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For Results Your Customers Will Treasure, 
These Turf Foods Are True Gems. 

Harmony and Earthgro bring you the complete line of organic base Bridge^ products 
and all-natural organic turf foods that really perform. 

Visit Harmony and Earthgro at Green Industry Expo booths #1709-1711 and Ohio Turfgrass Conference booth #109. 
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Editor's Focus 
THIS ISSUE IS dedicated to the people who 
have made the lawn and landscape industry 
what it is today. Without these guardians of 
the environment, the professional landscape 
industry would not have achieved the re-
markable growth it has experienced in the 
last 25 years. 

While activists will try to tell the public 
that green industry business people are just 
out to make a buck, I beg to differ. The men 
and women who have participated in the 
evolution of the lawn and landscape in-
dustry are some of the most innovative, 
hard-working, honest people I've met. 

My perceptions were continually reinforc-
ed as I embarked on this month's Who's 
Who list of industry movers and shakers. 
My only regret is that we didn't have room 
to mention everyone who has made a 
contribution — large or small — to the im-
proving reputation of the professional con-
tract market. 

Too often, the positive contributions of 
industry contractors are overshadowed by 
the unprofessional acts of a few unscrupu-
lous operators or the lingering publicity 
generated by one negative article appearing 
in a national publication. Unfortunately, 
that's part of business. 

What's significant are those who gather 
strength from adversity, and manage a pro-
fessional business in spite of sometimes 
overwhelming odds. This strength of charac-
ter is evident in business men and women 
across the country who run profitable busi-
nesses, and still find time to give of them-
selves to their associations and peers. 

Those who have established themselves as 
industry leaders take the time to hire and re-
tain quality, satisfied employees. They map 
out a path of advancement for their employ-
ees and teach them the importance and rele-
vance of customer service. In addition to the 
people functions, a good leader knows the 
ins and outs of his business structure; knows 
how much it takes to make a profit, to keep 
unplanned overtime at a minimum, to keep 
equipment in the field where it belongs rath-
er than in the shop and so on. 

To round out these business successes, 
good leaders take the time to influence the 
big picture. They are interested in the pros-
perity of the entire industry because not only 
is it in their best interests, national recogni-
tion feeds the ego and instills further growth 
and commitment. It's a win/win situation for 
everyone involved. 

Which brings me to the folks who have 
made the Green Industry Expo what it is to-
day. Together for four shows now, the exec-
utive directors, board members, suppliers 
and end-users who have contributed to the 
success of the show underscores the im-
portance of the lawn and landscape sector of 

the entire green industry. The unselfishness 
of the three associations behind the GIE 
Expo — the Associated Landscape Contrac-
tors of America, the Professional Grounds 
Management Society and the Professional 
Lawn Care Association of America — is a 
significant feat in light of the industry's com-
petitiveness. 

While continuing to search for their own 
identities, increase individual memberships, 
solidify finances and offer a complete mem-
bership package, the executive directors of 
the three associations have put differences 
aside for the good of the manufacturers and 
suppliers, dealers and distributors and con-
sultants and end-users alike who desire one 
show to call their own. 

Each and every one of them should be 
congratulated for their contributions. 

Coinciding with our recognition of the 
guardians of the environment, this month 
we'll begin offering a new series, "Specialty 
Pesticides in the Urban Environment." The 
series is designed to provide our readers with 
information which can assist them in employ-
ee training, customer education, communicat-
ing with politicians and the media and a 
general overall knowledge of the importance 
of and the proper use of specialty pesticides 
including industry alternatives. 

As the industry becomes increasingly com-
petitive and proper licensing and certification 
become a necessity, it's important for the in-
dustry to educate themselves, police them-
selves and apply pesticides accurately and 
appropriately. It's also in your best interests 
to let your customers know what you're do-
ing, answer their questions honestly and in 
terms they can understand. 

The specialty pesticide series will run 
throughout 1994 beginning with an overview 
this month. — Cindy Code • 
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"ALCA is the best 
landscape business 

resource in the 
country." 

"When I started my business seven years ago 
I needed expert advice/1 says Joe Skelton, 
president of Lifescapes, Inc., Canton, Georgia. 
'That's when I joined ALCA. 

"By attending marketing and technical 
seminars, using the Operating Cost Study to 
estimate projects, enrolling in ALCA's business 
insurance program and simply working hard, I 
have been able to build my business to over four 
million dollars. 

"ALCA is a great resource. Through their 
meetings, videos and publications, you can find 
out how to increase sales and profits, reduce 
costs, and learn about the latest products and 
technology developments.11 

Join ALCA today and meet people like 
Joe Skelton. 

If you are an exterior, interior or landscape 
management contractor or simply want to see 
the landscape industry grow, call 1-800-395-ALCA 
or (703) 620-6363 for more information or write 
to: ALCA, 12200 Sunrise Valley Drive, Suite 150, 
Reston, VA 22091. Fax (703) 620-6365. 

ASSOCIATED LANDSCAPE CONTRACTORS OF AMERICA 

USE READER SERVICE #46 



Business Watch 
LOW MORTGAGE RATES finally began 
to impact the new housing market in August. 
Housing starts shot up 7.8 percent to the 
highest level this country has seen in three 
and a half years, according to the U.S. 
Commerce Department. 

Building activity rose in every region of 
the country except the Northeast. This news 
should be well received by landscapers. 

"We've finally broken out of it," said 
Robert Dederick, chief economist for the 
Northern Trust Co. in Chicago. 

Analysts attribute the housing spurt to low 
mortgage rates, resulting from President 
Clinton's initiative to cut the federal budget 
deficit by $500 billion over five years. 

"One month does not a trend make, but this 
is the first real sign that lower interest rates 
and lower prices seem to have a positive 
impact on the housing industry," said White 
House spokeswoman Dee Dee Myers. 

David F. Seiders, an economist with the 
National Association of Home Builders, 
agreed that low interest rates were the 
"dominant factor" in the improvement in the 
housing sector. But he predicted new 
construction would level off at about the 
August level for the remainder of 1993. 
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GENERAL WEATHER FORECAST FOR EARLY 94 
THE OLD FARMER'S Almanac, the popular prognosticator of 
weather and related events is calling for warmer than normal weather 
from November through March in the Northeast and west of the 
Rocky Mountains and slightly warmer than normal in the eastern 
Great Lakes down through the Ohio River valley. 

The South and the Lower Great Plains will be close to normal or 
just below. Southern California and central and southern Florida will 
be below normal; the upper Great Plains and 
western Great Lakes will be much colder than 
usual. 

Precipitation will be variable. Well above 
normal amounts are expected in much of New 
England, the Ohio River valley and the 
Northwest; slightly above over the rest of the 
Northeast, the Great Lakes and the far North 
through the northern Rockies. 

Much of the southern half of the country may 
be significantly dry, and a large part of the 
Great Plains may receive slightly below 
normal precipitation. 

Snowfall will be below normal in New England, the southern Sierra 
Nevada Mountains and southern California, but above normal in 
northern California, Utah, the Cascades, most of the Rocky Moun-
tains and across the far north of the country through the northern 
Great Lakes. 

Spring is anticipated to be significantly cooler than normal over 
most of the country. • 

60-Day Ootlook for November and December 
Temperature Probability Precipitation Probability 

I Above overage 

I Below overoge 
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Housing starts exploded upward in August. 
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Mow it down fast. With CLIP, the 
Computerized I .awn Industry software 
Program that cuts down your paper-
work to just minutes a day. 

At the push of a button or the 
click of a mouse, CLIP handles your 
most time-consuming chores. Routing. 
Billing. Financial reports. Scheduling. 
You can even use CLIP to monitor 
crew activities throughout the day. 
And now we've upgraded CLIP for 
even easier use. 

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

Never used a computer? No 

C j f j f 9 . „ C u t s P a p e r w o r k D o w n T o M i n u t e s A Day . 
©1993 Sensible Software Inc., 18761 N. Frederick Ave., Suite F. Gaithersburg, M D 20879. (301) 330-0604 

USE READER SERVICE #99 

Simply key in information and CUP tracks your 
scheduling and routing. 

problem. CLIP's easy-to-use menu 
guides you every step of the way. 
Just supply the customers and jobs, 
and CLIP does the rest. 

You also get complete user 
support through our CLIPnotes 

newsletter, direct helpline, and 
annual users conference. 

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

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

Specify 
IBM disk size 
u>hen ordering. 

For a free demo disk and sample 
print-outs, call: 

1-800-635-8485 



Letters 
Compost Complexities 
I am responding to the recent Compost 
Corner article by Jim Wilkinson of Earth 
Gro (August 1993) with the following 
concerns: 

First of all, compost is not an adequate 
substitute yard for yard for topsoil. The 
article seems to indicate that topsoil and 
compost can be interchanged. The author 
does point out at the end of the article that 
the compost should be incorporated prior to 
seeding. However, no levels of incorpora-
tion are given — depth, guidelines, etc. This 
could be extremely dangerous from the 
standpoint that the article may suggest 
direct substitution of topsoil with compost. 
This is not acceptable from a physical, 
agronomic or chemical standpoint for 
growing plants, especially for most 
landscape situations which require an 
approximate 4- to 8-inch layer of topsoil. 

Secondly, the author states that compost 
typically contains 20 percent to 30 percent 
organic matter. This is incorrect in my 
opinion. Degrees of organic matter in 
compost depend largely on the other 
ingredients. Sludge compost with sawdust 

and barks can range as high as 75 percent 
organic matter, while manure composts 
with little bulking agent may be as low as 
20 percent. Obviously, the range of 
composts is extreme; however, the 
individual source should be very consistent. 

Thirdly, the author states that compost 
made from sewage sludge and municipal 
solid waste may contain contaminants. 
Although this is sometimes true, the quality 
control standards already in place for 
sewage sludges are much higher than those 
mandated for yard wastes and animal 
manures. This stems from a long history of 
municipal waste-water treatment standards 
that naturally gravitated into sewage sludge 
compost standards. Therefore, quality 
control programs and testing parameters for 
sewage sludges may be more rigorous than 
other generic materials like yard wastes and 
animal wastes. 

Rod Tyler 
Kurtz Bros. Inc. 

Independence, Ohio 

Many points were well outlined in the Com-
post Corner article, August 1993. Overall 
advantages of compost were covered, and 

the repetition of these practical ideas will 
eventually increase use among professional 
landscape contractors. 

Points made in the Wilkinson article with 
which I have difficulty are: that compost 
must be completely stable and mature for 
use; that metal content should impact 
marketability and determine use; that 
compost made from animal manures and 
sewage sludge (biosolids) should be 
incorporated into the existing soil before 
planting or seeding; and that salt content 
and nutrients will hinder seed germination. 

Compost quality is not a function of 
existing laboratory analyses which can be 
guaranteed by standard soil, nutrient and 
waste test results. Maturity has a bearing on 
the specific application but, just like particle 
size, means nothing in relation to the 
ultimate quality of the material. Immature 
product, still capable of producing high 
temperatures in the pile once they have 
turned the corner during the process, can be 
invaluable to seeding, topdressing and 
specific applications where high microbial 
activity and nutrient content are important. 

Metal content of composts and manures is 
unavoidable for most feedstocks. With the 

R.N.D. 
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RUGGED CONSTRUCTION featuring a 
boxed in moldboard and super strong tube 
steel T-Frame. 

UNDER-HOOD lectric hydraulic power 
pack. 

• THE RAPID-TACH quick hitch system con-
nects in seconds. There's no crawling under 
your truck to hook up this snowplow. 

• 2-YEAR LIMITED WARRANTY for com-
mercial as well as non-commercial users. 

For more information, contact: 
Boss Products Division of M.J. Electric. Inc. 
P.O. Box 788 
Iron Mountain Ml 49801 

U.S. PATENT NUMBERS. 4.074.448 
4.658.519 ¥B©SS 

The BOSS Snowplow is built tough and loaded with 
features not found in conventional snowplows. 
Compare these features: 



former and the new EPA 503 standards for 
metals, the product will not exceed 
agronomic phytotoxicity unless the 
generator is dishonest or the end user 
applies more than the recommended amount 
per unit of area. Metals are everywhere and 
exist in all soils from where they were 
mined in the first place. 

Composts made from animal manures and 
sludges (biosolids) may be applied to the 
surface of any soil, turf, plant bed or 
container when the results are predictable 
and desirable. It is expected that biological 
benefits are at their highest when applied in 
this way. I have been a landscape contractor 
for 25 years and have seen no ill effects 
from applying manure or sludge based 
composts to the surfaces of plant media. 

The point of these comments is not to 
debunk the knowledgeable Dr. Wilkinson, 
but to intimate the complexity of the field of 
compost use. The amazing results yielded in 
landscape and agricultural applications at 
times, contradict knowledge dictated by 
conventional practices. 

The longer we take to fix these standards, 
the more complete they will be. Compost 
use should not be decided by the down and 
dirty analyses of conventional methodolo-
gies. The green industry should accept 

Worker's Comp Critic 
Nice Editor's Focus (July 1993), but there's more to the issue than meets the eye. I 
have had one major claim — a cut off thumb — in 30 years of business yet the cost of 
our workmen's compensation went up first 30 percent, then 22 percent. Our insurance 
commissioner got a big settlement, as did a lawyer, as did a doctor as did... 

The most negative factor of workmen's compensation is the belief by the employee 
that the government was set up to take care of them. There is so much cheating in 
workmen's compensation that it is unreal. 

You see cost is not controlled by payers — people who pay. Costs are controlled by 
lawyers suing everyone. 

Fred Pence 
Pence's Garden 
Lawrence, Kan. 

interim standards and remain flexible until 
the predictable and agronomically safe 
results are known. 

Tom Glendinning 
Wastek and Green Glen Ltd. 

Pittsboro, N.C. 

Budding Contra<tor 
First, let me say "job well done." I've been 
an amateur lawn enthusiast for years and 
recently became an agent for Quality Lawns 
(formerly Quality Home and Lawns). As 

such, I am aggressively pursuing an 
education in lawn care and improvement 
and yours is a publication I intend to rely 
heavily on to provide me with up-to-date, 
state of the art information and procedures. 

Frank Tate 
Frank B. Tate 

Jonesboro, Ariz. 

Letters to the Editor are encouraged. 
Send them to: Cindy Code, Editor, IMWH 
& I Mild scape Maintenance magazine, 4012 
Bridge Ave., Cleveland, O H 44113. • 

EVERYTHING FOR THE 
\ LAWN MAINTENANCE INDUSTRY 

CELEBRATING OUR 2 7 t h YEAR! 

A. 25-Gallon 
Capacity, 12 
volt system 

B. 150 ft. 3 / 8 in. 
PVChose, 
tract reel 

C. 3 Spray 
Wands (fan, 
cone, and lateral dispersion) 

2 0 0 0 - 2 5 T Tailgator 

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

COMPLETE SUPPLIER OF T&O CHEMICALS 

1 -800-888-5502 
Or write: P.O. Box 18358 , M E M P H I S , T N 38118 

Visit us at the Green Industry Expo, booth #902. 
USE READER SERVICE #33 

FREE DEMO PROGRAM! 

Lawn Genius™ Software 
W r i t t e n by industry experts fo r 

lawn, tree, and landscape contrac-
tors. Complete, simple to install 

and use, and best of all, at only 
$695.00, Lawn Genius pays 
for itself fast! 

Let Lawn Genius handle your 
scheduling, routing, bill ing, 
state reporting, and communi-
cation needs. This total man-
agement program installs in 
minutes, but saves you hun-
dreds of hours, while giving 

you a critical professional edge. 

Order your FREE demo disk 
and explore the most profitable 

investment you can make. 

Genius. 
Brilliant Software Solutions 

1 * 8 0 0 * 3 5 7 * 5 7 5 7 
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Computer Bytes 
RULES TO THE COMPUTER BUYING GAME 

YOU'VE FINALLY made the decision to 
plunge into the world of computerization. 
After years of putting off the inevitable, 
you're convinced your business needs a 
computer if you're going to remain 
competitive. 

The next step is deciding what kind of 
system to buy, how much money to spend 
and how to keep the system from going 
obsolete in a month. There are guidelines 
that can make this task more pleasant. The 
first rule is to stay away from the computer 
stores until you have completed rules two 
and three. 

With a firm understanding of rule one, 
move to rule two: Set your budget. Many 
make the mistake of shopping for a computer 
before setting a budget. This is dangerous 
because you're likely to get caught in the 
low-price bargain hunt or be convinced to 
buy more computer than you need. 

In a computer budget, be prepared to 
spend the entire amount to get the most 
computer possible for your dollars. Be 
careful not to shave the budget just to save a 
few dollars. Many times a lower price 

simply translates to less computer or less 
reliable components. By spending the entire 
budget, you'll end up with a more powerful 
and faster system which is less likely to 
become outdated. 

Let's say you've looked at two computers 
that both meet your immediate needs. The 
first one has a 386 processor operating at a 
speed of 33 megahertz and is priced at 
$1,195. The second has a 486 processor 
also operating at 33 megahertz and is priced 
at $1,595. Your budget is $1,700 so you can 
easily afford either computer, but the 386 is 
$400 less. 

Don't be too hasty here. Many 386 class 
computers are already somewhat obsolete. 
The 486 computer will be able to handle 
today's more graphically oriented programs 
and will run most applications much faster 
than the 386. 

While a few seconds here and there may 
not seem worth $400 now, you'll probably 
hate yourself for buying the slower machine 
once you've learned more about the system. 
More importantly, the 486 may be easily 
upgraded to the next class of processor 

while the 386 may not. This means that 
your investment will be able to handle your 
needs for many years to come. 

Rule number three involves making a list 
of the types of things you want to use in a 
computer. It is important to think ahead and 
plan for the future. Make the list as com-
plete as possible to ensure that the computer 
will grow with the business without spending 
money now for options you will never need. 
Include any peripheral devices you may 
need such as a printer, mouse, tape back-up 
or CD-ROM drive. 

Your list should also include the types of 
applications needed. Almost every business 
needs word processing, spread sheet and 
possibly database applications. However, 
your business may also want to produce 
graphics for mailers, flyers or customer pre-
sentations. If you plan to offer your 
customers a pamphlet with suggested 
maintenance guidelines or special instruc-
tions, you may want to look at desktop 
publishing to merge sophisticated graphics 
and text. 

You may also want to make use of the 

grassroots 
marketing 

Your computer may be great at routing 
and billing, but . . . does it bring in 
new customers and add-on sales?! 

Turn your computer into the ultimate 
sales rep with The Service Solution 
Not only does this program manage 
your routing, scheduling and billing, it 
generates targeted telemarketing 
lists and direct mail solicitations without 
ever asking for a commission. 

Let us show you how The Service 
Solution grassroots marketing system 
can work for you! 

Practical 
Solutions, Inc. 

( \ 

Timi your 
computer 

into 
a sales rep! 

V M — J 

Software Solutions for the Serine InJustry 

7100 North High Street 
Worthington, Ohio 43085 

614 / 436-7018 
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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: Surge 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 
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Steps to Success 
^ Establish your budget first. 
^ Make a detailed list. What does your business need now and in the future, i.e.: word 
processing, landscape and/or irrigation design, desktop publishing, graphics, financial 
spread sheets and database functions. 
^ Make use of personal computing magazines to become familiar with industry 
jargon, various hardware peripheral devices available, software applications, major 
manufacturers and pricing. Also rely on these magazines to stay current with technology 
and for user tips and guidelines. 
I / Choose your dealer carefully. 
%/ Understand the warranty and compare warranties from different manufacturers and 
dealers. Be sure system components are reliable and high quality. 
^ Buy as much computer as you can for the budget you have established. 

power in your computer to design the land-
scape or irrigation plans with more speed 
and precision. As you can see, your computer 
can do a lot to make your business more 
productive. Buying a computer with the 
ability to run design, desktop publishing or 
graphics programs does not mean you have 
to spend a lot more money. However, these 
types of programs will require more 
memory, possibly more space on the hard 
drive and may require the addition of a 
math co-processing chip as well. 

Rule number four is to use your resources 
and browse through several personal 
computer magazines such as PC World or 
PC Magazine prior to making your 
purchase. In fact, it may be worth subscrib-
ing to such a magazine to not only help in 
making the purchasing decision, but for 
some great user tips after the computer 
purchase has been made. 

After your research is completed and you 
have a firm understanding of your needs, 
rule five is to carefully select a dealer. 

If possible, choose a well-known, estab-
lished dealer. If you have problems with the 
system you want to know that the store can 
help you. Be particularly careful buying 
from a mail-order business. Many such 
companies have had a difficult time staying 

in business with the decline in hardware 
prices. More than one consumer has been 
left out in the cold by buying on price alone. 

Rule number six, regardless of where you 
buy, is to be sure to understand the war-
ranty. If the dealer goes out of business, is 
the system warranted directly with the 
manufacturer? In the case of mail order, 
does the system include on-site warranty? If 
so, what company provides the service and 
who determines when on-site repair is 
necessary? Many times, companies 

advertise on-site warranty, but still require 
you to return the system for repairs. 

If you are buying a custom-built system, 
find out what brands of components will be 
used. Avoid low cost and somewhat 
unreliable components in the name of 
savings. It's not worth the aggravation 
down the road to save a few dollars now. — 
John Elliott m 

The author is a director with Irrigation 
Technologies Inc., Houston, Texas. 

COOL WEATHER 
WEED CONTROL 

University Testing Proves Esters 
Outperform Amine Formulations 

In Cool Temperatures. 
Pennies saved 
using an Amine 
formulation in 
low t e m p e r a -
turescould cost 
dollars in call 
backs. During 
coo l S p r i n g 
and Fall condi-
tions, Esterfor-
mulations are 
recommended. 

1000 PURDUE DANDELION TEST 
AMINE V8 ESTER 

AMINE SALT 177?.I ESTER 

Trust your 
cool weather 
weed control 
to Riverdale. 
W e offer your 

choice of 
Esters-

2 ,4 -D Based 
Tri-Ester™ 

or 
2 ,4 -D Free 
Tri-Ester I I™ 

Tri-Ester ™TH-Ester I I™ 
Call us at 1-800-345-3330 

R iverdale 

Who in this 
industry has 92% 

customer retention? 
We do. Our newsletter clients come 

back because their clients keep 

coming back. We can show you how. 

The easiest customer relations move you'll 

ever make is to get Focal Point producing your 

newsletters. Call for our new catalog of green 

industry newsletter programs and services. 

1-800-525-6999 

FocalPoint 
mini 

Making you look good in print 
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News In Mei 
California 'Cops' Bust 
Unlicensed Landscapers 
THE CALIFORNIA Landscape Contractors Associa-
tion and Contractors State License Board caught eight 
unlicensed landscapes in an undercover sting 
operation. 

The CSLB solicited the CLCA's help in tracking 
unlicensed contractors to prevent them from 
performing lawn and landscape services while 
failing to pay taxes or workers compensaion 
insurance. This trend, coupled with a weakened 
economy, has hurt legitimate businesses in 
Southern California and pockets of northern California. 

The stings are conducted by CSLB's Unlicensed Activity Unit. 
In operation since October 1989, the unit establishes a residential property needing landscape 
work and arranges for bids from contractors who advertise without an indication of licensure. 
Initially restricted to Southern California, the operation recently expanded statewide. 

Violators are offered an application for licensure, and issued either an administrative or a 
misdemeanor criminal citation. Most unlicensed contractors (on jobs paying at least $300) 
caught in a sting operation are given an administrative citation and fined $200 to $15,000, 
depending on the severity of charges. A criminal citation can lead to a fine and/or jail 
sentence. Interestingly, a law enacted last January dictates that any licensed contractor caught 
working with an unlicensed contractor can also can be fined up to $15,000. 

Only contractors receiving a criminal citation are technically arrested. "But usually it's like 
getting a traffic ticket," said Mickey Matsumato, chief of enforcements for the CSLB. 'They 
receive a citation. If they fail to appear in court, then a warrant will be put out for their arrest." 

CLCA's San Francisco Bay Area/North Chapter supplied CSLB with information on the 
eight unlicensed landscapers. This is the fist CSLB sting operation in which CLCA played a 
role. "We provide CLSB with information on the unlicensed operatos we want to see invited 
to the sting operation, the name of a local member contact for each operation and sometimes 
the use of a residence for the day of the operation," said Richard Cohen, CLCA's licensing 
committee chair. "The success of the fist sting operation may spur other CLCA chaptes to 
provide necessary information for their respective areas." 

CLCA plans to expand its consumer education program on unlicensed operators; track and 
follow up complaints from members; form a coalition with other trade associations to pool 
resources and share information; and possibly sponsor more strict legislation. 

The CSLB Unlicensed Activity Unit issues about 2,000 citations annually to unlicensed 
contractors offering landscaping, construction, plumbing and other services. 

NEWS DIGEST 

Philip Nelson Named 
New Valent President 
Valent U.S.A. Corp. named Philip Nelson, 
formerly of Rhone-Poulenc, its new pres-
ident. Frank Santos will retire from the post 
effective Jan. 1. 

Nelson has worked more than 30 years in 
the ag/chem industry, most recently serving 
three years as director general of Rhone-
Poulenc Agro Sector operations in Africa, 
Latin America, the Indian subcontinent, the 
Middle East, Australia and Japan. 

Club Car Announces 
Initial Shares Offer 
Club Car Inc., purchased by Kelso & Co. 
L.P. in a 1988 leveraged buyout, filed with 
securities regulators to take 4.125 million 
common shares public. Of those shares, 
Kelso entities plan to sell 1.21 million, 
trimming its holdings in the golf cart 
company to 22.7 percent from 54.5 percent. 

An affiliate of First Boston Corp. will also 
sell 217,000 shares with the remaining 2.7 
million shares expected to be offered by the 
company. According to the filing, the initial 
price will be about $14 to $16 per share. 

Barefoot Grass Initiates 
Lawnmark Acquisition 
Barefoot Inc., parent company of Barefoot 
Grass, Worthington, Ohio, entered into a 
definitive purchase agreement to acquire the 
assets of the Lawnmark lawn care busi-
nesses operating in Maine, Vermont and 
New York. Lawnmark is based in Hudson, 
Ohio. The businesses are expected to 
generate revenues of about $8.4 million in 
1993 in the three markets targeted for 
acquisition. The sales is expected to close 
April 1, 1994. 

Snapper Hopes 
To Turn It Around 
Despite persistent rumors, Snapper Power 
Equipment is not for sale. 

Jim Jenkins, Snapper marketing manager, 
said the firm's parent company, Actava, had 
been looking for a buyer for Snapper. 
Snapper was even listed with Meryll Lynch, 
but a new CEO gave the firm a reprieve. 
Jerry Schweiner, president and CEO since 
midyear, is charged with turning the com-
pany around to a more profitable position. 

"Things are definitely starting to turn. The 
last few years have been extremely price 
competitive," Jenkins said. "Snapper has 
greatly broadened its product line, with 
commercial products expected to bring 
growth in the future." 

EPA Re-Registers 
Fungisol Fungicide 
The U.S. Environmental Protection Agency 
conditionally re-registered J.J. Mauget Co.'s 
Fungisol debacarb fungicide while it con-
ducts additional tests. The product has been 
under re-registration review for three years. 

Fungisol was initially registered by EPA 
in 1982 after 11 years of developing field 
test data and toxicology as well as product 
chemistry studies. It was available commer-
cially for eight years to control cankers, 
wilts, blights and declines of shade trees. 

Mauget needs to wait for completion of "a 
few additional tests that won't necessarily 
affect the re-registration, but would just 
complete the package," said a company 
spokesman. The complete testing and data 
compilation will take about six months. 
The Mauget micro-injection system uses a 
capsule containing a premeasured dose of 

material. An applicator feeds a short tube 
into a small hole drilled in the tree's xylem 
tissue, on top of a root flare. The capsule, 
pressurized to 5 to 10 psi, breaks a septum 
and permits material to flow directly into 
the tree's sap stream. 

Homeowners Rank 
Lawns a High Priority 
Homeowners believe the importance of 
personal benefits of a lawn outweigh 
environmental benefits, according to a focus 
group study commissioned by DowElanco 
Specialty Products. 

The in-depth study, conducted by MAR-
QUEST Research, attempted to discern 
homeowners' perceptions of the benefits of 
their lawns, as well as their attitudes toward 
pesticide use and posting. 

Homeowners identified aesthetics — 
"curb appeal," re-sale value and personal 
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sense of accomplishment or pride — as the 
main benefits derived from maintaining a 
healthy and weed-free lawn. 

Additionally, respondents said lawns 
allow them to spend "quality time" with 
family, friends and pets, and enjoy outdoor 
activities such as cookouts and volleyball. 
Surprisingly, personal benefits of grass even 
outweighed environmental benefits such as 
providing oxygen, preventing soil erosion 
and filtering contaminants. 

"The homeowners in the study clearly 
demonstrate the value and importance 
people place on their lawns, said Bill 
Culpepper, director of public affairs for 
DowElanco. 

Focus groups were conducted in Colum-
bus, Ohio; Atlanta, Ga.; Salt Lake City, 
Utah; and Philadelphia, Pa. Participants 
were chosen from one of four categories: 
those who subscribe to a lawn care service, 
do-it-yourselfers, those who mow only and 
those who make no decisions relative to 
lawn care (apartment dwellers, etc.). 

EPA Studies Why It 
Rejects Pesticide Studies 
The U.S. Environmental Protection Agency 
is trying to figure out why it rejected so 

many pesticide studies for re-registration 
in the early years. The agency largely 
blames studies submitted without meeting 
all EPA requirements for delays in re-
registration. 

A recent EPA study shows fewer pest-
icides are being rejected now than when 
the re-registration process began. Prior to 
1986, 47 percent, or 38 out of 81 studies 
reviewed for residue chemistry guideline 
requirements, were rejected. The rejection 
rate dropped to half that between 1986 and 
1988. Since then, only 30 of 252 studies 
submitted have been rejected for failing to 
meet chemistry guideline requirements, 
according to the Chemical Specialties 
Manufacturers Association. 

The rejection rate analysis, developed by 
the EPA's Office of Pesticide Programs to 
determine why manufacturer's pesticide 
studies are being rejected, shows that in 
1985, 6 percent of studies submitted to 
EPA were rejected for not meeting tox-
icology guideline requirements. That 
figure rose one point between 1986 and 
1988 and has since hovered at 7 percent. 

EPA rejected about 7 percent (128 of 
1,814) of supplemental studies submitted 
prior to 1985 for not meeting toxicology 
guideline requirements. That figure rose to 

11 percent by 1988 and 12 percent since. 
The environmental fate guideline 

requirement rejection rate was 54 percent 
(99 out of 183), before 1986. That rate 
dropped to 41 percent by 1988 and to 28 
percent in recent years. 

Before 1986, 32 percent of all pesticide 
studies submitted were rejected for not 
meeting all ecological effects guideline 
requirements. The figure dropped to 18 
percent by 1988, but has since risen to 21 
percent. 

The EPA plans to use the data to develop 
ways to ensure studies meet requirements, 
which should prevent further delays in re-
registration. 

Landmark Ranks 
In Inc/s Top 500 
Inc. Magazine ranked Landmark Services 
Corp. T/A Landmark Landscape Manage-
ment, Richmond, Va., 453rd in its 12th 
annual list of the top 500 fastest-growing, 
privately held companies. 

Landmark provides turnkey contract 
grounds maintenance services to commer-
cial, institutional, industrial and multi-
family sectors in central Virginia. 

Of Inc. \s 1993 list of 500 companies, 307 

DEPENDABLE, LOW 
COST BROADLEAF 
WEED CONTROL 

Your Choice Of Two Proven 
Three-Way Products. 

Riverdale offers you a choice in the proven 
effectiveness of three-way broadleaf herbicides. 
Triplet orTriamine™ Triplet " combines 2,4-D, 
Mecoprop and Dicamba and Triamine™ com-
bines 2,4-D, Mecoprop and Dichlorprop. 

ECONOMICAL 
UNIVERSITY TESTED 

USER PROVEN 
BROAD SPECTRUM 

CLEARED FOR USE ON COOL AND 
WARM SEASON TURF 

Triplet Thiamine™ 
Call us at 1-800-345-3330 

g^iverdale 

Creative 
curb marketing 

Permanent Landscape Borders 

Create profits by offering 
your customers beautifuiborders. 

The Creative Curb Marketing 
line of concrete curb and 

border equipment is 
easy to use and an 
important addition 

to your 
bottom 

line. 

