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REMEMBER 
WHY YOU 
CALL IT 

PAYLQAD. 

W SERIES 
LOW CAB FORWARDS 

Its very simple. The more your 
trucks can carry, the greater 
your profit potential. 

That's why we offer lawn 
and landscape businesses a 
series of low cab forward trucks 
with payloads ranging from 
5,751 to 22,790 pounds:* the 
GMC Truck Forward and 
Chevrolet Tiltmaster W4, W5, 
W6, W7 and W7HV series of 
low cab forward trucks. 

W6 Series Model 

They're easy to maneu-
ver in tight spots, with their 
set-back front axle and stan-
dard power steering. They give 
you the great visibility of 
a panoramic windshield with 
their cab-over-engine design. 
And they're built to carry the 
specialized loads you need to 

carry. See your GMC Truck 
Forward or Chevrolet 

Tiltmaster dealer and 
see how the W Series 

can pay off with 
payloadfor your 

business. 
•Payload includes weight 
of cargo, body, equipment 
and passengers. .—, 

Buckle up. Amenca! 

GMC. GMC Truck. Forward."Chevrolet and Tiltmaster are registered trademarks of 
General Motors Corp © 1993 General Motors Corporation. All rights reserved. 

FORWARD 
TILTMASTER 
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Editor's Focus 
BUSINESSES ARE started, labored over, 
nurtured and pampered, among other things, 
for profit. Personal satisfaction, a love for 
the business and success all provide a 
stimulus for such work, but the bottom line 
is still profit. 

Consequently, many businesses spend a lot 
of time (or they should) trying to get a grip 
on costs. Expenses such as salaries and 
wages, health benefits, equipment costs, 
downtime and the like, are at the top of the 
list. But one cost rarely considered, and 
often difficult to calculate, is safety. 

Safety is a relative concept. Some take it 
for granted, others leave safety to common 
sense; yet others accept on-the-job accidents 
as a cost of doing business. Yet when acci-
dents do happen, employees and employers 
are immediately pitted against one another. 
The employee may get an attorney, demand 
to know his workers' compensation rights 
and the company work force ends up in 
turmoil. It may be weeks or months before 
the employee returns to work. 

An aversion to dealing with these situa-
tions stems more from a fear of the un-
known. More often than not, workers' com-
pensation was and is viewed by small busi-
nesses as an unmanaged cost. 

Many companies are now discovering, 
however, that workers' compensation costs 
can be actively managed rather than allow-
ed to run wild. In fact, by incorporating 
some company wide changes — namely a 
philosophy called occupational injury man-
agement — costs will significantly decrease. 

The philosophy subscribes to the theory 
that quality medical care is ensured to all 
employees, and those who are injured are 
returned to productive, gainful employment. 
The end result: soaring workers' compensa-
tion costs can be contained. 

Construction industry figures show that 
workers suffer occupational injuries and 
illnesses at twice the rate of those employed 
in general industry. And it has been esti-
mated that 6.7 percent of all dollars spent for 
construction go for accident costs. 

While the green industry operates on a 
smaller scale, accident-related costs in the 
professional lawn and landscape mainte-
nance industry must be addressed. Prior to 
developing this occupational injury philo-
sophy and committing your firm to this 
fashionable concept, make sure you have an 
active safety and health program in place. 
Otherwise, the path may prove difficult. 

Since it's not like adding an additional 
service, the program shouldn't be too ex-
pensive to incorporate. It's more like a new 
method of working together and better man-
aging programs and employees; a matter of 
the employer organizing the business so 
employees receive quality medical care — 

I 
m 

only as much as required — so they can 
return to work as soon as possible. 

Management has to take an active in-
volvement in managing workers' compen-
sation and injury cases. Managers should 
be involved from the beginning in 
deciding: What procedures will be 
followed when an injury occurs? What 
kind of follow-up is necessary? What 
procedures are in place to put the em-
ployee back to work? 

Go to your front-line supervisors. Ask 
them to make a list of legitimate, profit-
making jobs they could accomplish if they 
had one more person under their supervi-
sion. Then keep this list on file in the event 
that an employee needs to be gradually 
worked back into the work force. 

Such a philosophy involves continual 
communication not only between the 
company owners and managers and man-
agers and employees, but between indi-
vidual firms and their insurance compa-
nies. It's a cooperative effort in every 
sense of the word. 

Rather than being leery of explaining the 
intricacies of workers' compensation to 
your employees, it should be explained to 
them, up-front, like any other company 
benefit. In fact, the occupational injury 
management program should become 
second nature to the entire firm. 

The cost of incurring and recovering 
from accidents can sneak up on any busi-
ness — big or small. But lawn and land-
scape firms don't have to sweep the work-
ers' compensation issue under the carpet 
for fear that they have no control over it. 
Instead it's a cost of doing business that 
can and should be controlled. 

Consult your insurance agent and get 
started today. — Cindy Code • 
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Attend the 1 9 9 3 G r e e n 
Industry €xpo in Baltimore.. . 

...and do we hove a conference for you! 

Conférence dates: November 14-17 
Trade Show dotes: November 15-18 

Baltimore Convention Center, Baltimore, Maryland 

In conjunction with the GIE 
trade show, the three sponsoring 

organizations have concurrent 
conference education programs for you 

to mix and match: 
three conferences in one! 

C D U C f l T I O N f ì l 

C O N F € R € N C € S 
Attend any sessions in the three educational conferences 

when you sign up with one of the three GIE sponsoring 
organizations. Topics range from industry 

technical to business management. 

• Send me information on all three conferences RIGHT AWAY! 

Name: 

Company: 

Address: 

City/State/Zip: 

Phone:( J. 
Fax: ( . J . 

, 1 1 É ^ a M 
i m i i i j â m 

A S S O C I A T E D L A N D S C A P E 

C O N T R A C T O R S OF A M E R I C A 

PgMS 
P R O F E S S I O N A L G R O U N D S 

M A N A G E M E N T S O C I E T Y 

P R O F E S S I O N A L 

L A W N C A R E 

A S S O C I A T I O N OF 

A M E R I C A 
P L C A A 

If you're in the 
lawn/landscape/maintenance business, 

this is YOUR educational opportunity. 

ÀÍ 
Send fo GIE Baltimore Conference, 12200 Sunrise Valley Drive, Suite 150, 
Reston, VA 22091; FAX (703) 620-6365. 

i i 



STARTS, SALES UP. Housing starts and 
sales of existing homes both showed good 
growth in April. Housing starts advanced 6.7 
percent to a new figure of 1,213,000 homes 
(seasonally adjusted), according to the U.S. 
Commerce Department Bureau of the Cen-
sus. It was the biggest gain for housing starts 
in eight months. The figure had declined 3.6 
percent in March, a dip blamed on bad 
weather. "We're back to normal," said David 
Wyss, an economist at McGraw-Hill in 
Lexington, Mass. 

Sales of existing U.S. homes rose 2.7 per-
cent to 3,460,000 homes (seasonally ad-
justed) in April, erasing the previous 
month's losses to winter storms, according 
to the National Association of Realtors. All 
regions of the country posted modest gains, 
although economists had expected a stronger 
recovery. 

Additionally, the Conference Board re-
ported that consumer confidence continued 
its steady fall during May from the peak 
Consumer Confidence Index of 78.1 that 
had been reached last December. May's 
Index registered at 61.5, down from April's 
67.6. 

CONSU MER PRICE INDEX* 
FEB. 
+0.3 

MAR. 
+0.1 

APR. 
+0.4 

MAY 
+0.1 

'Percentag 
(seasonally 

PRODU 

e change frc 
•adjusted). 

CER PF 

im preceding month 

tICE INDEX* 
FEB. 
+0.4 

MAR. 
+0.4 

APR. 
+0.6 

MAY 
0.0 

*Percentage change from preceding month 
(seasonally adjusted). Source: Bureau of the Census Source: Bureau of Labor Statistics 

ECONOMIC REPORT: PUBLIC WORK 
THERE'S A GROWING TREND among landscape contractors to 
delve into public work installation and maintenance as communities 
struggle to meet higher costs with reduced budgets. 

"The public sector is by far and away the largest potential market in 
the landscape service industry. It owns the most property," said Ron 
Kujawa, owner of Kujawa Enterprises Inc., Milwaukee, Wis. 

The trend toward public work most likely began in California in the 
late 1970s when the state rolled back property taxes, stripping counties 
and cities of surplus dollars. Municipalities, unable to maintain the 
necessary staff, turned to outside vendors for landscape services. 

As economic constraints continue to besiege the nation, more 
municipalities are jumping on the contracting bandwagon. 

"In the Milwaukee area we've seen an increase in requests for bids 
from public agencies considering outside contractor services for the 
first time," said David Frank, David Frank Landscape Contracting, 
Germantown,Wis. 

Some contractors find that public work "isn't a windfall area of the 
business," but can be lucrative given the right conditions, said John 
Gachina, owner of John Gachina Landscape Management, Menlo 
Park, Calif. 

"If you bid to cost and run an efficient organization, you can make good 
money at public work," Gachina said. "Some people undercut the value 
when bidding and that's a really dumb way to do it." 

Contractors considering expanding into public work "need to develop 
a more competitive pricing model," Frank said. 

The most difficult task is convincing the public sector it can't accept 
bids based only on price, according to Kajawa. "They're just not 
going to get quality service." 

Contractors predict labor unionization may slow the trend in the 
Midwest and Northeast. Some large cities such as Boston already 
contract out, however. "There's a select group of contractors the city of 
Boston will accept bids from every year," said Doug Capoda, sales 
manager for D. Foley Landscape Construction Inc., Walpole, Mass. 
"Our company and other small companies really aren't in the position to 
do work for the city. We have the manpower and equipment, but would 
have some intangibles, such as quality issues and pricing, to consider." 

In the Carolinas, small municipalities keep maintenance jobs in-house, 
but larger cities such as Charlotte, N.C., are beginning to contract out, 
according to Barry Readling, horticulturist for Environmental Landscap-
ing Inc., Greenwood, S.C. • 
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Your keys to 
and other turf 

:t White Grabs 
insects 

Yes! I want to lock out White Grubs and other turf insects in my • turf • ornamentals. 

When white grubs get into turf, they can cause extensive and 
costly damage. That's why you need to control them 
fast — with TURCAM® or PROXOL® Insecticides. 
TURCAM provides outstanding control of a broad ^ 
range of subsurface insects in turf, including white 
grubs, and it also protects ornamental trees, 
shrubs, flowers and groundcovers from many 
surface insects. Available as a wettable powder 
and as a granular,TURCAM offers you versatility 
for more effective pest control. Unless pest 
populations are extremely high, a properly 
timed single application is all you need 
for season-long protection. 
PROXOL 80SP is an extremely depend-
able soluble powder that controls six 
destructive species of white grubs and 
several surface pests. PROXOL is also 
compatible with most commonly 
used insecticides. 

For more information on 
how to lock out white grubs 
and other turf insects with 
TURCAM or PROXOL, 
please fill in the coupon 
below and return it to: 

NOR-AM Chemical 
Company, 6 Mount Vernon 

Street, Suite 249, 
Winchester, MA 

01890 

NAME 

TITLE .GOLF COURSE 

ADDRESS 

CITY " NO^THEMI&ÂL C B R P M 
S p e c i a l t y P r o d u c t s D i v i s i o n 
A Schering Berlin Company 

STATE ZIP 3509 Silverside Road. P.O. Box 7495. Wilmington. DE 19803 

IMPORTANT: Please remember always to read and follow carefully all label directions when applying any chemical. 

USE READER SERVICE #41 



N E W S D IGEST 

RMRTA Awards $32,000 
For Turf grass Research 
The Rocky Mountain Regional Turfgrass 
Association awarded $32,000 to the Rocky 
Mountain Turfgrass Research Foundation 
to fund research and provide scholarships. 

RMRTA funded the grant through 
proceeds from its turf conference and trade 
show in December. The association has 
donated more than $120,000 to the 
turfgrass research foundation over the past 
five years. 

Norand Selects 
Syscan as Reseller 
Syscan signed an agreement with Norand 
Corp. to resell NORAND automated route 
accounting systems, including the 4000 Series 
system and new PEN VIEW pen-based 
computer. 

Under the agreement, Syscan will sell, 
install and service the Norand line of hand-
held computers, software, printers and 
communications equipment. 

Ciba Proqram Aids roan 
Nursery Growers 
The 1993 Ciba Turf and Ornamental 
Products "Prescriptive Control Program" 
enables nursery managers to earn diagnostic 
tools and reference materials when they buy 
a minimum of $750 worth of Ciba's 
ornamental products. 

Managers meeting the minimum purchase 
requirement can receive a variety of goods, 
including Sticky Strips insect traps, 
reference books, disease detection kits, 
Macroscope and cash donations. Each item 
is valued on a point basis. 

To qualify for the program, managers 
must purchase Ciba's Award, Banner, 
Citation, Derby, Exhibit, Pennant, Princep, 
Sprint or Subdue ornamental products. 

CGCM Tracks 
Pesticide Use 
The Center for Golf Course Management 
has released a report tracing pesticide use 
patterns in the U.S. golf industry. 

The "1993 Pesticide Usage Report" 
includes survey results on pesticide 
expenditures and lists more than 100 types of 
disease, weed, insect and other turf-related 
problems. 

Superintendents surveyed rated how much 
damage each disease and pest caused, and 
the effectiveness of pesticides they used to 
treat the problems. The report is available 
from CGCM for $2,500. Contact CGCM at 
913/841-2240. 

OPEI Study: Consumer Confidence 
Drops, Should Rise in 1994 
CONSUMER CONFIDENCE slid in early 1993 after a strong fourth quarter surge in 1992, 
according to a study conducted for the Outdoor Power Equipment Institute. 

The "OPEI Economic Indicators," a new service provided by the institute, shows unem-
ployment rose and disposable personal income fell early this year, but that improvements 
are expected in 1994. 

DISPOSABLE 
PERSONAL INCOME: 

Annual total percent change 

Existing single-family home 
sales in 1993 are forecasted to be 
0.8 percent above 1992. Addi-
tional gains are expected for 1994. 

Sales of existing single-family 
homes are running 9.4 percent 
above last year. That's the highest 
year-over-year comparison in five 
and a half years, according to 
OPEI's study. The recovery trend 
resulted in a 13.8 percent increase 
in home sales. 

Single-family housing starts, 
hovering around 1.04 million, are 
expected to stay at that figure 
through first quarter next year. 
Cyclical indications have turned 
negative, indicating that the 
recovery trend is maturing. 

The recovery trend has 
produced a mild (but normal) 28.3 percent gain since June 1991. Recovery was expected to 
peak in June and then drop mildly by year's end. 

The U.S. Leading Indicator peaked at 152.9 in January, but stalled in later months. The 
indicator rose through the fourth quarter of 1992 due to high consumer expectations and 
stock prices. The indicator is not expected to tailspin, however. 

The consumer price index fell steadily through 1992, plummeting to a low 3 percent an-
nual rate of inflation in September and December. It rose back up to 3.2 percent in June and 
is expected to climb to 3.5 percent in December. Inflation is expected to heat up through 1995. 

Long-term interest rates dropped 7.31 percent in September 1992, and then climbed up to 
7.38 percent in June, slightly slower than normal. Quarterly interest rates (three-month 
moving average) are expected to be flat in the near term before becoming mildly positive 
later in the year. 

The current low quarterly rate is expected to remain flat for this business cycle, and should 
prove the lowest quarterly rate for the next two years. 

The February 1993 single-month interest rate, 6.98 percent, is the lowest seen in almost 11 
years. OPEI's outlook calls for rates to stay flat to mildly positive through 1993. 

Disposable personal income stretched to 2 percent in December, dropped to 1.5 percent in 
June and is expected to continue falling to 1.6 percent at year's end. 

The 1992 gross domestic product, the sum of all goods and services produced in the 
United States, rose 2.1 percent above 1991's figure. Experts expect the GDP to stall in the 
third quarter, then ascend in the fourth quarter and into 1994. 

The GDP for 1993 is forecasted to be a mild 1.3 percent above 1992. 

Guidelines Simplify 
ADA Regulations 
Ironsmith, a manufacturer of tree and 
trench grates, released guidelines and a fact 
kit including legal interpretations of the 
Americans With Disabilities Act regula-
tions enacted in 1990. 

Failure to comply with ADA deadlines 
could lead to court-ordered mandatory 
changes, plus fines up to $50,000 for first 

offense and $100,000 for subsequent 
violations. 

The free fact kit includes copies of 
Federal Register pages with regulations that 
apply, measures to take to avoid receiving 
any penalties and a color catalog on 
Irongate's tree grates that meet new guide-
lines. The company can be contacted at P.O. 
Box 1141, Palm Desert, CA 92261; 800/338-
4766. 

(continued on page 10) 
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Ryan. Driven To Be 
The Best For Your Business. 

Ryan equipment is engineered to meet the demands of the job. Designed to give you the edge in 
professional lawn care. When you can't settle for less, demand the best. 

• JR. SOD CUTTER. With the 7-hp industrial engine, you 
can cut up to 135 sq. ft. of sod per minute-up to 2.5" deep in widths of 
12" or 18". Fast turf removal for foundations, flower gardens; and a 
mole blade accessory for water/sewer lines, sprinkler systems. The Jr. Sod 
Cutter pays its way year after year in saved time. Self-propelled and 
weight balanced for easy operation. 

• LAWNAIRE® 28 AERATOR. Cover up to 
24,000 sq. ft. per hour with high-precision, vertical coring action. 
Aerates a swath of 28". Reciprocating, crank-shaft mounted tine arms. 
At just 34" wide, the Lawnaire 28 fits through most standard yard gates. 
A self-propelled, walk-behind unit that outperforms any other aerator 
on the market. 

*Offer good at participating dealers only. See your local dealer 
for details. Qualified buyers only. 

For a free demonstration call 1-800-228-4444. We'll give you the 
name and location of the nearest Ryan dealer. FAX (402) 474-8522. 

6236 Ransomes America Corporation, 7900 West 78th Street, Suite 105, Minneapolis, MN 55439 
© Ransomes America Corporation 1993. All rights reserved. 

• LAWNAIRE® IV AERATOR. Aerate up to 
21,000 sq. ft. per hour with professional results. Core-type tines remove 
thatch while penetrating up to 2.75". Features both a 38-lb. removable 
weight bar and a 6.6-gallon polyethylene water tank for an additional 
55-lb. weight. Lift-handle operation for maneuvering around trees, 
shrubs and driveways. 

• MATAWAY® OVERSEEDER. A versatile 
dethatcher and slit-seeder. Handles just about any type of grass seed. 
Two-inch spacing means one-pass overseeding rather than two passes 
required by most other slit-seeders. Transparent seed tubes allow 
operator to monitor seed flow quickly and conveniently. 

PYAM 
USE READER SERVICE # 51 Driven to be the best 



News 
(continued from page 8) 

Marketing Guru 
Keynotes GIE Show 
Green Industry Expo officials have slated Ty 
Boyd, president of Ty Boyd Enterprises, as 
keynote speaker at the industry trade show 
Nov. 15-18 in 
Baltimore, Md. 

Boyd, a leadership 
trainer and 
marketing consult-
ant from Charlotte, 
N.C., will focus his 
speech on meeting 
challenges brought 
aboutbychange. The 
1990s promise to 
present many changes that will affect 
families, the work place — all aspects of 
everyday lives, he said. 

Boyd provides speeches and training for 
company clients. He has won the B'nal 
B'rith Anti-Defamation League's Human 
Relations Award and the Toastmasters 
Communications and Leadership Award. A 
charter member, past president and 
chairman of the National Speaker Associa-

B o y d 

tion, he has won the organization's CFAE 
award for platform excellence and the 
CAVETT award. 

Mitsubishi Doubles 
Warehouse Spate 
Mitsubishi Fuso Truck of America plans to 
add a 53,000-square-foot parts warehouse 
facility to its corporate headquarters in 
Bridgeport, N.J. The project, expected to 
be completed Jan. 15, 1994, will double 
MFTA's total parts inventory capacity. 

The $2 million investment will enable 
the company to handle its ballooning U.S. 
market, said T.E. Reimers, MFTA 
executive vice president and chief financial 
officer. 

"We have exceeded 20,000 units now 
operating on our country' s roads and 

highways. The new facility will alleviate what 
was becoming a stretched parts distribution 
system," he said. 

Reimers expects the facility to be fully 
operational early next year. 

Senate Approves 
EPA as Cabinet 

Mi tsub ish i ' s n e w par ts w a r e h o u s e wi l l d o u b l e capac i ty . 

The U.S. Senate approved and sent to the 
House Government Operations Committee 
an administration-backed bill to make the 
U.S. Environmental Protection Agency the 
federal government's 15th Cabinet-level 
department, according to the Responsible 
Industry for a Sound Environment. 

In addition to elevating the EPA's status, 
the bill would delete the Council on 
Environmental Quality, a move favored by 
President Clinton, and transfer most of its 

functions to the new depart-
ment. 

The bill faces numerous 
hurdles in the House. John 
Dingell, D-Mich., chairman of 
the House Energy and 
Commerce Committee, 
strongly opposes the bill, 
while Rep. Henry Waxman, 
D-Calif., hopes to add a 

Landscaping/Lawn Care Professionals 

WHO MAKES MONEY ON 
YOUR MULCHING OBS? 
If you're paying someone else — or using old-fashioned methods 
or outdated equipment — it's not you. 
Time is money. That 's why you need Finn Mulch Spreading equipment — 
the fastest, most reliable and time-efficient means of spreading mulch. The 
Finn B-70 Mulch Spreader spreads 6-7 tons an hour... discharges 60' in still 
air... handles both good and poor quality straw and hay — and features an 
over-center clutch for greater operator safety and longer engine life. Your 
choice of gas or diesel engine, skid or trailer mounted. 

Finn... We've led the industry from 
*** r v the beginning. Find out why. 

Call TOLL-FREE 1-800-543-7166. 
FAX 513-874-2914 

B-70 
Mulch Spreader 

FINN 
C O R P O R A T I O N 

9281 LeSaint Drive, Fairfield, OH 45014 

USE READER SERVICE #10 

B a c k 
i s s u e s 

of 

magazine are 
available for 
$2.50 each. 

Indicate which 
issues you want 

and send a 
c h e c k or 

money order 
covering full 
payment and 

$1.00 shipping 
& handling to: 

ICE 
4012 Bridge Ave., 

Cleveland, OH 44113 
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provision addressing environmental equity 
and bureau of environmental statistics. 

In other news, Sen. Joseph Lieberman, D-
Conn., is expected to release his lawn care 
bill this summer without first holding public 
hearings. "It's getting too late to hold 
hearings. It wouldn' t make sense to hold 
them in the middle of summer," said Tom 
Delaney, director of government affairs for 
the Professional Lawn Care Association of 
America. 

Lieberman is likely to introduce the bill 
and refer it to the Superfund Recycling and 
Solid Waste Management subcommittee 
chaired by Sen. Frank Lautenberg, D-N. J. 
The subcommittee has jurisdiction over 
Superfund and Community Right-to-Know 
issues. 

Lieberman hopes to attach the bill to the 
Emergency Planning and Community-
Right-to-Know Act, a move repeatedly 
protested by PLC AA. 

Another subcommittee member argued that 
the Emergency Planning act deals with 
hazardous spills and issues far removed 
from lawn care. The lawn care issue better 
fits into preemption legislation since it 
covers local control of pesticide exposure 
and the chemically sensitive citizen's right 
to avoid them. 

The preemption bill, which has been 
referred to the Government Affairs 
committee, has only won two co-sponsors. 
There's little hope of the bill being 
considered this year, according to Allen 
James, executive director of RISE. 

Federal Insecticide, Fungicide and 
Rodenticide Act hearings began in early 
June. The first hearings, covering department 
operations and nutrition, caused no major 
waves, Delaney said. The hearings will 
likely continue through this month. 

Davey's Revenues 
Exceed $200 Million 
The Davey Tree Expert Co. reported 
$208.9 million 1992 revenues, an 11 
percent increase over 1991. This is the 
14th consecutive year of record revenues 
for the company. 

The company added several line-clearing 
contracts with electric utility companies, 
which drove up revenues for 1992, said 
Douglas Cowan, Davey president and chief 
executive officer. 

"The ongoing recession affected us in the 
first half of 1992, as residential sales were 
dampened by the weak economy," Cowan 
said. "But sales rebounded strongly in the 

C o w a n , D a v e y T r e e p r e s i d e n t a n d C E O . 

second half of the year in both residential and 
commercial markets." 

The company also saw a continued increase 
in the number of employee shareholders. "At 
the end of 1992, more than 2,800 of our 5,000 
employees were shareholders—an increase of 
about 300 since the end of 1991," said David 
Adante, vice president and chief financial 
officer. 

Davey's long-term strategic plan, among 
other things, includes retaining outstanding 
employees and loyal customers and 
maintaining profitable growth and technical 
excellence, Cowan said. 

Life is too short 
to spend on 
Paperwork 

L O A D I N G 
R A M P S 

For a F R E E 
Full Line 

Brochure of the 
Finest, Most 
Economical 
Ramps 

and Accessories, 
write or call: 

G E R E D M A R K E T I N G 
Producers of 

LOAD-EZE Products 
2200 42nd Street North 

Wisconsin Rapids, Wl 54494 
(715)424-4434 

^Ask for Don (Snook) Stoflet̂  
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TRIMS Software Offers 
Turf grass Scholarship 
TRIMS Software International is offering a 
$1,000 scholarship to students studying 
turfgrass management in any school or 
college that uses TRIMS Grounds Manage-
ment Software as part of the curriculum. 
Applications for the scholarship must be 
postmarked by October 1. The winner will 
be announced in January. 

