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O 1994 The Toro Company Made in the U.S.A. Always read and follow owner's manual instructions. 

T R A D I T I O N A L M O W E R S T E E R I N G . 

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

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

T H E TORO® T - B A R . 

It's a simple fact. The less energy you expend steering your mower, the more 

energy you'll have to fly through each job and be more productive. That's basically 

the thinking behind Toro® T-bar steering. Just put your hands on the bar, push, and 

you're off and running. Steer right, you turn right. Steer left, you turn left. Let go 

and it returns to neutral without engine kill. No grips to squeeze. No additional levers. 

As you might expect, the Toro® T-bar is the preferred choice among commercial 

cutters. And it's available on any of our mid-size models. flUHft 

To find out more, call us at 1-800-348-2424. If you'd like to see a demon- PfOLine 

stration, talk to your ProLine dealer (or just watch any bird that happens by). When you want it done right, 
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To avoid over- or under-watering a landscape, rain shutoff devices and soil 
moisture sensors can help monitor individual sites and keep watering in check. 

r Q Specialty Pesticides: 
3 0 Customer Retention 
Many lawn and landscape professionals believe they have mastered product 
selection and application techniques, yet they still lose customers — often, to 
their competitors. Contractors agree the problem stems from inadequate 
communication. 

DEPARTMENTS 

86 
Advertisers' Index 

21 
Association News 

10 
Business Watch 

82 
Calendar 

84 
Classifieds 

60 
Compost Digest 
4 
Editor's Focus 

12 
Environmental Forum 

8 
Letters 
14 
News in Brief 

72 
People 

80 
Product Profile 

74 
Products 

64 
Seed News 

LAWN & LANDSCAPE MAINTENANCE (USPS 657470 ISSN 1046-154X) is published 12 times per year. Copyright 1994 G.I.E., Inc. Publishers, 4012 Bridge Ave., Cleveland, Ohio 44113. All rights 
reserved. No part of this publication may be reproduced or transmitted by any means without written permission from the publisher. One year subscription rates, $25 in the United States, $29 in Canada and 
$82 in other foreign countries. One year foreign airmail rate: $182. Two year subscription rate: $35. Subscriptions and classified advertising should be addressed to the Cleveland office. Second class postage 
paid at Cleveland, Ohio, and additional mailing offices. Postmaster: Return form 3579 to LAWN & LANDSCAPE MAINTENANCE, 4012 Bridge Ave., Cleveland, Ohio 44113. 

L4 WN & LANDSCAPE MAINTENANCE • JULY 1994 3 



Editor's Focus 
THE U.S. ENVIRONMENTAL Protection 
Agency said gas-powered, outdoor power 
equipment represents 5 percent of total 
emissions. But that's expected to change. 

Following years of speculation and 
discussion of the California Air Resources 
Board standards, the EPA held a press 
conference to announce its own regulations 
which apply to a broader range of outdoor 
power equipment. 

Although the mandate was not unexpected, 
the announcement was made in a somewhat 
blundering fashion. The EPA issued a writ-
ten statement indicating that total emissions 
from commercial turf products were approxi-
mately 10 percent, twice the figure reported 
at the news conference. 

Actually, the 10 percent emissions figure 
takes into account all non-road emissions for 
10 industry product groups, including indus-
trial and construction equipment. 

The EPA also compared using a blower, 
mower, trimmer and chain saw to driving a 
car when EPA's own data indicates that 
volatile organic compound emissions (one of 
three regulated pollutants, in addition to 
carbon moxide and nitrogen oxides) from 
one year of passenger cars compares to 439 
years of VOC emissions from professional 
logging chain saws. 

The EPA's proposed federal emission 
standards, if approved, require manu-
facturers to meet exhaust emission standards, 
ensure all new engines become certified and 
incorporate new engine labeling and war-
ranty requirements. The EPA estimates that 
these changes will reduce hydrocarbon emis-
sions by 32 percent, and carbon monoxide by 
14 percent by 2003. 

CARB's mandate is expected to take effect 
Jan. 1, 1995, in an effort to reduce various 
pollutant emissions by 55 percent. The fed-
eral regulations are scheduled to take effect 
in August 1996. However, the Outdoor 
Power Equipment Institute and the Engine 
Manufacturers Association are lobbying to 
postpone the federal standards by at least a 
year contending the regulations are too 
stringent, particularly since an EPA study 
shows lawn and garden power equipment 
emits only 2.6 percent to 4.9 percent of man-
made air pollutants. 

To date, both commercial contractors and 
power equipment manufacturers seem poised 
to handle the inevitable changes. Engine 
manufacturers already have spent millions of 
dollars devising creative technological solu-
tions to reduce pollution while delivering a 
usable and affordable product. A number are 
already in compliance with Phase 1. 

While the burden is currently on the manu-
facturer, the contractor is not without respon-
sibility in the use of power equipment. The 
lawn and landscape professional will have to 

work closely with the engine manufacturers 
to develop the right working relationship 
between the engine and the product it powers. 

Additionally, landscapes will have to make 
the decision whether to pass the increased 
cost of the products on to their customers or 
absorb increases themselves. The EPA 
estimates the cost of products will increase 
$5 each, but industry associations put price 
hikes at levels seven times higher. 

Then there's the subject of ozone alert 
days. Cities across the country are prohibit-
ing the use of power equipment on days 
when an "ozone alert" is in effect. Though 
hard, if not impossible, to patrol such 
onerous legislation will lead to work 
stoppages difficult to overcome. 

Like the burgeoning noise pollution con-
troversy, it is incumbent upon lawn and 
landscape professionals to educate their crews 
on the proper use of all power equipment as 
well as the etiquette surrounding the general 
use of the products. 

Running a blower at 7 a.m., for instance, is 
not going to win you a lot of friends. 

Similarly with the emissions issue, contrac-
tors must carefully maintain products. Chang-
ing the oil, keeping blades conditioned and 
generally ensuring that gas-powered prod-
ucts are performing in peak condition are all 
important to the efficiency of the equipment. 

Preventing gas spills, a major contributor 
to the formation of ground-level ozone 
pollution, is another way that contractors can 
contribute to a healthier environment. 

Onerous as federal and state regulations 
are, the professional lawn and landscape 
contractor can prevent further blemishes on 
the industry by doing everything possible to 
educate and promote the professional use of 
products available today, as well as the 
industry's future product innovations. — 
Cindy Code i 
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ff/t was the dog or the tree and, 
frankly, the bite looked worse 

CNA works with ALCA to provide 
hassle-free, guaranteed vehicle repairs. 

Repairing damaged vehicles used in your land-
scape contracting business usually involves a lot 
of wasted time and effort shopping for estimates. 
Plus there is the down time of the vehicle and 
concern about the quality of the repair work. 

The CNA Insurance Companies can solve this 
problem for you with our special \fehicle Repair 
Program. Its part of the business insurance pro-
gram CNA designed especially for the Associated 
Landscape Contractors of America. 

CNA will recommend a repair shop which does 
quality work quickly and for a fair price. And CNA 
guarantees the work. 

The comprehensive insurance program includes 
commercial property commercial liability commer-
cial auto and workers' compensation, plus a variety 
of optional coverages. 

To learn more about this business insurance pro-
gram customized for ALCA, call 1-800-CNA-6241. 

CNA INSURANCE WORKING HARDER FOR YOU. 

ENDORSED ¿IS ¿^¿1 
BY: I ^ I / i ^ l m 

Available m the Continental U.S. only This program is underwritten by one or more of the CNA Insurance 
CNA Financial Corporation, the parent company of the CNA Insurance ~ 

For All the Commitments You Make* 

CNA is a registered service mark of the 
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Same great weed control of Roundup® 
now in premeasured packs. 

Introducing Roundup® Dry Pak — a water-
soluble granular formulation in premeasured 
packs (25 per box). These handy little packs 
are convenient to store, ration out, carry and 
use. Just pour in one pack for each finished 
gallon of spray solution you want, then fill 
with water. 

Roundup Dry Pak measures faster, easier 
and with more accuracy than liquid herbi-
cides — saving you time and reducing waste. 
It also eliminates the mess of measuring 
liquid herbicides. As a result, Dry Pak poses 
less risk of exposure. If any of the granules 
would spill, they're simple to clean up. 

So if you thought regular Roundup gave 
you great peace of mind, just wait until you 
try Roundup Dry Pak. It provides the beauti-
ful results and environmental profile that 
made Roundup the most trusted herbicide in 

USE READER SERVICE #31 

the world. Plus, it's packed with a lot of extra 
benefits, just for good measure. 

To find out how Roundup Dry Pak can 
add convenience to your program, call 
1-800-332-3111. 

Water Soluble Granule 
Herbicide by M o n s a n t o 

DRYpak 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS 
FOR ROUNDUP DRY PAK. 

Roundup* is a registered trademark of Monsanto Company. 
© Monsanto Company 1994 
IND-47084 1/94 



Leiters 
Keeping Perspettive 
I read your article, 'Trouble in the Twin 
Cities" with great interest. 

Knowing all the parties in the story and 
hearing them relate the problems in my area 
was like the pot calling the kettle black. I 
was around long before they came into this 
business, and I will be around long after 
they're gone. 

I don't even try to compete with the large 
boys (as we call them), preferring to stay in 
my own little niche. I am in the business to 
provide my customers with the service and 
quality that I demand, which far exceeds 
their expectations. 

The start-up costs of a fully equipped crew 
are now approaching $50,000. New 
companies spring up all the time, and if you 
are selling price you will be in a heap of 
trouble. I have seen bids based on a man-
hour figure as low as $10 per hour. I learned 
years ago there are jobs to walk away from. 

When I started, hard work and dedication 
were needed to survive. Now that won't get 
you through the first season. Our industry 
has changed; I think for the better. A well-
educated customer base looks at more than 

price and wants more than what the 
neighbor kid down the street can provide. I 
can't and don't compete with the neighbor's 
son who cuts grass for $5. 

I agree with those who say we must police 
our own industry. But I also know that this 
business is one in which it's very easy to 
lose sight of the reality of hard work and 
knowledge that goes into a good job. 

Name withheld by request 
Minnesota 

Perpetual Training 
The article concerning Conoco World 
Headquarters and John Bevil was troubling 
in several ways. 

His quote, "I knew all the tricks of the 
trade, all of the ins and outs, how contrac-
tors cut comers and what they thought was 
important" makes one bum. "How 
contractors cut comers" insinuates that 
contractors are crooks. I admit that some 
might be, but they are in the minority and 
don't last long in this business. 

I believe the very best maintenance contrac-
tors never think they know it all and, in fact, 
spend much of their precious time learning 

new and better ways of doing their jobs. 
Mr. Bevil said the hardest and most 

difficult thing to do is keep lawn equipment 
operational. What he is saying is that a lawn 
mower with less than 50 moving parts is 
more difficult to keep running than keeping 
an employee who can think motivated. I 
thought equipment was totally controllable 
through good operation and maintenance 
practices, but that human beings are seldom 
controllable. 

His unique partnership rents people and 
mowers by the hour. Where is the motivation 
for the contractor to figure out faster and better 
ways of doing things when he is rewarded only 
for the number of hours he works? 

Richard Randall 
Randall & Blake 

Littleton, Colo. 

Setting It Straight 
Thank you for featuring our book, "Energy-
Efficient and Environmental Landscaping: 
Cut Your Utility Bills By Up to 30 Percent 
and Create a Natural, Healthy Yard" in your 
magazine. I would like to offer one point of 
clarification. The main source for the book 

Get a step ahead of your competition 
with a 

TURBO TURF 
HYDRO SEEDING SYSTEM 

4 W > 
SEED FASTER, 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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V n l i m i M number of 
customers. 
Recurring billing mode for 
automatic billing of 
maintenance fees (weekly, 
monthly, quarterly or anv 
other cycle). 
Unlimited service/product 
codes for flexible one 
time invoicing of special 
jobs like fertilizing, tree 
trimming/removal, etc. 
One-time invoices can 
be saved and recalled 
for future reference. 
Customer notepad for 
miscellaneous 
information like special 
equipment needed, crew 
requirements, etc. 
Prints invoices & statements 
on forms, blank paper and 
postcards. 
Reports include: late charges, 
past due notices, aging, sales, 
sales tax, discounts, etc. Plus, 
customer ledger, mailing 

J J i l l o w a r e 
I n c . 

f 

labels, Rolodex® cards, 
and more. 
Requirements include: 
PC/MS DOS® 3.0 or 
higher, at least 640K 
RAM and a harddisk. 

Accounts Receivable™ is 
a bargain at $179, but 
through 8/31/94, we are 
offering a special price 
of only $99! In addition, 

^ when placing your order 
for The Billing Clerk, if 
you mention this free 
offer, you will receive a 

^ great utility program 
FREE! This program 

quickly analyzes your 
computer and displays a 

chart of what your system 
has and what is available. 

This includes everything to 
the type of monitor you have, 
to the amount of space 
available on your harddrive. 
So order now and save 
yourself $80 on The Billing 
Clerk and get great utility 
software FREE! 

•Plus $10 Shipping and 
Handling. Int'l, PR, AK, and HI 
«hipping muy vary. Texan Re«, 
add $7.36 «ale« tax. 

Return policies do nut apply with 
$99 pricing. 
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ENDEAVOR 

Controlling Erosion 
with Compost 
I enjoyed your article on erosion control. Erosion is certainly a 
major problem when you suffer a loss of vegetation from some 
catastrophic event like a forest fire. 

While many landscapes are becoming aware of the benefits of 
conventional uses of compost, these uses are just the tip of the 
iceberg. Compost is now being used for erosion control as well 
to successfully restore wetlands, reclaim barren minelands, 
remediate hazardous wastes and filter stormwater runoff. 

Large-scale field trials performed in the Portland, Ore., and 
Chicago areas have demonstrated the amazing ability of compost 
to halt erosion on slopes as steep as 1.5:1. As a bonus, airborne 
seeds love to germinate in compost so the surface quickly 
revegetates without additional seeding. 

With compost supplies growing larger all over the country, 
local sources are readily available. An application of only 400 

cubic yards of compost per acre 
treated can stabilize most slopes, 
even during heavy rainfall. 
Compost is generally applied in 
bulk using standard construction 
equipment such as a backhoe or 
skidsteer loader. For erosion 
control projects where soil quality 
is a problem, compost has clear 
advantages over other products due 
to its restorative properties. 

Compost is not just for the garden 
anymore, and erosion control is just 
one of many exciting new 
applications being developed every day. 

Charles Pick 
Solum Remediation Semces 

Lake Bluff, III. 

was research done by Marc Schiler, a 
professor of architecture at the University of 
Southern California and Green Living, an 
environmental journal which covers 
gardening issues. It also includes chapters 
written by experts in their fields. 

To order the book contact: Appropriate 
Solutions Press, Dover Road Box 39, South 

Newfane, VT 05351; 802/348-7441. The 
cost is $19.95 plus $2 postage. If you 
mention this letter, you will receive an 
article on how energy-efficient and 
environmental landscaping can be used as 
an effective marketing tool for landscapes 
and businesses offering landscaping 
products. 

Marshall Glickman 
Appropriate Solutions Press 

South Newfane, Vt. 

Letters to the Editor are encouraged. 
Send them to: Cindy Code, Editor, Lawn 
& Ijandscape Maintenance magazine, 
4012 Bridge Ave., Cleveland, OH 44113. • 

Four Season Utility 

F a l l Clean up is quick and easy with a 
Tow-Behind Sweeper that collect leaves 
in half the time. 

SWEEPSTER 
SWEEPSTER. Inc. 

2800 N Zeeb Road • Dexter. Ml 48130 
(313)996-9116 • FAX (313) 996-9014 

1-800-456-7100 

S p r i n g Mount a SWEEPSTER Power 
Sweeper to your Lawn & Garden Tractor 
to remove thatch from turf areas before 
the mowing season starts. 

Winter Keep Compact Utility and 
Industrial Tractors and Loaders busy 
all winter removing snow from drive-
ways, parking lots and sidewalks. 

Send For 
Free Literature Today 
Or Call 1-800-456-7100 

S u m m e r Loader mounted pick-up 
sweepers are great for cleaning trash 
and gravel from sidewalks and parking 
lots during the summer. 

Styles are available for most makes and models of 
tractors and loaders. Self-propelled styles are also 
available. Choice of front or rear mounted with me-
chanical or hydraulic drives. 

USE READER SERVICE #87 
L4 WN & LANDSCAPE MAINTENANCE • JULY 1994 83 



Business Watch 
THE ECONOMY CONTINUED to improve 
throughout the late spring and early summer 
despite the Federal Reserve's controversial 
decision to boost short-term interest rates to 
head off the threat of inflation. 

While higher short-term interest rates are a 
drag on the economy, most experts agree 
they shouldn't have a dramatic impact on the 
nation's business climate — at least for now. 
"There is about a two-year lag between 
changes in the direction of short-term rates 
and an impact on the economy," Raymond 
Worseck, chief economist at A.G. Edwards 
& Sons, told USA Today. 

Higher interest rates not only make it more 
costly for landscape professionals to borrow 
money, they also adversely impact both new 
and existing home sales, a lucrative segment 
of the landscape industry's overall market. 

On a more positive note, unemployed 
Americans continued to go back to work in 
increasing numbers throughout the first half 
of 1994. The unemployment rate dropped to 
6.4 percent in April, its lowest level in four 
months. The decline could make it tougher 
for industry contractors to attract seasonal 
employees, however, as the pool of existing 
workers continues to shrink. 

SALES OF EXISTING H OMES* 
JAN. 
-5.3 

FEB. 
-9.6 

MAR. 
+6.0 

APR. 
+1.2 

NEW HOME SALES* 
JAN. 

-21.4 
FEB. 
+7.3 

MAR. 
+6.3 

APR. 
-6.8 

'Percent change from preceding month 
(seasonally adjusted). 

Source: Bureou of iobor Stotistics 

CONSUMER PRICE INDEX • HOUSING STARTS 

Source: Bureau of Labor Statistics Source: Bureou of the Census 

WEATHER WATCH 
WEIGHING HUMIDITY 

It may be hard to 
believe, but humid air 
is slightly lighter than 
dry air. A cubic yard 
of air weighs aaout 
0.6 of a pound 
near sea level. 
Here's the 
difference hum-
idity makes in 
that cubic 
yard of air: J J 

A 
71° t, 80% Humidity 
Air weighs 0 .6691 lbs. 

78° P, 1 0 0 % 
Humidity 
Air weighs 
0 . 6 6 5 6 lbs. 

Source: American Meteorological Society 

The National Weather 
Service's 60-day out-
look calls for below 
normal temperatures 
over the upper 
Mississippi Valley 
including parts of 
North Dakota, South 
Dakota and Nebraska. 

However, above 
normal temperatures 
are forecast for the far 
West and Southwest, 
from Washington and 
Oregon through 
portions of California 
and along the Mexican 
border. 

At least a 55 percent 
probability of greater 
than median precipita-
tion exists for much of the central Great Plains. Less than average 
rainfall is forecast over most of the Carolinas and eastern Georgia. 

60-DAY OUTLOOK 
FOR JULY AND AUGUST 

Temperature Probability 

• Above average 
C Below average 

• Above average 
[ Below average 
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KUBOTA RUNS 
CIRCLES 
AROUND THE 
COMPETITION 

Kubota's FZ2100 and FZ2400 with Zero Diameter Turn (ZDT) run circles around 
the competition. 

The power in the innovative FZ front mowers starts with 20 or 24 horsepower 
Kubota liquid cooled diesel engines and 
continues with the Auto Assist Differential 
(AAD) drive system that automatically 
switches between 2WD and 4WD to match 
operating conditions. With AAD, you get 
extra power to maneuver easily in wet grass 
and muddy conditions with the front wheels 
rotating freely through the tightest turns. 
The FZ can turn completely around in one 
spot without damage to the turf, cutting 
way down the time spent on labor-intensive 
hand trimming jobs. 

For productivity and versatility, Kubota's 
F-Series front mowers can't be beat. The 
F2400 is 4WD and 24 horsepower, while the 
F2100 is available in 2WD or 4WD, and has 20 horsepower. Both have Kubota 
diesel engines, and are equipped with hydrostatic rear-wheel power steering for 
easy handling. A wide selection of Performance Matched Implements provide the 
versatility. They include triplex reel, rotary, flail and mulching rear discharge mow-
ers, rotary broom, leaf blower, snowblower, and front blade. Roomy operator's 
deck, tilt steering wheel, and excellent visibility increase comfort and productivity. 

Your Kubota dealer can show you the complete Kubota turf equipment line with 
the power and maneuverability to run circles around the competition. 

K u b o t a . 
For information write to: 

Kubota Tractor Corporation, 
P.O. Box 2992, Dept. LLM, Torrance CA 90509-2992 

Financing available through Kubota Credit Corporation. 
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BUILDING COALITIONS. The green 
industry, and lawn services in 
particular, should hitch its wagon to the 
property rights movement now gaining 
steam in Congress if it is to have a 
fighting chance against increasingly 
onerous rules and regulations. 

That's the position of Andy Hines, 
president of Shrub & Turf, Athens, 
Ga. Hines has monitored the progress 
the property rights movement has 
been making on Capitol Hill and the 
recognition it has been receiving, and 
believes that for lawn care, lawn 
maintenance and landscape firms, the 
movement holds at least part of the key 
to getting out from under federal, state 
and local mandates. 

"The lawn care industry is not going 
to win any legislative battles by trying 
to eliminate weeds and protect grass," 
said Hines. "People don't care about 
us. We do not have enough voices in the 
media. They will not listen to the lawn care 
g u y " 

Instead, he said, the media — and 
legislators — are paying attention to people 
like Rep. W.J. (Billy) Tauzin, a Louisiana 
Democrat who feels environmental activists 
have gone too far, making it difficult for 
entrepreneurs and large corporations alike to 
do business. 

Tauzin leads "a political backlash against 
the environmental movement," according to 
The Congressional Quarterly. "The 
backlash manifests itself in efforts to scale 
back existing laws and to delay or block 
new environmental legislation," the 
publication further reported. 

Additionally, according to the report, 
Tauzin and his followers have "thrown 
environmentalists off balance, forcing them 
to beat a hasty retreat across a broad front." 

"There is a tremendous push for the 
property rights movement," Hines said. 
'There is a tremendous swell against 
government-mandated, big regulations, 
which generally are unfunded." 

According to the Washington Times, the 
property rights movement already has been 
a stumbling block in the path of five major 
pieces of environmental legislation before 
the 103rd Congress, including renewal of 
the Clean Water Act, which has major 
implications for pesticide users. 

Congressional opponents of the narrow 
environmental agenda also are pushing the 
federal government to review costs of new 
regulations and take those costs into account 
when issuing rules. Moreover, according to 
the Washington Times, pressure is mounting 
to eliminate federal mandates that don't 
come with money for enforcement. 

Increasing regulations, Hines said, are 
"absolute, total threats" to green industry 
businesses. On the other hand, he added, the 
efforts to stem the regulatory tide "is a burr 
under the saddle" of environmental activists. 

"They're winning on it," Hines said of 
efforts like the property rights movement. 
"It's important for lawn and landscape 
contractors to support this movement. We 
don't have the cohesion, the sophistication 
or the media exposure that they do. 

"In our industry, people are concerned 
with selling new customers, eliminating 
weeds and planting grass," he said, "but 
there's a snake in the grass that's going to 
kill them. If they don't build a coalition, 
they will not have a business." 

ELECTRIC VS. GAS? The Environmental 
Protection Agency insists it's "fuel neutral" 
when it comes to electricity vs. other 
sources, but its intentions were suspect at a 
recent news conference...and lawn mowers 
became part of the issue. 

Electric mowers were touted at the 
conference as an environmentally sound 
alternative to gas-powered mowers. Along 
with mowers, the Edison Electric Institute 
— an association of investor-owned utilities 
— promoted electric barbecue grills over 
traditional charcoal grills. 

According to The New York Times, it 
appeared for a time that the electric faction 
had enlisted the EPA to its cause, since Karl 
Hausker, EPA deputy assistant administrator 
for policy, appeared at the news conference. 

According to Hausker's prepared remarks, 
the EPA was looking forward "to working 
with industry for a greener environment," 
the Times reported. 

However, a spokesman later backed off 

from specific support for electric 
mowers and grills over products 
powered by other fuels, stressing that 
EPA is "fuel neutral," according to the 
report. 

SMARTER TRADE-OFFS. The altruistic 
goal of strict environmental compli-
ance, sound business operations and 
profitability coexisting may not be 
viable in the 1990s, according to two 
business consultants. 

Writing in the Harvard Business 
Review, Noah Walley and Bradley 
Whitehead — consultants in the New 
York and Cleveland offices, respec-
tively, of McKinsey & Co. — said the 
expectation of an ultimate reconcilia-
tion of environmental and business 
concerns, in the end, is unrealistic. 

'To achieve truly sustainable 
environmental solutions," they said, 

"managers must concentrate on finding 
smarter and finer trade-offs between 
business and environmental concerns, 
acknowledging that, in most cases, it is 
impossible to get something for nothing." 

The total quality movement, which has 
been gaining in acceptance throughout the 
green industry and has specifically been 
promoted by the Associated Landscape 
Contractors of America, may be one vehicle 
through which environmental issues can be 
integrated into business as a whole, 
according to Walley and Whitehead. 

Managers, they wrote, "must pick their 
shots carefully. In a world where you cannot 
do everything, only a value-based approach 
allows informed trade-offs between costs 
and benefits." 

SAFE SURROUNDINGS. DowElanco 
commissioned Mar-Quest Research to find 
out how people across the country felt about 
their lawns and landscapes. The results were 
nearly unanimous, according to a report in 
Activeinfo. Folks love their lawns because 
they provide: 

• A place to appreciate and enjoy nature; 
• A means of increasing property values; 
• A safe place for children to play; 
• Self-satisfaction and a sense of accom-

plishment, especially when the grass is 
healthy and pest-free; and 

• A sense of control over their immediate 
surroundings, as well as space and privacy. 