26041 Pala 
Mission Viejo. CA 9 2 6 9 1 
(714) 5 8 7 - 8 4 8 8 
(800) 2 9 2 - 3 4 8 8 
FAX: (714) 9 5 1 - 2 6 5 6 
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or 61 percent are service related; 122 are 
manufacturing; 35 are retail and 36 are 
distribution related. 

Eligible companies must be independent 
and privately held. Inc. 's ratings are based 
on a company's percentage increase in sales 
from 1988 through 1992. Companies must 
show at least SI00,000, but no more than 
$25 million, in sales for 1988, and register a 
sales increase between 1991 and 1992. 

Landmark's sales jumped from $197,650 
in 1988, its first year in business, to about 
$1.2 million in 1991. Last year the com-
pany reported about $1.4 million in sales, 
while 1993's estimations are set at $1.7 
million. 

Woods Equipment 
Acquires Du-AI 
Woods Equipment Co., a power equipment 
manufacturer, acquired the assets of Du-AI 
Manufacturing Co., maker of tractor-
mounted front-end loaders, backhoes and 
trenchers. The acquisition included Du-AI 
front-loader manufacturing facilities in 
Sioux Falls, S.D. 

The purchase significantly broadens 
Wood's tractor-related product offerings 
and retail distribution. It also builds Woods' 

dealer base to 4,100 (from 3,800). 
Du-AI manufactures 12 models of front-

end loaders for various tractor sizes ranging 
from 11- to 200-h.p., as well as commercial 
backhoes adaptable to farm tractors and 
skid-steer leaders. 

Toro's Irrigation Class 
Set for Mid-January 
The first 1994 Toro University program, 
slated Jan. 10-12 in Ontario, Calif., features 
a seminar by construction expert and 
consultant Charles Vander Kooi. 

Vander Kooi's address, titled "Bidding & 
Estimating," will be followed by an 
intensive, two-day workshop aimed at 
teaching participants to set up Vander 
Kooi's estimating system using their own 
labor and equipment costs. 

The Toro Co.'s Irrigation Division, 
which runs Toro University, plans to 
expand the once-a-year event into a year-
round training program. 

Former AAN Exe< 
Dies at Age 96 
Former American Association of Nursery-
men executive vice president Dr. Richard 

White died Oct. 9 after a short illness. 
White served as AAN's executive secretary 
from 1938 to 1961. 

White was director of the Horticultural 
Research Institute from 1961 to 1965. After 
retiring, he researched and wrote A Century 
of Service, a book about the history of 
AAN. Additionally, White served as 
president of the American Horticultural 
Council in 1959 and of the American 
Horticultural Society in 1960. 

The many honors he garnished include the 
Massachusetts Horticultural Society's 
George Robert White Medal of Honor; the 
American Pomological Society's Marshall 
P. Wilder Medal and the American Society 
of Association Executive's Distinguished 
Service Award. 

White was inducted in AAN's Nursery-
men's Hall of Fame in 1975. 

NOR-AM Remembers 
Employee's Devotion 
Don Kubala, former salesman for NOR-AM 
Chemical's specialty products division, died 
of cancer Oct. 2. 

Kubala joined NOR-AM in 1989. He 
formerly worked for Velsicol Corp., starting 

(continued on page 94) 
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How leaves get carried away. 
Anthony GROUNDSKEEPERS are the smartest choice in 
low-cost powered yard waste removal systems that work! CHECK THE SPECS 

/ 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 fast 
installation and removal 
/ Does not require single-
purpose dedicated trucks 
• Quick, easy operation 

Anthony GROUNDSKEEPER 
Division of Anthony Liftgates, Inc. 

1037 W. Howard St. Pontiac, IL 61764 

1-815-842-3383 1-800-888-5766 
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Association News 
For more information 

ALCC 
5290 E. Yale Circle 
Suite 100 
Denver, CO 80222 
303/757-5611 

ALCA 
12200 Sunrise Valley Drive 
Suite 150 
Reston, VA 22091 
703/620-6363 

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

CC 
114 S. Pitt St. 
Alexandria, VA 22314 
703/739-2401 

PLCAA 
1000 Johnson Fenry Road, NE 
Suite C-135 
Marietta, GA 30068 
404/977-5222 

THE ASSOCIATED Landscape Contractors 
of Colorado is combining trade shows with 
the Colorado Nurserymen's Association. 
offering what could be the largest Western 
green industry trade show. 

The first ProGreen Expo and conferences 
will be held Feb. 22-24 at the Colorado 
Convention Center in Denver. 

ALCC and CAN shows in past years were 
fairly large regional shows, each boasting 
about 200 exhibitors and 2,000 attendees. 
The ProGreen show is expected to draw 500 
exhibitors and at least 3,OCX) attendees. 

Both ALCC and CAN will keep their 
educational tracks and conferences separate. 
A L C C s seminars cover irrigation, business, 
construction, maintenance and xeriscaping. 

Joint efforts between associations is 
becoming common, as evidenced by the 
American Association of Nurserymen 
choosing to hold its show in conjunction 
with regional nursery associations. 

Consolidation is the next wave of change to 
hit associations, speculated Tom Garber, 
owner of Colorado Landscape Enterprises in 
Westminster, Colo., and member of ALCC. 
i t s happening in corporate America. And I 

think it's bound to happen in associations as 

well. I just don't think people anymore can 
afford to carry the overhead of having all 
these real narrowly defined groups," he 
said. 

The Associated Landscape Contractors 
of America has lined up Steve Carline of 
CareerTrack in Boulder, Colo., to speak at 
its 1994 Executive Forum Jan. 23-26 in 
Hawaii. Carline authored the training video 
"How to Interview and Hire the Right 
People." 

The theme for the 1994 forum is "The 
Exceptional Landscape Employee...How to 
Select and Develop Quality People." 

In other news, two of seven landscapes 
passed ALCA's second certification exam 
Sept. 20. David Frank of David J. Frank 
Landscape Contracting, Germantown, Wis., 
and Edmond Latí am me of Laflamme 
Services, Bridgeport, Conn., conquered the 
six-hour exam which covered business 
planning, accounting and management; 

(continued on page 20) 

BRUSHCUTTERS w 
,rom BRClSHKlNG 

DESIGNED for EFFICIENCY and 
OPERATOR COMFORT 

"Cuts the rough stuff that doesn't get trimmed weekly" 

• 1 - Year Warranty in Commercial and Rental Service 
• Electronic Ignition 

•All-Position Carburetor 
• Isotech™ Anti-vibration System 

• 6-Way Adjustable Handle 
• 90° Indexing Gear Head 

• Lightweight 
• For Saw Blades to 10" Diameter, 

2&4 Line Trimmer Heads 
•16,000 Service Centers Nationwide 

• Made In USA 

Pioneer in Brushcutters: 

W 

BRUSHKING' 
4173 Domestic Avenue Naples, FL 33942 

Phone: (813) 643-6368 FAX: (813) 643-3914 

Model BK32: 32cc 1.6HP Model BK49: 49cc 2.0 HP 

USE READER SERVICE #42 

BROADLEAF 
WEED CONTROL 
WITHOUT 2,4-D 

If You Choose Not To Use 2,4-D In 
Your Weed Control Program, You 

Still Have A Choice Without 
Giving Up Performance. 

Riverdale offers Tri-Power™ and Triamine H™ 
Tri-Power™our premium 2,4-D Free three-way 
combines MCPA, Mecoprop and Dicamba in 
the most highly concentrated three-way 
available. 
Triamine A1' combines MCPA, Mecoprop and 
Dichlorprop to satisfy 2,4-D Free, Dicamba 
Free needs. It's your choice. 

Tr i-Power™Triam¡ne I I 

Call us at 1-800-345-3330 
iiverdaie 

.TM 

JT 
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TAKE SEASON-LONG, 
CONSISTENT CONTROL 

DISTRIBUTED BY: AG RESOURCES. INC. AGRA TURF AGRI TURF, INC. THE ANDERSONS BENHAM CHEMICAL CO. CANNON TURF SUPPLY. INC.. 
BRANDON. FL SEARCY. AR HATFIELD. MA MAUMEE. OH FARMINGTON HILLS. Ml INDIANAPOLIS. IN 

ESTES, INC. FISHER & SON. CO. E.H. GRIFFITH, INC. GEORGE W. HILL & CO. HOWARD JOHNSON'S ENT. KNOX FERTILIZER CO. KOOS/SHORE. INC. 
WICHITA. TX MALVERN. PA PITTSBURGH. PA FLORENCE. KY MILWAUKEE. Wl KNOX. IN KENOSHA. Wl 



Unsurpassed control of crabgass and other grassy weeds tops the 
list of reasons to use Barricade. Add up all of Barricade's out-
standing features and it's also the best value of any 
preemergence herbicide in the industry. 

And when you combine top performance with down-to-earth 
value you not only satisfy customers but also your bottom line. 

SEASON-LONG CONTROL 
Up to 26 weeks of effective weed control with one application 
to give you satisfied customers and reduced labor. 

MINIMIZED STAINING CONCERNS 
Allows you to control crabgrass in tough-to-treat areas — 
curbsides, walkways, along fences and walls. 

LOWER RATES 
Rates up to 4 times less active 
ingredient for lower 
environmental load and less 
hassle in storage and handling. 

LOW SOLUBILITY 
Eliminates leaching concerns. 

VERSATILE PACKAGING 
In convenient 1/2 lb. water 
soluble packets and with 
quality fertilizers to save time 
and provide your customers with 
greener, more weed-free lawns. 
For the low down on high performance Barricade, 
call your distributor or 1 - 8 0 0 - 4 3 5 -TURF . 

Barricade 
HERBICIDE 

CRABGRASSPREVENTER 
\ ON FERTILIZER 
I t e s e l a - x 

IM II wan— Barricade 

AND 
KEEP VALUE 
DOWN 
T o EARTH 

of Sandoz Lid. t9930Sandoz Agro Ine 

LEA'S GREEN MEADOWS. INC. LEBANON TURF PRODUCTS. INC.. PENAGRO T&O PRODUCTS 
TEMPLE HILLS. MD LEBANON. PA BOONE. NC 

TURF INDUSTRIES. INC. TURF PRODUCTS LTD.. INC. TURF SUPPLY COMPANY 
HOUSTON, TX W. CHICAGO. IL EAGAN. MN 

PENNINGTON ENTERPRISES. INC.. PROFESSIONAL TURF SPECIALTIES. INC.. REGAL CHEMICAL. CO. 
MADISON. GA ST. CHARLES. MO ALPHARETTA. GA 

UNITED HORTICULTURAL VIGORO INDUSTRIES. INC. WILBUR-ELLIS COMPANY 
SUPPLY. SALEM. OR WINTER HAVEN. FL KENT. WA 



Association News 
(continuedfrom page 17) 

health safety and human resources; 
production/operations and horticulture; risk, 
law and contracts; and sales, marketing, 
communications and public relations. 

An officer of the Association of Physical 
Plant Administrators of Colleges and 
Universities will attend the Professional 
Grounds Management Society s annual 
meeting in Baltimore this month, a move 

PGMS views as a giant step toward 
promoting grounds management among 
related industries. 

PGMS has worked closely with APPA 
and the American Public Works Associa-
tion to develop a basis for exchanging ideas 
and information. John Gillan, acting 
executive director of PGMS, said a long-
range goal for PGMS is to exchange 
memberships with the organizations. 

"Once the relationships are established, 
they will continue to strengthen," Gillan 
said. "It's an indicator of a positive working 

relationship. It's potentially very big for us." 
PGMS and the Midwest branch of APPA 

held a joint seminar earlier this year which 
Gillan hopes will serve as a model for 
developing other PGMS/APPA liaisons. 

Bob Rubel, incoming president of PGMS, 
is working to cement ties with APWA. He 
spoke at the association's September 
meeting in Phoenix. 

The U.S. Senate passed a bill appropriating 
$200,000 for The Composting Council's 
organics management program, a joint 
effort between the council and the 
Composting Council Research & Education 
Foundation and The Louisiana State 
University Agricultural Center. 

The program requires the U.S. Depart-
ment of Agriculture's Soil Conservation 
Service to develop application guidelines in 
conjunction with composting operator and 
applicator certification and training. The 
initiative serves as an important step toward 
integrating organics management into the 
United States' overall approach to manag-
ing the ecosystem. 

Legislative interest in composting appears 
to be increasing. The Senate bill, as well as 
the Executive Composting Act introduced 
in the House of Representatives, is "a 
critical first step" in bringing organics man-
agement and composting to the political 
front burner, said Charles Cannon, execu-
tive vice president of The Composting 
Council. 

Clearing leaves from a lawn regularly, even 
in late fall, helps keep plants exposed to the 
sun's rays, according to the Professional 
Lawn Care Association of America 

"In fall, grass plants go through a change. 
They use less energy for leafy growth that 
has to be mowed, in order to store more 
food in the root system for root zone 
development and a thicker, healthier lawn in 
spring," said Bob Tracinski, division 
manager of media relations for John Deere 
Co. and a PLCAA board member. 

Chopped leaves can be composted and 
used as a decorative mulch. 

IN BRIEF...More than 425 industry 
professionals attended The Landscape 
Expo, sponsored by the Landscape 
Contractors Association, MD-DC-VA, in 
Burtonville, Md. Sixty-seven companies 
exhibited their products and services...The 
American Horticultural Marketing Council 
has relocated. Its new offices are at 13220 
S.W. 208 St., Miami, FL 33177; 305/232-
5958; fax, 305/235-4513...The Michigan 
Nursery and Landscape Association's Great 
Lakes Trade Exposition will be Jan. 10-12 
at the Amway Grand Plaza Hotel and Grand 
Center in Grand Rapids, Mich. Call 517/ 
487-1282 for information. • 
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"Every man owes a part of his time 
and money to the business or indus-
try in which he is engaged. No man 
has a moral right to withhold his 
support from an organization that 
is striving to improve conditions 
within his sphere. "President Theo-
dore Roosevelt, 1908. 

WHEN WE began ourendeavor to 
uncover the most powerful people 
in the professional lawn and land-
scape industry, we knew it would 
be far from an easy task. Not only is 
powerful hard to define, but the 
base from which that influence 
emanates constantly fluctuates. 

Some of the most influential 
people in the lawn and landscape 
industry have achieved recognition 
by being bold and brash. Others 
have taken a more subtle approach 
by being consensus builders and 
maintaining unassuming postures. 
Whatever their approach, the green 
industry is full of individuals who, 
for one reason or another, have 
chosen to give of themselves to 
make the industry — and the envi-
ronment — a better place to run a 
business. Their efforts as a whole 
have also helped to create a legiti-
mate business atmosphere in which 
the fruits of the industry' s labor can 
be admired and respected. 

But what is power? Who has it? 
How did they get it? These ques-
tions are subjective, calling on per-
sonal judgment and assessment. 
Power, as defined by Webster's 
dictionary, means possession of 
control, authority or influence over 
others; as well as the ability to act or 
produce an effect. 

Based on this definition, nearly 
everyone has an inherent ability to 
be powerful, but only those who 
choose to pursue it achieve a pow-
erful stature. Curiously, as we gath-
ered information for this article, we 
received more than one request to 
re-think our "most powerful people 
in the lawn and landscape industry" 
position, instead viewing our selec-
tions as industry leaders, influential 
people, trend setters, most respected. 

forceful, successful...the list goes 
on and on. 

Taking that into consideration, it 
can be said that both leadership and 
power stem from people who suc-
cessfully rally associates and em-
ployees. And that is something good 
leaders do. As leaders, business 
people must be both coaches and 
cheerleaders, bringing the troops 
together for a common goal. Real 
leaders, those who make a differ-
ence, promote the big picture. 

Kenneth Blanchard, co-author 

of The One Minute Manager, be-
lieves that leaders have two basic 
roles in business: vision and imple-
mentation. "In the visionary role, 
leaders are the definers of direc-
tion," Blanchard said. 

Unless there is a common goal, 
people, including the leadership, 
focus on the problems. Subsequent-
ly, it's generally not people prob-
lems you're dealing with, it's 
people' s problems that create man-
agement nightmares. In fact, shared 
vision is the number one behavior 

commitment mentioned in any 
number of best selling leadership 
books. In other words, they share 
their dream, their goal. 

The concept was not lost on 
renowned businessman Sam 
Walton, the late founder of Wal-
Mart Stores Inc. He took a failing 
five and dime store in Arkansas in 
1945 and turned it into the num-
berone retail business in the world 
with sales of $44 billion in 1991. 
He did this based on a simple but 
strongly held philosophy: low 
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Guardians 
Environment 
Influencing the 
professional contractor 
market is often an arduous 
task. But for those who 
strive to make a difference, 
the green industry has 
reaped the benefits. 

By Cindy Code 
overhead, high value and total com-
mitment to the customer. 

Research has revealed that lead-
ers like Walton enlist others to share 
in the vision. The ability to enlist 
others and lead a successful team is 
a critical factor if a business wants 
to grow and be profitable. 

And vision isn't limited to em-
ployer/employee relationships. Vi-
sion should stretch to customers— 
real and potential. Customers should 
not be overlooked in the scheme of 
leadership and power. If not for 

customers then all your work goes 
for naught. 

Whatever you want to call it — 
power, influence, leadership—the 
people listed below are those who 
have made events happen in the 
green industry. Some have earned 
the reputation as leaders by assum-
ing the presidency of a national 
association, others have become key 
players through the political pro-
cess and some have contributed 
through innovative ideas such as 
total quality management, training 

courses and the promotion of pro-
fessionalism. 

Directing these tactics and con-
cepts among people in a relatively 
mature industry may seem repeti-
tious, but not to those who have 
taken the responsibility of the indus-
try's growth into their own hands. 
Fortunately or not, key concepts 
and seemingly trivial matters must 
be continuously reviewed until they 
become second nature to the entire 
green industry including those rep-
resenting big and small companies; 
those catering to lawn care, land-
scaping, irrigation, grounds man-
agement and nursery specialties; 
and those who have successfully 
hurdled the constant barriers to of-
fer their customers a complete line 
of services. 

In addition to profitably operat-
ing a business, raising a family and 
enjoying valuable recreation time, 
who has time to devote to the suc-
cess of industry associations, pro-
fessionalism and general industry 
development? Figure that out, and 
then ask, why do they give so much 
of their time? 

Fortunately, the green industry 
is blessed with plenty of individu-
als who have found a calling to 
cultivate the profession. Like Ron 
Kujawa who has lived by the words 
of Theodore Roosevelt. 

"I saw that quote (above) 25 years 
ago and I've tried to live by it," said 
Kujawa, president of Kujawa En-
terprises, Cudahy, Wis. "TTiose who 
join and don't participate do them-
selves a terrible disservice. Some 
say you get out what you put in, but 
I think I get much more than I ever 
put into it." 

Or Bob Andrews who, as a small 

business owner, gets a lot of per-
sonal satisfaction from the interac-
tion gained by being involved with 
those who want to make a differ-
ence. 

"Being a leader takes a willing-
ness to understand other peoples' 
points of view," he said. "We're in-
volved in an industry that's so differ-
ent from top to bottom in terms of 
size, it takes a lot of give and take." 

Payback is important, but Gary 
Thornton, president of Thornton 
Gardens, said it goes deeper. 

"I think it stems from a fairly 
deep-seeded love for the industry," 
he said. "We like to see it prosper. 
And I' m sure there's a little bit of ego 
involved to see how far you can go." 

And what's good for the industry 
is good for the individual companies 
whose representatives are working 
hard to strengthen the industry. 

"A strong industry is good for 
Barefoot Grass and other compa-
nies, large and small," said Patrick 
Norton, president of Barefoot Grass. 
"We're very concerned with how 
regulations affect any size operation 
because it's the right thing to do. We 
can't have enough good competi-
tors." 

It's interesting, too, to see the two 
industry guards, if you will, whose 
names appear on the lists. The names 
consist of those responsible for es-
tablishing the industry, getting it off 
the ground and surviving the chang-
ing times, as well as the up and com-
ing contractors who bring fresh per-
spective to decade-old problems and, 
in general, inspire a mutual respect 
and admiration for the efforts of one 
another. 

We'd like to thank all of those 
who participated in our first annual 
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LANDSCAPE/ 
GROUNDS MANAGEMENT/IRRIGATION 

RICHARD AKERMAN 
Northwest Landscape 

Industries 
Tigard, Ore. 

ROD BAILEY 
Evergreen Services 
Bellevue,Wash. 

DICK BRICKMAN 
AND BRUCE HUNT 

The Brickman Group Ltd. 
Long Grove, 111. 

CLARENCE 
AND BILL DAVIDS 

Clarence Davids & Co. 
Blue Island. III. 

BOB DOBSON 
Middleton Sprinkler Co. 
Port Monmouth, N.J. 

TOM GARBER 
Colorado Landscape 

Enterprises 
Westminster, Colo. 

ALLEN KEESEN 
Allen Keesen Landscape 
Denver, Colo. 

RON KUJAWA 
Kujawa Enterprises 
Cudahy, Wis. 

TOM LIED 
Lied's Nursery Co. 
Sussex, Wis. 

JOHN MILCHALKO 
Case Western Reserve 

University 
Cleveland, Ohio 

DAVID MINOR 
Minor'sine. 
Fort Worth, Texas 

LANDON REEVE 
Chapel Valley Landscape 
Woodbine, Md. 

MELANIE REINHOLD 
Reinhold & Vidosh 

(formerly) 
Pontiac, Mich. 

BURTON SPERBER 
Environmental Industries 
Calabasas, Calif. 

GARY 
AND BILL THORNTON 

Thornton Gardens 
Maineville,Ohio 

BRUCE WILSON 
Environmental Care 
Calabasas, Calif. 

"Who's Who." In an industry as 
dynamic as ours, it will be interest-
ing to see this story change and 
develop in future years. 

Without further ado, here are the 
leaders who have significantly 
shaped the green industry. While 
leaders come in varying degrees, 
we had to make some decisions 
based on interviews and responses 
to our survey. We regret that our 
space prohibits us from mention-
ing everyone who has made a con-
tribution to the green industry. 

The names are divided into main 
groups of landscape/grounds man-
agement/irrigation, lawn mainte-
nance and other related categories. 
The names are listed in alphabetical 
order. 

Names not found below, but just 
as visible in the leadership arena are 
university researchers and national 
association executives — Debra 
Atkins, ALCA; Ann McClure, 
PLCAA;Charles "Pepper" Putnam, 
IA; Robert Dolibois, AAN; John 
Gillan,PGMS—and industry sup-
pliers and their distributors who 
have contributed overwhelmingly 
to the green industry. 

VISIBLE PLAYERS. There are a 
number of distinguished leaders in 
the landscape/grounds manage-
ment sector of the green industry. 
All of these folks are active players 
in state and national trade associa-
tions as well as related business 

groups such as homeowner asso-
ciations, real estate and develop-
ment organizations among others. 

Some interesting highlights in-
clude: Brothers Gary and Bill 
Thornton — two of the best busi-
ness minds in the industry. Gary is 

the current president of ALCA and 
Bill served as ALCA president in 
1979. Together they run Thornton 
Gardens, a firm representing land-
scape, maintenance, construction, 
retail and nursery services. Both are 

(continued on page 26) 
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WALKER helps CLEAN CHI make their name 
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effective communicators and Gary 
was instrumental in the develop-
ment of ALC A's certified landscape 
contractorexam. 

T o m Lied is cha i rman of 
ALCA's Crystal Ball committee 
and is integral to the evolution of 
the landscape industry through his 
insightful reports. He was there 
when ALC A got off the ground 30 
years ago, and Lied has remained 
an industry force ever since. 

Melanie Reinhold, although no 
longer actively involved in the land-
scape industry, made her contribu-
tions as a savvy businesswoman 
and president of what was the sec-
ond largest landscaping company 
in the United States. Although 
Reinhold & Vidosh is no longer a 
business entity, the fruits of her 
labor still exist in Reinhold & St. 
John in Memphis, run by Drew St. 
John and Reinhold Landscape in 
Orlando, run by Gary Outlaw. 

Burton Sperber, an icon in the 
green industry, was the founder of 
the largest, most successful land-

scape organization in the United 
States. A hard-working, unassum-
ing man, Sperber recruited and fer-
vently backed the likes of Bruce 
Wilson and Bob Scofield and cre-
ated a truly diversified, national 

The ability to 
enlist others and 
lead a successful 

team In pursuing a 
shared company 
vision Is a critical 

factor If a business 
wants to grow, 
develop and be 

profitable. 

firm. Wilson, president of Environ-
mental Care, represents one of the 
most emulated companies in the 
industry. Together with Scofield, 
his right hand man, the two encour-

age free thinking at individual 
branch offices. 

If you want to know about prof-
itably running a business—or any 
business related situation for that 
matter—go see David Minor. He's 
a favorite at industry conferences 
and an up-front businessman. 

Tom Garber is known in the 
landscape industry for his vision. 
He was a primary negotiator of the 
current Green Industry Expo con-
tract. His tireless efforts helped se-
cure the relationship between the 
three sponsoring associations. He 
was also the mastermind behind 
ALCA's wildly successful Execu-
tive Forum. 

Dick Brickman, ALCA presi-
dent in 1977, and Bruce Hunt, 
ALCA president in 1988, are well 
known and respected for their or-
ganizational development and qual-
ity of service to the landscape in-
dustry. 

If customer service and keeping 
your employees happy is impor-
tant to you, just listen to one of Rich 
Akerman's talks. Not only are they 
informational, they're fun. He re-
ally enjoys people and understands 

the complexities of the service in-
dustry. He's the incoming presi-
dent for ALCA. 

The father/son team of Clarence 
and Bill Davids has been a constant 
in the landscape industry, creating a 
tradition of management excellence 
and training generations of con-
tractors. 

MOVERS AND SHAKERS. The 
lawn service industry has seen it's 
share of changes over the years. 
From the highs and lows of indi-
vidual and joint ChemLawn and 
TruGreen efforts to the innate fran-
chise capabilities of lawn care to the 
cross-over in service offerings, the 
lawn service industry has an inter-
esting history of movers and shak-
ers and legislative turmoil. 

Jerry Faulr ing, one of the 
founders and the first president of 
the Professional Lawn Care Asso-
ciation of America, built a comfort-
able lawn care company, branched 
out, sold his branches and diversi-
fied into the nursery market. Along 
the way he followed the strength of 
his convictions and was a role model 
for developing service firms. 
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LAWN MAINTENANCE 
BOB ANDREWS 
The Greenskeeper 
Carmel, Ind. 

NEAL DEANGELO 
DeAngelo Brothers 
Hazleton, Pa. 

TOM DEIDERICH 
Orkin Lawn Care 
Atlanta, Ga. 

MARTY ERBAUGH 
Lawnmark 
Hudson, Ohio 

JERRY FAULRING 
Hydro Lawn 
Gaithersburg, Md. 

PHIL FOGARTY 
Crowley Lawn Service 
Cleveland, Ohio 

RUSSELL FRITH 
Lawn Doctor 
Matawan,N.J. 

NORMAN GOLDENBERG 
TruGreen/ChemLawn 
Miami, Fla. 

DON KARNES 
TruGreen/ChemLawn 
Memphis, Tenn. 

PATRICK NORTON 
Barefoot Grass 
Columbus, Ohio 

JOHN ROBINSON 
Green Drop Lawns Ltd. 
Calgary, Alberta, Canada 

LOU WIERICHS 
Pro-X Systems 
Appleton, Wis. 

Patrick Norton, a former accoun-
tant, is now earning his living as the 
president of the second largest lawn 
care company in the United States. 
He hit the streets running when 
charged with taking Barefoot pub-
lic, and he's said to have the right 
combination of industry under-
standing, brains and power to do 
something with it. 

Norman Goldenberg, as director 
of government affairs for Tru-
Greeen/ChemLawn, the largest 
company in the industry — and an 
expert communicator—exerts in-

fluence on regulatory matters, tak-
ing a hands-on approach to shaping 
the future of the lawn care industry. 
His uncanny ability to lobby politi-
cians and unite peers makes him an 
integral part of any team. 

Bob Andrews, instrumental in 
the long-term success of Green In-
dustry Expo negotiations, former 
PLCAA president and founder of 
the Indiana State Lawn Care Asso-
ciation, wouldn't know what to do 
without a challenge to tackle. Rep-
resenting a typical small business, 
Andrews is anything but typical. 

Like Andrews, Neal DeAngelo 
got his start at the local and state 
level. He's an association man, but 
is not afraid to tell it like it is. As 
president of PLCAA he was im-
portant to its recent reorganization 
efforts. 

Don Karnes, president of the new 
TruGreen/ChemLawn, not particu-
larly visible at industry functions 
but aggressive just the same, pre-
fers to work behind the scenes of 
this mammoth service company. 

Tom Deiderich, like Goldenberg, 
is not afraid to tell it like it is. He's 

well-known in Washington circles 
and he personifies the ideals of the 
lawn maintenance industry. 

Well liked and influential, Marty 
Erbaugh was one of the early lead-
ers of PLCAA. His aggressive strat-
egies have grown his business 
throughout the Northeast, with the 
largest percentage of work in New 
York (not always an easy state to 
do business in.) He was an early 
proponent of customer contracts. 

Lou Wierichs and Phil Fogarty 
are two ambitious, talented busi-
nessmen. Each is active locally, 
both enjoy spreading the word 
about the benefits of pesticides 
through public speaking and 
Fogarty's radio show. Wierichs is 
incoming president of PLCAA, 
and Fogarty was one of the 
founders and first president of the 
Ohio Lawn Care Association. 

Russell Frith built a franchise 
operation which continues to gain 
recognition as one of the most suc-
cessful franchises in the United 
States. He's active in fund-raising 
for the PLCAA. 

John Robinson was the first 
(continued on page 90) 
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SETTING A COURSE 

Green Industry Expo... 

What Does 
the Future 

Hold? 
THE GREEN Industry Exposition 
continues to grow. 

That fact in itself is truly unre-
markable. What is outstanding, 
however, is the somewhat rocky 
road which led to the fourth annual 
GIE show and conferences, filled 
with potholes and quagmired with 
tricky curves and fork roads. 

And monumental, too, is the de-
termination and dedication of the 
three founding associations — the 
Associated Landscape Contractors 
of America, the Professional Lawn 
Care Association of America and 
the Professional Grounds Manage-
ment Society—to dodge potential 
land mines to achieve success. 

Had anyone organizing the show 

Overcoming 
stormy conflicts in its 
formative years, the 
fourth annual GIE 
show represents a 

remarkable 
communion of three 

national 
associations. 

By Cathy Hoehn 

three years ago been asked whether 
it would even exist today, the an-
swer would have been far from 
encouraging. 

"I remember meetings where one 
group hardly had a civil word for 
the other. That's long gone," said 
Bob Andrews, former president of 
PLCAA. "I think that's a function 
of the new leaders. They've got 
new people involved in it now. 
They simply don't have the history 
to look back at." 

Indeed, the 12 GIE board mem-
bers — three representatives from 
each of the three associations, plus 
the executive directors — appear 
dedicated to working together for a 
common cause. 

"The neat thing that has hap-
pened in the past few years, 
PLCAA's staff and ALCA's staff 
— namely Ann McClure and 
Debra Atkins — have developed 
fine working relationships and that 
really helps a lot," said Tom 
Garber, former president of ALCA 
and a former board member who 
was instrumental in ironing out 
the current contract between the 
three associations. "The whole key 
to this is mutual respect." 

New players like John Gillan, 
acting executive director for 
PGMS (until one is appointed this 
month), brings added dimensions 
to the board's efforts. Gillan, with 
a strong marketing background, 
is working to broaden PGMS' 
membership base, which could 
further enhance its ability to con-
tribute to GIE. 

Earnest and forthright, Gillan 
believes he brings productivity to 
PGMS and GIE. "The other asso-
ciations aren't as lean; they have 
more people to do the same jobs. 
As executive director of PGMS, 
I'm chief cook and bottle washer. 
That's not a bad thing. It means I 
have to produce, but I also have 
control of what we're doing." 

Show organizers concede it's 
not always easy to combine ef-
forts of three distinctly different 
groups. 

"The three organizations have 
similar goals but retain their sepa-
rate identities," said Ann McClure, 

ALCA and PGMS join forces 
to hold the first Green Team 
show. PLCAA continues to 
hold its own show. 

F A L L 

ALCA, PGMS and PLCAA form 
GIE Inc. The associations sign a 
two-year contract establishing 
PLCAA as show manager. 