For more information, contact TRIMS 
Software International, 6220 E. Thomas 
Road, Suite 303, Scottsdale, AZ 85251; 
800/733-9710. 

Lebanon Acquires 
Two Seed Companies 
Lebanon Chemical Corp. acquired 
Seaboard Seed Co., Bristol, 111., and 
Stanford Seed Co., Denver, Pa., suppliers of 
professional and retail grass seed. 

"The combination of Lebanon, Seaboard 
and Stanford provides all three companies 
with a natural line extension for their 
existing customers and should be an 
excellent fit," said Katherine Bishop, 
corporate vice president. 

Lebanon also formed a unified retail/ 

consumer division and separate marketing 
division for its Preen® products. Effective 
July 1, Lebanon's Greenview division 
merged with retail components from the 
company's professional division. The new 
division is called Lebanon Lawn & 
Garden. 

Study Pinpoints Flaws 
In Pesticide Program 
A California Environmental Protection 
Agency study calls for cutting by at least 
one-half over the next two years the 
average amount of time required between 
obtaining EPA approval and using new 
pesticide ingredients and products in 
California. 

The study, conducted by Dr. Charles 
Benbrook for the state's Department of 
Pesticide Regulation, suggests basic policy 
changes and new long-term tactics for 
processing paperwork, including periodi-
cally removing backlogs from the system 
to help eliminate delays in reviewing 
pesticide applications. 

The report also advises the EPA to focus 
more on pesticides considered high risk, 
and speeding up registration of low risk 
products. 

U.S. Seed Companies 
Face Competition 
Oregon's grass seed companies claim 
European competition is driving down seed 
prices and customer demand, according to 
the Oregon Seed Council. 

Oregon's seed growers, suppliers to the 
state's $750 million grass seed industry, 
blame increased importation of lower-
priced, uncertified grass seed grown in the 
European Economic Community using 
government subsidies. 

Europe requires all grass seed sold in its 
own market to be certified, whereas the 
United States accepts uncertified seed. 

Recent changes in the EEC's subsidy 
structure have made importing grass seed 
more attractive than grain or oil, but has not 
damaged U.S. sales overseas, said Loyd 
Coonrod, spokesman for the U.S. Depart-
ment of Agriculture's Foreign Agriculture 
Service. "While European subsidies have 
always affected U.S. farmers indirectly, 
Oregon has not yet lost market share 
overseas," he said. Increased sales of EC 
grass seed in the U.S. is a concern, he added. 

Seed subsidies are paid on a volume-
produced basis rather than on a per-acre 
system like other crops. • 

ùmUÊÈiet^Bk 

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 OHV 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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THE AMERICAN Association of Nursery-
men will hold its convention in conjunction 
with the Texas Association of Nursery-
men s TAN-MISSLARK trade show Aug. 
4-8 at the Dallas Convention Center, Dallas. 

AAN plans to hold joint meetings with 
several state and regional associations. 

"We're in an experimental mode. AAN 
will be forming partnerships with large 
regional groups over the next four or five 
years," said Kevin Morales, AAN's director 
of education and landscape services. 

Next year's convention will coincide with 
the Maryland Association of Nurserymen 
Trade Show in Baltimore. 

Keynote speakers at this year's convention 
will be Texas Gov. Ann Richards and 
George Gendron, editor of Inc. magazine. 
Other featured speakers include Tom 
Dickerson, Lone Star Growers, Texas; 
Dennis Burd, Country Market Nursery, 
Pennsylvania; Dwight Hughes, Dwight 
Hughes Nursery, Iowa; and Hank Guarrielo, 
Nursery Supplies, Pennsylvania. 

Additional events include tours of local 
wholesale centers, garden centers and 
commercial and residential landscapes. 

For more information 
TAN 
7730 South IH-35 
Austin, TX 78745 
512/280-5182 

NAEDA 
10877 Watson Road 
St. Louis, MO 63127 
314/821-7220 

PTC 
P.O. Box 417 
Bellefonte, PA 16823-0417 
814/355-8010 

APLD 
P.O. Box 134 
Kensington, MD 20895 
201/236-9001 

PGMS 
120 Cockeysville Road 
Suite 104 
Hunt Valley, MD 21031 
410/584-9754 

The TAN trade show offers more than 
1,600 booths. 

The Nor th American Equipment Dealers 
Association and Nat iona l Equipment 
Servicing Dealers Association are 
considering merging to help improve dealer/ 
supplier relationships, promote dealer 
education and advancement and safeguard 
the industry' s consumers, according to Norm 
Beck, executive director of NESD A. 

NESD A formed 12 years ago to enhance 
the dealer/supplier alliance while NAEDA 
was founded nearly 100 years ago, but only 

formed an outdoor power equipment division 
within the last decade. NAEDA provides 
members with equipment evaluation guides, 
hands-on training programs and other services. 

Association officials plan to meet at the 
International Lawn, Garden & Power Expo in 
Louisville, Ky., to explore avenues for 
implementing an effective merger. 

"The two organizations have agreed on 
issues over the years. We think the move will 
strengthen our services," said Tom Glaub, 
director of publications for NAEDA. "We 
don't yet know all of the ramifications, so 
we'll take it step by step." 

How 1 a • Job Timor 
S o n r i c o T i n o r 

Maintain your equipment more effectively 
with a programmable Service Alarm and use 
our Erasable Job Timer for job costing and 

employee productivity checks. 

JUS-Î CALLl 
r a S / S J . ^ Q É 

S e n D E C I M a n u f a c t u r e r s o f H o u r M e t e r s , 
S TPORATIO ! I M a i n t e n a n c e M e t e r s & T a c h o m e t e r s 
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\ EVERYTHING FOR THE 
] LAWN MAINTENANCE INDUSTRY 

CELEBRATING OUR 27th YEAR! 

200 gal. poly baffled tank 
5.5 Honda with D-30 
Electric reel 

300 ft. 1/2" hose 
Unit pre-tested & ready to use 
Custom built units available 

OLDHAM CHEMICALS 
C O M P A N Y , I N C O R P O R A T E D 

C O M P L E T E S U P P L I E R O F T & 0 C H E M I C A L S 

1 -800-888-5502 
Or write: P.O. Box 18358, MEMPHIS, TN 38118 
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John Yakubisin, golf course superintendent at 
Rolling Rock Club, Ligonier, Pa., was elected 
president of the Pennsylvania Turfgrass 
Council. He formerly served as golf course 
superintendent at Youghiogheny Country 
Club, McKeesport, Pa., for four years and the 
Nemacolin Woodlands Country Club, 
Farmington, Pa. 

Other newly elected officers include 
Michael Zedreck, Southpointe Golf Club 
Inc., Washington, Pa., first vice president; 
Samuel Snyder VII, Colonial Country Club, 
Harrisburg, Pa., second vice president; 
Barry Grote, The Scotts Co./Proturf 
Division, Pittsburgh, Pa., secretary/ 
treasurer; and Charles Cadiz Jr., Eagle 
Lodge Country Club, Lafayette Hill, Pa., 
past president. Christine King, Bellefonte, 
Pa., serves as executive director. 

The deadline for entering the Professional 
Grounds M a n a g e m e n t Society's 
maintenance awards program is Aug. 6. 

The program recognizes excellent mainte-
nance performance in 12 categories: 
industrial/office parks; condominiums, 
apartment complexes and planned commu-
nities; hotels, motels and resorts; amuse-
ment and theme parks; parks, recreation areas 
and athletic fields; schools and university 

grounds; government buildings and com-
plexes; shopping areas; hospitals and insti-
tutions; small sites (budget under $8,000); 
residential landscapes; and cemeteries and 
memorial parks. 

Awards will be presented during the PGMS 
annual meeting Nov. 14-18 at the Marriott 
Inner Harbor Hotel in Baltimore, Md. 

The Association of Professional 
Landscape Designers will hold its annual 
meeting and conference Aug. 13-15 in 
Chicago. 

Core events include the annual meeting, 
board of directors meeting and roundtable 
discussion. All three will take place at the 
Chicago Botanical Garden. Events sur-
rounding the conference include tours of 
public and private landscapes. 

Accommodations will be at the Sheraton-
North Shore. 

IN BRIEF.,.The Pennsylvania 
Nurserymen 's Association appointed 
Richard Brown of Plymouth Meeting, Pa., 
its new executive director. Brown succeeds 
Patricia Schlusser who relocated to State 
College...The Associated Landscape 
Contractors of America released the 
"Commercial Value Brochure" to promote 

the value of professional commercial land-
scaping and maintenance. The brochure 
serves as a marketing tool for landscape and 
maintenance contractors. Contact ALCA at 
703/620-6363 to receive a copy.. .The 
Florida Turfgrass Association's Research 
Foundation received a $6,000contribution 
from the members of John's Island Club, 
Vero Beach, Fla. The money will be used to 
develop environmentally sound maintenance 
techniques, research new grass varieties for 
Florida and protect the state's $5.2 billion 
golf industry...The In te rna t iona l Pesticide 
Applicator Association's board meeting is 
slotted for Aug. 6 at Tri Cities Red Lion in 
Pasco, Wa. Contact: Cindy Maitland Deffe, 
509/535-3591 ...The Nevada Landscape 
Association is seeking volunteer committee 
members to help prepare a publication on 
landscape maintenance and construction 
specifications guidelines. Criteria will be 
taken from established standards already set 
by the In te rna t iona l Society of 
Arboriculture, the Associated Landscape 
Contractors of America. The I r r igat ion 
Association and the Professional Lawn 
Care Association of America. For 
additional information, contact Brian Dean, 
P.O. Box 70836, Reno, NV 89570-0836; 702/ 
827-3403. • 

THE PROS CHOICE. 
Tuflex offers you a full line of 
tanks to solve your pest control 
problems, big or small. The 
experts at Tuflex carefully 
research and analyze your 
needs and assist you in 
designing and engineering the 
right tank and pump system to 
your specific requirements. 
Anything less would be a 
compromise solution. 
Tuflex is the only manufacturer 
to specialize in seamless 
fiberglass spray tanks built 
specifically for the pest control 
and lawn care industry. The 
exclusive Tuflex process allows 
a full five-year warranty on all 
hand-crafted seamless 
fiberglass tanks. 
Our tanks from 100 gallon to 
1200 gallon are ready to solve 
your toughest challenges. 

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

Call TOLL-FREE for economy prices and 
more information on our complete line of tanks. 

1-800-327-9005 
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TOUGH. 
Let's face it: some turfgrasses are 

tougher than others. Like Arid Turf-
Type Tall Fescue from Jacklin Seed. 

Arid is bred to be tough. Tough 
in extreme cold. Tough in the blazing 
sun. Tough in high-use situations like 
athletic fields, public parks and private 

backyards. It is resistant to disease 
and needs less fertilizer and pesticide. 

The only thing about Arid that 
isn't tough is the decision to use it. 
That's easy. Just call your Jacklin 
Seed marketing representative at 
800-688-SEED. 

Jacklin Seed Company 
5300 W Rtverbend Avenue • Post Falls Idaho 83854-9499 

208/773-7581 • 800/688-SEED • TWX 5107760582 Jacklin PELS 
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The G 'een Seal 
marks And a t a 
world premium 

turlgrass variety 



SILVERDOME ROLLS OUT NATURAL GRASS — UNDER THE DOME 

"BE CAREFUL what you wish for," the 
ancients warned. "It might come true." 

Such was the case at the Silverdome in 
Pontiac, Mich. Officials had hoped to get at 
least part of the sports action when the 
World Cup soccer championship tourna-
ment announced it was coming to the 
United States for the first time. The largest 
sporting event in the world (much bigger 
than the Super Bowl), the World Cup is 
watched by more than one billion fans 
worldwide. 

To the delight of Silverdome officials, 
they were named by the Federation Inter-
national de Football to host four of the first 
round games for the event running June 17 
to July 17, 1994. There was just one "but." 

World Cup officials require a natural grass 
playing field. Growing vigorous turf inside 
a building whose fiberglass covering only 
lets in 10 percent of the available sunlight 
would be like trying to grow turf under the 
worst winter lighting conditions imaginable, 
or in a deep shade. It could be done, of 
course, but the roots would be shallow and 
the grass blades spindly. When teams hit the 
field, their cleats would tear the field to shreds. 

"Our challenge is to build the Cadillac of 
soccer fields — a world-class athletic turf 
that will be as good or better than the 
premier soccer fields of the European and 
South American countries," said John 
'Trey" Rogers. Rogers, and fellow 
Michigan State turf expert Paul Rieke, told 
the Silverdome that they could, indeed, put 
natural turf into the Silverdome. 

Trivia buffs may be objecting at this 
point. Didn't the Astrodome start out with 
natural turf in the 1960s? The answer, of 
course, is yes; but the Astrodome started out 
with a clear glass cover that let in all the 
elements needed to grow grass. 

"I'd heard there was a problem with the 
players seeing the ball when they were 
looking up toward the glass cover," Rogers 
said. The cover was changed and they soon 
went to artificial turf. 

Establishing a good, strong turf inside the 
Silverdome from ground up is almost 
impossible. Work began almost immedi-
ately not only to prepare for the tournament, 
but for an exhibition game held last month 
to promote the coming World Cup series. 

"We grew the grass outdoors until it was 
strong, healthy and very well established," 
Rogers said. It was grown on a sod farm in 
California and last April the sod was cut, 
rolled up and shipped by truck to Michigan. 
It was then transplanted to hexagonal metal 
boxes 7 1/2 feet across, filled with 6 inches 
of top soil. 

A few days 
before the 
exhibition soccer 
game, the hex-
agons of turf were 
moved into the 
Silverdome and 
packed onto the 
asphalt surface to 
form a playing 
field. "In addition 
to the hexagons, we 
used triangular and 

N a t u r a l g r a s s wi l l g r o w h e r e — in sp i te of t h e f i b e r g l a s s d o m e . 

trapezoidal boxes," he said. "We put them 
on the borders to make a rectangular 
playing field." 

Tom King, venue executive director for 
World Cup USA-1994, the Detroit-based 
group overseeing the Silverdome event, 
said it is impossible to estimate the total 
cost of installing the artificial turf. The 
cost of such items as lighting, soil, sod and 
trays and moving the grass into and out of 
the Silverdome won't be known until after 
the games conclude in 1994. 

One of the tricky parts of the turf system 
is the soil. "You want soil that is easily 
drained but not easily compacted," Rogers 
pointed out. "You want it to resist 
compaction and you want a lot of pore 
space, but it still has to have stability. If 
the soil is too loose, it would be difficult to 
grow grass on it and it would be easy to 
tear up," he added. 

The decision was made to go with a 
combination that is eight parts sand, one 
part native sandy loam and one part 
Michigan peat. King said the seed is a 
mixture of 85 percent Kentucky bluegrass 
and 15 percent perennial ryegrass — 
varieties chosen for sports and shade 
tolerance. 

While it might not have been a big problem 
for the one-day exhibition game in June, 
the field will have to stay in good shape 
for nearly two weeks in 1994 when four 
tough games are played. The answer, in 
short, is to move as much of the beneficial 
growing conditions one would expect to 
find in Michigan in June indoors. The first 
adjustment is to provide artificial light. 

"We'll mount a lighting system inside 
the Silverdome so we can cover the entire 
field with artificial light that simulates 
actual sunlight," Rogers said. 

While there won't be much evaporation 
inside the Silverdome, turf managers will 
have to add some water. "We use over-the-
top irrigation similar to that used on 
outdoor playing fields," he said. "We'll 
probably add some nitrogen and potash to 

maintain soil fertility. We probably won't 
have to add phosphorous. Nitrogen is the 
most critical. It has to peak out at exactly 
the right time. 

"We don't want the grass to be going into 
a heavy growth spurt just before a game. At 
the same time, the grass has to have enough 
nitrogen to recuperate quickly after the 
game," he said. 

Plant growth regulators also will be used. 
Grass cells tend to elongate under shady 
conditions — that's why the blades become 
spindly. PGRs prevent cell elongation. 

The Michigan State researchers are 
getting "practice" time in, too, before they 
put the turf to test. They built "Silverdome 
West," a 6,500-square-foot quonset hut 
covered with the same kind of fiberglass 
used on the Silverdome, and incorporating 
the same type forced-air suspension. 

In the experimental dome, grass was 
grown in 4-by-4-foot wooden boxes. Each 
box was grown under slightly different 
conditions of moisture, fertilizer and plant 
growth regulators. 

"We will also be testing the turf under 
various conditions by having athletes come 
in and run on the plots," Rogers said. "We 
already have a good start on our research 
because we had test plots in the Pontiac 
Silverdome over the summer of 1992. We 
deliberately stressed the grass to see what it 
would take. It looked bad when the trials 
were over, but it was a successful effort." 

The researchers experimented with many 
of the variables they will be able to 
regulate. For one, they tried various 
quantities of light to see which would give 
the best results in terms of turf growth. 
They also played with various ways of 
fitting the hexagon boxes together so they 
didn't have any seams. 

"We will look at the possibility of adding 
soil in the seams, but we don't think it will 
be necessary," Rogers said. • 

Curt Harler is a free-lance writer based in 
Strongsville, Ohio. 
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As a lawn maintenance pro , from the smallest t r immer to Whats it all mean to you? Crews 

you can' t a f ford to see it the largest chain saw, is built that are more productive. Equip-

Most people see grass. 
You see taxes, the rent, 
aed next week's payroll. 

ment that costs less to own. And 

a business that's better able to 

deal with little things like taxes 

and payroll. So when you're ready 

to take a break from looking at 

grass, go see the fastest-growing 

any other way. Sure, you 

appreciate a pret ty 

yard. But it's a good bet 

you apprecia te a healthy 

business even more. So let us 

suggest a way to win on both 

fronts: Shindaiwa. We offer a 

complete line of hand-held 

power equipment. Every model, 

for commercial use. Our line of professional equipment 

EXX3HT1 
equipment is light. in the industry. Visit your local 

Powerful. Refreshingly Shindaiwa dealer. 

easy to use. And designed, ^ 

\ > %&* 
bolt to bolt , to shrug off the \ J W » , / ^ 

harshest treatment. If you ever 

do need service, you ' re 

backed by a national 
network of independent dealers. 
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U . S . G A R D E N S A L E S , INC. U N I R O Y A L C H E M I C A L C O . , INC. U N I T E D H O R T I C U L T U R A L S U P P L Y 

U N I T E D P R O D U C T F O R M U L A T O R S a D I S T R I B U T O R S A S S N . V A L E N T U . S . A . V I G O R O 

INDUSTRIES, INC. W E S T VA. VEGETATION MANAGEMENT A S S N . W I L B U R - E L L I S CO . ZOECON CORP. 

A S O F 3 / 1 / 9 2 



A U N I F I E D I N D U S T R Y 

W O R K I N G T O W A R D 

A C O M M O N G O A L 

Nearly every key issue affecting one part of the Specialty Pesticide 

Industry affects the entire industry. 

RISE (Responsible Industry for a Sound Environment) is bringing 

industry leaders together to identify critical public issues and 

legislation, and address them as a unified body 

We're proud of our industry's commitment to enhancing and 

preserving the environment. And we're committed to educating policymakers 

and the public about the environmental, health and safety 

benefits of proper pesticide use. 

A wide variety of companies and organizations are already members 

of RISE, and have contributed to successes like we enjoyed recently in 

Missoula, Montana, which demonstrates the industry is 

able to work constructively with local government bodies. 

If you're a manufacturer, formulator, distributor, supplier or associa-

tion involved with the use of specialty pesticides, we invite you to join RISE 

and participate in our future successes. 

For more information, call RISE at 

(202) 872-3860, or write to 1155 15th St. N.W., 

Suite 900, Washington, D.C. 20005. Rfsporeèlf Industry lor i Sound Envrmmt 
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HEADQUARTERS: Santa Rosa, Calif. 
BRANCHES: One in Fairfield, Calif. Plans 

include adding two more within five years. 
FOUNDER: Bill Davidson 

SOLE OWNER: Lebo Newman 
PRIMARY SERVICES: Construction/full-service 

maintenance, including fertilization, pest 
control, irrigation and enhancement. 

EMPLOYEES: 80 to 110 
1 9 9 2 SALES: In excess of $4 million. 

EXECUTIVE SUMMARY 
THE CONCEPT: To provide construction and 
landscape management services to a vast 

range of commercial clients. 
PROJECTIONS: Approaching $5 million in 1993. 

HURDLES: Coordinating input from multiple 
sources at large job sites. 

COMPANY OBJECTIVES: To prove a leader 
in the industry and community through quality 

performance. 

THE OWNER 
LEBO NEWMAN 

AGE: 3 8 
FAMILY: Married; one son, one daughter 

EQUITY HELD: 100 percent at present; manag-
ers will begin buying in this year. 

WORK WEEK: 35 hours for business; about 20 
community service hours. 

PROFESSIONAL PHILOSOPHY: Whatever you do, 
do it with passion. 

OTHER COMPANIES STARTED: None 

LEBO NEWMAN believes that 
in any business the ability to inter-
weave fun and hard work strongly 
contributes to a company's suc-
cess. At Redwood Landscaping, 
Newman's construction/landscape 
management firm in Santa Rosa, 
Calif., that concept is achieved by 
infusing the company with people 
who care excessively about land-
scaping. 

"That's one thing we look for 
in an employee — whether or not 
they love what they do," Newman 
explained. "Most of our employ-
ees are very passionate about 
what we do, and that's one thing 
that pushes the group." 

Lebo New-
man, the un-
conventional 

leader of 
Redwood 

Landscaping, 
enjoys his 
job. Photo: 

Lenny Siegel. 

Newman brings a lot of his 
own passion to the company 
which lights the desire in others 
to achieve, according to Dave 
Penry, operations manager. The 
company owner encourages a 
free exchange of ideas, opinions 
and concerns among all employ-
ees, knowing that satisfied em-

ployees remain more productive. 
This, in turn, helps the firm be-
come an industry trendsetter. 

"Our whole intent, and one of 
our mission statements, is to be a 
leader in the industry and commu-
nity. That doesn't mean just par-
ticipating in associations. That 
means being the example of good 

work," Newman contended. 
The company instills addi-

tional measures to keep employ-
ees satisfied including a strong, 
albeit sometimes strange, incen-
tive program (Penry once prom-
ised employees he would stand 
on a ladder in his underwear at 
the company's front gate if they 
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C O V E R S T O R Y 

A Penchant 
for • f x tor • 

Passion 
In the 1970s, landscape firms nationwide reveled in 
high-water use while those in the San Francisco Bay area 
grappled with shortages. But those drought-plagued "pioneers " 
set today's standards for implementing high-tech irrigation 
practices into their full-maintenance repertoires. 
By Cathy Hoehn 

construction firm in agricultural-
based Sonoma County. David-
son, a landscape architect who 
has since pursued other inter-
ests, hired Newman as a field 
foreman in 1974, the same time 
Redwood began delving into 
commercial work. 

The company serves four 
counties in what Newman calls 
the suburbs of San Francisco — 
on the north and east fringes of 
the Bay area — and one of 
California's top three growing 
areas. Santa Rosa has gone from 
35,000 in population in 1972 to 
123,000 in '93. 

When the national recession 
struck in 1991, it squelched that 
growth, as well as most new con-
struction. Redwood Landscap-
ing struck back, whittling its con-
struction installation division 

from an almost $2 million annual 
revenue source to a $450,000 en-
deavor, and focusing instead on 
its maintenance division. 

"We started out doing mainte-
nance for construction projects that 
we installed because our clients 
were having a hard time finding 
somebody they felt would do the 
job right," Newman recalled. "The 
marketplace was not very mature 
at that point. We had to create 
standards for the area in order to 
improve the maintenance caliber." 

Because the company custom-
izes its services to a client's needs, 
it tackles an almost limitless range 
of maintenance jobs, "anything 
from a bank branch on the corner of 
a downtown urban area to a cam-
puslike business park or a multisite 
contract with a city doing all of its 
miniparks, islands, frontages and 

went 90 days without any lost-
time accidents. Employees tri-
umphed.), and an open forum for 
policy and strategy development. 

Above all, Newman believes in 
maintaining a family atmosphere 
where everybody looks out for 
their fellow employees as well as 
clients' interests. "When you look 

at your business as 
providing for the fu-
tures of 110 families 
vs. just your own, then 
you treat it differently. 
I look at it as support-
ing the employees' 
families. If I do my 
job well then they'll 
support mine," he 
said. 

The drive to pro-
mote job satisfaction, 
develop a familylike 

environment and ingrain open 
communication has proven fruit-
ful in shaping Redwood into a 
more than $4 million firm. 

GETTING STARTED. Bill Da-
vidson, Newman's former part-
ner, founded Redwood Land-
scaping in 1972 as a residential 
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medians," Newman said. "Our 
contracts range from $50 a month 
to $20,000 a month for mainte-
nance. 

"We do all size jobs, but our 
forte is large-turf areas, large 
projects that have to be phased in 
over a number of months. We 
pride ourselves in how we can 
manage a job, carry it from start 
to finish, be responsive and truly 
"manage" a client's property." 

Redwood has always shied 
away from design work, even 
though Davidson, the original 
owner, held a landscape architect 
degree. 

"We felt that since we depended 
on landscape architects for a good 
percentage of our work we wouldn't 
compete with them," Newman said. 
' T o this day we do very little 
design, other than for maintenance 
clients who want design enhance-
ment to their property or renova-
tion." 

