 Tuflex 16
CLASSIFIEDS Harmony 17 Turfco 34
CALL Henderson ; 45 Walker 4
mm7o7 Hunter 60 Wells Cargo 56
Husqvarna 84 Zenca Inc. 7

FOR MORE INFORMATION Imler 70 ‘Denotes regional advertising

m Control At Your Fingertips

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

* Detailed job costing
D * Produces fast, accurate bids
» Prints itemized work orders
A » Scheduling/Routing

7 * Recurring and AIA billing

* Fully integrated accounting

» Prints financial reports
» Tracks inventory and equipment
* Free brochure

& Contact: Doane icultural Services Company
4900 Griffith Dr. #125

Jomasssasssnnssnnnsl Beaverton, OR 97005 e (503) 646-5581
jamussnani LIl
(T

{ ) 1'800'367'7082 SYSTEM
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r

NO-DRIFT CHEMICAL APPLICATOR

Now apply chemicals on windy days! Sizes range from
30" to 72". Send for free packet with complete parts
, ., iInformation and prices.

DANVILLE
INDUSTRIES

Box 12
== Danville, KS 67036

1(800) 662-4212

USE READER SERVICE #27

LAWN & LANDSCAPE MAINTENANCE * FEBRUARY 1993

. Accountant ihe utimate
londscapers business management system
Accounts Receivable « In-
voices * Statements « Sales
Tax/Finance Charge Com-
putation « Aging Reports *
Truck Routes = Chemical Ap-
plication Reports « Plant List
Plant Inventory « Lead Track-
ing = Proposals * Accounts
Payable « Payroll « Check
Writer « General Ledger «
Mailing List « Equipment
Maintenance « Completely
Menu Driven « Simple to Use
« Customization and Multi-
user Version Available

* Designed for landscape construction, ir-
rigation, chemical & maintenance com-
panies.

* We will setup the software for ANY type
of form.

* Complete program $695.00.
* Demo available.

SPS Consulting
1032 Raritan Road-
E Cranford, NJ 07016
(908)272-1398

USE READER SERVICE 28
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lassifieds

RATES

All classified advertising is 75 cents per word.
For box numbers, add $1 plus six words. All
classified ads must be received by the publisher
before the first of the month preceding publica-
tion and be accompanied by cash or money or-
der covering full payment. Submit ads to: Lawn
& Landscape Maintenance magazine, 4012
Bridge Ave., Cleveland, OH 44113. Fax: 216/
961-0364.

BUSINESSES FOR SALE
OHIO MAINTENANCE FIRM

Grow by acquiring an established lawn mainte-
nance company. Equipment and/or accounts.
Great opportunity for mowing contractors. Re-
ply: P.O.Box 429337, Cincinnati, Ohio 429337-
9337.

LANDSCAPE/NURSERY

Landscape maintenance and nursery business
on 10 acres in Palm Beach County, Fla. Three-
acre container nursery and two-acre tree nurs-
ery, composting area with no pump fee and
produces free dirt for nursery, 2,700 square-foot
warehouse, 1,450 square-foot storage and me-
chanic shop, 4,800 square-foot log cabin with
four bedrooms, three bath. Produces annual
income of $576,000. Live on property, walk to
work. Turnkey operation, or will also consider
selling all nursery stock, trees and sublease
nursery area. 407/798-2950.

BUSINESS OPPORTUNITIES
GROWTH OPPORTUNITY

Exclusive franchise areas available for existing
green industry operations. Come grow with the
leader in organic-based lawn care.
NATURALAWN® OF AMERICA. Call 800/
989-5444.

“Winning Strategies for Lawn and
Landscape Contractors-- A
System for Success”

This new business manual contains powerful ideas,
strategies and suggestions that cover all aspects of
successin this highly competitive industry. Planning
now, will reduce stress and help you implement
proven techniques that can triple your sales in just
one year.

* Learn how to win up to 85% of all your
residential and commercial bids while retaining
up to 90% of your customers each year.

* Discover proven techniques that can double
your clientele in just 2-3 weeks.

* Leam other strategies: hiring and retaining
productive employees, powerful management
skills, marketing and advertising, equipment
management, diversification, education &
training, handling business stress before it
gets to your family.

Sure to become one of your most important
business documents. Only $59.95, postage
prepaid. Tax deductible. MONEY BACK
GUARANTEE.

Order now. Allow 10-15 days for delivery. Send
check or money order to ELC Inc., P.O. Box 9069,
Colorado Springs CO 80932. For more information,
or to order by VISA or MASTERCARD, call 1-800-
748-1113.