PLCAA, PGMS and ALCA 
renegotiate contract, extending 
PLCAA's management term to 
1 9 9 4 ' M A Y 

N O V E M B E R 
Talks begin in earnest for the three 
associations to combine trade shows. 
Dave Fuller, former director of PLCAA, 
meets with Ron Kujawa of ALCA and 
Earl Wilson from PGMS at the third 
Green Team conference in Orlando. 

First GIE show is held in Nashville, featuring 
256 exhibitors and more than 2,000 attendees. 
More than 53,000 net square feet of floor space 
is sold. ALCA and PGMS offer a combined 
educational track. 
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show manager and executive vice 
president of PLCAA. "Every time 
you think up a new project, you 
have to think how to do it best in 
light of those two factors. I think 
we've done famously. We've had 
plenty of opportunities to have pro 
and con discussions. But we al-
ways bring things right out in the 
open...Ifwedidn'thavedifferences, 
we wouldn't have separate associa-
tions." 

"Being members of that board, 
we have to wear two hats," said 
Steve Glover of L&L Landscape 
Services, Santa Clara, Calif. "We 
have to wear the hat of our organi-
zation that we represent. And we 
also wear the hat of the GIE board. 
Sometimes we have to choose the 
side of GIE over our own organiza-
tion, to a certain extent, to create 
common good for the exposition. 
We're all discovering how that pro-
cess works relating to our own or-
ganizations." 

The GIE thus far has experi-
enced gradual growth. Attendance 
is building, and industry represen-
tatives are starting to recognize the 
show as a major entity. Addition-
ally, each year sees increased coop-
eration and comfort between the 
founding associations. At a time 
when things in many ways are just 
coming together for GIE planners, 
a few sensitive issues recently 
brought to surface need to be 
handled delicately to avoid sever-
ing freshly cultivated ties. 

S E P T E M B E R 

Professional strategist Jim Perrone is 
hired to attempt to solidify the future of the 
GIE show. 

Fourth GIE show is being held in Baltimore, Md. Between 2,500 
and 3,000 attendees are expected. The show sold out with about 
260 exhibitors and more than 53,000 net square feet of space sold. 
PGMS, PLCAA and ALCA synchronize educational sessions as 
closely as possible to avoid overlap. Efforts begin to determine if 
PLCAA will continue as show manager, or if it will go to an outside 
contractor. N O V E M B E R 

N O V E M B E R 

Second GIE show, held in 
Tampa, Fla., hosts 292 
exhibitors and not quite 
2,000 attendees. More than 
55,800 net square feet of 
exhibit space was sold. 

Third GIE show is held in Indianapolis, Ind., attended 
by almost 2,300. About 255 exhibitors filled about 
49,400 net square feet of floor space. ALCA, PGMS 
and PLCAA share a keynote speaker for the first time. 
Each offers separate educational sessions, but opens 
each session to members of all three associations. 

N O V E M B E R 

1992 

N O V E M B E R 

Fifth GIE show is set for 
St. Louis, Mo. 
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ROADBLOCK. A re-
curring issue since 
the GIE's inception 
has been whether 
or not PLCAA 
should retain 
management of 
the show when 
it's contract ex-
pires next year. 

The issue 
comes to a head this 
month, since the 
board has contacted 
some 20 different out-
side show management 
groups to see what kind of 
interest they can stir. The 
board is looking at three op-
tions: keeping PLCAA 
intact as show manag-
ers, hiring an outside 
management firm, 
or hiring someone 
full-time, such as an 
executive director, 
that would work ex-
clusively for GIE. 

The issue brewed a bit of contro-
versy at the GIE board's strategic 
planning meeting in September, 
though discussions remained con-
trolled. "Nobody wants to step on 
anybody's feet, especially going 
into negot iat ions," said Lou 
Wierichs, president-elect for 
PLCAA and GIE board member. 
But he concedes the issue strained 
diplomatic relations slightly. Jim 

Perrone, a professional strategist 
hired last year to attempt to solidify 
the GIE show's future, has been 
key in resolving or thwarting such 
disputes during meetings. 

Most board members applaud 
PLCAA's track record in manag-
ing the show and maintain that the 
move to solicit outside bids is only 
to "investigate to see what else is 

out there," Glover said. 
PLCAA representa-

tives on the board 
firmly believe the 
association should 
retain its manage-
ment rights, since 
over the years it 
has established 
rapport with ven-
dors, potential 

convention sites 
and the show deco-

rator. 
McClure agreed 

it's "healthy" to look at 
what the competition can 

provide, but remains opti-
mistic that PLCAA will re-
tain its management role. 

"We' ve already made 
it clear that PLCAA 
very much wants to 

continue manage-
ment," she said. 
"There's nobody 

more interested in 
the success of the entity 

than one of the partners. We 
feel that it would be very unusual to 
be able to hire someone outside that 
could end up making it any more 
successful financially." 

Garber raised the concern that 
PLCAA may be carrying too much 
on its plate. 

"At a time when I think the mem-
bership of all three organizations is 
requiring a lot more devotion from 
the paid staff to commit the time 



required to run a trade show that 
size, I think it needs to be a very 
carefully thought out decision," he 
said. "I think if there is a subcon-
tractor who can bring in the rev-
enue of the groups without (the 
groups) having to commit all their 
staff time to it, then it should hap-
pen." 

Management plans must be so-
lidified by June 31,1994. PLC A A 
will submit a proposal to the board, 
along with other companies tar-
geted as potential bidders. Negotia-
tions start right after the board's 
Nov. 18 meeting in Baltimore. 

FUTURE HORIZONS. A probabil-
ity exists that, down the road, the 
GIE planners will invite other asso-
ciations to participate in the show 
and conferences, possibly as part-
ners. 

A number of associations are 
being informal ly cons idered , 
though no invitations are pending. 
Such an addition wouldn't likely 
happen "for a few years," said Rick 
Doesburg of Thornton Gardens in 
Maineville, Ohio, and an ALCA 
representative on the GIE board. 

High on ALCA's list of poten-
tial invitees is the National Land-
scape Association, the landscaping 
branch of the American Associa-
tion of Nurserymen. 

'We've made it 
dear PLCAA wants 
to continue man-
agement. There's 

nobody more 
interested in the 

success of the 
entity than one of 

the partners/ 

"Certainly if there was any way 
NLA could come in on it, that would 
be the real coup, because then you 
would suddenly find a lot more 
interest from suppliers," Garber 
said. "Right now, and I 'm speaking 
in gross generalizations, the GIE 
has no problem convincing fertil-

izer people to be there, or pesticide 
people to be there or mower people 
to be there. But all the people that 
produce goods that go into land-
scape installations, such as the hard 
goods, lighting, cement and nurs-
eries especially, have been reluc-
tant to come in on this because they 
see it as too oriented to lawn care 
applicators." 

Doesburg agreed the NLA could 
contribute greatly to the show, but 
said "politics and time conflicts" 
between the two organizations' 
shows would prevent NLA from 
joining in the near future. Any as-
sociation representing an aspect of 
the lawn and landscape industry, 
including the American Society of 
Landscape Architects, could be 
considered, he said. 

"We (ALCA) would be very in-
terested in several associations in 
the industry because of the diver-
sity of our members, said Debra 
Atkins, execut ive director of 
ALCA. 

Atkins did not dismiss the possi-
bility that AAN would at some point 
consider joining the show. "Who 
knows what the future will hold?" 

she said. "They made a dramatic 
change to coordinating its show 
with various regional trade shows...1 
think all associations really have 
their eyes open now and are aware 
of the need for looking at4 what if?' 
What would be best for the industry 
they represent. So I think we'll see 
more and more changes that will be 
positive." 

McClure pointed out that adding 
partners would take judicious plan-
ning since GIE is incorporated. "It's 
set up so that the three sponsoring 
organizations are shareholders. 
'Therefore, if such a time comes 
that we involved other organiza-
tions as shareholders, we would 
have to revise the whole legal en-
tity," she said. "It certainly could be 
done but it wouldn't be done frivo-
lously . If you' re going to go through 
all those gyrations, you want to be 
sure it's a match made in heaven." 

HERE AND NOW. The board's 
current focus is on attracting addi-
tional vendors and attendees to fu-
ture shows. 

An Industry Advisory Council 
will be formed in the next few 
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months, made up of 12 to 15 com-
panies covering a broad spectrum 
of the green industry. The compa-
nies, selected from those exhibiting 
at the GIE, will serve as a sounding 
board on matters vital to growing 
the show, such as tailoring hours to 
maximize attendance. Under con-
sideration is eliminating the Sneak 
Preview, which was introduced last 
year, moving the keynote address 
and reception to Tuesday and hold-
ing a full day of educational ses-
sions on Monday. The board is also 
debating eliminating service work-
shops. 

Other efforts include boosting 
advertising and promotion in key 
markets, such as irrigation (the num-
ber of irrigation exhibitors is up this 
year) and nursery. ALCA has be-
gun contacting regional associa-
tions in areas of future shows, such 
as St. Louis and Fort Worth, Texas, 
to solicit aid in targeting prospec-
tive attendees. 

Board members also plan to talk 
to attendees and exhibitors in Balti-
more to discern what draws them to 
GIE and what improvements they 
saw for future shows. 

All in all, board and association 
members are fairly pleased with 
GIE's progress. 

"I think we're doing a great ser-
vice to the industry. Attendees are 
increasingly diver-sified...Instead of 
two or three national shows, they 
can go to one and get a real taste of 
what's in the market," Andrews 
said. 

"I think locations for shows are 
wisely chosen. They're moving it 
around the country, kind of expos-
ing GIE to a wider audience. I sense 
that the exhibitors are happy and 
the fact that we're sold out this year 
says that is correct. A lot of shows 
around the country right now are 
not doing very well. They're hav-
ing a fairly difficult time drawing 
exhibitors." 

FUTURE GROWTH. Everyone 
agrees the GIE show will grow. At 
what rate is the key question. 

"I think it's going to grow gradu-
ally " Andrews said. "I think we 
need to just keep our eye on the ball 
and keep growing a little bit each 
year, diversifying exhibitors each 
year, drawing a crowd. But to say 

the show will double in size or 
grow half again in five years, I think 
that's a pipe dream. Right now, 
we're obviously in a position ex-
hibitors are comfortable with. I think 
for the most part, the three associa-
tions are fairly comfortable." 

Andrews believes that rapid 
growth could be detrimental. 

"I'm not sure we'd be able to 
control it, maintain the quality of it. 
Or we would end up finding our-
selves losing respect from people 
who attend simply because we're 
trying to do too many things. 
You've also got the challenge that 
there are a lot of very good regional 
shows around the country. If you' re 
going to radically grow, you're 
going to have to take that from 
someone else and I don't see that 
happening. We just need to con-
tinue on the way we're going." 

A lot of factors play into the 
scheme for future planning, accord-
ing to McClure. "Where the show 
is right now was in part influenced 
by the economy in the United States 
the last two years. It also has to do 
with the condition of industries rep-
resented at the show. So where those 

industries are has great influence 
on where the show will go. 

"It's going to grow. There's no 
doubt. You can see that beginning 
to happen now that the economy is 
strengthening. We sold out what 
we've got. We need an even bigger 
convention hall next time. I antici-
pate that we will he at 60,(X)0 net 
square feet (of exhibit space) next 
year." 

Gillan and Earl Wells, a PGMS 
member, anticipate the show will 
sell 72,000 square feet of floor 
space in five years. "I think with 
slow, steady growth we can achieve 
that," Gillan said. 

Where will the show be in five 
years overall? "You'll see it grow-
ing bigger every year," Glover said. 
"That's the whole goal of the show 
— that's what GIE is all about. So 
in five years, it will be bigger. We' re 
looking at expanding floor space 
in St. Louis to more than what we 
sold in Baltimore. That is our hope 
and plan." • 

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

Extra Mile 
BEYOND MONEY 

Lawn and landscape 
maintenance firms are proving that 
employee recognition program — 

not just money — encourage 
overachievement and ultimately 

greater profits. 

By Julie A. Evans 

INCREASINGLY, COMPANIES 
are learning the direct correlation 
between employee recognition for 
a job well done and a fattened bot-
tom line. But keeping employees 
motivated and prepared to go the 
extra mile for a company can be a 
challenge. Employees need to know 
that their extra efforts have been 
recognized by both peers and man-
agement. 

Despite the increased productiv-
ity, improved morale and other ben-
efits that accrue from rewarding 
outstanding employees, some com-
panies still don't officially recog-
nize those who achieve, said Paul 
Skorupa, a lawn maintenance con-
sultant and owner of The Precision 
Group, Exeter, R.I. 

"What you'll find at most com-
panies is that there's no real con-
crete system in place," Skorupa said. 
"It's usually at the whim of the 
owner or manager." 

For those companies that do rec-
ognize good work, Skorupa urged 
caution, especially when measur-
ing achievements based upon sales 
or production goals alone. 

"Just because an employee is 
bringing in a lot of money doesn't 
mean he's good at customer ser-
vice," Skorupa said. "Customer 
service can make or break a com-
pany today, but it's difficult to 
gauge. Now sales goals—that's an 
easy one to measure. But there are 
pitfalls to using sales goals as an 
incentive or recognition. The indi-
vidual making the sale may build 
up unrealistic expectations with the 
customer just to get the sale." 

For the most fair approach, Sko-
rupa advocated a system of em-
ployee recognition that strikes a 

balance between sales, production 
and customer service. "If I were de-
veloping a compensation system, 
those are the criteria I would use," 
he said. 

Some companies, such as Lawn 
Care Specialists in La Crosse, Wis., 
supplement awards for meeting 
sales and production quotas — in 
this instance, $100 for every 100 
sales — with a less tangible recog-
nition strategy: seeking employee 
input for management decisions. 
Lawn Care Specialists President Joe 
Bilskemper established an em-
ployee council who's task is to ad-
vise him on policy matters and 
management practices. To date, the 
council has helped rewrite the com-
pany manual, establish company 
rules and devise company outings. 

"They're very protective of their 
council and who they let sit on it," 
Bilskemper said. "We want to have 
people on the council who have 
been with us a long time." 

Lawn & Landscape Mainte-
nance magazine queried several 

other lawn care and landscape main-
tenance and construction firms to 
learn how companies recognize 
their over-achieving employees. Al-
though executives at a few compa-
nies acknowledged that they did 
not have a formal program in place, 
the majority use some type of 
awards recognition and other in-
centives to keep workers motivated. 

CAGWIN & DORWARD. Within 
the past three years, Cagwin & 
Dorward Landscape Contractors, a 
landscape maintenance and con-
struction firm in Novato, Calif., has 
stepped up its efforts in employee 
recognition and has noticed greater 
enthusiasm in the workplace, 
according to CEO and co-owner 
Wayne Richards. 

"Maybe in the past we had a 
tendency to take things for granted," 
Richards said. "We like to recog-
nize employees for a number of 
things — for receiving positive 
comments from customers, for posi-
tive communications, for doing 

quality work. It's all part of our 
total quality program." 

According to Richards, peer 
approval for a job well done is 
perhaps the most important ele-
ment of Cagwin & Dorward's ap-
proach to employee recognition. 

"We promote individual daily 
recognition," he said. "We be-
lieve people want to do a good 
job, and I think all of us want to 
know how we' re doing. You don' t 
have to have a lot of meetings to 
tell people they're doing good 
work. Often it's a team member 
saying 'thanks for helping me out' 
that encourages people most." 

To reinforce the peer approval 
approach, the company recognizes 
its outstanding employees each 
year through an employee-nomi-
nated awards program. Criteria 
upon which employees are asked 
to evaluate other employees in-
cludes special efforts in customer 
satisfaction, outstanding perfor-
mance in training programs, set-
ting a positive example for other 
employees and idea sharing. 

Richards said employees seem 
to find the awards program more 
meaningful when their peers make 
the nominations. "It's great to see 
that reward being handed out be-
cause the whole team is cheering 
for the individual who won," he 
explained. 

Sales representatives are rec-
ognized for their achievements on 
a monthly basis and receive in-
centive bonuses and certificates. 
Sales success is easily measured 
by the number of written propos-
als, amount of sales and number 
of renewals among other things, 
Richards said. 
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LAWNMARK. Lawnmark, a 
lawn care firm headquartered 
in Hudson, Ohio, has 
adopted a two-tier approach 
to employee recognition. 
On the first level, each of 
the c o m p a n y ' s seven 
branch managers receives 
an annual budget of ap-
proximately $2,000 to use 
for individual or group recog-
nition programs or for motiva-
tional purposes. Typical uses in-
clude cash gifts, gift certificates and 
movie and football tickets. 

The company also awards prizes 
to sales and production staff who 
meet certain quotas established in 
advance by the company. These 
incentives range from coolers and 
canvas gym bags from L.L. Bean; 
to the top prize, a trip for two to the 
Rose Bowl at Pasadena. 
In between are 
a number of 
attractive in-
centives, in-
cluding a trip 
for four to Las 
Vegas, a week-
end getaway at the 
Marriott and a trip 
to Disneyland. 

According to Vice 
President Terry Prem, em-
ployees receive their awards as 
they reach each quota. That adds to 
the program's appeal, he said. 
Progress reports are posted weekly 
in the operations office, and incen-
tives are always posted so employ-
ees know at all times which award 
they aim for next. 

To devise a more equitable sys-
tem, the company recently added a 
program to recognize office staff 
for their accounts receivables. The 
branch with the lowest percent of 
accounts receivable receives a prize 
at month end; and the branch with 
the best record at year end earns a 
weekend getaway. 

According to Prem, the recogni-
tion program definitely helps boost 
productivity and employee morale. 
"It's definitely a big plus for the 
company," he said. "At year end, 
they work harder as they get closer 

to certain 
incentives." 

Employee recognition programs 
for branch managers are based on 
overachievement in three areas: 
exceeding profit expectations, con-
trolling costs and getting the work 
done. The company also selects 
overachievers to participate in its 
employee stock program. 

Prem added that the company 
also provides non-materialistic in-
centives. Individuals who reach 
their quotas receive a letter from the 

corporate of-
fice, for example. 

ENVIRONMENTAL CARE. Incen 
tive programs at Environmental 
Care Industries, headquartered in 
Calabasas, Calif., "encourage man-
agers to focus on areas that lead to 
success in business," said Pam Stark, 
corporate vice president. 

ECI uses several strategies to rec-
ognize employees who excel. 

For starters, the company allots a 
dol lar pool to each of the company' s 
20 branches. Individual branches 
then design theirown incentive pro-
grams based upon quality of work. 

efficiency, safety and customer ser-
vice, Stark said. The programs are 
for all employees and are awarded 
by crew. 
In addition, branches compete for 

the coveted President's Award, pre-
sented at year end. Each branch is 
evaluated on criteria for success set 
by President Bruce Wilson. Those 
include quality of work, employee 
development, efficiency, equipment 
sales growth, profitability and re-
ceivables. Each branch scores points 
based upon its performance in rela-
tion to other branches. The branch 
with the highest points at year end 

receives the award. 
According to Stark, the suc-

cess of awards programs are dif-
ficult to measure, but the strat-
egy appears to work well for 
the company. "I guess because 
our business has been fairly 
successful over the years — 
yes, you could say they're ef-

fective," Stark said. 

NORTHWEST LANDSCAPE IND. 
When Northwest Landscape Indus-
tries, Tigard, Ore., wants to do some-
thing special for its over-achieving 
employees, it just might dig into its 
"motivation budget" and dole out a 
weekend at the beach or a white 
water rafting expedition, said Brandt 
Vroman, branch manager. 

According to Vroman, recogni-
tion for quality work goes a long 
way in encouraging employee con-
tributions to the company. "I don't 
want to sound cliche, but employees 
are our biggest asset and we want to 
take care of our best asset any way 
we can," he said. 

The company uses an array of 
incentive and recognition strategies. 
One ongoing initiative is the Break-
fast of Champions program. Every 
month, management selects one 
employee from each of four areas of 
the company to have breakfast with 
a partner. They meet and discuss 
strategies for improving company 
relations, productivity and other as-
pects of their jobs. 

Northwest Landscape Industries 
also selects an employee of the 

(continued on page 36) 
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WHO ARE THE 
PEAK PERFORMERS? 

Garfield offers the fol-
lowing checklist of quali-
ties shared by peak perfor-
mers, and recommends 
keeping them in mind at hir-
ing time. 
• A sense of mission 
• Ability to plan strategi-

cally, both for their own 
careers and for projects 

• Courage to take risks in the pur-
suit of excellence 

• High self-confidence and self-
worth 

• Need for responsibility 
and control 
• Ownership of their own 
good ideas 

• Ability to prepare mentally 
for key situations 

• Good time-management 
skills 
• Ability to learn from 

past mistakes 
• Faith in their own creativity, 
even when other people don't 
understand their contributions 

• Positive work environment, even 

ACCORDING TO Charles Gar-
field. Ph.D. author of Peak Per-
formers: The New Heroes of 
American Business, most people are 
average, not because they choose to 
be, but because they're never 
offered the chance to be otherwise. 
Garfield also contends that most 
companies don't invest enough time 
seeking peak performers, which he 
defines as those people dedicated to 
improving how their companies do 
business, regardless of job title or 
responsibilities. 

Going the Extra Mile 
(continuedfrom page 33) 

month, who receives $25 and gets 
his or her name on a company 
plaque. On a quarterly basis, the 
company awards $150 to an out-
standing crew leader. 

Other successful motivators in-
clude: silver dollars foreach year an 
employee works at the company; 
watches for five- or 10-year anni-
versaries; a Northwest Landscape 
Industries jacket for 10-year anni-
versaries; a Wall of Fame, where 
letters from satisfied customers are 

posted; a Christmas party where 
individual accomplishments are 
highlighted; and for longer-term 
benefits, a 40IK investment pro-
gram. 

Another motivating force for 
employees, Vroman said, is that 
requirements for job promotion are 

if they have to make it this way 
themselves 

• Concern for other people, allow-
ing them to work well with them 

• Decisiveness in the face of op-
portunity 

• Foresight to anticipate difficul-
ties and opportunities 

• Need to check on themselves 
frequently to see whether they're 
on course 

• A thirst for new knowledge and 
experiences 

Source: Personnel Journal 

well mapped out. 'That ' s an incen-
tive for a lot of employees, that they 
can see how to get from point A to 
point B," he said. • 

The author is a Contributing Edi-
tor to Lawn & Landscape Mainte-
nance magazine. 

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. 

Small ad. 
Big software value. 

S 
d 3 

CompuScapes is the proven 
value leader in lawn and land-
scape management software. 
Comprehensive and easy to learn, 
CompuScapes software provides 
powerful profit-building benefits. 

• Job Costing 
• Routing & Scheduling 
• Estimates & Workorders 
• Complete Accounting 

CompuScapes 
2653 Gravitt Rd 

Duluth, GA 30136 
(404) 447-5858 
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PART 1 

The 
Plain Facts 

The risks and benefits of pesticides have been 
well researched, providing both applicators and the 

general public responses to their queries. 
By David Shetlar 

Ed. Note: Education, without question, is the number one issue surrounding the proper 
application of specialty pesticides. Onerous legislation at the federal, state and local levels; 
licensing and certification considerations; dealing with unscrupulous media reports; and 
answering homeowner questions in an intelligent yet understandable level are all legiti-
mate concerns. These areas can and should be addressed through education. 

Although these matters are addressed monthly on the pages 0/Lawn & Landscape 
Maintenance, we're making the commitment to take it one step further. Beginning with 
this issue, we will offer a monthly column on Vsing Pesticides in the Urban Environment 
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This series will address vital issues integral to the 
success of lawn and landscape professionals. From both a 
business and technical perspective, these dual-educa-
tional articles will provide an in-depth look at issues 
shaping the environment and the green industry, as well 
as provide critical perspective to the relationship between 
lawn service companies and their customers. 

This month, David Shetlar discusses the impor-
tance of effectively communicating the benefits of spe-
cialty pesticides to customers, peers and legislators 
through logic and available scientific data. 

TRYING TO DISCUSS the benefits of using spe-
cialty pesticides will never be acceptable to a very ac-
tive, highly vocal segment of our society. So, in es-
sence, we must understand that this group has ac-
cepted the "belief that "all pesticides are bad." 

Nothing can be said to change this notion. Try-
ing to change this particular belief will place you in 
the same position as trying to convince a born-again 
Christian that there is no Christ or a pro-life advo-
cate that abortion should be a free choice. 

Fortunately, as with 

Human 
Poisonings 

Cause Number % 
1. Analgesics 143,450 10.5 

2. Cleaning Agents 137,240 10.0 

3. Cosmetics 110,240 8.1 

4. Plants 93,975 6.9 

5. Cough/Cold Medicines 58,170 5.6 

6. Pesticides 76,566 4.2 

7. Hydrocarbons 52,454 3.8 

8. Topical Medicines 49,630 3.6 

9. Bites/Stings 47,829 3.5 

10. Foreign Bodies 47,374 3.5 

religious fundamentalists, 
the highly active, anti-pes-
ticide group is small in 
comparison to the gen-
eral population. Industry 
surveys indicate that only 
10 percent to 20 percent 
of our citizens have any 
real concern about pesti-
cides or toxins. On the 
other end of the scale, an 
alarming 10 percent to 20 
percent have absolutely 
no interest in environ-
mental or health issues. 

The vast majority of 
our clients, however, 
have some interest in en-
vironmental issues and, 
more importantly, are still 
willing to listen to and 

discuss the information we provide. This is the seg-
ment of our industry with whom we must be thor-
oughly ready to discuss the issues and provide factu-
ally correct, scientifically researched information. 

NO, NOs. There are statements which must be 
avoided at all costs. Do not say that applications or 

Source: The American Association of Poison Control Centers. 1988 

programs are "perfectly safe." Even if organic mate-
rials are being used. In essence, legally, nothing is 
completely safe. Learn to avoid the word safe. 

Don't say that the pesticides being applied to a 
landscape are "EPA-approved." The U.S. Environ-
mental Protection Agency does not approve pesti-
cides; it evaluates, registers and regulates pesti-
cides. The evaluation and registration process sets 
up legal restrictions on how the chemicals can be 
used. This is stated in the form of a pesticide label. 
Avoid making any references that EPA-registration 
means pesticides pose no "risk," are safe to use or 
have been proven effective. 

Avoid charged words when discussing environ-
mental issues. Extremists on either side of an issue 
may attempt to use emotion-packed words to make 
their point. Words and phrases like organic vs. 
chemical, natural vs. synthetic, carcinogen, risk, 
toxic and biological are all emotional words. 

In addition to carefully weighing product claims, 
don't assert that environmental activists are kooks, 
nuts or mentally unstable. Most are well-educated 
and believe that environmental issues are more 
"black and white," rather than "shades of gray." 
When claiming that environmental activists are 
wrong, you end up on the other side of the black and 
white dilemma. 

If customers, potential customers or local politi-
cians express concerns about lawn and landscape 
maintenance programs, ask them if they are willing 
to discuss their concerns. Are they interested in 
evaluating verifiable, scientifically researched in-
formation? When discussing their concerns and is-
sues, try to work on a one-to-one basis rather than in 
front of a highly vocal crowd. 

RISKS AND BENEFITS. Two major issues worth 
some study time are risks and benefits. Risk is one 
of the most difficult issues to understand because it 
generally involves mathematical models (environ-
mental and risk assessment models), statistics and 
estimates. 

Though the use of mathematics should be pre 
cise, developing models and making estimates can 
appear to be imprecise. One person may think that 
setting a risk estimate at one in a million seems low, 
while another person may feel it is unacceptably 
high. Some people want absolutely no risk. 

Another problem with risk statistics is that the 
numbers are extremely small. Changes in small 
numbers can result in dramatic, and often false, con-
clusions. Let's assume that last year 10 people died 
from pesticide exposure, and this year 20 people 
died. The newspaper headlines will read: "Twice as 
Many Deaths Due to Pesticides," "100 percent More 
Deaths Occurred This Year" or "Pesticide Deaths 
Double." 

38 NOVEMBER 1993 • I AWN & IANDSCAPE MAINTENANCE 



EXPOSURE. What 
are the causes of hu-
man cancer? One of the 
best studies on this 
topic was commis-
sioned by the Congres-
sional Office of Tech-
nology Assessment 
published in 1981 in 
the Journal of the Na-
tional Cancer Institute. 
Obviously, the institute 

When working on a landscape, it's imperative 
that the technician be able to rationally dis-
cuss the use of the pesticide in relation to the 
material on which it's being applied. 

The reality is that 10 out of 300,000,000 (0.00003 
percent) compared to 20 out of 300,000,000 (0.00006 
percent) is a small enough probability that the 
change in deaths could be by chance alone, not 
some sinister puzzle. 

Let's look at the actual risks of using pesticides. 
In 1988, the American Association of Poison Control 
Centers reported that they were contacted 1,368,748 
times for information on all kinds of pesticide expo-
sure. Of these contacts, 545 cases resulted in deaths 
(0.033 percent). Of those 545,14 deaths (0.001 per-
cent of the total reported contacts and 2.5 percent of 
the deaths) were due to pesticide exposure. 

Worth mentioning is that the APCC stated that 
almost 80 percent of the pesticide deaths were due 
to deliberate suicide attempts, not accidental expo-
sure. Certain extremists lead the public to believe 
that tens of thousands of Americans are dying of 
pesticide exposure each year. The statistics simply 
do not support this premise. 

To provide a comparison, Men's Health magazine 
(April 1992) published a report on the number of 
deaths caused by animals in the United States in 
1989. The article estimated that about 200 deaths are 
caused by human/animal interactions each year. In-
terestingly, the number of deaths from dog attacks 
equals the number of deaths from pesticide expo-
sure reported in 1988 by APCC. 

If one were to draw unfounded conclusions from 
this report then dogs, bees and deer should be elimi-
nated before worrying about banning pesticides. 
That's extreme, but we can conclude that the risk of 
dying because of a deer crash or bee sting is much 
greater than dying from pesticide exposure. 

But death isn't the only anxiety where pesticides 
are concerned. Many feel that the risks associated 
with pesticides are directly related to various side ef-
fects or illnesses such as cancer. While it is true that 
certain chemicals, disease organisms and radiation 
exposure can be labeled as cancer-causing (carcino-
genic), there are, again, too many shades of gray to 
make a blanket statement. 

In fact, the vast majority of carcinogens are not 
acute carcinogens - causing cancer from a single ex-
posure. Chronic exposures to chemicals and dis-
eases are generally required before damage occurs -
usually at a level where the body does not have time 
to detoxify the residues or repair damaged cells. 

Bruce Ames (in his much publicized report, 
"Much Ado About Nothing") was trying to make this 
point when he said there are more naturally occur-
ring carcinogenic materials in our foods than man-
made carcinogens. Our bodies are able to detoxify 
these substances or repair the damage before the 
next exposure occurs. 

Tobacco smoking is a good example. The nico-
tine and tar taken in 
from smoking a sin-gle 
cigarette will deto-xify 
or be eliminated, allow-
ing tissue damage to 
repair rapidly. Constant 
smoking, however, 
does not allow the body 
to recover, and cancer, 
as a risk, is significantly 
increased. 
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considered that tobacco and diet (not pesticide in 
the diet, but low fiber/high fat diets, etc.) accounted 
for 65 percent of cancers. Reproductive and sexual 
behaviors and disease infections are next on the list 
Pollution and food additives were at the bottom of 
the list 

What are the risks of being exposed to landscape 
chemicals or having them end up in our water sup-
ply? Again, this is a simple question, but making 
sense of the scientific data can be a real headache. 

First, chemical odor is not a measure of chemical 
exposure. Our noses can often pick up traces of 
chemicals which are below our chemical analytical 
techniques. Likewise, our noses cannot measure the 
amount of pesticide present. Noses can simply sense 
presence or absence. Odors can cause strange re-
sponses. Some people will react with alarm and get 
nauseous while others don't notice anything un-
usual. Still others may be pleased or even aroused 
by the odor. 

Secondly, chemical residue analysis is not the 
same as human exposure. Many studies which have 
attempted to measure the chemical residues on turf 
and/or ornamental plants after an application have 
not separated the dislodgeable vs. non-dislodgeable 
residues. Most residue analysis studies take a 
sample of the plant and chemically strip or extract 
the material being tested. 

Drs. Hurto and Yeary reported in 1993 ("Interna-
tional Turfgrass Society Research Journal") a sum-
mary of the studies of human exposure due to appli-
cation of turfgrass pesticides, as well as potential ex-
posure to humans after an application has been 
made. In summary, they indicated that if the applica-
tion is allowed to dry, the potential exposure is less 
than 1 percent of the material applied. 