Newman, who began buying in-
to the company in 1981 while 
Davidson slowly phased out, de-
cided to continue Davidson's ef-
forts to move out of residential 
work. 

"We made the choice early on 
to not continue doing residential. 
In commercial it's very special-
ized — with soil preparation and 
grading people, irrigation people, 
planting people — that's all they 
do. Consequently, they are highly 
trained, very productive and very 
efficient. Whereas in residential, 
the job is so small, it doesn't pay to 
move different crews in and out," 
Newman explained. 

"You could have three or four 
different crews working at the site 
in different stages of a job. It 
works out really well. The way we 
structure it, the equipment we use 
for commercial — tractors and 
trenchers — is much larger, so 
the capital outlay is a lot differ-
ent." 

The company has invested about 
$700,000 in its equipment, which 
includes tractor loaders, a diverse 
range of mowers, articulating 
trenchers with backhoe units, 
dump trucks and trailers and a 
huge fleet of vehicles for the 
maintenance division. The inven-
tory also includes 500 to 600 
small pieces of equipment such 
as pruners, edgers and chippers/ 
shredders. The company employs 
two full-time mechanics, and pro-
duction managers determine 
equipment needs. 

Newman projected a moder-
ate 8 percent to 10 percent growth 
for '93. "We'll probably still be 
under $5 million, but we're ap-
proaching it," he said. "Construc-
tion didn't have enough of a re-
turn on the investment to make it 
worth the risk, and maintenance 
is a very competitive industry as 
well, but we've made it worth 
our while." 

Redwood maintains up to 110 
employees, slightly less in the 
short off-season. About 15 per-
cent of volume and people in the 
company do strictly construc-
tion. There are 10 full-time of-
fice staff and managers which 
includes production managers, 
the office manager, operations 
manager and a dispatcher. There 
are also 11 field managers. 
"There's a real high ratio of su-
pervision to employees. No one 
has to manage too many people 
so we don't get strung out too 
far," Newman said. 

In the field, the management 
team breaks down to eight area 
managers and three support mana-
gers. Area managers handle 30 to 
40 accounts within a geographic 
area, except multisite owners and 
other "special profile accounts" 
which Newman oversees. 

"All managers have a realm 
within the company that they run 
and are encouraged to treat like 
their own company," Newman 
explained. "They just happen to 

have this nice sugar daddy of a 
bank that helps them out — that 
they have to perform for, but 
they also don't have to worry 
about payroll and taxes, equip-
ment and overhead. They just 
worry about the client and the 
end result." 

A year and a half ago, Red-
wood opened a branch in 
Fairfield, Calif., extending the 
company to better serve Solano, 
Napa and Marin counties. The 
branch now represents a fairshare 
of total operations. 

Future plans for the company 
call for continued growth on a 
controlled basis "as personnel and 
client desires allow," with a pre-
ferred growth of 10 percent each 
year. Newman hopes to add an-
other two branch offices in the 
East Bay and Sacramento areas. 
Or even, he said, in Mexico and 
Hawaii. 

EDGING COMPETITION. In Cali-
fornia, like elsewhere, the reces-
sion has forced a sharp edge be-
tween maintenance firms, as well 
as companies from other indus-
tries taking on maintenance work 
to survive. Newman's company 
"chose to not participate" in the 
recession. 

"We haven't laid any people 
off due to the recession, but we 
have definitely been affected," 
Newman said. "We have been 
challenged in our pricing and job 

Redwood's special ized crews 
install and maintain commercial 
propert ies, but generally forgo 
residential jobs. 

retention. Where we used to do 
substantial volume in installa-
tion, we had to replace that with 
maintenance." 

Newman anticipates that firms 
picking up maintenance jobs for 
extra income will exit the indus-
try as the economy stabilizes. 

Budgeting is a key element in 
maintaining the company's com-
petitive edge. "First of all, don't 
ever cut up the profit," Newman 
advised. "Always know what the 
profit is on every job. Know what 
your bottom line is. Because 
when you cut price, you are cut-
ting your profit." 

Redwood uses a "looped" bud-
get process, in which sales are 
reviewed and projected based on 
the backlog, and overhead is de-
termined based on those sales 
goals. 

"We look at the reasonable 
growth rate based on historical 
variables—one-year, three-year, 
five-year patterns. Then we ana-
lyze that to see if it's attainable 
based on the marketplace. We loop 
through the budget — we have 
about 52 budget categories we 
allocate overhead to. We'll allo-
cate overhead based on those sales 
goals, and come down to a profit 
line and see if that's acceptable. 

"Also we take the profit level 
we desire and loop back through 
the overhead and come up with 
what sales figure it would take to 
reach the profit goals we want. 
Then we take those two loops and 
match them and come up with 
what we call an accepted budget. 
We really look for a return on in-
vestment and not just profit. But 
people need to be in double digits 
in profit to make this industry work." 

LEADER OF THE PACK. Newman 
cited a number of other factors 
which help keep the firm compe-
titive, including customer rela-
tions, community involvement and 
aggressive market positioning. 

Customer relations plays a vital 
role in retaining existing accounts, 
he said. "You can't go out of your 
way enough. Even when you think 
you're treating a client absolutely 
tops, you've got to keep asking 
them what else you can do for 
them because whatever you're 

(continued on page 26) 
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LUMBER NEEDS VS. LUMBAR 
NEEDS:1HE TRUE TEST OF 

QUALITY TRIMMERS AND SAWS. 
Trimming con be a real pain 

in the back, not to mention other 

parts. Bending, twisting, reaching 

with the equipment It's not the 

greatest job in the world. Realizing 

this, we try everything to make 

the chore of trimming as painless 

as possible for you. 

That's why 

you'll find the 

same precision 

engineering in 

our full line of 

brush cutters, 

trimmers and 

clearing saws 

that you fnd in 

our chain saws. 

Like all our 

products, these 

tools are designed to work from 

your center of gravity. With your 

arms comfortably at your sides. 

Without twisting your wrists or 

thumbs. Or, for that matter, 

your back. 

From our very lightest weight 

trimmer, to our top-of-the-line 

clearing saw, each and every 

Husqvarna is perfectly balanced, 

with superlative vibration control 

and some of the lowest noise 

Notice how the blade hangs straight in front of you. 
That's because the handlebar is set at a slight angle 

to the shaft (see angled line). With the blade straight 
in front of you like this, you won't have to twist your 

body like you do with other brands. 

You don't have to stoop 
with a chain saw to thm a 

stand you can simply 
walk along felling trees 

with trunks up to 8 inches 
m diameter with a 

Husqvarna cleanng saw. 

ratings in its class. So no matter 

what the job requires, it's only 

natural that you'll feel more 

R i 
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Husky's special loop handle centers the 
shaft under your hand for precise balance in 

either the trimming or edging position. 

comfortable with a Husqvarna. 

Husqvarna's clearing saws have 

even been called the best in the 

world. Not surprising, considering 
USE READER SERVICE #41 

we pioneered the technology. To 

begin with, our electronic ignition 

and convenient thumb throttle 

promise you reliable 

starts and jackrabbit 

acceleration on com-

mand. And our most 

powerful clearing saw 

rivals the strength of 

a 50cc chain saw, 

easily slicing through trunks as 

thick as 8" in diameter. 

Husqvarna offers the largest 

selection of cutting angles around 

with maintenance-free shafts 

that ensure maximum reach and 

comfortable work posture. So 

you can easily stand up to the 

larger, longer clearing jobs that 

once had you on your knees, 

struggling with a chain saw. 

So contact Husqvarna today 

at (800) GET-SAWS to find out 

more about our full line of forestry, 

lawn and garden equipment, 

and especially our economically 

designed trimmers and clearing 

saws. Because once you put your 

back into your work, Husqvarna 

is the obvious choice. 

j g OHusqvarna g j 
FOREST*GARDEN 
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doing becomes commonplace." 
An integral part of that service 

is being able to coordinate input 
from all players in a key account, 
a hurdle which Redwood encoun-
ters mostly at multi-job sites. 
"You have to maintain a consis-
tent relationship with key people. 
On construction jobs, you may 
have a developer that wants to get 
in and out of there. You may have 
sales staff for the developer that 
wants the place to look sparkling 
all the time. Then you may have 
the city or some other inspector 
on you for some other reason." 

Redwood hosts focus group 
meetings between clients and 
managers to ensure lines of com-
munication remain open and to 
bring forth issues, concerns and 
ideas that may otherwise never 
surface. 

"We take the approach that you 
have to have a strategic marketing 
alliance with clients. You have to 
be able to look at their property 
from their point of view. You 

absolutely have to. If you 're look-
ing at it just from your own per-
spective, you won't have that 
person as a client for 
very long." 

Another impor-
tant facet is custom-
izing jobs to meet 
par t icular client 
needs. 

"We try to be as 
low priced as we can 
possibly be on ev-
ery job. We're not 
always low priced 
though. Yet because 
of the fact we are 
modifying our ser-
vices to meet our 
client's needs, they 
can see the value of 
that, and they'll buy 
that value." 

Though Newman 
claims to not like 
measuring the com-
pany ' s success against 
other firms, he proud-
ly points to the fact 
the company has won more than 
50 industry state and regional 

Every one of 
your systems 

should be 
easy to work 
with. Clients 
shouldn't see 

the hoops that 
employees 

have to jump 
through in 

order to take 
care of their 

needs. 

first-place awards in the last five 
years, including the CLCA best 
overall maintenance awards in 

1987 and 1989. 
Since Redwood 

does virtually no 
adver t i s ing , it 
counts on its com-
munity involve-
ment, as well as re-
ferrals, for public-
ity. The company 
supports several 
non-prof i t pro-
grams, including a 
giving tree pro-
gram for the Vol-
unteer Center, lo-
cal ReLeaf efforts 
and Big Brothers/ 
Big Sisters bowl-
athons. Employees 
are encouraged to 
introduce new pro-
jects needing spon-
sorship or volun-
teers. 

Like every land-
scape firm, Red-

wood encounters problems and 
client complaints, but an aggres-

sive team approach helps nip them 
in the bud. "We set up a regular 
schedule of assertive walk-
throughs at the site with the cli-
ent, so we can better explain the 
processes of what's being done," 
Newman explained. 

"Problems occur, and condi-
tions change because it's a grow-
ing environment. We don't have 
complete control over it. But how 
problems are handled shapes a 
client's perception of how good 
you are." 

"Newman still actively over-
sees all day-to-day operations at 
Redwood, but may slowly let go 
of the reins as he pursues other 
interests. Future plans include 
allowing key employees to buy 
into the company. 

TRAINING/ INCENTIVES. Ongo-
ing education is an integral com-
ponent in Redwood's infrastruc-
ture, and encourages employees 
to stay with the company. Red-
wood offers in-depth training for 
managers as well as laborers, 
strengthening the company's po-
sition in the industry. In the fol-
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26 JULY 1993 • LAWN & LANDSCAPE MAINTENANCE 



lowing question and answer ses-
sion, Newman describes how the 
firm's training and incentive pro-
grams enhance employee pro-
ductivity. 

Q t How does the company en-
sure employees are getting the 
best training possible? 

* We have a full-time trainer for 
new and existing employees. We 
review employees regularly on 
about 13 different areas of trade, 
industry and managerial skills. We 
also test the managers on how 
well they can train employees. 
The trainer is bilingual so he can 
work with the least English-profi-
cient employee. 

Q • Does employee turnover 
hinder your training program? 

A: Actually, ongoing education 
is a big incentive for employees. 
They are encouraged to take 
classes — writing, math, English 
— that enhance their ability to do 
their jobs. If the area manager 
feels the course they want to take 

is beneficial, we'll pay for it. 

Q t What other incentives does 
Redwood offer? 

A t We have quite a few field 
incentives for work done, meet-
ing production goals via a per-
centage of profits. The safety pro-
gram is highly laden with incen-
tives. We also have two sugges-
tion bonuses and a quality quest 
program. 

The quality quest program is an 
all-inclusive program for quality 
management. If an employee 
makes suggestions or does certain 
things, they get quality pins. 

In the safety program, if em-
ployees make suggestions, keep 
fellow employees from doing an 
unsafe act, correct an unsafe situ-
ation or make a suggestion to im-
prove productivity, they get pins. 
At four pins, they go into a lottery 
for a $50 certificate given out 
each month. Basically about 75 
percent of our employees end up 
getting this over a period of a year. 
At eight pins, they go into a lot-
tery for another certificate. Those 

receiving more than 12 pins in a 
year go into the lottery for a 
$1,000 dream vacation. 

The other biggest motivator we 
have is that 30 percent of our 
profit goes into an incentive pro-
gram which is based on perfor-
mance. That is shared with about 
60 percent of the employees de-
pending on their work level. I live 
and die by that system. It allows 
people to really take advantage of 
the ownership we offer them. They 
can really see the benefit of, one, 
meeting the goals, and two, taking 
care of the client. 

Q t How does Redwood ensure its 
incentive program is effective? 

A: You have to go beyond just 
money. There has to be encourage-
ment and recognition, it has to be 
fun and it has to feel good. It doesn't 
always have to be elaborate, or ex-
pensive, but it has to be there. 

Q t What incentives keep you per-
sonally interested in the business? 

has an intrinsic value people don't 
recognize. I love being able to 
impact our environment, both lit-
erally, as far as the materials we 
use and how we safeguard it, and 
being real stewards of the earth. 
And also how we can transform 
it. There's not a road in this county 
that I can't point to a landscape 
that I worked on at some point, 
either installing or maintaining it. 
That's the best part. 

Q t What do you dislike about the 
industry? 

A; 

A: I love what I do. The industry 

I'm frustrated with the indus-
try itself and the public's percep-
tion of it. They think it's an easy 
field to get into and they're not 
willing to pay a true professional 
scale fee. And I think the industry 
undervalues itself...They under-
pay people. As long as that con-
tinues, none of us will be able to 
charge what our services are actu-
ally worth. • 

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

NOMANCO LAWN 
MAINTENANCE 

MODEL LMT 6,000 
Loading Capacity 6,000 lbs. 

STANDARD EQUIPMENT: 78" x 16 4'' chan-
nel iron frame, class "A" lights, electric brake, 
2" coupler. Safety chains, stake pockets, tie 
downs, 2" treated floor full width tool box on 
front & side. Fold up ramp on curb side. Trailer 
width is 8 ft. behind fenders, with full width 
fold up ramp. H7815LRC tires, white spoke 
wheels. 
OPTIONAL: Su rge brake, jack, winch, trailer 
bed lengths 16', 18', 20'. 
Shipping Weight 1,680 lbs. 

Nomanco Trailers Inc. 
Schuler Manufacturing 

P.O. Box 323, 400 North 
Roann, IN 46974 

Phone: (317) 833-6711 

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

(216)966-4511 • (800)872-7050 

T U R F T R A C K E R 

FEATURES: 
• Spreads and sprays over 4000 sq. ft. per minute. 
• Zero turning radius for maximum maneuverability. 
• Full hydrostatic drive. 
• 12' break away spray boom. 
• 150 lb. capacity; 3 speed electric spreader. 
• Designed for residential and commercial properties. 
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S A F E T Y C O N C E P T S 

Winning Examples: 

Landscape 
Firms Put 
Safety First 

A strong safety plan can reduce 
workers' compensation claims, lower 
insurance rates and demonstrate to 
employees a concern for their well-
being. Here's how leading companies 
demonstrate a commitment to safety. 

By Julie A. Evans 

SMART COMPANIES know that 
most accidents can be prevented 
through continuous and reinforced 
training, a little ingenuity and a lot 
of practice. 

As many companies have al-
ready discovered, a strong safety 
plan can reduce workers' com-
pensation claims, lower insurance 
rates and demonstrate to employ-
ees a concern for their well-being. 
Despite the obvious benefits, not 
all companies guarantee a safe 
work place for their employees. 

To learn how leading compa-
nies minimize costly accidents and 
maintain a safe environment, 
Lawn & Landscape Maintenance 
magazine went to some of the top 
experts in the field — companies 
with strong safety histories who 

consistently win awards from the 
Safety Award Contest of the As-
sociated Landscape Contractors 
of America. 

GET IT IN WRIT ING. In the 
strong focus to cover details for 
clients and to produce quality 
workmanship and service for prof-
it, it can be very easy to forget that 
a lack of safety is a major expense 
to a company," said Mark Mc-
Cann, personnel manager and safe-
ty officer for Gibbs Landscape 
Co., Smyrna, Ga. "These costs can 
sneak up on you unless you con-
tinuously track where they occur 
and take steps to control them." 

His company revamped and 
strengthened its safety program 
after experiencing an increase in 

accidents and injuries in 1991. 
"We decided that we needed to 

focus more attention on safety, 
from a company loss prevention 
standpoint and a workers' com-
pensation standpoint," McCann 
explained. 

For starters, the company as-
signed one person — McCann 
— to safety management . 
McCann works with a safety 
committee and the efforts of en-
lightened field employees who 
are made aware of what specific 
accidents cost and how they are 
caused. This total safety effort is 
encouraged and supported by top 
management. 

"If safety is left to different 
managers or not watched by one 
person, then the details can slip 
through the cracks," he said. 

The company now documents 
its entire safety program. Cur-
rently, there are 27 points of safety 
in writing, about half of which 
have been added since 1991. They 
include everything from recruit-
ment of quality employees to the 
issuance of personal safety equip-
ment. By listing the salient points 
of its safety program, the com-
pany now has a comprehensive 
document to present to its insur-
ance carrier. 

Last year, Gibbs Landscape Co. 
had no vehicle accidents and was 
rewarded with three ALCA 
awards for fleet safety. 

Contributing to its zero-acci-
dents record, the company requires 
a motor vehicle check on all new 
employees under a 90-day provi-
sional employment period. Addi-
tionally, the company runs a crimi-
nal history background check and 
a personality survey, which among 
other characteristics, measures the 
new employee's safety awareness. 
Although the combined cost of 
the two tests is $20 per employee, 
McCann said, the investment has 
proved its worth. 

"The money you spend on safety 
returns many times over. One ac-
cident can cost $1,000," he said. 

Also, the company's insurance 
carrier took notice of its improved 
safety performance, McCann said. 
"These new programs really 

showed them our commitment 
to safety. Our experience modi-
fier for workers' compensation 
will probably drop this year, and 
we're likely to get a substantial 
decrease in our premiums — 
that's the long-term benefit. 

"In the short term, we have 
higher morale and less people 
temporarily out of work due to 
injuries," he said. 

INCENTIVE PROGRAMS. The 
safety strategy devised by North-
west Landscape Industries, Ti-
gard, Ore., proves that safety 
programs can be fun as well as 
instructive. Two incentive pro-
grams offering cash and other 
rewards have proven to be effec-
tive for the company, according 
to Deirdre Conway, corporate 
controller. Conway also heads 
up safety concerns for the com-
pany. 

In the first of two programs, 
employees are grouped into 
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teams and can win "NLI Bucks," 
valued at $10, for each quarter 
their team remains injury-free. 
NLI Bucks can be used to pur-
chase a gift catalog, working tools, 
uniforms or other items, Conway 
said. NLI Bucks accumulate for 
up to one year, then expire if un-
used. 

A second program pays even 
bigger dividends to accident-free 
workers. Employees are divided 
into teams according to geographic 

area and company division — 
east side maintenance division, 
for example. A cash amount is 
rewarded for each six-month pe-
riod that the team avoids a time-
loss injury. The award caps at 
$100 after 18 months. 

The money cannot be cashed in 
and must be used for group out-
ings, reinforcing the team con-
cept. "We've had some groups 
use the money to go deep-sea 
fishing, white water rafting..." 

The strategy appears to have 
reduced accidents considerably. 
The east side maintenance team, 
for example, has not had a time-
loss accident in two years. A team 
comprised of office staff and me-
chanics has never had a time-loss 
accident. 

"It's really had a substantial 
impact since we implemented the 
program," Conway said. 

The numbers bear that out: 
Three years ago, the company's 

EQUIPMENT SAFETY 
EQUIPMENT CERTIFICATION ensures that all employees have proven their ability to operate and care 
for equipment prior to use. It can be used as a selling tool for your company — clients need to feel 
secure that your employees are qualified to handle dangerous equipment on their property. 

• Require your employees to attend classes on the proper operation and care of equipment. 
• Administer a written test to evaluate employees' knowledge of the equipment. 
• Have employees physically demonstrate their capability to operate a given piece of equipment. 
• File all test results and certification dates in the employee's personnel file and use the information as 

part of the evaluation process during review time. Use equipment certification to justify or deny raises 
and/or promotions. — Supervisor's Safety Handbook, Associated Landscape Contractors of America 

Landscape f irms should consider 
safety an important component 
of the job cost equation. Photo: 
W.E. Chapps 

ALWAYS DRESS properly for 
the job you are doing. 

• Do not wear loose, torn or 
frayed clothing. 

• Wear a hard hat when prun-
ing — in the tree and on the 
ground. 

• Wear safety goggles or a face 
shield when pruning, running 
string-trimmers and blowers. 

• Always wear gloves when 
the situation calls for them, in-
cluding: mixing chemicals (rub-
ber gloves, not leather or cloth); 
pruning; and changing mower 
and edger blades. 

• Always wear safety boots, 
not tennis shoes (high tops with 
steel toes are preferred). 

• Wear ear protection when 
operating loud equipment. 

— Supervisor's Safety 
Handbook, Associated Land-
scape Contractors of America 

workers' compensation modifier 
was 2.1; since then, it's fallen to 
0.95. Insurance premiums have 
dropped from $250,000 to less than 
$100,000 annually. "That's a sub-
stantial return on our investment," 
she said. 

In addition to incentive pro-
grams, the company also makes 
safety a critical component of new 
employee orientation and all com-
pany meetings. 

Another critical component to 
safety and loss prevention is an 
early return-to-work program, Con-
way said. "If you have an injured 
worker who stays away more than 
two to three weeks, then you've 
lost them to the system. There's 
little motivation to get back into 
the system." 

The company provides rehabili-
tating employees with a variety of 
physician-sanctioned jobs, from sift-
ing through paperwork to filing, 
Conway said. Rehabilitation of an 
injured employee becomes a team 
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effort between the physician, in-
surance company, employer and 
employee, she added. 

SELF AUDITS. As chairman of 
the ALCA Insurance Committee 
and a safety committee member 
for nearly a decade, David Frank 
of David J. Frank Landscape 
Contracting Inc., Germantown, 
Wis., has helped many members 
of the landscape industry improve 
their safety records. His own 
company's safety plan is con-
stantly evolving, he said. 

"Our safety program has been 
rewritten eight to 10 times in as 
many years as the company has 
grown," he said. "Our safety plan 
is a living thing. It identifies what 
we would like to see happen and 
how we go about that and who has 
certain responsibilities." 

Safety begins with self audits. 
"We try to be proactive rather 
than reactive. We do a lot of safety 
reviews and identify safety haz-
ards before they materialize into 
non-safe situations." 

Certification is another key el-
ement to the company's safety 

plan. "In God we trust, all others 
must have proof. We have a rule. 
No one operates a piece of equip-
ment they're not certified on," 
Frank said. 

The company also uses safety 
incentives, such as bonuses and 
contests, but Frank believes that 
communications is the single most 
important component of good 
safety. The company devotes one-
third of every meeting to safety 
issues, and safety becomes an in-
tegral part of training. "We don't 

W h e n gear ing up for pest ic ide 
appl ica t ions , keep in m i n d that 

pest ic ides c a n enter the body 
t h r o u g h var ious routes of e x p o -
sure , inc lud ing d e r m a l ( th rough 

the skin) , respi ra tory ( th rough 
the lungs a n d respi ra tory sys-

t e m ) a n d oral ( th rough the 
m o u t h inc lud ing absorp t ion 
t h r o u g h the gast ro intest ina l 

tract) . P ic tured here is a c o m -
par ison of penet ra t ion potent ia l 

for pest ic ides e x p o s e d to hu-
m a n sk in o n var ious body re-

g ions , w i th the f o r e a r m g iven a 
rat ing of 1.0. Source : Mal l is 

H a n d b o o k of Pest Cont ro l 
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SAFETY SUPPLIES 

GLOVES 
BOOTS 

RESPIRATORS 

POWER TOOLS 

BLOWERS 
BACKPACKS 

ARBORIST 
SUPPLIES 

ROPE 
SADDLES 

B O O T S 
STEEL TOE 

6 " Lace-up $ 1 7 98 
1 5 " Snugleg $ 2 1 5 0 
1 5 " PVC $ 1 3 95 

P R U N E R 

High Quality 
Replicatole Blade 
Lifetime Warranty 

$16.00 

600 PSI HOSE 
300' or 400' 

i/rpvc j ,53/ft 
3/8" PVC $ ,46/ft 

B A C K P A C K 
S P R A Y E R 

4 Gal • 70 PSI 

PROFESSIONAL TREE 
& TURF EQUIPMENT 

6945 Indiana Court, #400 • Golden. Colorado 80403 

303-422• 7608 800-237-7785 

Creative curb marketing 
Permanent Landscape Borders 

Create profits by offering 
your customers beautifuiborders. 

The Creative Curb Marketing 
line of concrete cu rb and 

border equipment is 
easy to use and an 
important addition 

to your 
bottom 

line. 

26041 Pala 
Mission Viejo, CA 92691 
(714) 587-8488 
(800) 292-3488 
FAX: (714) 951-2656 
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SAFETY BINGO 
WORK PLACE SAFETY is a serious matter, as any safety manager 
will attest. However, many firms have discovered ways to make safe 
practices more enjoyable. 