In addition, most believe the best way to 
keep their lawns lush is by using pesticides. 
Further, most people surveyed feel if a 
pesticide has been approved for sale, and is 
used according to label directions, it does 
not represent an unusual hazard to the 
environment. • 
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With REWARD® herbicide, 
there's no waiting for it to 
go to work. 

NO WAIT. N O WORRY. 
C 
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REWARD herbicide. For broad-
spec t rum weed control w i thou t the 
wait —-and wi thou t the worry. 

rtef®1 

ctoV> 
o a u c 

Because REWARD is absorbed by 
broadleaf and grass weeds ju s t 
m inu te s af ter appl icat ion. O n 
golf courses , a r o u n d g reenhouses 
and nurser ies , in r ight-of-ways — 
wherever you have a weed prob-
lem. And because it works m u c h 
faster than R o u n d u p and o ther 
herbicides, REWARD can be used 
in a lot more s i tuat ions. Plus it's 
rainfast in only 30 minutes . 

¡¿¿a* 

* * * * * * 

Also wi th REWARD, there's no y 

W worry abou t the su r round ings . 
It\stays where you spray it, con-

^ trol l ing weeds wi thou t affect ing 
^ ^ non- target vegetat ion. 

For m o r e i n f o r m a t i o n , con tac t 
y o u r d i s t r i b u t o r or call Zeneca 
at 1 -800-759-2500 . 

Always read and follow label directions. 
REWARD* is a trademark of a Zeneca Group Company. 
Roundup is a trademark of Monsanto Company. 
A business unit of Zeneca Inc. 
©1994. Zeneca Inc. 

ZENECA 
Professional Products 
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News in Brief 
N E W S D I G E S T 

Massey Ferguson, Simplicity 
Form supply Agreement 
Simplicity Manufacturing, Port Washington, 
Wis., and Massey Ferguson, Duluth, Ga., 
entered a supply and distribution agreement 
covering lawn and garden tractors and related 
products for North America. 

According to the agreement, Massey Fer-
guson will market a new line of riding mow-
ers and lawn and garden tractors built by 
Simplicity in the United States and Canada. 
The garden tractor line will range from 18- to 
20-h.p., and include a full line of attachments. 

New England EPA 
Hosts IPM Conference 
The New England regional office of the En-
vironmental Protection Agency is sponsoring 
an urban integrated pest management con-
ference Oct. 13, at the Royal Plaza Motel, 
Marlborough, Mass. 

The conference, designed for companies 
and governmental and private agencies, will 
include presentations by national experts on 
turf, golf courses, ornamentals and structural 
IPM. Additionally, the conference will offer 
panel discussions by pesticide applicators who 
use IPM methods, and discussion sessions 
designed to answer questions about using 
IPM in various green industry applications. 

DowElanco Supports 
'Responsibility First' 
DowElanco offers the "Responsibility Comes 
First" product stewardship program. By pur-
chasing DowElanco products, businesses can 
receive safety items or make donations to 
trade associations. Businesses can redeem 
DowElanco purchase points for spill response 
kits, personal safety kits, decontamination 
kits, right-to-know books and "When a Crisis 
Strikes" video. 

More information can be obtained by 
contacting a local DowElanco sales represen-
tative or distributor, or calling 800/352-6776. 

Pursell Expands 
Production Facilities 
Pursell Industries is building a new plant to 
increase production of its patented polymer-
coated fertilizers, which are marketed under 
the POL YON® trademark. 

Increased demands for Pursell's POLYON 
technology in all market segments prompted 
construction of the new facility, said Jim Pur-
sell, chairman and CEO. 

The new plant is expected to quadruple 
Pursell's production capacity and expand the 
company's ability to generate specialized 
polymer-coated fertilizers. 

EPA Meeting 
Breaks in New Era 

It only took an hour and 20 minutes, but the 
recent meeting of representatives from the 
lawn care, nursery, florist, arborist and pest 
control industries and officials of the U.S. 
Environmental Protection Agency appears to 
have broken the animosity separating the 
urban pesticide community and the federal 
agency for most of the last two decades. 

The breakthrough meeting was the result of 
a concerted effort by urban pesticide industry 
trade associations to open the channels of 
communication with the EPA on vital pesti-
cide issues such as notification and posting, 
urban integrated pest management programs 
and the impact of regulatory decisions on 
small business. 

Key EPA objectives include improving lines 
of communication between end-users and the 
agency, and creating a broad-based advisory 
group to discuss industry issues. In particular, 

the EPA wants input from lawn and land-
scape contractors on the product registration 
process, which in the past has been labeled as 
slow and unresponsive to industry needs. 

EPA officials at the meeting, including Dan 
Barolo, director of pesticide programs, com-
plimented the lawn and landscape industry 
for its efforts in implementing urban IPM 
programs into their service routines, and ex-
pressed its hope for continued progress in this 
area. They indicated their desire to have 
industry members contribute ideas on how to 
improve and expand these programs as well. 

The urban pesticide groups in attendance 
want to establish themselves as a resource for 
the EPA when it comes to technical and in-
dustry specific information. Industry repre-
sentatives also hope to have EPA appoint a 
special liaison to work with the urban pesti-
cide user groups to further the exchange of 
information and ideas. 

In a related matter, EPA officials also revealed 
(continued on page 16) 

Promoting Year-Round Color 
Ranks as a Top Add-On Landscape Service 
IT CAN BE SAID that the most eye-catching landscapes are those with year-round color, pro-
viding a vivid display continuing throughout each season. 

And surveys show that seasonal color is quickly becoming one of the fastest growing add-on 
services. 

The secret to a landscape bursting with color year-round is in timing the bloom periods of 
the various plants in the landscape, according to Richard Powers, maintenance supervisor for 
Coronis Landscaping, Nashua, N.H. An-
nuals which provide rich color all summer 
long will fade and eventually die out with 
the first frost. The continuation of color in 
the landscape doesn't have to end there, 
however. 

Fall is considered a good time for planting 
hardy mums. Mums, which by definition are 
really a perennial, are used extensively as an 
annual by New England landscapes. Powers 
said. In fact, their popularity as a fall color 
has led to the plant being requested as a 
yearly installation. 

By using annuals that are tolerant to frost, 
such as Dusty Miller, mums can be incor-
porated into the same planting beds. Powers 
suggested planting bulbs for early spring 
bloom before the cold winter months set in. 
"Just imagine the beauty and fragrance you 
can add to your landscape with a blanket of 
glorious daffodils and tulips all spring 
long," he said. 

There are many colors and varieties of 
daffodils and tulips to choose from. For the 
best effect, plant bulbs in large groupings, as 
opposed to using rows, Powers said. Daffodils, narcissus and crocus are the first to bloom in 
spring. There are varieties of tulips that will also bloom as early as March or April. 

With the proper selection of bulbs, annuals and mums, a landscape will have bursts of color 
all season long. 

Colorful garden mums and other seasonal 
changeouts add innovative accents to 
residential and commercial properties. 
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As a l awn m a i n t e n a n c e p r o , f r o m t h e sma l l e s t t r i m m e r to W h a t s it all mean to you? Crews 

you c a n ' t a f f o r d to see it t h e l a rges t cha in saw, is bu i l t that are more productive. Equip-

Most people see grass. 
VPo see taxes, the rent, 
and next week's payroll. 

ment that costs less to own. And 

a bus iness that ' s be t t e r able to 

deal with little things like taxes 

and payroll. So when you're ready 

to take a break f rom looking at 

grass, go see the fastest-growing 

any other way. Sure, you 

a p p r e c i a t e a p r e t t y 

yard. But it's a good bet 

for commercial use. O u r line of p rofess iona l e q u i p m e n t 

EfllHTI 
e q u i p m e n t is l igh t . in the industry. Visit your local 

Powerful . Refreshingly Shindaiwa dealer. 

you a p p r e c i a t e a h e a l t h y easy to use. And designed, 

bus iness even m o r e . So let us b o l t t o b o l t , t o s h r u g of f t h e 

suggest a way to win on b o t h 

f ronts : Sh inda iwa . We o f f e r a 

c o m p l e t e l i ne of h a n d - h e l d 

power equipment. Every model, 

harshest treatment. If you ever 

d o n e e d s e r v i c e , y o u ' r e 

backed by a nat ional 

network of independent dealers. 
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News in Brief 
(continued from page 14) 

they plan to work with Sen. Joseph Lieber-
man, D-Conn., on a pesticide notification and 
posting bill this summer. The bill is expected 
to focus primarily on lawn care applications. 
EPA officials indicated the agency will seek 
industry input on this legislation to ensure a 
balanced bill is presented to Congress. 

USDA Agronomist 
Murray Dead at 53 
James "Jack" Murray, former U.S. Depart-
ment of Agriculture research agronomist 
recently died after a long battle with cancer. 
He was 53. 

Murray was recognized nationally and in-
ternationally as an expert in turfgrass breed-
ing and management. Most recently, Murray 
retired to Bradenton, Fla., working on turf-
grass breeding, development and evaluation 
through his own company, Turfgrass Germ-
plasm Services. 

He was employed at the USDA Agricultural 
Research Service at University Park, Pa., 
from 1969-70, and at Beltsville, Md., from 
1970-88. He was the only full-time turfgrass 
scientist within USDA until his retirement for 

health reasons in 
1988. 

Murray devel-
oped and releas-
ed several grasses 
including "Bel-
turf' Kentucky 
bluegrass and 
"Belair" zoysia-
grass. Belturf 
has been used as 
a parent in 
producing sev-
eral improved Kentucky bluegrass cultivars 
including the commercial varieties Adelphi, 
America, Eclipse and Majestic. 

He was also one of the initiators and the 
first director — from 1980-88 — of the 
National Turfgrass Evaluation Program. 

Study: Muldiing 
Leads To Healthier Turf 
A four-year grass recycling project con-
cluded that grass is healthier and has fewer 
weeds when cut with a mulching mower that 
returns "invisible" clippings to the soil. 

'Trends over the four years have started to 
become more apparent and dramatically 
show the value of returning grass clippings 

to the soil," said Terry Schettini, associate 
director of research horticulture at the Rodale 
Institute in Kutztown, Pa. "Grass clippings 
are high in nutrients and are a valuable 
resource as fertilizer for the soil and lawn. 
This project emphasizes that the health of a 
lawn begins with the soil, and by feeding the 
soil, the soil will feed the grass." 

Returning grass clippings to the soil pro-
vides nutrition and reduces the need to collect 
and dispose clippings. 

The demonstration project was launched in 
1989 by the Rodale Institute Research Cen-
ter and Garden Way Inc. at the research cen-
ter's 330-acre facility. 

Each of three separate test plots was mow-
ed (with a mulching mower, a side discharge 
mower without bagging and a side discharge 
mower with bagging) and evaluated an aver-
age of 26 times a year. The plots were cut 
two to three times in April and October, and 
four to five times each month from May 
through September. 

Based on weekly visual observations, the 
mulching plots started the season with the 
longest, darkest growth and contained the 
fewest weeds in April. From August through 
November, the mulching plots appeared 
richer in color and fuller in growth. 

(continued on page 18) 

James "Jack" Murray 

Rugged? 
Precisely! 

Gandy spreaders, rollers and core 
aerators are built to last. Stainless 
steel metering systems in all spread-
ers assure precise application of 
granular materials and seeds. For 
rollers, grease fittings are located on 
each, replaceable axle bearing. 
Independent aerator wheels on 3-
point hitch aerator are spring loaded 
to keep constant contact with turf 
for full aerator depth. 

Every unit produced by Gandy 
proves that good, old-fashioned 
quality still exists. Call us at 5 0 7 -
4 5 1 - 5 4 3 0 or 1 - 8 0 0 - 4 4 3 - 2 4 7 6 . 

IT S GANDY 
528 Gandrud Road, Owatonna, MN 55060 

USE READER SERVICE #85 

Mr. Accountant is the time proven, 
complete business management 

system for only $695.00. 
Invoices-Statements-Job Costing-Sales 
Tax/Finance Charge Computation-Aging 

Reports-Truck Scheduling/Routing-Chemical 
Application Reports-Plant and Irrigation Part 

Inventory-Lead Tracking-Proposals 
Accounts Payable-Payroll-Check 

Writer-General Ledger-Mailing List-Equip-
ment Maintenance-Completely Menu 

Driven-Simple to Use-Customization and 
Multiuser Version Available 

Designed specifically tor landscape main-
tenance, landscape installation, pesticide ap-

plication and irrigation companies 
¡Serving the green industry since 1987 

1032 Raritan Rd. 
Cranford, NJ 07016 

(908)272-1398 
Fax:(908)272-8729 

6562 Boca Del Mar Dr. 
Boca Raton, Fl 33433 

(407)750-8442 
Fax:(407)367-0743 

Call for FREE Demo Disk! 
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TUFLEX MANUFACTURING CO. 
1406 S.W. 8th Street 
Pompano Beach, Florida 33060 

Toil-Free: 1-800-327-9005 
305-785-6402 
FAX: 305-785-6404 

VW certify that this is an actual photograph and that the tanks were not altered in 
any way to produce this picture. 
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News in Brief 
(continued from page 16) 

The mulching plots also tended to have the 
highest percentages of grass vs. weeds and 
dead grass, and showed no additional thatch 
buildup. The grass also was higher in the 
mulching plots than in the other plots. 

Snapper Snags Dane 
Scag as Strategist 
Dane Scag, founder of the Scag Power 
Equipment Co., was appointed director of 
commercial stra-
tegic planning for 
Snapper Power 
Equipment, 
McDonough, Ga. 

Scag, in the new-
ly created position, 
is expected to build 
stronger dealer 
relations based on 
reciprocal trust and D a n e S c a g 

motivation, 
according to Jerry Schweiner, president and 
CEO of Snapper. 

"Dane Scag is significant to Snapper be-
cause his qualifications and reputation in the 

industry are extremely well-known," said 
Mark Hazeltine, vice president of sales and 
marketing. "Dealers are very receptive of 
this and view it as a welcome change." 

After forming Scag Power Equipment and 
developing it into a multimillion dollar 
company, Scag sold the company and re-
tired. But not for long. 

Minors Prohibited; 
Did You Know? 
Federal labor laws prohibit minors under the 
age of 18 from operating power-driven, weed-
cutting machines with certain attachments, 
according to the Wage and Hour Division of 
the U.S. Department of Labor. 

For example, minors under 15 are prohibited 
from operating motorized weed trimmers. 

USDL reviewed a number of weed trim-
mers that primarily use monofilament and/or 
copolymer strings to cut weeds, according to 
the American Association of Nurserymen. 
Some types use steel-blade attachments, how-
ever, which are considered more dangerous. 

'The USDL just notified us that these 
regulations existed, and asked that we pass 
the advisory along to the appropriate 
people," said Ben Bolusky, director of 
government affairs for AAN. 

Ditch Witch Dedicates 
New Training Center 
Ditch Witch established a center devoted exclusively 
to training its customers, dealer personnel and 
employees of The Charles Machine Works, its 
parent company. The center is adjacent to Ditch 
Witch's main plant and offices. It includes class-
rooms dedicated to specific training and a large 
exhibition area. 

Code Promoted 
To Group Publisher 

G.I.E. Publishing President and CEO Richard 
Foster recently promoted Cindy Code to Group 
Publisher of Lawn & Landscape Maintenance 
magazine. Her publisher responsibilities also 
include Recycling Today and Fibre Market News, 
two recycling publications published in Cleveland, 
Ohio, by GIE. 

In her new position, Code has overall business 
management responsibilities including long-term 
strategic planning of editorial, circulation, market 
research and book publishing. She will continue in 
her role as LLM editor, a position she has held for 
nearly seven years. 

Maureen Mertz will continue her long-standing 
position as LLM publisher responsible for national 
advertising sales management. • 

Isuzu Diesel of North America, Inc. 

Helping shape tomorrow . . . 
TODAY! 

Engines from 11 to 315 hp serving . . . 
• CONSTRUCTION • AGRICULTURE • FORESTRY • LAWN & 
GARDEN • MINING • MARINE & • AVIATION GROUND SUPPORT 

42775 Nine Mile Rd., Novi, MI 48375 • 810-380-6000 • FAX 810-380-6030 
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Gerry Faust, president of Faust Manage-
ment Corp., will keynote the Associated 
Landscape Contractors Association's 
Interior Plantscape Conference and Trade 
Show Sept. 18-21 in Las Vegas. 

Faust's speech, "Making Management 
Happen: A Leader's Guide to Understand-
ing People and Organizations," will cover 
four critical roles managers should develop 
and balance to ensure their businesses' 
steady progression. 

"Gerry Faust's wit, lively and entertaining 
style and solid research and scholarly base 
combine to make his presentations models 
of superb executive teaching," said UCLA's 
Dr. Victor Tabbush. 

Faust Management Corp., San Diego, 
specializes in providing services to bus-
inesses worldwide. Faust has consulted to a 
broad range of business, government and 
professional organizations. He specializes in 
creating methods, approaches, tools and 
systems that help create insights and envi-
ronments which allow businesses to succeed. 

Three high-powered keynote speakers are 
slated to highlight the Amer ican Society of 
Landscape Architects 1994 Annual 

For more information ••• A 
ALCA 
12200 Sunrise Valley Drive 
Suite 150 
Reston, VA 22091 
703/620-6363 

ASLA 
4401 Connecticut Ave. NW 
Fifth Floor 
Washington, DC 20008 
202/686-ASLA 

GTFT 
5198 Ross Road 
Acworth, GA 30102 
404/975-4123 

PLCAA 
1000 Johnson Ferry Road, NE 
Suite C-135 
Marietta, GA 30068 
800/458-3466 

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

Meeting and EXPO Oct. 8-11 in San 
Antonio, Texas. 

Henry Cisneros, Housing and Urban 
Development secretary, was invited to 
discuss the impact of design on urban 
renewal; Stewart Brand, the electronic 
wizard who originated the "Whole Earth 
Catalog," will present the world of virtual 
reality, CD-ROM, cybervision and other 
high-tech innovations; and John Lyle, a 
member of the Florida chapter of ASLA, as 
well as an educator and author, will outline 

steps needed to regenerate the world's 
watersheds. 

The theme for this year's conference is 
water use and conservation. More than 60 
educational sessions will cover a range of 
water-related issues including riverfront 
design, wetland restoration, groundwater 
management, irrigation and alternative 
water sources. 

ASLA invited professionals from the 
Irrigation Association, the Ecotourism 
Society, Society of Wetland Scientists and 

THE WALKER TOUCH 

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

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

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

The Mid-Size Walker Line a 

3 tractor models from 11-21 HP with gas or diesel engines 
3 mower deck sizes 36"-54" with grass collection, side 
discharge or mulching available 

3 year warranty on maintenance free hydrostatic wheel drive 
3 front mounted implements: snowblower, rotary broom 
and dozer blade 

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

LAWN & LANDSCAPE MAINTENANCE • JULY 1994 USE READER SERVICE #90 



GOT THE BUG BLUES? 
WE'VE GOT THE CUBES. 

It makes no sense to let bug problems get you 
down. You've always got the upper hand when 
you use The Andersons Professional Turf ™ 
products with Diazinon® 

A s k u s a b o u t : 
• Andersons Professional with 5% DIAZINON: 
This g ranu la r i nsec t i c i de c o n t r o l s an ts , 
armyworms, billbugs, chiggers, chinchbugs, sod 
web-worms, white grubs and many more. 
• Andersons Professional 25-3-5 wi th 3.33% 
DIAZINON and 50% sulfur coated urea: Controls 
insects and enriches turf in one application. 

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

1-800-225-ANDY 
the professional's 
partner 

I T h e « « < * I 
^ ^ ^ ^ A n d e r s o n s 
® DIAZINON is a trademark of CIBA-GEIGY Corporation © 1993 . The Andersons 
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the Mayors Institute on City Design to the conference in an attempt to 
forge new partnerships. 

The Georgia Turfgrass Foundation Trust plans to install an 
electronic weather station at its research green in Duluth. Funding for 
the $7,000 project will come from contributions by individuals, 
suppliers and golf clubs. 

The station will measure air temperature, relative humidity, rainfall, 
solar radiation, wind speed, wind direction and soil temperature at 
several intervals. A microprocessor will store the readings and 
download the data each day via modem to a central processing 
station in Griffin. 

"By placing an electronic weather monitoring station at the G IFT 
research green in Duluth, we'll have area-specific information 
available to us on a daily basis," said Mark Esoda, vice president of 
GTFT. 

In particular, the foundation hopes to develop management 
strategies for handling high heat, high humidity and low air circula-
tion during summer, Esoda said. 

Education and professionalism top the Professional Lawn Care 
Association of America's agenda for the 1990s. 

"Professionalism in our industry is the key to future growth for 
everyone, and we can get there by strong education and training," 
said Lou Wierichs Jr., PLCAA president. 

Highlights of the associations efforts this year include promoting a 
partnership with The University of Georgia to offer a turfgrass 
certification course, releasing a "Guide to the Transportation of 
Pesticides" manual and offering regional workshops on business and 
risk communication. 

In other news, PLCAA released a Canadian version of its question 
and answer brochure, "What You Should Know About Lawn Care 
Products and Services." The association also revised its resource 
catalog listing all of its educational products, including brochures, 
training manuals and videos. 

The Professional Grounds Management Society offers its 1994 
"Who's Who in Grounds Management" membership directory. 

The 80-page directory lists all PGMS members alphabetically and 
by state, and includes their affiliations and contact information. The 
directory also includes a membership/geographical map of the United 
States, and lists members who are certified grounds managers, 
officers and board members, as well as association branches, past 
presidents, sustaining members. Gold Medal recipients and the 
association's bylaws. 

The directory is free to members and $38 for non-members. 

IN BRIEF.,.The Rocky Mountain Turfgrass Research Foundation 
awarded $25,400 to Colorado State University to help fund turfgrass 
research projects. The foundation has granted more than $125,000 to 
CSU in the past five years. Some CSU research projects include 
studying the arid, high-altitude conditions of the Rocky Mountain 
region...The Texas Association of Nurserymen updated its "Pest 
Management Alternatives for Commercial Ornamental Plants" 
manual by Dr. Bastiaan Drees. The original book is available for 
$19.95; the update is available for $3 shipping and handling. More 
information can be obtained by calling TAN, 512/280-5182...The 
Pennsylvania Turfgrass Council and Pennsylvania State University 
are seeking vintage turfgrass equipment for the Mascaro/Steiniger 
Turfgrass Museum slated Aug. 10 during the Penn State Turfgrass 
Field Days. To donate items or acquire a list of equipment already 
received, contact George Hamilton, Landscape Management 
Research Center, Orchard Road, University Park, PA 16802; 814/ 
865-3007, or Christine King at PTC, P.O. Box 417, Bellefonte, PA 
16823-0417; 814/355-8010. 
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Pull more profit with 
the Ryan family of aerators 

Healthy business growth for you. Healthy, vigorous grass 

for your customers. Aeration is the way to accomplish 

both. For aerators that can handle everything from small 

residential lawns to wide open commercial grounds, theres 

nothing like a Ryan. Ryan has been 

helping professional lawn care operators pull in new 

business since 1960. It can do the same for you. 

Lawnaire I V - T h e Lawnaire IV is the highest-quality roll-

type aerator on the market, covering up to 21,000 square 

feet per hour. 

Lawnaire V - T h e Lawnaire V's wide 26-inch aerating 

width provides excellent stability for aeration on 

sloped surfaces and can aerate up to 29,000 square 

feet per hour. 

Lawnaire 2 8 - T h e Lawnaire 28 features 2.5-inch 

coring depth, up to 12 holes per square foot and aerates 

up to 24,000 square feet per hour. 

For a free brochure on aeration or the name of the Ryan 

dealer nearest you, call 1 -800-228-4444 . 

All Ryan aeration equipment is backed 
by Ransomes America Corporation 
Performance Engineered Parts Program. 

6315 Ransomes America Corporation, 900 North 21st Street, P.O. Box 82409, Lincoln, N E 68501-2409 
© Ransomes America Corporation 1994. All rights reserved. 

E RYAN 
Driven to be the best 
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You might think using less 
insecticide means you'll have to 
put up with more insects. But that's 
not necessarily the case. Because 
how you use your insecticide is as 
important as how much you use. 
With the right tactics, you can use 

a lot less and still get excellent 
Here's an example. Mixing 

insecticide with insecticidal soap 
can reduce the amount of insecticide 
you need on your ornamentals by 
about 50 percent. Soap controls 
most soft-bodied insects and mites. 

insecticide, you'll also 
take care of tougher insects, like 
scales and worms. University studies 
suggest you may get better control 
than you get with insecticide alone. 

Knowing exactly when to apply 
insecticide helps, too. One way to 

A few ways to balai 
ith your love for the en 
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Studies show that Dursban delivers better chinch 
bug control at lower rates than other insecticides. 

monitor mole crickets, chincn bugs, \ A 
webworms and cutworms is by mix-
ing IV2 oz. of dish soap in two gallons 
of water and sprinkling it on a four-
square-foot area of turf. If eggs have 
hatched, this soapy mixture will 

f lush insects to the surface, and 

And Dursban also gives you 
plenty of application flexibility. It's 
available as a liquid, dry flowable, 
wettable powder in water soluble 
packets, granule, fertilizer or bait. 

Now, we realize you probably 
ave some questions. That 's why 

ice your hate for insecte 
® w J vou can applv insecticide we created The Turf Manager 's 

i n mi m e m . 

you can apply ir 
accordingly. 

Your insecticide itself 
can also make a difference. 

After all, different 
insecticides work at i ^ 
different rates. Which 
is why Dursban* insec-
ticide could be your * 

Mole Crickets Getting \ 

Under Your Skin? 