Studies where a cloth or other material is rubbed 
on the turf surface generally resulted in even lower 
dislodgeable residues. Applicators of landscape pesti-
cides obviously are exposed to much higher amounts 
of pesticide residues, but almost all studies have 
shown that their exposures are below health stan-
dard limits. 

Studies initiated by Dr. Niemczyk at The Ohio 
State University in 1985 have indicated that the nine 

(continued on page 44) 

P R O B L E M : 
FINDING EFFICIENT, DEPENDABLE 

COMMERCIAL MOWING 
EQUIPMENT AT A REASONABLE PRICE. 

SOLUTION: Dixie Chopper zero-turning 
radius mowers. "I'm gradually replacing my entire 
mowing fleet with Dixie Choppers. My crews 
maintain more than 700 acres of parks and 
playgrounds and the Dixie Choppers are the most 
durable mowers I've ever used," explains Ken 
Messerschmidt, senior foreman for the city of 
Detroit's recreation department. 

n t x f t r n u n n n r n 
UiAiim isiMui t L I E 

(800) 233-7596 
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TRUCK A SKID SPRAYERS 

INCLUOES 
50 0ALL0NTANK ALUMINUM FRAME ALL 12V 4 5 OPM PUMP S/,_ 25 V8 HOSE A . . t S 
POLY SPRAY OUN AVAlLARl C $499 00 C 

TIM 9MAJ*O> MN 

Etrthway 
SOt Hopptf 
PnaumaK T1I9J 
2200APP 
$149 95 

P R U N E R 

High Quality 
Repiaceabl« Blade 
lilellma Warranty 

$16 00 

C22) 
Truck Kit 
Soaks Up 10 
30 Gaiwons 
Yallow Nylon Bag 

$69 9S 600 PSI HOSE 
300 or 400 

s/rpvc$i<»m 
1/2* PVC S S3/n. 
3/TPVCI 4«m. 

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

4 Gal 70 PSi 

$69 95 

PROFESSIONAL TREE 
& TURF EQUIPMENT 

6945 Indiana Court, #400 • Golden, Colorado 80403 

303-422-7608 800-237-7785 
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We're committed to you from the ground up. 

United 
Hor t icu l tu ra l Supp ly 

The name and the organization 
are new — United Horticultural Supply — 
designed specifically to serve golf 
course superintendents, landscape and 
lawn care professionals in addition to 
the nursery and greenhouse industry. 

United Horticultural Supply provides 
a broadbased line of premium quality, 
environmentally sound products. 

Our professional turf product line 
includes fertilizers, chemicals and 
seed. Many of these items will be mar-
keted by United Horticultural Supply 
under the TURFGO™ brand name. 

GROWER'S CHOICE™ will be the 
brand label for many of our nursery, 
greenhouse and non-turf specialty 
market products. 

Each geographic division of United 
Horticultural Supply is backed by the 
United Agri Products company and is 

part of a strategically designed system 
of warehouses, inventory and transpor-
tation networks. 

These divisions are designed to 
provide you with unparalleled service 
by being tailored to meet local needs 
while at the same time uniting 
together on national concerns. 

If United Horticultural Supply is the 
type of company you are interested in 
doing business with, call (800) UHS-6417 
for information on the representatives 
in your area. 

WW 
United 

Horticultural Supply 
Working To Enhance Our World 

USE READER SERVICE #46 



Particle distribution pattern for typical blended product. 

For maximum 
you need the finest pa 

SCOTTSs fertilizer-based pendimethalin products are the 
most widely used preemergent combinations. And for 
three very fine reasons. 
^ H h e particles are smaller and more consistently 
sized than typical competitive physical blends, reduc-
ing segregation potential while providing up to 8 times the 
coverage per square inch. That better coverage means 

fewer application breaks with more effective control of 
grassy and broadleaf weeds. Field tests show that 
poorly formulated combination products may sacrifice 
preemergent weed control by up to 15% or more. 
^ ^ No other preemergent herbicide can match pendi-
methalin's combination of broad spectrum weed control, 
control effectiveness and season-long performance. 

Preemergent Control Comparison 
Crabgrass Goosegrass Foxtail Poa Annua Oxalis Spurge Henbit Chickweed 

pendimethalin H H H M H M H H 
prodiamine (Barricade)* H M H M M M M M 
dithiopyr (Dimension)* H M H M H M M M 
H- High M - Medium (Based on Scons/university data) * Barricade and Dimension are trademarks of Sandoz Umited and Monsanto Company respectively. 



Particle distribution pattern for Scoirs^methylene urea 
fertilizer/pendimethalin product. 

weed control, 
tides money can 

Season-long crabgrass control is just one consider-
ation, and pendimethalin answers it. But pendimethalin 
also outperforms other preemergent herbicides on 
tough-to-control weeds like goosegrass and oxalis. 
^ ^ N o w SCOTTS fertilizer-based pendimethalin line 
also features Poly-S. technology, the most efficient and 
cost-effective turf fertilizer ever developed. This exclu-
sive technology offers programmed, flexible release 
rates and more predictable response. If s virtually dust-
free. And if s available only from SCOTTS. 

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

For more information, contact your SCOTT Tech Rep 
today. Or call 1-800-543-0006. 

USE READER 

buy. 

Pendimethalin Plus Fertilizer 
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(continued from page 40) 

commonly used insecticides applied to turf are al-
most entirely bound to the turf canopy and thatch. In 
fact, 95 percent to 99 percent of all the residues de-
tectable are usually found in the thatch of turf. 

The other interesting fact from these reports is 
that turf thatch and the top layer of soil under turf is 
extremely biologically active. Though environmen-
tal activists want the public to believe that turf is a 
green desert, scientific evidence suggests otherwise. 

Millions of microbes and thousands of small ani-
mals live in a square foot of turf and the soil below. 
Some of these microbes are able to break down com-
plex molecules remaining from the tissues of plants. 
These same kinds of microbes are also capable of 
breaking down other chemicals found in organic 
composts, synthetic fertilizers and pesticides. 

In fact, many pesticides tend to loose effective-
ness when applied regularly to the turf environment 
This is not because the target pest has developed re-

sistance, but because the local microbes have 
"learned how to eat" the pesticide. This supports the 
idea that thick, healthy turf is an excellent biological 
filter for pollutants. 

Studies by numerous agronomists (e.g., 
Watschke, Hamilton and Harrison at Penn State; 
Petrovic at Cornell; Gold and Sullivan at Rhode Is-
land) have indicated that turf generally uses the fer-
tilizer which is applied, rarely allowing any nitrate or 
nitrite to reach the groundwater table. Their studies 
also suggest that slow-release fertilizers post little 
problem while late season, dormant applications fol-
lowed with excessive irrigation can move nitrogen 
through the turf canopy and root zone. These prob-
lems can be easily addressed through proper pro-
gramming and applications. 

Obviously, the preceding is only a short sum-
mary of problems and benefits associated with using 
specialty pesticides and fertilizers in the landscape. 
Each landscape manager must take the time to ob-
tain all the research-based information available and 
be willing to discuss them with employees and con-
cerned customers. • 

The author is a professor in the department of entomol-
ogy, The Ohio State University, Columbus. 

GROTECH SPREADERS 

'THE SPREADER YOU'VE BEEN WAITING FOR" 
TAILGATE SPREADER - Features 

Thermoplastic NO-RUST hopper with stainless 
steel throat liner. 
Weather resistant powder coated steel frame. 
Optional hinged SWING AWAY mounting kit allows 
lull skid loading of salt bags. 
600 lb. capacity of «1 rock salt or equivalent 
material. 
LOW PROFILE hopper provides unobstructed 
rear view. 

• 12 volt DC hi-torque totally enclosed motor 
mounted inside a sealed housing within the 
hopper for maximum protection from the 
elements. 

• In-cab electronic speed control with built in over 
current protection. 

• Internal auger for continuous and even flow. 
• Easy on/Easy oft mounting. 
• Fully guarded spinner. PATENT PENDING 

GROTEC CO., 27400 JOHN R, MADISON HEIGHTS, Ml 48071 • 1-800-SALTERS 
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LOADING 
RAMPS 

For a FREE 
Full Line 

Brochure of the 
Finest, Most 
Economical 
Ramps 

and Accessories, 
write or call: 

GERED MARKETING 
Producers of 

LOAD-EZE Products 
2200 42nd Street North 

Wisconsin Rapids, Wl 54494 
(715)424-4434 

Ask for Don (Snook) Stoflet s 

USE READER SERVICE #68 
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SNAPPER'S PRO HYDRO WITH ACCUTSAd 

CONTROL SYSTEM 

• « ~ i X . 

DOMINATE TIME 
• Snapper's Pro Hydro will 

dramatically reduce the amount of 
time it takes to mow any job. 

• Zero turn reduces cleanup passes. 
• Move in and out of tightly 

landscaped areas quicker and 
easier with instant reverse. 

DOMINATE THE TURF 
• Snapper's exclusive AC CUT R AC™ 

control system adjusts on-the-go 
to keep you running true, even on 
slopes. No tools. No stopping. 

• Add NINJA® mulching blades to 
eliminate raking and bagging. 

• NINJAs\s so effective, it makes a 
sustained mulching program 
possible, while maintaining the 
manicured look customers demand. 

DOMINATE FATIGUE 
• Snapper's Pro Hydro is so easy to 

handle^that the fatigue factor is 
dramatically reduced. You will get 
more afternoon productivity. 

SNAPPER • 
I COMMERCIAL I 

SNAPPER McDonough. GA (404) 957-9141 

DOMINATE PROFITS 
• The added investment in the quality 

of a Snapper Pro Hydro is quickly 
made up in increased productivity. 

• Within a month or so, you'll be 
mowing down pure profits. 

• Be sure to ask your local Snapper 
commercial dealer for details about 
your SNAP-LEASE options. 

• There are several plans to choose 
from so you can get the equipment 
you need today. SNAP-LEASE 
preserves your cash and reaps tax 
benefits, l is the way to grow! 
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BUYING HABITS 

New Vs. Used 
The Contractor's Dilemma 
Given the choice of buying new or used 
equipment, contractors concur that, with a few 
exceptions, its best to keep a modern fleet. 

By Bob Gitlin 

WOULD YOU buy a used lawn 
mower? What about other types of 
equipment? 

Faced with those questions, con-
tractors contacted for this report 
agreed that, in general, newer is 
better when it comes to purchasing 
equipment vital to running a suc-
cessful lawn and landscape firm. 
But some said they would consider 
buying certain types of longer-life 
equipment, such as aerators and 
rototillers, from the aftermarket. 

Factors to consider were the av-

Whether 
buying new 

or used 
equipment 

it's 
important 

to keep 
detailed 
mainte-

nance 
records 
tracking 

repairs and 
preventive 

work. 

erage life of the machine in ques-
tion, its durability and how fre-
quently it would be used, as well as 
its track record with the previous 
owner: how often it was used, how 
it was treated and what mainte-
nance problems it incurred. 

For some machines, buying used 
equipment is too risky. 

"I go with the gut feeling of my 
mechanic," said Dan Standley, 
owner of Dan's Landscaping, 
Terrytown, La. "If repairs reach 40 
to 50 percent of the cost of the 

machine, we buy new." 
There are certain kinds of equip-

ment that last longer than others. 
Standley said he is sometimes able 
to keep his Dixie Choppers—large, 
zero-turn-radius riding mowers— 
reconditioned to last up to six years, 
forestalling the cost of $7,000 for 
each new one. But they normally 
last about four years. 

He generally changes out his in-
termediate walk-behinds (34- to 48-
inches) every third year. "Smaller 
mowers (21 -inch) we're changing 

out yearly. They get a lot more 
hand use, they' re maneuvered in a 
lot more obstacles. Operator fa-
tigue kicks in and mistakes and 
bang ups occur." 

All contractors (both large and 
small firms) and manufacturers 
that were contacted said if consid-
ering buying used, it's imperative 
to obtain a maintenance history 
on the equipment. Similarly, it's 
important to maintain a history on 
the equipment you already own, 
so you can anticipate the point of 
diminishing returns next time a 
certain model is used. When you 
have an educated guess as to when 
a mower will no longer be worth 
fixing, you' 11 feel a lot better about 
parting with the funds to buy new. 

"We're into preventive main-
tenance," Standley said. 'That 
saves us money. We do oil changes 
regularly and have upped our lon-
gevity by using Slick 50on all our 
mower engines. We also have hour 
meters on all our machines. Keep-
ing proper records on odometer 
readings on all moving equipment 
helps a lot." 

There's acorollary benefit here. 
If your records show a mower you 
normally get X miles or man-
hours out of is a battered shell of 
its store-bought self20,000 miles 
or 10,000 man-hours short of its 
normal life, you are able to at-
tribute the shortfall to the employ-
ee who runs it. (Here, obviously, 
is why it helps to assign one man 
to one machine.) "Payroll deduc-
tion time," Standley said. 

On an even larger scale are the 
concerns of Rob Zolezzi, co-
owner of the 100-employee, bur-
geoning L&L Landscape Ser-
vices, based in Santa Clara, Calif. 

"We' re fortunately big enough 
to have four full-time mechan-
ics," he said. "Every unit brought 
in is logged into a shop record 
book." 

A pair of gas-powered shears 
probably maxes out at around two 
years, at which point an L&L 
mechanic keeps a close watch on 
it. "That mechanic's going to 

(continued on page 48) 
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EV-N-SPRED™ 
Outlast...Outperform the com] 

R E I 

-N-
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EV-N-SPRED™ Commercial Spreaders have evolved 
as a result of years of rigorous in-field commercial 
use by turf care professionals. 
This experience and our 
own innovative design 
and manufacturing 
improvements have led 
to the production of the 
most durable and finest 
performing line of 
commercial spreaders on 
the market today. You just 
cannot buy a better spreader! 

STANDARD ON ALL 
SPREADERS: 
* Large enclosed gears are 

guaranteed for 2 years. 
* Jumbo rust-proof 

hoppers with 
stainless steel 
agitator. 

H E D 
TM 

•N-SPI 

* Twin stainless 
steel spread pattern 

adjusting plates. 
'Controlled broadcast 
spread pattern that is 

unmatched in the industry. 
•Large, easy rolling 13" 

non-marking pneumatic tires 
with rust-proof poly rims on 

stainless steel axles. 

ADDITIONAL FEATURES 
AVAILABLE: 

'Strong stainless steel frame. 
'Greaseable ballbearings. 

•Side deflector for precision 
controlled broadcast. 

Of course many other quality 
options are available 

MODEL NO. C2400SS with full stainless 
steel frame, 3,000 cu. inch hopper, side 

deflector and standard rain cover. 

REI 

sr-s 
M O D E L NO. C2200APP 
with 1,500 cu. inch hopper 
and rust resistant 
powder-coated 
painted steel 
frame. 

EV-N-SPREDS" 
and you'll see 
why they have 

become the 
choice of most 

turf care 
professionals. 

MODEL NO. 3100 
Over-the-shoulder 
unit with all the 
superior 
broadcast 
features of 
wheeled 
versions. 

-SPREL 

E V - N - S : 

1ED EV-J« V-N-SPREI 
USE READER SERVICE #13 

EarthwayR Products, Inc. • P.O. Box 547 • Bristol, TN 46507 • Phone 1-800-678-0671 
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New Vs. Used 
(continuedfrom page 46) 

check the log when it's brought in 
for repairs. If it's anything major, it 
goes in the scrap pile to be parted 
out and we issue new shears." 

WEAK LINK THEORY. Zolezzi is 
an extremist. He stays away from 
all used or refurbished equipment. 

"We once bought used, large 
ride-on mowers," he explained, 
"only to find they have short life 
spans. The exception is big reel 
gang mowers, of course. With large 
ride-on rotary mowers, you' re lucky 
to get two, three years. Any piece of 
equipment is only as good as its 
weakest part. It's too time-consum-
ing to have crews constantly bring-
ing them in for repairs." 

That's not to say equipment 
won't break or need patching up. 

"No matter how new or 'perfect' 
your stuff is,"Zolezzi said, "you're 
always going to need adjustments, 
repairs and tinkerings. Things break, 
fall off a truck, etc. Many ad-
justments are made in anticipation 
from knowing equipment histories; 

we'll adjust things as soon as we 
buy them sometimes, considering 
our special, hard-use needs." 

L&L hangs onto 21 -inch mow-
ers no longer than five years, abso-
lute tops. Small pieces of equip-
ment —string trimmers, gas shears, 

edgers — usually last two years. 
"We can replace the engines on 

smaller mowers to keep them run-
ning," he said. "We may get about 
six years out of 36- and 48-inch 
mowers." 

Climate imposes limitations. 
"Only eight days last year did we 
not mow," he said. "So my com-
mercial machines mow 30 or 35 
hours a week all year long. That's a 
lot different from someone who 
idles his mowers in winter, which 
could extend his machines' lon-
gevity considerably." 

Also, his labor costs can sky-
rocket with repair and downtime, 
more so than they would for a small 
operator. "We service jobs that are 
80 miles away from the nearest 
shop. We don't want that guy to 
have to drive back two hours be-

cause a machine broke down," 
Zolezzi said. 

Generally, he takes $35,000 at 
the end of every year and buys all 
the small equipment his crews will 
need for the upcoming year. As-
suming the year has been profitable 
(usually it is), that cost is written 
off. L&L keeps a comprehensive 
inventory of new machines in boxes 
at the shop, including every kind of 
equipment L&L regularly uses. 
That's unusual for a lawn and land-
scape maintenance contractor, 
Zolezzi surmised—even a big one. 

But the volume discount is a big 
plus. "I have a dozen weedeaters, a 
dozen gas shears, six oreight Snap-
pers, three or four 36-inch mowers, 
adozenedgers—all sitting in boxes, 
ready to be put together and put out 
into the field as needed." 

What about smaller operators 
who can't afford to buy new equip-
ment so often or in such volume? 

They'd better try, he said. 
"There is always some guy who 

gets up at a seminar and talks about 
the unit he milked for 20 years. But 
what about the thousands he spent 
on labor and parts? He should see 
that cost better than the big guy, 
come to think of it, because he has 
to go outside for repairs and, if he 
keeps records, must have a whole 
lot of maintenance bills relating to 
each unit, sitting in files in his of-
fice," Zolezzi said. 

SPADES AND MATTOCKS. Actu 
ally, Zolezzi's philosophy is not 
too far afield from that of Rich 
Gaffney, whose two-truck Gaffney 
Landscaping, South Euclid, Ohio, 
has remained profitable largely be-
cause of his decision to avoid down-

It's imperative to obtain a 
maintenance history iff you're con-
sidering buying used equipment. 

The Shaw's Tern 

D U R S B A N * _ 

If your present supplier isn't pre 
foolproof pest and weed contro 

on the SHAW'S TEAM! They 
loaded and ready to BLAST yc 
and insect problems away! 

KNOX FERTILIZER COMPANY, INC. 
P.O. Box 248, Knox, IN 46534 / (219)772-6275 / Fax: (219) 772-587 



WHERE TO FIND USED EQUIPMENT 

THERE ISN'T much of a market or demand for used lawn and landscape 
equipment, according to Dave Kahler, CEO, Ohio Farm and Power 
Equipment Dealers Association, Columbus, Ohio. 

"Companies that provide extended warranty services shy from used 
equipment in the landscape services arena. Those people will buy it, work 
the heck out of it, run it until it falls apart, then buy new," he said. 

"But the parts they try to trade in really get some of our dealers in 
trouble. They're not worth much; the bearings are out, blades are dull. I 
advise my dealers to be careful how much they tie up in a used piece of 
commercial lawn and garden equipment." 

Dealers take in units three to 10 years old, handling them like any other 
piece of used equipment, said Jerry McConaha, president of Superior 
implement Supply Co., Greeneville, Ohio, which distributes Grasshopper 
mowers, among other tools. 

'There is a market for (those units), by individuals mostly. You may 
have a commercial mower with six Grasshoppers in his fleet, then a new 
cat on the block gets started and may indeed pick up that used unit, 
intending to do a lot of his own maintenance. A lot of these guys take 
good care of their machines." 

The best place to go for used equipment is probably from the dealer 
who sells the new products, he said. "You want to buy any used equip-

ment? Go to the dealer of the new. They all carry trade-in inventory. A 
lot of cemeteries and counties set Grasshoppers up on three-year cycles, 
then trade them back into their dealer." 

Generally speaking, he said, these sales are more suitable to home-
owners, but perhaps a commercial operator might pick one up intending 
to give it light use, or maybe he can tell something about its ruggedness 
that makes it a promising bargain buy. 

You're pretty much on your own; you kick tires, like buying a used 
car. "You have to have faith in the dealer you are buying it from," Mc-
Conaha said. "The dealer is not really interested in selling a piece of junk 
to the guy, because it's the dealer who has to take care of it." 

Bryan Equipment Sales, Cincinnati, distributes Stihl chain saws, 
string trimmers, gas-powered hedge trimmers, leaf blowers (handheld 
and backpack), and some other equipment to lawn and landscape main-
tenance professionals. He said he has seen little interest in used lawn and 
landscape products. 

"Other than with chain saws — and I don't know why — there is no 
interest whatsoever in the used lawn and garden equipment we carry, 
among commercial contractors," said Tom Jones, president. "Commer-
cial use generally beats the snot out of it, making it useless for further 
commercial use." 

time-inducing equipment deterio-
ration by buying new. 

"Once in a while I buy a sledge-
hammer, mattock or spade at a ga-
rage sale. (One of my guys drags 

me to them because he collects old 
albums.) A good new spade is $ 100; 
I found one for a few bucks that was 
ancient but built to last, long and 
narrow, steel to the top. Once a 

homeowner approached me on a 
job to sell me a beautiful lawn roller 
he'd used once — a steal at $15. 
Those kinds of things are still rug-
ged. That's usually not the case 

with used engine-driven ma-
chines," Gaffney said. 

Used commercial equipment, in 
particular, tends to be "whupped," 
he explained, and a dumb invest-

has 'em under FIRE! 
I 

/iding you with a 
formula, call 

re fully 



ment for another commercial op-
erator, generally speaking. 

But he's found a market where 
occasionally he'll find a good buy 
in used equipment. "On the other 
hand, you can pick up things from 
homeowners that you can use. 
Recently I found a Lawn-Boy at a 
garage sale. I can tell by grabbing 
the crankshaft that's hooked to the 
blade how beat it is. So here's a 
solid wear-and-tear item I can in-
spect. I spin the engine over. If 
there's no compression, forget it. 
But if it's got lots of compression, 
$50 or $ 100 could be a great deal," 
he said. 

Rather than look for used, 
Gaffney's strategy is to try to buy 
new, low-priced small mowers and 
run them into the ground. 

It works for him. 
' T h e cost of repairs is incredible 

today," he said. "I just spent $ 160 
'fixing' a blower. It didn't work 
right. Neitherdidthe 'tune-up.' Got 
a new carburetor put in. It's a joke; 
I haven't gotten 10 straight minutes 
of use out of it. That was a mistake. 
Except for a few instances of heavier 
stuff built to last — like rototillers 

and aerators—buy new stuff. For-
get it with walk-behind mowers. 
They get all bent up and hammered. 
A new one is $2,500 or $3,000. 
You can find them in the paper for 
$600, but they're shot." 

Sometimes you get lucky. Gaff-
ney has gotten more reliable pro-
ductivity out of a beater Datsun 
pickup he got for $300 than out of 

the $ 12,000 new Ford Ranger he'd 
bought just before. "But as far as a 
walk-behind or other type of crew 
equipment that depreciates a lot, I 
won't look at anybody's junk at 
half the price of a new one," he said. 

It's an issue that relates to cus-
tomer confidence in the contractor's 
dependability and performance. 
"They can tell if you're running a 

Individual contractor preference 
often accounts for the decision to 
purchase new or used equip-
ment. Photo: Ryan 

junk mower. I don't run a truck full 
of junk for the same reason I don't 
have my guys spitting or flipping 
cigarette butts all over the place. 
Image is important." 

A competing, and much larger, 
local lawn and landscape mainte-
nance company puts annual ads in 
the paper to sell off its one-year-old 
mowers, Gaffney said. 

He's not one of their customers. 
"They have huge crews. Lots of 

different guys handle a mower, and 
maybe no single guy learned 
enough to treat it right. Their stuff 
gets hammered. So they're getting 
rid of it before they suffer break-
downs and the related repair costs. 
But with a big walk-behind, once 
that deck is bent a little bit, it's shot 
for further commercial use. It 'sgot 
a ridge on the cut. I can't use it." 

The manufacturers do a good 
job updating equipment; new tech-
nology, at an affordable level, drives 
Gaffney's decision to maintain a 

THE NEW MODEL 60 BRUSH BANDIT... 
A COMPACT, ECONOMICAL CHIPPER THAT CAN TAKE IT 
The Model 60 will "take" 
brush, forked limbs, prunings, 
and palm fronds better than 
any chipper in its size range. 

KEY FEATURES: 
• Powerful, non-plugging, non-

wrapping feed system with a 
12" wide chipper opening 

• 32" x 17" infeed chute 
• 6" diameter capacity 

A RUGGED CHIPPER 
THAT WILL TAKE THE 
POUNDING 
• The Model 60 doesn't "take" 

but rather "puts" money in 
your pocket 

CALL OR WRITE TODAY FOR LITERATURE, A VIDEO TAPE, OR A DEMONSTRATION 

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

USE READER SERVICE #64 
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fleet of relatively new equipment, he said. 
They're constantly looking for flaws, listen-

ing to people in the Field, reinforcing, putting on 
extra braces, changing the way they do blade 
engages, changing the grass collection inside the 
deck, and modifying chute size. With so much 
competition in the Field, equipment is much 
better now than when I got in the business 15 
years ago." 

A walk-behind carefully handled will last 10 
years, he said. "If you hammer it, it may just last 
a year. The smaller the company, the more likely 
the equipment is handled well." (This may be 
debatable.) "You got guys working for you that 
take care of your stuff, you give them the best 
you can afford. You'll get your money out of 
those guys, and the equipment." 

COSTS VS. BENEFITS. Manufacturers agree 
buying new is generally better. But it's all rela-
tive to the type of equipment and how it is used. 

"When the cost of downtime becomes too 
expensive," said Jim Wallace of The Toro Co., 
Minneapolis, Minn., "consider buying new. A 
big corporate mowing contractor, Figuring X 
number of lawns to do in X number of hours, 
can't afford overtime, whereas an independent, 
little guy simply works after sundown or Satur-
days if he has to." 

Most contractors base the decision on how 
many hours an engine can take, said Dick 
Tegtmeier of Encore Manufacturing, Beatrice, 
Neb. "It depends on maintenance. Repairs, say 
belts, are inexpensive — until that engine goes, 
which is usually at 2,000 or 3,000 hours. Then 
sell it to a junkyard." 

If considering used equipment, anticipation 
through maintenance histories is crucial, empha-
sized Jim Bums at Jacobsen, Racine, Wis. "Re-
liability and productivity are measurable, and 
usually force the answer as to whether to run a 
new or used unit. We recommend a certain 

When the cost 
off downtime 

becomes 
too expensive, 

consider 
buying new. 

maintenance program that documents the amount 
of attention a mower requires, so they can track 
costs." 

Sandy Gridley, Ransomes America, Lincoln, 
Neb., pointed out that manufacturers can't al-
ways predict the life span of its products. Thus, 
how the equipment is used determines how 
fruitful it will be for a second owner. 

"It's like a car," she said. "Some may go 
200,000 miles, others just 100,000. If you use 
one of our seeders in really tough soil conditions, 
with a lot of rocks, it' 11 probably hold up less well 
in a used condition. Normal soft ground will 

extend the useful life of the tool." 
Bill Peel of Echo, Lake Zurich, 111., main-

tained that while some contractors can milk old 
equipment for years, the technology put into 
new equipment makes it worth its price. 

"There are people who have been using our 
old PB9 power blowers for 20 years," he said. 
"But we encourage buying new technology. We 
can't tell a commercial operator to retire his 
entire chain saw line, which he took great care of. 
People keep machines running with 25-year-old 
power heads for novelty and pride, boasting 
they got their money's worth. But we strongly 
encourage trading up for new technology in 

both handheld and backpack power blowers." 
And that's the bottom line. There's a tradeoff 

between pride in maintaining a solid used or 
reconditioned machine, and making sure your 
crews don't incur downtime traceable to having 
to lash tattered equipment back together with 
baling wire, scotch tape, bubble gum and spit. 

For the most part, each lawn and landscape 
maintenance professional must make his own 
decision, based on his size and needs, on just how 
new, or used, a fleet to run. • 

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

Grounds Crew. 
The Steiner turf tractor does the work of a dozen different 

turf maintenance machines. Its quick-change attachment system 
lets it mow, till, blow, chip, dig, aerate, compact , scoop, grind, 
sweep , trim, edge and manicure. 

The Steiner's hand-crafted, articulating frame works with the 
lay of the land rather than against it. A n d the 16 or 20 hp engine , 
hydrostatic transmission and constant 4-wheel drive give it the 
power to perform on almost any terrain. 

The Steiner turf tractor, by far the best grounds crew ever 
assembled. 

Look for us at these shows: 
Green Industry Expo 
Baltimore, MD 

November 15-18,1993 
Booth 1442 

Ohio Turfgrass Foundations Annual Convention 
Columbus, O H 

Steiner Turf Equipment , Inc. 
930 Penn Ave., PO Box 85 
Orrville, O H 44667 
(216) 683-0055 
FAX (216) 683-3255 

December 6-9,1993 

STEINER 
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USE READER SERVICE #82 

51 



PRODUCTS IN BRIEF 

Manufacturers 
and suppliers are 
gearing up for 
1994 with a vast 
display of new 
product offerings. 
To help you plan 
for 1994, Lawn & 
Landscape Main-
tenance magazine 
once again ex-
panded its new 
product section to 
present the latest 
equipment, turf, 
tree and ornamen-
tal products avail-

able. 

New Product 
Showcase 
MOWERS 
The Kees Hydro commercial 
walk-behind mowerfrom F.D. Kees 
Manufacturing promises increased 
productivity and zero-turning- ra-
dius maneuverability. 

The hydro mower provides fin-
gertip control for instant forward, 
reverse and turning without slip-
page on inclines or in wet condi-
tions. The HydroTrac™ tracking 
adjustment ensures straight-track-
ing on slopes and in a variety of 
conditions. 

Easy straight-track adjustment 
requires no tools and is easily 
aligned by the operator to eliminate 
any drifting. 

The Quick-Lift deck height ad-
justment is controlled with a spring-
assisted lever from the operator 
position, making going over curbs 
or loading i nto trai lers an easier task 
for the landscape crew. 
Circle 125 on reader service card 

American Honda Power Equip-
ment offers the Harmony hydro-
static drive riding mower, featuring 

converted to bag or mulch with 
available kits. 

The mower's body is made of 
high-strength, thermo-plastic resin. 
The quick install/remove mowing 
deck includes anti-scalp wheels and 
a high-lift blade design. 
Circle 126 on reader service card 

Two high-wheel mowers featuring 
a commercial grade engine are avail-

an 11-h.p. overhead valve engine, 
electric start and hydrostatic drive 
transmission. Equipped with a 30-
inch mowing deck standard, the 
side-discharge model can be easily 

able from Husqvarna Forest & 
Garden Co. 

Models 56C, a walk-behind 
mower, and 56CP, a self-propelled 
walk-behind mower, each boast a 
Kawasaki 4.5-h.p. overhead valve 
engine. The industrial grade engine 
is easy to start and provides smooth 
operation, particularly during heavy 
commercial jobs. 

Specifically designed for special 
tasks and sensitive turf areas, each 
of the Husqvarna models rides on 
8-inch ball bearing front wheels 
and extra-large, 16-inch ball bear-
ing rear wheels. 

Both models offer seven cutting 
heights, ranging from 0.88 inches 

to 3.88 inches, to accommodate 
all types of grass and field cutting 
conditions. 
Circle 127 on reader service card 

The compact GF1800E front 
mower from Kubota Tractor 
Corp. features a hefty, 18-h.p., 
liquid-cooled diesel engine and a 
variety of performance and safety 
features. The mower is ideally 
suited for large lawns and public 
parks and fields. 

The Kubota GF1800E line in-
cludes three shaft-driven, off-set 
mowers: a 48-inch, mulching, 
rear-discharge mower; a 54-inch 
side-discharge mower; and a 60-
inch side discharge mower. All 
three decks offer a cutting height 
ranging from 1 to4 inches, as well 
as a hydraulic brake, clutch and 
lift system. 
Circle 128 on reader service card 

Zero-turn agility, ultra-smooth 
dampened steering and superior 
hillside traction and stability are 
the goals for the Multipurpose 
Exnark Explorer II. 