For example, take Minor's Inc. in Fort Worth, Texas. In addition 
to tailgate meetings and rigorous orientation sessions on safety, 
employees play "safety bingo." Here's how it works: 

Each employee gets a bingo card. A bingo number is called for 
every accident-free day. The first person to reach "bingo" wins the 
designated prize and the game begins anew. However, any accident 
or injury will clear the board and end the game. 

talk about safety apart from other 
training," Frank said. 

Contrary to common practice, 
Frank refuses to assign one person 
to head up safety. "We removed 
that position because it had a psy-
chologically undermining effect. 
Everyone thought, 'Joe is the 
safety officer, it's his job to worry 
about safety.' Everyone is a safety 
officer here," Frank said. 

Throughout his years of indus-
try involvement, Frank has seen a 
lot of changes in the way insur-
ance companies and businesses 
interact on the issue of safety. 

For one thing, insurance com-
panies have become increasingly 
vigilant in their policing of safety 
programs. "Years ago, insurance 
companies would ask, do you have 
a safety program? That seemed to 
satisfy the underwriters. Ten years 
ago, they wanted to review our 
safety program. Three years ago, 
they wanted to see documentation 
for the safety meetings and any 
information that gave credibility 
that the program was substantial." 

Also, smart businesses get more 
involved when accidents hap-

pen. "Years ago, when we had a 
loss the employer would step 
back and let the insurance com-
pany handle it. If you step back 
today, the legal and medical com-
munity will step in, and they do a 
poor job of containing costs." 

Right now, Frank is enthusias-
tically backing Occupational In-
jury Management, or OIM, a strat-
egy used to control costs. OIM is 
concerned with what happens after 
an accident; a strong back-to-work 
program is a key component. 

"The objective of OIM is to 
identify an operating plan so that 

injured employees are profession-
ally and promptly allowed to re-
turn to work. It's designed to en-
sure quality medical care and 
manage soaring claim costs," 
Frank said. 

Components include an operat-
ing plan, supervisor training in 
medical case management, a team 
coordinator and a vigorous com-
munications program that includes 
medical staff, the insurance car-
rier and its claims department, the 
employer, injured employee and 
any other intermediaries. 

Frank's company serves as a 

reminder that even "safe" com-
panies can have accidents. His 
company went 765 days without 
a loss-time accident, but acci-
dents have cropped up lately as 
the company expands its labor 
force. The company did not win 
any ALCA awards last year. 

"Safety is a real journey," Frank 
explained. "We all hope to work 
on something and get it finished, 
but that's not the nature of safety. 
Every day that you have someone 
coming to work for you, you have 
to worry about safety." 

Note: The ALCA Safety Award 
Contest is open to all members. 
All companies who have had no 
lost-time accidents or no vehicle 
accidents are recognized in the 
areas of fleet and employee safety, 
as well asfor most improved safety 
record. 

For details, contact: ALCA, 
12200Sunrise Valley Drive, Suite 
150, Reston, VA 22091; 703/620-
6363. a 

The author is a Contributing Edi-
tor to Lawn & Landscape Main-
tenance magazine. 

Mr Accountant the ultimate 
landscaped 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 Ra ritan Road-

Cranford, NJ 07016 
(908)272-1398 
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¡35 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 lbs. yet loads any object up to 2,000 lbs. without needing 
extra personnel. It mounts on the same latching system currently used on all full size 
xh - 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, etc... 
100% all steel construction. 
100% USA materials 
and labor. 
Creative 
Automotive 
Products Inc. 
435 Wilson St. N.E., 
Minneapolis, 
MN 55413 

(612) 331-8600 



S E R V I C I N G M O W E R S 

Don't Take t 

Preventive 
Maintenance 

For Granted 
Manufacturers and contractors agree: 
aggressive maintenance helps avoid costly 
warranty problems. 

By Bob Gitlin 

"WHEN SOMETHING fails within a warranty pe-
riod, the dealer looking at the failed part has to make 
that judgment call," said Gary Justus, manager of 
product support for John Deere in Raleigh, N.C. 

Such is the relationship between a landscape pro-
fessional and a dealer. Although sometimes volatile, 
the two sides can prevent a lot of headaches by setting 
maintenance parameters at the outset. 

"Did it fail because it was defective or because of 
something that happened during the use of the prod-
uct? We pretty much accept the dealer's call. We tell 
our dealers that if it's a gray area, we give the 
customer the benefit of the doubt — at least the first 
time." 

However, he wishes more customers spent more 
time on preventive maintenance. "A grounds man-
ager told me once — and it stuck with me for many 
years: 'Grease is cheaper than parts. '" Daily mainte-
nance checks and proper lubrication can help com-
mercial operators prevent down time. 

Deere preaches to dealers the importance of com-
municating with today' s diverse customer base. "Deal-
ers I talk to," Justus said, "understand you've got to 
cater to the needs of the commercial operator differ-
ently. Sometimes you have to be there early in the 
morning, stay late or open on Saturdays." 

In fact, said Virgil Russell, executive director of 
The Service Dealers Association, Austin, Texas, a 

good word of advice to commercial mowing contrac-
tors is to find servicing dealers who really want that 
kind of business, with all its attendant quick-fix or 
emergency-turnaround needs. Not all mower stores 
want to be anything but homeowner shops. 

The main servicing Deere does for commercial 
mowers involves common-wear items: belts, deck 
bearings, gauge wheels, etc. 

"The warranty excludes normal wear, but it does 
include things that are defective," Justus said. "If we 
get a mower spindle bearing that fails after six months 
of use. Did it fail prematurely because of a defect, or 
because it had lived its normal life? Typically we will 
allow warranty on a premature failure like that." 

EDUCATING THE FIELD. Jim Roche, technical ser-
vice manager at Scag Power Equipment, Mayville, 
Wis., rues the fact that all too often the operator 
maintenance booklet sits in the hand of the owner 
rather than getting circulated among the people who 
run and/or service the mowers. The people who need 
the specific education are missing out on valuable 
maintenance procedures, fully charted and easy to 
read, about how long to wait before lubrication, 
changing oil, checking hardware and other standard 
preventive tactics. 

A Deere is not a Scag is not a Toro is not a Bunton 
is not a Kubota. So when a manufacturer—or a dealer 
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By paying 
attention to 
details, 
professional 
mowing 
contractors 
should be able 
to minimize the 
effects of 
equipment 
breakdowns. 
For example, 
keeping deck 
covers in place 
should be 
encouraged 
among your 
crews. Photo: 
Excel. 

— hears the complaint, "Hey, this 
spindle bearing broke. I had an-
other machine and I never had to 
do anything with greasing the 
spindles," it doesn't hold water. 

"We are open enough as a manu-
facturer to listen to the feelings of 
the commercial operator," Roche 
said. "Sometimes, if you just read 
what was written on a warranty 
claim — belt failed, belt broke, 
things like that, which is the re-
sponse we get on our claims — 
you don't get the full picture." 

This appeals process at Scag is 
filed under "policy adjustment." 
Quality of cut is a prime contrac-
tor concern. Scag stores will often 
be visited by users who need help 
adjusting the cut. 

"The dealer cooperates," Roche 
said, "takes a look, finds out ex-
actly what is wrong. Bent blade. 
Loose spindle. Bad spindle bear-
ing, letting the shaft drop down so 
the blade itself gets uneven. What-
ever." 

Sometimes landscapers find it 

does more harm than good to try 
to make certain adjustments. 

"Sometimes if the landscaper 
tightens the belt, he pulls so much 
on the spindle that it bends," Roche 
said. "That in turn bends the angle 
of the blade. All those kinds of 
things are easily covered by our 
warranty program." Another com-
monly covered situation is the 
Scag unit's tubeless tires popping 
a bead after hitting a curb too 
hard, he said. 

"Overmaintain," counsels Jim 
Wallace, marketing manager for 
The Toro Co. in Minneapolis. 
"Read the manual. If it said do 
something every 50 hours, and 
you're running that engine in ex-
tremely dusty conditions, do it 
more often. Ten bucks worth of 
maintenance could save you $ 100 
worth of trouble." 

Toro designs its mowers to take 
heavy use — but not abuse. 

"If somebody runs our mower 
into a wall and bends the housing 
inward, generally that's not cov-

ered by warranty if it's obviously 
damaged," Wallace said. 

Toro tries to bend over back-
ward, to the point where even 
dealers accuse it of being too le-
nient at times, Wallace said. Toro 
has been known to issue overrules 
of dealer decisions, to cover re-
pairs previously ruled out of war-
ranty. Any dissatisfied customer 
can call the distributor or Toro 
directly. 

"Unless you're a huge opera-
tion with your own mechanic, find-
ing a good service dealer will earn 
you lots of money," Wallace said. 

STOP THE ABUSE. Lawn care 
contractors try to avoid servicing 
hassles through proactivity both 
in the field and in the shop. 

One such huge mowing opera-
tion is Maintain, out of Fort Worth, 
Texas. Production Manager Bruce 
McQuay has been able to skirt the 
high cost of engine wearout and 
replacement by exploiting the 
aftermarket for engine parts. En-

gine repair or replacement is the 
most costly servicing need of any 
mowing contractor. 

Making mowers the personal 
responsibility of crew members 
helps a lot. Each Maintain driver 
loads his own equipment onto the 
truck every morning. And McQuay 
plays hardball with abusers. 

"If something comes up mis-
sing, parts come up broken — like 
an axle, things like that — the 
questions are put to him. And he 
goes down the servicing/mainte-
nance checklist to try to distinguish 
whether the engine locked up from 
lack of oil," he said. "We go back 
to the records. It was serviced yes-
terday? Then why didn't some-
body put oil in?" 

Maintain has a "payroll-deduct" 
policy in which that worker may 
well have bought himself a 
lawnmower, or a repair. 

Most big lawn maintenance com-
panies don't want their people in 
the field doing repairs. That's what 
the mechanics were hired for. 
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"We don't allow them to put a 
screwdriver to the carburetors to 
adjust them, give it more power or 
any of that stuff," McQuay said. "I 
have two supervisors that take care 
of each part of town. The foreman 
calls in to say a mower is down and 
we get him another mower or send 
a mechanic out to fix it." 

Maintain's crews go through 
belts like crazy, so McQuay rec-
ommends stocking lots of them. 
"It'll be one of those deals where 
it'll be fine for a month and then 
next month you may go through 
three drive belts for some reason." 

Equally militant about mechan-
ics doing all repairs is Rob Zolezzi, 
co-owner of L&L Landscape Ser-
vices, Santa Clara, Calif., another 
major contractor with hundreds of 
mowers and its own extensive ser-
vicing capability. 

And yet each L&L crew mem-
ber is expected to play mechanic 
for 1 /2 hour at the start of each day. 

If L&L is on a certain job num-
ber relating, say, to work at Apple 
Computer, the eight-hour desig-
nation will have built into it an 
actual work time of seven and a 

half. One half hour, at the onset of 
the shift, will be devoted to stan-
dard preventive maintenance. This 
is what Zolezzi calls "a proactive 
approach." 

There are three men for every 
such half hour. They go through 
the service on the equipment prior 

to its leaving the yard. "We have 
a list of daily tasks that need to be 
done: check the oil, blow off the 
air filter and put it back on, sharpen 
and change blades, check nuts 
and bolts and screws, make sure 
everything's tight and in order." 

L&L's four full-time mechan-

Keeping spark plugs free of 
combustion buildup can add 
years of life to the mowers in 
your equipment fleet. Photo: 
Briggs & Stratton Corp. 

ics are on a floating schedule so 
they're not there only during the 
hours the crews work. "You al-
ways have one floating. When the 
crews come in at the end of the 
day, at 3 p.m., (a mechanic) is here 
for five hours," Zolezzi said. 

Mowers that go down are met 
with immediate replacements. Af-
ter the shift, the swingshift me-
chanic places them aside for next-
day attention. For now he takes a 
truck and a trailer, pulls into the 
shop, spends an hour going down 
a checklist of maintenance tasks, 
pulls that truck back out and brings 
another one in. 

"Every vehicle and mower is 
completely examined once a week 
for a little more than just the daily 
stuff," Zolezzi said. 

It's working. Hardly any down-
time takes place with L&L crews, 
and the only thing Zolezzi needs 
from his servicing dealers is parts. 
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THE 9" DIAMETER CAPACITY MODEL 90 
S M A L L C H I P S A R E I D E A L FOR M U L C H A N D C O M P O S T 

Bandit's 6" and 9" chippers produce finely ground 1/4" length or 3/8" 
length chips, and Bandit's 12" machines can be purchased with extra 
knives and knife pockets to produce small chips. 

COME AND SEE US AT THE INTERNATIONAL LAWN, GARDEN & POWER EXPO IN 
LOUISVILLE, KY ON JULY 25-27. WE WILL BE IN BOOTH #1826. 

Isn't it time that you tried the most popular chippers in the tree care 
industry. Call or write for free brochures, price sheets and video tapes: 

BANDIT INDUSTRIES, INC. 
6750 MILLBROOK ROAD • REMUS, Ml 49340 
PHONE: (517) 561-2270 • FAX: (517) 561-2273 

USE READER SERVICE #10 
34 

TO ECONOMICALLY RECYCLE 
TREES, BRUSH S PRUNINGS 

C H O O S E A 
B A N D I T C H I P P E R 

Select one of Bandit's 6", 9", 
or 12" diameter capacity, 
horizontal-feed chippers or 
Bandit's 5" gravity-feed 
chipper. All are hydraulic-
feed, disc-style chippers. 
See how quickly and effort-
lessly these machines turn 
tree and shrubbery waste 
into dimensional, recycle-
able wood chips. 



"We have a two-way radio and a cellular 
phone in our mechanics' shop as well as in 
service vehicles. Only a few things are fixed on 
the fly. We let crews carry spark plugs in case 
a plug falls out. They carry blades in case a 
blade breaks or needs sharpening or needs to 
be changed. They carry oil and gas. That's it." 

The company moved from 4 x 8-foot trailers 
to 5 x 10s, which better fit two 21-inch mow-
ers, a staple of the L&L fleet. If one goes down, 
the spare is immediately implemented (if it's 
not also being used). This cuts down on down-
time, Zolezzi said. 

Crew personnel are held responsible for the 
mowers they use. "I lent it to this other guy and 
I never got it back" is no longer a valid excuse 
at L&L, he said. 

RESEARCH YOUR NEEDS. Though Rich 
Gaffney, owner of Gaffney Landscaping in 
South Euclid, Ohio, doesn't view lawn main-
tenance from quite so grand a perch — his 
company runs 10 men in peak season — he 
echoes many of Zolezzi's viewpoints about 
aggressive cost-cutting and immediate atten-
tion to mowers' working innards. His fleet is 
a bit different from that of L&L's. 

Gaffney's workhorse (for residential busi-
ness) are Lawn Boys that cost mere hundreds 
of dollars, as opposed to the big riders that can 
run $10,000. But his fear of expensive down-
time is no less acute. 

"A major thing to keep after are air filters," 
Gaffney said. "They have to be cleaned reli-
giously. And grease fittings have to be regu-
larly kept after." 

A firm believer in high-pressure washing, 
he takes his equipment to a place that provides 
that. "Those will clean up the decks underneath 
very nicely." 

He stocks every part that might wear out on 
a regular basis. "But with me, the best mainte-
nance is constantly buying new equipment," 
he said. For the most part, his crews never push 
mowers more than two years old. 

With a local store selling him Lawn Boys for 
$200 a pop, it makes sense. He said the residen-
tial model has the same engine as the commer-
cial, so he goes with what's cheaper, patching 
and fixing with his vast storehouse of parts to 
address problems related to the reduced rug-
gedness of homeowner models. His crews run 
a mix of homeowner and commercial mowers. 

Some of Gaffney's mowers last four or five 
years, but usually they're committed to the 
garage to be cannibalized down the road, "if a 
magneto goes down on a functioning unit, or 
something like that," he said. 

If you research your equipment before you 
buy, you won't have many warranty problems, 
he said. "And if you do, dealers will usually 
bend over backward for you. Because you 
don't have that problem very often with 
warrantied stuff. Most equipment is pretty 
good." • 

The author is a Contributing Editor to Lawn & 
Landscape Maintenance magazine. 

LAWN-WRIGHT, INC-
18761-A North Frederick Ave. 
Gaithersburg,MD 20879 
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For More Information Call 301-330-0086 

From Lawn-Wright, Inc., makers of the Grass Gobbler. 
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r i r - S S j s s B » ' -
twice 

the w o r k » - All I know is that 
the thing! He thinks he s ^ He's producing so 

such a great product. 

Gratefully yours 
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D R U G - F R E E W O R K P L A C E S 

Do You Have the 

Right To Know? 
AMID MORAL and ethical ques-
tions, work place drug testing has 
increased dramatically over the 
past decade. A recent member 
survey by the American Manage-
ment Association found that 84.8 
percent of respondents tested their 
employees for drug use in 1993, 
compared to 21.5 percent in 1987. 

While other surveys cite less 
dramatic statistics, drug testing is 
indisputably on the rise. Reasons 
for testing vary, but employers 
typically cite safety and liability 
concerns — concerns which gen-
erally outweigh issues of employ-
ee privacy. 

The AMA also attributes the 
rise in testing to: 

• Department of Transporta-
tion and Department of Defense 
regulations which, along with lo-
cal and state legislation, mandate 
testing for 33 percent of surveyed 
firms. 

• The Federal Drug-Free Work 
Place Act of 1988, which requires 
all employers with federal con-
tracts equaling or exceeding 
$25,000 to certify that they will 
provide and maintain a drug-free 
work place. 

• Court decisions that consis-
tently recognize an employer's 
right to test both employees and 
applicants. 

• Action by insurance carriers 
to reduce accident liability and 
control health care costs. 

• Corporate requirements that 
vendors and contractors certify 
that their work place is drug-free. 

Work place drug testing takes 
many forms including: preemploy-
ment; periodic (all covered em-
ployees undergo a drug test in a 
given period); random (a percent-
age of covered employees are se-
lected at random); and for cause 
(i.e., following an accident). 

The rise in periodic or random 

Surveys reveal that work 
place drug testing is on the rise; 

is your firm among those 
that test? 

By Julie A. Evans 
testing among respondents has 
been especially dramatic, jump-
ing from only 2.5 in 1987 to 33 
percent in 1993 for a 1,200 per-
cent increase. Much of the in-
crease can be explained by DOT 
regulations instituted in 1989 that 
mandate periodic testing in spe-
cific job categories, including 
transportation. 

INDUSTRY SURVEY. Recently, 
Lawn & Landscape Maintenance 

magazine surveyed its readers to 
learn more about its drug testing 
practices. Results of the fax sur-
vey revealed that slightly more 
than half (53.5 percent) of respon-
dents do not test their employees 
for drug or alcohol use. 

Of those who do test, 76.9 per-
cent engage in random testing; 
61.5 percent, preemployment 
screening; and 46.2 percent, on-
going testing for cause. Further, 
the majority (84.6 percent) of those 

who test apply it to all employ-
ees regardless of job rank. 

If an employee tests positive, 
27.3 percent will dismiss the 
employee immediately; 45.4 
percent ask or require the em-
ployee to begin a rehabilitation 
program; and 27.3 percent es-
tablish a warning system that 
may result in dismissal. 

Of LLM survey respondents 
who do not test their employees 
for drug use, 66.7 percent said 
they did not test because sub-
stance abuse is not believed to be 
a problem. Another 33.3 percent 
said testing is too expensive; and 
25 percent said testing is intru-
sive and unethical. (Respondents 
gave more than one answer.) 

Lee Greathouse, owner of 
Greathouse Landscape Co. Inc. 
in Nashville, Tenn., was one of 
the survey respondents who tests 
employees for drug use. He im-
plemented a drug screening pro-
gram about three years ago due 
to suspicions about employee 
theft, drug-related accidents and 
other personnel problems. 

"At the time we started, we 
were on a self-insurance pro-
gram and there were accidents 
caused by people we knew were 
on drugs," Greathouse said. "By 
necessity, we implemented the 
program, much to the dislike of 
my managers and supervisors. 
Now they swear by it." 

Drug testing was also required 
in order to do business with gen-
eral contractors and certain cli-
ents. "We do work for DuPont, 
and prior to our program, we 
would have to go through their 
drug testing program before we 
could enter their gates," he ex-
plained. 

Greathouse hired a lawyer to 
write the drug policy, which took 

(continued on page 38) 
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Granular control for insects. 
Because you never know 

which way 
the wind will blow 

To control surface and soil insects as you feed, 
nothing works harder than Lebanon granular fertilizers 
with DURSBAN* insecticide. They spread evenly, with-
out drifting or leaching through, to eliminate chinch 
bugs, ants, weevils and fleas, as well as ticks that can 
carry lyme disease. 

Apply the homogeneous, balanced feeding of 
Greenskeeper 20-4-10 with DURSBAN insecticide for 
even growth and color. Or the economical, yet highly 
effective, SCU blended Lebanon Pro 20-3-5. Available 
with DURSBAN insecticide in 1% and 0.6% formulations. 

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

L. «m 21-3-5 m 20^5 
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DURSBAN* and the DURSBAN logo are trademarks of DowElanco © 1992 Lebanon Turf Products 
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Drug Testing 
(continued from page 36) 

about six months. The lengthy 
legal process made Greathouse 
impatient, but it proved to be worth 
the wait, especially when a dis-
gruntled employee quit the firm 
and contested the policy through 
the Tennessee Department of 
Employment Security. The case 
was thrown out. 

"They found that the person 
didn' t have a claim against us, and 
that we had a well-written, sound 
drug policy," Greathouse said. 

Employees now are tested for 
drug use on a preemployment, 
random and post-accident basis. 
During job applicant screening, 
the test comes up positive "all the 
time," he said. Those applicants 
are not hired. 

As for random testing, 20 per-
cent of the company's employees 
— Greathouse included — are 
randomly selected every quarter. 
All employees are notified six 
weeks prior to the test. A few 
employees have tested positive 

Drug testing is not 
common in the green 

industry. Photo: Wells 
Fargo Guard Services 

for drug use and are given 
the option of a rehabilita-
tion program. 

"I think we've actually 
helped people get out of a 
problem situation," he said. 

In Atlanta, Orkin Lawn 
Care has a comprehensive 
drug testing program that 
includes preemployment 
screening, periodic and un-
announced screening. "We 
could do a drug test at any 
time," explained Steve Der-
rick, technical director. 

Drug testing is an assurance to 
customers that Orkin employees 
are drug-free, Derrick said. Em-
ployees also benefit. "It's a deter-
rent and may discourage experi-
mental use. And it's a benefit to 
employees to know that the people 
on their team are not going to be 
subject to the abuse of an indi-
vidual who can affect the perfor-
mance of the entire branch." 

Employees who test positive 
for drug use are dismissed imme-
diately. But help is available for 
employees who voluntarily admit 
their drug use prior to testing. "If 
they volunteer they have a prob-
lem, they don't lose their job the 
first time," Derrick explained. 

As indicated by responses to 
the LLM fax survey, many land-
scape firms do not test their em-

ployees for drugs. Leisure Lawn 
in Dayton, Ohio, is one such firm. 
Doug Halterman, senior vice presi-
dent, said low turnover rates and 
quality employees are two main 
reasons why drug testing has not 
been an issue for the company. 

"We do not feel like we have a 
need for it," explained Halterman. 
"We also don't fall under DOT 
regulations and we're not (legally) 
mandated to test." 

The company does run at least 
two motor vehicle checks each 
year to make sure that no employ-
ees have been arrested for driving 
under the influence. On or off the 
job, they will be fired if such an 
arrest turns up. 

Personally, Halterman has 
mixed feelings about drug testing. 
"I understand an employee's right 
to privacy, but I also understand 
that these people are out there 
driving vehicles and are in the 
public eye. They need to have 
their faculties about them. If we 
saw a problem, we would have a 
policy." 

Roger Albrecht, president of 
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THE WORST PART ISN'T 

THAT SHE'S CALLED BACK 

THREE TIMES, OR THAT 

SHE PROBABLY WON'T RENEW. 

THE WORST PART IS THAT 

SHE'S GOT NEIGHBORS. 

If she's calling you about grubs, fire 

ants, or mole crickets, you can bet her 

neighbors are hearing about you, too. 

Makes you wish you'd used Triumph? 

doesn't it? You could have delivered up to 

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

Bet you'll use Triumph first, next time. 

USE READER SERVICE #20 

Nitro-Green Corp. in Fairfield, 
Calif., also does not believe his 
company needs to test employees 
for drug use. Most of the 
company's 41 franchises have 
small crews, ranging from one to 
16 employees, and "if someone 
has a problem, you'd notice it." 

But Albrecht said he hasn' t ruled 
testing out for the future. "It's one 
of those issues on the horizon; I 
know more and more companies 
are doing it." 

COST FACTORS. Work place drug 
testing programs do add expense 
to operating a business, but many 
employers say they realize a re-
turn on their investment . 
Greathouse estimated that he 
spends $3,000 per year on drug 
testing. 

"It's an added expense, but just 
part of operating a business," he 
said. The company saves money 
because its employees are more 
productive; and theft and other 
personnel problems have been 
drastically reduced, Greathouse 
added. 

Actually, drug testing is not as 
costly an expense as one might 
expect, according to the AMA 
survey. Respondents reported an 
average cost of $43 per testee. 

Positive test results increase costs 
by raising the number of valida-
tion tests. 

More than half of the respon-
dent firms reporting costs spent 

less than $5,000 on testing in 
1992; and more than half the firms 
grossing more than $500 million 
spent less than $25,000. 