University studies show that 
Dursban and Pageant insecticides 
provide excellent mole cricket 
control. Apply two weeks after 
egg hatch and irrigate turf 24 hours 
before and after application. This 
moves mole crickets near the soil 
surface and washes Dursban 
and Pageant into the zone of 
insect activity. 

Turf Manager ' s 
Guide To Responsible Pest Manage-
ment . It's 44 pages packed with 
comprehensive information on the 
latest techniques for controlling 
insects, weeds and turf diseases. 

For a free copy return the coupon, 
or call our toll-free telephone 

number. Because when you 
apply a little knowledge, you 

don't need to apply as much 
I insecticide. 

êlM* 

Dursban® 

Mole Cricket 

Send me the following 
Management 

t Guide(s): 
• Cool Turf 

• Warm Turf 
I • Nursery and 

Landscape 
Mail to: 

iDowKlanco. P.O. Box 33489, 
Indianapolis, IN 46203-0489. 

Or call: 1-800-883-5044 
Name 

Company-

Just one pound active ingredient 
per acre gives you the most con-
sistent broad spectrum insect control 
available at such a low rate. Dursban 
even controls fire ants. 

Business Category: 0 7 
• Nursery • Lawn Care • Municipal 
• Landscape Contractor • Golf Course 
Address 
City State 
Zip Phone ( ) 

D o w E l a n c o 

The chemistry is right. 
•Trademark of DowElanco. O1994 DowElanco. Dursban 
is available in liquid, dry flowable, granular and fertilizer 
formulations. Always read and follow label directions. 
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C O V E R S T O R Y 

Putting 
The Brakes On 
Power Equipment 
With round one of the CARB and federal 
emission standards under way and the 
threat of stricter measures pending, en-
gine manufacturers face increased R&D 
and administrative costs. End users of 
outdoor power equipment may see re-
duced product availability and, eventually, 
raised prices. 

By Cathy Hoehn 

FIRST CAME THE call for pesticide reductions. Then 
water conservation measures. Now emission standards. 

One faction or another of the green movement in the 
United States — some more brazen than others — has 
penetrated just about every segment of the lawn and land-
scape maintenance industry. 

The U.S. Environmental Protection Agency's proposed 
federal emission standards — the latest round of green 
industry environmental posturing to effect a nationwide 
campaign — has some outdoor power equipment trade 
associations at wits' end. But, todate, commercial end-users 
and power equipment manufacturers seem poised to handle 
the inevitable changes — reduced product availability and 
higher prices in the long-term. 

'The lawn and landscape industry would be hard-pressed 
to refute standards that promote a healthier environment," 

said Rod Bailey, president and owner of Evergreen Services 
Corp., Bellevue, Wash. "If it is genuinely something that con-
tributes to air pollution, it's pretty hard for our industry to 
fight it. We're supposed to be the good, green guys out there." 

California, always a bellwether state for environmental 
initiative, set Jan. 1,1995, as the deadline for manufacturers 
of small, spark-ignition utility and lawn and garden equip-
ment engines to reduce various pollutant emissions by a 
total of 55 percent. Lawn maintenance products affected by 
the regulations include walk-behind mowers, hedge trim-
mers, string trimmers, leafblowers and chain saws. 

Following suit, the U.S. EPA announced in May that its 
proposed air quality standards, largely based on the Califor-
nia Air Resources Board measures, will take effect in 
August 1996. While EPA's Phase I standards await ap-
proval (public comment was being accepted until July 15), 
both CARB and EPA are already negotiating Phase II of 
their emission reduction programs for 1999 or after. 

The EPA's Phase I rules, if approved, would require 
manufacturers to meet exhaust emission standards, ensure 
all new, small, spark-ignition utility and lawn and garden 
engines become certified and incorporate new engine label-
ing and warranty requirements. 

EPA estimates that the changes will reduce hydrocarbon 
emissions by 32 percent, and carbon monoxide by 14 per-
cent by 2003. 

Equipment affected by the EPA rule includes trimmers/ 
edgers/brush cutters, leaf blowers/vacuums, rear-engine 
riding mowers, front mowers, chain saws, shredders, tillers, 
lawn and garden tractors, snow blowers, chippers/stump 
grinders, hydroseeder mulchers, thatchers/aerators and walk-
behind, multi-spindle mowers. 

The Phase I regulations do not require retrofitting exist-
ing equipment inventory nor place any compliance burdens 
on the end user. 

One California landscape contractor said that, despite the 
CARB standards, the only industry rumbles he's heard 
related to power equipment are due to laws restricting use of 
blowers. "The one thing we're up against is blower restric-
tions because of the noise. It affects our hours and schedules. 
The impact is on the clients — it increases our costs so it 
increases clients' costs," said Steve Glover, president of 
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The CARB and U.S. EPA emission standards raise 
concern about product availability and higher costs, 
especially when Phase II sets in. Illustration: Bob Novak. 

L&L Landscape Services, Santa Clara, Calif. 
Head to head, the federal regulations are actually more 

liberal than the CARB standards "with respect to their scope 
of application for two-stroke," said Don Purcell, president of 
the Portable Power Equipment Manufacturers Association. 
"But they impose a lot more difficult testing and reporting 
requirements and certification requirements than the Cali-
fornia measures." 

DEFINING THE PROBLEM, livery common source of pow-
er accelerates, to some degree, the air pollution problem 
through a group of emissions collectively called Volatile 
Organic Compound emissions. 

According to EPA data, power plants, paint and solvents, 
waste disposal and others contribute 57 percent of man-
made VOCs; highway (cars and trucks), 33 percent; and 
non-road (lawn and garden, recreational, construction and 
agricultural), 10 percent. 

Non-road emissions are the last category to be regulated 
by EPA. Since lawn and garden equipment produce 5 per-
cent of VOCs (50 percent of the non-road emissions cat-
egory), EPA opted to target that segment first. 

The immediate burden posed by the federal and CARB 
regulations falls on the manufacturers of 2- and 4-cycle 
engines. While manufacturers concede lower emissions 
benefit air quality, certain groups—namely PPEM A which 
represents manufacturers of 2-cycle engines—contend the 
regulations are too stringent, particularly since an EPA 
study shows lawn and garden power equipment emits only 
2.6 percent to 4.9 percent of man-made air pollutants. 

The Outdoor Power Equipment Institute, which repre-
sents 4-cycle and larger engine manufacturers, and the En-
gine Manufacturers Association are lobbying to postpone 
the federal standards by at least a year, fearing the tight dead-
lines will force manufacturers to sacrifice their products' 
power and performance while trying to attain the required 
lower emissions. 

"Meeting the 1996 standards could be very expensive. 
My understanding is that the 4-cycle companies are having 
a very tough time meeting (them). They will not be ready," 
Purcell said. 

'There are some larger powered engines that are having 
difficulty meeting the carbon monoxide limit," concurred 
Bob Burkholder, vice president of engineering for Homelite, 
a division of Textron Inc., Charlotte, N.C. "The reason that 
(technology) is not known as well is because most of those 
engines are precluded from requiring certification in Cali-
fornia. The degree of difficulty with carbon monoxide 
varies from manufacturer to manufacturer." 

While the trade associations forecast dour results in trying 
to meet the standards, several manufacturers said their 
companies will be in compliance. 

"It has caused us to make some changes in our products 
in order to meet those standards. I can say we have a complete 
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AVOIDING SPILLS AND 
OVERFILLS 

line of engine products that are able 
to, or will be by the time January 
'95 comes around, meet the re-
quirements of the California emis-
sions standard resources board," 
said David O'Connell, vice presi-
dent of marketing for Tecumseh 
Products, Grafton, Wis., a manu-
facturer of 4-cycle engines. 

Jim Wallace, marketing manager 
for The ToroCo., Minneapolis, said 
CARB certified engines thus far 
have retained their quality and per-
formance. 

"We haven't seen a loss of qual-
ity in the big engines and we're just 
getting to the smaller engines. The 
big engines already on the market 
need less done to them to qualify 
them for CARB. Where we get 
concerned is the smaller, single en-
gines. There we have not completed 
full qualification." 

Dick Tegtmeier, president and 
chief executive officer of Encore 
Mfg., Beatrice, Neb., said he 
doesn't expect to see much of a 
price hike next year. "I already have 
pricing from some of the larger 
manufacturers of engines, and we 
have virtually no price increase." 

Bob Walker, president of Walker 
Mfg., Ft. Collins, Colo., concurred, 
saying that significant price in-
creases are more likely to result 
from Phase II standards. 

Fewer commercial products are 
affected than consumer, Purcell 

Emission standards will reduce 
product availability in California, 
but have less impact nationally. 

THE U.S. ENVIRONMENTAL Protection Agency estimates 17 million 
gallons of fuel are spilled each year during refueling, most of which 
evaporate into the air where they contribute to the formation of ground-
level ozone. 

Following are some tips the EPA provides for avoiding gasoline 
spills: 

• Use a gasoline container that can be easily handled and hold it 
securely so you can pour slowly and smoothly. 

• Use a spout or funnel to pour gasoline from the container to the 
equipment. 

• Avoid overfilling the power equipment gasoline tank or allowing 
fuel to run over. Special nozzles are available with an automatic stop 
device. 

• Close the cap or spout and vent hole on the gasoline container 
tightly after filling the gasoline tank and after filling the container at the 
gas pump. 

• Transport and store the gasoline container and power equipment out 
of direct sunlight and in a cool place, if possible. 

• Use caution when putting gasoline into a gas can at the pump. 

said. "Phase I is primarily aconsum-
er-product rule for two-cycle peo-
ple. About 15 percent of our prod-
ucts are excluded because they are 
used by the professional agricul-
tural and construction industries." 

PHASE I I.Some manufacturers say 
the first round of standards are a 
walk in the park compared to the 
outcome expected from Phase II of 
CARB and EPA standards. Others 
claim it's too early to tell what the 
final results will be. 

"We won't even propose stan-
dards for Phase II until 1996. They 
probably won't be effective until 

the latter part of the 1990s," said 
Martha Casey, spokeswoman for 
the U.S. EPA. 

Key concerns center on costs— 
not only to the manufacturer, but to 
the end user—product availability 
and performance. 

The targeted emission reductions 
will require manufacturers to add 
components to the engines, possi-
bly calling for a complete redesign, 
which could increase prices signifi-
cantly in the long-term. 

"In Phase II, Briggs & Stratton, 
and presumably the rest of compa-
nies affected, will pursue regula-
tions that are attainable, reasonable, 

cost effective and safety 
conscious," said George 
Thompson III, spokes-
man for Briggs & Stratton 
Corp., Wauwatosa, Wis. 

Interestingly, the EPA 
rules give safety, noise 
and energy efficiency 
higher priority than air 
quality, Purcell said. "If 
there's any direct conflict 
(between air quality and 
the other conditions), 
safety, noise or energy 
must be maintained. The 
statutes are very clear on 
that point." 

The EPA recom-
mended incorporating 
some of the same tech-
nology used in the auto-
motive industry — such 
as catalytic converters, 
multiple circuit carbure-
tors, fuel injection sys-
tems and four-stroke 

overhead valves, as well as alterna-
tive fuels — as possible means for 
meeting Phase II rules. 

Manufacturers say that current 
technology cannot feasibly be ap-
plied to smaller engines at a price 
the end user can afford. They hold 
mixed views on whether that goal 
can be achieved by 1999. 

Ken Railey, fleet manager and 
safety director for Ruppert Land-
scape Co., Ashton, Md., believes 
automotive technology can easily 
transfer to outdoor power equip-
ment. 'They should have the tech-
nology now to incorporate carbu-
retors with multiple circuits like we 
had on cars five years ago," he said. 
"There are ways to allow the equip-
ment to run more efficiently, and 
better fuels available." 

Others say the transition won't 
be so easy. "Meeting the 1999 stan-
dards for 2-cycle engines is going 
to be a fairly major problem. Two-
cycle engines are quite a bit more 
polluting. It is the nature of the 
design, because the oil and fuel are 
mixed together, for one thing," said 
Kenneth Seitz, president of Envi-
ronmental Engines Corp., Escon-
dido, Calif. "Thus, the criteria is 
more severe for 2-cycle engines 
than 4-cycle. Reductions will be 
quite severe — about 89 percent to 
90 percent reductions will be called 
for in 1999." 

Catalytic converters show prom-
ise for chain saws but cannot be 
used on other two-cycle equipment 
where it could bum the operator. 
"Catalytic technology can't be used 
on most small engine equipment 
because it violates federal fire and 
safety codes," Purcell said. 

EEC, a research and develop-
ment company whose primary ob-
jective is producing low-emitting, 
two-stroke utility, lawn and garden 
engines, is mainly focusing on four 
aspects of engine technology: elec-
tronic fuel injection; ignition; speed 
and power control; and lubrication 
and scavenging. 

Seitz said EEC's approach could 
help manufacturers save money by 
allowing them to retain their equip-
ment design. 

Many manufacturers predict ac-
cepted technology alternatives will 
center on engine and fuel systems 
technology. Replacing two-stroke 
engines with four-stroke, electric 
or battery power aren't viable op-
tions for commercial users, at least 
not currently, according to Dan 
Ericsson, research and development 

Í continued on page 30) 
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count 
A Reputation Built 
On Reliability 

It's no secret why irrigation 
professionals count on Hunter's PGR 
This quiet hard-working gear drive has a 
10-year track record of reliability, 
versatility and value. 

Use it on all your residential and 
light commercial sites. Interchangeable 
nozzles make it easy to meet a wide 
range of irrigation requirements. And the 
arc and radius can be adjusted without 
disassembly. Wet or dry, up or down. 

PGR We call it Old Reliable. 
You'll call it the best. 

PGP 
Making Your Job 
Easier and More 
Rewarding 

H i m t c i 

Now With 
A New, Integral 
Rubber Cover 

Rugged, dirt-tolerant, and standard 
on all models at no extra cost. 

New flexible membranes allow 
^ ^ ^ easier, through-the-top access. 

New raised symbols simplify arc 
and radius adjustments. 

ONew button shows direction of 
nozzle and spray. 

Still available with 12 standard or 7 
low angle nozzles. 

The PGP with new integral rubber 
cover - just one more reason to rely on 
the leader. 

Hunter offers a complete line of 
irrigation products for turf and 
landscape, including rotors, sprays, 
valves and controllers. 

® 

D e d i c a t e d To T h e I r r igat ion Pro fess iona l 

1940 Diamond St. • San Marcos, CA 92069 • U.S.A. • 1-619-744-5240 • FAX: 1-619-744-7461 
USE READER SERVICE #64 
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EQUIPMENT 
AFFECTED BY EPA RULE 

Cover Story 
(continuedfrom page 28) 

engineer for Husqvarna Forest & 
Garden, Charlotte, N.C. 

"With electric equipment, you 
must have a power source near-
by...and there is always the safety 
concern whenever electric cables 
are involved." he said. "Batteries 
have portability but are heavy and 
can only operate for a limited time." 

Ericsson added that four-stroke 
engines generally produce less 
power than two-stroke, are larger 
and heavier. "Besides, four-stroke 
engines are more complicated, 
which influences cost," he said. 

Thompson claims that, although 
there is a small niche for battery-
powered mowers, end users have 
indicated they prefer gasoline-pow-
ered products. "Consumer surveys 
consistently show 71 percent would 
pay for a more environmentally 
sound product. Our market surveys 
indicate that mower owners prefer 
mowers with low emissions and 
that have a gasoline engine, over a 
rechargeable battery, because they 
want power and performance out 

• trimmers/edgers/brush cutters 
• walk-behind mowers 
• leaf blowers/vacuums 
• rear engine riding mowers 
• front mowers 
• chain saws 
• shredders 
• tillers lawn and garden tractors 
• wood splitters 

of their machines," he said. 
Regardless how much manufac-

turers writhe under the regulatory 
pressures, chances of EPA loosen-
ing its hold are slim. The agency is 
bent on helping state and local gov-
ernments meet their deadlines for 
reducing emissions by 15 percent 
from 1990 levels and negating 
emissions expected through growth 
by November 1996. 

At least four states are at various 
stages of proposing and/or imple-
menting emission regulations, ac-
cording to Purcell. 'Texas, Califor-
nia, Maryland, Virginia and Wash-

• snow blowers 
• chippers/stump grinders 
• hydroseeder mulchers 
• thatchers/aerators 
• walk-behind multi-spindle mowers 
• augers 
• sickle bar mowers 
• pruning towers 
• turf cutters 

ington, D.C., to some extent are all 
looking at lawn and garden emis-
sions, because all states have been 
told to reduce their total air quality 
emissions. Every state in the coun-
try is looking at its own specific 
formula of what to do. I expect 
several states to show some interest 
in lawn and garden," he said. 

The Metropolitan Washington 
(D.C.) Council of Government last 
year proposed banning commer-
cial and residential use of gasoline-
powered lawn and garden equip-
ment within its jurisdiction on ozone 
alert days. The proposal, which 

MCOG later dropped, was part of 
an overall plan to get MCOG's 
regions online with the federal re-
quirement to reduce ozone con-
taminants by 15 percent. 

AT WHAT PRICE? Mostmanufac 
hirers say it's too early to tally the 
costs for meeting the standards, but 
the price hikes eventually will trickle 
from the engine manufacturers to 
the equipment producers to the end 
users, who may then decide to pass 
them on to clients. 

According to a PPEMA survey, 
11 of its member companies estimat-
ed they initially spent $45 million 
(total) to meet the C ARB standards. 
Additionally, survey respondents 
forecast a 40 percent to 70 percent 
decline in product shipment and a 
50 percent decline in product mod-
els. "That was from our perspective 
in 1992," Purcell said. 

"Without a doubt, engine people 
will pass the cost on through and so 
will we. But I don't think it will 
have a big impact," Tegtmeier said. 
"I think it will do away with the 
older engine models that are not 

(continued on page 32) 
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B E S m i Help Keep 
Lawns Green for Less 

of Your Green 

lA/hy Pay for Extras 

You Don't Need Bestway Commer-
cial Sprayers are designed and built to fit your 
specs — exactly. Order direct from our factory and 
we'll help determine what tank size and boom length — or other 
options — best meet your requirements. Don't pay for features 
you don't need. Pay the lowest price for exactly what you want. 

Duality You Can Depend On Ritchie Bestway has been produc-
ing high-quality agricultural sprayers for the past 20 years. That 
knowledge is put to use producing the best commercial, lawn 
care and golf course sprayers available today That's quality you 
can depend on. 
The bottom line is a customized, quality sprayer that can help 
keep lawns green for less of your green. 
Just Call 1 - 8 0 0 - 7 4 7 - 0 2 2 2 T o r A No Obligation Quote 
Ritchie Bestway Commercial Sprayers 
120 South Main PQ Box 730 ^ m a t E xP° ' 9 4 

Conrad, Iowa 50621 USA in Booths #126 and 128 

USE READER SERVICE #73 
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Creative 
curb IT 

Permanent landscape Borders 

"ea r ive 
curb marketing 

Create 
Beautiful 
Concrete Borders 
for Less than Half the Cost 
of Conventional Methods! $ 
$ Add on to your services/profits 
$ Low maintenance/Easy to use 
$ Self-propelled, electric or gas powered 
S Create various shapes and sizes 

26041 Pala • Mission Viejo, CA 92691 y-c 
(714) 587-8488 . (800) 292-3488 . FAX: (714) 951-2656 ¿ g g 

m^mmmssmmsmtM* 
USE READER SERVICE #83 
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Show insects 
it's not 
their turf. 

k . • t» i . « 

Introducing NEW ASTRO Insecticide. 
Home owners and lawn maintenance people take great 

pride in their houses, lawns and the overall look of their 
landscape. 

They spend their hard earned money to purchase and 
keep their property beautiful and they don't want anything to 
damage it. That is why new ASTRO Insecticide was 
created... to show lawn and ornamental insects that it's not 
their turf! 

New ASTRO offers many important advantages: 
• Excellent control of 48 different damaging turf and 

ornamental insects. 
• Virtually no odor problems or phytotoxicity to lawns 

or ornamentals. 
• An EPA "non-restricted use" label. 
• No need for applicators to placard their trucks under 

new D.O.T. regulations. 
• Very economical insect control. 
So protect your turf! 
Compare these features and benefits against the lawn 

and ornamental insecticides you are using now, and you will 
see that new ASTRO offers you a great combination of plant 
safety and insect control at a price that helps you truly show 
insects: It's not their turf! 

USE READER SERVICE #102 

For information about new ASTRO Insecticide, contact your 
lawn chemical supplier or you can call 1-800-528-8873. 

Consult the label for complete use and application 
instructions and precautions. 

Another FMC Advantage! 
ASTRO and the FMC logo are trademarks of FMC Corporation. 

© 1994 FMC Corporation 

SEND FOR A FREE INFORMATION PACKET! 
For detailed information on ASTRO Insecticide. 
please fill in and return this coupon. JBfWLMM^M ® 
• YES I'd like an information packet. • 
D Please have my FMC representative contact me. 
Just send us your personal or business name, full address and phone number to: 

FMC INFORMATION PACKET 
P.O. Box 16170 
St. Louis, MO 63105-9713 

If you prefer, you may call us toll-free: 
1-800-528-8873 

Please take just a moment to answer the following questions: 
WHAT INSECTS DO YOU TREAT MOST OFTEN? 

WHAT TYPE AND SIZE OPERATION DO YOU HAVE? (Check appropriate boxes.) 
• LANDSCAPE CONTRACTOR • LAWN CARE OPERATIONS 
• COMMERCIAL GROUNDS MAINTENANCE • SOD FARMING 
• OTHER (Please specify) 
NUMBER OF EMPLOYEES A 3 

LLM 



Cover Story 
(continued from page 30) 

overhead valves." 
Most manufacturers agree that 

the commercial market won't wit-
ness as much of a price increase 
percentagewise, since that market 
generally buys higher-quality, 
higher-priced equipment than con-
sumers. And with 4-cycle engine 
equipment, a lot of those machines 
have already attained higher stan-
dards by incorporating overhead 
valve and liquid-cooled engines 
which emit fewer air pollutants. 

Most manufacturers also dispute 
EPA's estimate that equipment with 
new two-cycle engines will cost 
only about $5 more per unit. No 
one in the industry—equipment or 
engine manufacturers — agrees 
with that figure. 

"It's not anywhere close. I don't 
think that figure bears any relation-
ship to reality," Purcell said. 

The cost for a $200 piece of 
equipment "would not increase to 
just $205 after Phase II," said John 
Nelson, vice president of engineer-
ing for Snapper Power Equipment, 

McDonough, Ga. The price hike 
for equipment needing engines with 
new components and/or complete 
redesign probably would be $100 
to $200, he said. 

A California study conducted in 
fall 1990 estimated that the manu-
facturing cost increase for 2-cycle 
engines would be $40 per hand-
held unit and $20 to $35 for lawn 
mowers. Moreover, a PPEMA study, 
conducted by an outside firm, 
showed a figure of $66 per unit. 
'That may be a little high. I think 
the reality of where the cost will fi-
nally come will be California's es-
timates," Purcell said. 

Casey at EPA defended the 
agency's methods for estimating 
cost. "That figure came about as a 
result of our developing the regula-
tion, getting out there and taking a 
look at what kind of technology is 
available and what could be done," 
she said. 

Evergreen' s Bailey said his com-
pany would willingly pay the in-
creased cost for reduced emissions. 

"As long as the equipment works 
and we avoid the kind of thing that 
was proposed in Washington, D.C., 

where you can only operate certain 
equipment on alternate days, the 
impact on our business probably 
won't be that great," he said. "If we 
can phase in the equipment with 
new engines over a period of time 
rather than replace everything at 

'We have to look 
at the costs and 
benefits. Is what 
we're doing not 
only worth the 
cost, but will it 
have beneficial 

results?' 

once, it won't kill us." 
Railey believes the government 

should require lawn and landscape 
companies to phase lower-emis-
sion equipment into their fleets. 
"We're doing it voluntarily, being 

around Washington D.C., where 
they're trying to regulate so that 
you can't run equipment on certain 
days. But we would rather see them 
say you have to have an extra set of 
emission-certified equipment in 
your fleet or you can't work on that 
day," he said. 

Ruppert purchased its first round 
of emission-certified equipment and 
saw no increased cost, Railey said. 
"Equipment seems to stay the same 
in price year after year, except some 
2-cycles. Those have gone up in 
price significantly this year, prob-
ably because of noise-reduction 
features." 

Bailey sees a call for less regula-
tion governing the industry rather 
than more. "I 'm one of those people 
that think we have to look at cost 
and benefits, particularly for envi-
ronmental regulations. Is what 
we're doing not only worth the cost 
but have real, beneficial end re-
sults? Does the end justify the 
means?" he said. • 

The author is Senior Editor of Lawn 
& Landscape Maintenance maga-
zine. 

T G S - 1 0 0 F E A T U R E S 
• LOW PROFILE thermoplastic NO RUST HOPPER. 
• EXCLUSIVE SWING-AWAY OPTION GIVES FULL TAILGATE ACCESS. 
• 600 L B . / 9 CU. FT. CAPACITY. 
• 12 V. HIGH TORQUE DC MOTOR MOUNTED IN COMPLETELY 

SEALED HOUSING FOR MAXIMUM PROTECTION FROM 
CORROSION. 

• ELECTRONIC SPEED CONTROL WITH OVER-CURRENT PROTECTION. 
• WEATHER RESISTANT POWDER COATED STEEL FRAME. 
• EASY ON/OFF MOUNTING. 