The mower's 52-inch floating 
cutting deck provides an even cut 
while the deck's TriVantage™ 
design allows for mulching, bag-
ging or discharge. Exmark's Mi-
cro-Mulch™ accessory recycles 
clippings into the turf, and a rear 
utility box transports tools, plants 
and other materials. 
Circle 129 on reader service card 

Dixon Industries offers the ZTR 
2301 riding mower featuring a 

(continued on page 54) 
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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 can't either. Help is 

/ ^ . o n the way. 
Because now when 

y o u b u y a s e , e c t e d 

new Dodge Dakota, 
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 an extra $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.* 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 3 1 , 1 9 9 3 . Always wear your seat belt. 

f? ! The New Dodge 
^^LW^J, A Division of the Chrysler Corporation 

For more details and your DeWalt tool certificate, 

call 1-800-WORK RAM 

3 



Test Drive 

grass hop per abil'i ty n. the 
ability to make all the right 

moves for mowing quality and 
time-saving trimability. 

... and you'llV/drive it to work! 
Just about everyone who gets their hands on a Grasshopper is so impressed 

with it, they buy it. Your operators will like it because they can work all day in 
comfort, with less fatigue and virtually unlimited visibility. You'll like it because 
of its productivity, so you can handle more jobs in less time. Everybody likes its 
advanced dual-hydrostatic direct drive, easy serviceability and long life. 

Grasshopperability gives you "hands on" control of Zero-Radius Maneuvera-
bility, Outfront Reachability and smooth continuous motion with Alternating 
Forward/Reverse and Square Corner Turnability. 

Selectability lets you choose from the most complete line in the industry, 
with nine models, 12 to 25 hp, cutting widths from 44" to 72", interchangeable 
side discharge or mulching deck options, Quik-D-Tatch Vac® grasscatching 
systems, plus a full range of year-round attachments. 

Make the smart move. Take a test drive on 
a Grasshopper. You'll want to take it with you. < > First to finish ... 

Call or write for free literature and the Built to last! 
name of your nearest dealer. 

New Product Showcase 
(continued from page 52) 

30-inch cutting deck, compact design and zero-
turning radius mobility which allows the opera-
tor access to areas previously only reached by 
walk-behind mowers. 

The ZTR 2301 features a heavy-duty mech-
anical transmission designed to give the feel and 
performance of a hydrostatic drive at less cost. 

Other highlights include a tilt-up, high-den-
sity polyethylene body, laser cut steel frame and 
14-h.p. Kohler engine that can run for 100 hours 
between oil changes. 
Circle 130 on reader service card 

Commercial lawn service operators can improve 
productivity with Snapper 's Pro 7 Hydro. 

The mower incorporates Snapper's Accu-

trac™ hydrostatic control system which allows 
the operator to precisely adjust tracking by mov-
ing a single, handle-mounted lever. The lever 
controls forward speed as well. 

The automatic tracking system means the 
operator does not have to stop mowing to adjust 
tracking, thereby reducing shut-down and the 
need for tools. 

Available with 36-inch and 48-inch mowing 
decks, the Pro 7 Hydro is compatible with 
Snapper's patented Ninja® mulching blade and 
wall roller attachments. 
Circle 131 on reader service card 

Excel Industries' Model 2500 mower features 
zero-turning radius and Trim Steering™ for con-
trolling the product's forward, reverse and turns 
with one hand. 

The Model 2500 is powered by the Kohler 
Command 22-h.p. engine and can be fitted with 
52-,60- or 72-inch side-discharge mowing decks. 

Excel also offers the 251K and 260K models 
of the compact line which feature Turbo Shred-
der™ recycling decks. 

Optional attachments for the compact line 
include side mounted edgers and a B AC-PAC™ 
collection system. 
Circle 132 on reader service card 

TheToro Co/S Guardian 62 Recycler Deck can 
be retrofitted to the company's Groundsmaster 
200 Series mowers. 

The Guardian 62 deck is designed to force dis-
charge downward and confine it to the mower's 
width, thereby decreasing the risk of hazardous 

(continued on page 56) 



One Shoui Does II 1 

Sponsored by 
Illinois Nurserymen's 

Association 

Illinois Landscape 
Contractors Association 

Wisconsin Landscape 
Federation 

Endorsed by 
Iowa Nursery & 

Landscape Association 

Minnesota Nursery & 
Landscape Association 

Nebraska Association of 
Nurserymen 

\ ^ \ / i e r e can you meet face to 
face with more than 400 leading 
nursery, landscape and garden 
center suppliers? All under one 
roof? 

Where can you see nearly 700 
exhibits filled to capacity with 
green goods, eguipment, supplies 
and service ideas? 

Where can you best see 1994 
products first? 

The answer? 

Midjun 
' 9 4 

The only show you need to 
attend, the only place to be, 
January 20-22,1994. 

At Mid-Am you'll discover 
how the latest products, eguip-
ment and services will help you 
cut costs, improve profits, build 
stronger customer bonds, and 
attract the buying interest of 
new customers. Unlike some 
trade shows, you'll go home 
with alot more than a bag full 
of brochures. 

With its long-standing 
reputation as a gathering place 
for the green industry, Mid-Am 
is much more than a trade 
show. It offers something for 
everyone: 

• Educational meetings, 
seminars and events 
sponsored by industry associ-
ations 

•Career center for high school 
and college students 

•Spouse program 
•Evening events 

Reduced room rates at 
the Hyatt Regency 
Chicago and Fairmont 
hotels 

•Convenient Thursday 
through Saturday 
schedule 

• Discounts on early 
registration 

• Low-cost parking at 
Soldier Field with free 
shuttle bus to the show 

All this, and more, 
makes Mid-Am an extraor-
dinary horticultural celebration you 
don't want to miss. 

Mid-Am 94 
January 20-22, 1994 
Hyatt Regency Chicago 

For registration information, 
contact the Mid-America 
Horticultural Trade Show at 1000 N. 
Rand Road, Suite 214, Wauconda, 
Illinois 60084. 
Phone: 708/526-2010 
Fax: 708/526-3993 
USE READER SERVICE #25 



Greener 
Grass. 

Healthier 
Turf. 

No Matter 
How You 

Cut It 
Anyone who takes care of 

turf and grass for a living should 
know about N-SURE®. It's a 
triazone nitrogen source that 
works in a controlled, slower-
releasing and non-burning man-
ner. And you can use it with less 
water so application is faster and 
easier. The results are greener, 
healthier turf and less downtime 
for more jobs per day. 

side of the fence, f t j P J ^ ^ ^ l 
chances are some- r * 1 ' 1 ' H 

out more about it. 

1-800-654-4514 
7 * 7 7 7 ^ 
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Arcadian Corp. Triazone Div. 
6750 Poplar Ave. Memphis, TN 38138 
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discharge, especially in pedestrian areas. 
The Guardian Recycler cuts and re-cuts grass 

10 to 15 times more than regular mowers. The 
grass clippings are forced deep into the turf 
directly beneath the deck. 
Circle 133 on reader service card 

Jacobsen's fine-cut flail mowing decks feature 
full-width rear discharge and an adjustable, full-

length rear roller to protect against scalping. 
The flail's rotor is reversible and the 180 

double-edged blades are sharpened on both sides 
for more mowing between blade changes. 

Fine-cut flails, which tend to be quieter, are 
ideal for use along roadsides or near schools, 
hospitals, office buildings and in parks. 

The lower rpm and lightweight, free-swing-
ing blades prevent large objects from being picked 
up and discharged into traffic or near pedestrians. 
Small objects are discharged downward into the 
turf at the rear of the mower. 
Circle 134 on reader service card 

SEED 
Jacklin Seed Co/$ Sunrise brand seeded zoy-
siagrasses, Zoysia japónica and Zoysia sínica, 
are enhanced with chemical pretreatment to im-
prove germination and resulting establishment. 

Seed of Zoysia japónica is readily available. 
Because it is pretreated, most of the seed has an 
80-plus germination. It can be seeded at 2 to 3 
pounds per 1 ,(XX) square feet ( if soil temperature 
is above 70 degrees) so that germination takes 
about 17 to 20 days. 

Two experimental varieties of improved, turf-
ty pe, warm-season japónica are expected to be in 
limited supply in 1994. 
Circle 135 on reader service card 

Falcon II, a turf-type tall fescue from E.F. 
Burlingham & Sons, will he available in larger 
quantity for 1994. The semi-dwarf, moderately 
high endophyte-enhanced tall fescue is bred for 
brown patch disease resistance and has enhanced, 
dark green genetic color, denser growth from 
more tillering and high insect resistance. 
Circle 136 on reader service card 

Turf-Seed Inc.'s Unique Kentucky Bluegrass 
cultivar produced excellent medium green dwarf 
turf and exhibited very good seed production 
qualities in the 1992 National Turfgrass Evalua-
tion Program trials and low-maintenance trial. 

Unique, a compact-type bluegrass selected 
from an old turf area in Rhode Island, shows very 
good leaf spot and stripe rust resistance, plus 
resistance to other important turf diseases. It also 
shows early spring green up. 

The bluegrass cultivar is recommended for 
sod production, home lawns, golf course fair-
ways and roughs and athletic fields. 
Circle 137 on reader service card 

PRUNERS 
The lightweight Wallace Long-Handled Anvil 
Pruner sports a 13-inch long handle, so it looks 
more like a lopper, but its head's pruner design 
makes it easier to lift and keep in motion when 
working on a bush or vine. 

The longer handle provides added leverage 
and strength needed for larger or more cumber-
some cutting jobs, while the small cutting head 
greatly reduces the weight compared to a stan-
dard lopper head. 

The anvil head is especially effective on the 

woody, fibrous branches and rose bushes. 
Circle 138 on reader service card 

The Hedger—a hedge trimming attachment for 
the telescoping Power Pruner — is available 
from Technic Tool Corp. 

The hedger's cutting blade is designed to 
shape, prune, trim and thin hedges, brush and 
limbs up to 1 1/2 inches in diameter. The blade is 
manufactured from hardened spring steel to en-
sure longer teeth life. 

Easily affixed to the Power Pruner, the hedger 
can be used to safely trim and prune hard-to-
reach areas. 

The portable hedger weights less than two 
pounds and has a steel guard for operator safety. 
Circle 139 on reader service card 

IRRIGATION 
Toro's Irrigation Division added a new line of 
low-pressure, low-precipitation rate, large turf 
sprinkler heads. The 730/750 Series is ideal for 
slower absorbing soils and for operating under a 
wide range of pressures. 

Developed by landscape architects and irriga-
tion consultants, the 730 and 750 sprinklers have 
3-inch pop-ups to clear tall grasses, color-coded 
nozzles for easy identification during installa-

(continued on page 60) 
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DON'T JUST DO SOMETHING... 

SIT THERE 
Sit there...and let CONFIDENCE®take the work out of turf-
grass selection. 

CONFIDENCE is a program of turfgrass blends and mixtures 
formulated for performance under the broadest range of 
conditions. It's comprised of premium varieties—Saturn, 
Jaguar III, Prizm and others proven superior at independent 
trials. And each formulation is automatically upgraded 
whenever a newer, more advanced variety is identified. 

Use CONFIDENCE anywhere. There's a blend or mixture 
specific for any area, including the environmentally sensi-
tive. Use them for high- or low-maintenance programs and 
from golf courses to commercial hydroseeding. 

CONFIDENCE is available from local distributors selected for 
their knowledge and commitment to service. Ask them 
about time-saving, effort-saving CONFIDENCE. 

Then sit back...relax...and watch some great grasses grow. 

CONFIDENCE 
The Turfgrass Program for Professional Turf Managers 

USE READER SERVICE #46 

ZAJAC 
PERFORMANCE 
SEEDS. INC. 

33 Sicomac Road. 
North Haiedon. NJ 07508 
201 - 423-1660 • Fax: 201 -423-6018 



A 4-wheel drive that's built 
The John Deere F1145 projects 
the kind of durability that leaves 
other front mowers quaking in 
its shadow. 

More rugged than other 
front runners you'll run into, the 
F1145 reflects the best that John 

Deere has to offer. Deriving 
its Samsonian strength from 
the componentry it shares in 
common with our best-selling 
855 Compact Utility Tractor. 

Features like a 2-speed axle, 
hydrostatic drive, wet-disk 

brakes, planetary final drives, 
and differential lock. 

And this 24-hp diesel is the 
only one in the business that 
lets you switch from on-demand 
to full-time 4-wheel drive, 
on the go. 



like a you-know-what 
And that means more 

precise operator control and 
maximum fuel economy. 

If you Ye looking for 
unexcelled durability and 
productivity, the one to focus 
on is the John Deere F1145 

4-wheel-drive diesel. 
Other front mowers don't 

stand a ghost of a chance. 
See your dealer today 

for a demonstration. Or call 
1-800-544-2122 for more 
information. 

NOTHING RUNS 
LIKE A DEERE' 
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tion and a variable stator to main-
tain constant rotation speeds no 
matter which nozzle is installed in 
the turf. 

Optional features include aToro 
yardage marker and an effluent wa-
ter indicator. 
Circle 140 on reader service card 

The Hunter 1-40 gear-driven ro-
tary sprinkler has a heavy-duty re-
traction spring for positive pop-
downs, a safety-cushioned rubber 
cover and locking body cap to pre-
vent any tampering. 

The sprinkler has six inter-
changeable nozzles to vary irriga-
tion discharge rate and radius. De-
pending on the nozzle specified, 
the 1-40 can be adjusted from 7 to 
27.5 gpm and the radius set be-
tween 45 and 74 feet. 

The 1-40 is also available with an 
adjustable arc which may be set 
between 40 and 360 degrees. A 
fixed, full-circle model is also sold. 

A drain check valve is standard 
on the 1-40 to help conserve water 

and reduce liability and puddling 
around sprinklers caused by low-
head drainage. It checks up to 15 
feet of elevation change. 
Circle 141 on reader service card 

New from Olson Irrigation Sys-
tems is the TSR-1 which provides 
a simple method of adjusting sprin-
kler heights. As soil settles or turf 
growth occurs, it is no longer nec-
essary to dig up the entire head and 
swing joint assembly to gain or lose 
a few inches. 

The Olson TSR-1 Threaded 
Sprinkler Riser allows the sprinkler 
head to be turned without excavat-
ing the entire swing arm assembly. 
The TSR-1 fits between the swing 
elbow and the sprinkler head. When 
the sprinkler is rotated, the head 
will be elevated or lowered up to 3 
inches. 
Circle 142 on reader service card 

Hardie Irrigation's HR-6100 
Controller features a new contem-
porary look with a gray case, and a 
two-sided, velcro-tapedquick-ref-
erence guide card/informative "wa-
tering-times" chart attached to the 

inside door panel. Its new dial for-
mat is similar to that of Hardie's 
Rain Dial. 

The six-station indoor controller 
features a dial to control all func-
tions, and can operate up to six 
stations with two programs (three 
start-times per program). Other fea-
tures of the controller include digi-
tal readout, a seven-day weekly 
schedule with select-a-day option, 
rain override switch and a 9-volt 
battery backup. 
Circle 143 on reader service card 

Irrometer Co. has been grant-ed a 
U.S. patent on its newest genera-
tion of the Watermark Soil Mois-
ture Sensor. 

The new Watermark boasts a 
stainless steel case with 60 percent 
greater surface area available for 
contact with soil moisture. 
Circle 144 on reader service card 

EDGERS 
TRIMMERS 
HLS Industries offers a hand-held 
hedge trimmer sharpener and hedge 
sweep. The trimmer sharpener fea-
tures a guide system, with a rotating 

stone, that rests between the teeth 
making sharpening a snap. It is 
available in 110-and 112-volt sizes. 

The hedge sweep brushes clip-
pings off the shrub as you trim; 
allows you to see where you have 
already trimmed for neater, straight-
er cuts; improves safety; and 
mounts easily on any model and 
trimmer size. 
Circle 145 on reader service card 

Ma kit a added three new models 
to its line of trimmers. 

Models RBC221 and RBC251 
feature an aluminum, straight-shaft 
design, while the RST250 offers a 
curved shaft design for a clear view 
of the work areas and allows the 
operator to stay close to the trim-
ming work for better control and 
handling. All three models are 
equipped with an adjustable front 
handle for multi-positioning. 

The trimmers also feature 16-
inch diameter, dual-string trimmer 
heads with pop-in string spool car-
tridges for easy replacement, and 
automatic string feed which ad-
vances string to the desired length 

(continued on page 62) 

Landscape C u r b Machine 

It's finally here. A curb machine that takes the work out 
of installing landscape curbing. The "Lil' Bubba" has a newly 
patented stainless auger which provides tighter com-
paction at a faster rate. "LiP Bubba" has the short-
est wheel base of any curb machine enabling it to turn a 
shorter and tighter radius when pouring curb below 
ground level. With "LiP Bubba" you will add enormous 
profits to your current business. 

Whidden Manufacturing C o . , Inc. 
P.O. Box 721000, Orlando, FL 32872-1000 

(407) 381-9880, Fax (407) 381-2194 
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C & S TURF CARE EQUIPMENT, INC. 
BUILDING QUALITY EQUIPMENT 

FOR PROFESSIONALS, BY PROFESSIONALS 

C & S Protank8 Sprayers 

• ELECTRIC A N D GAS UNITS 

• D E S I G N E D T O FIT I N 
A W I D E R A N G E O F VEHICLES 

• FIBERGLASS A N D 
POLY TANKS AVAILABLE 

• D I A P H R A G M , PISTON, 
O R ROLLER PUMPS 

Complete Sprayers...Ready to work 
(216)966-4511 (800)872-7050 
6207 Dressier Rd„ N. W„ N. Canton, OH 44720 

C u s t o m O r d e r s W e l c o m e ! 
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Tree roots break through sidewalks. They can 

break through into greens and sand traps. They 

can even break through into hazardous waste sites 

and contaminate everything around them. In fact, 

wherever you need to maintain the integrity 

around an area with trees, you need a root control 

system that works. 

polypropylene fabric that allows air and water to 

flow through while holding the nodules in place. 

And you don't have to worry about replacing it 

anytime soon. Biobarrier is guaranteed to prevent 

root encroachment for over 15 years when used in 

vertical applications, and can remain effective for 

up to 100 years in certain applications. Plus, its 

And that's why there's Biobarrier^, a break-

through in the prevention 

of root encroachment. It's 

the root control system that 

stops roots and controls 

their route. Biobarrier is a 

geotextile that features controlled-release nodules 

containing trifluralin, a non-systemic active 

ingredient with a successful track record of 

redirecting root growth spanning over 30 years. 

Plus, Biobarrier is made with Typar®, a rugged 

m i ^ ^ # # 
r A 

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

virtually any configuration your site requires. 

Biobarrier. It's a root control breakthrough 

that we guarantee will keep your roots from 

breaking through. For more information, call 

I-8OO-25-ROOTS. 

Bio ̂ barrier 
The Roots Stop Here. 

© 1992 Reemay, Inc. USE READER SERVICE #10 
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by quickly decreasing, then increas-
ing engine speed. 
Circle 146 on reader service card 

ENGINES 
Kohler Co/f Command™ 25-h.p. 
(CH25) horizontal engine, devel-
oped for high-horsepower needs, is 
an overhead valve, V-Twin unit. 

Providing 725cc displacement 
in a compact 94-pound package, 
the Command 25 features nickel-
silicon plated Power-Bore™ cylin-
ders. Such plating helps increase 
engine power and provides longer 
cylinder life, improved oil control 
and reduced exhaust emission. 

The electronic Smart Spark™ 
ignition retards engine spark for 
optimum starting and slow speed 
running while advancing the en-
gine timing for peak efficiency dur-
ing high speed operation. 
Circle 147 on reader service card 

Kawasaki offers a complete line 
of FD overhead valve, V-Twin en-
gines for industrial use. 

Each FD engine features a com-
pact cooling system using a fan-
cooled radiator. Coolant hoses are 
routed to a contained profile for 
easier installation. 

The FD series engines, con-
structed of lightweight aluminum 
and composite materials, offer a 
90-degree, V-Twin, four-stroke 
design to eliminate vibration. 

A noise-suppressing composite 
rocker cover and double-walled, 
three-stage chamber muffler help 
silence engine exhaust. 
Circle 148 on reader service card 

Briggs & Stratton Corp. and 
Daihatsu Motor Co. teamed up 
to offer the Briggs & Stratton 
Daihatsu (B&S D) line of small, 
water-cooled engines. The new, 
three-cylinder engines called 
Vanguard™ are designed and 
manufactured by Daihatsu Motor 
in Japan. Parts and service for the 
engines will be handled by Briggs 
& Stratton distributors and dealers. 

The engines, ranging from 16 
h.p. to 31 h.p., are gasoline and 
natural gas powered. Diesel ver-
sions, offering the same h.p., will 

become available in the future. 
Circle 149 on reader service card 

The Enduro® 16-h.p. overhead 
valve engine from Tecumseh 
Products offers greater fuel effi-
ciency, up to a 25 percent increase 
over L-head designs, plus increased 
horsepower per cubic inch of its 
29.9 cubic-inch displacement. 

The engine features a cast-iron 
cylinder sleeve and a rotary, high-
pressure oil pump with 55-ounce 
capacity for cooler running. 

The engine is equipped with the 
Ultra-Balance® system to reduce 
vibration. A one-piece, helical gear-
driven shaft with upper and lower 
weights control vibration without 
creating noise. 
Circle 150 on reader service card 

PESTICIDES/ 
FERTILIZERS/ 
SPECIALTY 
PRODUCTS 
Terra International introduces 
Riverside Silkin, an organosilicone-
based wetting agent that provides 
excellent coverage of herbicide 
sprays on weed leaf surfaces. 

Silkin is a non-ionic, low-foam 
surfactant that expands pesticide 
activity by creating more spray 
droplets for better coverage. Silkin 
also causes the pesticide to pen-
etrate the canopy quickly and enter 
into the cuticle of the plants. 

Riverside Silkin is available in 
1-gallon containers. 
Circle 151 on reader service card 

A non-toxic way to get rid of ants 
and other insect pests comes from 
Concep Inc. 

Instead of killing bugs, Concep's 
"SureFire" aerosol sprays and tapes. 
Made with Du Pont's "Teflon" fluo-
ropolymer resin, SureFire makes 
pests lose their footing. 

When applied to vertical or 

DESIGN IMAGING GROUP 

Computer Imaging for the Landscape Industry 

With the e c o n o m y l i n g e r i n g in 
a r e c e s s i o n , Woody's L a n d s c a p e 
c o m p a n y n e e d e d a w a y to w i n 
more of the a v a i l a b l e projec t s . 

"One of the beet decisions I made 
for my landscape business was to 
buy an Imaging System. Since 1 
started providing computer 
images, 1 win 8 out of 10 design 
ana installation Jobs, including 
one for $650,000. If s 
easy to use - it had to be-1 had 
no computer experience. " 

Our Customers Gain An Advantage On Their Competition VUbody-t 
Whathill», CA 

Now redefine the way your landscape designs are proposed 
Increase your bottom line by offering this key service 

"Genesis," the n e w affortable 
computer imaging sof tware from 
DIG, will he lp y o u grow your 
business . Attract and exci te n e w 
customers. As y o u know, most 
people (80%) cannot v isual ize a 
final des ign from a b luepr in t . . . 
now y o u can easi ly s h o w them 
your photoreal i s t ic render ing of 
their f in i shed project! 

Introductory Price $ 799.00 
Regularly $ 890.00 

It's easy to pay back your 
investment with a few jobs won 
with our new low priced 
"Genesis,"... the rest is all profit! 

Produce full eulor r«»u<l«-riiii;* like IIii» ou your computer 
( Show n here in hlnck A white) 

CALL US NOW at ( 8 1 8 ) 7 0 6 - 8 7 8 6 or FAX ils at (818) 706-8460 to receive information on how 
you can increase your overall sales with an imaging system from Design Imaging Group 

USE READER SERVICE #60 

Imler 
Measuring Wheels 
The Professionals' Choice 
To order or for information call toll free 

1-800-433-1764 
In Ohio call 

(614) 486-9068 
or write: 
Imler Industries Inc. 
1117 Broadview Ave 
Columbus. Ohio 43212 

Original and Folding 
Models Available. 

INDUSTRIES (Q) INC 

"Distributor Inquiries Welcome" 
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steeply inclined surfaces, slippery 
spray coatings or tapes can prevent 
crawling insects from reaching 
places where they cause damage. 

Typical tape uses include pro-
tecting trees against gypsy moths, 
caterpillars or other insects and 
blocking insect access to decks, 
patios and porches. 
Circle 152 on reader service card 

Soil Moist Polymer Disks™ from 
JRM Chemical are water-storing 
polymers that encapsulate an eight-
or nine-month, timed release, 10-
10-10 fertilizer. 

For fertilizers that are polymer 
coated to give a 10 percent coated 
slow release, the Soil Most Poly-
mer Disk captures and stores water 
that would normally percolate 
through the soil. When the soil drys, 
the disk releases stored water and 
nutrients. It then continues to store 
and release water for several sea-
sons, even afterdepleting nutrients. 

Easy to apply, the disk helps eli-
minate mistakes by field personnel. 
It is ideal for trees, shrubs and con-
tainer plants. 
Circle 153 on reader service card 

American Cyanamid offers Top-
site™ 2.5G herbicide, a granular 
product that provides broad spec-
trum vegetation control of more 
than 100 grasses and weeds, in-

Prism works well mixed with a 
non-ionic surfactant. There have 
been no field reports of photo-tox-
icity problems. 

Prism will be available in the 
first quarter of 1994 and will be 
sold in a quart size and a 1 -gallon 
jug. The manufacturerrecommends 
growers test Prism on a small num-
ber of plants before applying. 
Circle 155 on reader service card 

Ciba offers a new package design 
for its Award fire ant bait that en-
sures more comfortable handling, 
efficient dispensing and easy re-
sealing. 

A 1-gallon recyclable jug was 
combined with a vertical handle 

eluding tough species like john-
songrass, quackgrass, foxtail and 
bemudagrass. 

Topsite is carried on limestone 
granules, reducing potential for drift 
or off-site damage. With its granu-
lar formulation, no mixing or spe-
cial equipment is needed. Leftover 
herbicide is easier to reuse. Cleanup 
problems are also minimized. 
Circle 154 on reader service card 

Prism1M .94EC, a newly registered 
herbicide fromValent U.S.A., con-
trols annual bluegrass, crabgrass and 
foxtail grasses in ornamentals. It 
can be used in bedding plants, land-
scapes, nurseries and greenhouses. 

LAWN & LANDSCAPE MAINTENANCE 

and Magenta Corp.'s threaded, one-
piece Pop-Lok dispensing closure. 
Just flip Pop-Lok's lid open with 
your thumb to expose the closure's 
five orifices for spreading Award 
onto a fire ant mound. 

To prevent accidental spills be-
tween applications, the closure has 
orifice-matching plugs in its lid that 
provide a tight seal when it is 
snapped shut. 

The new Award package re-
places a three-pound pail with a lid 
that pinched the user's fingers when 
it was opened. 
Circle 156 on reader service card 

O.M. Scott & Sons' Triaform 
gran-ular fertilizer replaces highly 
water-insoluble nitrogen with short-
chain methylene urea polymers to 
allow more efficient use of nitro-
gen, and provides faster particle 
breakdown on turf. 

Triaform technology provides 
more consistent, predictable re-
sponse in an eight- to 12-week time 
frame since nitrogen is less influ-
enced by soil temperature, mois-
ture or pH. 

Triaform is chemically homoge-
neous with all the nutrients con-
tained in each particle. 
Circle 157 on reader service card 

Merit, from Miles, is a new broad-
spectrum, systemic biological insec-
ticide for the control of a wide range 
of pests. The compound controls 
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LOOKING 
FOR A BETTER 
SOD CUTTER? 

Turfco 
Gives You Two 

Choice of 
8hp Honda 
or B&S I/C 

engines 

PRO 

Inexpensive 
replacement 

tires 

One lever 
depth 

adjustment 

Available in 
12", 15", 
16", 18" 
cutting 
widths 

PRO LITE 
Light 

weight for 
easy control 

Choice of 
5hp Honda 
or B&S I/C 

engines 
Inexpensive 
replacement 

tires 

Turfco introduces the newest idea in sod cutters: a 
choice. Choose the Turfco Pro or Pro Lite. Both have been 
redesigned for smoother running, simpler operation and 
lower maintenance costs. Now you can fit the machine to 
the job, instead of the other way around. 

Turfco has shown our dedication to quality, customers' 
needs and innovative design by building rugged turf main-
tenance products that have been the better choice since 
1953. 

See the entire family of high quality Turfco products at your 
local Turfco dealer, or call 612 / 785-1000 for the dealer 
nearest you. Fax number 612 / 785-0556. 

TURFCO 
Simply Better. 

USE READER SERVICE #82 
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virtually all commercially impor-
tant sucking insects including 
aphids, whiteflies, thrips, scales, 
psyllids, plant bugs and leaf and 
planthoppers. Additionally, it is ef-
fective on Coleóptera pests and ex-
hibits moderate activity on certain 
Lepidoptera and Diptera species. 

Merit can be applied foliarly or 
by soil, seed or trunk applications. 

Environmental Protection Agen-
cy registration is pending. 
Circle 158 on reader service card 

LESCO introduced Poly Plus,™ a 
sulfur-coated fertilizer with advanc-
ed, polymer-coating technology. 

Poly Plus' polymer-based coat-
ing allows a slow, controlled re-
lease of nitrogen for 12 to 16 weeks 
of feeding. The slow release helps 
maximize the turf s nutrient uptake 
without generating excessive grass 
clippings, and helps control poten-
tial groundwater contamination. 

Poly Plus is available in LESCO 
fertilizer blends and combination 
products, and comes in three par-
ticle sizes: standard, mini and elite. 
Poly Plus technology is available 
on sulfur-coated urea, coated po-

tassium sulfate and sulfur-coated 
diammonium phosphate. 
Circle 159 on reader service card 

NOR" AM'$ Prostar fungicide is reg-
istered for use on all fine turf. 

Prostar has been evaluated at 17 
major universities and field tested 
by more than 650 golf course su-
perintendents. The fungicide offers 
residual control of brown patch and 
southern blight, and is formulated 
to suppress fairy ring. 

Although federally registered, 
California and New York state reg-
istrations are pending. Future plans 
include Prostar registration for or-
namentals and Canadian turf. 
Circle 160 on reader service card 

BASF Corp/s Curalan fungicide 
received new registration for use in 
California. 

Curalan, with the active ingredi-
ent vinclozolin, is labeled for use 
on all turfgrasses and ornamentals 
and prevents and controls dollar 
spot, brown patch, leaf spot, pink 
and gray snow mold, red thread, 
pink patch and melting out. 

The BASF fungicide is avail-

able in 5.5-pound dry flowable and 
1-gallon and 1-quart liquid flowable 
formulations. 
Circle 161 on reader service card* 

SOFTWARE 
Dil loware updated The Billing 
Clerk™ computer software to in-
clude 64 new features. The soft-
ware is directed toward small busi-
nesses that need a quick, easy way 
to automate their billing processes. 

The Billing Clerk program does 
one-time invoicing for service, pro-
posals and work orders, which can 
be saved to disk for later recall and 
batch printing. The program also 
includes recurring billing functions 
for maintenance fees, and a term 
billing option which allows install-
ment payments for large charges. 

The Billing Clerk runs on any 
IBM compatible computer and re-
quires DOS 3.0 or higher, 640K 
RAM and a hard disk. 
Circle 162 on reader service card 

Generic C ADD" Release 6.1, a new 
version of the computer-aided de-
sign and drafting software from 
Autodesk, now includes the capa-

bility to write files in the Auto-
CAD® .DWG format. This en-
hancement — along with a new 
AutoCAD-style, on-screen menu 
option and on-line command cross-
reference — makes it easier for 
users of Generic C A D D and 
AutoCAD to work together and 
exchange 2D files electronically 
when moving from one stage of the 
design process to the next. 

Generic CADD runs on a desk-
top or laptop personal computer. 
Circle 163 on reader service card 

Synoptic Systems, makers of 
Lbase, announces substantial en-
hancements to all of its software 
products for the green industry. 

The Lbase accounting program 
supports a newly enhanced pur-
chasing, A/P, billing, A/R, banking 
and job cost system. Lbase Esti-
mating now offers a CAD import 
function capa-ble of importing the 
output from any CAD drawing di-
rectly into an estimate. Lbase rout-
ing and scheduling offers an im-
proved billing, A/R and banking 
system. 