Studies find that drug testing 
can save an employer costs asso-
ciated with employee drug use. 
Last year, the Journal of the 
American Medical Association 
reported on a survey of 2,533 
Boston postal workers to esti-
mate the costs and benefits of pre-
employment drug screening. The 
survey found that preemploy-
ment drug screening would most 
likely save money for companies 
experiencing high costs associ-
ated with absenteeism and acci-
dents among employees who use 
drugs. 

The survey of postal workers 
also found that drug screening 
could save $162 per new em-
ployee — but that number could 
vary according to the community 
in which drug testing is per-
formed. For example, if drug use 
in a community was low or the 
cost of a urine test was high, any 

(continued on page 42) 

LAWN & LANDSCAPE MAINTENANCE • JULY 1993 39 



There's nothing 
like having the 
right set of tools 
and a Magnum 
powered tool box 
to put them in. 

So your old reciprocating saw 
can't cut it anymore. And your 
current truck isn't up to the job 
either. Help is on the way. 

Because now 
when you buy a 
selected new M 
Dodge Dakota, 
'93 Ram Pickup 
or any new Ram Van, 



Ram Wagon, Caravan C/V or 
Ramcharger, you can get up to 
$1000 worth of professional-
grade DeWalt power tools and 
one accessory at no extra 
charge. Or take $500 cash back. 

That's on top of the already 
generous cash back and package 
savings you can get on tough 
Dodge trucks. 

Imagine. Power tools from 
DeWalt. Magnum powered 
trucks from Dodge.* Plus solid 
savings all around. When it 
comes to the bottom line, your 
Dodge dealer is the place to go. 
* Magnum engines available on all models except Caravan C/V. Tool certificate 
offer ends December 31,1993. Always wear your seat belt. 

The New Dodge 
A Division of the Chrysler Corporation 

For more details and your DeWalt tool certificate, 
call 1-800-WORK RAM 



Drug Testing 
(continued from page 39) 

such program would actually lose money. In 
addition, absenteeism, injuries and turnover in 
employment among drug users vary by industry 
and geographic region. 

The survey of postal workers also attempted 
to answer whether the consequences of employ-
ing people who use drugs justify expenditures 
on drug testing programs. To do so, 
preemployment urine samples were tested for 
cocaine and marijuana; results showed that 7.8 
percent and 2.2 percent of the applicants had 

evidence of marijuana use or cocaine use, re-
spectively. Then employee turnover, absen-
teeism, accidents, injuries and discipline were 
evaluated for all employees in the sample, in-
cluding users, for an average of 405 calendar 
days. 

Compared with non-user employees, drug 
users had an increased risk of job turnover 
(marijuana users, 1.58 times the risk of non-
users; cocaine users, 1.15 times); accidents 
(marijuana, 1.55; cocaine, 1.59); injuries (for 
both drugs, 1.85); and disciplinary action (mari-
juana, 1.55; cocaine, 1.40). 

Non-users had an absence-from-work rate 

of 4 percent, while marijuana users had an 
absence rate of 7.1 percent and cocaine users, 
9.8 percent. 

The survey also found differences in drug 
use based on gender, race and other factors. 
For example, males were more likely to test 
positive for marijuana, and females, for co-
caine. 

Blacks, younger workers, cigarette smok-
ers and mail handlers had a greater proportion 
of positive results than whites, non-smokers 
and workers in other job categories. 

GETTING STARTED. Before an employer 
implements a work place drug testing policy, 
he or she needs to consider a number of legal 
restrictions, which may vary by state. 

All of the key elements required for a drug 
testing program guaranteed to withstand legal 

Compared with 
non-user employees, 

drug users had 
an increased risk 
of job turnover, 

accidents, injuries 
and disciplin-

ary action. 

scrutiny are too numerous to include here, but 
certain components are recognized as univer-
sally important. These include: notice to em-
ployees; consent to testing; use of an indepen-
dent laboratory that specializes in drug testing 
and is certified by the National Institute on 
Drug Abuse; confidentiality of results; and a 
written, non-discriminatory drug and alcohol 
policy that sets forth the consequences of 
policy violations. 

Employers should consult with legal aid or 
a work place consultant before implementing 
a drug testing policy. • 

The author is a Contributing Editor to Lawn 
& Landscape Maintenance magazine. 

H O L D T H E 
P O P P Y S E E D 

MUFFIN. . . 
POPPY SEEDS commonly used in bakery 
products contain enough opiates to skew the 
results of a urine test, according to a 1992 
article in the "Tufts University Diet and 
Nutrition Letter." An applicant in a research 
study tested positive for morphine and co-
deine after eating a lemon poppy seed 
muffin. 

PERFORMANCE 
T R I M R I T E L A W N S E R V I C E 
K a n s a s C i ty , M i s s o u r i 
O w n e r : Jack Robertson 
• Founded: 1975 
• Three Mowing Crews 

100% Commercial Accounts 

"When we started 
using Encore mowers 
we cut 23% off our 

labor costs on each 
job! These were the 
same size machines -
36" and 48"-but they 
work faster and don't 
give us breakdowns." 

Encore PRO-L ine m o w e r s 
give professional cutters 
a reliable per formance 
wi th a m i n i m u m of main-
tenance. Qual i ty features. 
Heavy-duty per formance. 
That 's the va lue of a PRO! 

• A set of double V-belts 
to each rear wheel pro-
vides positive drive and 
minimizes slippage. 

• Deck reinforcement 
channels under the belt 
shield assure blade 
alignment and an even 
cut. 

Yoke-style casters on 
the front wheels give 
added strength and 
longer bearing life. 
A diagonal left comer on 
the cutting deck helps 
operators trim close 
without scuffing trees. 
Five-speed Peerless 
transmission. Welded 
steel deck. Front 
bumper. Radial cut, .203 
thickness, high-lift 
blades. Smooth 10" front 
caster tires. Excellent 
clearance and curb-
climbing ability. 

A s k your dealer for an Encore ! 
For m o r e in format ion o n the 
c o m p l e t e E n c o r e PRO-L ine , 

cal l your dealer or s e n d in the 
reader r e s p o n s e card. 

MANUFACTURING CO.. INC. 
P.O. Box 888 • Beatrice, NE 68310 

Phone: 402/228-4255 
FAX: 402/223-4103 

Quality you'll ask for again and again 
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If the paper boy can hit it, so can we. 
Maybe you don't know that a little bit of TEMPO 

v ^ ^ ^ insecticide can cover a whole lot. We're talking 

trees, shrubs, bushes, flowers. Even lawns. 

The reason is simple. TEMPO uses an advanced technology 

to give you the flexibility to effectively control both 

leaf-feeding and surface insects - including 

deer ticks, the main carrier of Lyme disease. 

TEMPO also provides the fast knock-

down, and the residual control, you'd expect 

from a top insecticide. And TEMPO does it all with 80% less 

active ingredient than the insecticide you may be using now. 

And get this. TEMPO has a low odor. That alone should help 

you start breathing easier about your next job. 

If you'd like to give TEMPO a shot, contact 

Miles Inc., Specialty Products, Box 4913, Kansas 

, v; City, MO 64120. (800) 842-8020. 

MILES 
935641 ©1993 Miles Inc. 
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J O I N T V E N T U R E S 

Enterprising Composters 

Bridging the Gap 
Private firms often vie with communities for rights 
to o f f e r composting and other specialty services. But 
faced with looming landfill regulations, longtime 
adversaries are learning to work together. 

By Cathy Hoehn 
Facilit ies 
for com-
post ing 
are be-

coming 
more 

prevalent 
across 

the coun-
try. In the 
hastened 
desire to 
rid land-

fills of 
yard 

waste, 
those 

enter ing 
the com-

post 
realm 

need to 
ensure 

the prop-
er manu-

facture of 
compost 

to es-
tabl ish 

business 
legiti-
macy. 

IN THE REALM of yard waste 
composting, public and private 
sectors are learning cooperation 
is a pretty good way to ensure 
things get done. 

Rather than battling over who 
gets to offer composting services 
or bickering about prices, many 
private firms are securing work-
able contracts with municipali-
ties to compost yard waste and 
market the end products. And 
municipalities lacking the neces-
sary land space, equipment, man-
power and expertise prefer let-
ting outside services handle their 
yard waste headaches. 

Facilities for composting — 
both municipally and privately 
run — are popping up across 
the country, concentrated 
mostly in the Midwest, South-
east and West, where commu-
nities race to beat pending land-
fill regulations. 

"There is tremendous oppor-
tunity in midsize (composting) 
markets. Composting is not a 
new idea, but the pressure of the 
whole environmental and land-
fill issue has made it more cost 
efficient," said Daniel Skinner, 
owner of Landscape Services in 
Fort Wayne, Ind., which runs its 
own yard waste facility. 

Many composting programs 
evolve due to "cost avoidance" 
of landfill tipping fees, said Ron 
Albricht of Ron Albricht & As-
sociates, a composting consult-
ing firm in Annapolis, Md. "In-
creases in landfilling costs pro-
vide the opportunity to charge 
higher tipping fees for compost-
ing, which gives private con-
tractors the wherewithal to af-
ford composting." 

Municipalities setting up their 
own composting sites stir some 
grumblings from private firms 
that believe government-spon-
sored programs present unfair 
competition in the end market. 
But companies with public con-

(continued on page 46) 
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Does Your Bluegrass Suffer From 
Summer Heat Stroke? 

The Prescription is NuBlue. 
New from Medalist America, it's NuBlue 

Kentucky Bluegrass. And when it comes to good breeding, 
our NuBlue is a real blue-blood, ranking with the 

industry's elite varieties in trial after trial. 

Tough and resistant, NuBlue stands up to serious bluegrass 
diseases like leaf rust, leaf spot, melting out, pink snow mold 

and pythium. And NuBlue shows excellent early spring 
green-up when compared with other Kentucky bluegrasses. 

Medium-dark green in color, NuBlue's moderately fine-leaf 
texture and high density produce a great looking turf that stays 

healthy and green long into the growing season. 

Call your Medalist America representative at 800-568-TURF 
for information about NuBlue Kentucky Bluegrass. 

i v e d M l i s t 
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Composting Ventures 
(continued from page 44) 

tracts tucked in their pockets boast 
happily of unprecedented coop-
eration with municipalities. 

MEETING OF MINDS. One of the 
greatest obstacles in obtaining 
government contracts, particularly 
for small companies used to con-
ducting simple business transac-
tions, is muddling through red 
tape and political favoritism, ac-
cording to many firms. 

In instances where municipali-
ties accept bids for contracts, red 
tape is less of an issue. But private 
firms soliciting contracts often find 
municipalities base their decisions 
on political interests rather than 
business sense. 

Kreher 's Poultry Farms in 
Clarence, N.Y., for three years 
sought to obtain contracts from 
Buffalo and four surrounding sub-
urbs to compost yard waste to mix 
with and deodorize poultry ma-
nure. The company found the jobs 
usually went to companies that 
appealed to voters' interests. "We 

didn't realize how political it was. 
We thought it would be like a 
business decision," said Brett 
Kreher, a partner in the company. 
Kreher's is holding off on com-
posting "until it makes sense. 

Private firms 
soliciting con-

tracts often find 
municipalities 

base their 
decisions on 

political 
interests 

rather than 
business sense. 

We're not planning on doing it 
right now." 

Larger companies throughout 
the country claim joint compost-

ing efforts with municipalities 
are running smoothly, and sev-
eral plan to expand facilities and/ 
or market coverage. 

DK Recycling, Lake Bluff, 111., 
operates a number of composting 
sites including a two-acre site for 
the city of Lake Forest, 111., taking 
in 20,000 yards of green material. 
The company recently reached an 
agreement with the city to expand 
to 6 acres, and accept yard waste 
from adjoining communities. 

"This hopefully is a precedent 
partnership between public and 
private cooperatives. Cities rarely 
accept material from other com-
munities. We just happen to have 
a good track record with Lake 
Forest," said Charlie Pick, vice 
president of sales for DK. 

Tipping fees at the site will 
remain $35, a price substantially 
lower than landfilling in Lake 
Forest. The program saves the 
city about $150,000 in reduced 
tipping fees and hauling costs, 
and will produce "$300,000 cold 
hard cash in the next three years," 
said Bob Gillespie, DK's presi-
dent. "That's a fairly significant 

amount of money even in this 
day of austerity." 

On the East Coast, Earthgro 
Inc., Lebanon, Conn., which be-
gan taking in yard waste four years 
ago at its Lebanon and Long Is-
land, N. Y., sites, is looking to add 
a new facility. "We're definitely 
in an expansion mode — geo-
graphically and expanding what 
we're doing in the current mar-
ket," said Chris Field, vice presi-
dent of compost services. 

A composting company in Pitts-
burgh evolved out of a landscap-
ing firm's need to "deal in a con-
scientious way with getting rid of 
organic debris," said Carla Cas-
tagnero, a partner in AgRecycle. 
Castagnero's partner, Dan Eich-
enlaub, owns Eichenlaub Inc., a 
full-service landscape contracting 
firm. The two joined forces three 
years ago to provide composting 
services for companies that yield 
excess yard debris. 

AgRecycle handles compost-
ing for Pittsburgh and other, 
smaller municipalities. The cost 
for drop-off is $8 a yard for land-
scape contractors and home-own-

Some tools require a lot of time and manpower 
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ers. That amount lowers slightly 
during season for leaf loads only, 
Castagnero said. 

The end product is sold mostly 
to landscapers, nurseries, golf 
courses and homeowners. Find-
ing markets for the finished mate-
rial hasn't been a problem. "We 
are sold out. We cannot meet the 
demand. We could have sold four 

times what we had available," 
Castagnero said. 

Maribeth Rizzuto, recycling 
coordinator for Pittsburgh, said 
the public/private partnership 
works very well for the city. 

"It takes a major burden away 
from the city. Dealing with com-
panies that have expertise and 
make a product that is truly usable 

is a big benefit," she said. 
She conceded private firms that 

have experience in composting 
often produce higher quality 
compost than municipalities. 
"Around Pittsburgh, municipali-
ties making their own compost 
will get a finished product that 
may not be usable across the 
board," she said. 

O.M. Scott & Sons, Marys-
ville, Ohio, two years ago won a 
five-year $1 million agreement 
with Franklin County. The 
county owns another site, oper-
ated by Kurtz Bros, a Cuyahoga 
Heights, Ohio firm that started 
in the soil business in 1936 and 
began composting leaf humus in 
the 1970s. Today the company 

E D U C A T I O N A L E F F O R T S 

MANY COMMUNITIES are fighting the clock to provide a means, 
via composting, to be rid of excess yard waste. More often they are 
turning to the professional landscape industry, a large contributor of 
lawn debris itself, to lend a hand. 

In Michigan, for example, the Southeastern Oakland County Re-
source Recovery Authority formed a partnership with the Metropoli-
tan Detroit Landscape Association to educate landscape contractors 
and homeowners on composting and grass recycling. SOCRRA pro-
vides the landscape association with speakers and written articles out-
lining various composting options and alternatives. In exchange, 
MDLA offers SOCRRA free exhibit space at trade shows, and mem-
bers speak at recycling conferences on how landscape contractors use 
compost. 

"There are no formal meetings between the two groups. We just 
meet on an as-needed basis," said Lillian Dean, coordinator of 
SOCRRA's yard waste reduction program. 

Lack of knowledge about composting on the part of material 

providers presents an obstacle for compost facility operators. The 
biggest problem is all the contaminants that come with the raw 
materials. "Landscape contractors who use the end products 
particularly tend to be concerned about that," said Tom Richards, 
biological engineer at Cornell University, Ithica, N.Y. 

Several composting operations host demonstrations, tours and 
educational seminars to teach what the process involves. Kurtz Bros, 
in Cuyahoga Heights, Ohio, has brought more than 2,000 people 
through their facilities for tours. The company is installing a 2 1/2-
acre demo area to show how composted materials and mulches 
perform. 

The city of Solon, Ohio, whose composting facility was voted 
number one last year in a nationwide search by City & State maga-
zine and the National League of Cities, also offers a demo site for 
backyard gardening and composting. "We always have a good turn 
out. We get a lot of local professional landscapers as well as home-
owners," said Ed Butler, Solon's solid waste program manager. 

Some don't 

Roundup® herbicide is the ideal management tool 

when budgets are tight or manpower is limited. 

You can cover more ground in the same amount 

of time it would take using mechanical methods or 

pulling weeds by hand. 

Better yet, Roundup gives you long-lasting 

control. So crews don't have to keep coming back. 

You'll be able to allot more manpower to other jobs 

and save wear and tear on equipment—getting the 

most out of your budget. 

If you're not already using 

Roundup, don't waste another 

minute. Ask for our FREE 

brochure telling how Roundup 

combines ecology and economy. 

Call: 1-800-332-3111. LOWEST PRICE EVER 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR ROUNDUP HERBICIDE. Roundup* is a registered trademark of Monsanto Company. © Monsanto Company 1993 IND-30003 2/93 
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takes in 50,000 tons, or 150,000 
yards of compost a year. 

The biggest obstacle, accord-
ing to Kurtz Bros., has been 
readying enough end product for 
market demand. It takes about a 
year to process yard trimmings; 
the company only began taking 
the material about nine months 
ago. 

"We have people that really 
want the product," said Sam Stim-
mel, sales/marketing manager for 
central Ohio operations at Kurtz. 
End markets will include golf 
courses, athletic fields and com-
mercial landscapes. The company 
also will use the finished compost 
in its own custom mulches and top 
soil blends. 

In Washington, private firms 
have developed longstanding re-
lationships with municipalities, 
according to Jan Allen, general 
manager of Cedar Grove Com-
posting, Seattle. 

"The trend here is that munici-
palities contract with private corn-
posters. The private companies 
came forward and they get com-
petitive bids. There's only one 

municipal composting facility 
here and its processing costs 
nearly double that of a private 
facility's," Allen said. 

Cedar Grove provides yard-
waste and wood-waste compost-
ing for Seattle, King County, 
Snohomish County, and the cities 

of Tacoma and Bellevue. 
Founded in 1989, the company 
takes in 100,000 tons of green 
material a year. It aggressively 
markets its end products, which 
include pure compost for soil 
amendments and potting soil, a 
sand/compost mix for top soil 

Educat ion ef for ts have been 
es tab l ished in a n u m b e r of 
ci t ies to prevent contamina t ion 
of reusable w a s t e piles. 

and a container soil mix. 
Allen said the soil amendment, 

targeted toward professional 
(continued on page 50) 

THE WALKER TOUCH 

The Perfect Touch Many operators are finding the mid-size Walker Mower is the perfect size for their jobs - a compact, 
maneuverable tractor for small areas, combined with open space productivity of a rider, saves time. 

The "Midas" Touch Walker Mowers are moneymakers; one owner explained why he was buying a second Walker, "The 
first one made me money - I like to make money." 

The Finishing Touch To please the most discriminating customer. Walker delivers a beautiful mowing job and with the 
exclusive GHS grass collection option, the turf is vacuumed clean and manicured. 

The Mid-Size Walker Line a ^ A M m 
3 tractor models from 11-21 HP with gas or diesel engines 3 year warranty on maintenance free hydrostatic wheel drive 
3 mower deck sizes 36"-54" with grass collection, side • 3 front mounted implements: snowblower, rotary broom 
discharge or mulching available and dozer blade 

WALKER MFG. CO. • DEPT. GM, 5925 E. HARMONY RD., FORT COLLINS, CO 80525 • (303) 221-5614 

USE READER SERVICE #10 

46 JULY 1993 • LAWN & LANDSCAPE MAINTENANCE 



ECOLOGY & 
MANAGEMENT 

S T. KARL DANNEBERGER, P h . D 

F I N A L L Y , AN ADVANCED T U R F G R A S S M A N A G E M E N T BOOK 
for the turfgrass professional which goes beyond the introductory level. 

T U R F G R A S S ECOLOGY A N D M A N A G E M E N T ...is the first professional turf 
management text devoted to advanced environmental ecology. This pioneering work addresses the 
wave of the future and is a must for all professionals. Chapter highlights include discussions of light 
and nutrients as resources, physiological responses to temperature, population dynamics, predator 
disturbances and much more. 

RESERVE YOUR COPY TODAY. Hardbound, single copies only $39 plus $5 ship-
ping/handling per copy. Quantity discounts available upon request. 

Y E S , I'm interested in purchasing copy(s) of TURFGRASS 
ECOLOGY AND MANAGEMENT. I understand my purchase will be 
shipped within six to eight weeks of payment. I also understand 
that I can return my book(s) within 15 days for 100 percent refund 
if I am not totally satisfied. (Ohio residents only add 7% sales tax.) 

• Bill me 

Charge my E D VISA E D MasterCard 

Card # 

Expiration Date 

Signature 

Name: 

Title: 

Company Name: 

Address: 

ADVANCES IN TURFGRASS SCIENCE 

. State: City: 

^ -Lawn & Landscape 
Published by: MAINTENANCE 

Zip Code: 

4012 Bridge Ave. 
Cleveland, OH 44113 
Call 800/456-0707for information on 
volume, discount prices. 



Composting Ventures 
(continued from page 48) 

landscapes and homeowners, is 
very popular. "It resembles peat, 
but has some fertilized charac-
teristics of manure," he said. 

As part of its agreement with 
Cedar Grove, Seattle conducts 
education and testing for the com-
pany. The city recently published 
the "Compost User's Guide for 
Landscape Professionals." 

"It's a well-developed partner-
ship. It's working well, no con-
frontations," Allen said. 

UNFAIR COMPETIT ION? One 
complaint private firms hold 
against municipalities setting up 
their own facilities is that they 
undercut private enterprise prices. 

"If (a municipality) takes a prod-
uct and markets it, the major issue 
is they are crossing the line for 
which laws in most states say pub-
lic enterprises will not interfere 
with private markets," said Tom 
Glendinning, president of Wastek 
Inc., Pittsboro, N.C. "The gov-
ernment produces compost at $8 

to $20 per cubic yard. I manufac-
ture and market mine at $25 a 
yard. At that rate, I don't make 
money, but it's high quality. Some 
municipalities practically give 
compost away, selling it at $8 a 
yard." 

Some cities and towns do, in 
fact, almost give away the end 
material just to be rid of it. "They 
don't do business as a private 
firm would," Pick said. "Private 
companies depend on end mar-
ket sales to sustain them. Mu-
nicipalities were forced into 
composting to meet environmen-
tal concerns. They didn't get in 
the business to make money." 

Wastek is at a disadvantage to 
many of the newer firms in North 
Carolina, having gotten into com-
posting 19 years ago, before land-
fill concerns developed. The 
company doesn't receive tipping 
fees for raw composting mate-
rial. Glendinning said he at-
tempted to obtain some munici-
pal contracts five years ago but 
the timing was bad. "The local 
governments in North Carolina 
are of the mind that they can 

perform these tasks themselves," 
he said. 

DK Recycling hasn't felt the 
effects of municipal competition. 
The closest municipality doing 

"Private compa-
nies depend on 

end market sales 
to sustain them. 

Municipalities 
were forced into 
composting. They 

didn't get in 
the business to 
make money." 

its own composting is 20 miles 
away, Pick said. "We compete a 
little bit with the village of 
Winnetka. But they're not really 

in the landscape market. The 
greater the population density — 
the more sites — the greater the 
competition with municipali-
ties." 

Pick did maintain that munici-
palities tend to charge lower tip-
ping fees, again because their 
first objective isn't to make 
money. 

"Municipalities can get away 
with that. They're not in this as a 
business. Private companies can't 
take material too cheap. They 
have to either raise their rates or 
go out of business." 

Glendinning also claims gov-
ernment-run facilities can take 
equipment and manpower from 
another city or county depart-
ment and use them in composting, 
or rearrange a budget to cover 
composting costs. 

"Local governments choose to 
spend more per operation unit 
than private operations, and can 
justify it," he said. • 

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

K & N L I M B - A - N A T O R 

b a i •••. . _ 

^ A handy tool that attaches to most small popular 
chain saw engines. 

It replaces your bar and cutter chain, utilizing the 
engine oiling system to oil the Limb-A-Nator. 

^The drive chain is enclosed in an extruded aircraft 
aluminum housing that is extremely durable. 

^ Trims and cuts branches up to 15 feet off the 
ground without a ladder. 

^ Ideal for all your landscape needs: golf courses, 
orchards, camp grounds, tree belts, cemeteries, 
firewood, etc. 

The Handiest Tool That's Come Along Since Trees!! 

MID CONTINENT INDUSTRIES, INC. 
1400 So. Spencer Rd. Newton, KS 67114 

(316) 283-9648 
(800) 279-6812 
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How to get $500 toward the purchase of the tub 
grinder of your choice... 

Fact and Fiction, if you've 
heard one tub grinder pitch, you've 
heard them all. Every vendor claims 
to have the highest production rate on 
the market. While they're at it, they 
also claim to be the most durable and 
the easiest to maintain. How do you 
separate fact from fiction? There's 
only one way that we know of, and 
we'll give you $500 so you can find 
out for yourself. 

The side by side demo. 
Nothing beats a side by side 
comparison of equipment - at your 
site, processing the same material that 
you have to deal with day in and day 
out. Olathe Manufacturing Tub 
Grinders have the highest production 
rate on the market.* In side by side 
demonstrations, our 867TG and 
867KBL tubs out produce competing 
units by as much as four to one. In 

fact, in many instances, we out produce 
systems costing two to three times as 
much as ours. 