FOR THE 9@0s

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.

FOR SALE SPRAYER REPLACEMENT PARTS
LAWN CARE EQUIPMENT 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.

LLM CLASSIFIEDS: 800/456-0707

INSURANCE

COMMERCIAL INSURANCE FOR
LAWN CARE OPERATORS
MLF.P. Insurance Agency, Inc.
50 West Broad Street, Suite 3200
Columbus, OH 43215
614/221-2398
Contact:

Richard P. Bersnak, President
or Jeanne Bartkus

EQUIPMENT

Premium
Replacement
Parts

FOR ORDER
INFORMATION
OR A FREE
CATALOG OF
OUR COMPLETE
LINE OF PARTS,
CALL

== 1-800-828-7980

J-THOMAS

PART# DESCRIPTION COST
A. EB-15M EDGER BLADE (10" X2*)  1.80
8. GC-1360M IN-LINE FUELFILTER 1.38
C. AF2021M 126849 KAWASAKI

PREMIUM FILTER 595
D. JT-101M SPINDLE BEARING 4.80
E. H-oM WASAKI OIL FILTER 428
F. TL-130M 130 MIM, 150
G

7.60
. JT-100M VARIABLE SPEED PULLEY 7399

LANDSCAPE CONTRACTS

Our company is selling all existing landscape
maintenance and construction contracts we now
have in our files for the 1993 season.

These accounts are located in the north and
northwest Illinois suburbs. All lists, personal
contacts, addresses, phone numbers, bidding
information past and present, etc., will have to
be sold before March 1, 1993.

All accounts are either commercial, individual
or corporate headquarters and will be sold as a
package and not partially.

If you are interested in more details send your
letter to: Pro-Corp., P.O. Box 52, Lincolnshire,
IL 60069-0052.

FREE LAND

GOVERNMENT LAND now available forclaim
(including agricultural). Up to 160 acres/per-
son. Free recorded message: 707/448-1887.
(4NK8)

FINANCING

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

¢ Palm trees transplanted
or lacking manganese,
magnesium, or potassium
have difficulty
producing Chlorophyll
& growth may be stunted. :
Lutz Palm tree spikes are 5
unmatched in their :
ability to restore and hold healthy green growth.

o Fast/Feeder drives spikes quickly.

o After 6 months, 50% of a Lutz/Spike continues
to feed while palms
treated by
broadcasting
already show decline.

&~ For detailed information write:

LUTZ i
GO}'O’-‘ on

* Low cost
* Highly effective
* Easy to apply

know about raising and selling fall mums at a
profit. Write for brochure or send $16.95 plus
$3 S&H to: Annedawn Publishing, Box 247-
LL, Norton, MA 02766.

DESIGN KIT

501 Ford Street
LN

Oregon, IL 61061
or call (815) 732-2383
BIDDING/CONTRACT BOOK

LAWN INDUSTRY PROFESSIONALS TAKE NOTICE!
IMPACT YOUR BOTTOM LINE!

Our book, Bidding And Contracts: Your Key To
Success, has the answers. $36.95, includes post-
age and handling. Profits unlimited, 3930-B
Bardstown Road, Louisville, KY 40218; 502/

495-1351. A division of Wayne’s Lawn Service
— since 1979.

PUMPS, PARTS

PUMPS — WANNER D-10 AND D-25 HY-
DRA-CELL. New, reconditioned, parts, com-
plete 24-hour repair service. Call Industrial Ser-
vices Co., 614/965-4112. New lawn care hose

reel swivel now available.
LN ]

SPRAY EQUIPMENT

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

LANDSCAPE DESIGN
7 KIT THREE

COMPLETE
S PROFESSIONAL
& | LANDSCAPE PLANS|
- IN MINUTES!

of trees, shrubs, rocks,
stepping stones, vine
& more. Use at 1/8 or
1/10 scale. Stamps 1/4 to
1 3/4 inches in diameter

$74.95
+ $4.50 ship./hand
Cal. only add 7 3/4% tax
VISA/MasterCard
By MAIL Or Phone

7 O mmmun m,______ \

H———
G -.ﬁm.:z
v

ALL STAMPS NOT
SHOWN IN DRAWING

30 PAGE STAMP CATALOG - $1
AMERICAN STAMP CO.
12290 RISING RD., #792
WILTON, CA 95693
(916) 687-7102

PROPERTY

OZARKMOUNTAIN ORLAKEACREAGES,
from $30/month, nothing down, environmen-
tal protection codes, huge selection. Free cata-
log. WOODS & WATERS, Box 1-LL, Willow
Springs, MO 65793; 417/469-3187.