(continuedon page 66) 

THIS POLECAT CAN 
RAISE PROFITS 

PRETTY EASILY TOO 
The Polecat does more than just make it easy to do grounds 
maintenance. This bucket lift can also raise your bottom line by 
lowering operating and insurance costs while . . 
dramatically raising productivity. £ 

You see, it's fully self-propelled and hydraulically \ 
controlled by the operator in the 

bucket, so you can move 
in any direction with 
unprecedented ease. 
Available with a variety of features, 
the Polecat can be configured to 
suit any application. 

For the full story, call 1-800-8 
POLECAT, In Florida: 305-226-0621 

or write Polecat of Miami: 12000 
SW 45th St., Miami, 

Florida 33175 

P C L S C T C T 7 

A large selection of 
reconditioned equipment 
available: pumps9 tanks, 
trucks etc. 

Will also custom-build to your specs. 

Graham Lawn 
Equipment, Inc. 

8878 Bright Star Road 
Douglasville, GA30134 

(404)942-1617 
(800) 543-2810 
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THE PERFECT 
GROWING MEDIUM 
However you grow turf, this 

is the one show you need to 

a t t e n d ! P r e s e n t i n g e x p e r t s 

from every line of turf m a n -

agement, the OTF Show has a 

complete program track that 's 

tailored just for you. 

G r o w y o u r k n o w l e d g e by 

a t tending the c o m p l e t e OTF 

conference with updates and 

training specifically for: 

LAWN CARE 

• GOLF TURF 

• SPORTS TURF 

GROUNDS MANAGEMENT 

Grow your efficiency on the 

expanded trade show floor by 

l e a r n i n g a b o u t t h e e q u i p -

ment, materials, and supplies 

t h a t will save you t ime and 

m o n e y w h i l e h e l p i n g y o u 

better m a n a g e your turf. 

Grow your c o n t a c t s by meet-

i n g , a n d g e t t i n g to know, 

your fellow professionals from 

around the state and around 

the c o u n t r y . Enjoy your old 

friends a n d meet new ones . 

Thousands of golf, grounds, 

l a w n c a r e a n d s p o r t s t u r f 

m a n a g e r s make OTF the one 

show they "must" attend. 

OHIO TURFGRASS CONFERENCE & SHOW 
DECEMBER 6-9 • COLUMBUS, OHIO 

OTF 

COLUMBUS, OHIO • DECEMBER 6-9, 1993 

LET'S GROW! Rush me more information on: 

• Exhibiting at the OTF Show • Attending (pre-registration) 

• The benefits of Membership in the Ohio Turfgrass Foundation 

Company 

Street Address 

City, State, Zip 

Phone Fax 

Detach and mail to: The Ohio Turfgrass Foundation, 2021 Coffey Rd, 
Columbus, OH 43210 • Phone: 614-292-2601 • FAX: 614-292-1626 
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New Product Showcase 
(continued from page 64) 

A new, fully integrated report 
writer is also available. It enables 
users to create new reports and mod-
ify existing ones. Lbase software is 
IBM compatible. 
Circle 164 on reader service card 

The PC-based ChemCheck com-
puter software program from Gaia 
Systems is designed to enable 
pesticide applicators and others that 
handle chemicals to determine 

tm " " " B 1 • '̂i»" 

Regulation List Display from 
ChemCheck Software Program 

I (. . i t n. • . ..,., „ ., , , -•-.s;..--. I 

which federal and state environ-
mental regulations may apply to 
theirchemical and hazardous mate-
rials inventories. 

The new release, called Chem-
Check 2.0, cross-references user-
created chemical inventories to 

more than 10,000hazardous chemi-
cals listed in various federal and 
state environmental regulations. 

Gaia expanded its regulatory list 
and the number of chemicals listed. 
Circle 165 on reader service card 

COMPOSTERS 
The Groundskeeper II Compost Bin 
from Delvin & Taylor Co. mea-
sures 3 feet by 3 feet and can hold 
150 gallons — approximately five 
commercial lawn-refuse bags of 
yard waste — at one time. The 
composting process begins imme-
diately, reducing volume and al-
lowing the user to continue filling 
the bin. One compost bin will com-
post up to three-quarters of a ton of 
organic waste. 

Groundskeeper II is lightweight 
and folds down flat, keeping both 
storage and shipping costs to a mini-
mum. 
Circle 166 on reader service card 

The Swisher Solar Composter 
rotates automatically, using a 12-
volt power system and solar panel, 
to reduce 23 bushels of waste to 
rich compost in two weeks. 

All large-capacity solar models 
feature an optional second compart-
ment for simultaneous composting 
and storage 

Manufactured from recycled 
metal, the Swisher Mower and 
Machine Co. 's new breed of corn-
posters reduces yard waste and or-
ganic garbage into nutrient-rich 
compost ideal for use as fertilizer, 
mulch or top dressing. 

Swisher's enclosed tumblers, 
made of l/16th-inch galvanized 
steel, control problems like insects, 
odors and intruding rodents. 
Circle 167 on reader service card 

VEHICLES 
Ransomes America Corp. in-
troduces a mid-range turf utility 
vehi-cle, the Cushman UTV Mag-
num. Specifically designed to trans-
port large items around golf courses 
or other areas, the UTV Magnum's 
extra-long cargo bed measures 44 
by 60 inches. 

Several of the vehicles features 
help ensure quiet, smooth opera-
tion. These include a powerful, 14-
h.p. Vanguard engine attached to 
the frame with rubber mounts, a 

large muffler and an operator-
friendly pedal start. This new ve-
hicle can carry up to 1,500 pounds 
of cargo, including one operator 
and one passenger. Maximum 
speed is 16 mph. 
Circle 168 on reader service card 

Maneuverability and off-road agil-
ity highlight the appeal of the 
Kawasaki Mule™ 1000utility ve-
hicle. 

With seating for two passengers, 
a tiltable cargo bed and total pay-
load capacity of 1,000 pounds, the 
Mule 1000 is ideally sized for turf, 
industrial and other off-highway 
applications. 

Power is supplied by a 454cc 
liquid-cooled, 8-valve, 4-stroke, 
twin-cylinder gasoline engine lo-
cated beneath the seat and bed. The 

\ EVERYTHING FOR THE 
) LAWN MAINTENANCE INDUSTRY 

CELEBRATING OUR 27th YEAR! 

200 gal. poly baffled tank 
5.3 Kawasaki with D-30 
Electric reel 

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

Custom built units available 

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

COMPLETE SUPPLIER OF T & 0 CHEMICALS 

1 -800-888-5502 
Or write: P.O. Box 18358, MEMPHIS, TN 38118 

Visit us at the Green Industry Expo, Booth #902 
USE READER SERVICE #7* 

oo 

i G i r l f l f t a + J o b T l M r 

S t n r f c t T I r m 
Maintain your equipment more effectively 

with a programmable Service Alarm and use 
our Erasable Job Timer for job costing and 

employee productivity checks. 

T C A L L I 
8 0 0 - 2 9 5 - 8 0 0 0 
SenDEC I Manufacturers of Hour Meters, 
C O R P O R A T I O N I Maintenance Meters & Tachometers 

USE READER SERVICE #77 
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unit-construction engine and final 
drive are completely enclosed in an 
aluminum casting bolted together 
for maximum strength and mini-
mum maintenance. 

The Mule 1000 also features a 
continuously variable, belt-driven 
automatic transmission. A V-belt 
links the pulleys on the engine and 
transmission. 
Circle 169 on reader service card 

The HM4209 utility vehicle from 
Haul Master is powerful, small 
sized and economical. The 9-h.p. 
vehicle has a 750-pound load ca-
pacity and maneuvers well in tight 
places, on rugged terrain and on 
paved surfaces. 

The multi-purpose vehicle is 
ideal for construction and grounds 
maintenance. It can be used to trans-
port cargo and warehouse loads, 
check irrigation lines, reach an off-
road campsite and other tasks. 

The vehicle seats two and is 
equipped with a 48 1/4-inch wide 
by 48-inch high bed, providing 
ample hauling space. 

The HM4209 features a 9-h.p. 
Briggs & Stratton engine, an elec-

tric starter and electronic ignition. 
Circle 170 on reader service card 

TUB GRINDERS 
Hay buster broadens its line-upof 
products with the release of its new-
est tub grinders. 

A round tub unit, the Haybuster 
Industrial Grinder offers high-ca-
pacity grinding for waste wood, 
tree clippings, leaves, grass, tree 
bark, residential yard waste. 

The Industrial Grinder is diesel-
powered. (Electric-powered units 
are available upon request.) Tubs 
are available in 8, 10 and 12 foot 
diameters. 

The Haybuster HD8 is especially 
suited for grinding tree limbs up to 
6 inches in diameter, yard waste, 
wood chips and bark. The HD8's 
features include a variety of screen 
sizes and a heavy-duty, 26-inch long 
cylinder with 3/4-inch hammers that 
processes and compact yard waste. 
Circle 171 on reader service card 

SNOW THROWERS/ 
ROTARY BROOMS 
Yazoo Manufacturing Co. added 
the Rotary Broom and Snow Blow-

er to its product line of products that 
can be hitched to a tractor. 

With a 200-rpm broom speed 
and 21-inch bristle diameter, the 
Rotary Broom features adjustable 
casters, float-assist spring and 24 
replaceable wafer bristles. The 
Snow Thrower has a two-stage de-
sign, telescoping drive shaft, vari-
able position skid shoes and revers-
ible cutting blade. 

Both attachments are designed 
to be installed from the tractor seat. 
Circle 172 on reader service card 

Excel Industries offers an array 
of attachments for its Hustler Out-
Front rotary mower, including a 
snow thrower and rotary broom. 

The Snow Thrower is PTO-
dri ven and hydraulically controlled. 
The open-center auger design and 
three-blade impeller feed snow di-
rectly to the hydraulically controlled 
spout. Snow can be blown in al-
most any direction within a 190-
degree radius. 

The Sweepster Rotary Broom is 
ideal for light snowfalls on side-
walks and other paved areas and for 
sweeping dirt and other debris from 

parking lots, streets and construc-
tion sites. 
Circle 173 on reader service card 

The Ariens Co.'s lightweight 
snowthrower, called the Ariens 
Plus™ model Sno-Thro,00 com-
bines a 2-cycle Tecumseh Snow 
King Engine with two-stage throw-
ing action to power through snow 
on sidewalks, driveways, patios and 
porches. 

The Ariens Plus weighs 67 
pounds and is easily self-propelled 

by the natural motion of the auger. 
The 9.5-inch diameter auger, with 
a 20-inch clearing path, is engaged 
by squeezing a small handle below 
the main handle. A chute control 

COMMERCIAL 
MOWER 

REPLACEMENT 
PARTS 

a 

4 
m J 

f ® 

3 
Large selection of part» for 

Commercial lawn care Chainsaws 
equipment Trailers 

Lawn mowers Trimmers 

Parte include: 
(over 3500 parte) 

Blades Casters 
Belts Tail lights 
Filters Sparkplugs 
Pulleys Mufflers 

Monofilament line Engine parts 
Bearings Chain 

Oil Tires 
Catchers 

Free Catalog * Fast Delivery by UPS 
Call: 1-800-521-6848 * Fax: 313-477-1340 

o RECREATIONAL LEISURE CORP. 
30717 W. TEN MILE RD. 
FARMINGTON, Ml 48336 

Quality parts since 1970 

USE READER SERVICE #71 

STILL CREATING 
LANDSCAPING 
PLANS THE OLD-

FASHIONED WAY? 
LandDesignerPro is a powerful CAD software 

package that automates the 
time-consuming tasks of 
designing drawing, and 
modifying high-quality 
landscaping plans. Created 
specifically for the land-
scaping industry professional, 
the Pro's built-in flexibility 
and extended features help 
you design beautiful 
landscapes complete with 
comprehensive cost and 
materials estimates and 
irrigation systems. 
When you're ready to spend 

less time at the drawing board and more time 
winning new business, call: 

800-336-3127 
Designed for IBM Personal Computers 

and compatibles 
Green Thumb Software, Inc. 2345 Kohler Drive 

Send inquires to: P.O. Box 18442, Boulder, CO 80308 T H U M P * 

CKEEN 

USE READER SERVICE #71 

B Proline 

21" COMMERCIAL 
SELF-PROPELLED 
RECYCLER! MOWER 
REAR BAG INCLUDED 

IRRIGATION 

LANDSCAPE 

WHOLESALE 

ONLY 

DALLAS, TX 

214-406-0222 

TOLL FREE 

1-800-284-0205 

USE READER SERVICE #73 
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discharges snow up to 25 feet. 
Circle 174 on reader service card 

CHAIN SAWS 
Shindaiwa ' s 757 model, heavy-
duty chain saw displaces 4.5 cubic 
inches and produces 5.6 h.p. The 
757 features a filter system that 
results in less-frequent cleaning; fuel 
and oil systems with larger reser-
voirs; a high-capacity cooling sys-
tem and boot-mounted carburetor 
for quick restarts. 

Shindaiwa also offers five other 
gas-powered models, from 1.7 to4 
h.p. with displacements ranging 
from 1.7 to 3.5 cubic inches. Fea-
tures include advanced muffler and 
anti-vibration systems, safety chain 
brakes and throttle interlocks. 
Circle 175 on reader service card 

Echo Inc. offers the CS-3900 chain 

saw with a 39.6cc, 2-cycle engine, 
ProFire™ Electronic Ignition and 
all-purpose diaphragm carburetor 
and accelerator pump. 

A standard 16-inch bar and chain 
are part of the unit, but an 18-inch 
version is optional. An automatic 
oiler ensures smooth, trouble-free 
cutting and improved, longer chain 
and bar life. 

The CS-3900 is designed with a 
two-piece vertical crankcase/cylin-
der design that results in higher 
engine rpm for faster cutting and 
good power-to-weight ratio. 
Circle 176 on reader service card 

MISCELLANEOUS 
Injecto-matic offers a chemical 
injection system for pesticides 
which can be retrofitted to any ex-
isting sprayer regardless of pump 
and motor type. 

Each unit has a piston-driven 
hydraulic pump. Water pressure in 
the pipeline leading to the injector 
starts the pump. The alternative 
movement is transmitted to the pis-
ton plunger creating suction plus 
injection. 

Special features include single 

or double injection units, full alu-
minum construction, lockable 
chemical storage, convenient by-
pass valves, backflow preventers 
and easy to adjust rates. 
Circle 177 on reader service card 

A low-profile dumper spreader 
from Grotech applies bulk salt or 
sand to icy areas. The self-contained 
unit replaces the tailgate on truck 
dump boxes. 

The thermo-plastic, no-rust hop-
per is supported by a weather resis-
tant, powder-coated steel frame. 
Material is fed by an auger to an 
adjustable chute for continuous 
even flow. 

Highlights include an in-cabelec-
tric clutch control and engine 
shutoff, optional electric start with 
in-cab clutch, electronic servo-ac-

tuated choke and throttle control 
and a stainless steel adjustable flow 
control gate. 
Circle 178 on reader service card 

John Deere 'sTricycler™ mulch-
ing attachments are available for 
more than 90 percent of the 
company's 30- to 60-inch mowers 
built in the last 15 years. 

A 38-inch, three-blade mulch-
ing attachment is available to retro-
fit older lawn and garden tractors 
and a 38-inch commercial walk-
behind mower. A 46-inch attach-
ment will retrofit older tractors and 
older F525 residential front mow-
ers. Also, a 60-inch Tricycler at-
tachment is available for the new 
line of400 Series tractors, compact 
utility tractors and F900 Series 
wide-area commercial mowers, and 
as a retrofit option for older tractors 
and front mowers. 
Circle 179 on reader service card 

The Weed Eater® 2580 S u p e r 
blower/mulching vacuum is a hand-
held unit noted for its power. 

The 2580 Super is used for dis-
(continued on page 70) 

K T P C Irrigation Design 
In as little as 15 minutes have your parts list! 
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Input Diagram: 
Fax, Scanner, Digitizer 

LetyourPCwith 
Windows do the 

placement, Output Diagram: Color or Black & White 

Write or call for a FREE demo disk, 5 1/4* or 3 1/2' English/Metric Versions 
Distributors Wanted Alrso . t M A C Version July 9 3 

- - FRIENDLY 
- - A F F O R D A B L E 
- - FAST 
- - A C C U R A T E 
- - P O W E R F U L 
- - P R O F E S S I O N A L 

S O F T W A R E 
S P E C I A L I S T S 

13918 WESTHEIMER, SUITE 504 
HOUSTON, TX 77077 

JOHN PRUTZMAN (713) 531-9804 

68 

USE READER SERVICE #67 

NOVEMBER 1993 • IA WN & LANDSCAPE MAINTENANCE 



k e e p ! 

p t s 

A confusing - often 

conflicting - web of local 

pesticide regulations is making landscapes 

unfriendly in municipalities across the country 

Keeping pesticide regulation authority at the 

state and federal levels is a major goal of AAN. 

Ilk 

KEEP o F F l 

j » ! ^ * -

How AAN is fighting 
the one pest worse than aphids, 
mites and Japanese beetles. 

left unchecked, they can be as 

devastating to your business landscape 

as an infestation of Japanese beetles. 

Especially if you do business in 

multiple jurisdictions. 

What are they? They're conflicting 

local pesticide ordinances. And they 

can stymie your plans by prohibiting 

the use of necessary7 treatments in one 

locale, while imposing unreasonable 

posting and notification in another. 

AAN is leading the fight against an 

explosion of local pesticide ordinances. 

From your state capital to Washington. 

Already, AAN has prodded 36 states to 

prohibit local ordinances, and we're 

working to introduce a federal bill that 

^ ^ ^ , , will ensure your state's 

right to continue doing so. 

"—- . As a member of AAN, 

you'll stay on top of this issue. As well 

as other issues that affect your ability 

to do business: Such as proposed 

changes to the Noxious Weed Act, 

which threaten to restrict your use of 

non-native landscaping plants. 

In short, AAN membership brings 

you the information you need to start, 

maintain and grow your business. 

WTiv face an uncertain landscape 

alone? Join AAN. We're 

gaining ground for 
V> c 

landscape professionals. 

For more information 011 pesticide preemption and other issues important to landscape 
professionals — or to learn how you can become a member of AAN — tear out this ad«» 

and mail it with your business card to: American Association of Nurserymen, 
1250 I Street, N.W., Suite 500, Washington, DC 20005. 
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New Product Showcase 
(continuedfrom page 68) 

persing clippings and leaves from 
flower beds, lawns, patios, drive-
ways and sidewalks, as well as vacu-
uming and mulching leaves and 
clippings that collect in gardens 
around flowers, plants and bushes. 

The 2580 Super's 14-amp mo-
tor is billed as generating a 185-
mph air velocity. The 2-speed vari-
able air flow switch allows move-
ment of up to 405 cubic feet of air 
per minute. 
Circle 180 on reader service card 

Calhoun Manufactur ing 'sTrak 
Universal Replacement Bags for 
Chippers/Shredders and Chipper 
Vacs are constructed of heavy-duty, 
abrasion-resistant fabric which has 
been double stitched at the seams 
for extra proteection. 

The Trak replacement bags come 
in 2-, 4- and 5-bushel sizes. Each 
bag is packaged with an application 
chart and installation instructions. 

The bag's positive locking sys-
tem and extra wide opening pro-
vide a secure hold while attached to 

the unit, and faster unloading when 
it is empty. 
Circle 181 on reader service card 

Course Air applicators deliver a 
stream of air to spread dry fertiliz-
ers, pesticides and seeds. An op-
tional liquid system can be simulta-
neously applied. 

The applicators' environmental 
shields eliminate chemical or fertil-
izer drift. Fertilizers with even the 
most delicate coatings can be ap-
plied without damage. 

Course Air applicators help eli-
minate ballistic segregation and un-
even patterns common to old-fash-
ioned, spinner-type applicators. 
Circle 182 on reader service card 

ThcOriginal Tractor Cab'sSun-
Shade for rider mowers provides 

excellent shade from the sun, espe-
cially during the hottest hours of 
the day .The canopy can be attached 
to various types of riding equip-
ment to block harmful rays and 
help keep equipment operators cool 
in the summer heat. 

Original Tractor Cab offers a 
range of SunShade models to fit 
almost every rider mower. 
Circle 183 on reader service card 

Stellar Industr ies' Shuttle hy-
draulic hook-lift loader (Model 190-
24-52) can load and transport 20-
foot to 24-foot long bodies and 
containers weighing up to 26 tons. 

A range of interchangeable bod-
ies and applications are possible 
with the Stellar loader. These in-
clude a 20-yard rubbish and debris 
container, 18-foot long dump body 
with tapered sides and a 20-foot 
long flatbed body. 

Stellar offers also 15smallermo-
dels for everything from a 3/4-ton 
pick-up to a tandem axle big rig, 
with lift capacities of 3,000,5,000, 
8,800,12,000,20,000,32,000, and 
40,000 pounds. 
Circle 184 on reader service card 

Classen adds the model SC-18 
self-propelled 18-inch sod cutter to 
its line of turf equipment. The ma-
chine is powered by a 5.5 Honda 
engine and will cut sod up to a 2 1/ 
2-inch depth. 

This heavy-duty cutter is de-
signed for golf course maintenance 
and landscaping. 
Circle 185 on reader service card 

Little Beaver offers three hydrau-
lic handle combinations for its 
torque-free earth drills and augers. 
These include one- and two-person 
han-dles and anchor handles. 

The one-person handle is mainly 
used for ordinary drilling tasks. De-
pending on soil conditions, one per-
son can easily use up to an 8-inch 
auger and one extension. 

The two-person handle, with four 
hand grips, is effective when drill-
ing large diameter holes 6 feet, 12 
feet or deeper if used with the aid of 
a tripod. 

The auger/foundation handle, 
when combined with the standard 
high-torque 60-rpm motor, is ideal 
for light utility work. • 
Circle 186 on reader service card 

Get a step ahead of your competition 
with a 

The Billing Clerk with Accounts Receivable ™ 
The Billing Clerk™ is ever-so-easy to install and use! Installation takes 2 minutes or less! 
To install just type A:INSTALL at your harddisk prompt! That's right! The Billing Clerk 
self installs and is so easy to use! It's all menu driven and walks you from screen to screen. 

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

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

•Post additional charges or payments directly to your customer's account in just minutes 
using an easy transaction screen! This lets you enter transactions for all customers in that 
run on iust one screen! No jumping from screen to screen for each customer! Of course, 
all transactions are automatically posted directly to each customer's account. Plus, you can 
print a posting report as you enter transactions. 

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

•Optional Recurring Billing. Send either recurring invoices or statements. 
•One-time or Recurring Invoices and Statements, complete accounts receivable, late 

charges, past due notices, aging report, sales report, customer ledger, mailing labels, 
shipping labels, Rolodex® cards, continuous feed envelopes, plus much more! 

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

D^Call Now! 1-800-880-0887 
I Dilloware, Inc. 1395 Bear Creek Rd. New Braunfds, TX 78132 Texa^R« '" add 

(210) 899-2100 • Fax (210) 899-2124 speaalpncmg $7.30 tax. 
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TURBO TURF 
HYDRO SEEDING SYSTEM 

â 
SEED FASTED, BETTER, AT LESS COST 

Seed, mulch, and fertilize in one fast 
easy step. 

* * Also repair & renovate a lawn faster and 
better than ever. 
No messy straw to apply, no messy 
straw to blow into neighbors' yards. 
Excellent seed to soil contact and moist-
ure retention with great results. 
Hydro seeded lawns have a pretty and 
very professional appearance. 

150 gal. systems (2000 sq. ft.) $2795.00 
300 gal. systems (4000 sq. ft.) $3995.00 
500 gal. systems (6600 sq. ft.) $4795.00 

750 gal. system (1/4 acre) $7995.00 
1000 gal. system (1/3 acre) $9995.00 

BADGER ASSOCIATES 1-800-822-3437 
1108 Third Ave., New Brighton, PA 15066 
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SEED INNOVATIONS 

Breeding 
Tall Fescues 

For Turf 
Recent turf performance data 
for tall fescues demonstrate that 
some new dwarf varieties are 
ranking higher than initial 
turf-type varieties. 

TALL FESCUE IS a cool-season 
grass, best adapted to the transition 
zone of the United States. This spe-
cies can also do well in the Great 
Plains and Rocky Mountains when 
irrigated and is well adapted in many 
areas of California. The tall fescues 
require less frequent irrigation be-
cause of their deep rooting (3 to 4 
feet) compared to perennial 
ryegrasses and Kentucky blue-
grasses. 

Alta and K-31 were the first va-
rieties for forage and turf purposes. 
Both form a coarse, open turf with 
a rapid rate of vertical leaf elonga-
tion. Fawn was a later forage vari-
ety producing poorer turf quality 
than K-31; Chesapeake and Clem-
fine were developed after the above 
varieties, but produced a turf simi-
lar to K-31. 

The first turf-type varieties of tall 
fescue were released in the early 
1980s. Rebel came first, followed 
closely by Falcon, Olympic and 
Houndog. These new varieties had 
lower growth habits, producing a 
denser, leafier turf that was more 
persistent than the earlier varieties. 
They were also known to have bet-
ter overall disease resistance than 
the earlier forage types. 

The next generation included 
Jaguar, Adventure, Rebel II, Bo-
nanza, Cimarron, Apache, Arid and 
Mustang. These varieties showed 

improved color and density, with 
some improvements in disease re-
sistance (brown patch, leaf spot and 
crown rust). Others more recently 
developed for disease resistance 
include Amigo, Safari, Shenan-
doah, Winchester and Olympic II. 

In the late 80s and early 90s, new 
varieties were released with more 
dwarf growth habits and even bet-
ter density and color. Examples in-
clude Trailblazer I & II, Silverado, 
Eldorado, Murietta, Rebel Jr., 
Monarch, Tomahawk, Crewcut, 
Shortstop and Bonsai. 

In current turfgrass breeding pro-
grams, several characteristics play 
crucial roles in the development of 
varieties, including disease and in-
sect resistance, improved turf per-
formance, shade tolerance, drought 
tolerance, traffic tolerance, pesti-
cide tolerance and low maintenance 
tolerance. This article will discuss 
areas that have made the most pro-
gress in recent years. 

In July 1991, Pure Seed Testing 
started a breeding and evaluation 
research farm in Rolesville, N.C., 
to develop tall fescues with im-
proved resistance to brown patch. 

Brown patch, incited by the fun-
gus Rhizoctonia solani, is the most 
serious foliar disease of tall fescue 
in the southeastern U.S. The fun-
gus thrives under warm humid con-
ditions and produces large, brown, 

CLIPPING WEIGHTS 
Preliminary tall fescue trial seeded fall of 1991 

near Hubbard, Ore. Clipping weight in grams per 8.75 sq. ft. 
area over an 11-week period. 
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unsightly areas in diseased turf. 
The disease is easily controlled 

by many contact fungicides. Since 
tall fescue is often used in areas that 
receive lower maintenance, how-
ever, budgets seldom allow for fre-
quent preventive fungicide appli-
cations necessary for brown patch 
control. Therefore, using tall fescue 
cultivars with genetic resistance is 
the best control method. 

Tall fescue, native to cool regions 
of Europe, evolved without selec-
tion pressure from diseases common 
in warm, humid conditions. Al-
though numerous improvements 
have been made, some resistance to 
brown patch still appears in many 
tall fescue cultivars. 

Much of the tall fescue germplasm 
used in breeding programs today are 
taken from cool regions. Addition-
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ally, brown patch is not a serious disease in most 
tall fescue breeding programs in the Pacific 
Northwest. Therefore, a breeding program was 
initiated in the Southeast, where selection can be 
conducted under heavy disease pressure. 

We screened tall fescues for resistance to 
brown patch both in turf plots and spaced-plant 
nurseries, where we can evaluate individual geno-
types. Tall fescues are also collected from old 
turfs throughout the Southeast, where they tend 
to have better disease resistance and other benefi-
cial characteristics. 

Improving specific turfgrass characteristics 
takes a long time. Disease resistance and other 

traits often are controlled by groups of genes and 
take several cycles of selection and recombina-
tion to improve. New turfgrasses must also be 
evaluated for a period of time to ensure that they 
maintain the desired characteristics for which 
they were developed. University trials, such as 
those at NCSU, and the National Turfgrass Evalu-
ation Program, are invaluable sources of testing 
for turfgrass breeders. 

ADAPTATION. Turf performance data from 
California, New Jersey, Oregon and North Caro-
lina, based on color, uniformity, density and 
mowing quality, illustrates that some of the new 

dwarf varieties are ranking higher than the initial 
turf-type varieties. The best performers include 
Rebel Jr., Monarch, Silverado, Tomahawk, Cor-
onado, Eldorado, Safari, Virtue and Jaguar III. 

Producing fewer clippings is considered a 
benefit of slower-growing, dwarf turf-type tall 
fescues, since the cost of disposing clippings is 
increasing. Subsequently, the lawn and land-
scape industry has called for tall fescues with a 
slower vertical growth rate. 

Pure Seed began a clipping study of 25 tall 
fescue varieties March 6, 1992, to determine 
clipping yields under Western Oregon condi-
tions. Turf plots were mowed with a rotary 
mower once a week for 11 weeks, and the clip-
pings from each plot were collected and weighed. 

Total clippings fori 1 weeks of growth ranged 
from 756 grams to 1,503 grams for 8.75 square 
feet. This calculates out to 8,264 pounds of clip-
pings for Silverado vs. 16,478 pounds of K-31 
per acre. Silverado, the slowest growing variety, 
provided less than half the clippings of K-31. 
Virtue, 5RL, Mini-Mustang, Tomahawk, Olym-
pic II, Coronado, Shortstop, 59D and Mowless 
also had fewer clippings. 

Vertical growth measurements were taken 
April 15, 1993, on a tall fescue seed yield trial 
planted fall 1992. Bonsai, Coronado, Eldorado, 
Cochise, Rebel Jr., Silverado, Pixie, Rebel 3D 
and Aztec were the named varieties with less 
growth through the winter. 

Pick 90-6, Pick RB88, PST-5PM, PST-5LX, 
59D and MB-24-92 were the experimentáis 
showing the least growth. 

SHADE. In the past several years, many turf-type 
tall fescues have been released with improved 
performance in shade. Turf-type tall fescues are 
frequently used for shade in the transition zone of 
the United States (A broad area that stretches 
from Maryland and Virginia all the way to North-
em Texas) due to the poor shade tolerance of 
bermudagrass. 

In a shade trial in Oregon under green ash 
trees, the dwarf turf-type varieties are performing 
best. They are maintaining a finer leaf texture 
with less elongation than the taller varieties de-
veloped earlier. New experimentáis ZML, ZVL, 
5RM, 59D, 5VC and Coronado were the top 
performing varieties after one year with the dark-
est color. The commercial varieties that do well 
in shade are Eldorado, Safari, Silverado, Virtue, 
Bonsai and Tomahawk. 

Once a turfgrass cultivar is evaluated, a pro-
cess which may take five or more years, seed of 
the cultivar can be produced for sale. The first 
generation of seed is produced by the inventor of 
the cultivar and is called breeder seed. Once 
breeder seed is harvested it is called foundation 
seed. Foundation seed can be planted to produce 
certified seed, which is sold to the consumer. 
Nearly all cool-season turfgrass seed produced in 
this country is grown in Oregon, Washington 
and Idaho. • 

This article was prepared by Crystal Fricker, 
Melodee Fraser and W.A. Meyer of Turf-Seed, 
Inc., Pure Seed Testing, Inc. 

tCF CONTROL SPREADERS FOR 
DUMP TRUCKS 

H E N D E R S O N 

MINI HAULERS FOR 
ALL UTILITY WORK 

ICE CONTROL SPREADERS FOR 
PICKUP TRUCKS 

HENDERSON MANUFACTURING 
division of Willknight.lnc. 

P.O. Box 40 • Manchester. IA 52057 • (319) 927-2828 

Dealerships available in selected territories. 
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With value-packed, bring-a-friend-for-FREE seminars, exciting technology and great new products, the 1994 
Landscape Industry Show is an event you won't want to miss. It's coming up February 16 and 17 at the Long 
Beach Convention Center. Show hours on Wednesday are 8 a.m. to 6 p.m. and on Thursday from 8 a.m. to 
5 p.m. Doors open at 7 a.m. for on-site registration. Admission is $5 at the door, or pre-register by January 21 
for free admission. For your seminar brochure and pre-registration details, call or write: 

The Landscape Industry Show, 2021 N Street, Suite 300, 
Sacramento, CA 95814. Phone (916) 448-2522. 