FOR THE DEALER NEAREST YOU CALL: 1-800-SALTERS 

TOMORROW'S SPREADER...TODAY 

MORE THAN A 
TRIMMER 

The Green 
Machine9 

EXPAND-IT® SYSTEM 
• Full Line ... of Homeowner 

and Commercia l Models 
• Powerful 2 -Cycle Engines 

One-Mix® 2-Cycle Engine 
Oil For today's higher 

output 2-cycle engines 

The Green 
Machine 

901 Seville Road • Wadsworth, Ohio 44281 
Phone (216) 336-5505 • FAX (216) 336-5801 
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THE MANY 
FACETS OF 

PVP #9300129 applied for 

Look at it from any angle. PRIZM'S your 
logical choice among perennial ryegrasses. 

For appearance—PRIZM is dark green, and 
fine textured for superior mowability. It's 
extremely dense, establishes quickly and 
tillers aggressively. Count on PRIZM to 
enhance the most luxurious settings. 

For performance—It's a proven leader for 
early green up, spring and summer 
density, winter color, and drought toler-
ance. PRIZM'S a year-round performer, 
proven under a broad range of conditions. 

For value—PRIZM exhibits superior disease 
resistance to brown patch, leaf spot and 
especially red thread. It's also endophyte 
enhanced. A natural resistance to insects 
and disease can reduce the need for costly 
maintenance programs. 

Want proof?.. .check the most recent trial 
results. With outstanding performance in 
so many areas, it's no surprise finding 
PRIZM a leader in overall quality. 

Profit from the performance of PRIZM. Call 
your distributor for more information. 

ZAJAC 
P E R F O R M A N C E 
S E E D S , I N C . 

33 Sicomac Road, North Haledon, NJ 07508 
201 -423 -1660 • Fax: 201-423-6018 
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M O W I N G M A N A G E M E N T 

Weather Extremes Create 

Mowing Challenges 
Contractors 
find there's no 
such thing as 
mutine when 
mowing in 

weather 
extremes — 
from 
interminable 
dmughts to 
torrential rain. 

By Steve and 
Suz Trusty 

CLEAR SKIES, moderate temperatures, adequate rainfall 
— some years these weather conditions are dreams rather 
than reality. 

The summer of 1993 was a season of weather nightmares 
across most of the United States. While the Midwest was 
drowning in never-ending rain, portions of the East and 
Northeast baked in an extended drought. Maintaining mow-
ing productivity during these weather extremes put contrac-
tors to the test. 

There's no single "right" way to handle tough conditions. 
Owners, managers and crew leaders must adjust schedules 
to get the most done with available personnel and equip-
ment. Strategies adopted must be flexible. In other words, 
expect the unexpected and be prepared to handle it. 

Here's how some commercial operations in different 
parts of the country cope with their particular situations. 

DROUGHT IN THE EAST. Gary Courchesne, co-owner of 
G&H Landscape, Holyoke, Mass., said there's no such 
thing as a typical year. 

Working around changeable conditions means juggling 
crew schedules and priorities. "Our routine has to be based 
on what the weather hands us," Courchesne said. "When the 
grass is growing, we have to figure out a way to mow. It 
won't wait for us." 

But when grass doesn't grow, mowing needs dwindle. 
Because lawns without water were dormant during the 
drought of last July and August, Courchesne's crews went 
from spring mowing schedules of 60 to 65 hours a week to 
40 hours or less some weeks. His mowing labor needs were 
reduced by 35 percent to 50 percent. 

The customers' desire to see something green during the 
long dry spell provided Courchesne's mowing crews with 
some work. "A lot of clients had irrigation or were watering, 
but that could only be done in accordance with water-use 
restrictions. People were interested in keeping their grass 
looking presentable, especially those on a regular fertility 
program and those with newly established lawns." 

Weather extremes create extensive schedule changes for 
mowing crew personnel. When employees stay with a 
professional lawn maintenance company long enough to 
see that the highs and lows of mowing demands balance out, 
it becomes easier for them to cope with the changes in the 
regular routine. 

For instance, to keep labor hours at a decent level crews 
were charged with controlling heavy weed growth in flower 
and shrub beds. 

"Mowing crews must be flexible," Courchesne said. 
"When the grass is really growing, we mow as early as 
allowed, as late as daylight lasts and on weekends as 
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Weather can 
take on all 
forms and 
present 
numerous 
challenges. 
Whether Mother 
Nature delivers 
excessive rain 
(far left) or 
drought (left), 
mowing crews 
must be 
prepared to 
deal with 
current 
conditions. 

required. The average tenure of our 
mowing crew employees is Five 
years, so they understand how the 
business works and know we' 11 work 
with them as much as we can." 

Flexibility is a must on the lawns, 
too. Mowing techniques must be 
adapted to meet the needs of altered 
growth patterns. "We made mow-
ing adjustments. For example, we 
raised the cutting height as much as 
possible for drought relief and dis-
ease reduction," Courchesne said. 

Whatever the weather, machines 
must be ready to go when crews can 
mow. During drought situations, 
tighter service intervals may be 
needed to reduce dust and dirt infil-
tration, but general maintenance 
programs can be followed with few 
major alterations. 

"Equipment maintenance is the 
key to keeping productivity high. 
We do daily maintenance and addi-
tional maintenance throughout the 

day when equipment use requires," 
he said. "You've got to take the 
time from the production schedule 
for prevention maintenance. A 
squirt of grease, a wash-down and 
inspection, a tightening of nuts and 
bolts can save major breakdowns. 

"We pay attention to details — 
like keeping the mower blades 
sharp. Dull blades not only tear up 
the grass, they put undo stress on 
the engine. If you don't do preven-
tive maintenance, sooner or later 
you'll get caught, and your sched-
ule will be destroyed because of an 
unexpected breakdown." 

WET AND DRY. In parts of the 
Midwest, last year's record-break-
ing rains have been followed by 
one of the driest springs ever. 

Les Wilshusen, manager of 
Mike's Lawn Service, Storm Lake, 
Iowa, recalled, "The rains wouldn't 
stop in the spring and summer of 

1993. But this year it was already so 
dry by mid-May that the grass was 
going dormant. I'm sure the shal-
low root systems encouraged by 
last year's rain made the grass more 
susceptible to stress this season. "We 
aerated both fall and spring, where 
we could, to get some air into the 
soil and encourage deeper rooting." 

When rainfall is excessive fast, 
turf growth demands steady mow-
ing to keep lawns under control. 

"We operate two, three-person 
mowing crews and use three riders 
with 52-inch decks and six to eight 
21 -inch walk-behinds," Wilshusen 
said. "Last year these crews and 
equipment were going five and six 
long days a week. Every time there 
was a let-up in the rain, we were out 
on the lawns. We ended up doing 
some mowing in light rain — some-
thing we wouldn't even consider in 
normal years — but there were so 
many days of rain in a row, we had 

no other choice." 
Wet conditions not only require 

more frequent mowing, they add 
work and expense in other ways. 

"Last year we had to pick up all 
the grass clippings. Rain made the 
intervals between mowing too long, 
and the grass itself was lush and 
heavy," he said. "There were times 
we used two riders on a lawn—one 
cutting the grass and the second 
one following behind to pick up the 
grass clippings." 

Wilshusen said his firm used 
walk-behinds more frequently than 
most years because at many sites, 
the soil was too saturated to support 
riders. Crew leaders made the judg-
ment calls—whether it was OK to 
mow at all, and if it was, whether to 
walk or ride. 

Additionally, his crews tried 
tight-turn mowers on hard surfaces 
when possible to prevent tearing up 
the grass. 
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Running constantly in heavy grass adds strain 
on mowers. "We ended up getting another rider 
and another self-propelled walk-behind to keep 
mowers up and running. We figure our walk-
behinds got more use in two to three days than a 
homeowner unit gets in a year. 

"We pulled applicators off the job to assist 
with preventive maintenance. The maintenance 
staff came in early in the moming before the 
crews arrived to try to keep ahead. We had to in-
crease our regular preventive maintenance 
schedule to compensate for the extra wear on the 
mowers from the thick, heavy turf," he said. 

Mowing procedures must change abruptly 

when heat and lack of moisture slow growth. 
"With this year's dry weather we raised the mow-
ing height to 3 inches in mid-May," said 
Wilshusen. "Normally, we cut at 2 1/2 inches 
from the first cut to mid-June; then go to 3 inches 
through August and back to 2 1/2 inches in 
September. With the slower-growing grass, we 
expand our normal seven-day mowing cycle to 
10 to 14 days." 

Procedure and schedule changes in one area 
generally results in a reversal of established 
routines in another, Wilshusen said, "Normally 
we allow 30 minutes every morning to check 
filters, grease, tighten bolts and clean off the 

engine. Blades are usually sharpened twice a 
week. On Friday afternoons, we blow off the 
machines with a hose so they're all cleaned to 
start on Monday." 

In hot, dry weather, however, his crews start 
mowing earlier, right at 7 a.m., then come back 
into the shop and do routine maintenance later in 
the afternoon. 

Though adapting to such back-to-back 
weather extremes hasn' t been easy for Wilshusen, 
he believes flexibility and cooperation through-
out the company make a difficult situation man-
ageable. "Weather extremes sharpen your skills. 
We already do a good job of mowing and main-
tenance, but in tough weather, we have to do an 
even better job, just to cope." 

In the rush to keep up with ever-changing turf 
maintenance requirements, maintaining open 
communication is essential. Employees need to 
know what will be expected of them — and 
why. Customers need to know that you under-
stand and share their concerns. 

"Employees make the business," Wilshusen 
said. "They have to understand what we're try-
ing to accomplish and be committed to it. Mow-
ing crews have to be flexible. Serving the cus-
tomer must come first." 

To maintain consistency, mowing crews re-
turn to the same properties week after week. This 
strategy enables the crews to get a handle on the 
quirks of the property and the expectations of the 
property manager. 

RAIN AND MORE RAIN. Sometimes weather 
conditions are so extreme, it's nearly impossible 
to keep up with mowing demands, according to 
Shawn Edwards, owner of Lawn of Leisure, An-
keny, Iowa (near Des Moines). 

"During 'normal' years we try to give our 
crews 'normal' 8 a.m. to 5 p.m. hours. During 
last year's rain, we mowed when we could. Some-
times it was from 9 a.m. to9 p.m. during the week 
and weekends. If the grass was dry enough to cut, 
we were out there," Edwards said. 

Lawn of Leisure employs 40 to 50 people 
using nine to 10 crews. The firm serves a cus-
tomer base that's 90 percent commercial and 10 
percent residential. Walk-behind mowers with 
36-, 48- and 60-inch decks are used most often. 

"Flexibility was the most essential part of cop-
ing with the extremely wet weather. Our tech-
niques were already fine. If they hadn't been, we 
wouldn't have been able to handle it," he said. 
"Our normal mowing rotation for commercial 
properties is five to seven days. We had to go to 
a seven- to 10-day rotation or even longer last 
year because we rained out so often." 

Equipment needs and crew sizes are based on 
company estimates of what it will take to handle 
a normal workload. Wet weather increases the 
time and effort required to handle every step of 
the lawn maintenance process. 

All properties took longer to mow. For in-
stance, grass was tall, lush and so succulent that 
even when the outer surface of the blade was dry, 
the cut grass was extremely wet, he said. Lawns 
that previously were cut in less than four hours 

(continued on page 38) 

NOT ALL 
ALGAECIDES AND AQUATIC 

PLANT MANAGEMENT PRODUCTS 
ARE CREATED EQUAL 

Quick Results. Cutrine-Plus 
Kills Algae From Top to 
Bottom Within Days. 

Maintenance Control of 
Underwater Growth With Regular 

as nade. Applications of Aquasf 

CUTRINE-PLUS 
ALGAECIDE/HERBICIDE 

PATENTED 
AND 

EPA REGISTERED 
A Winning Combination for Control and Maintenance 

of Algae and Aquatic Weed Problems 

NOTHING IS MORE EFFECTIVE FOR 
Lakes And Ponds • Aquaculture • Aquascapes 

People and Products 
Dedicated to Algae Control 
and Aquatic Plant Management. 

We Wrote the 
Book on It! 

Available From Quality Distributors 
Throughout The United States and Worldwide 

Call 1-800-558-5106 

OjO applied biochemists mc 
6120 W. Douglas Ave.Mllwaukee, Ml 53218 

USE READER SERVICE #22 

36 JUL Y 1994 • LAWN & LANDSCAPE MAINTENANCE 



NEW SUPER BOOM7 

What makes you so tough? 
With the New Holland Super 

Boom™ skid-steer loader, the answer is 
simple: everything. The new Super 
Boom is the most durable, reliable and 
productive machine you'll find. 

There when you need it 
The new Super Boom is built tough 

to work when you need it. The drive 
chains never need routine adjustment 
and the Advanced Warning System 
keeps you informed of all major 
functions. There's a new electrical 
system with reduced connections and 
new hydraulics with a better routing 
system. And, the new Pick Up 'n Go™ 

F O R D 
l\EWHOLLAI\D 

universal attachment system will get you 
hooked on this machine for any tough 
job. 

Built to last 
The new Super Boom is built strong 

to last. It has a tougher boom and 
frame to handle the heavy loads of 
landscaping and nursery operations, 
and massive loader pins for long life in 
any application. The powerful engine 
and new attachment system will let you 
move mountains... or just the trees. 
And, it's been field tested with 
customers like you to insure that it 
starts up time after time ... even in the 
toughest conditions. 

Easy to service 
The new Super Boom is built 

intelligently for easy maintenance. You'll 
have quick access to all the routine 
service points with the boom down. 

And, if it ever needs major repairs, 
the entire boom and cab tilt forward for 

the best engine and transmission access 
anywhere. 

Best in productivity 
The new Super Boom is still the best 

for productivity and safety because of its 
superior boom reach, lift height, lift 
capacity and stability. 

So, what makes the New Holland 
Super Boom™ so tough? Reliability, 
durability and superior performance. 

Stop by your Ford New Holland 
dealer and put the toughest skid-steer 
loader on the market to work for you. 
Working together, we'll give Mother 
Nature a little lift. 

ft 
KWHOUAN) 

The winning team 
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Mowing Challenges 
(continuedfrom page 36) 

suddenly took eight to 10 hours to mow. 
"We had a couple of weeks where we couldn't 

get to some of our clients' properties because all 
the surrounding roads were under water or closed 
off to all but essential personnel because of the 
flooding. Mowing crews weren't considered es-
sential," Edwards said. 'That turf was like jungle 
when we were allowed to get to it. But we—and 
our customers — were very lucky ; none of our 
lawns were actually under water." 

Edwards found the extended operating hours 

and extremely lush turf put added stress on 
equipment. Because machines were running 
harder, more belts, filters and engines were 
needed. Additionally, breakdowns occurred more 
frequently, about 35 percent to 40 percent more 
than a normal season. 

Employees had to run harder, too. "Crews had 
to be flexible," he said. "Because we have good 
employees who understand what has to be done, 
we got through it. Water was shut off here for two 
weeks. Our people were out there mowing even 
when they had to scramble to find a place to take 
a shower and wash their uniforms." 

Though mowing contractors love to see the 

grass grow, Edwards agreed that there can be too 
much of a good thing. "The public perception 
was that we were making a killing because the 
grass was growing so fast. Yet, the grass was so 
much harder to handle, the stress on machines 
was so much greater, and scheduling was so 
much more difficult, it cost us far more than 
usual just to operate." 

IT'S NOT EASY. As wet weather conditions 
stressed machines, in-house service technicians 
reached out to their equipment dealers' service 
departments for help. 

Ron Ehlers, owner of Ehlers Lawn and Rec-
reation, Elbum, 111., is one of those dealers. "The 
extreme wet weather of 1993 brought more 
breakdowns. Generally, John Deere figures a 
commercial operator will put three to four times 
more wear on a mower than a homeowner does. 
"We threw that formula out last year. Commer-
cial mowers were running constantly and the 
grass was so thick they packed400 hours of wear 
into 200 hours of running," Ehlers said. 

Clippings couldn't remain on the lawn be-
cause the grass was too wet. "We normally 
suggest removing no more than one-third of the 
grass blade in any one mowing. Grass grew 
more than that in a day. Baggers and vacuums 
were essential." 

'Our routine (is) based on 
what the weather hands 

us. When the grass is 
growing, we have to 

figure out a way to mow. 
It won't wait for us.' 

The need for flexibility spread as equipment 
dealers made their own adjustments to meet the 
needs of their commercial clients, Ehlers said. 

"We extended service department hours. Our 
service technicians rotated hours and put in lots 
of overtime to handle the load," he said. Our 
commercial customers are real professional; they 
know what they're doing and keep their equip-
ment in top shape with regular preventive main-
tenance programs. They were shortening main-
tenance intervals and replacing blades and belts 
much faster than usual." 

The consensus for mowing in weather ex-
tremes is to stick with the basics. Keep machines 
in top shape with regular preventive mainte-
nance. Get and keep good employees, and above 
all, be flexible. As Ehlers said, "The efficient 
lawn maintenance companies and equipment 
dealers made it through — marginal operators 
didn't." • 
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The authors are partners in Trusty & Associates, 
Council Bluffs, Iowa, and are consultants to the 
horticulture trade. 
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Quality you'll ask for again and againi 

ANOTHER 

PERFORMANCE 
Bob Owens Lawn Service 
Clearwater, Florida 
4200 Lawns per Week 
90% Commercial/ 
10% Residential 

"I put three Encore hydro 
units on last year. The 
machines really perform 
well in thick grass. This 
is a hydro with true 
reverse — it s very 
maneuverable." 

All Encore Mowers are Built with 
Heavy-Duty Value Added Features: 

PRO-Line Dual Path Hydro 
Five-speed transmission 
with reverse. 
Simple, easy-to-reach 
controls. 
Two drive pumps, each 
hydraulically connected 
to a heavy-duty Ross 
Torqmotor" 
This hydro will handle 
high wheel loads — 
roller bearings, not 
bushings, support the 
main wheel drive shaft. 

Ross Torqmotors"" use 
high temp seals on the 
commutator and with-
stand high temperatures. 
Steel lines from the drive 
pumps to the Torq-
motors" dissipate heat 
from the main drive 
circuit. 

"Flare O" fitting design 
helps provide a lead-free 
system. 

A set of double V belts to each rear 
wheel; reinforced deck; taper lock 
pulleys; 6" brake drums; bolt on rim 
pulleys and drum; front bumper; radial 
cut, .203 thickness, high-lift blades; 
#10 ga. steel deck with #7 ga. wear 
strips and welded seams; top access 
to the grease fittings; yoke-style 
casters. 

Ask your dealer for an Encore or 
send in the reader response card. 

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

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



P R O D U C T R O U N D U P 

THE CALL FROM the lawn and 
landscape market is for more versa-
tile machines that can accomplish a 
variety of tasks, according to manu-
facturers. That appears especially 
true for combination blowers/vacu-
ums and sweepers that serve other 
purposes as well. 

Commercial contractors like 
some rotary brooms, for instance, 
that alsocan be used fordethatching, 
said Tom King, sales manager for 
York Rakes, a division of York 
Modern Corp., Unadillo, N.Y. 

Mark Olarte, marketing coordi-
nator for Tanaka, Bothell, Wash., 
finds combination vacuums/blow-
ers/shredders are becoming incneas-
ingly popular. Mark Grumels-
pacher, president of EasyRake, 
Lebanon, Ind., concurred. 

Grumelspacher said power 
equipment today is loaded with 
more gizmos, which are popular 
with commercial users. He cited 
new components such as a remote 
loader attachment which blows 
leaves into piles and sucks them 
into the truck which reduces bulk. 

He added that such equipment 
options become increasingly popu-
lar as contractors add on tree care 
services. "There's a definite trend 
for commercial cutters to get into 
tree handling, especially leaf pick-
up in the fall, because it's an addi-
tional profit center for them. After 
the typical Midwest cutting season 
is over, for example, it gives them 
an extra two months of work, de-
pending on the weather." 

Grumelspacher also noted a trend 
toward use of walk-behind blow-
ers. "They have a 4-cycle engine, 
whereas the backpack blower is 2-
cycle," which some claim is a noise 
and pollution contributor, he said. 

Blower manufacturers have be-
gun incorporating baffled mufflers 
tocombat noise. Unfortunately, that 
feature also reduces the power of 
the machines, Olarte said. 

The biggest challenge facing 
blower manufacturers is finding the 
most effective means to reduce pol-
lutant emissions to meet pending 
federal and California regulations. 

Contractors Clean Up With 

Combination 
Products 
Two trends developing in the vacuum, blower and 
sweeper markets are offering equipment that serves a multitude 
of purposes and, in the blower market especially, reducing 
noise and pollution emissions. 

Sweepster's model CFM, mechanical-drive sweeper mounts to commercial riding mowers to clean away 
debris without damaging turf roots. The brush's angle changes 30 degrees left or right. 

'That will be a major adjustment 
for our company," Olarte said. 

Following are some of the latest 
vacuums, blowers and sweepers 
offering a variety of features: 

BILLY GOAT 
VACUUM/CHIPPER 
Billy Goat Industries offers a turf 

vacuum and organic debris chipper 
in one machine. The Termite™ 
combines KD Series lawn and litter 
vacuum with a chipping blade and 
chute to reduce limbs into common 
bedding mulch. 

The Termite's 26-inch snout 
cleans a wide path across turf and hard 
surfaces, while its one-step control 
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allows easy height adjustment. 
The Termite's chipping blade 

and chute handles limbs up to 2 
inches in diameter. 

For easier removal, the turf bag 
features a lift-off discharge chute 
with a built-in deflector. 
Circle 150 on reader service card 

CARSWELL BLOWER 
The Robin FL231 backpack blower 
from Carswell Import & Market-

ing is compact and weighs 7.8 
pounds. It features 117-mph air 
volume capacity to allow users to 
clean debris from large lots or side-
walks and driveways. 

Carswell Import's Robin FL411 
backpack blower has 40.2 cc (2 
h.p.) and a 3-quart fuel capacity. 
Maximum air volume is 186 mph, 
making it ideal for large jobs. 
Circle 151 on reader service card 

EASYRAKE 
LAWN VACUUM 
The EasyVac,M Model 544 Lawn 
Vacuum attaches to front-mount 
commercial riders with zero-turn-
ing radius. The attachable system 
allows operators to mow, collect 
and dispose of clippings in one 
step. Grass clippings, leaves and 
other debris move from the mower 
deck into the 44-gallon container 
for easy disposal. 

The machine is available with 
either a Briggs Industrial Plus or 
Kohler Command engine. 

The Model 544 also features a 
side-mount system for most front-
mount commercial riders. 
Circle 152 on reader service card 

ECHO POWER BLOWER 
Echo's PB-4600 backpack power 
blower has been certified by the 
California Air Resources Board. 

The 22-pound blower incorpo-
rates a tube-mounted throttle con-
trol offering directional control of 
the blower pipes with one-hand 
operation. A 2-quart fuel tank pro-
vides extended operation time, and 
a purge-equipped, all-position ad-
justable diaphragm carburetor al-
lows for fast, easy starts. 
Circle 153 on reader service card 

ENCORE'S 
HEAVY-DUTY BLOWER 
The updated PRO-Line Blower 
from Encore is constructed for 
heavy commercial use. Features 
include an 8-h.p. or 11 -h.p. engine 

I/C, adjustable chute for front or 
side discharge, heavy-duty front 
caster, heavy-duty pneumatic rear 
wheels with regreasable rollerbear-
ings and a wide air-intake vent. 
Circle 154 on reader service card 

GRAVELY PRO VAC 
Gravely added the Pro Vac 1050 to 
its line of commercial grounds 
maintenance equipment. 

The Pro Vac 1050 vacuums wet 

or dry turf or pavement and picks 
up leaves, grass clippings, sand, 
paper and plastic debris, broken 
glass, metal cans and other types of 
litter. 

The machine also helps reduce 
the possibility of thatch buildup. 
All debris is picked up by air, which 
lifts grass clippings and crushed 

(continued on page 42) 

WITH THE 
GATOR MULCHER 

YOU'LL EAT THE 
COMPETITION ALIVE! 

Designed for the professional 
landscaper, the GATOR MULCHER™ 

offers outstanding performance 
at a sensible price. 

• Commercially tested for over 3 years 
• Unique design provides sufficient lift for bagging while the secondary 

cutting teeth reduce grass discharge by up to 50% 
• Eliminates "scragglies" other mulching blade designs leave behind 
• The 4-tooth design is a standout at mulching leaves 
• Sized to fit most commercial applications 
• Adapted for use with the most popular residential mulching mowers too! 
• Outstanding profit potential 
• Available exclusively through Silver Streak 

distributors 

GATOR MULCHER" 

See US at Expo '94 Frederick Manufacturing, Corp. 
Booth #1068 K a n s a s Giy> Missouri 

USE READER SERVICE #12 

THE COMPLETE BILLING SOFTWARE! 
• Quick professional invoicing. 

• Track multiple businesses. 

• Easy & 

• General ledger & inventory||| 

• Chemical tracking for Ö.E.C 

i Tax A financial reports 

• Scheduling, routing, & mailing lists. 

• Unlimited TOLL FREE training & 

• MUCH MORE FOR ONLY S695.00 
(Easy payment plan available) 

CALL FOR FREE DEMO DISK! 
PLEASE SPECIFY DISK SIZE 3i*OR 5W 

1-800-572-8713 m 
CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ B S n 
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Rick Robinson, President 
D.L.C. Resources 
Phoenix, AZ 

CHOICE OF PRO 
LANDSCAPERS* 

"ECHO REALLY KNOWS WHAT THE 
LANDSCAPE CONTRACTOR NEEDS'.' 
So said Rick Robinson, 

President of D.L.C. Resources, a 
large Phoenix, Arizona land-
scaping firm with 55 employees. 

"There's no other 2-cycle 
engine equipment manufacturer 
that has the presence in this 
market that Echo has. The reason 
is simple. Echo tools are depend-
able. They never let you down. 

"Our men love working 
with them because they're well 
balanced for easy handling. And 
because they're simple to operate, 
we don't have to spend a lot of 
time training our people on how 
to use them. 