How to get your $500. if you 
are going to purchase a tub grinder 
within the next 90 days, call us to set 
up a demonstration date. Then call 
the other manufacturers you want to 
see. If you'd like the names of some of 
the others, let us know, and we'll be 
happy to provide them. If we can't out 
produce the competing systems in a 
side by side demo, we'll give you 
$500 toward the purchase of the 
system of your choice.** If you 
decide on an Olathe tub grinder, we'll 
credit you with $500 toward the 
purchase of the parts or options of 
your choice. 

Productivity and more. 
While we're proving our claims on 
productivity, we'll also show you 

everything you need to know about 
easy maintenance and durability. 

Call for details. If you'd like 
to hear more about this program, 
just call us at (913)782-4396, 
and we'll send you details and 
information on registration. Only 
registered participants are eligible. 

Manufacturing, Inc. 
201 Lea wood Drive 
Industrial Airport, KS 66031 
(913) 782-4396 

* Comparably configurated ten foot tub grinders with manufacturers suggested list price between $70.000 and $110,000. 

••Proof of purchase within 90 days of the demonstration must be verified by Olathe Manufacturing. Inc. Offer good for demonstrations completed between July 1. 1993 and 
September 30. 1993. Program participants limited to end user purchases only, subject to terms and conditions as provided in complete program details. 
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TURFGRASS RESEARCH is 
continually focusing on improve-
ments in the efficiency of pesti-
cides. In general, anytime the ef-
fectiveness of a pesticide can be 
improved, potential risks can be 
reduced. The more effective the 
pesticide application, the more 
likely a minimum rate can be 
used and/or the number of treat-
ments be reduced. 

Improving the efficacy of a 
pesticide makes sense both econo-
mically and environmentally. 
Subsequently, any new applica-
tion equipment reducing envi-
ronmental risk during and after a 
pesticide application is welcomed 
by the maintenance industry. This 
depends on the equipment being 
both practical and cost-effective. 

In recent years, subsurface 
application equipment has pro-
vided the industry with improved 
insecticide technology. Subsur-
face application is, of course, 
directed at the control of soil 
insects such as white grubs and 
mole crickets. The below ground 
nature of these pests makes them 
more difficult to control than 
surface feeders, and they often 
require higher pesticide rates. 
Getting the pesticide to the insect 
has always been a concern. 

Research on subsurface appli-
cation equipment has been con-
ducted at several universities for 
more than five years. Some early 

A typical design for a slit-seeder 
modified to inject granular 
formulations of insecticide. 
Photo: R.L. Brandenburg 

equipment models are already 
being used by custom applica-
tors or as part of the overall pest 
management program on some 
golf courses. Most early models 
are just modifications of equip-

ment originally designed to do 
something else. In the past few 
years, however, some manufac-
turer interest has surfaced in 
developing equipment specifi-
cally for subsurface placement. 

LIQUID INJECTION. Two basic 
types of systems are available. 
One is a high-pressure liquid in-

jector for spray solutions. The 
process uses high pressure gen-
erated by nozzles with ex-
tremely small orifices. This 
force results in soil penetration 
by a spray solution to a depth of 
1 inch or more in sandy soil. 

Nozzle placement may be 3 to 
4 inches apart resulting in a 
series of "streaks" or bands of 

EXPLORING S U B S U R F A C E T E C H N O L O G Y 
OVER THE PAST several years turf managers have begun to hear a 
lot about subsurface placement of pesticides. Several new kinds of 
technology have been developed to enable turf managers to apply 
pesticides below the surface of the thatch, so that materials are applied 
directly at the soil/thatch interface, or at least further into the thatch 
than with a conventional surface application. 

Some of the earliest field efforts of subsurface injection were 
conducted on warm-season grasses with equipment delivering up to 
1,000 psi through nozzles placed just above the turf. These units were 
developed in the early 1980s and were tested on white grubs and mole 
crickets in a variety of turf and pasture settings. 

Further refinements at the Cross Equipment Co. in Albany, Ga., in 
the mid-1980s led to equipment which delivers liquid formulations at 
pressures up to 2,000 psi. These units have nozzles at two- or three-
inch spacing, placed just above the turf and aligned over drag bars. 

The orifices of the nozzles are extremely small, enabling the system 
to deliver extremely high pressures. The units do not slice the turf in 
any way, but simply drive the material into the thatch at high 
pressures. The Cross Equipment unit delivers a steady stream of 
material at a constant pressure. 

The use of high pressure to apply liquid formulations has been 
expanded recently. The Toro "Hydroject" unit, which was initially 
designed to fracture the soil and serve as a liquid aerator, provides 
penetration of the soil to depths of several inches. This unit delivers 
pulses of liquid at high pressure. While the Toro unit is not currently 
configured to handle pesticides, other companies are looking at 
developing units which can generate similar levels of pressure (up to 
5,000 psi) to penetrate the thatch and soil. 

For example, the Rogers Innovative Co., Saskatchewan, Canada, 
has developed a unit that can handle pesticides of various liquid 
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PESTIC IDE EFF ICACY 

Will Subsurface Placement 

Revolutionize 
Insecticide Applications? 
Research on subsurface injection 
of pesticides has been under way for 
several years. While it's been successful in 
controlling white grubs and mole crickets, 
there is still a lot to learn before the 
process matches up to conventional 
application methods. 

By R.L. Brandenburg 
pesticide through the soil. An-
other version of the equipment 
uses much lower pressures, but 
instead has a mechanical, spiked 
wheel that penetrates the soil with 
an internal nozzle to deliver the 
insecticide into the soil. 

Such an application, in prin-
ciple, offers several advantages. 
First is that most of the insecti-

cide is applied directly to the site 
of insect activity. This should 
result in less tie-up in the thatch 
and reduced surface residue. 
Since the nozzles ride just over 
the surface or are driven down 
into the soil, spray drift is virtu-
ally eliminated. 

Some studies using high-pres-
sure liquid injection on mole 

crickets in North Carolina show 
improved pesticide efficacy. In 
fact, studies indicate the poten-
tial for excellent control at rates 
lower than those typically used 
for broadcast sprays. Rates at 
one-half the labeled rate often 
result in equal to or better control 
than the standard full rate appli-
cation to the surface followed by 
irrigation. These observations all 
lead to a positive future for such 
application equipment. 

Liquid injection reduces risk 
in both the aforementioned ways. 
The insecticide efficacy is im-
proved so lower rates (and possi-
bly fewer treatments) can be used. 
Direct site application may re-
duce potential detriments to non-
target organisms (beneficial in-
sects and spiders). In addition, 
the insecticide is applied more to 
the target site and less on the turf 
surface which leaves it exposed 
to people, pets and wildlife. 

While post-treatment irriga-
tions can virtually eliminate the 

risk of surface residue, runoff and 
puddling from such watering can 
be a serious environmental con-
cern. Strict attention to the irriga-
tion process can help avoid this, 
but the subsurface application ap-
pears to be an added safeguard. 

Several companies are currently 
manufacturing such equipment for 
turf use. There are also a number of 
manufacturers with prototype mod-
els ready to hit the market. (See side-
bar.) However, as with any piece of 
new equipment or technology, there 
are often a few disadvantages. 

In general, this equipment is de-
veloped to do one thing. But since 
it's quite expensive, it may be cost 
prohibitive for some lawn service 
companies. Current models are 
often directed toward the golf 
course industry, and are too large 
and unmaneuverable for lawn 
maintenance. Some companies are 
developing smaller models with 
lawn maintenance in mind. 

Some high pressure liquid in-
jector units are priced at more than 

formulations and deliver them through nozzles into the thatch and 
soil. Some of these units, which like the Toro unit operate by 
delivering pulses of high pressure, are capable of providing 
penetration 2 inches into the soil. 

Right now there is a certain amount of uncertainty concerning the 
value of subsurface placement equipment. Most turf managers can see 
the value of placing materials directly at the soil/thatch interface, at 
least when they are trying to control soil insects, such as white grubs 
or mole crickets. There is also evidence that the technology might be 
useful for improving the control of some root diseases, such as 
summer patch. Recent studies in Massachusetts showed that the use of 
high pressure liquid injection reduces the surface residue of some 
insecticides 30 percent to 80 percent compared to conventional 
applications. 

While subsurface technology appears to reduce surface exposure, 

and may reduce surface runoff following heavy rains, there is 
concern regarding the possibility of increased leaching. Studies at 
Penn State, which so far have included a few of the commonly used 
turf pesticides, seem to suggest that leaching potential is not in-
creased significantly under normal rainfall or irrigation conditions. 

However, these studies have not been conducted on many of the 
pesticides which will ultimately be used, and have not been con-
ducted over the variety of moisture conditions which occur during a 
normal growing season. As a result, there are many unanswered 
questions regarding the environmental feasibility of subsurface 
placement of pesticides. 

Preliminary studies look very promising, but people in areas which 
are particularly "sensitive" want to see more data or testimonials 
before they commit to the technology. — Patricia Vittum, University 
of Massachusetts 
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S O M E POTENTIAL 
A D V A N T A G E S A N D D ISADVANTAGES OF 
S U B S U R F A C E PLACEMENT EQUIPMENT 

A d v a n t a g e s Disadvantages 

$20,000. That's relatively expen-
sive unless the equipment offers 
definite advantages over conven-
tional application equipment. On 
the other hand, if such equipment 
could improve pesticide effec-
tiveness, it might well pay for 
itself over several years. 

Other disadvantages include a 
relatively slow speed of applica-
tion. Some equipment runs as 
slow as 1.5 mph, making it detri-
mental on relatively large turf 
areas. Lawn service operators 
know time is money. If the equip-
ment rendered treatments so ef-
fective as to eliminate callbacks, 
however, other time savings 
could be realized. 

The nature of some equipment 
models makes them more prone 
to plugged nozzles, and may 
increase maintenance time. Fu-
ture engineering may solve these 
maintenance headaches. 

GRANULAR INJECTION. Granu 
lar pesticide formulations can also 
be applied through subsurface 
injection. This equipment is based 
on a modified slit-seeder or 

Reduced surface residue 
Reduced drift 
Improved efficacy 
Reduced insecticide rates 
Some units act as aerators 
May reduce effects on non-target 

organisms (beneficial insects) 

overseeder device. The concept 
is the same as the liquid injector 
in that the insecticide particle is 
placed below the soil surface. 
This is done mechanically for 
granular formulations. Equip-
ment techniques vary, but each 
slits the ground for pesticide in-
jection. 

In a slit-seeder, a specific quan-
tity of pesticide is delivered from 
a hopper box by gravity. Rate is 
dependent on speed and orifice 
adjustment from the hopper, and 
early models or unmodified ver-
sions were difficult, if not impos-

High cost of equipment 
High maintenance 
Speed of application 
Difficult to calibrate 
Initial cosmetic damage 
Some equipment damaging to 

sprinkler heads, etc. 

sible, to calibrate. New proto-
type units improve ease of cali-
bration and accuracy. Some units 
include a flow meter that com-
pensates for ground speed and 
provides consistent rates. 

The discs or coulter wheels 
that create the split vary signifi-
cantly. Some use a single wheel 
to cut a slit; others use a double-
wheel arrangement oriented in a 
"v-shaped" fashion. Another 
model uses a PTO operated 
dethatcher or cutting blades to 
create slits which are immedi-
ately followed by a single coulter 

wheel and drop tube for the in-
secticide. An even newer model 
uses a large disc-wheel mounted 
with an injection tube. Air drives 
the granules down the tube into 
the soil. 

The mechanical nature of this 
placement means turf and soil 
will be disrupted. Some units are 
much more "damaging" than oth-
ers, while some effect ively 
dethatch during application. 

Turf damage in warm-season 
grasses is often less than in cool-
season grasses because of the 
spreading nature of varieties like 
bermudagrass that rapidly cover 
slits. Generally, any and all signs 
of application are gone within a 
week or two. The PTO-driven 
equipment can be destructive to 
sprinkler heads operated by a 
less than observant driver, while 
many of the other units have 
spring-loaded coulter wheels that 
ride over such objects. 

The benefits of such a system 
are the same as listed for the 
high-pressure liquid injector. 
Disadvantages also exist. 

Past experience suggests that 

• Axle-mounted 23 hp and 
30 hp vacuum leaf loaders 
• 18 hp, 23 hp, and 30 hp 
truck and trailer-mounted 
vacuum leaf loaders with 
rugged metal containers 
• High-capacity custom 
containers from 8' to 14' 
long, up to 90" wide, with 
10 to 33 cubic yard leaf 
capacity for mounting in 
hydraulic dump truck bed 
• Pickup and dump truck 
models are self-contained; 
Slide-In/Slide-Out for quick 
installation and removal 
• Does not require single-
purpose dedicated trucks 
/ Safe and easy operation 

Anthony GROUNDSKEEPER 
Division of Anthony Litigates, Inc. 

1037 W. Howard St. Pontiac, IL 61764 

1-815-842-3383 
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maintenance and breakdowns are 
no more frequent than for other 
turf equipment. Some units are 
difficult to calibrate. This issue 
must be addressed for good in-
sect control and pesticide stew-
ardship. 

REDUCING TIE-UP. Both the liq-
uid and granular subsurface 
equipment attempt to place the 
insecticide below the thatch. This 
avoids a major site of pesticide 
binding. Some claims of placing 
the insecticide 1 1/2 inches into 
the soil may not be totally accu-
rate, but positioning pesticides 
simply below the thatch appears 
to be an improvement. 

Applicators using granular for-
mulations seem to do the best job 
of placing the insecticide in the 
slit, but also must run at the slow-
est speed. In some situations it 
can still be questioned if this is 
truly subsurface application. 

My observations indicate that 
under some conditions, little of 
the product is truly applied sub-
surface. If the soil is moist, many 
granules adhere to the coulter 

wheel and are simply thrown out 
the back. In essence, it becomes 
just a surface broadcast treat-
ment. 

Once again, these are most 
likely problems that can be over-
come with refinements in engi-
neering. I have observed signifi-
cant variation in the level of con-
trol with high pressure liquid in-
jection, and believe this is a re-
flection of soil moisture and com-
paction. 

Keep in mind that the engi-
neering and use of this equip-
ment is still in the early stages. 
Experience will play a major role 
in future designs. The equipment 
available five years from now 
may not even resemble current 
models. 

Studies in other states show 
similar success for mole cricket 
control with subsurface applica-
tion. Other experiments indicate 
possible use for white grub and 
other soil insect control in turf. 
As more studies are conducted, 
the refinement of the application 
equipment and its use will un-
doubtedly improve. 

HOW EFFECTIVE IS IT? Another 
area not well understood is the 
characteristics of all pesticides 
when applied subsurface. In fact, 
a study in North Carolina found 
one pesticide was less effective 
when applied subsurface. So even 
though the concept of placing the 
insecticide closer to the pest 
sounds good in theory, pesticide 
chemistry may affect how well a 
particular product responds. 

Modes of action, water solu-
bility, granular composition and 
other factors may all be impor-
tant in determining subsurface 
efficacy. It is important to re-
member that these products were 
developed for surface applica-
tion. And post-treatment irriga-
tion is usually required to stay 
within label guidelines and to 
begin activation. 

This new equipment certainly 
does not automatically outdate 
conventional equipment. It may 
provide benefits for some users, 
including cost savings and im-
proved insect control in com-
parison to more standard ap-
proaches. 

Subsurface applicators will not 
revolutionize control. Nor will 
they mysteriously render the use 
of insecticides in the turf envi-
ronment risk-free. 

Only a few pesticide compa-
nies have pursued specific sub-
surface application labels for 
their products. Many unknowns 
continue to exist in subsurface 
equipment technology, but in-
dustry observers eagerly antici-
pate new discoveries. 

In summary, the development 
and use of subsurface applica-
tion equipment for use in 
turfgrass is well under way. It 
appears to benefit the turfgrass 
manager who constantly deals 
with soil insect pests. Carefully 
read and study equipment infor-
mation before committing to ei-
ther contracting for a service or 
buying the equipment. Exciting 
future technology could make 
turfgrass soil insect management 
a little bit easier. • 

The author is an extension ento-
mologist at North Carolina State 
University, Raleigh. 
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T H E M U L T I - P O S I T I O N BLADES are hinged 
in the center to give you a scoop, straight or 
"V blade—or anything in-between—anytime 
you need it! 
T H E RAPID-TACH quick hitch system con-
nects in seconds. There's no crawling under 
your truck to hook up this snowplow. 

2-YEAR L I M I T E D W A R R A N T Y for com 
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boxed in moldboard and super strong tube 
steel T-Frame. 
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pack. 
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N U R S E R Y M A N A G E M E N T 

Controlling Herbicide 
Loss In 

Container 
Production Sites 

HERBICIDE LOSS in 
surface runoff from row 
crop production sites has 
been extensively re-
searched; however, little 
attention has been given 
to herbicide loss in sur-
face runoff from con-
tainer production sites— 
until recently. 

Some practices used in 
container nurseries may 
make these sites vulner-
able to herbicide loss in 
surface runoff. Overhead 
irrigation may be applied 
several times a week dur-
ing the summer months, 
so a herbicide applica-
tion is often closely fol-
lowed by irrigation. The 
greatest herbicide con-
centrations in runoff from 
row crop fields are usu-
ally found when the first 
precipitation event occurs 
within two weeks of a 
herbicide application.4 

The short time between 
the application of a her-
bicide and the applica-
tion of water decreases 
the effects of such proces-
ses as volatilization, pho-
todegradation, chemical degrada-
tion or biological degradation on 
herbicide loss from the treated 
area. However, the soil beneath 
the containers may be covered 
with a ground cloth, gravel or plas-
tic which may limit infiltration of 
water and herbicide into the soil 
profile. This may result in more 
water and herbicide available for 
loss through surface runoff. 

Several herbicide applications 
may be made to container produc-
tion sites during a growing sea-

Nursery operators can manage the potential f o r 
herbicide runoff in container sites by monitoring the 

timing of herbicide and irrigation applications. 

By Gail Mahnken and Walt Skroch 

More lawn and landscape professionals are getting involved in the production of 
nursery stock, making understanding herbicide appl icat ions crucial. 

son. A survey of nursery owners 
in Alabama found that an average 
of 2.9 to 3.2 applications were 
made per year.2 Frequent appli-
cations increase the frequency of 
herbicide detections in runoff 
water and may increase the amount 
of herbicide detected depending 
on the persistence of the herbicide 
and the length of time between 
applications. 

Some research on herbicide 
runoff losses from container nurs-
eries was recently initiated. Keese 

et af analyzed runoff water from 
nurseries in the Coastal Plain and 
Piedmont regions of South Caro-
lina. Pendimethalin was detected 
in samples from the Piedmont 
nursery; and oryzalin, pendime-
thalin and oxyfluorfen were de-
tected in samples from the Coastal 
Plain nursery. 

The detections appeared related 
to the time elapsed between herbi-
cide application and sample col-
lection. In a study conducted at an 
Alabama nursery, oxyfluorfen was 

detected in water leaving 
container pads and water 
leaving the nursery prop-
erty soon after oxyfluor-
fen application.1 

The objective of this 
study was to determine 
the losses of metolachlor 
and simazine from a si-
mulated container pro-
duction site. The study 
was conducted in Ra-
leigh, N.C., using 16 plots 
on a 2 percent slope. Eight 
of the plots were covered 
with woven ground cloth, 
and eight plots were cov-
ered with woven ground 
cloth beneath 2 inches of 
grav-el. Metolachlor (4 lb. 
a. i./A) and simazine (1 
lb. a. i./A) were applied 
by broadcasting granules, 
broadcast spraying or add-
ing granules to individual 
containers. Check plots 
were also included in the 
study. 

The plots received 1 to 
1.25 inches of water per 
day through overhead ir-
rigation. Runoff was col-
lected in polyethylene 
barrels, and runoff vol-

umes were measured and re-
corded daily. Samples were col-
lected 0,1,2,4,8. 16,32 and 56 
days after application. Samples 
were extracted using C18 solid 
phase extraction cartridges and 
were analyzed using gas chro-
matography with nitrogen de-
tection. Detection limits were 
0.001 ppm (ug/ml) for simazine 
and 0.01 ppm (ug/ml) for 
metolachlor. The herbicide run-
off experiment was conducted in 

(continued on page 58) 
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GOT THE BUG BLUES? 
WE'VE GOT THE CUBES. 

I t makes no sense to let bug problems get you 
down. You've always got the upper hand when 
you use The Andersons Pro fess iona l Turf™ 
products with Diazinon® 

Ask us about: 
• Andersons Professional with 5% DIAZINON: 
This granular insecticide controls ants, 
armyworms, billbugs, chiggers, chinchbugs, sod 
web-worms, white grubs and many more. 

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

Andersons'Professional Turf Products with DIAZINON: 
Uniformly the best in the business. 

1-800-225-ANDY 
the professional 's 
par tner 

T h e C C Ä * 
Andersons 

> DIAZINON Is a trademark of CIBA-GEIGY Corporation © 1993. The Andersons 
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The study indicates 
that herbicide 

runoff from con-
tainer production 
sites may occur, 
with the highest 
concentrations 
detected in the 

first runoff. 

Nursery Management 
(continued from page 56) 

1990 and 1991. During the study period, two herbicide applications were 
made per year. 

RESULTS AND DISCUSSIONS. The concentrations of metolachlor and 
simazine in runoff water from the first Irrigation were relatively high 
following herbicide application, especially in treatments in which herbi-
cides were broadcast applied. When an average was taken across ground 
covers, metolachlor concentrations 
were 4.95 ppm in the broadcast gran-
ule application and 6.02 ppm in the 
broadcast spray application. Simazine 
concentrations were 0.32 ppm in the 
broadcast granule application and 
1.92 ppm in the broadcast spray ap-
plication. 

For both herbicides, concentrations 
in water from the per container treat-
ments were 3 to 4 times the detection 
limit concentrations. The much higher 
concentrations from the broadcast 
applications may have been the result 
of two factors. Approximately 80 
percent of the plot area was not cov-
ered by containers so that much of the 
herbicide applied to the broadcast 
plots fell in this space. 

Herbicide that fell between containers may have been easily removed by 
surface water running from the plots resulting in higher concentrations in 
runoff from these treatments. Secondly, the plots receiving per container 
applications received only 1/5 the herbicide applied to the broadcast-
treated plots since application rates were calculated on a treated-area basis. 

By the fourth day after treatment, concentrations of metolachlor and 
simazine had decreased significantly in the broadcast application plots, and 
in the per container treatment, metolachlor concentrations were below the 
detection level. By the 32nd day after application, simazine was detected 
at low concentrations in plots receiving the broadcast treatments, and 
metolachlor was below the detection level concentration in all treated plots. 

INDUSTRY SIGNIFICANCE. Data from studies such as this may help 
nursery operators manage herbicide runoff losses more effectively. The 
study shows herbicide runoff from container production sites may occur, 
with the highest concentrations detected following application. 

In nurseries where irrigation water is recycled, the presence of herbicides 
in recycled water might pose a hazard to susceptible, non-target species 
located in other areas of the nursery. Nursery operators who recycle water 
need to dilute it so that phytotoxic concentrations will not be present, or 
operators must develop other treatment strategies so that herbicides present 
in recycled water will be degraded before the water is reused. 

A per container application decreases the possibility of herbicide injury 
to sensitive species through recycled water. — The authors are researchers 
at North Carolina State University and presented their findings at the SNA 
Research Conference in Atlanta, Ga. • 
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T R I P L E T 
T U R F - T Y P E T A L L F E S C U E B L E N D 

Combine three of the best turf-type tall fescues available, and you've got a powerful blend — TRIPLET, from 

Jacklin Seed. TRIPLET'S semi-open canopy and improved resistance to diseases like brown patch and net 

blotch help it thrive. As a result, TRIPLET gives you a deep-green, medium-textured dense turf that stands up 

to heat, drought and close mowing. All of which make it a perfect choice for xeriscaping, golf courses, 

residential and business park lawns, playgrounds, parks and athletic fields. ••• Plus, TRIPLET is the first 

Green Seal Quality approved blend. That means each variety in TRIPLET has been selected for improved 

genetic characteristics and has met quality standards higher than certified seed. ••• Add up the 

benefits for yourself. Ask for TRIPLET from your Jacklin Seed distributor. Or call 208-773-7581 

for the name of the distributor nearest you. 

The Green Seal marks 
Triple« as a world premium 

lurfgrass blend. 
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© Jacklin Seed Company 

FAX 208/773-4846 • TWX 5107760582 Jacklin PFLS 

USE READER SERVICE #41 



1 
CMJTW 

Eliminate the hassles of pesticide The neighbor kids can even set up 
residues and reentry restrictions 
in landscape settings. M-Pede® 
bioinsecticide controls mites, 
aphids, whiteflies, adelgids, psyl-
lids, scales and other soft-bodied 
pests without all the problems. 

their own enterprise right next 
door. No delays. No arguments. 
No hassles. 

Make it easy on yourself. For 
more information on M-Pede, call 
toll-free: 800-745-7476. 

M y c o g e n C o r p o r a t i o n 
CONTROL WITHOUT COMPROMISE* 

4980 Carroll Canyon Road 
San Diego, CA 92121 
Always read and follow label directions. 
When tank mixing, comply with the most 
restrictive label instructions. 

M-Pede* is a registered trademark and Control Without Compromise™ is a trademark of Mycogen Corporation. © 1993 Mycogen Corporation. 
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I R R I G A T I O N 
T R A I N I N G SERIES 

INSTALLING 
IRRIGATION 

SYSTEMS 
Control and delivery systems 

are vital components of an 
irrigation scheme. In the first of o 
two-part series, the installation of 

control systems including 
controllers, valves and sensors, 

will be discussed. 