CLCA 



G-Type sprinklers are ideal for use in turf and landscape applications and are available in 
three versati le models: the PGP 4" pop-up, the PGS shrub head and the PGH 12" 
high-pop. These sprinklers represent state-of-the-art efficiency in water conservation. 

All G-Type models feature 12 interchangeable nozzles to vary the discharge rate from .5 
to 14.4 GPM and the radius from 22' to 52'. This versatility means less inventory and faster 
installation. Additionally, new low angle nozzles are available for all models, and a built-in 
drain check valve is optional on the 4" pop-up and shrub model, and standard on the 12" 
high-pop. G-Type sprinklers have a two-year, over-the-counter exchange warranty. 

The PGP 
Gear-Driven For 
Quiet Operation 

The World's Best-Selling Gear-Driven Sprinkler 

Hunter Dedicated To The Irrigation Professional 

1940 Diamond St. • San Marcos, CA 92069 • U.S.A. • 619-744-5240 • FAX: 619-744-7461 m- „,, 
USE READER SERVICE #27 



DIAGNOSING 
IRRIGATION 

ILLS 
tike blood pressure, irrigation system 

pressure should be checked 
periodically; more often with age. 

By tarry Keesen 

CONTROLLING PRESSURE, solving electrical prob-
lems and pump maintenance seem to be the least under-
stood topics in the irrigation maintenance and contract-
ing industry The information I present here is not all 
enclusive, but will get you started in the right direction. 
If you have additional ideas, please let me know. 

Proper irrigation system operating pressure is of 
paramount importance if an operator wants to control 
costs. Subsequently system operating pressure must be 
checked annually If a pump is used, it should be 
checked monthly Visible changes in water pressure may 
appear in potable water supplies and pump systems 
because of increased demand, equipment deterioration 
and/or pressure changes made by water purveyors. 

I 

ft i 



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

Once it's deter-
mined that a sys-
tem is operating at 
the proper pres-
sure, obtain operat-
ing pressure read-
ings at several 
points in the sys-
tem. Turn on sta-
tion number one 
and test the operat-
ing pressure at the 
pump or at the 
downstream side of 
the pressure reduc-
ing valve and/or 
the backflow pre-
venter. Also test 
the pressure down-
stream of each elec-
tric zone control 
valve or at one of 
the sprinkler heads 
within the zone. 

Log the time, date, pressure and loca-
tion for future reference. Repeat this test 
for each zone in the system. Also note the 
static water pressure when the system is 
off. 

An easy way to check the operating 
pressure is to install schrader valves 
downstream of the pressure-reducing 
valve and each zone control valve. At-
tach a quick-connect device with hose 
and gauge and read the pressure. Other 
methods of checking operating pressure 
can be performed at the head using a 
pitot tube/pressure gauge for rotor 
heads and a tee/pressure gauge inserted 
under the pop-up spray head nozzle. 

Once the pressure data is logged it can 
provide a reference for proper operating 

pressure within the system. Periodic 
pressure checks can reveal if the pipe-
lines are leaking and whether pressure 
reducing valves, backflow preventers, 
control valves, sprinkler heads and 
pumps are operating properly. System 
pressure variances can pinpoint prob-
lems as well as save time. 

If the source pressure remains un-
changed and the pressure within the 
zone has changed more than 5 percent 
to 10 percent, try to isolate the problem 
with additional pressure tests through-
out the system. Lower operating pres-
sure at the zone might indicate a leak, 
worn pump impellor or a partially closed 
flow control at the zone valve. Higher 
operating pressure, on the other hand, 

could be the indication of a plugged 
nozzle or pipe, a defective pressure re-
ducing valve or an increased pressure 
from the water purveyor. 

Pressure testing is a great diagnostic 
tool for troubleshooting the irrigation 
system. I have identified faulty back-
flow preventers and pressure reducing 
valves using these methods. Remem-
ber, irrigation system pressure is like 
blood pressure: both need to be checked 
periodically; more often with age. 

E L E C T R O N I C S . To test the electronics in 
the irrigation system use a volt-ohmme-
ter capable of reading 120-volt AC (al-
ternating current), 24 volt AC and 0 to 
1 megaohm resistance. 
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Testing electronics in an irrigation system takes expertise, 
patience and often a little luck. In this photo, there is a 
lateral line leak at 140 psi. 

Start by testing 
the power supply 
for the irrigation 
controller. Using a 
voltmeter, the 
reading should be 
between 105 and 
125 volts. If no 
power is mea-
sured, check the 
circuit breaker or 
fuse. If the power 
source is good, 
check the circuit 
breaker or fuse in 
the controller and 
reset or replace as 
required. 

Next check the 
controller's 24-volt 
output at the wire 
connections to the 
controller. Turn 
on station number 

one and use the voltmeter to test the 
voltage between station one and the 
common connection or wire. The voltage 
is usually in the 24- to 30-volt range as 
most valves require 24 volts. 

If 24-volt power is not present, the 
problem is most likely located in the 
controller. Check the backup battery for 
power and verify the output voltage of 
the 110V/24V transformer. The range 
should be 24 to 48 volts at the output or 
secondary side of the transformer. If 
power is above or below this range, turn 
the power off and measure the resis-
tance across the primary or 110-volt 
side of the transformer. 

The transformer is bad if the ohmmeter 
indicates 0 ohms resistance. If the station 

terminals show no output voltage — and 
unless you're an electronic genius — send 
it to the distributor or factory authorized 
service center. 

If the proper voltage is measured, the 
problem is either the solenoid on the con-
trol valve or the wiring between the con-
troller and the valve. 

If all control valves quit at the same 
time it could be a broken common wire or 
a cut in all of the hot wires, although it is 
unlikely. When wire insulation is cut or 
damaged and the wire makes contact 
with another, the wire is shorted. If the 
hot wire for one valve is shorted to an-
other, both valves may operate at the 
same time. 

When a hot and common wire are 
shorted, the breaker or fuse will blow. 
Additionally, damaged wires in wet soil 
that are not in direct contact will 
ground and cause the same problem as 
shorted wires. 

The solenoid and field wiring can be 
tested from the controller using an 
ohmmeter. Disconnect the common 
wire from the controller and attach to 
one lead from the ohmmeter. Touch the 
other lead to each station terminal and 
note the readings. 

Most good solenoids will measure be-
tween 20 and 60 ohms; a shorted sole-
noid will read 0 to 5 ohms; and an open 
solenoid will read higher than 60 ohms 
— usually at infinity. Replace the sole-
noid if it reads shorted or open. Two 
valves that are wired to operate simul-
taneously will have approximately half 
the resistance of a single solenoid or be-
tween 10 and 30 ohms. 

If the solenoid is good, check the pow-
er at the valve with a voltmeter. The 

reading should be 24 volts or higher. If 
voltage is good, look for a mechanical 
problem in the control valve. If voltage is 
low or non-existent, than it's probably a 
wiring problem between the controller 
and the valve. 

To test for shorted wiring, disconnect 
the hot and common wires from the 
controller and the solenoid. Use the 
ohmmeter to measure the resistance 
between the hot and common wires. If 
the resistance is low, a short is present. 
To detect a ground fault, test the resis-
tance between each wire and an earth 
ground. If the reading is under 100 
ohms, then a ground fault is indicated. 

Check for broken wires and bad connec-
tors by disconnecting both wires at the 
control valve and by pushing bare ends 
into the soil to maintain an earth ground. 
At the controller, disconnect both wires 
and test the voltage from the hot and 
common wires to an earth ground. The 
ohmmeter will show a low resistance if 
the wires are good. 

The easiest way to locate a shorted 
wire or connector is with a ground fault 
locator. (Most irrigation equipment dis-
tributers sell and rent these devices.) 

PUMP MAINTENANCE. Once a pump 
quits, the landscape turns brown, cli-
ents scream and you generally lose the 
contract. Proper pump maintenance 
will ensure fewer headaches, lower op-
erating costs, higher efficiency and a 
longer lifespan. 

The pump should be inspected at 
regular intervals depending on total 
weekly operating hours. Pumps are a 
major investment that can result in 
higher energy costs and lower water 
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pressure if not prop-
erly maintained. Effi-
ciency losses due to 
lack of lubricant and 
wear will result in in-
creased costs and a 
shorter pump life. 

A regular mainte-
nance check should 
include an inspection of the pump and 
the surrounding room or enclosure. 
Check for water and oil leaks on the 
floor, then turn on the pump and check 
again. After operating for 30 minutes or 
more, feel the pump and motor for oper-
ating temperature and vibrations. 
Check for oil and water leaks. Is the 

electrical odor normal? Is the pump 
running hotter than usual? 

If the pump motor has Zerk lubrica-
tion fittings, it will require regular lu-
brication. Motors that are 5 h.p. and 
smaller generally have sealed bearings 
that don't require lubrication. Unless 
otherwise recommended by a motor or 

An electrician should periodically 
check the control panel. At left is a 
defective terminal strip at 110-volt 
connection. 

pump manufacturer, the proper lubri-
cant is EP-2. 

To lubricate electric motor bearings 
turn off the pump, remove the drain 
grease plug and with a grease gun, 
pump the lubricant into the fitting until 
it comes out the drain plug. Leave the 
drain plug open for a few days to allow 
the excess lubricant to drain out. 

The bearings will run unusually hot 
during the first 15 to 20 minutes of op-
eration after lubrication and later re-
turn to normal operating temperature. 

Pumps that are frame-mounted (with 
a separate motor) are normally greased 
through the bearing cover, and the ex-
cess drains out the bottom or through a 

FILTER 

EH-12 HEAD 

EH-12 EMITTER 
A BETTER IDEA BY DESIGN 

A logical idea —Drip irrigation in a 
head —twelve individual pressure 
compensating outlets. The patent-
ed filter is built right into the unit 
and good filtration is what makes 
drip work. 

Drip irrigation designed for 
landscape — not adapted to it. 
Call or write for more information. 

OLSON 
IRRIGATION 
SYSTEMS 

10910 Wheatlands Ave. 
Santee, CA 92071 
619 562-3100, 800 770LS0N 
FAX: 619 562-2724 

USE READER SERVICE #93 

RECYCLE 
YARD WASTE 

The Baker 
Commercial Chipper 
Shredder offers complete 
debris clean-up. Chip limbs 
up to 6" thick. Shred 1" tree 
trimmings and turn giant leaf 
piles into mulch in min-
utes with the unique 
vacuum kit. 20-23 
HP trailerable ^ 
models are 
available and two 
PTO models. 

For more information, call us at 1-800-945-0235 

[ Bake r 
YARD WASTE MANAGEMENT 

SYSTEMS 

500 N. Spring Street 
P.O. Box 997 
Port Washington,WI53074-0097 

USE READER SERVICE #89 
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drain plug at the bottom of the frame. 
Check and clean the bug screens in-
stalled on the motor vents. 

Make sure the pump housing is well 
ventilated. A hot room will reduce the 
motor life by 50 percent for every 18 de-
grees in temperature above the motor 
nameplate rating. 

CHECK FOR VIBRATIONS. A vibration could 
be the start of a bearing failure or a mis-
aligned drive coupling or connecting pipe. 
But while a noise in the pump might in-
dicate a bearing failure. If the bearing is 
going bad, replace it immediately to 
avoid additional damage. 

If a diagnosis cannot be made, call in 

experts for help instead of waiting for 
additional damage. Have an electrician 
check the pump control panel periodi-
cally for worn contacts and loose connec-
tions. 

Next month we will look at some of the 
sensors that are used with irrigation 
systems and how they can make life 
easier. 

The author is vice 
president of Kees-
en Water Manage-
ment, 10700 E. 
Bethany Dr., Suite 
103, Aurora, CO 
80014. 

I RR IGAT ION QUESTIONS 

1. What is an easy way to check the 
operating pressure in an irrigation 
system? 

2. What could cause higher operating 
pressure in the system? 

3. Can the solenoid and field wiring 
be tested from the controller? 

4. What is the easiest way to locate a 
shorted wire or connector? 

5. How does temperature affect pump 
operation? 

6. What can cause the pump to vi-
brate? 

Answers appear on page 93 of November LLM. 

RainCADSimplified Design in Less Time 
RainCAD Irrigation Design Software is power, productivity and professionalism all in one affordable package. RainCAD is easy to 
learn, and increases productivity by cutting design time over conventional "on the board" drawings. RainCAD allows expansion 
for the future with additional add-on modules for Landscape Design, Drainage, Accent Lighting, and other equipment data bases. 

FILES PROPERTY SPRINKLERS PIPING SECTIONING TEXT HYDRfiULICS INFO 
DETAILS BLOCKS EDIT UTILITIES HELP SNITCHES EQUIPMENT 

0 Points Distance: 50.52 Angle: 334.03° DX : 45.42 DY: -22.13 
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RainCAD includes: 

Full function CAD capabilities with 
no additional software requirements 
Automated material takeoffs and legends 
Full on-line tutorial included 
Automatic and manual pipe sizing 
Supports more than 300 printers and plotters 
Comprehensive system hydraulic calculations 
More than 800 easy to customize symbols 
Compatible with other popular CAD programs 
Complete product installation details 
Expertly staffed toll-free support line 

Join the hundreds of users who have made 
RainCAD the standard in the industry ! 

Call 1-800-348-3243 NOW 
Be sure to ask for a copy of the 

RainCAD working demo (it's FREE). 
Rain Bird Sales, Inc., Contractor Division, 155 North Grand Ave., Glendora, CA 91740 
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Compost Digest 
STATE INHIBITS SMALL-SCALE YARD WASTE COMPOSTING 

A STATE LAW in Maryland prohibits most 
landscape contractors from accepting yard 
waste compost at their facilities. But a 
county government enforcement agency, 
bent on changing the law, willingly 
looks the other way when it comes 
across such a site, according to a 
program specialist for the agency 

The law, aimed at regulating large 
compost facilities, sets such strict 
permitting standards that the aver-
age, small composting facility can't 
begin to meet them, according to 
Joe Keyser, senior program spec-
ialist for the Montgomery County 
Department of Environmental Pro-
tection in Maryland. 

"It is illegal throughout the state 
of Maryland to take in yard waste 
for composting at a site without the 
proper permit. It's considered land-
filling," Keyser said. "If you're a 
nursery and you've got stuff being 
generated, that's fine. But if you're 
going out and cutting lawns and 
bringing clippings back to your site, 

technically you cannot compost it. It's a 
violation of the state's permitting process. 
We're trying to make permitting easier." 

Maryland law does not prohibit landscape 

contractors from composting their own yard 
waste material, however, or from setting up 
facilities on clients' properties. 

Keyser acknowledges that many landscape 
contractors in the county already 
accept outside compost material. "It 
may not be lawful but 20 to 30 sites 
have done that already...We want to 
be able to work out the regulations so 
that as long as they're doing it 
properly, we'd like to keep them 
going." 

Maryland began prohibiting lawn 
maintenance contractors from divert-
ing grass clippings to landfill in Sep-
tember, although the regulation won't 
be strictly enforced until next year, 
Keyser said. 

Montgomery County, which has a 
population of 800,000, faces a Jan. 1 
landfill ban for homeowners. Officials 

Compost education is needed not 
only to explain the proper process, 
but the benefits of compost to the 
landscape. 

NEW 
ROYER SHREDDER MODEL 366 

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 

Call or fax for more information. 
ROYER INDUSTRIES, INC., 

P.O. Box 1232, Kingston, PA 18704 

TM 

Ph: (717) 287-9624 Fax: (717) 283-0578 
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NEW... 
Hudson® 
Calibrator 
Sprayer 

The first sprayer designed specifically 
for the lawn and turf industry! 
• 15 psi Hudson Calibrator Spray 

Management Valve. 
• Kern Oil® hose; in-line 60-mesh 

nylon strainer. 
• Thrustless shutoff; brass wand; 

Delavan® 80-5R low-drift nozzle. 
• Heavy-duty, transluscent tank; 

pressure release valve. 
• Steel handle; high-efficiency 

pump with Viton® valve and 
gasket. 

• Wide, non absorbant strap. 
• Choice of 2- and 2.75 gallon 

compression or 4.5 gallon 
Bak-Pak® sprayers. 

$ 1 0 O F F sprayer list price when you 
present this ad to your participating Green 
Garde distributor prior to Dec. 31, 1993. 

Green Garde Division 
H.D. HUDSON MANUFACTURING COMPANY 
500 N Michigan Avenue • Chicago. IL 60611-3748 
312-644-2830 FAX: 312-644-7989 
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CLIPPINGS GONE BAD MAY 
BE LANDFILLED 

MICHIGAN and other states are considering giving composting facility operators the right to 
refuse "odiferous" grass clippings that have begun to decompose, and possibly divert them to 
landfills, according to the Michigan Department of Natural Resources. 

Compost facility operators are complaining about receiving loads of grass that have gone 
badly anaerobic, particularly in spring. Michigan is considering allowing such grass to be land-
filled, but would likely charge a fee to discourage flagrant dumping, said John McCabe of 
Michigan's DNR. 

New York state has proposed yard waste regulations that would allow composters to divert 
rotting grass clippings to landfill. The regulations would allow cities to assess how much grass 
facilities could accept. 

Rather than landfill the "bad" clippings, some communities are considering divying loads 
among several small composting operations instead of big one, thus cutting down the potential 
for odor. Experiments are also underway at Purdue University and other facilities to spread 
clippings directly on land in manure spreaders. 

remain uncertain how to handle the county's 
estimated 56,000 tons of grass clippings. "We 
don't want that at the county composting 
facility," Keyser said. 

Agricultural sites can accept yard waste for 
composting if the end product is applied di-
rectly to the field. Keyser hopes to set up a 
system to divert yard waste to those facilities, 
rather than dumping it all on the county 
facility. 

"What I 'm looking to do is formalize a sys-
tem - identify sites, work up nutrient manage-
ment plans for the various sites and then start 
utilizing them as a diversionary measure," he 
explained. 

Meanwhile, the department is conducting 
training seminars to help lawn care profession-
als understand the landfilling and composting 
regulations, and to aid them in devising mar-
keting strategies to get clients to accept grass 
recycling or composting bins on their proper-
ties. The county plans to develop a pilot pro-
gram with the Landscape Contractors Asso-
ciation, MD-DC-VA, to allow members to 
purchase "upscale" compost bins at low cost. 

Keyser said he's heard numerous com-
plaints from LCA members who have failed to 
convince clients to consider grass recycling. 

"In part that is because there hasn't been a 
change in the pricing structure of their ser-

vices. We want to help lawn care profession-
als put together a marketing package telling 
customers that 'green' lawn care may cost 
less. If we can tie that into getting them a bin 
for the occasions when they really have to 
catch the grass clippings, that further helps 
them sell the total environmental package to 
the consumer." 

The LCA frequently works with Mont-
gomery County trying to establish viable 
composting and grass recycling programs. 

The county's proposed program "would be 
wonderful for our members. We would be 
thrilled to death," said Beth Palys, LCA's 
executive director. 

Keyser, concerned about getting contrac-
tors to attend the workshops, is considering 
offering some type of incentive program. 

"It may be something they can take with 
them from the workshop and be able to use it 
as a discount at one of the distributors," 
Keyser said. • 

•Heartwood Brand Mulch - shredded reclaimed wood 
•Netlon - patented reinforced rootzone system 
•Pro's Choice - soil conditioners for sports fields 

Kurtz Bros., Inc. 
Ask about . . . 

•Brick Screenings 

•Trap Sand 

•USGA Construct ion 

Materials 

•Topdressing Mixes 

•Placer Truck Rental 

^ Environmentally 
^¡¡^ Aware 

Visit our booth #120/227 
at the OTF show in 

Columbus, Ohio Dec. 6 - 9 

4 7 0 0 E . 4 9 t h S t r e e t • C l e v e l a n d , OH 4 4 1 2 5 
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People 
TOD WINDSOR joined Rain Bird's com-
mercial division as product manager in charge 
of new product development for the com-
pany's line of commercial irrigation control-
lers, as well as the improvement and main-
tenance of the firm's existing product line. 

Garden Way appointed Ellen Hotz to the 
new position of vice president of product 
and brand marketing, and Brian Mil ler as 
product manager for the company's line of 
chipper/shredders, chipper/vacs and snow 
throwers. 

Pest Management Supply named Dr. Don 
Collins director of sales for its weather 
intelligence division, responsible for 
introducing the benefits of on-site weather 
monitoring for irrigation and insect, disease 
and weed management to golf course 
superintendents, turf managers and pest 
management professionals. 

Kenneth Peters joined ISK Biotech as 
formulations superintendent. Peters was 
previously market development manager 
with Thomas Packaging Corp. 

ISK also named Thomas Woods 
industrial biocides technical manager; 
Michel deVleeschauwer industrial 
biocides business manager at ISK Biotech 

Wt « 
Nelson Bruton 

Europe Ltd.; and Catherine Piot sales 
administrator in France. Woods previously 
served as manager of business and corporate 
development; DeVleeschauwer served as 
contract manufacturing manager; and Piot 
served as assistant to the director for 
external affairs. 

Medalist America Turfgrass Seed 
promoted Eric Nelson. Ph.D., to director of 
turfgrass research and product development. 
Nelson joined Medalist in 1989 as director 
of turfgrass research. 

Monica Wessel. formerly marketing 
communications manager for Reemay, was 
promoted to international sales manager of 
the International Business Unit. David 
Moles worth, formerly a sales representa-
tive for Reemay's Typar House Wrap 

product, moved into the marketing 
communications manager position. 

Dixon Industries appointed Conard Kruger 
territory manager, responsible for working 
with Dixon dealers throughout Virginia. 

Weather-matic appointed Randal Bruton 
regional sales manager for the company's 
south-central region, including north, east 
and west Texas, Oklahoma and New Mexico. 

Stahl announced the following appoint-
ments: Jim Kraschinsky to director of sales 
and marketing, responsible for OEM and 
distributor sales, market development, new 
products, advertising and customer service; 
Tim Will iams to West Coast regional 
manager, in charge of sales and distribution 
in California, Oregon, Washington, Nevada, 
Arizona, Utah, Idaho, Montana, Wyoming 
and Canada; Tom Cole to Central Midwest 
regional manager and product manager of 
Stahlwart Cranes and Crane Body Systems, 
responsible for coordinating product 
development, marketing and distribution 
nationwide; Joseph Verdini to customer 
service manager for Stahl and its Arbortech 
division; and Don Rose as inside sales 
representative for Arbortech, responsible for 
sales and customer service. • 

A world of difference -
SLICE 

Different because the SLICE computer systems were 
designed exclusively for the green industry, offering 
comprehensive solutions that fit your business. 

Different because SLICE is at work today in nearly 200 
green industry businesses in over 30 states and Canada. 

Call today for a larger SLICE of tomorrows business. 

A SLICE 
Thornton Computer Management Systems 
424 East U.S. 22 Mainevtlle. Ohio 45039 
513-683-8100 
National (800) 543-7249 
Ohto (800) 582-6129 
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Exclusive contour-hugging design 
stimulates growth and incorporates 
seed and fertilizer. Excellent for 
smoothing rough edges or preparing 
seedbeds in new construction. 
Breaks up and scatters aerifier 
plugs without clogging! Sizes 
from 4' to 24'. 3-pt. lifts available. 

Call or write for details. 
1825 West Hovey • L & L-10 

Normal, IL 61761 

800-682-6251 
F L E X I B L E H A R R O W S 

PARMITERl 
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EPA has conditionally re-registered 
the single most important defense 
against 30 infectious pathogens 
that invade valuable shade trees. 

Fungisol 
^ ^ ^ ^ Debacarb 

No other systemic product controls more damaging and economically 
important cankers, wilts, blights, and declines of shade 
trees. Fungisol improves tree health and protects 
the environment. 

saVcTrees 

Fungisol is available for use in the proven, 
low pressure, micro injection system 
offered by the J. J. Mauget Company. 

Contact your Mauget distributor 
today. Supplies are adequate. 
The long wait for the return of 
Fungisol is over! Thanks for 
your confidence and support. 

• w J i 

«Copyright 1993, J. J. Mauget Company 

J. J. Mauget Company 
2810 N. Figueroa Street 
Los Angeles, CA 90065 

1 -800-TREES-RX 

Fungisol debacarb fungicide is registered in the 
U.S. and abroad by the J. J. Mauget Company 
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PLANT G R O W T H REGULATORS OFFER N E W W A Y TO M A N A G E TURF 

ALTHOUGH PLANT growth reg-
ulators aren't new to the lawn and 
landscape service industry, their 
acceptance by turf managers has been 
gradual. It appears now, however, that 
their time has finally arrived. 

Recent PGRs introduced to the 
market have shown turf managers that 
the products work well and may 
provide a new source of revenue, and 
result in higher profit potential for 
their firms. 

Dale Amstutz, owner of Northern 
Lawns, Omaha, Neb., views PGRs as PGRs 
a time saver and a way to position his 
company as a market leader. 

"PGRs allow us to offer innovation to our 
customers," Amstutz said. "We can offer 
clipping reduction and time savings to 
homeowners. Plus, as an add-on service, we 
can set people up with vacation treatments 
so they don't have to worry about coming 
back to a jungle after a week or two away 
from home." 

In simplest terms, PGRs are applied to turf 

managers' interest in the products for 
high maintainance turf areas such as 
golf courses, commercial properties, 
parks and home lawns. Products 
introduced in the 1990s have shown 
even greater efficacy. 

can offer significant growth and clipping reduction. 

to slow the growth rate, while maintaining 
healthy turf. Unfortunately, early PGRs 
provided inconsistent and less-than-
satisfactory results. Turf damage from 
PGRs in the 1950s and 1960s generally 
outweighed any growth management 
benefits. The result was skittishness among 
potential users. 

The introduction of better-performing 
PGRs in the mid-1980s sparked some turf 

CONTROLLING GROWTH. PGRs fall 
into two major categories. Type I 
PGRs are plant cell growth inhibitors 
and suppressors, also known as 
mitotic toxicants. They inhibit plant 
growth by suppressing cell division. 
Examples of Type I PGRs include 
Embark® and Limit.® Type II PGRs 

inhibit growth by reducing gibberellic acid 
(GA) biosynthesis. Products in this group 
include Cutless,® TGRk and the newest 
PGR, Primo.® 

Type II PGRs slow the elongation of cells 
and shorten stem and leaf blades. Turf 
continues to grow, yet all plant tissues that 
develop after application are normal, but do 
not reach full size. 

Type II products vary in their capacity to 

S 
Í \ 
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JUST . 
FLAT* 
GREAT 

cargoWagon® 
wi th 102" Axles 

Look inside our trailer. The big asterisk s h o w s y o u our 6'9" w ide interior floor is Flat! 
No whee l boxes inside. Perfect for motor ized L a w n & Garden equipment , and plenty 
of "walk-around" room, too. 
Wells Cargo offers y o u great Options for customiz ing like: FLOW-THRU VENTILATION 
eliminating fuel fumes, WOLMANIZED l - l / 2 " FLOORS and 3/4" INTERIOR SIDEWALLS, 
for "guts." All backed by a Warranty that really works for you! 

Cal l 1 -800 -348-7553 f o r C a t a l o g & Pr i c ing 
WELLS CARGO, INC. PO BOX 728-1172 Elkhart, IN 46515 

Factory Service Points: GA, IN, TX & UT. Nationwide Dealership Network. 
"With a Wells Cargo Behind... You Never Look Back!" 
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interrupt GA biosynthesis. For example, Primo inhibits GA biosyn-
thesis late in the process, which limits the potential for "escape," or 
ineffectiveness. If the process is affected earlier, the PGR may 
interrupt other beneficial plant processes and/or cause inconsistent 
results. 

Another difference is how PGRs enter turf plants. Some are foliar 
absorbed and do not require watering in; they are absorbed directly 
into the leaf upon application. Primo falls into this category and is 
rainfast after one hour. Root-absorbed PGRs may need drenching 
from rain or irrigation after application. 

Depending on individual product labels, PGRs may be applied to a 
wide range of warm- and cool-season turf species in most locations 
such as business complexes, residential areas, parks, recreational 
centers, difficult-to-mow areas and high-liability areas where cars, 
windows, pedestrians or homes may be harmed with flying debris. 

For successful PGR use, applications should be made to healthy, 
actively growing turf that is not under stress. For cool-season turf, 
avoid applying during hot, dry periods of summer or early fall, when 
growth slows naturally. 

On warm-season turf, applications can be made anytime after spring 
green-up until fall dormancy. 

SURPRISING BENEFITS. Turf growth reduction typically heads the 
list of PGR benefits. But turf managers should consider a number of 
other key advantages, according to Dr. L. Douglas Houseworth, 
technical support manager, Ciba Turf & Ornamental Products, 
manufacturer of Primo. 

"Reduced clippings, more uniform turf height, lengthened periods 
between mowings and enhanced turf density and appearance are other 
key benefits," Houseworth said. 

Although there are core similarities, PGR benefits vary by product. 
For example, Houseworth noted that Primo offers approximately 50 
percent growth reduction and 50 percent clipping reduction when 
applied to healthy turf at standard rates. It also has no negative effects 
on ornamental plants or trees and may be used on all major warm-
and cool-season turf species. 

"This means turf managers can apply Primo without fear of injuring 
surrounding desirable vegetation," Houseworth explained. "They also 
can reduce their mowing time and clipping disposal expenses, and 
have greater mowing flexibility when bad weather hinders their 
schedules." 

ADDED REVENUE. New technology may mean new business 
opportunities for lawn service and mowing management companies. 
Whether companies offer chemical applications or mowing services 
(or both), reduced mowing time, fewer clippings to dispose of, greater 
mowing flexibility and reduced equipment wear and tear will help 
their bottom line. 

Amstutz, who uses Primo in his operation, saw several business 
advantages for using the product. "The primary benefits for us on 
properties that we mow are reduced trimming and mowing," he said. 
"We save time that can be spent on other properties or generating 
new business. 

PGR costs may vary from approximately $10 to $480 per acre, 
depending on usage. The desired results from PGRs determine the 
rate that is needed and the cost per acre. For example, when a PGR is 
used for trimming and edging, a higher rate is necessary. But when 
growth control over an entire lawn is the purpose, generally a much 
lower rate may be used. In both cases, PGRs are very cost effective 
when the reduced labor and other savings are weighed. 

"Whenever looking at the cost of PGRs, consider all of the 
variables," Houseworth said. "Weigh the savings in overtime, labor, 
clipping disposal, equipment wear-and-tear and new-client revenue 
against the product's cost per acre to determine what the true net cost 
will be." • 

The Cowboys 
(Super Bowl Champions, 1993) 

The Bluejays 
(World Series Champions, 1992) 

THE BULLS 
(NBA Champions, 1992) 

The Penguins 
(Stanley Cup Champions, 1992) 

Great Teams Achieve 
Great Results 

If you want a winning — and profitable — lawn care 
season, here's a hot tip: Make The Andersons 

Professional Turf " fertilizers, incorporating TEAM 
herbicide, part of your starting line-up. 

The championship numbers to scout out are: 
•25-3-8 with TEAM or 
•20-2-6 with TEAM 

Either single application product gets you double-duty 
results for higher efficiencies and applicator economies. 
And because of The Andersons mini-granular particle 

sizing, these professional products get right through the 
turf canopy... and right down to business. 

Find out more today. 

1-800-225-ANDY 

I T h e « « * I 

Andersons 
* TEAM is a Registered Trademark of DowElanco 
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Calendar 
DEC. 1-3 40th Rocky Mountain Turf 
Conference and Trade Show, Currigan Hall, 
Denver, Colo. Contact: Rocky Mountain 
Regional Turfgrass Association, P.O. Box 29, 
Franktown, CO 80116; 303/688-3440. 

DEC. 5-9 CSMA Annual Meeting, Fort 
Lauderdale, Fla. Contact: Chemical Special-
ties Manufacturers Association, 1913 Eye St., 
NW, Washington, DC 20006; 202/872-8110. 

DEC. 6-9 27th Annual Ohio Turfgrass 
Foundation Conference and Trade Show, 
Columbus. Contact: Phyllis Selby,OTF. 2021 
Coffey Road, Columbus, OH 43210; 614/292-
2601. 

DEC. 7-9 Georgia Turfgrass Conference and 
Show, Georgia International Convention and 
Trade Center, College Park. Contact: Georgia 
Turfgrass Association, 5198 Ross Road, 
Acworth, GA 30102; 404/975-4123. 