"Our mechanics like Echo 
tools, too, because their engines 

* S u r v e y resu l ts avai lable o n r e q u e s t . 

USE READER SERVICE #67 

aren't real touchy and are easy to 
service. Most important, parts 
are always available so we never 
have any downtime. 

"We pride ourselves on 
clean, quality work and the Echo 
PE-2400 Perfect Edge and 
SRM-2501 Trimmer give us 
outstanding work every time. 

" I wouldn't risk our reputa-
tion by using any tools other than 
Echo —they're the best." 

For the Echo Dealer near you, 
call 1-800-432-ECHO (3246) 
or write: Echo Incorporated, 
400 Oakwood Road, Lake Zurich, 
IL 60047. 

UUCCHO 
Ask Any Pro! 



Product Roundup 
(continuedfrom page 40) 

leaves out of the grass. 
The Pro Vac 1050 is constructed 

of 14-gauge steel and is powered 
by an 18-h.p. Kohler engine. 
Circle 155 on reader service card 

LITTLE WONDER 
BLOWERS 
Little Wonder offers 10 models of 
blowers featuring 12-gauge steel 
housing. All of the seams are welded 

for maximum air discharge. 
Combined with a computer-bal-

anced steel fan, the blowers gener-
ate air volume up to 2,000 cubic 
feet per minute at 160 mph. 

The blowers also serve as vacu-
ums. Pre-blown piles of leaves and 
debris can be vacuumed into dis-
posal containers and loaded directly 
into a truck for hauling. 
Circle 156 on reader service card 

MACKISSIC ALL-IN-ONE 
MacKissic's vacuum-chipper-bag-
ger combination, the VCB258, fea-
tures an 8-h.p. Tecumseh, cast-iron 

sleeve engine, 25-inch vacuum 
snout, 4-bushel bag and large rear 
wheels. The combination machine 
is ideal forcleaning up fallen leaves 
and lawn debris, as well as chip-
ping, brushing and pruning limbs 
up to 3 inches thick. 

MacKissic also offers the Mighty 
Mac leaf blower which quickly 
moves piles of dry or wet leaves 
into neat collecting rows. 
Circle 157 on reader service card 

PECO LAWN VACUUM 

PeCo Lawn Vacuums offer fully 
mounted, trailer-type or three-point 
hitch-type hook-up for most com-
mercial mowers. 

Capacity ranges from 16 to 50 
cubic feet, with 8-h.p. gas or6-h.p. 
diesel electric start I/C engines. 
Special features include rust-proof, 

aluminum tapered containers, steel 
frames, self-latching doors and con-
trols easily accessible from the 
operator's seat. 

PeCo Window Blowers offer a 
90-degree sweep action nozzle to 
eliminate unnecessary maneuver-
ing. The blowers are available with 
5-h.p. or 8-h.p. engines, turf saver 
tires and a folding handle for easy 
storage and transporting. 
Circle 158 on reader service card 

SELBRO BLOWER 
Selbro added a series of walk-be-
hind blowers, as well as a horizon-
tal blower, to its ProBlow debris 
blower line. 

The walk-behind blower addi-
tion features a fully adjustable and 
reversible handle. The horizontal 
blower can blow from the left or 
right side without compromising 
air velocity. Its design gives the 
operator more flexibility while re-
ducing vibration. 
Circle 159 on reader service card 

WALK-BEHIND 
SWEEPSTER 
The S weepster model C36 self-pro-

Has Your Paperwork Grown 
Out Of Control? ^ 

Mow it down fast. With CLIP, the 
Computerized Lawn Industry software 
Program that cuts down your paper-
work to just minutes a day. 

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

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

Never used a computer? No 

Simply key in information and CLIP 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 
the latest CLIP 
free demo 
disk right now. 

or 

Specify 
IBM disk size 
when ordering. 

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

1 - 8 0 0 - 6 3 5 - 8 4 8 5 

ŒÛ000 -Cuts Paperwork Down To Minutes A Day. 
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pelled walk-behind sweeper is geared for four-
season debris clean-up. The standard 3-foot wide 
by 24-inch diameter sectional brush is powered 
by a 5-h.p. Briggs & Stratton engine. Standard 
features include a brush angle of 30 degrees to 
the right and two casters. 

Optional equipment includes a 2-cubic-foot 
steel hopper with easy dump and a brush made of 
half polypropylene and half wire. 
Circle 160 on reader service card 

TANAKA BLOWER/VAC 
Tanaka's THB-2100 hand-held blower-vacuum 
is ideal for commercial contractors who require 
a light, multi-purpose tool for quick clean-up 
jobs. The blower delivers air velocity up to 140 
mph and air volume up to 400 cfm. It converts 
easily into a portable vacuum. 

The combination product incorporates a 21-
cc engine constructed of chromed cylinder, 
forged-steel crankshaft supported by two ball 
bearings, electronic ignition, diaphragm carbu-
retor and spark-arrestor muffler. 
Circle 161 on reader service card 

TORO SWEEPERS 
Toro's three-wheel, self-propelled sweepers clean 
a 4- or 5-foot swath of grass clippings, leaves, 
thatch, small rocks and other debris in all turf 
conditions. The 51 /2-foot, hydraulic dump elimi-
nates double handling by depositing debris in a 
container or truck. 

Features on the 5400HL, 4800 and 4800NL 
sweepers include hydraulic drive for variable 
speeds, two counter-rotating reels with "Sure 
Grip" rubber fingers and height adjustment for 
various turf conditions. 
Circle 162 on reader service card 

YORK ROTARY BROOM 
York Rakes released a three-point, hitch-mounted 
rotary broom for compact utility tractors. 

A smaller version of the model YB32, the 
York broom model YB24 uses 24-inch diameter 
brushes, and mounts to a standard, category 1 
three-point hitch compact utility tractor. 

The YB24 requires a PTO running at 540 
rpm, and is equipped with a reversible gearbox 
that allows sweeping in either direction. 

The broom may be angled to a maximum of 
30 degrees left or right. It is available in 4-, 5- and 
6-inch widths. 
Circle 163 on reader service card • 

WATCH FOR... 
...these products and others at the 
International Lawn, Garden & Power 
Equipment Expo being held July 
24-26 in Louisville. Also stop by 
and see us at the Lawn & Landscape 
Maintenance booth #387, East Wing. 

TURF-TITt PVC CEMENT 
Sti l l The O n l y Plastic Pipe C e m e n t D e s i g n e d fo r the 

Pro fess iona l Insta l ler of Spr ink le r Sys tems 

DEMAND THE BEST-DON'T SETTLE FOR LESS 
Uni-Weld Products Consistently Exceed Industry Test Standards 

• Immediate Pressure Testing of Joints 
• Formulation Suitable For Use in W e t Conditions 
• No Primer Necessary (However, Check Local Codes) 
• Minimize Problems of "Pipe Burn" on 

Bell Ended Pipe 
• Heavy Body Features Allow for Better Coverages 

and Fill Voids in Joints More Effectively 
• Color Fades to Clear (In Sunlight) Clean, Neat 

Looking Applications 
• Recommended For Use Through SIX Inch 

Diameters INCLUDING Schedule 80 Pipe 
and Fittings 

• Works on Flex to Rigid PVC Pipe Applications 
• As Expected-Top Quality, Performance, Customer 

Acceptance and Satisfaction 
APPROVED BY: IAPMO listed - nie '896 
|NSF-pw I 

ALWAYS-
THE CHOICE OF PROS 

*CAREFUL!!! 
Don't Be Mislead By Cheaper Imitations FOR OVER 

TWO DECADES 

ê UNITED ELCHEM 
INDUSTRIES INC. 
800/633-4579 

11535 Reeder Road, Dallas Texas (Fax) 214/241-2348 
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T U R F A I D S 

Wetting Agents, 
Polymers 

Find Management Niche 
BURT BRACE, SALES manager 
for Aqua-Aid Inc., White Marsh, 
Md., is in the business of explain-
ing how making water smaller will 
solve lawn and landscaping prob-
lems like dry slopes. 

To date, the landscape market 
lags far behind golf courses in the 
use of wetting agents and poly-
mers, but more landscape profes-
sionals are becoming educated in 
their use, Brace said. 

"Wetting agents reduce water 
surface tension," he said. "Every 
pesticide you put down can be ap-
plied with a surfactant or wetting 
agent. One particular fertilizer im-
pregnates our wetting agent onto 
IBDU." 

Wetting agents reduce the size of 
water molecules, enabling them to 
penetrate thatch or clay-based soils 
or slopes. In addition, industry re-
search has found that mixing wet-
ting agents with humic acid im-
proves foliar uptake. Brace said. 

On a landscape job plagued by a 
hill or mound that always dries out, 
a wetting agent will buy two or three 
more weeks without water. "That 
one area that's been hit with the 
wetting agent will stay greener," he 
said. "When the water hits it, in-
stead of rolling down the slope the 
water gets into the roots. Wetting 
agents and surfactants have been 
used in agriculture since the 1800s." 

Compared to wetting agents, 
polymers are a somewhat newer 

Some trees, after treatment, 
should hold up to 7 gallons of 

water in their planting holes. 
Photo: Industrial Services. 
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Often used as soil 
amendments or with 

fertilizers in droughty 
areas, polymers 

and wetting agents 
reduce the need for 

irrigation while helping 
nurture turf and plant 

growth. 

By Bob Gitlin 
development. Engineered in the 
1960s, they now serve a myriad of 
uses by retaining and conserving 
water in tree plantings, flower beds 
and even turf. 

Polymers absorb moisture from 

the soil and then release it back 
slowly, over a long period of time. 
Contractors are using them more 
frequently in flower bed mainte-
nance because, instead of having to 
water every day, they can apply 
polymers during installation — 
either by working it into the back-
fill mix or by dipping the bulb in a 
gelatinous liquified mixture or 
granular form—and thereafter only 
have to water twice a week. 

C O M M O N USES. Applications 
abound for polymers and wetting 
agents, Brace said. His own com-
pany sells wetting agents that serve 
a specific market need, such as 
stimulating roots. 

Wetting agents are added to peat 
mulch, a common soil amendment. 
"Peat mulch is very difficult to wet," 
Brace explained. "People use wet-
ting agents to wet it, because other-
wise you could sit there and put 
water on peat for an hour before it'll 
start to soak in." 

Brace said 6 percent or fewer of 
his company's wetting agent sales 
were attributable to the lawn and 
landscape maintenance industry. 
The products appear more popular 
for use on large corporation prop-
erties than small commercial and 
residential sites. 

While lawn and landscape main-
tenance professionals have gener-
ally shied away from using wetting 
agents, golf course superintendents 
are the most frequent users of this 
technology, according to represen-
tatives from every segment of the 
green industry. 

Brace said wetting agents are 
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available in liquid, granular and 
pellet formations, with liquid being 
the most popular. Liquid applica-
tion enables the user to apply only 
one, rather than two, bags of prod-
uct — saving money and time. His 
liquid product is applied at roughly 
$4 an acre. 

Other agents, which range from 
the "premium" to the "economy" ap-
plication, can get more costly. "You 
can run up to $16 an acre, or even 
$20," Brace said. 

One common use for wetting 
agents is to improve water retention 
when transplanting bulbs in bur-
lap. Spraying the sackcloth before 
planting increases permeability, said 
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Hal Dickey, a marketing executive 
with PBI Gordon, Kansas City. 

Dickey said his company's wet-
ting agents cost around $33.90 in a 
2 1/2 gallon container, and $35 in a 
1 gallon jug. 

"It's the operator who is looking 
for an edge, and usually that means 
servicing people individually who 
use wetting agents," said Gary 
Custis, manager of technical sup-
port at PBI Gordon and a 15-year 
ChemLawn veteran. "On the other 
hand, I'm seeing polymers used 
more in nursery operations for new 
plantings — working beds up and 
planting trees — than on lawns." 

Water conservation issues tend 

to improve wetting agent sales. 
Manufacturers would have had little 
if any luck trying to sell them to 
rain-drenched Midwest landscape 
contractors last season, for instance. 
But in places that tend to be dry, like 
the West, wetting agents offer veri-
fiable economies and ecological 
strategies. 

"In Kansas City they've gotten 
to the point where they're starting 
to dock you for water usage over 
the summertime," Custis said. 
"They take December and January 
and average those two water bills. 
Anything above that, you get a 25 
percent price increase on the cost of 
your water. If somebody was wa-

tering, it would pay to have that put 
down on the properties." 

LANDSCAPE USES. Manufactur 
ers claim they see little use of poly-
mers and wetting agents in lawns 
and landscapes. The amount of use 
seems to vary by region. 

Andy Moore, vice president of 
sales and marketing for Aquatrols, 
reported very little use of polymers 
— which are essentially granules 
that look like rock salt — in lawn 
and landscape maintenance. Poly-
mers are targeted more toward nurs-
eries and plant installers, although 
there is some opportunity to im-
prove moisture retention in trees 

Getting more out of limited water 
supplies is one reason contrac-
tors are turning to wetting agents 
and polymers. Photo: Aquatrols 

and shrubs through direct applica-
tion or by coating the underside of 
sod before laying it down. 

"Polymers are insurance prod-
ucts," Moore said. "Not as many 
plants die and have to be replaced." 

Wetting agents have a broader 
application than polymers, he said, 
because they can be used on exist-
ing plantings. 

"Your lawn maintenance person 
might use them if there's a problem 
of poor water penetration into the 
soil, where he's getting dry spots in 
some areas, wet spots or puddling 
in others. Sometimes you get a slope 
or raised mound, and water runs off 
instead of penetrating. You come 
back in with a good soil wetting 
agent and get water to penetrate 
uniformly into the soil." 

The use of wetting agents and 
polymers is based on need, rather 
than the result of flashy sales ap-
proaches by manufacturers, accord-
ing to Paul Drummond, director of 
business development in landscape 
operations for Smallwood Design 
Group, Naples, Fla. This is particu-
larly true in southwest Florida where 
high temperatures peak at 80 de-
grees F between the months of 
November and June. 

"Down here we use the poly-
mers as a backfill amendment to 
our few types of deciduous trees— 
mahoganies and oaks. The only 
water they get is from irrigation 
systems, which are typically set for 
two or three times a week. Poly-
mers get the water and retain it, and 
then it's sort of a slow release." 

And it's not overly expensive, 
Drummond said. 

"A polymer's going to cost you 
$500 extra that you don't know if 
your competition has in their bid, 
but by the same token, you' re plant-
ing 100 mahoganies and you lose 
two of them at $500 a piece — 
that's the decision that you make: 
the balance between replacement 
costs and upfront cost for doing the 
job right," he added. 

Some companies in his area used 
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polymers beneath the sod. "We 
don't do any seeding down here, 
it's all sodding." Getting the poly-
mer down under the turf keeps 
those roots in contact with avail-
able water supplies. 

"We use it mostly for trees," 
Drummond said. "It's an additional 
cost, but so is fertilizer in the back-
fill. It's just something associated 
with doing the job right." 

"The landscape people buy poly-
mers when they're putting sod out," 
said Jim Quinn, chief executive 
officer of Industrial Services Inter-
nat ional /Terra-Sorb, based in 
Bradenton, Fla. "The maintenance 
people use it when they're setting 
sod. It's also used often in flower 
beds, where a superabsorbent poly-
mer will last four to five years in the 
ground, causing aeration and pro-
moting drainage." 

Application depths for polymers 
varies by job, according to Quinn. 
He recommends 1 to 3 mm for 
flower beds and 1 to 1.5 mm for 
turf. A 1 -pound coffee can of this 
product could absorb a 55-gallon 
drum of water, he added. 

If a 3-inch caliper tree receives a 

recommended treatment, at a cost 
of $150, it should be sufficient to 
absorb and hold 5 to 7 gallons of 
water in the planting hole, extend-
ing periods between irrigation 
cycles, and "lasting years in the 
ground." Typically this is 1 percent 

to 2 percent of the tree cost. 
On flower beds, the polymer 

"lasts years" in the soil as well, 
holding a quart of water per square 
foot in the root zone. The super-
absorbent also holds and manages 
the fertilizer. 

Polymers can be used as backfill 
amendment for certain types of 
trees. Polymers retain water and 
then slowly release it. 

For turf, treating 1,000 square 
feet using a specially tailored 
superabsorbent costs no more than 
2 cents per square foot, as well as 
holding 100 gallons of water in the 
top 2 inches of soil. Thus, rooting is 
faster and watering is reduced. 

"A superabsorbent polymer is 
used to manage water in a root 
zone," Quinn said, "especially when 
the plant material is newly installed, 
or if you're dealing with fibrous 
roots such as you would have in a 
flower bed. The polymer will pre-
clude the use of a wetting agent, 
because the ground won't dry out 
to the point where it repels water." 

Everything used in bed prepara-
tion, outside of superabsorbents, 
degrades over time and ends up in 
air-pore space of soil amendments, 
he said. 

During visits to the Midwest, 
Quinn said, he noticed that in early 
spring even grocery stores have 
mountains of peat moss to sell. 

B ProLine 
MODEL 22040 
SALE PRICE 

$ 6 8 0 . 0 0 

21" COMMERCIAL 
SELF-PROPELLED 
R E C Y C L E R ! MOWER 
REAR BAG INCLUDED 

IRRIGATION 
LANDSCAPE 
WHOLESALE 

ONLY 

DALLAS, TX 
214-406-0222 
TOLL FREE 

1-800-284-0205 
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M A G I N G G R O U P 

CALL US NOW: Calif. (818) 706-8786 or FAX us at (818) 706-8465 New Jersey (201) 770-9212 
to receive information on how you can increase your overall sales with an imaging system 

from Design Imaging Group 

D E S I G N 

Computer Imaging fox* the Nursery Industry 

Business is booming for Landscapers 
during the spring months, 

the trick is to keep that pace up through the summer. 
" Typically s a l e s w o u l d s l o w d o w n a f t e r t h e b u s y s p r i n g s e a s o n , t h i s y e a r w e 
s t a r t e d o f f e r i n g o u r c u s t o m e r s a l a n d s c a p e i m a g i n g s e r v i c e t h a t h e l p e d u s 
k e e p s a l e s s t r o n g . W e do 10 to 15 i m a g e s a w e e k a n d c l o s e d a n a d d i t i o n a l 
$ 2 2 , 0 0 0 i n b u s i n e s s t h e f i r s t w e e k w e o f f e r e d it. T h e s y s t e m m o r e t h a n p a i d 
for i t s e l f t h e v e r y f i r s t w e e k " 

V y t a s D u t a r t e s , C h e s t e r l a n d , O h i o 

K e e p s a l e s s t r o n g t h r o u g h t h e s u m m e r m o n t h s ! 
To better serve the east coast states, 

Design Imaging Group is proud to 
announce the opening of a branch in 

New «Jersey starting July 94. Also 
come and visit us at the following 

summer trade shows. 
MANTS,PANTS,SNA & TAN 

"Genesis", the easy to learn and use 
computer imaging sof tware from Design 
Imaging Group, will he lp grow your 
bus iness and attract new customers . 
Most customers , (80%) cannot v i sual ize a 
f inal des ign from a blueprint . . .now you 
can eas i ly show them your 
Khoto-real ist ic render ing of the ir 

n ished project. 
* Save t ime and increase the profess ional 
image of your company 
• Increase your cus tomer base and sa les 
by o f fer ing th i s creat ive serv ice 



People are buying peat moss and putting it in 
their plant beds, he said. "Now at the end of the 
year, or certainly within the year, the peat moss 
disappears. You can't find it. It degrades, and 
when it degrades it fills up your air-pore space 
and sets you up for fungus. 

"The reason your plant won't take on water is 
it's dried down, and particles of sand develop a 
little organic film on them. That's what causes 
the water to be repelled. If you keep it moist, that 
little organic film doesn't form. Polymer costs 
with turf are only 2 cents a square foot. And the 
cost of the flower bed treatment is about a nickel 
a square foot. So it costs you $50 to treat a 1,000-
foot bed." 

That's peanuts, Quinn said. 

USES FOR BOTH. Chuck Whealton, as mainte-
nance division area manager for Ruppert Land-
scape Co., Ashton, Md., has seen plenty of uses, 
in fact, for both wetting agents and polymers. 

"Very often we use wetting agents in land-
scape plantings, particularly in areas where we 
know it may be some time before someone, or 
ourselves, will be back to water it, or where 
watering it is difficult. You may apply a wetting 
agent to the ball and in the soil. A wetting agent 
may help you go farther with a broadleaf herbi-
cide also, so you could conjoin those types of 
applications." 

Container stock is dipped in solution, either a 
5-gallon bucket or 55-gallon drum, then put in 
the ground, so any water that comes into contact 
with the outside of the root ball would have an 
easier time traveling into the zone where the 

One common use for 
wetting agents is to im-
prove water retention 

when transplanting bulbs 
in burlap. Spraying the 

sackcloth before planting 
increases permeability. 

roots are, Whealton said. "We use wetting agents 
a lot of times when we're using chemicals, to get 
a better spread. Instead of big droplets running 
off, you have little ones that spread easier on the 
surface." 

Ruppert Landscape crews also use a super-
absorbent polymer in much the same way. "We 
put it under sod. And we dip shrubbery in it. 
Polymers work a little differently." 

Whealton added that, for tasks where either 
polymers or wetting agents can be applied, he 
prefers the polymers. "The polymer absorbs 
water, it holds that water for a reserve, and 
believe me, one jug of that stuff, or one 2-pound 
can, will turn a whole swimming pool into Jell-
O™. It doesn't take very much. You put a 

tablespoon in a 5-gallon bucket and it makes sort 
of a slurry mixture." 

What you don't want, he said, is to have the 
plant die and require the lawn and landscape 
contractor to replace it. 

"Most companies now carry some warranty 
guarantee period, and if that wetting agent — 
although it can be costly — can be applied in 
some of these crucial situations, it can actually 
save you money, by saving plant material." 

It's the electrical charge of wetting agents that 
makes them work (thus the descriptor "non-
ionic"), he said. They're useful in getting 
through hard layers of mulch that have been 

dried, and which, otherwise, don't retain water. 
"The polymers are a little different," Wheal-

ton said, "because of the way they perform as a 
little holding tank for water. We use both wetting 
agents and polymers under sod, for instance. I'd 
say the polymer is more likely to solve the 
problem." 

The bottom line is that both wetting agents and 
polymers are effective water management tools. 
Find out where, and use them — for separate 
purposes. • 

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

W77777 
OUTDOOR POWER EQUIPMENT 

Call Hoffco Toll Free 1-800-999-8161 or write for your nearest dealer 
a n d our full line color brochure. Hoffco, Inc., Richmond, IN 47374-2297 

USE READER SERVICE #17 
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I R R I G A T I O N M A N A G E M E N T 

Monitoring 

Landscape 
Moisture 

To avoid over- or under-watering a landscape, rain 
shutoff devices and soil moisture sensors can help monitor 
individual sites and keep watering in check. 
By Brian R Vinchesi 

Rain shutoff devices and soil moisture sensors can help prevent over- or under-watering of turf, 
which can save clients money. 

MOISTURE SENSORS and rain 
shutoff devices are common com-
ponents of today's landscape irri-
gation systems. Both are used to 
reduce water use and, hopefully, to 
save money for property owners. 

Because it's perceived that the 
two products have similarqualities, 
contractors often ask "When should 
you use a moisture sensor?" or 
"When should you use a rain shut-
off?" Typically, a contractor will 
then query, "Should they both be 
used on the same irrigation sys-
tem?" or "Is it a choice of one or 
the other?" 

Rain shutoffs are generally in-
stalled on an irrigation system to 
inhibit its operation once a prede-
termined amount of rainfall occurs. 
The point of shutoff can be ad-
justed on most systems from 1/8 of 
an inch to 1/2 inch of rain. 

There are two kinds of rain 
shutoffs available at reasonable 
prices on today's market. One kind 
uses a catch-type mechanism to col-
lect the water. Shutoffs of this type 
are made by Rain Bird, Water Con-
servation Systems and Weather-
matic to name a few. 

Other kinds use a cork-type disk 
that absorbs water by a wicking 
action. These shutoffs are marketed 
by Glen-Hilton Products and Toro, 
for example. 

Rain shutoffs inhibit irrigation 
by breaking the connection on the 
common side of the valve wiring. Al-
though the connection has been 
disrupted, the clock continues to oper-
ate. In fact, when using a basic 
irrigation system, it does not even 
know the system has shutoff be-
cause the signal is still being sent 
from the controller, but it never 
completes the circuit to the valve. 

Moisture sensors, which track 
soil moisture, are more technical 
devices and come in different types 
ranging from tensiometers to gyp-
sum blocks. The sensors can be 
programmed to shut down an irri-
gation system once soil moisture 
reaches a certain level, or they can 

(continued on page 50) 
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as not 

Your CFO says, 
"Sales are down; 
cut the ad budget." 

T h e unenlightened always see advertising 
thing more than an expense. And easily expend-

able when times get tough. But it's only a matter of 
time until that catches up with you. 

Studies conducted during seven recessionary 
periods since 1 9 2 3 prove companies tha t keep 
advertising levels up during difficult times emerge far 
ahead of their competitors in terms of sales and 
profits. And there may he no better t ime to gain 
market share. 

A recent study by Cahners Publishing and 
the Strategic Planning Insti tute analyzing more 
than 2 , 0 0 0 companies showed a direct correlation 
between advertising levels and share of market. 

Companies that advertised at a level equal 
to that of their competitors had roughly a 

2 7 % market share. While those tha t 
advertised at far lower levels had onlv 
a 2 0 % market share. 

But companies that advertised at significantly 
higher levels had a market s hare of 43%. 

Indicating that when you stop advertising, you 
lose market share. And recapturing it almost always 
costs far more than maintaining normal ad levels. 