By tarry Keesen 
THIS ARTICLE and the next will give you some guide-
lines for the correct installation of irrigation system 
components. System components are divided into two 
major categories: control systems and delivery systems. 
Control systems is the topic for this month, with dis-
cussion centering around valves, controllers and 
sensors. 

Proper installation of system components is critical 
for a cost-efficient, easily maintained, water conserving, 
long-lasting system. Safety and reduced liability are 
also dependent on good installation practices. 

Before beginning an installation job, check the water 
pressure and the size of the water supply to verify that 
design conditions are the same as actual site conditions. 

Photo: The Landmarks Group, Atlanta, Ga. 



I R R I G A T I O N T R A I N I N G S E R I E S 

When a valve is installed too high in the turfy the lid won t 
properly fit the system. Photo: Larry Keesen 

VALVES. Install the zone control valve 
with the flow control completely open, 
and the top of the flow control 4 inches 
below finished grade. This allows the 
valve box lid to clear the valves while 
providing good access for maintenance 
work. 

Place a resilient, seated gate valve, 
like the Nibco T-22, upstream of the 
zone control valve for easy repair and 
maintenance of the control valve as 
well as for emergency shutoffs. If quick 
couplers are needed, place these within 
the valve box so they can be easily lo-
cated in the future. 

Place 4 to 6 inches of clean, washed 
gravel under the valve boxes for good 
drainage. Install filter fabric under the 
gravel and attach it to the valve box 
with duct tape. This fabric keeps the 
soil from working its way up through 
the gravel, or silting in along the pipe 
and forming a mud hole. 

Install the valve boxes flush with the 
finished grade and lightly compact the 
adjacent soil to prevent settlement. Al-
ways install sturdy valve boxes to 
withstand pressure from mowing and 
maintenance equipment. 

Many rectangular valve box lids are 
difficult to remove and replace because 
the two longest walls cave in when ex-
cessive pressure is placed against the 

wall. A piece of rigid PVC pipe can be 
placed within the valve box between 
these two walls to brace them and pre-
vent a cave-in. 

Never install valves in low areas 
where water can collect, or close to 
driveways or sidewalks where auto-
mobile damage and pedestrian safety 
is a concern. 

Brand all valve box lids with the 
control valve number, or other appro-
priate identifiers such as MD for 
manual drain or IV for isolation valve. 
Plastic identification tags can be at-
tached to the valve in case the lids get 
switched. 

Coil 2 to 3 feet of control wire 
around a 1-inch diameter pipe prior to 
connecting it to the solenoid to allow 
for valve bonnet removal, and to pro-
tect the solenoid from electrical 
surges. For better performance, the 
drip emitter valve assembly should be 
installed as follows: 

If possible, install the filter first to 
keep the rest of the components clean. 
The filter should have a pressure rat-
ing of 125 to 150 psi if installed up-
stream of the pressure reducing valve, 
and a rating of 75 to 100 psi if installed 
downstream of the pressure reducing 
valve. Install the strainer with an easy 
access flush valve on the top. 

Next install a fixed-
rate pressure reduc-
ing valve upstream 
from the zone control 
valve. If installed 
downstream, pressure 
surges can occur 
within the amount of 
time the regulator 

takes to set itself af-
ter the water is 
turned on. These 
surges can blow emit-
ters out of the lines as 
well as blow apart 
pipe and fittings. 

A 1/4-inch outlet tee 
with an air valve 
placed downstream 
of the control valve 

necessary in larger 
systems to shut down 
portions for repair 
without shutting off 
the entire system. 
Isolating portions of 
the system will make 
pressure testing for 
leaks, and leak detec-
tion, much easier. 

Quick coupler 
valves should be se-
curely attached to 2-
inch by 2-inch by 30-
inch treated wood 
stakes driven into 
the soil. This will 
support the valve 
when the coupler key 
is inserted, and pre-
vent damage to the 
pipe and fittings. 

Any valve, other than the control 
valves, installed below grade should be 
installed in a 4-inch to 6-inch diameter 
PVC pipe access sleeve for valve con-

will help diagnose fu-
ture system problems 
using a pressure 
gauge. 

Isolation valves are 
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inches. Insulated enclosures will pro-
tect the backflow preventer from 
freeze damage in the early spring and 
late fall. 

Most flow sensors and meters require 
a minimum straight pipe length equal 
to 10 times the nominal diameter of the 
pipe on the upstream side, and up to 5 
times diameter on the downstream 
side. If valves or fittings are too close 
to the sensor, the accuracy will lessen 
due to the turbulence in the pipe. 

An air valve should be installed 
downstream of every pressure reduc-
ing valve to aid in adjusting the PRV 
and checking pressure. 

CONTROLLERS. Be safe. Always ground 
the controller by using an Underwrit-
ers Laboratory (UL) approved 3/8-inch 
by 8-foot copper grounding rod and 
proper ground clamps. Each controller 
should have its own ground rod. See 
last month's electrical article for addi-
tional information. 

Install a protective conduit around 
wire exposed above ground level. This 
will protect the wiring as well as pro-
vide a better looking installation. Con-
trollers and electrical equipment need 
to be protected from vandals and snow 
removal equipment, but installed in a 
manner that can be easily accessed by 
maintenance crews. 

To save time on the installation and 
maintenance of an irrigation system, 
include an outlet plug for a hand-held 
radio remote control device. This al-
lows easy operation and testing of the 
system anywhere on the site. 

Pedestal-mounted controllers should 
be installed on a concrete pad similar 

trol. Pipe should be cut out on one end 
to better fit over the pipe/valve and 
prevent the sleeve from shifting away 
from the valve. 

Center the sleeve on the valve op-

erator and set it ver-
tically with a 10-inch 
round valve box. The 
larger size sleeve 
makes it much easier 
to vacuum or pick 
stones out. 

Backflow preven-
ters should be set in-
side buildings or in 
shrub beds screened 
with planting when-
ever possible. If the 
backflow preventer is 
installed in a turf 
area, pour a 4-inch 
thick concrete pad 
that is 12-inches 
greater than the 
backflow and/or pre-
venter enclosure to 
act as a mowing 
strip. 

At Keesen Water 
Management, we in-
clude backflow pre-
venter enclosures on 
every project we de-
sign except single 
family homes. They 
prevent kids from 
shutting off valves, 
opening petcocks and 
breaking valve 
handles by hiding the 
temptation from view. 

For protection, 
backflow preventers close to driveways 
or streets should have enclosures and/ 
or 4-inch or larger diameter, galva-
nized pipe filled and set 30 inches deep 
in concrete with a diameter of 24 

A look inside a controller in which a contractor incorrectly 
substituted masking tape for wire nuts to make a connection. 
Photo: Larry Keesen. 
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to the pad for the backflow preventer. 
Two sweep elbows should be used, one 
for the 24-volt wires and another for 
the 120-volt wiring. 

Avoid the installation of controllers 
and other electrical equipment below 
grade, unless the vault is well-drained 
and well-ventilated with fans. The 
high humidity that develops in vaults 
can cause corrosion, and greatly re-
duce the life span of the electrical 
equipment. 

Controllers that are installed out-
doors should have watertight enclo-
sures except in desert climates where 
ventilation and cooling of the control-
lers are more important. In addition, 

avoid installing the controller close to 
an irrigation head and keep it out of 
turf areas if at all possible. 

Controller charts are reduced size, 
as-built drawings containing zone num-
bers with the zone coverage areas high-
lighted in different colors, laminated in 
20-mil plastic and mounted in the con-
troller door. This is helpful in identify-
ing problems and when trying to deter-
mine which zone serves what part of 
the landscape. 

All wire connections made below 
grade should be removable, insulated 
wire nuts installed in a reusable, wa-
tertight, plastic container filled with a 
gel and installed in a valve box for fu-

ture access. 
Wire should not be pulled through 

the ground as this may cause the wire 
and insulation to stretch and eventu-
ally break. Wire can be laid with a 
cable plow or installed in an open 
trench. Tape and bundle the wire at 15-
foot intervals when installing in a 
trench. If the wire is installed with 
the mainline, place it to one side and 
several inches below the top of the 
pipe. This will help protect the wire 
from damage that may occur from fu-
ture excavation. 

Provide a 24-inch expansion loop for 
wire whenever a change of direction is 
greater than 40 degrees as well as in 

AQUASHADE Expands Our Family to Six Algae and 
Aquatic Plant Control and Maintenance Products. 

CUTRINE -PLUS 
A L G A E C I D E / H E R B I C I D E 
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situations where the length exceeds 
300 feet. Wire that is tightly stretched 
in a trench may separate within its in-
sulation as soil temperatures cool 
down. 

SENSORS. Some sensors are sensitive to 
the effects of electromagnetic fields and 
require shielded cable and connecters 
between the sensor and the controller. 

The 24-volt wiring should be buried 
at least 12 to 18 inches deep to better 
protect the wire, and 120-volt wiring 
should be buried 24-inches deep ac-
cording to the national electrical code. 
All wire should be UL approved for di-
rect burial. 

Several years ago, I did some con-
sulting for an irrigation contractor in 
Kentucky. I recommended the use of a 
shutoff device for his systems, but sev-
eral months later he called to say the 
rain sensor was not working correctly 
and the turf was burning up. I was 
scheduled to be in Kentucky that week 
so I arranged to look at the shutoff in-
stallation with the contractor. 

The rain sensor was mounted on an 
8-foot high fence in the back yard. 
When the system came on, the rotor 
heads hit the sensor and shut off the 
system. Rain sensors are best in-
stalled above the spray height of the 
system, away from trees. A good loca-
tion is at the roof line of a building. 

Next month, Lesson 14 will look at 
the delivery system including the in-
stallation of the mainline, laterals and 
sprinkler heads. 

The author is vice 
president of Keesen 
Water Manage-
ment, 10700 E. 
Bethany Dr., Suite 
103, Aurora, CO 
80014; 3031695-
7711. 

IRRIGATION QUESTIONS 

1. Why is the fabric installed under the valve 4. How are flow sensors installed? 
box? 

5. What should be installed downstream of every 
2. What degree of compaction is required around pressure reducing valve? 
valve boxes? 

— 6. Should wire be pulled into the ground with a pipe 
3. Is a 2-inch sleeve adequate for an isolation puller? 
valve? 

puller? 

— Answers appear on page 78 of July LLM. 

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

Professional Installer of Sprinkler Systems 

DEMAND THE BEST-DON'T SETTLE FOR LESS 
Uni-Weld Products Consistently Exceed Industry Test Standards 

APPROVED BY: IAPMO Usted - rile '896 
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ALWAYS— 
THE CHOICE OF PROS 

*CAREFUL!H 
Don't Be Mislead By Cheaper Imitations 

FOR OVER 
TWO DECADES 

I Immediate Pressure Testing of Joints 
I Formulation Suitable For Use in Wet Conditions 
I No Primer Necessary (However. Check Local Codes) 
I Minimize Problems of "Pipe Burn" on Bell Ended Pipe 
I Heavy Body Features Allow for Better Coverages and Fill Voids in Joints More Effectively 
I Color Fades to Clear (In Sunlight) Clean. Neat Looking Applications 
I Recommended For Use Through SIX Inch Diameters INCLUDING Schedule 80 Pipe and Fittings 
I Works on Flex to Rigid PVC Pipe Applications 
I As Expected—Top Quality, Performance. Customer Acceptance and Satisfaction 

United Elchem Industries, 
PH: 214/241-6601 

Inc. 11535 Reeder Road. Dallas. Texas 75229 
800-633-4589 Fax: 214/241-2348 

USE READER SERVICE #26 
LAWN & LANDSCAPE MAINTENANCE • JULY 1993 65 



Seed News 
MIXING TALL FESCUE WITH KENTUCKY BLUEGRASS 

THERE WAS A time when mixing tall 
fescue with other grasses was considered 
taboo. Long-time professional turf 
managers silently snickered as newcomers 
attempted to mix tall fescue with Kentucky 
bluegrass, knowing from years of trial and 
error the resulting stand would be a patchy 
mess. 

Recent experiments with improved tall 
fescue varieties, however, are disproving 
the theory stated in 1984 by Jack Harper, 
retired extension specialist at Penn State, 
that "under no circumstances should other 
grass species be seeded with tall fescue." 

Tall fescue of yesteryear was a broad-
bladed, stemmy, upright-growing bunch 
grass. Kentucky 31, the popular variety at 
the time, was actually a forage and pasture 
grass selected for high topgrowth yields. 
Never tightly regulated, Kentucky 31 
yielded little if any certified seed. 

Today, improved varieties of tall fescue 
are flooding the market. These varieties 
differ so strikingly from Kentucky 31 that 
trained botanists might even mistake them 
for another species. 

1 

K i ' R-nt 

A j f e 

¡ I ? / J l n i L,' // 
Tal l f e s c u e h a s c h a n g e d f r o m a c o a r s e , 
s t e m m y , u p r i g h t s p e c i e s in to a d e n s e , 
l o w g r o w i n g , d i s e a s e - r e s i s t a n t tur f . 

Improvements in tall fescue include a 
slower vertical growth rate, darker green 
color, increased compactness and density, 
better disease resistance and a generally 
more leafy and less stemmy growth habit. 
Moreover, the new fescue varieties are 
available as uniform, certified seed. 

Turf breeders have developed an entirely 
new class of high-density tall fescue 
varieties. These elite fescues have such a 
high-shoot density they compare favorably 

with the densities of Kentucky bluegrass 
and perennial ryegrass. 

As tall fescues continued to improve, I 
wondered if it was time to re-examine the 
concept of mixing tall fescue with Ken-
tucky bluegrass. Had plant breeding come 
far enough that tall fescue would make a 
viable mixing grass? I decided to conduct 
an experiment to find out. 

MIX ING RATIO. Early mixture experiments 
with tall fescue and Kentucky bluegrass 
were performed on common-type varieties. 
None of the studies tested improved 
varieties' performance in mixtures. 

Early studies found ratios of 90 percent 
tall fescue and 10 percent bluegrass, by 
weight, to be optimal for the two species. 
At ratios below 90 percent, the common tall 
fescue tended to become bunchy and coarse 
in appearance and segregate into unsightly 
patches; at ratios above 90 percent, there 
wasn't enough bluegrass to be useful. 

Studies of the new fescue cultivars 
indicated that their seed ratio was more 
flexible than the older, common types. The 

At Pepco, 
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With so many opt ions in dr ip and low-flow irrigation, it's important 

to specify p r o d u c t s that a r e des igned f rom the very beginning to 
fulfill their p rec i se funct ion. At Pepco, we m a k e it easy. 

Pepco par ts and tubing a r e designed expressly for h o m e and com-
mercial environments . Only when they're 
perfectly suited to their roles d o we 
re lease them to the marke tp lace . 

Plus, o u r Cus tomer Care depar t -
ment can he lp you specify the best 
p r o d u c t s for your appl icat ion. Because 
your satisfaction is o u r bot tom line. 

So if you ' r e not specifying o r installing Pepco, maybe it 's t ime to 
put us on your team! Call fo r o u r comple t e p roduc t catalog. 

WATER CONSERVATION PRODUCTS 
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90 percent fescue/10 percent bluegrass ratio 
seemed more critical with common tall 
fescue than with improved varieties. Ratios 
of 50 percent and 75 percent could be used 
satisfactorily. 

Plots seeded to the lower fescue percent-
ages (50 percent to 75 percent) had better 
turf color, texture, density, uniformity and 
quality than plots at the higher fescue 
percentages — results quite contrary to 
previous findings. Mixtures across the 
board produced better looking turf than 
fescue seeded alone. The addition of even a 
small amount of bluegrass perked up the 
appearance of the fescue; it seemed to fill 
in some of the tiny "pits" in the fescue 
stand, giving it an even, manicured look. 

From the results of this experiment, I feel 
confident in recommending a broader 
window of choices of species ratio — from 
75 percent to 90 percent fescue. Until I 
have the opportunity to monitor the 50/50 
mixture over the long term, I'm going to 
hold off recommending it. But two-year 
data looks strongly promising. 

Eight months after planting the study, I 
took plugs from each plot to count shoots 
of both species. I found that the species 
shoot ratio in the turf closely followed the 
seed ratio, give or take 10 percent. 

These results were quite different from 
perennial ryegrass/Kentucky bluegrass 
mixtures. With ryegrass-bluegrass 
mixtures, the fast germinating ryegrass 
tends to obliterate the bluegrass. A 50/50 
ryegrass/bluegrass seed mixture often 
yields a 99 percent ryegrass stand. 

Not so with tall fescue. Although the 
fescue germinates quicker than the 
bluegrass, the bluegrass is not crowded out. 
Growth rates of tall fescue and Kentucky 
bluegrass seem more similar than with 
ryegrass and bluegrass. 

SEEDING RATE. The entire experiment was 
planted at two different seeding rates to 
gauge the overall effect of frequency on the 
results. Depending on which book you 
refer to, seeding rate recommendations for 
tall fescue (seeded along) range from 6 to 
10 pounds per 1,000 square foot. I chose a 
high and low seeding rate for the experi-
ment and duplicated all treatments at the 
two rates. 

The higher seeding rate had the advan-
tage of getting the stand established more 
quickly. The greater quantity of seed 
helped the stand fill in faster. 

Even throughout the second growing 
season, distinct effects of seeding rate on 

the stand were still noticeable. Plots at the 
higher seeding rate were finer textured, 
more dense and uniform, with better turf 
quality than those at the lower rate. The 
difference across plots averaged a full 
quality point higher on the 1 to 9 rating 
scale. Turf color, as you might suspect, 
was unaffected by overall seeding rate. 

PRACTICAL APPLICATION. Sod producers 
were the first to use tall fescue/Kentucky 
bluegrass mixtures. To harvest sod of tall 
fescue, a non-rhizomatous grass, it is 
necessary to use nylon netting to bind the 
sod together. A rather clever sod grower 
got the idea to use the rhizomes (under-
ground runners) of Kentucky bluegrass to 
bind tall fescue sod, thereby eliminating 
the cost of the netting. 

Lawn service operators are now using the 
mixture, particularly in the more progres-
sive market areas. Tall fescues are 
advantageous because they germinate 
rapidly. Moreover, new varieties closely 
resemble Kentucky bluegrass. Mixtures of 
the two species form a compatible 
combination for a diversity of turf users. • 

Doug Brede, Ph.D., is director of research 
for Jacklin Seed Co., Post Falls, Idaho. 
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C o n f e r e n c e , R E A C H I N G FOR EXCELLENCE, b e i n g h e l d 
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SELLICK EQUIPMENT announced the 
following appointments: Jan Olejarz as 
engineering manager; Ron Wood as 
operations manager; M a r v Crow as sales 
representative: M a r k Her te l as service 
manager; Ron Peters as service manager 
assistant; and M i l fo rd M e r t z as technical 
and service adviser. 

ISK Biotech named Stephen Denys 
Ontario sales supervisor and Alex Hawkins 
supervisor of product registrations. Denys 
formerly served as advanced sales represen-
tative with Hoescht Canada. Hawkins was 
previously administrator of pesticide use for 
the Kansas State Board of Agriculture. 

Richard Gar re t t joined Ecogen Inc. as 
product manager of #f-based 
bioinsecticides, responsible for product 
positioning, advertising and marketing. 

Terra appointed Larry Pf le iderer profes-
sional products manager for its Eastern 
division. Pfleiderer will be responsible for 
sales in Michigan, Ohio, Pennsylvania, 
Illinois, Indiana and New York, and 
additional Eastern states as Terra expands. 

Hunter appointed Joe Silva and M i k e 
Kearby regional sales managers and 
promoted Charles Huston to director of 

sales and marketing. Silva serves as 
Eastern regional sales manager and 
Kearby as Western regional sales manager 
for residential, commercial and golf 
products. Huston, filling a newly created 
position, is responsible for developing and 
introducing new products, handling 
corporate communications and continuing 
to direct sales activities worldwide. 

Allan Davidson is now sales manager/ 
Canada for Ball Seed, responsible for 
developing and implementing sales and 
marketing programs. He also oversees 
rooting stations throughout Canada and 
manages the Canadian supplier network 
for plant products. 

Jacobsen named Steve Nelson manager 
of parts and accessories supply. Nelson 
formerly held managerial positions at 
Massey-Ferguson and now directs admin-
istrative and operational elements of 
Jacobsen's service parts business. 

Yazoo Manufacturing promoted Robert 
M o r g a n to sales manager, responsible for 
developing distributor and dealer sales; 
and J. Chris Sharp to marketing manager, 
in charge of developing alternative 
markets, customer service and advertising, 

Dannar Hus ton 

as well as assisting in sales support and 
distribution. 

Gary Dannar joined Alamo as new 
products and marketing manager, respon-
sible for researching and assisting in the 
engineering, development and marketing of 
new products. Dannar formerly served as 
president of Coastline Ford Tractor. 

The Scotts Company Professional 
Business Group announced the promotions 
of nine technical representatives: Jim Diley. 
W a y n e Horman and M a r k Jones to 
executive technical representatives; Fred 
Anderson. Jim Boesch. Dave Loutitt. 
M i k e Peterson and Rick Styer to senior 
technical representatives; and Jeff Cain to 
manager of new professional service centers 
in the Washington, D.C. area. • 

The Billing Clerk1 

•Plus $9.50 
shipping & 
handling. 
Texas 
residents add 
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Requirements 
Include: 
IBM or Compatible, 
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• Recurring billing mode (up to 14 regular equipment needed, crew requirements, 

recurring cycles per customer) for automatic etc. 
billing of maintenance fees (weekly, • Recurring Invoices or Statements 
monthly, quarterly or any other cycle). print on pre-printed forms, blank paper 

• Unlimited service/product codes for or post cards. 
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expires 8/31/93. 
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The Haul Master multipurpose utility 
vehicle is powered by a 4-cycle, 16-h.p. 
engine and carries loads up to 1,000 
pounds. 

The vehicle reaches 20 mph at top speed, 
and comes standard with a 48 1/4-inch by 
40-inch by 11-inch D-tilting dump box. 
Other features include a transaxle with full-
differential and differential lock; trailer 
hitch; CVT automatic transmission; 
electronic ignition; conventional steering; 
clutchless hand-shift; rear-wheel, dual 8-
inch hydraulic disc brakes; parking brake; 
headlights; tail lights; stoplights; and 
electric horn. 

A combination steel-vinyl cab, power 

PRODUCT SPOTLIGHT 
The Hudson® Calibrator™ 
Spray Management Valve 
from H.D. Hudson 
Manufactur ing Co. is 
designed for compression, 
backpack, boom or low-
volume power sprayers to 
reduce spray output by up to 25 percent. 

Available in three models, the valves continuously and automatically calibrate the 
spray, providing constant pressure and flow control. One model sets pressure at 15 psi, 
one at 30 psi and the third at 45 psi. 

On compression and backpack sprayers, the valves attach between the hand shutoff 
valve and spray wand, or in-line on the spray hose. 

Using the regular hand pump, the operator can pressurize the tank to any pressure. 
When equipped with a 15 psi valve, for example, the sprayer will spray only at 15 psi 
regardless of the pressure provided by the operator. Once the tank pressure falls below 
15 psi, spray automatically shuts off. 
Circle 1 2 5 on r e a d e r service card 

dump box lift, turn signals, front hydraulic 
disc brakes, emergency flasher, hour meter, 
windshield washer and wiper and tilt flat 
bed are optional. 
Circle 1 2 6 on r e a d e r service card 

Elvex Corp. offers a range of safety equip-
ment and clothing for the outdoor power 
equipment market, including chainsaw 
protective chaps, leggings, vest, loggers hard 
hat and face protectors. 

More grass in one pass 
Brillion's new, improved Tur fmaker S e e d e r helps you grow 
thicker, more uniform stands and save up to 50% in seed costs. 
Its legendary precision seeding helps you get better seed/soil 
contact, increased germination, faster emergence and thicker 
stands all with one pass seeding. 

For more information on Brillion's new, improved 
Turfmaker, send this ad with your name and address 
to Brillion Iron Works, Inc., Brillion, Wl 54110. 
Or call us at 414-756-2121 or fax 414-756-3409. 

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. 

Turfmaker S e e d e r s 
8 models, pull and 3 pt. hitch 
5'4", 8', 10' and 12' models 

124-34 

New 12 
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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. 
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The El vex Pro Vest protector for shoulders 
and chest contains eight layers of Prolar fiber 
which jam the saw chain on contact. The 
Elvex ProChaps contain flexible, lightweight 
protective pads and are designed asymmetri-
cally to protect the left side of each leg. The 
line's ProGuard System includes a safety cap 
with ear muffs that meet 24dB or 27dB noise 
reduction ratings, depending on the model, 

and a nylon mesh face protector that can be 
flipped up or removed without tools. 
Circle 1 2 7 on r e a d e r service card 

Banner® broad-spectrum fungicide, from 
Ciba Turf and O r n a m e n t a l Products, is 
now labeled for use on home lawns by 
lawn care and landscape professionals. 
Additionally, the product is now registered 
by the Environmental Protection Agency 
for zoysia patch control and for new uses 
for dollar spot control. 

Ciba's new recommendations for dollar 
spot control include tank mixing with 
another EPA-registered fungicide with a 
different mode of action when Banner is 
applied at the 0.5-ounce rate, and limiting 
consecutive applications to three at 1- to 2-
ounce rates before rotating to another 
EPA-registered fungicide. 
Circle 1 2 8 on r e a d e r service card 

Bio Grounds Keeper s 7500 Dry Formula 
Thatch Reducer adds humic acid, selected 
microorganisms and natural nutrients to 
the soil, where they help existing microor-
ganisms decompose the dead roots, stolons 
and rhizomes which make up thatch. 