COMPUTER SOFTWARE

THE HYDRO SEED
COST ESTIMATOR ™

For Estimating your
Hydro Seeding jobs.
IBM or compatibles only.
Call 800/245-0551.

SOFTWARE

TurfWorks™ -- Your best buy. Version 4.0
just released. Customer/job tracking,
automatic scheduling, invoicing, receivables/
cash application, monthly statements,
chemical usage, tracking, marketing, sales
analysis and more. Online help. Affordable

price. Send $4 with disk size for demo.
Bellanger Group, 50 Clarkson Center, Suite
422, Chesterfield, MO 63017; 314/537-2025.

IRRIGATION SOFTWARE

Dynamic computer software will help you make
money. Developed for LAWN IRRIGATION
service industry to provide improvements in
manpower control and utilization through en-
hanced: scheduling, on-call routing, estimating,
work-order preparation and billing.
Accounting modules available. NorthEastern
Research Associates, P. O. Box 482, Woodmere,
NY 11598. Phone/Fax, 516/569-7450.

HELP WANTED

LANDSCAPE CONTRACTING
FOREPERSON

Landscape contracting foreperson wanted for a
growing company on Eastern LI, N.Y. Ambi-
tious, highly motivated individual with good
communication skills and management capabili-
ties required to take charge of day-to-day opera-
tions. Salary range $32,000 to $38,000 plus
benefits. Grimes Land Design, 516/668-9189.

LAWN CARE SPECIALISTS.

Russell Rose & Associates, an
Atlanta-based executive search
firm specializing in the lawn care
industry, currently has 37 positions
open, i.e.: general manager, Ft.
Lauderdale, Fla.; general manager,
Charlotte, N.C.; regional service
manager, Orlando, Fla.; general
manager, Marietta, Ga.; general
manager, Boston, Mass. (license
req.); general manager, Hartford,
Conn. (license req.); and general
manager, Lansing, Mich. If inter-
ested and qualified, please call
Jerry Mulderick at 404/952-0081
or fax resume and/or information
to 404/952-2019.

LAWN CARE PARTS
SAVE $$$ ON MOWER PARTS: FREE CATALOG

If you own a commercial walk-behind or rider
and pay too much for parts, call LAWN CARE
PARTS today. Wholesale pricing on blades, belts,
spindles, transmissions and mowing supplies.
Fast delivery via UPS. Call 1-800-343-4333.
Guaranteed savings coast to coast! AMX/Visa/
Mastercard accepted.

MUM’S THE WORD

The Growing and Marketing of Fall Mums is 224
pages crammed with everything you need to

SuperScape "

Landscape Management Software

Designed specifically for the busy landscape
professional. With push-button controls and fast
navigation between screens, this software will
help you minimize paperwork and maximize
profits. Call today for more information and a
free demonstration. 800-299-9991 512-452-4500

[T PAYS TO
ADVEIHHSE

IBM

a

e (el

MR e

CLASSIFIEDS

m/mm
FOR MORE
INFORMATION

)1 SoftQuest, Inc.
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Particle distribution pattern for typical blended product.

For maximumn

you need the finest pz

ScorTs, 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 up to 15% or more.

@D 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

pendimethalin H H H

prodiamine (Barricade)* H M H
| dithiopyr (Dimension)* ' H ' M ' H

H-High M-Medium NR-Not registered (Based on Scorrs/university data

Foxtail Poa Annua

Oxalis Spurge Henbit | Chickweed
M | H | M | H | H
M | NN | M [ M | M
M » H . M . M | M

ks of Sandoz Limited and Monsanto Company respectively



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

veed 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 Scorrs fertilizer-based pendimethalin line =
also features Poly-S. technology, the most efficient and
cost-effective turf fertilizer ever developed. This exclu- S i
sive technology offers programmed, flexible release COttS
rates and more predictable response. It's virtually dust- G) =
free. And it’s available only from ScotTs.
Offering a broad line of different fertilizer/pendi-
methalin products, your ScortTech Repis ready to help
you select the formulation that best meets your needs. . ’ "
For more information, contact your Scort Tech Rep Pendimethalin Plus Fertilizer
today. Or call 1-800-543-0006. USE READER SERVICE §98
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* RIDING MOWERS * LAWN TORS = YARD TRACTORS » REAR BAGGER PUSH MOWERS

WHEN A COMPANY IS
FAMOUS FOR FELLING
SOUTHERN LOCUST,
CANADIAN MAPLE AND
NORWEGIAN PINE, THIS
IS NOT A PROBLEM.

MOWERS:.
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