Desperate times call for desperate measures. 
But a financial strategy that leaves out advertising 
will eventually blow up in your face. For more 
information on how advertising works for you even 
in tough times, write the American Association of 
Advertising Agencies, Dept. Z, 6 6 6 Third Ave., 
New York, NY 10017-4056 . 

AAAA/A BP/AIM A 
American Association of Advertising Agencies 

American Business Press 
Association of National Advertisers 

This advertisement prepared by Sawyer Riley Compton. Atlanta. 



Landscape Moisture 
(continuedfrom page 48) 

be set to turn on an irrigation system 
when soil moisture reaches a spe-
cific dryness. 

MOISTURE DETECTION. Over the 
past several years the irrigation in-
dustry has seen many types of mois-
ture sensors come and go with each 
sensing moisture a little differently. 

Basic moisture sensors inhibit 
the performance of the zone valve 
within the irrigation system when a 
predetermined soil moisture level 
is attained. Some sensors are ad-
justable; an attractive option when 
customizing moisture sensors for a 
specific project site. 

Most moisture sensors work on 
the principle of electrical conduc-
tivity. Consequently, the sensor is 
made of a porous material in which 
electrical resistance is measured. A 
signal is sent across wires embed-
ded in the sensor. The wetter the mat-
erial, the less electrical resistance. 
The dryer the porous material, the 
greater the electrical resistance. 

Tensiometers measure the soil 

tension directly. They show how 
hard the root system of the plant 
material has to work to get moisture 
out of the soil. The tip of the tensi-
ometer is also made of a porous 
material allowing water to flow in 
and out of the instrument from the 
neighboring soil. In this way, the 
tensiometer acts much like the plant 
root zone. 

Moisture meters are 
an important com-
ponent to today's 
landscape irrigation 
systems. 

The installation and 
performance of indi-
vidual moisture sensors 
will vary with each in-
dividual irrigation in-
stallation. As such, 
moisture sensors need 
to be specifically cali-
brated for each project. 
Failure to do so will 
result in inaccurate 
readings. 

Calibration can be 
achieved through oven 
dry tests or compari-

sons to more sensitive measuring 
instruments such as a neutron probe 
orlysimeter. Because calibration is 
so important, adjustable sensors 
usually work better for landscape 
and turf irrigation systems. Subse-
quently, sensor accuracy can be fine-
tuned for each installation, making 
calibration less critical. 

Moisture sensors can be installed 

on individual control zones or in 
primary groups of control valves. 
The more variables an individual 
system has determines the number 
of sensors needed. For instance, sen-
sors need to be installed based on 
different levels of sun exposure, 
types of topography, varying irri-
gation methods, landscape materi-
als and soil types. 

Sensors also need to be installed 
over the entire root zone of plant 
materials. For example, to ade-
quately measure the soil moisture 
of a large deciduous tree, moisture 
sensors or tensiometers may need 
to be installed at depths of 12, 18 
and 24 inches. 

Moisture sensors are used in irri-
gation systems as a water manage-
ment tool to apply the proper amount 
of water and to provide healthy 
plant material. Moisture sensors are 
also used as monitoring devices to 
automatically track soil moisture 
without influencing the operation 
of the irrigation system. 

MAKING A CHOICE. How should 
a professional landscape contrac-
tor choose between a moisture sen-

Forall their automated sophistication, 
sprinkler systems don't know to stop 
watering in the rain.They must be told. And 
Mini-Clikll is the rain sensor to tell them. 

Only Mini-Clik measures rainfall 

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

Other rain sensors rely on collection 

cups to measure rainfall. But cups fill up 
with leaves, twigs, dirt and insects, as 
well as rain water. They're also affected 
by wind and damaged by heat and cold. 
All of which means your customers waste 
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sor and a rain shutoff? 
A moisture sensor is generally 

more expensive to install, requiring 
a greater degree of knowledge 
among both the system installer 
and manager. Sensors need to be 
installed properly, adjustments may 
be required and wire connections 
should be maintained. Addition-
ally, the type and location of the 
sensor will determine if it has to be 
removed forthe winterand installed 
and calibrated again in the spring. 

High-end systems often call for 
moisture sensors because expen-
sive plant material is specified and 
replacement is expensive. Moisture 
sensors may also be used in areas 
where water is either scarce, expen-
sive or both. 

Moisture sensors can typically 
keep soil moisture at optimum lev-
els —not too much nor too little — 
or can be adjusted to maintain 
slightly less than desired levels to 
minimize water use. Additionally, 
moisture sensors are good for drip 
or subsurface irrigation systems for 
which visual confirmation of water 
application is not possible, yet 
proper soil moisture content re-

mains extremely imperative. 
In short, a soil moisture sensor 

can be used in any instance where 
the soil moisture needs to be moni-
tored to prevent over- or under-
watering of the landscape material. 

Properly adjusted, the moisture 
sensor can also reduce the need for 
reprogramming of the irrigation con-
troller. Because soil moisture levels 
are kept at a desired level, the con-
troller can indefinitely operate on 
the same program resulting in sig-
nificant labor savings, especially 
on larger systems. 

Rain shutoffs are not too expen-
sive — although some on the mar-
ket are — and are relatively easy to 
install. Often, the hardest part of the 
installation is deciding where the 
sensor should be located, and 
whether the building architect will 
allow it on site. 

The sensor needs to be installed 
in direct contact with rainfall, but in 
a spot where it's not influenced by 
irrigation water. Rain shutoffs can 
be installed on any irrigation system, 
once a suitable location is found. 

The rain shutoff has nothing to 
do with soil moisture. It simply 

prevents the valve from opening 
once a predetermined amount of 
rain has fallen. The rain sensor will 
not allow irrigation to continue until 
the collected moisture evaporates 
from the system. Therefore, it is im-
portant that the sensor also receive 

It's not a choice 
between rain 

shutoffs or mois-
ture sensors. Both 
can be used on the 

same system. 

sunlight in proportion as the land-
scape it is serving. 

Rain shutoffs can be installed for 
each clock or, with a little fore-
thought, one per irrigation system 
even if multiple clocks are present. 
Another option is to designate a rain 
shutoff instrument to shut down 
several different irrigation systems 

through central control. This is not 
usually a good idea, however, be-
cause it may not have rained at all 
the sites under central control. 

Sensors are wired into the valve 
common wire system, sometimes 
requiring installation in conduit on 
the outside of the structure and/or 
the use of a ladder. Because rain 
sensors are installed above grade, 
they may be prone to vandalism. 
Proper precautions must be taken 
to prevent damage. 

COMBINATION EFFORT? Can a 
moisture sensor and a rain shutoff 
be used on the same system? Of 
course they can, but should they? 

Consider this example. An irri-
gation system is installed with a 
rain shutoff wired into the control-
lers to stop the irrigation cycle when 
1/8 of an inch has fallen. In addi-
tion, the system has several sets of 
moisture sensors installed to con-
trol moisture. If the system is set to 
come on and the soil moisture is 
low, the sensor will let the system 
begin operating. 

Suppose it begins to rain after 
the system has operated for43 min-

water and you waste costly service time. 
But Mini-Clik's patented design is so 

reliable,it's guaranteed to work. Because 
it's simple, trom the way you install it to 
the way you click in the precise settings. 

For more information and the distrib-
utor nearest you,call Glen-Hilton Products 
at 1-800-476-0260. And make sure the 
irrigation systems you install have sensor 
enough to come in out of the rain. 

MINI-CLIK1 
Saves You Money On A Rainy Day. 
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Velke\-the incredible mowef attachment that turns 
most walk'behinds into ride-behinds. 

LAWN-WRIGHT, INC. 
18761-A North Frederick Ave. 
Gaithersburg, MD 20879 

t h e uses of your V e l k e ^ e t ^ ^ ft h o p e l e s s 
One of my employees^ 20^ear ^ ^ ^ p a y c h e ck, 
goof-off. Numerous verbal ^ u e s ^ ^ 
even reducing lus pay each week got 

r - r - S ^ E K K r -
twice the work done A n d W . P g ® i taow is that 
the thing! He thinks> he He 's producing so 

such a great product. 

Gratefully yours 

* S S ^ u n d s M a m t e n a n c e 

velke 
For More Information Call 301-330-0086 

From Wright Manufacturing, Inc., makers of the Gross Gobbler 

utes. The system is operating on zone two and 
the rain shutoff inhibits operation of the system. 
Initially, the system was to apply 1/4 of an inch 
of water in one application and the system is not 
scheduled to come on for two days. As a result, the 
system has only applied about half the intended 
water and it will not come on again for quite 
some time. 

Because the rain shutoff does not know the 
soil moisture, it can prematurely shut down the 
system even if it needs water. Unfortunately, the 
lack of water will stress the landscape material. 

The quick solution is to get rid of the rain 
shutoff and just use the moisture sensors. That 
way, the soil moisture will be kept at appropriate 
levels and the landscape material will never be 
stressed — the perfect and easy solution. 

However, let's change the scenario to one in 
which the irrigation system is in a city park, in an 
area of the country where water is expensive. 
During a rainstorm a city official drives by the 
park and sees that the irrigation system is run-
ning. When he arrives at the office, he immedi-
ately calls the parks director and lets him know 
he doesn't like wasting water, as well as the 
taxpayers' money. 

Or in another situation, suppose a city water of-
ficial drives in the rain through a new subdivision 
and observes a number of irrigation systems 
running. At his next board meeting he motions that 
automatic irrigation systems be banned for wast-
ing water and the board unanimously passes it. 

The rain shutoff is an important device to 
make sure that the system doesn't operate when 
it's raining. But what about the original problem 
of not stressing the plant material? It's simple. 

When installing soil moisture sensors, con-
trollers should be programmed to provide fre-
quent short waterings. This allows the moisture 
sensors to control the application. If multiple 
start times are used, the rain shutoff will inhibit 
the system if it has enough water. If the moisture 
sensor indicates that it needs water, then the 
irrigation system will operate. 

When using rain shutoffs and moisture sen-
sors in combination be aware of irrigation sys-
tems that also use a controller to automatically 
start a pump. The pump shouldn't be running 
when the system is not operating. In this situa-
tion, there are two different devices asking the 
system to remain off. Subsequently, the wiring 
to the pump needs to be studied carefully. 

If this situation isn't handled properly, the 
moisture sensors may turn the irrigation and 
pump off. Then when it rains, a signal from the 
rain sensor turns the pump back on by sending 
another message. Qualified personnel need to be 
consulted when setting up a sophisticated on/off 
system for this type of installation. 

In reality it is not a question of whether to use 
a rain shutoff or a moisture sensor. Both can and 
probably should be used on the same irrigation 
system. A good understanding of how each de-
vice operates and how each needs to be installed 
is required for proper operation. • 

The author is president of Irrigation Consulting 
& Engineering Inc., Pepperill, Mass. 
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P A R T 8 

Customer 
Retention 

Many lawn and landscape professionals believe 
they have mastered product selection and application tech-
niques, yet lawn service companies still lose customers — 

often to their competitors. 
By Barbara G. Howell 

Ed. Note: This is the eighth in an ongoing series on effectively using specialty pesti-
cides in the urban environment. 

LAWN MAINTENANCE companies will never be able to retain all their custom-
ers. People die, move away or lose their jobs. Cancellations of this type are a real-
ity in any business. 
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About 40 percent of customer loss in lawn care 
can be chalked up to "customer relocation/' But 
what about clients that leave one company for an-
other, or start doing their own lawns? 

In a survey conducted several years ago, sev-
eral lawn maintenance professionals reported that, 
next to relocation, the main reason they lost cus-
tomers was poor weed control. Today, applicators 
believe they have mastered product selection and 
application techniques, but concede communica-
tion to customers suffers. 

The survey, taken by a specialty pesticide com-
pany, showed that while other factors came into 
play — such as unrealistic client expectations and 
the draw of a lower price — clients often dropped 
a company's service because they felt their programs 
were handled poorly or their complaints and ques-
tions weren't being acknowledged. 

An informal survey of lawn applicators today 
shows cancellations are declining. Some companies 
say cancellations, which were 40 percent or more a 
few years ago, have dwindled to about 20 percent to 
25 percent of last year's customer base. The rate 
varies substantially according to economic condi-
tions in specific regions. 

LACK OF UNDERSTAND-
ING. "Other than customer 
relocation, you can sum up 
the reason for a majority of 
cancellations to inadequate 
communication," said Bill 
Hoopes, director of training 
and development for Bare 
foot Grass Lawn Service, 
headquartered near Colum-
bus, Ohio. "You almost 
never have a customer who 
says 1 had 17 dandelions in 
my yard and you couldn't 
get rid of them, so I'm going 
to cancel the service.' It's 
usually that the customer 

More time should be spent 
training technicians because 
they have first-person contact 

with clients. Photo: 
Dow El anco. 

misunderstands how long it's going to take to get 
rid of those dandelions. 

"Historically, we haven't done a very good job 
of communicating. Half of the 25 percent in that 
survey who said they canceled because of poor 
weed control, actually canceled because of a lack 
of understanding of weed control. We haven't 
been telling customers that it may take three to 
four weeks to control the weeds and that some 
types of weeds are going to require a second applica-
tion for control." 

Unrealistic customer expectations are, too of-
ten, created by a lawn maintenance firm or by the 
technician on a particular route. 

Some lawn maintenance professionals strug-
gle to retain customers who have been over-prom-
ised by a competitor. One Florida applicator said 
he didn't want to share information on how he 
successfully retains customers because "we're 
working hard now to retain customers who are 
being solicited improperly. The competing sales-
men who call on the homeowners are either lying 
to get customers or just don't know any better. It's 
a problem because then we have to go out and 
fight the fires and give correct information and 
prove ourselves again to our customers." 

The pitch from competitors is an even stronger 
threat in regions with poor economies. Frank Rey-
nolds, owner of Reynolds Lawn Care, Branford, 
Conn., said vendor loyalty is down in the East 
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Make Customer Retention A Priority 
TO KEEP customers and reduce cancellations, make re-
tention a priority. That's the strategy that's worked for 
many lawn service companies. Here's two examples: 

At A-l Lawn Care in Ann Arbor, Mich., and Green 
Valley Co. in Merriam, Kan., owners and employees met 
and established goals and procedures to keep customers. 
Both strategies are making a sizable dent in cancellations. 

According to Sandie Bjokovic, a customer relations 
representative with A-l, cancellations have been reduced 20 
percent because of a new cancellation policy. If a customer 
takes the full program — five applications — and is not 
satisfied with the results, A-l initiates its guarantee plan. 

First, a no-charge service call is made to assess the 
problem. If the customer has unrealistic expectations 
about for example, weed control, he is given informa-
tion about what to expect and when. After three or four 
weeks, if the treatment is still not effective, a second ap-
plication is made, free-of-charge. 

If the customer is still not satisfied with the results, a 
refund is given for the full year's service. 

Technicians at A-l receive ongoing training in proper 
product use and application as well as customer communi-
cation. 

At Green Valley, management met with technicians 

last winter to establish a program for customer retention. 
According to owner Dave Murphy, the result was a pro-
gram which has cut customer cancellations by $20,000 so 
far this year and made a better working environment for 
technicians. 

4iWhen we talked to our technicians this winter, we 
found there was a difference between what they were do-
ing and what they wanted to do. They wanted to spend 
more time with the customers, but felt too much pres-
sure to pump out the work. 

"We told them it was OK to spend time talking to cus-
tomers, explaining what we were doing and answering 
questions," Murphy continued. 

"We found that it really doesn't take them a lot more 
time. They are still getting as much work done. The tech-
nicians are now making the service calls and there are no 
bonuses given for callbacks. The technicians are doing it 
right the first time and the customers are more knowl-
edgeable and more satisfied. The technicians like their 
jobs a lot more and we keep a compliment file on every 
one of them," Murphy said. 

"No lawn is better, no customer is more satisfied than 
that one person out there on the lawn. We must improve 
that person and make him proud of what he's doing." 

where U.S. Defense Department contracts have 
been cut and plants are closing. 

"In a poor economy that has large companies 
with extremely aggressive marketing schemes, 
the outcome is predictable. The "Mom and Pops" 
are suffering. Our customers who would not have 
entertained a pitch before must do so now because 
they need to save that money even if it means 
they'll have to accept less," Reynolds conceded. 

THE VILLAIN WITHIN. And, sometimes, the 
threat to a lawn maintenance firm's communica-
tion and customer retention comes from within. 

"We set ourselves up," said Bob Andrews, 
owner of The Greenskeeper, Indianapolis, Ind., 
and past president of the Professional Lawn Care 
Association of America. "We tell the customer 
We're going to take this mess your lawn is in now 
and turn it into Better Homes and Gardens' We 
have to temper our advertising and our promises 
so that the homeowner will not have abnormal ex-
pectations and call and cancel after the second or 
third application." 

Sometimes communication breakdown occurs 
because of inadequate technician training. In 
tracking customer complaints, Dave Murphy of 

Green Valley Co. in Merriam, Kan., discovered 
that a technician who sought to keep customers 
happy was over-boosting client expectations. 

"On one route we were getting a lot of call-
backs and complaints about weed control. Cus-
tomers said the weeds weren't dying as they were 
promised. The technician was telling them the 
weeds would die in seven to 10 days when it was 
the time of the year that it was going to take three 
to four weeks." 

Lawn maintenance professionals agreed more 
time should be spent training technicians to com-
municate since they have first-person contact with 
clients. They regret overzealous technicians who 
eagerly promise clients things that are virtually im-
possible. This ill-advised communication costs 
companies time and money in callbacks, and, 
worse yet, in cancellations. 

CALLBACK BLESSINGS. Few professionals 
saw any direct relation between callbacks and can-
cellations. In fact, most agreed that callbacks were 
a blessing because they provided companies an 
opportunity to pinpoint problems and correct them. 
Many firms track callbacks and cancellations to 
determine patterns of time, technicians and appli-
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cation. When a pattern emerges, they quickly ini-
tiate a remedy. 

At TruGreen/ChemLawn, Susan Jones, a na-
tional customer service representative — it's her 
toll-free number that's on the side of all those 
trucks — stresses the importance of resolving cus-
tomer complaints. 

"Statistics show that 95 percent of the complain-
ing customers will stay with you if you can resolve 
the complaint on the spot. Seventy percent will 
stay with a company if they perceive that the com-
plaint is, at some time, decided in their favor." 

Murphy and Andrews concurred that response 
to complaints and questions is integral to effective 
communication. 

"We have to be as responsive as we possibly 
can." Andrews explained. Take what the customer is 
saying seriously, even if you think it's a ridiculous 
question. If you can answer a complaint or a ques-

tion in a timely manner, in a way that shows you 
care, you'll have a loyal customer when the prob-
lem is over." 

"Customers don't want to be experts," Murphy 
said. "They want to have your service, to ask ques-
tions, to be told what they're doing right and to be 
told what they need to do. The customer wants to 
know where he stands and wants to know that you 
know what you're doing so he doesn't have to." 

Again, technician training is key. Murphy's 
company has made the technician responsible for 
not just treating the lawn, but treating customers, 
too. Customers are happier (as shown by a $20,000 
reduction in callbacks in the first three months 
this year), and the technicians are happier be-
cause they know it's OK to take a break from 
spraying and spreading to talk to customers. 

LEAVE BEfflNDS. Ninety percent of the time, 
the customer is not home during the lawn service 
treatment. Several companies surveyed report 
they use handwritten messages on invoices or 
leave-behinds to build that personal communication 
between customer and technician. 

(continued on page 58) 

PB LOADER IS 
2 MACHINES IN 1 

PB Loader combines 
a dump truck and loader 
into one. It's designed to load, haul and 
dump material with just one machine - so it 
saves operation costs, reduces manpower 
and lets you free-up equipment for other 
jobs. An exclusive arm design allows the 
operator to get in and out of the cab when 
the shovel is on the ground or in a travel 

position. PB Loader is 
available with a 3000 lb. or 

5000 lb. shovel lifting capacity and can be 
equipped with a clam, tilt or clam/tilt shovel. 
Shovel capacities range from 3/4 cu. yd. to 
1-1/2 cu.yd. Safety switches shut down all 
systems if the cab door is opened or dump 
body raised during loading operations. 
Call 800-350-8521 for more information. 

PB LOADER 
C O F » F » O F » A - T I O M 

3275 E. Central P.O. Box 341 Fresno, CA 93708 800-350-8521 FAX 209-268-0734 

USE READER SERVICE #22 

B U Y F A C T O R Y D I R G C T ! 
PRE-SEASON 

SALT SPREADER SPECIAL! 

ONLY $695.00* 
•GUARANTEED LOWEST PRICE IN THE COUNTRY" 

6 Cu Ft Polyurethane Hopper-600 lbs Cap 
HD SEALED Motor - In Cab Electronic 
Speed Control - Stainless Steel Spinner 
Uses # 1 or 2 Rock Salt and Calcium 
Chloride - Spread Width from 3 to 40 ft 

LIMITED SUPPL Y-ORDER NOW! 

Don't Forget To Call for Our FREE 94/95 
Snow Plow Parts Catalog for Western-Meyer 
Fisher-Polar-Gledhill - Swenson-Henke- Etc 

CENTRAL PARTS WAREHOUSE 
1-800-761-1700 

* Offer Good Till August 15, 1994 
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with curalan, 
Long Lasting Control 

Is Par For The Course. 
Finally, there's a turf treat-
ment that works as hard 
as you do to keep your 
golf course looking its 
best. It's Curalan'" fungi-
cide. With Curalan you 
can control eight tough 
turf diseases including 
brown patch, dollar 
spot, leaf spot, Fusarium 
patch and snow molds 
three to four times longer 
than other fungicides -
up to 28 days. 

And that's not all. 
Curalan's long lasting 
control is specifically 
designed to work on any 
kind of turf, at any stage 
of its growth, as a preven-
tive or curative treatment. 

So, whether you 
want to keep spots, 
patches or molds from 
invading your turf, or you 
need to clear up an exist-
ing problem with brown 
patch or dollar spot, a 

treatment with Curalan 
can do it. This year, go 
for a new course record 
in disease control. Call 
1-800-878-8060. 

Simple Solutions To 
Complex Problems 

BASF 
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(continued from page 56) 

Informational and educational leave-behinds 
about the day's application, suggestions on mow-
ing or watering and pieces warning customers 

about seasonal problems are considered vital, too. 
These all help build realistic customer expecta-
tions and let customers know what they need to do 
to keep their lawns healthy. This communication 
helps convince the customer he is getting his 
money's worth — a reason often cited for cancella-
tions — and that lawn service is a "building process." 

Service technicians agreed newsletters serve as 
valuable communication tools. They provide educa-
tion and let the customers know a company is 

Improving Customer Retention — Now 
1 . Educate technicians. Make customer contact a priority. 
2 . Encourage technicians to talk to or leave a hand-
written note following each application. 
3 . Leave behind information following each application 
about what was done, when to expect results, what a cus-
tomer should do about watering and mowing and what 
problems might occur at that time of year. 
4 . Initiate a customer newsletter with lawn care and 
landscape hints. Let the customer know you are knowl-
edgeable, care about his whole yard and that you can 
be a source of information. 

5 . Survey your own customers to determine what they 
need. Your competitors are asking them, why shouldn't you? 
6 . Select effective products, use proper application tech-
niques and understand how weather affects product effec-
tiveness. 
7 . Track customer callbacks and cancellations to deter-
mine problem areas or times. 
8 . Make sales presentations which provide realistic cus-
tomer expectations. 
9 . Handle callbacks, complaints and questions promptly. 
Be responsive. 

EVERYTHING FOR THE 
PEST CONTROL INDUSTRY THIS POLECAT CAN 

RAISE PROFITS 
PRETTY EASILY TOO 

A 

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 

PC 

USE READER SERVICE #22 

CELEBRATING OUR 28th YEAR! 

A. Oldham 100 gal. poly tank 
with baffle. 

B. Aluminum frame, measurements 
38"Wx5r'Lx30"H. 

C. Spraying Systems #36 valve 
complete with 3 inter-
changeable tips. 

D. Glycerin filled gauge, in-line 
strainer, brass relief valve, 
6500C-R Hypro roller pump mounted to a 5 H P B&S 
industrial-commercial engine. 

E. Manual rewind reel with 150ft . 1 /2" hose. 
F. Air gap system (optional). 

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

100 gal. Oldham tank unit 

COMPLETE SUPPLIER OF PC0 CHEMICALS 1 

1 - 8 0 0 - £ 
Or write: P.O. Box 18 

1 8 
358, 

1 
0 - 5 5 0 2 
MEMPHIS, TN 38118 

• • i Aerosols 
H i Bird Control 
• • Fungicides 

1 8 
358, 

1 W^M Insecticides 
H i Rodenticides 
H i Termiticides 
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knowledgeable and concerned about their 
overall landscape. 

When there are concerns about safety 
of chemicals, technicians and lawn care 
operators must be prepared to handle the 
queries in an honest responsible, positive 
manner. To assist in this process, Dow-
Elanco offers a risk communication man-
agement seminar through local associa-
tions and representatives to prepare staff 
to communicate effectively. 

As a form of communication, contracts 
rank low on reliability. Some companies 
refuse to use them, labeling the contract 
as a document "which requires you to r e 
sell even the satisfied customer every year." 

Daryle Johnson, All American Turf 
Beauty Inc., has always used contracts 
and believes they have a place in deter-
mining customer expectations. 

"Our contracts list everything in black 
and white," Johnson said. "The square 
feet, the program, the directions to the 
house, the cost per year, as well as our 
policies. The contract makes it clear that if 
the customer skips a treatment or two a 
year, the service is not guaranteed." 

Instead of contracts, when they are not 
required by state law, most companies 
send renewal letters out to customers 
each year telling them how much the ser-
vice will cost and when it will begin again 
if the customer does not call to stop the 
service. 