The Bio Grounds Keeper formula can be 
used in conjunction with a slow-release 

nitrogen fertilizer for a complete thatch 
management program. 
Circle 1 2 9 on r e a d e r service card 

Kubota ' s F3620 front-mount flail mower, 
compatible with the F-Series front mowers, 
features a 60-inch cutting width, 152 fine-
cut knives, adjustable cutting height ranging 
from quarter-inch to 4 inches, 6.375-inch 
ground clearance, pneumatic gauge wheels, 
full-width roller and outboard-mounted 

grease fittings for easy maintenance. 
The PTO-driven flail mower distributes 

clippings evenly back into the turf. Its on-
deck weight transfer system shifts weight 
from the rear roller to the F-Series' front 
tires for increased traction during turns. 
Circle 1 3 0 on r e a d e r service card 

NEW 
ROYER SHREDDER MODEL 366 

1 

Introducing the New Shredder, 
Model 366 by ROYER - -

To Shred Your Way 
Into the 21st Century. 

*Quality finished product * Reduces preparation costs * 
Higher capacity to handle wider variety of materials * Fully 
automatic * Fast set-up, simple operation 

C a l l o r f a x for m o r e i n f o r m a t i o n . 
ROYER INDUSTRIES, INC., 

P.O. Box 1232, Kingston, PA 18704 
TM 

Ph: (717) 287-9624 Fax: (717) 283-0578 
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The Case of the If's': 
wIf I can become a Certified 
Grounds Manager and win a 
recognized national maintenance 
award, so can you. Those attain-
ments are a direct result of being a 
member of PGMS, dedicating 
myself to its principals and taking 
advantage of its programs." 

Randy Willis, CGM 
Grounds Supervisor 
NW Missouri State University 

If professional grounds 
management means something to you, 
you belong with us. 
Let PGMS Join YOU in your future. 
Yes, we're a membership organization, but we don't just expect 
you to join us for joining's sake. We're vitally interested in our 
members' futures. We literally intend to and will add our 
expertise and strength to you for your greater attainment. 

Contact: PGMS 
120 Cockeysville Rd., Suite 104 
Hunt Valley, MD 21031 
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MAXIMIZING PYTHIUM CONTROL WHILE MINIMIZING RESISTANCE 

PENNSYLVANIA STATE University re-
searcher Pat Sanders has a problem that 
most turf managers only wish they could 
complain about. A leading researcher study-
ing fungicide resistance in the Pythium fun-
gus, Sanders finds that the relatively cool 
summers of central Pennsylvania often make 
it hard to get the disease to develop for the 
purpose of studying it. 

Nonetheless, her 30 years of research have 
produced significant insight into ways that 
turf professionals can effectively manage 
Pythium blight while minimizing potential 
for fungicide resistance problems. 

Pythium blight appears as small blighted 
spots and most commonly emerges during 
hot, humid conditions. As patches of the 
diseased turf expand and merge, they form 
irregular or elongated areas in which 
growth slows and plants become thinned or 
discolored. These patches most commonly 
occur in the wettest areas of turf. 

Primary characteristics of Pythium blight 
infections include slow-growing, thinned or 
blighted turf and a general decline of the 
turf stand. Pythium blight is sometimes re-
ferred to as "grease spot," because affected 
leaves appear greasy and feel slimy when 
rubbed between the fingers. 

As turfs become drier during the day, 
these leaves appear dry and shriveled, thus 
the name, "spot blight." When humidity 
remains high, collapsed leaves may get 
matted and covered with a fluffy mass of 
white fungal mycelium, so the disease is also 
known as "cottony blight." 

In order to study Pythium blight outside 
of her laboratory, Sanders had to develop 
special dome-shaped chambers to place 
over test plots to create the correct environ-
ment needed for disease emergence. The 
frame of each chamber is constructed of 
plastic PVC pipes covered with plastic sheets 

P y t h i u m bl ight p a t h o g e n s s u r v i v e in soi l a s root p a r a s i t e s of 
turf a n d by s a p r o p h y t i c i n v a s i o n of soi l o r g a n i c mat te r . 

P y t h i u m b l ight is g e n e r a l l y r e g a r d e d a s a 
hot w e a t h e r d i s e a s e . 

at night to maintain necessary temperatures 
for Pythium blight development. In addition 
to acting as a frame, the PVC pipes are used 
to channel water to intermittent mist sprays 
inside the domes to produce a high-humidity 
environment. 

Because the effects of Pythium blight can 
be devastating, turf researchers are con-
stantly searching for better ways to fight the 
disease. Sanders' work has led her to the 
belief that it is absolutely essential to use 
fungicides properly to achieve effective 
control of Pythium blight while minimizing 
the potential for resistance. 

"It takes careful planning, but by thinking 
ahead and using the available products in a 
responsible manner, I believe fungicide re-
sistance can be avoided," Sanders said. "It 
just isn't sensible to use systemic fungicides 
by themselves repeatedly." 

The researcher also believes that because 
each control product has its own unique 
properties, each should be used in a way 
that takes those qualities into consideration. 
"If a fungicide's single site of action is 
controlled by a single gene, then it is easier 
for fungi to develop resistance to it," she 
said. "So it is important not too use that 

type of fungicide exclu-
sively." 

Sanders explains that 
resistance to single-site 
fungicides most com-
monly appears when a 
mutation occurs that al-
lows a fungus to "short-
circuit" the action site and 
circumvent control. Fungi 
are less likely to develop 
resistance to fungicides 
acting at multiple sites, or 
to fungicides where single 
action sites are controlled 
by multiple genes because 
more than one adaptive 
mutation is required. 

ReealFate 
THE 

FATAL 
ATTRACTION 

FOR INS 

Now lawncare 
managers can provide 

^ a service urgently 
needed by homeowners. 

As easily as spreading 
fertilizers, you can control fleas, 
ticks, ants, spiders, millipedes, 

crickets, scorpions, and a host of 
other pesky insects...and keep 
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RegalFate™is a granular 
insecticide. The active 
ingredient is impregnated 
on a 100% edible, organic 
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insects to eat the toxicant. Ingestation 
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Research has shown that preventive con-
trol for turf susceptible to Pythium blight is 
important, but care must be taken to avoid 
fungicide resistance. While one option is to 
alter cultural management techniques, this 
is not always a perfect solution. 

As a result, intervention with fungicides is 
often necessary. Because multisite inhibi-
tors have less potential for developing re-
sistance, many experts believe that turf pro-
fessionals will yield better results in the 
long run using this type of fungicide. 

Through the years, Sanders has spent a lot 

of time researching the effects of various 
fungicides on Pythium blight. One such 
product she has tested extensively is 
CHIPCO Aliette brand fungicide from 
Rhone-Poulenc, a systemic fungicide exhi-
biting both upward and downward move-
ment. As a result, the fungicide provides 
protection to the entire plant as it moves 
throughout the crown, roots and foliage. 
Sanders found that this quality plays a pri-
mary role in determining the product's 
effectiveness on turf. 

"This systemic chemistry provides an 
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and extend your season. 

The people at Henderson know 
how important it is for you to keep 
busy in the winter, too. So we 
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advantage because it will translocate down-
ward," she said. "Not only will you get ef-
ficient uptake, but both upward and down-
ward movement." 

That's an important quality, according to 
Sanders, who said the use of a fungicide 
that can move downward into root systems 
is valuable during a full-blown Pythium 
blight infection. 

"Petri dish studies show that CHIPCO 
Aliette has a direct mode of action," she 
explained. "But I also believe that the prod-
uct may have an indirect mode of action, 
which could be one of the factors that make 
it less likely for fungi to develop resistance 
to it in the field. I don't know if there is 
some interaction between the plant and the 
chemical." 

In 14 years of worldwide testing and use, 
no confirmed cases of resistance in the field 
have been reported. • 

Jmime 
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Your subscription? 
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Pave It With Grass 
Design load bearing pavements in areas where 

drainage and the natural beauty of grass are 
desired with the Geoblock® porous pavement 
system. 

Made from post-consumer recycled plastic, 
the Geoblock system is a series of high-strength, 
3'x1' interlocking blocks. When interlocked 
together, the Geoblock system distributes 
concentrated or heavy loads to adjoining blocks; 
creating a flexible structural bridge over the 
subbase. As a result, you can use standard 
pavement design procedures with the Geoblock 
system, just like you would with asphalt. 

And that's not all. When sodded or seeded with 
grass, the Geoblock system blends in with the 
surrounding turf. It also protects the crown of the 
grass and prevents compaction and deareation 
of the soil. The finished appearance is a beautiful, 
green lawn. 
Installation is easy because the Geoblock 

system requires less site preparation, less 
subgrade improvement, less excavation and 
less granular backfill than other porous 
pavement systems. 
For easy-to-follow design and installation 

information, call 800-548-3424. 

Presto Products Company 
G E O S Y S T E M S P r o d u c t s D i v i s i o n 
P.O. Box 2399. Appleton, Wl USA 54913-2399 
414-739-9471 Fax: 414-738-1418 

P R E S T O , G E O B L O C K a n d G E O S Y S T E M S are registered t rademarks of P R E S T O P R O D U C T S C O M P A N Y 
© 1993 P R E S T O P R O D U C T S C O M P A N Y 
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Control At Your Fingertips 
Powerful Doane System computer software 
helps you manage your landscaping business. 
• Deta i led j o b cos t ing 
• P roduces fas t , accura te b ids 
• Pr in ts i temized work orders 
• S c h e d u l i n g / R o u t i n g 
• Recur r ing and AIA bi l l ing 
• Ful ly in tegra ted accoun t ing 
• Pr in ts f inanc ia l repor t s 
• T racks inven tory and e q u i p m e n t 
• Free b rochure 

Contact Doane Agricultural Services Company 
4900 Griffith Dr. #125 

Beaverton, OR 97005 • (503) 646-5581 _ 

1-800-367-7082 D O N N E 
SYSTEM 

USE READER SERVICE #89 

USE READER SERVICE #90 

NO-DRIFT CHEMICAL APPLICATOR 
Now apply chemicals on windy days! Sizes range from 
30" to 72". Send for free packet with complete parts 

information and prices. 

DANVILLE 
INDUSTRIES 

Box 8 
124 W. Main 

Harper, KS 67058 

1 (800) 662-4212 
S E E U S AT E X P O '93 IN B O O T H # 2 3 0 8 

USE READER SERVICE #91 

Send for Free Information from 

Advertisers 
Our advertisers want to help your business grow, so why not take advantage of 
the free information about the products and services advertised in this issue. 

Simply turn to the reader service card in this issue, circle the corresponding 
reader service numbers and complete and mail the postage paid reply card. 
Our computerized response system will speed the requested materials to you. 

AUG. 1 -3 Georgia Golf Course Superinten-
dents Association Summer Conference, 
Augusta, Ga. Contact: GGCSA, 706/769-
4076. 

AUG. 4 -5 "Turn Your Spoils to Soils" 
composting conference, Montgomery, Pa. 
Contact: Marian Luongo, Community 
Composting Education Program, 4601 Market 
St., 3rd floor, Philadelphia, PA 19139; 215/ 
560-4163. 

AUG. 4 -6 Compost Management Short 
Course for Professionals, Cornell University, 
Ithaca, N.Y. Contact: Lauri Wellin, Cornell 
Waste Management Institute, 466 Hoi lister 
Hall, Ithaca, NY 14853; 607/255-1187. 

AUG. 4 - 8 1993 AAN Annual Convention/ 
TAN trade show, Dallas Convention Center. 
Contact: Kevin Morales, AAN, 12501 St. 
NW, Suite 500, Washington DC 20005; 202/ 
789-2900 or TAN, 7730IH-35, Austin, TX 
78745-6621; 512/280-5182. 

AUG. 5 National Turfgrass Evaluation 
Program Turfgrass Research Field Day, 
USDA Beltsville Agricultural Research 
Center-West, Beltsville, Md. Contact: Kevin 
Morris, USDA-BARC-West, Bldg. 001, Rm. 
333, Beltsville, MD 20705; 301/504-5125. 

AUG. 8 - 1 1 International Society of 
Arboriculture Conference and Trade Show, 
Bismark Convention Center, Bismark, N.D. 
Contact: Jerri Moorman, 217/355-9411. 

AUG. 12 Landscape and Garden Tours, St. 
Paul. Various locations. Minnesota Nursery 
and Landscape Association. Contact: Jim 
McCarthy, MNLA, P.O. Box 130307, St. 
Paul, MN 55113; 612/633-4987. 

AUG. 12 -13 Invasive Exotic Plants: 
Contemporary Issues and Options conference, 
Virginia Tech, Blacksburg. Contact: J.C. 
Gordon, Donaldson Brown Continuing 
Education Center, Virginia Tech, Blacksburg, 
VA 24061; 703/231-5241. 

AUG. 17 Wisconsin Turfgrass Field Day, O.J. 
Noer Turfgrass Research and Education 
Facility, Madison, Wis. Contact: Dr. Frank 
Rossi, 608/262-1490. 

AUG. 17 Ohio Turfgrass and Landscape 
Horticulture Research Field Day, The Ohio 
State University, Columbus. Contact: Phyllis 
Selby, 614/292-2601, or Dr. Karl Dan-
neberger, 614/292-8491. 

AUG. 17 Golf Course Design/Construction 
and Golf Day, State University of New York, 
Delhi. Contact: New York State Turfgrass 
Association; 800/873-TURF or 518/783-
1229. • 

Models 2000 and 3000 
• Lightweight, folding, 

multipurpose aluminum ramps. 
8 Can carry up to 2,000 and 3,000 

pounds respectively. 
• Complete money back guarantee. 
• Company in business since 1984. 

wmmmm 
HEAVY-DUTY ALUMINUM RAMPS 
from BG Industries 
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Classifieds 
RATES 

All classified advertising is 75 cents per word. 
For box numbers, add $1 plus six words. All 
classified ads must be received by the 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/ 
% 1-0364. 

BUSINESS FOR SALE 
L A W N M A I N T E N A N C E C O R P . 

Large lawn maintenance corporation, estab-
lished 10 years, employees, accounts, equip-
ment, vehicles and office space. Turnkey op-
eration. 904/228-6540. 

BUSINESS OPPORTUNITY 

L A W N C A R E P R O G R A M 
NaturaLawn® of America provides the 
Green Industry a successful, growth-oriented 
lawn care program. Discuss the opportunities 
available to you by calling the leader in or-
ganic-based lawn care. The franchise opportu-
nity of the '90s. 800/989-5444. 

• • • 

BUSINESSES WANTED 
B U Y I N G B U S I N E S S E S 

Thinking of selling your lawn care business? 
We would like to talk with you. If you are doing 
business in Detroit, Cleveland, Atlanta, Co-
lumbus, St. Louis, Dayton, Cincinnati, India-
napolis, Chicago or Fort Wayne, and are inter-
ested in discussing the possibilities, reply to: 
Lawn & Landscape Maintenance, Box 361, 
4012 Bridge Ave., Cleveland, OH 44113. All 
replies are strictly confidential. 

CONSULTING SERVICE 

N U T R I E N T A N A L Y S I S 
Poor growth? Which fertilizer to choose? Us-
ing reclaimed water? Analyze for all nutrients 
and toxic elements. Expert recommendations 
by former University of California staff mem-
bers. WALLACE LABORATORIES, 365 
Coral Circle, El Segundo, CA 90245; 800/ 
GREEN99, 310/615-0116. 

• • • 

FOR SALE 
L A W N C A R E E Q U I P M E N T 

Hannay reels new in-the-box, E1526s, E1530s, 
$369; lawn spray hose, 275 psi and 600 psi, all 
sizes; original Imler measuring wheels, $54.95; 
glycerin-filled gauges, 0-60 psi to0-1,000 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 L O C A T O R 
INEXPENSIVE. Locates, traces underground 
drain, water pipelines of clay, PVC, ABS, 
steel and cement. Bloch, Box 18058, Cleve-
land, OH 44118; 216/371-0979. 

S P R A Y E R R E P L A C E M E N T P A R T S 
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. 

• • • 

I N S U R A N C E 

C O M M E R C I A L I N S U R A N C E F O R 

L A W N C A R E O P E R A T O R S 
M.F.P. Insurance Agency, Inc. 
50 West Broad Street, Suite 3200 

Columbus, OH 43215 
614/221-2398 

Contact: 
Richard P. Bersnak, President 

or Jeanne Bartkus 

• • • 

F R E E L A N D 
GOVERNMENT LAND now available for 
claim (including agricultural). Up to 160 acres/ 
person. Free recorded message: 707/448-1887. 
(4NK8) 

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

S P R A Y E Q U I P M E N T 
WHOLESALE, METERING, 

CENTRIFUGAL, TURBINE, ROLLER, 
PISTON AND 12-VOLT PUMPS. 
Complete Line of Spray Equipment. 

Sandia Sprayer, In«. 
8 0 6 / 5 4 6 2242 

• • • 

P R O P E R T Y 
OZARK MOUNTAIN OR LAKE ACRE-
AGES, from $30/month, nothing down, en-
vironmental protection codes, huge selection. 

Free catalog. WOODS & WATERS, Box 1-
LL. Willow Springs, MO 65793; 417/469-
3187. 

P A R T S C A T A L O G 
WHOLESALE PARTS CATALOG — 
Greenline's 1993 Full Line Catalog is now 
available. It offers 120 pages full of mower 
blades, belts, pulleys, wheels, tires, pruners, 
sprayers, safety gear and hundreds of other 
items the professional landscaper uses every 
day. Buy direct and save BIG $$$. Call for 
your FREE catalog today! Our TOLL-FREE 
telephone number is 800/356-0171. Or write 
to Greenline, P.O. Box 1648, Reidsville, GA 
30453. 

• • • 

H O W - T O B O O K 
Bidding and Contracts: Your Key to Success 
is a book born of experience, not theory. 
Answers to frequently asked questions: 
• Why making the right bid is important. 
• What happens if you frequently bid low? 
• How to come up with a fair and profitable 
bid. 
• What will the market bear? 
• Why using contracts means more profit. 
• Plus much more. 
Send $39.95 plus $2.25 for postage and han-
dling to Profits Unlimited, 3930-B Bardstown 
Rd., Louisville, KY 40218; 502/495-1351. A 
division of Wayne's Lawn Service, Inc. since 
1979. 

• • • 

W O R K C L O T H E S 

DID YOU 
ORDER YOUR COPY OF 

TURFGRASS 
ECOLOGY & 

MANAGEMENT 
SEE PAGE 49 FOR MORE 

INFORMATION. 

TOUGH JEANS 
THAT CUT IT. 

Warmer in winter. Cooler in summer. New Dickies Work 
Jeans. Last longer. Fit better on your job. 
Feel better on your body. Guaranteed. 
Call for your free catalog today. 

TOLL-FREE 1-800-DICKIES 
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LANDSCAPE MANAGEMENT 
SOFTWARE 

Point and click 
(no commands to memorize here) 

• • 

/

We understand that the 
landscaping industry has 
complex processes such as 
scheduling, bidding and 

generating work orders. And 
because you don't have time to 
learn complicated commands, we 
integrated these processes into a 
computer program that is easy to 
use. The result? SuperScape for 
Windows and Macintosh with 
"push-button" graphics. All you 
have to learn is point and click. 
Call today for more information. 

SuperScape* 
Landscape Management Software 

800-299-9991 or 512-452-4500 

IRRIGATION SOFTWARE 

Dynamic computer software will help you 
make money. Easy to install and use, it is 
designed to deliver operating improvements 
for LAWN IRRIGATION service providers 
through enhanced: scheduling, dispatch, esti-
mating and billing. Accounting modules avail-
able. NorthEastern Research Associates, 
Woodmere, N.Y. Phone/fax: 516/569-7450. 

HORTICULTURAL BOOKS 

Recently published books on tree care, main-
tenance and diseases. Also tree trimming 
equipment. For free book list/catalog, write 
to: Arborist Supply House Inc., P.O. Box 
23607, Fort Lauderdale, FL 33307 or call 
800/749-9528. 

HELP WANTED 
COMMERCIAL 

SALES REPRESENTATIVES 

Openings in San Francisco Bay area, Chi-
cago, Washington D.C., and Baltimore. Must 
be self-motivated and well-organized with 
sales experience in Landscape/Arboriculture 
Services of high-profile commercial proper-
ties. Salary plus commission and benefits 
package. Send resumes to Davey Tree: Resi-
dential/Commercial Operations, 1500 N. 

Mantua St., P.O. Box 5193, Kent, OH 44240-
5193; or Residential/Commercial Operations, 
P.O. Box 351, Livermore, CA 94550. Equal 
Opportunity Employer. 

• • • 

LANDSCAPE 
PRODUCTION MANAGER 

A well-established, Chicago Northshore area, 
design/build/maintenance firm is seeking a 
qualified individual to supervise construction 
and maintenance crews. This individual must 
be aggressive and able to deal extremely well 
with laborers and clients while on the job. If 
you are looking for a challenging new job, this 
might be just what you are looking for. Please 
send resume to the Don Fiore Company Inc., 
28846 Nagel Court, Lake Bluff, IL 60044, or 
call us at 708/234-0020. 

To Advertise in 

classifieds 

CALL 
Fran Franzak 

8 0 0 / 4 5 6 - 0 7 0 7 

I R R I G A T I O N 
T R A I N I N G S E R I E S 

L E S S O N T H I R T E E N 
Answers to questions on page 65. 

1. The fabric keeps the soil from 
working its way up through the 
gravel. 

2. Light compaction similar to 
adjacent soil. 

3. No, sleeve should be 4 inches 
to 6 inches in diameter. 

4. With a minimum straight 
pipe length equal to 10 times 
the nominal diameter of the 
pipe on the upstream side, and 
up to 5 times the diameter on 
the downstream side. 

5. Air valve or pressure gauge. 

6. No, use a cable laying device 
or install in a trench. 

ALCA 5 
The Andersons 58 
Ameriquip 14 
Anthony Groundskeeper 54 
Applied Bio 64 
BG Industries 76 
Bandit 34 
Boss 55 
Brillion 71 
C&S Turf Care 27 
CBS Software 66 
Ciba 20,21,*38,39 
Creative Auto 31 
Creative Curb 30 
Dixie Chopper 57 
Danville 76 
Dilloware 68 
Dodge 40,41 
Doane 76 
Encore 42 
Finn 10 
GIE 5 
GMC Truck 2 
Gered 13 
Henderson 74 
Husqvarna 25 
ISK 79 
Irrometer 64 
Jacklin 17,59,80 

K-W Mfg 26 
Lawnwright 13,35 
Lebanon 37 
Longhorn 68 
Manor 55 
Medalist 45 
Mid-Continental 50 
Miles 43 
Monsanto 46,47 
Mycogen 60 
Nomanco 27 
Nor-Am 7 
Norstar 80 
Olathe 51 
Oldham... 15 
PEPCO 66 
Presto 75 
Professional Tree & Turf 30 
RISE 20,21* 
Ransomes Amer. Corp./Ryan 9 
Regal 73 
Royer 72 
SPS 31 
Sendee 15 
Shindaiwa 19 
Tuflex 16 
United Elchem 65 
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* Denotes regional advertising 
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Use the Turf Care Pros for any 
number of growing problems. 

138 to be exact. 

Professionals count on the Turf Care Pros. 
To treat diseases, Daconil 2787® fungicide is 
the cornerstone ol your management program. 
The broadest-spectrum fungicide on the 
market, it controls 18 disease-causing organ-
isms on turf and 55 major ornamental diseases. 
And there's never been a documented case 
of disease resistance to Daconil 2787. 

For pre- and post-emergent 
herbicide control of 
a n n u a l grasses and 
broadleaf weeds, it 's 
Dacthal® and Daconate* 
6. On pesky broadleaf 
weeds, use 2 Plus 2. 

* Roundup is a registered trademark of Monsanto Company. 
Always follow label directions carefully when using turf chemicals. 

And round out your program using Frigate® 
with Roundup* to control perennial and 
annual weeds. Together with Daconil 2787, 
they all create a comple te profess ional 
management program. 

W h e n it comes to turf and ornamental 
care, coun t on the Turf Care Pros. And 

count out labeled diseases and weeds 
— 138 to be exact. 

ISK Biotech Cor-
p o r a t i o n , Turf & 
Specialty Products 
Division, 5966 Heisley 
Road, P.O. Box 8000, 
Mentor, OF! 44061-8000. 

® Registered trademark of ISK Biotech Corporati« 
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Mother Nature severely tested 
NuStar before its discovery. 

Jacklin Seed Company found the mother plant of its NuStar Kentucky bluegrass in the unlikeliest 
place — a roadside in eastern Washington 40 miles from civilization. An environment so arid 
that less than ten inches of precipitation fell each year. NuStar was green — all other plants 
around it were brown from drought. 

After years of official testing at Rutgers University, NuStar passed with flying colors. 
In fact, this moderately dense, dark green bluegrass ranked in the top ten out of 
228 varieties in overall turf quality during the Rutgers trials. NuStar received 
top marks against powdery mildew and summer patch, plus excellent 
resistance to leafspot, melting out and leaf rust. NuStar also scored high 
against wilting due to drought. 

For impressive turf performance under your toughest 
conditions, insist on NuStar from Jacklin's. NUSTAR 

A n o t h e r f ine, qua l i ty -cont ro l led p roduc t of 

Jacklin Seed Company 
5300 W. Riverbend Avenue • Post Falls, ID 83854-9499 

208/773-7581 • FAX: 208/773-4846 • TWX: 5107760582 Jacklin PFLS 

T h e G r e e n Sea l marks NuStar 
as a world premium 

turf grass variety. 
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