DEC. 14 Roadside and Right of Way 
Vegetation Management short course. New 
Brunswick, N.J. Contact: Office of Continu-
ing Education, Cook College, Rutgers 
University, P.O. Box 231, New Brunswick, 
NJ 08903:908/932-9271. 

DEC. 14-16 Turfgrass and Ornamental 
Seminar, Purdue University Stewart Center, 
West Lafayette, Ind. Contact: Midwest 
Regional Turf Foundation, P.O. Box 6051, 
Lafayette, IN 47903-6051; 317/494-8039. 

DEC. 17 Pesticide Safety for Landscape 
Contractors short course, New Brunswick, 
N.J. Contact: Office of Continuing Education, 
Cook College, Rutgers University, P.O. Box 
231, New Brunswick, NJ 08903; 908/932-9271. 

JAN. 2*7 Advanced Landscape Plant IPM 
Short Course, University of Maryland, College 
Park. Advanced Turfgrass IPM Short Course 
to be held Jan. 10-13. Pre-registration required. 
Contact: David Laughlin, Dept. of Entomol-
ogy, Symons Hall, University of Maryland, 
College Park, MD 20742; 301/405-7665. 

JAN. 3-5 Wisconsin Turfgrass & Green 
Industry Expo. Holiday Inn-West, Madison, 
Wis. Co-sponsored by University of 
Wisconsin-Extension and the Wisconsin 
Turfgrass Association. Contact: Dr. Frank 
Rossi, 608/262-1490. 

JAN. 3-14 Professional Turfgrass and 
Landscape Management With Selected 

Topics in Commercial, Residential and Utility 
Turfgrass, New Brunswick, N.J. Contact: 
Office of Continuing Professional Education, 
Cook College, Rutgers University, P.O. Box 
231, New Brunswick, NJ 08903; 908/932-9271. 

JAN. 4-7 Midwest Greenscape Expo, Indiana 
Convention Center, Indianapolis, Ind. Co-
sponsored by the Indiana Association of 
Nurserymen and the Midwest Regional 
Turfgrass Foundation. Contact: IAN, 317/ 
497-1100. 

JAN. 4-FEB. 15 Intermediate Landscape 
design course, New Brunswick, N.J. Class 
held every Tuesday. Contact: Office of 
Continuing Professional Education, Cook 
College, Rutgers University, P.O. Box 231, 
New Brunswick, NJ 08903; 908/932-9271. 

JAN. 5-7 Second Annual Turfgrass 
Management/Park Maintenance Training 
School, Albany, N.Y. Contact: New York 
State Turfgrass Association, 800/873-TURF, 
518/783-1229. 

JAN. 7-B Pest Control Conference, Wyndham 
Hotel, San Antonio, Texas. Other dates and 
locations include Jan. 21-22, Houston, Texas; 

"GROUNDS FOR THE FUTURE" 
• T U R N L A N D F I L L C O S T S I N T O P R O F I T S 
• S O L I D , R E L I A B L E , H E A V Y S T E E L C O N S T R U C T I O N 
• F I V E P O W E R F U L W O O D C H I P P E R M O D E L S A V A I L A B L E 
• A S K A B O U T T H E N E W " T A Z M A N I A N D E V I L " 

T H E T O U G H E S T I N C H I P P E R / M U L C H E R M A C H I N E R Y 

800-365-3999 
4032 Johnson Rd* Chanute, KS 

800-568-6553 »Fax (316) 431-4227 

S E E K I N G NEW DISTRIBUTORS NOW! 
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Statement required by the Act of October 23, 1962. 
Section 4369, Title 39, United States Code, showing the 
ownership of Lawn and Landscape Maintenance published 
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Jan. 25-26, Dallas/Fort Worth; Feb. 4-5, 
Oklahoma City, Okla. Contact: Chemicals & 
Equipment Co., P.O. Box 540428, Dallas, TX 
75354-0428; 214/357-5741 or 800/345-9387. 

JAN. 10-13 Eastern PA Turf Conference & 
Trade Show, Valley Forge Convention 
Center, King of Prussia, Pa. Contact: Scott 
Guiser, Bucks Cty. Cooperative Extension, 
215/345-3283, or P.T.C., P.O. Box 1078, 
Lemont, PA 16851-1078; 814/863-3475. 

JAN. 10-21 Turfgrass Management Short 
Course, Cornell University, Ithaca, N.Y. 
Contact: Joann Gruttadaurio, 607/255-1792. 

JAN. 11-13 Eastern Regional Nurserymen's 
Association Trade Show, The Concord Resort 
Hotel, Kiamesha Lake, N.Y. Contact: ERNA, 
203/872-2095. 

JAN. 12 Landscape & Nursery Expo/94, 
Sacramento Community Convention Center, 
California. Contact: Landscape and Nursery 
Expo, P.O. Box 160244, Sacramento, CA 
95816-0244;916/442-4470. 

JAN. 18-20 64th Annual Michigan 
Turfgrass Conference, Holiday Inn-South 
Convention Center, Lansing, Mich. Contact: 
Kay Patrick, P.O. Box 80071, Lansing, MI 

48908:517/321-1660. 

JAN. 18-20 Mid-America Green Industry 
Convention, Hilton Plaza Inn, Kansas City, 
Mo. Contact: PLC AM A, P.O. Box 35184, 
Kansas City, MO 64134; 816/765-7616. 

JAN. 19 18th Annual Landscape Contractors, 
Turfgrass Management and Grounds 
Maintenance Conference with Trade Show, 
Sheraton-Columbia, South Carolina. Contact: 
South Carolina Landscape and Turfgrass 
Association, P.O. Box 325, Clemson, SC 
29633; 803/656-2459. 

JAN. 19 Professional Turf and Landscape 
Conference, Westchester County Center, 
White Plains, N.Y. Contact: Carol Mueller, 
914/636-2875. 

JAN. 20-22 Annual Mid-America Horticul-
tural Trade Show, Hyatt Regency, Chicago. 
Contact: Mid-Am Trade Show, 1000 N. Rand 
Road, Suite 214, Wauconda, IL 60084; 708/ 
526-2010. 

JAN. 20-22 Idaho Horticultural Convention 
and Trade Show, Boise Centre on the Grove, 
Boise. Contact: Idaho Nursery Association, 
P.O. Box 190107, Boise, ID 83719; 208/344-
7111. 

JAN. 20-22 ASPA Midwinter Conference 
and Exposition, Wyndham Paradise Valley 
Resort, Scottsdale, Ariz. Contact: Tom Ford, 
American Sod Producers Association, 708/ 
705-9898. 

JAN. 23-26 4th Annual ALCA Executive 
Forum, Hyatt Regency Waikoloa, Hawaii. 
Contact: Associated Landscape Contractors of 
America, 12200 Sunrise Valley Drive, Suite 
150, Reston, VA 22091; 703/620-6363. 

JAN. 24-26 CENTS and The Ohio State 
University Short Course, Columbus 
Convention Center. Contact: Ohio 
Nurserymen's Association, 2021 E. Dublin-
Granville Road, Columbus, OH 43229; 614/ 
431-2452. 

JAN. 24-27 Professional Horticulture 
Conference of Virginia, Virginia Beach 
Pavilion and Radisson Hotel, Virginia Beach. 
Contact: Tom Tracy or Polly Carden, PHCV, 
P.O. Box 64446, Virginia Beach, VA 23467; 
804/523-4734. 

JAN. 31-FEB. 7 International Golf Course 
Show, Dallas Convention Center, Dallas. 
Contact: Golf Course Superintendents 
Association of America public relations 
office, 913/832-4470. • 

OUR STANDARDS: 

TUFF 
TUFFER 
TUFLEX! 

Some spray tanks are tuff. Others are tuffer. Tuflex-built tanks are the 
toughest because of our uncompromising standards in design, materials 
and craftsmanship. 

Tuflex is the only manufacturer that specializes in hand-crafted seamless 
fiberglass tanks and spray systems for the pest control and lawn care 
industry. Our 10 to 1200 gallon tanks won't leak, rust or pit, so they can 
handle your toughest jobs with little or no future maintenance. And we 
stand behind our tanks with a full five-year warranty. 

After 20 years of servicing the world's leading lawn care companies, 
we've proven that nothing compares to Tuflex because nothing is tougher 
than our standards. 

Call toll-free 1-800-327-9005 for prices on our complete line of tanks. 
In Florida, call collect (305) 785-6402. 

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

Controlled 
Release 

Ask for 

CöRöN 
Quick green-up 

Long-term release 

Even turf growth 

Reduced clippings 

Reduced leaching loss 

Enhanced rooting 
M«M«4MM«H«HMWNtmM««Ne««M« 

Low burn potential 

Clear liquid solution 

Highly compatible 

C q R O N 
CONTROLLED RELEASE NITROGEN 

For All Your 
Turfy Tree & Shrub 
Applications 

CoRoN Corporation 
Souderton, PA 18964 

800-338-0836 
215-723-5099 
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Cover Story 
(continuedfrom page 27) 

Canadian president of PLCAA and a leading 
businessman. His quiet, unassuming nature con-
tributes to his reputation as a trusted confidant. 

DRIVING FORCE. We would be remiss not to 
mention the industry consultants who have stri ved 
to instill professionalism through their various 
areas of expertise. Either one-on-one or moder-
ating industry roundtables, this group has given 
a lot to those willing to listen. 

CONSULTANTS 
PHIL CHRISTIAN, pdc consultants 
LARRY HEESEN, Keesen Water Manage-

ment 
JIM PERRONE, Perrone-Ambrose Assoc. 
FRANK ROSS, Ross, Payne A Assoc. 
CHARLES VANDERKOOI 
BRIAN VINCHESI, Irrigation Consulting 

& Engineering 

WASHINGTON PULSE. Every leader plays a 
role in the legislative activities of his or her 
industry, but the following have an extraordi-
nary ability to stay abreast of crucial matters. 

LEGISLATIVE 
BEN BOLUSKY, AAN 
DAVID CROW, DC Legislative & 

Regulatory Services 
TOM DELANEY, PLCAA 
ALLEN JAMES, RISE 

Keeping an eye on the legislative arena has 
been increasingly important in recent years and 
will continue to be so. First it was Sen. Joseph 
Lieberman, D-Conn. With recent changes in the 
U.S. Environmental Protection Agency and the 
general philosophy of the Clinton Administra-
tion, however, the lawn and landscape industry 
will be looking to these leaders to keep them 
abreast of changes. B 

The author is Editor/Co-Publisher of Lawn & 
Landscape Maintenance magazine. 

ON BEING A 
LEADER 

YOU DON'T have to be a Lee Iacocca or a Sam Walton to lead a 
successful team. You can take the first critical step to motivating 
your employees to peak performance by sharing an inspired vision. 
How? By developing a clearly defined mission statement. Every 
successful team has a common denominator...a clearly defined goal. 
Communicating the goal is the key. Even if you know what you are 
trying to accomplish, your employees can't read your mind. Also, unless you 
have a clearly defined mission and vision, odds are you aren't really sure of 
what the goal is yourself. 

Answer these three questions to develop a simple but effective mission state-
ment: What kind of business are you in? What values are important to you? 
What is your vision? 

The answer to these questions can be turned into three short paragraphs. 
The first paragraph should describe what you sell and what markets and 
customers you serve. The second paragraph should include a definition of 
values you consider important to your success such as quality, integrity and customer service. The 
last paragraph should paint a picture of the future...where you will be as you enter the 21st century. 
This vision should be positive and uplifting. It is the vision that will incite people to action. It 
builds a sense of unity and dependence on one another to achieve the goal. 

The next step is essential if you don't want the creation of your mission and vision statement to 
become an exercise in futility. Unfortunately, most mission statements are sterile documents that 
end up on the shelf. Make your vision a war cry. Open meetings by reading it. Frame it and hang it 
on the walls of every office and work area. People need to know that your vision is real. Make it 
tangible. 

Don't wait for one of your employees to tap you on the shoulder and ask, "Where are we 
going?" Lindsay Manufacturing Inc., has been named as one of the top small businesses in 
America by Forbes magazine over the last couple of years. Lindsay chairman and president Gary 
Parker shared a profound statement during a tour of the company's facility. He said," People can 
deal with almost anything but uncertainty." In other words, people must know where the business 
is headed or what the goals are if you expect them to be a part of the team. 

Lindsay employees are "enlisted" to share in the vision through an employee involvement 
program. 

What's your vision? Make it inspiring, positive and uplifting. Write it down, plaster it on the 
walls of every hall and office. Get on your soap box and preach it. Share your vision and enlist 
everyone in your organization to help you achieve it. 

Remember, it's really not people problems, it's people's problems. Focus on a common goal 
and not on the problems. — PCTLeadership 92 
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MANAGEMENT 
i l . KARL DANNEBERGER, Ph.D 

FINALLY, AN ADVANCED TURFGRASS MANAGEMENT BOOK 
for the turfgrass professional which goes beyond the introductory level. 

TURFGRASS ECOLOGY & MANAGEMENT ...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. 

ORDER YOUR COPY TODAY. Hardbound, single copies only $39 plus $5 shipping/ 
handling per copy. Quantity discounts available upon request. 

r n 
Y E S , I'm interested in purchasing copy(s) of TURFGRASS 
ECOLOGY & MANAGEMENT. I understand my purchase will be 
shipped upon 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.) 

EH Payment Enclosed 

Charge my • VISA 

Card # 

• MasterCard 

Expiration Date 

Signature 

Name: 

Title: 

Company Name: 

Address: 

City: . State: Zip Code: 

Published by: 
, -Lawn & Landscape 
MAINTENANCE 

L . 

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

j 



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 order 
covering full payment. Submit ads to: IMWII & 
¡Miidscape Maintenance magazine, 4012 
Bridge Ave., Cleveland, OH 44113. Fax: 216/ 
% 1-0364. 

BUSINESS OPPORTUNITY 
LAWN CARE PROGRAM 

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 FOR SALE 
LAWN CARE SERVICE 

EXCELLENT OPPORTUNITY. Lawn Care 
Service, well established, nine years old, cover-
ing three counties, room for good growth and 
many add-ons PLUS. Located in southern Ar-
kansas. Call after 5 p.m., 501/725-2450. 

• • • 

GARDEN CENTER/LANDSCAPING 
Established garden center and landscaping busi-
ness in Marquette, Mich. Owners retiring. Exten-
sive perpetual inventory. Contact: TIMBER-
CREST ENT. INC., 1460 M-28 East, Marquette, 
MI 49855. 906/249-3984 days, 249-3411 
eves. 

LANDSCAPE FIRM 
Landscaping, construction and maintenance firm. 
Located in eastern Washington. Business, loca-
tion, home and all equipment included. Annual 
income of $250,000. Asking price, $385,000. 
509/786-3865. Ask for Chuck. 

• • • 

TREE AND LANDSCAPE FIRM 
Boston-based tree and landscape firm for sale. 
Established 1981. Executive clientele, commer-
cial and residential. Grossed $200,000 to 
$300,000. Will sacrifice for $ 100,000 including 
equipment and leased land and building. Contact 
Carney Tree and Landscape Inc., 617/361 -7376. • • • 

LAWN MAINTENANCE 
Long-established landscape and lawn mainte-
nance business for sale. Boston area. Equipment 
and accounts. $60,000.617/284-1662. 

HYDR0SEEDING 
Twelve-year old hydroseeding business in north-
ern California. $400K contracts. Price $650K. 
408/722-4400. 

BUSINESSES WANTED 
BUYING BUSINESSES 

Thinking of selling your lawn care business? 
We would like to talk to you. If you are doing 
business in Detroit, Cleveland, Atlanta, Colum-
bus, St. Louis, Dayton, Cincinnati, Indianapolis, 
Chicago or Fort Wayne, and are interested in 
discussing the possibilities, reply to Lawn & 
Landscape Maintenance, Box 361,4012 Bridge 
Ave., Cleveland, OH 44113. All replies are 
strictly confidential. 

FOR SALE 
LAWN CARE EQUIPMENT 

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 to 0-
1,000 psi, $ 19.95; ChemLawn guns, $81.95; 
lawn spray boots, $ 16.95; lawn spray gloves, 
$ 1.95/pair. 
Call Hersch's Chemical Inc. 
800/843-LAWN — outside of Michigan 
313/543-2200. 

• • • 

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

• • • 

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

SPRAY EQUIPMENT 

LANDSCAPE MANAGEMENT 
SOFTWARE 

WHOLESALE, METERING, 
CENTRIFUGAL, TURBINE, ROLLER, 

PISTON AND 12-VOLT PUMPS. 
Complete Line of Spray Equipment. 

Sandia Sprayer Inc. 
806/546-2242 

WORK CLOTHES 

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 

Building blocks 
for your company 

Sy^llJl 
It takes the right tools to build a 
successful landscape company: good 
people, equipment, time and money. It 
takes a good management software 
program to pull these tools together to 
stay successful. SuperScape for 
Windows and Macintosh—i/i^ 
management tool for building a 
successful company. Call for more 
information and a free demo. 

SuperScape* 
Landscape Management Software 

A division oTSoTtQuest, Inc. 

800-299-9991 or 512-452-4500 

PROVEN STRATEGIES THAT WORK 
Lawn industry professionals take notice! Im-
pact your bottom line! Our book. Bidding and 
Contracts: Your Key to Success, was born of 
experience, not theory. 
Find answers to: 

• 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. 

$42.95 includes postage and handling. Profits 
Unlimited, 3930-B Bardstown Rd., Louisville, 
KY 40218; 502/495-1351. A division of 
Wayne's Lawn Service Inc. since 1979. 

COMPUTER 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, dis-
patch, estimating and billing. Accounting modules 
available. NorthEastem Research Associates, 
Woodmere. N.Y. Phone/fax: 516/569-7450. 

• • • 

COFFEE MUGS 
LAM Production by June Jones. CUSTOM-
PRINTED, 11 oz. mugs. Send us camera ready 
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artwork and desired color/s. We will contact you 
regarding costs before processing order. All 
orders must be prepaid prior to shipping. These 
are microwave and dishwasher safe. Unique 
"C" handle for larger hands. 27343 Industrial 
Blvd., Unit-H, Hay ward, CA 94545; 510/786-
0231; fax: 510/786-0232 (24 hr.) 
MINIMUM ORDER: 48 MUGS • • • 

TRAINING VIDEOS 
IMPROVE PROFITS and expand your busi-
ness with well-trained, professional employees. 
Free catalog of more than 100 training videos 
from California Polytechnic State University. 
Subjects include lawn maintenance, irrigation, 
equipment safety, estimating for bids, pesticide 
use and safety, and many more. Call Visual 
Education Productions at 1 -800-235-4146. • • • 

INSURANCE 

COMMERCIAL INSURANCE FOR 
LAWN CARE FIRMS 

"GREEN INDUSTRY SPECIALISTS" 
M.F.P. Insurance Agency is dedicated to 
providing comprehensive insurance pro-
grams to the Green Industry at competitive 
prices. We back up this dedication with a 
staff of professionals who understand ev-
ery facet of your business, from marketing 
to customer service. We know how to prop-
erly insure your company whether you're a 
sole proprietor or a multi-state operation. 

Just as your customers look to you for lawn 
care advice, people come to us for insur-
ance advice because they do not want to 
become insurance experts themselves. If 
you want good advice, the right coverage, 
and competitive rates, please contact: 

Richard P. Bersnak, President 
Jill A. Leonard, V.P. 

1-800-886-2398 
FAX:614-221 -2203 

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

Columbus, OH 43215-5917 

DESIGN KIT 

LANDSCAPE DESIGN 
KIT THREE 

COMPLETE 
PROFESSIONAL 

LANDSCAPE PLANS 
IN MINUTES! 

48 rubber stamp symbols 
of trees, shrubs, rocks, 
stepping stones, vine. 
&more Use at 1/8 or 

1/10 scale Stamps 1/4 to 
1 3/4 inches in diameter 

30 PAGE STAMP CATALOG • $1 
AMERICAN STAMP CO. 
12290 RISING RD., #792 

WILTON, CA 95693 
(916) 687-7102 

$74.95 
+ $4.50 ship./hand. 

Cal only add 7 3 /4% tax 
V ISA/MasterCard 

By MAIL Or Phone 

COMPOST 
200 tons of dehydrated poultry manure in 40-lb. 
plastic bags. $!20/per ton, F.O.B. plant. 703/ 
434-4028. 

SPRAY TRUCK 
1977 Ford spray truck, five-speed with split axle 
and good tires. l,200-gal., stainless steel split 
tank. Dual hose reels, D-50 diaphragm pump. 
216/792-5359. 

HELP WANTED 
MAINTENANCE/CONSTRUCTION 

LANDSCAPE DEVELOPMENT INC., a large 
commercial installation/maintenance contrac-
tor in L.AWentura Co., Calif., is currently 
seeking high-quality MAINTENANCE SU-
PERVISORS, MAINTENANCE SALESPER-
SON, CONSTRUCTION FOREMEN. Please 
send resume to P.O. Box 205 Castaic, CA 
91310, or fax to 805/295-1969. 

MANAGER 
KAPP' S GREEN LAWN seeking manager for 
our Cleveland and St. Louis facilities. Mini-
mum three years' management/operations ex-
perience required. Excellent salary with large 
end-of-the-year bonus based on performance. 
Health insurance and new vehicle included. 
Starting package, $45,000- $50,000, depending 
on past success and experience. Come work 
with an established, fast-growing company that's 
on the move and "cares" for its employees! Send 
resume to Mike Markovich, P.O. Box 9038, 
Fort Wayne, IN 46899-9038. 

ARB0RIST 
Established tree care firm looking for an indi-
vidual to assist owner in daily operations, sales 
and client contact. Applicant must possess skills 
in identification of plants, insects and diseases. 
Please send resume to Vince Winkler at P.O. 
Box 1154, LaGrange Park, IL 60525, or call 
708/420-8919. 

• • • 

LANDSCAPE MAINTENANCE 
SUPERVISOR 

Rapidly expanding landscape maintenance firm 
is seeking experienced, quality individuals to be 
field/working supervisors. Tremendous oppor-
tunity to grow. Full benefits. Contact: Tandem 
Landscape Co., Attn.: Greg Wright, 33W480 
Fabyan Parkway, Suite 101, West Chicago, IL 
60185. 

• • • 

LANDSCAPE SUPERINTENDENT 
Rapidly growing, progressive Chicago firm seeks 
aggressive, self-motivated individual fora main-
tenance superintendent position. Must have ex-
perience in scheduling, purchasing, quality con-
trol, customer relations, training and personnel 
policies. A strong horticultural background and 
a familiarity with corporate and commercial 
sites a must. Send resume to: Tandem Land-
scape Co., Attn.: James DeRoche, 33W480 
Fabyan Parkway, West Chicago, IL 60185. 

SALES PERSON 
Texas irrigation and equipment distributor is 
looking for an experienced and aggressive sales 
person. Three to four years experience in the 
utility vehicles and golf course equipment in-
dustry with some exposure to irrigation would 
be a plus. Salary and benefits are based on 
experience and performance. Equal opportunity 
employer. Send resume to: Personnel Director, 
P.O. Box 6020-405, Spring, TX 77391. . 

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 S E V E N T E E N 
Answers to questions on page 79. 

1. Install schrader valves 
downstream of the pressure re-
ducing valve and each zone 
control valve. 

2. A plugged nozzle or pipe, a 
defective pressure reducing 
valve or increased pressure from 
the water purveyor. 

3. Yes, using an ohmmeter. 

4. Using a ground fault locator. 

5. A hot room will reduce the 
motor life by 50 percent for ev-
ery 18 degrees in temperature 
above the motor nameplate rat-
ing. 

6. A bearing failure or a mis-
aligned drive coupling or con-
necting pipe. 

i 
DID YOU 

ORDER YOUR COPY OF 

ECOLOGY& 
MANAGEMENT 

3T. KARL DANNEBERGTR, Pti.D 

SEE PAGE 91 FOR MORE 
INFORMATION. 
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Ad Index 
A AN 69 
ALCA 5 
The Andersons 87 
Anthony Groundskeeper 16 
Arcadian .. 56 
Badger 70 
Bandit .. 50 
BG Sales 94 
Boss 8 
Brush King 17 
CLCA 73 
C&S Turf .. 36.60 
CBS Software 24 
Chrysler 53 
CompuScapes - 36 
CoRoN 90 
Creative Auto 26 
Creative Curb 15 
Deere & Co. 58.59 
Design Image............... 62 
Dilloware 70 
Dixie Chopper 40 
Doane 94 
Eagle Design 68 
Earthway — — . — 47 
FDKees 20 
Focal Point .. .. 13 
GMC Truck 34,35 
Genius Software 9 
Gered 44 
Graham ................................. 64 
Grasshopper 54 
Gravely 21 
Green Thumb ....... 67 
Grotech 44 
Harmony ~ - 2 
H.D. Hudson 80 
Henderson 72 
Hunter 74 
Imler 62 
J J. Mauget 83 
Kunz Bros 81 

Lawn-Wright 7 
L&M Regional Sales 73* 
Lebanon 96 
Longhom 67 
Manor Software 30 
Mid-Am Show 55 
Norand 95 
OTF. .65 
Oldham 9,66 
Olson 78 
OM Scott 42.43 
Pari meter 82 
Practical Solutions 10 
Professional Tree & Turf 40 
RND .. 8 
Rain Bird 79 
Recreational Leisure ..... ... 67 
Reelcraft 24 
Reemay 61 
Riverdale 13.15,17 
Royer 80 
SPS 26 
Sandoz 18.19 
Schuller 10 
Sendee 66 
Shaws 48.49 
Simplicity 78 
Snapper .. 45 
Sprayer Parts Depot 31 
Steiner 51 
Stihl 64 
Thornton 82 
Tuflex 27.89 
Turfco 63 
Turftec 88 
United Horticulture 41 
Walker 25 
Wells Cargo 84 
Westheffer 30 
Whidden 60 
Zajac 57 
* Denotes regional advertising 
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Control At Your Fingertips 
Powerful Doane System computer software 
helps you manage your landscaping business. 
• D e t a i l e d j o b c o s t i n g 
• P r o d u c e s fast , accurate b ids 
• Prints i t e m i z e d work orders 
• S c h e d u l i n g / R o u t i n g 
• Recurr ing and A I A b i l l ing 
• Ful ly integrated a c c o u n t i n g 
• Prints f inanc ia l reports 
• Tracks inventory and e q u i p m e n t 
• Free brochure 

Contact Doane Agricultural Services Company 
4900 Griffith Dr. #125 

Beaverton, OR 97005 • (503) 646-5581 

1-800-367-7082 DOANE 
SYSTEM 

NEWS 
(continuedfrom page 16) 

as sales analyst and later moving to sales 
representative and then territory sales 
manager. He transferred to Florida when 
Velsicol merged with Roussel Bio Corp. in 
1988, and managed sales in Florida, Illinois 
and Indiana. 

Kubala received a bachelor of science 
degree from Illinois Institute of Technol-
ogy. He is survived by a wife and three 
children. 

PLCAA, PGMS To 
Elect 1994 Officers 
The Professional Lawn Care Association of 
America and The Professional Grounds 
Management Society will install their new 
officers at this month's Green Industry 
Expo in Baltimore. 

PLCAA's new officer slate includes: Lou 
Wierichs, Pro-X Systems, president: Dale 
Amstutz, Northern Lawns, president-elect: 
John Buechner, Lawn Doctor, vice 
president: and Steve Hyland, Hyland 
Brothers Lawn Care, secretary/treasurer. 
John Robinson, Green Drop Lawns Ltd., 
will serve as past-president. 

PGMS's new officer slate includes: 
Robert Rubel, Rubel's Landscape Services, 
president: Steven Chapman, Digital 
Equipment Corp., 1st vice president: Teddi 
Davis, Garick Corp./Landscape Wholesale 
Inc., 2nd vice president: and Jeffrey Bourne, 
Howard Co. Parks and Recreation, treasurer. 
John Michalko II, Case Western Reserve 
University, will serve as past-president. 

Both associations will officially announce 
their new officers and directors at their 
respective annual meetings. 

DowElanco Guides Aid 
In DOT Compliance 
DowElanco has developed a comprehensive 
guide to help professional applicators 
comply with new federal Department of 
Transportation regulations for chlorpyrifos-
based insecticides. The DOT regulations 
took effect Oct. 1, 1993. 

The guide outlines compliance with HM-
181, a law that applies to transportation of 
numerous materials including pesticides. It 
is designed in a user-friendly question and 
answer format. A booklet is also available 
to assist turf and ornamental professionals 
in complying with HM-126F, a law 
governing the training of those working 
with hazardous materials. 

Free copies of the guides are available by 
calling a DowElanco field representative or 
the DowElanco Specialty Products 
customer information service, 800/352-
6776. 

Models 2000 and 3000 
• Lightweight, folding, 

multipurpose aluminum ramps. 
• Can carry up to 2,000 and 3,000 

pounds respectively. 
• Complete money back guarantee. 
• Company in business since 1984. 

HEAVY-DUTY ALUMINUM RAMPS 
from BG Industries 

94 
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Weed out your 
biggest service 

problem. 

Introducing a faster, 
smarter way to operate. 

Rush a FREE copy of Automating Lawn Care 
Routes to me. My business card is enclosed. 

Paperwork. It's more than a nuisance. It devours time 
and keeps you from delivering the service that can 
distinguish you from competitors. 

Now you can speed through paper-
work and improve the accuracy of 
records, while gaining time to serve your 
customers better. 

The 4000 Series portable data system 
from Norand. On the route, this powerful 
but easy-to-use portable computer quickly 
records the services rendered at every 
stop. The system's portable printer can 
create neat, highly legible sales invoices in seconds -
a feature your customers will really appreciate. 

At the end of the day, the system can end the need to 
drive back to the office. Your technicians could simply 

USE READER SERVICE #14 

send data for closing out invoices directly to your 
central computer from their phones at home. Missed 
services and material tracking are reported daily. 

And time-stamping helps you monitor 
employee productivity. 

Norand® portable data systems quickly 
pay for themselves and are proven on 
tens of thousands of routes in related 
industries. Contact us now for a FREE 
manual explaining how we can help you 
improve service by weeding out paper-
work. And watch your profits grow. 

Phone: 319/369-3156 or 
1-800-452-2757 toll free 

NQMNB 
Mail to: Norand Corporation 

550 Second Street S.E. 
Cedar Rapids, Iowa 52401 



REENSKEEPER 4-STEP. 
F E R T I L I Z E R S 
FOR ALL SEASONS. 

For thoroughly balanced feedings and a consistent program that 
offers reliable results, you can count on the superior homogeneous 
quality of the Greenskeeper 4-step family. 

For more information on these or any other quality Lebanon 
products, contact your Lebanon sales representative or local Lebanon 
distributor. Or simply call 1-800-233-0628. 

N IA (22 At M I Ml M>|«l 

20-8-8 
50<Va ORGANIC NITROGEN 

FERTILIZER 
For Winning Greens ^ ^ 

a/ul Foirwags 

A full weight fertilizer with 
50% organic nitrogen. 
Homogeneous particles 
provide balanced nutrient 
distribution. Ideal for 
spring and fall. 

coyfts i t m M rr. 

MET. WT. 54 IBS. (22J Kg.) m 
20-4-K) FERTILIZER 

A N D 

CRABGRASS PREVENTER 
W I T H 

TEAM* 
Herbicide 

To control crabgrass and feed 
in one step, nothing works 
harder than this combination 
fertilizer/pre-emergent 
herbicide. Apply in 
early spring. 

Ni T. WT. 50 LBS. (22j| If.) 

20-4-10 
FERTILIZER 

IIUSECT C O N T R O L «m DURSBAN" 

^ ^ » K ^ LEBANON CHEMICAL CORPORATI^* 

40 Jk 
I A combination fertilizer insec-

ticide. Provides effective con-
trol of surface and soil insects 
while fertilizing turf. Late 
spring/early summer 
application. 

Visit 

4 0 U . f l * . l f | g . ) f c i * « f r t 
raw »» IMN *ri 

12-25-12 
FALL/WINTER 

FERTILIZER 
Few UWtng Greens 

ami Fairways 

• Greenskeeper homogeneous 
quality in a 1-2-1 ratio. For 
late fall and early winter 
applications, delivering faster 
green-up in the spring. 

us at the Green Industry Expo, 
booth #1646 & #1648. 

DURSBAN* and TEAM* are trademarks of DowElanco. Greenskeeper is a product of Lebanon Chemical Corporation. © 1993 Lebanon Turf Products. 
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