CUSTOMER CONCERNS. Many com-
panies use surveys to determine ways to 
improve service. Jones said that TruGreen/ 
ChemLawn is in the process of putting to-
gether a customer survey form for which 
she asked customers what they felt 
should be included. Following are the 
eight points customers said concern 
them: 
1. Realistic and reasonable expectations at 
the time of sale; 
2. How well service and sales representa-
tives explain the condition of the lawn and 
nature of treatments; 
3. Results; 
4. Responsiveness to customer questions 
and concerns; 
5. Responsiveness to upcoming problems; 
6. Phone calls being returned on a timely 
basis; 

7. Appointments kept as promised; and 
8. Personnel acting in a courteous and r e 
sponsible fashion. 

In addition to improved customer 
communication, lawn maintenance profes-
sionals stress using high-quality products 
and proper application techniques to pre 
mote customer satisfaction and avoid un-
profitable callbacks. One report shows 
that happy customers will tell four other 
people about their great lawn care ser-
vice; unhappy customers will share their 

stories with eight to 10 friends and/or ac-
quaintances. 

While relocation and weed control 
continue to be problems for all lawn 
maintenance companies, the answers to 
customer retention and company growth 
problems could be as close as a note, a 
visit or a phone call away. • 

The author is an industry consultant with 
Key Solutions, a division of Iris Sales & 
Solutions Inc., Rocky River, Ohio. 

YOU CAN AFFORD A SCAG. 
If you're looking for a new com-

mercial mower, compare durability. 
Then compare features, cutting 
performance and serviceability. And 
after you've done all that, then take 
a look at the price tag. 

There's a difference between 
Scag commercial mowers and the 
competition. And that difference 
amounts to simply a day of down-
time. A day your business can't 
afford to lose. 

Scag doesn't cut comers on 
quality. Scag's heavy-duty compo-

SIMPLY THE BEST 

DIVISION O F METALCRAFT O F MAYVILLE 
1000 Metalera« Dnve.Mayv. l le .WI 53030 

0 1 9 9 3 . Scag Power Equipment 94-01 

nents last longer than competitive 
machines. Compare Scag's decks, 
frames, controls and handles to the 
competition. You'll quickly see why 
a Scag keeps cutting, while others 
are in the repair shop. 

Don't trust your bottom line to 
anyone else. If you can't afford 
down-time, you can afford the 
trouble-free performance, high 
productivity, and outstanding 
profitability of a Scag. 
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Turf Compost Trials 
Yield Promising Results 
RESULTS FROM A Franklin County, N.C. 
Solid Waste Composting Project show use 
of compost and organics in a designed 
program could save long-term input and 
application costs. 

The North Carolina Cooperative Exten-
sion Service, in conjunction with Wastek 
(Green Glen Ltd.), Pittsboro, N.C., 
conducted field trials and laboratory tests 
involving container media, ornamental plant 
production, forestry practices and green-
house mixes. 

The project included 13 formulas of 
compost with varying ratios of wood waste, 
mixed paper and several forms of organic 
nitrogen, according to Tom Glendenning, 
president of Wastek. Additionally, cow, 
hog, chicken manures, tobacco dust, 
biopharmaceutical waste (liquid), food 
waste, sludge and ammonium nitrate were 
used to provide additional formulas. 

The fescue and wheat seeding trials 
yielded interesting results for turf installa-
tion. Height, change in dry weight, 
coverage (of turf), change in soil fertility 

and change in the weight-to-volume ratio 
were measured on plots with different rates 
of application and management methods. 

Several trends developed in the trials: 
Height increased in direct proportion to the 
rate of application of compost; the 
difference in change of percentage dry 
weight increased with the use of compost; 
soil fertility was 
increased dramati-
cally with increases 
in rates of applica-
tion; the 40-ton per 
acre rate of compost 
mimicked the 
conventional turf in 
increased dry weight 
change, implying 
that salt-induced 
water transfer into 
the plant occurred at 
that level; and 
weight-to-volume 
ratios were inversely 
proportional to rates 
of application of 
compost. 

The test results 

indicate several benefits for the turf industry: 
• Use of compost and organics in a 

designed program will save input and 
application costs in the long run; 

• Several hundred thousand tons of 
compost will be available in the near future. 
Understanding how to buy quality material 

(continued on page 62) 

With compost products easy to come by, it's only natural that 
lawn and landscape professionals find end markets for its use. 

CLEAN UP WITH US! 

The Rcycnc/ ator 5 J ICY is a rcvolutioncuy 
new product f o r your lawnccuc ac < cunts! 

fiiHMIMÄH ¡* 

Vac picks up grass and leaves, reducing debris up to 10 to 1 
Self-feeding chipper handles branches up to 2-1/2" 
Discharges into two 30-gallon containers for easy dumping 
Optional remote attachment for hard-to-reach places 
Larger capacities available 
Hooks up behind virtually any lawn tractor 

P O W E R E D L A W N T O O L S 

MANUFACTURED BY EVERGREEN INTERNATIONAL. INC. 

Phone 800-777-6074 Fax 317-482-1145 
Be Sure To Visit Us At E X P O 94, Booth # 3 5 3 6 ! 

USE READER SERVICE #22 

i M M i ï M M l i M I f f l l 

Gtmm INDUSTRIES 

For details on this and other fine Goossen 
Products: Call Toll-Free 1-800-228-6542 
In Nebraska: 402-228-4226 
Fax: 402-228-2245 

Performance is the best one 
word description of the 
Goossen Chipper/Shredder. 

Whether chipping 5" 
diameter limbs or shredding 
smaller branches and leaves 
the results are the same... a 
beautiful decorative mulch. 
An optional blower and leaf 
vacuum attachment make 
loading processed material a 
breeze. 

Six models to 
choose from: 
CSIOOOPTO 

-Thiee point 
-540 PT0 

CS5000 Gas Powered 
•13 hp Honda 
- non-highway towable 

CS5100 Gas Powered 
• 13 hp Honda 
- Tornon Axle allow 

\ I f i highway lowing 
CS 5500 Gas Powered 

• 13 hp Honda engine 
- Skid mount trailer 

CS 6000 Gas Powered 
• 18 hp Honda engine 
- Torsion Axle 

CS6500 Gas Powered 
•18 hp Honda Engine 
- Skid mount trailer 
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Computer Billing doesn't have to be . . . 

Time Consuming, 

Complicated or 

Irritating 

With QuickStart it can be... 
Fast. 

QuickStart allows you to collect your money 
quicker with automated billing. Once you have 
defined whether to bill your customers by service 
or monthly fee, you simply select a "Generate 
now" menu item and your invoices are created, 
ready to print. 

Friendly. 

Easy. 
All of SoftQuest's software utilizes the 

Windows point and click environment to make it 
easy to use. Windows provides Icons and buttons 
to replace difficult keyboard commands. 

QuickStart also uses default entries to keep 
the information you have to enter to a minimum. 
Most Lawn and Landscape firms can set up their 
accounts in a matter of hours, not weeks. 

QuickStart makes it easier on your pocket-
book as well 
with a special 
introductory 
price. 

The intuitive Windows environment makes it 
fun to work with QuickStart. The program 
prompts you through each step of the process. 

When you do encounter a problem, a friendly 
SoftQuest technician is just a toll-free call away. 
We're so certain that you will be pleased with 
QuickStart that we offer a money-back guarantee. 

QuickStart is the entry level module of our 
SuperScape family. It includes billing, A/R, and 
customer tracking by customer, location, and job; 
everything you need to get started. And as your 
business grows we are ready with additional 
modules for Scheduling/Workorders, Bidding, 
A/P, Time Cards, and multiuser options. 

QuickStart Your Business Today 

TO ORDER CALL 

800-299-9991 

SoftQuest, Inc. 
"Plus $25 Shipping, Handling. Special offer Extended until August 15,1994. 
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Compost Digest 
(continued from page 60) 

and how to use it could place turf mainte-
nance firms in competitive positions; and 

• With water shortages effecting irrigation 
practices and the installation of new lawns, 
methods to reduce this demand will become 
popular and save clients money. 

Composting Coundl 
Seeks Researdi Funds 
The Composting Council, Alexandria, Va., 
is seeking grants for its Research and 
Education Foundation. Contributors can 
choose their own research projects that 
reflect real-world concerns of yard trim-
mings composting. 

"Yard trimmings composting is the 
dominant form of composting, and will 
continue to grow as states ban yard 
trimmings from landfills and seek ever-
higher recycling goals," said Rod Tyler, a 
council board member. "It's difficult for 
small businesses to sponsor research on their 
own in the composting industry. However, if 
small businesses pool their research buying 
power together, substantial research can be 
done which will represent our interests 

collectively." 
More information can be obtained by 

calling 800/223-7645. 

Harmonious Releases 
Home Compost Manual 
Harmonious Technologies, Ojai, Calif., 
released "Keep It Off the Curb: Your 
Complete Step-By-Step Manual for Home 
Compost Program Management." The 218-
page manual includes 30 case studies 
detailing ideas and technology used in 
successful composting programs nation-
wide. A chapter on designing a composting 
program is also included. 

Though geared mainly toward recycling 
coordinators and extension agents, the 
manual is a "one-stop solution for real-
world answers to questions about home 
composting," said John Roulac, president of 
Harmonious Technologies. 

The manual can be purchased through 
Harmonious Technologies, 805/646-8030. 

Old Tires, Compost 
Renovate Soil 
Several companies have found a new use 
for scrap tires — mixing its byproduct with 

compost to produce a soil amendment. 
The city of Eau Claire, Wis., used a scrap 

tire crumb product to renovate its Carson 
Park Football Stadium. "The stadium had 
been plagued by a series of problems, such 
as those caused by soil compaction, poor 
drainage and an uneven playing surface," 
said Ken Van Es, director of parks and 
recreation, Eau Claire. 

The city used Rebound,™ a soil amend-
ment comprised of crumb rubber and 
compost, from Jaitire Industries, Denver. 

The project cost $60,000. It was partly 
funded by state money collected from a $2 
per tire fee placed on all new road vehicles 
purchased in Wisconsin. 

EPA Entourages Federal 
Agendes to compost 
The U.S. Environmental Protection Agency 
plans to release guidelines for federal 
agencies looking to purchase yard-waste 
derived compost. The guidelines appear to 
be general, according to The Composting 
Council, Alexandria, Va. 

The EPA also encouraged federal agencies 
to purchase yard-waste compost for land-
scaping, and to establish on-site composting 
where space permits. • 

NOMANCO LAWN 
MAINTENANCE 

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

STANDARD EQUIPMENT: 78" x16'4" 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 and side. Fold up ramp on curb side. 
Trailer width is 8 ft. behind fenders, with full 
width fold up ramp. H7815LRC tires, jack, 
white spoke wheels. 
Shipping Weight 1,680 lbs. 
Options: Surge brake; winch, bed lengths 
16\ 18', 20', 8,000 and 10,000 lb. capacity. 
45 other production models to choose from. 

Nomanco Trailers Inc. 
Schuler Manufacturing 

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

Phone: (317) 833-6711 

USE READER SERVICE #17 
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CONVERT UNWANTED TREES AND BRUSH INTO USEABLE WOOD CHIPS.. 

WITH A BANDIT CHIPPER 
•All units are equipped 

with a powerful, 
hydraulic feed system 

• The units produce 
dimensional chips 
that are ideal for 
mulch, compost, and 
pathways 

• Discharge chips in 
any direction with a 
360° swivel discharge 

CALL OR WRITE TODAY FOR 
LITERATURE, VIDEO TAPES ORA 

DEMONSTRATION. MODEL 60 - 6" DIAMETER CAPACITY UNIT SHOWN. 

6", 9" and 12" diameter capacity chippers are 
offered, either as engine driven or PTO driven. 

BANDIT INDUSTRIES, INC. 
6750 Millbrook Rd.f Remus, Ml 49340 
Phone: 517-561-2270 • Fax: 517-561-2273 

USE READER SERVICE #39 
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THE 

FATAL 
ATTRACTION 

FOR INSECTS ! 

Now lawncare 
managers can provide 

S a service urgently 
needed by homeowners. 

As easily as spreading 
fertilizers, you can control fleas, 

ticks, ants, spiders, millipedes, 
crickets, scorpions, and a host of 

other pesky insects...and keep 
them out of the house. 

RegalFate™is a granular 
insecticide. The active 
ingredient is impregnated 
on a 100% edible, organic 
carrier and then baited to attract the 
insects to eat the toxicant. Ingestation 
is many times more effective than 
contact or vapor action of insecticides. 

Just spread a 10 foot band of 
RegalFate" around the house or 
building for complete insect 
control. 

^ f M i m i COMPANY 

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

PHONE 404-475-4837 / 800-621 -5208 

v. 

USE READER SERVICE #22 

Seed News 
SEED RESEARCH: ENDOPHYTE EFFECTIVENESS GROWS 

AS EARLY AS 15 years ago, 
researchers pointed to 
endophytic fungi as natural 
deterrents to insect and disease 
pests. Yet only in the last 
couple of years has the full 
extent of the endophyte's 
effectiveness been realized. 

Initially, endophytes were 
only believed to be responsible 
for insect resistance. Any 
corresponding disease and 
climatic tolerance were 
attributed to the overall health 
of the plant. Subsequently, issues such as 
drought tolerance and disease resistance 
were often viewed as tertiary benefits of the 
endophyte's presence. 

Recent work at the University of Tennes-
see, Rutgers University and elsewhere 
indicates that endophytic fungi is indeed 
responsible for added plant protection. 
Although definitive evidence remains 
elusive, research shows that different 
endophytes, producing different alkaloids, 
contribute varying protection and degrees of 
effectiveness. 

END0PHYTE HISTORY. The importance of 
the endophyte in insect resistance was first 
reported in New Zealand. The Kiwis (New 
Zealanders) were the first to remove the 
endophyte from their forage perennial 
ryegrass because it was the cause of the 
neuromuscular disorder called "ryegrass 
staggers." 

This particular disease stems from the 
alkaloid lolitrem B produced by 
Acremonium lolii, a common endophyte of 
perennial ryegrass. Researchers noted that 
the same endophyte was responsible for 
perennial ryegrass resistance to a specific 
insect known as the Argentine stem weevil. 

Continued research established that the 
endophyte's presence in a turf variety occurs 
only in plant species where the fungi occurs 
naturally. To date, only perennial 
ryegrasses, fine fescues and tall fescues 
contain endophytic fungi. Plant breeders 
around the world are still searching for ways 
to infect creeping bentgrasses and Kentucky 
bluegrasses, as these species don't contain a 
naturally occurring, beneficial endophyte. 

Endophyte levels and associations with 
turf varieties aren't equal. This is true both 
for the benefits and the detrimental effects 
of endophytes. 

Endophytes and endophyte-enhanced 
grass associations can produce an array of 
chemicals, primarily alkaloids, that vari-
ously affect insects, nematodes, animals and 
the grasses themselves. But not every 

Turf plots containing hard fescue without endophyte (left), 
and hard fescue with endophyte (right). 

endophyte produces alkaloid, and the con-
centration of alkaloids produced depends on 
the genetic background of the host grass. 

In addition, environmental factors 
including temperature, light intensity and 
duration, nitrogen fertilization, phosphorous 
fertilization and drought stress all influence 
the concentration of the alkaloid. These 
variables probably account for some con-
flicting reports on the influence — detri-
mental or beneficial — of the endophyte. 

KEY FACTORS. Studying the levels of 
ergovaline in grasses can help researchers 
understand and possibly regulate the 
alkaloid concentration. 

Ergovaline is the ergopeptine alkaloid 
found in the highest concentration in 
endophyte-infected tall fescue. Ergovaline 
also has been associated with insect toxicity 
and is a deterrent for adult, feeding 
Argentine stem weevil and possibly other 
insects. 

In some cases, these levels may be 
important for insect resistance, especially 
Japanese beetle and fall armyworm. But not 
all tall fescues, perennial ryegrasses and fine 
fescues infected with an endophyte produce 
ergovaline, and the levels can vary in those 
that do produce this alkaloid. 

Environmental factors can also increase or 
decrease the levels of ergovaline found in a 
plant. Nitrogen and phosphate fertilization, 
water deficits and increases in the leaf area 
all tend to increase ergovaline levels. On the 
other hand, very high or low temperatures 
can depress ergovaline concentrations, 
particularly in seed storage. 

By moving endophytes into different grass 
hosts and using progeny evaluations, 
researchers have concluded that the plant 
regulates production levels. This occurs 
even though ergovaline is produced by the 
endophyte. The internal regulation is most 
likely possible by controlling the amount of 
sugar the plant makes available to the 
endophyte. 

(continued on page 66) 
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T u r c a m & P r o x o l 
Your keys to locking out White Grubs 

and other turf insects 
When white grubs get into turf, they can cause 
extensive and costly damage. That's why you 
need to control them fast — with TURCAM® or 
PROXOL® Insecticides. 
TURCAM provides outstanding control 
of a broad range of subsurface insects 
in turf, including white grubs, and it 
also protects ornamental trees, 
shrubs, flowers and groundcovers 
from many surface insects. 
Available as a wettable powder 
and as a granular, TURCAM offers 
you versatility for more effective 
pest control. 
Unless pest populations are 
extremely high, a properly 
timed single application 
is all you need for 
season-long protection. 

PROXOL 80SP is an extremely dependable soluble 
powder that controls six destructive species of 

white grubs and several surface 
pests. PROXOL is also compatible 
with most commonly used 

insecticides. 
For more information on 
TURCAM® or PROXOL®, write to: 
NOR-AM Chemical Company, 
6 Mount Vemon St. Suite 249, 
Winchester, MA 01890 

IMPORTANT: Please r e m e m b e r a lways 
to read a n d follow carefully all 

label directions w h e n 
applying a n y chemical . 

©NOR-AM 
N O R - A M C H E M I C A L C O M P A N Y 

Specialty Products Division 
A Schering Berlin Company 

Little Falls Centre One, 2711 Centerville Road, Wilmington, DE 19808 
U S E R E A D E R S E R V I C E # 4 7 



Seed News 
(continued from page 64} 

While ergovaline levels are present in all 
plant parts, concentrations are always lowest 
in the blades and roots. Under low fertility 
conditions, even high producers may not 
produce enough to affect root feeding 
organisms. Low ergovaline producing plant/ 
endophyte associations are not correlated 
with reduced crown diameters, levels of 
other alkaloids or other physiologically 
important traits. 

The other alkaloids involved in insect and 
animal interactions are peramine, lolitrem B 
and paxilline. Peramine appears to be the 
primary insect feeding deterrent, both for 
adults and larvae. Again, concentration 
varies with each plant/endophyte association. 

Peramine is mobilized from the seed into 
the developing seedling to provide protec-
tion until the endophyte moves into the 
seedling and starts producing chemicals. 
Peramine seems to be evenly distributed in 
sheaths and blades, but young leaves have 
higher concentrations. 

Lolitrem B is responsible for ryegrass 
staggers and is also toxic to some insect 
species. For instance, it is associated with 
reduced larval survival, although concentra-

tions have not been found to be related to 
water deficits. 

Acremonium endophytes can also enhance 
disease resistance. Substantial reductions in 
damage from dollar spot have been 
observed in trials of strong creeping red 
fescues, chewings fescues and hard fescues 
containing certain strains of endophytes. 
However, some tall fescues with certain 
endophytes have shown increased sus-
ceptibility to Pythium blight, perhaps be-
cause of its denser, more vigorous growth. 

In greenhouse studies, high endophyte 
levels in tall fescue seed lots decreased 
seedling mortality to Rhizoctonia zeae and 
Pythuim aphanidertnatum. High endophyte 
levels also reduced seedling loss or R. 
solani (brown patch) only in certain types 
of environments. 

The endophyte infection may influence 
diseases by the production of sugar alcohols 
or alkaloids, modification of defense re-
sponses or the increase in chitinase re-
ported. These same responses may influ-
ence nematodes and be involved in the 
resistance. 

Tall fescue plants that are genetically the 
same with and without the endophyte were 
compared. In spaced plant nurseries in New 
Jersey and Texas, the E+ plants consistently 

appear lighter green than the E- plants. This 
may be a result of a maintenance of active 
growth or an influence of the chemicals 
produced by the endophyte. 

Studies of drought resistance mechanisms 
suggest drought avoidance may be 
responsible for their appearance, in addition 
to lower levels of bill bugs, sod webworms 
and white grubs present in the E+ plots. 
Other growth regulating compounds such as 
auxins produced by endophytes may alter 
the physiology and growth of these plants. 

Indole alkaloids and auxin precursors 
produced by endophyte-infected plants may 
increase cell expansion. Auxins contribute 
to greater extensibility, necessary for cell 
growth. They may alter the phytohormones, 
such as indole derivatives, that directly 
enhance cell wall extensibility and rapidity 
of cell expansion so they can produce a 
larger, more competitive plant. Changes in 
tissue elasticity have been observed before 
and after stress. 

As more is learned about endophytes and 
endophyte-grass interactions researchers 
must strive to derive their greatest benefits. 
To date, no one has determined the 
minimum endophyte level needed to realize 
their benefits, although in a turf situation, 

(continued on page 68) 

How to turn debris into dollars ... 

. . . 
/ V .. ' - - ï f c* , 

THE ULTIMATE DEBRIS HANDLING 
SYSTEM is a chipper, shredder, 
vacuum and truckloader 
with reduction of up to 20-to-l. 

CALL 800-147-73 35 BEARCAT 

...AND SAVE $100 WITH A 
FACTORY-DIRECT REBATE 
Tow a Bear Cat 71014 or 71020 chipper/ 
shredder to your job site and turn limbs, 
leaves and any debris into money-making 
wood chips, mulch or compost. Here's 
what makes the Bear Cat such an 
exceptional value — 

• 14 or 20 HP Kohler engine, electric start 
• Highway towable 
• 5" chipper with 4 tool steel blades 
• 36 serrated, self-sharpening, reversible 

shredder knives 
• 125 pound rotor; dynamically balanced 
• Diamond shaped chipping chute for 

irregular limbs 
• Heavy duty 7-gauge steel construction 
• Optional 2-speed blower and vacuum 

= F C R A R Y = E F 

for more information on our limited time rebate. 
Let us put you in touch with a dealer for a free demonstration. RO. Box 849 • West Fargo, ND 58078-0849 
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"ALCA is the best 
landscape business 

resource in the 
country." 

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

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

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

Join ALCA today and meet people like 
Joe Skelton. 

If you are an exterior, interior or 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 C O N T R A C T O R S OF AMERICA 
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TROMAX TROMMEL SCREENING SYSTEMS 

6' diameter barrel, variable speed planetary gear drive, 49 H.P. diesel engine, 3.5 
yard hopper, screw auger feed system, hydraulic lift legs, dual wheel axle, landing 
gear, exclusive wiper side discharge - no conveyors required, rotating cleaner 
brushes, fold down shoveling apron, dust suppression system, higher production 
. . . at 1/3 the cost of competitive units! 

FULLY EQUIPPED • F.O.B. Your Jobsite • S49,900.00 
Norkot Mfg. Co. • I-8OO-TROMAX-I • Fax 701-228-2127 • Request free video 

876-6291 

USE READER SERVICE #70 

^ v y r i 

^ Ì W V l 

Models 2000, 3000 and 6000 
• Lightweight, folding, 

multipurpose aluminum ramps. 
• Can carry up to 6000 pounds 

respectively. 
• Complete money back guarantee. 
• Company in business since 1984. 

8004484271 
See us at Expo in booth #1053 

HEAVY-DUTY ALUMINUM RAMPS 
fmm Rfí Jnrfmfcfe* — 

USE READER SERVICE #71 

ARE YOU LOOKING FOR GOOD DESIGN SOFTWARE?*^ 
Landscape Assistant True Color Design Software 

Video or photograph your customers home and show full color designs 
Produce a bid from the design quickly with I DP Landscape Proposal software 

K ^ INCREASE SALES - ATTRACT NEW CUSTOMERS - CLOSE MORE BIOS 
ENGINEERED FOR LANDSCAPE WITH FEATURES YOU CANT GET ELSEWHERE 
INTEGRATED QUOTE OPTION FOR FAST BIOS / OBJECT ORIENTED CAD OPTION 
FLEXIBLE INDEPENDENT OBJECTS / UNIQUE AND SPECIALIZED IMAGING TOOLS 
FREQUENT UPOATES AND ADDITIONS / SUPERIOR DESIGNED SOFTWARE 
EASY TO USE FOR SAVING VALUABLE DESIGN TIME / TRAINING TAPES INCLUDED 

l é a ^ - 1-

SPECIAL OFFER!!!TO PROVE OUR SOFTWARE IS THE BEST WE 
INCLUDE WITH SYSTEM PURCHASE THE SAME "IMAGE WIZARD" 
PROGRAM DESIGN IMAGING GROUP (DIG) RE-MARKETS . . . /7?f£/ 

FOR PC AND WINDOWS 3X WORKS WITH VIDEO OR SCANNERS 
LAPTOP VERSION NOW AVAILABLE IDP 9753 HAMILTON ROAD MPLS. MN 612-829-7553 

Visa/Mastercard Accepted 1-600-366-4371 CALL NOW FOR FREE VHS DEMO VIDEO 
USE READER SERVICE #68 

Progressive Electronics 
Model 521 

| W I R E & V A L V E L O C A T E R 
• Find Lost Solenoid Valves 
• Locate Wire Path 

save 1 0 % I 
All The 
Equipment You 
Need To 
Troubleshoot 
Irrigation 
Systems 

$ 5 8 5 . ° ° 
(REG. PR. $650.00) 

1 -800-284-0205 
Irrigation & Landscape Supplies • Dallas, TX 

Seed News 
(continued from page 66) 

about 50 percent viable infection is needed 
to maintain optimal density. 

Currently, quick and easy tests for 
determining viable endophyte are not 
available. In the absence of an industrywide 
testing protocol, it's best to use fresh seed 
lots from varieties with high levels (85 
percent or greater). Due to uncertainties in 
transport and storage, the higher the initial 
level of infection, the higher the level at the 
time of planting. 

Currently, the seed industry and seed 
control officials are trying to devise a fair, 
equitable way to ensure that the customer 
obtains high endophyte seed if a container is 
so labeled. 

In the near future, it may no longer be 
enough to say that a certain plant variety is 
endophyte-enhanced. In academic circles, 
precise language is being defined to better 
study the effects of specific endophytes in 
the plant/endophyte relationship. The 
identification of the specific endophyte 
present, as well as the exact alkaloids 
produced, and the certifiable level of 
endophyte infection need to be identified to 
predict a variety's effectiveness in the turf 
environment. • 

The authors are Dr. Leah Brilman, research 
director; and Skip Lynch, national technical 
representative, for Seed Research of Oregon, 
Corvallis. 

COMING 
NEXT 

MONTH 
In the August issue of Lawn & 
Landscape Maintenance maga-
zine we'll bring you a contempo-
rary discussion of plant nutrition 
with expert advice from leading 
industry contractors, researchers 
and suppliers. 

We'll also explore the uses of 
landscape fabrics in the land-
scape arena, trends in hydro-
seeding, the latest in wildflowers 
and a look at pond management 
and the use of pond aerators by 
landscape contractors. 

The August issue will also revisit 
the groundwater debate with the 
latest industry research about 
groundwater facts and myths. 
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ECOLOGY & 
MANAGEMENT 

9T . 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. 

Y E S 5 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: 
% jLawihY Landscape 
MAINTENANCE 

L. 

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

n 

j 



People 
SANDOZ AGRO named Gene H i n t z e 
marketing services manager of its Specialty 
Products Business Unit. Hintze manages 
advertising, public relations, promotions, 
market research and trade shows. 

DowElanco named M a r k U r b a n o w s k i 
product communications manager for the 
turf and ornamental and technical products 
divisions. Urbanowski, formerly sales 
representative on the East Coast, replaces 
K e i t h K o h l m a n n who was promoted to 
product marketing manager. 

Steven C o t k r e h a m joined SePRO Corp. 
as director of research and regulatory 
affairs. He previously served as coastal and 
Western regional development manager for 
weed development at DowElanco. 

Ciba hired Dr . M i c h a e l A g n e w and Dr . 
Joseph D iPao la us senior technical support 
specialists. Agnew, who formerly served as 
extension turfgrass specialist for Iowa State 
University, is responsible for research in the 
Northeast. DiPaola, who served as professor 
of crop sciences at North Carolina State 
University, covers the east-central part of 
the United States. DiPaola's responsibilities 
include addressing issues about Primo, a 
turf growth management tool. 

Weather-matic named M i c h a e l M a s o n 
Sr. vice president and chief operating 
officer: D o n a l d Cooper director of 
marketing and systems; and S a r a l y n n 
Busch as marketing analyst. Mason 
previously served as president and chief 
executive officer of Prime Associates. 
Cooper has served in a variety of positions 
during his 22 years at Weather-matic, 
including product engineer, customer ser-
vice manager and technical service, product 
manager and systems coordinator. Busch 
graduated from Southern Methodist 
University with a master's degree in 
business. 

Rick D o r a n was named chief engineer at 
Taylor-Dunn Manufacturing. Doran 
designed the Doran Motor Car, the Green 
Car and the EcoScoot electric motorscooter. 

Actava named John Phi l l ips president 
and chief executive officer. Phillips 
succeeds Char les Scott who was president 
and CEO since 1991. Phillips previously 
served as president and CEO of the former 
Resurgens Communications Group. 

Husqvama appointed Roger Simons 
director of technical services and sales 
support, responsible for developing training 

Hintze Agnew 

programs for internal service staff, sales 
representatives, distributors and dealers; 
serving as liaison between the parent 
company and U.S. branches; and develop-
ing a variety of technical support services 
for dealers. 

Char les Lemieux was appointed director 
of sales development for Husqvama, 
responsible for developing programs to help 
distributors grow their businesses, and for 
handling direct and governmental accounts. 

Dan ie l M i l l e r was named operations 
manager for Woods Equipment Co.'s Sioux 
Falls, S.D. loader manufacturing and 
distribution facility, where he oversees 
about 200 employees. Miller was formerly 
production manager at Woods' headquarters 
manufacturing facility. • 

B R U S H C U T T E R S w 
f r o m B R C J S H K Ï N G 
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-Posit ion 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 

P i o n e e r in B r u s h c u t t e r s : 

b r c j s h k T n g ' 
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 RE Al SERVICE #35 

Litter Control 
E-Z Reacher 

Pick -Up T o o l 

c \ e î •an in 

No More B e n d i n g \ A f e e d T h e ^ / E x t r u d e d 

\ / AluminumStalk 
No More Stooping 

_ , _ LI \ / • Stainless Steel Center 
Fewer Back Problems \ / and Side Straps 

Saves Time • E-Z to Use / . H i g h strength Pistol Grip 
Style ABS Handle 

• Retrieves up to 5 Lbs. 

»Durable • Versatile 

• Made in the USA 

•Durable Thermo-
Plastic Elastomer 

Rubber Cups Model 32-S 

$ 2 6 . 
Quantity Discounts^ 

Available^ 

32 in.. 40 in.. 60 in., n 11 f 11 i f i n • I • . Locking Handles 
72 ¡n. & cuSlom Call for More Information and Price Lisi »»««•*>«, 

Lengths 

(800)748-5529 
• Arcoa Industries • 2348 Meyers Ave • Escondido, CA 92029 « 
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U N L E S S Y O U ' R E B R O A D C A S T I N G A W A R D F O R F I R E A N T S , T H E S E 
W O R D S O F W I S D O M C O U L D B E C O M E T H E W O R D S Y O U L I V E B Y . 

While there's no denying that 

spot-treating a fire ant mound 

can temporarily remedy the prob-

lem, it doesn't guarantee you that 

it won't come back. 

To do that, you need to broad-

cast Award* fire ant bait. That 

way you're sure to eliminate the 

mounds you can see, as well as 

those which are developing un-

seen below the surface. 

And because Award is an insect 

growth regulator that sterilizes 

the queen, you won't have to wor-

ry about ant colonies relocating 

away from a perceived threat, as 

commonly happens with poisons. 

If fire ants are a problem on 

your turf, just broadcast Award. 

At only $10 per acre, 

it's the most inex-

pensive, and least 

repetitive, way to 

eliminate fire ants. 

©1994 Ciba-Geigy Corporation, Turf and Ornamental Products, Greensboro, NC 27419. Always read and follow label directions. 
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Hunter Industr ies released PSC, a new 
irrigation controller for residential and light 
commercial use. The PSC is available with 
six or nine stations. 

The LCD display shows the entire 
program in operation, including current 
operation station, cycles per day, cycle time 
remaining and the next watering day. 

"One-touch programming" allows the user 
to set start and run times, and to make 
changes depending on the weather. 

The PSC offers individual station 
programming, allowing users to set 
independent irrigation schedules for each 
station, with up to 28 daily cycles per 
station. 

The Hunter controller, which measures 10 
by 7 by 4 1/2 inches, offers a large, easy-
access wiring compartment containing a 
terminal strip. 
Circle 126 on reader service card 

(continued on page 76) 

PRODUCT SPORIGHT 
Ford N e w Hol land offers four new yard tractors powered by 
overhead valve, air-cooled Kohler engines. The new models are 
the 12.5-h.p. LS 25, 14-h.p. LS 35, 16-h.p. LS 45 and 18-h.p. LS 55. 

Foot controlled hydrostatic drive transmissions — optional on 
the LS 45 and standard on the LS 35 and LS 55 — provide fully 
variable speed without clutching or shifting. Cruise control is 
available for the hydrostatic drive 14- and 16-h.p. tractors and 
standard on the 18-h.p. unit. 

The tractors are constructed with cast iron front axles and 
welded steel frames. Turf tires are standard on all models but ag 
tires are available for tilling or snow removal. Quick-attach mower 
decks are easy to access for inspection or service without tools. 

Tractor attach-
ments include 38-, 
42- and 48-inch side 
discharge mower 
decks, a 38-inch 
mulching mower, 
dump cart, two-bag 
grass catchers, snow 
blower, front blade, 
lawn sweeper, pull-type and mounted sprayers, a roller, aerator, 
drop or broadcast spreaders and a rotary tiller. 
Circle 125 on reader service card 

Serious equipment for 
serious weather watchers. 

Accurate, state-of-the-art, and affordable, our weather stations 
let you monitor the weather like a professional. 

W E A T H E R W I Z A R D I I I 
Offering the most requested 

weather station features at 
an affordable price. $195.00 

W E A T H E R M O N I T O R I I 
The deluxe personal weather 

station. Includes extra features like 
barometer and inside humidity. $395.00 

loci 

W E A T H E R STATION 
FEATURES INCLUDE 

• Inside & Outside Temperature 
• Wind Speed & Direction 
» W n d Chill 
• Time & Date 
• Highs & Lows 
• Alarms 
• Instant Metric Conversions 
• Barometer* 
• Inside Humidity* 

OPTIONAL A C C E S S O R I E S 
• Rainfall Option 
• Humidity & Dew Point* 

Indicates feature or option for 
Weather Monitor II only. 

W E A T H E R L I N K 
Connects your weather station to an IBM or Macintosh for in-depth 
analysis. Compare, track, and plot weather trends over time. $165.00 

C A L L T O D A Y : 1 - 8 0 0 - 6 7 8 - 3 6 6 9 
M - F 7 a.m. to 5:30 p.m. Pacific Time • FAX 1-510-670-0589 • M/C and VISA • Add $8 for Shipping 

CA Residents Add Sales Tax • One-year warranty • 30-day money-back guarantee • 

DAVIS I N S T R U M E N T S 3465 Diablo Ave., Hayward, CA 94545 

USE READER SERVICE #37 

EMERALD* 
L A W I M C A P E 

•Extensive Initial Training Program 
•Complete Sales and Marketing 
Support 

•Exclusive—Protected Territory 
•Professionally Designed Promotional 
Materials 

•Newsletters and Business Forms 
•Computerized Customer Service 
System 

• yfw i A« 
With an Emerald Green franchise, 

you can count on being backed by 
our superior lawn care system—a 
system that will build your business 
through time. 

A modest equipment cost and a 
small franchise fee is all it takes to 
begin to share in the proven Emerald 
Green success formula. 
In Ohio, (614) 369-1941 
(800) 783-0981 
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PLCAA 

One swing and you're a winner! 
You score four times when you sign up for any of 

three educational conferences by GlE's sponsors 
• and attend GIE for FREE! You can mix and 

match sessions to fit your needs as a lawn, grounds 
and landscape professional, and "shop" the green 

industry's leading national trade show -
all for one Grand Slam Price. 

< PfiMS 

For More Information CALL 1-404-973-2019. 
G I E SPONSORS: R 

• Associateti Landscape Contractais of Auletica 
• Professional Grounds Management Society 
• Professional Lawn Care Association of America 
CONFERENCES & EXPO: 

November 13-17,1994 
St. Louis, Missouri 

HITAGRANDSCÄlCf 
Request Information Today! 
Send me information on the Educational Conferences & GIE. 

Mail or Fax coupon to: GREEN INDUSTRY EXPO -1000 Johnson Ferry Road, NE 
Suite C-135 - Marietta, Georgia 30068 Fax: 404/578-6071 - Phone: 404/973-2019 

NAME: _ 

COMPANY: 

TITLE: 

ADDRESS: 

CITY: 

PHONE: 

STATE: ZIP: 

FAX: 



Roundup points 
the way to savings -

both in money 
and manpower. 

When you treat an area with 
Roundup' herbicide, it takes less 
time than hand weeding or string 
trimming it. You also get complete 
control — not just burndown. Add 
in its low price and Roundup gives 
you a big hand in making tne most 
of your money. 

W ! 

Get your FREE 
kit, "Weeds Are 
No Longer Our 
Only Concern." 

Call 1-800-332-3111. 

INTM7080 2AM 

The Unique landscape rake from Unique Specialties Co. can 
be used for all types of bed preparations. The tractor mounted 
tool doesn't require PTO drives or rollers. All soil-engaging 

parts are replace-
able and reversible 
for longer wear. 

A row of double 
spring teeth are 
spaced every 6 
inches for easy 
penetration. The 
tool also has a 
heavy-duty blade 
for leveling. A row 

of finishing teeth, attached to four heavy, l-inch shanks, 
ensures an even seed bed. 
Circle 129 on reader service card 

AMSOIL Synthetic 2-Cycle 
Oils provide protection and 
performance in two-cycle 
gasoline engines. 

The synthetic oils 
reportedly resist thermal 
breakdown for longer 
periods than petroleum 
two-cycle oils; promote 
clean, complete burning to 
prevent formation of sludge, varnish, carbon and gum; dissolve 
deposits formed by petroleum oils; and eliminate spark plug fouling. 

AMSOIL's synthetic 2-cycle oils remain fluid in low 

Products 
(continued from page 74) 

Injecto-matic 's pesticide application, handling and transporta-
tion system is billed to reduce applicator exposure. 

The system incorporates a quick-disconnect dip tube assembly 
which enters the pesticide concentrate container and connects to 
the bottom of the injection piston or the electric shut off. The 
twin-injection system allows users to apply two chemicals 
simultaneously or intermittently. The on/off flexibility is 
controlled from the cab of the tractor and includes a warning 
system and chemical adjustment. 

All units are equipped with a variable injection rate. Different 
percentages are available covering most pesticides that are 
manufactured today. 

Rate charts are mounted to each 
cabinet for quick reference. 
Circle 127 on reader service card 

Hoffco's SE301 edger features solid 
state ignition with a positive on/off 
switch for safety and convenience. 

The 25.66 cc, two-cycle edger 
weighs 15 pounds. Special features 
include an 8-inch cutting blade that 
allows adjustable cutting depth, and 
an anti-vibration "tear-drop" 
handle engineered for operator 
comfort and control. 

An optional strap is available. 
Circle 128 on reader service card 

Roundup 
points the way to 

environmental 
stewardship. 

The benefits of Roundup 
herbicide extend beyond 
traditional trim and edge 
work. It's also being used to 
restore wildlife habitats. So 
when it comes to treating 
sensitive sites, Roundup 
gives you a big hand. 

Get your FREE 
kit, "Weeds Are 

J k " No Longer Our 
Only Concern." 

Call 1-800-332-3111. 
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Roundup 
points the way to 
application ease. 

Learning how to 
properly use 
Roundup® herbicide 
is a snap. For even 
more convenience, try 
new Roundup Diy 
Pak. Either way, 
Roundup eives you 
a big hand in simpli-
fying worker training. 

Get your FREE 
kit, "Weeds Are 
No Longer Our 
Only Concern." 

Call 1-800-332-3111. 

temperatures to provide easy mixing with fuel. 
Circle 130 on reader service card 

The JCB 5 0 4 B Loadall telescopic handler is specifically 
designed to work effectively where access and headroom are 
usually limited. 

Low overall height and narrow width make the Loadall ideal 
for getting in and out of enclosed areas or small buildings with 
restricted access. 

The 504B has a telescopic boom that extends 18 feet, 
providing access to areas previously inaccessible. Extended to 
its full height, the machine has a lift capacity of 4,408 pounds; 
at full reach, 1,543 pounds. 

The 504B combines four equally sized wheels with four-
wheel drive for good ground clearance, traction over all terrains 
and increased flotation. 

The Loadall handler has a top speed of 20 mph and offers a 
76-h.p. engine. 
Circle 131 on reader service card 

The Gandy Core Aerator-34, with a coring width of 34-inches, 
attaches to small or 
medium-size tractors or 
utility vehicles. For 
transport, the CA-34's 
wheels lift into place by 
hand-operated levers. 

The Gandy Core 
Aerator-60 is a 
professional Category I, 
three-point hitch 

aeration tool designed with independent, dual-wheel coring 
heads which follow the ground's contour. With its 5-foot 
aerating width, the Gandy CA-60 is ideal for use on golf 
courses, athletic fields and parks, as well as large industrial and 
institutional lawns. 

Depth of penetration for both three-point hitch and trailer 
units is increased by adding weight to an integral weight tray. 
Cirde 132 on reader service card 

The Power Wagon™ from Garlock Equipment converts from 
a 6-cubic foot hopper to a 53-inch by 35-inch flat-bed trailer. 
Both configurations use a manual-dumping system for up to 
800-pound loads. 

Roundup 
points the way to 
beautiful results. 

Used properly, 
Roundup® gives 
you a big hand in 
achieving lone-
lasting control that 
blends in with your 
surroundings. 

Get your FREE 
kit, "Weeds Are 
No Longer Our 
Only Concern." 

CaH 1-800-332-3111. 

ALWAYS READ AND FOLLOW 
LABEL DIRECTIONS FOR ROUNDUP HERBICIDE. 

Roundup* is a registered trademark of 
Monsanto Company. 

© Monsanto Company 1994 M M 7 0 8 3 2/94 
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Travel speed is regulated by hydrostatic 
drive and can be adjusted in forward or reverse. 

Features include a 5-h.p. Briggs and 
Stratton I/C engine and high-traction, solid-
rubber tires. Turf tires are optional. 

For larger loads, an 8-cubic foot debris 
hopper is also available. 
Circle 133 on reader service card 

Using high-tech "seek and destroy" 
beneficial nematodes (microscopic 
organisms). Biosys1 biological product 
controls a number of ornamental insects. 

Marketed to professional nurseries and 
greenhouses as Exhibit™ by Ciba. the 
product offers an effective alternative to 
man-made pesticides. Packaged in an easy-
to-use, water-dispersible granule formula-
tion, the pesticide control can be applied 
with any standard surface application 
equipment. Exhibit can also be applied 
through irrigation systems. 

The nematodes in Exhibit control a variety 
of ornamental insect larvae including 
fungus gnats, cutworms, armyworms, 
billbugs, bluegrass weevils (Hyperodes), 

black vine weevils and stem borers such as 
peachtree borers and dogwood borers. 
Circle 134 on reader service card 

K-Ra in 's K2 gear-driven sprinkler incor-
porates a 5-inch pop-up and can be retro-
fitted to most irrigation systems. 

The K2's spray is adjusted using an arc set 
and nozzle removal key. 

The sprinkler includes six interchangeable 
nozzles. A stainless steel riser, rubber cover 
and check valve are optional. 
Circle 135 on reader service card 

The 957C 
sprinkler from 
M e l nor features a 
flow-through 
design that allows 
multiple hose 
connections so 
the pulsators can 
be set up and 
used in series. 

Other highlights 
include a brass 
coupling that 
swivels for easy 
hose hook-up and 
a wire-mesh 
screen inside the coupling nut that prevents 
clogging and keeps the sprinkler clean. 
Circle 136 on reader service card 

The B i rd-B-Gone bird deterrent system, 
made of durable, recycled plastic with UV 
inhibitors, can be installed on any flat or 
curved surface made of wood, metal, 
masonry, brick, canvas or other materials. 

The system is easily installed on any 
outdoor surface, including ledges, beams, 
parapets, sills, pipes, roof peaks, chimneys. 

posts, pilings, patio covers and trees. 
Bird-B-Gone deters birds from landscapes 

without harming either the fowl or the 
landscape setting. 
Circle 137 on reader service card 

The Hamblen Self-Sharpening Lawn 
M o w e r B lade Co. offers a lawn mower 
blade billed to never need sharpening. The 
blade has double-cutting edges and 
sharpens itself while it revolves. 
Circle 138 on reader service card 

Mulch more, 
faster 

The new Steiner MX460 
Mulching Deck does much more 
than the average mower. Six 
blades cut grass so finely, it decom-
poses quickly to nour i sh your 
turf . Smooth-roll ing front caster 
whee l s and a full- length rear 
roller precisely follow the lay of 

the land. Steiner 's single-lever 
system makes it easy to ad jus t 
cut t ing height . 

Why settle for less? For informa-
tion about the most mulcher you 
can own, the only thing you 
need is a Steiner tractor and this 
t e lephone number : 216-828-0200. 

STEINER 

A turf tractor with a different tzvist 

STEINER TURF EQUIPMENT, INC. 
289 N. KurzenRd. • P.O. Box 504 • Dalton, OH 44618 • Phone: 216/828-0200 

Mfg in Dalton. OH 
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The 995-pound AE-80 Aera-vator from 
First Products can be three-point hitch 
mounted on 35-h.p. or larger tractors. PTO 

power vibrates the tines to penetrate and 
fracture hard compacted soil in an 80-inch 
swath. 

A vertical pivot joint on the three-point 
hitch unlocks when the unit is lowered, 
allowing for sharp turns during operation. 
The unit centers on the tractor and locks 
when lifted. A horizontal pivot point 
centered on the unit keeps the rotors in 
contact with the soil on rough terrain. 

Full-width seed box, three-section rollers 
and rake attachments are also available with 
the Aera-vator. 

Circle 139 on reader service card 

Environmental Technologies offers the 

pm 
a -, 

mmaFm 
fey " 0 

Wind Warrior FM60 drift-control sprayer 
that attaches to outfront mowers. The drift-
control feature ensures spray only reaches 
targeted areas. 

Features on the Wind Warrior include a 
35-gallon tank, 12-volt pump, nozzle-flow 
monitor and digital speedometer. 
Circle 140 on reader service card 

The Environmental Protection Agency 
recently approved registration for Uni royal 
Chemical's Terraclor 400 ornamental 
fungicide as a 4-pound flowable formula-
tion. The fungicide is packaged in handy 
jugs for easy handling, storing, mixing and 
measuring. 

Terraclor 400 fungicide is recommended 
for control of soilborne diseases including 
root and stem rot, storage rot, neck dry rot, 
bulb dry rot, needle blight, petal blight, bulb 
and stem rot, flower blight, crown rot and 
black rot. 

The fungicide is effective on foliage 
plants, bedding and flowering plants and 
woody ornamentals, including ficus, palms, 
carnations, chrysanthemums, geraniums, 
impatiens, lilies, petunias, azaleas, junipers 
and rhododendron. 
Circle 141 on reader service card 

A full line of snow shovels, pushers, scoops 
and other winter accessories, along with 
two, lightweight shovel designs, are 
featured in the 1994 Ames Win te r Tools 
Catalog 

The 24-page, full-color catalog introduces 
two new lines of Ames snow shovels and 
snow pushers — the ErgoConcept™ and 
the Featherlite, with lightweight tubular 
aluminum handles, poly blades and foam 
grips. The ErgoConcept handle is contoured 
to reduce bending and stooping, while the 
Featherlite shovel's handle is straight. 

The catalog also features Ames' new 
nylon wear strips, available on a variety of 
pushers and shovels, that prevent the tools 
from scratching patios and decks. 
Circle 142 on reader service card • 
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Run with the leader 

Mustang. 

The name means 

Strength. 

Endurance. 

Power. 

Performance. 

^ f P r n L 
The leader. « 

J X J 
Experience the leader M 

for yourself. 

Harness the power 

1-800-562-5870 

MUSTANG 
Mustang Manufacturing Company. Inc. 
P0 Box 547, Owatonna, M N 55060 
(507) 451-7112. Telex: 933001. 
Fax: (507) 451-8209 
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HIGH-TECH TRACKING SYSTEM HELPS MAINTAIN GROWTH 

Lawnscape's trucks are equipped with a high-tech tracking system which helps 
route service trucks more efficiently. 

DESPITE A CROWDED 
Southern California lawn 
care market, Carl Clifton, 
Lawnscape Services' presi-
dent, built his Ontario-based 
company to 22 employees 
and well over $1 million in 
billing since finishing 
college 14 years ago. 

He credits the solid re-
sults to customer-oriented 
service, specialization and 
a push for measurable 
efficiency in all aspects of 
the firm's operation. 

For Clifton, the buzz-
word "efficiency" means 
getting the best possible 
return out of labor or input 
capital. Two examples of 
success with this are a 
technician tracking system that has increased 
productivity by 14 percent and use of Round-
up® herbicide to save countless dollars in 
labor costs. 

Residential accounts are the primary focus 

of Lawnscape Services. "We believe that 
having 1,000 small customers gives us more 
stability than 20 large accounts," Clifton said. 

The firm specializes in the lawn care 
market which has helped the company ensure 

steady cash flow as well as 
separated it from local com-
petition for lawn care dol-
lars. "We provided one of 
the first lawn care services 
in the area, and even today, 
only a few of us are actu-
ally lawn care operators." 

Clifton's company pro-
vides services such as 
fertilization, preemergent 
weed control, post-emer-
gent weed control, insect 
and disease control, lawn 
dethatching, turf renova-
tion, core aeration, over-
seeding, exterior pest con-
trol, sprinkler analysis, 
turf colorant and preven-
tive rust control. 

BOOSTING BILLINGS. A high tech example 
of the efficiency that has helped Lawnscape 
achieve success is its modem, telecommuni-
cations-based Technician Tracking System, 
initiated about two years ago. Tied in with 

A The BZEEEB® 

ERATOR 
Tested by Lawn Care Professionals! 

• • : ' 

' t e s M 

THE TURFCO AERATOR is designed to specifically meet 
the needs of today's commercial lawn care and rental users. A 
rugged, one-piece frame, external drive components, and an 
industrial grade engine make THE AERATOR a machine that 
stays on the job. 

Low Maintenance! 
> Heavy duty side & front bumpers 
> Choice of B&S or Honda engine 
> Drive chain is protected from 

cores and soil 

Features: 
> Drum style front wheel for easy turns 
> 20" aeration width for higher productivity 
> 3/4" tines for removing cores 
> 3.5 HP B&S Ind. Plus or 4 HP Honda engine 
> Operating speed up to 260 feet/minute 
> Heat treated, sealed, and fully-enclosed 

drive chain 
> Most service parts available locally 

Low Maintenance and High Productivity with The Turfco Aerator 

High Productivity! 
> Aerate up to 28,000 square feet per hour 
> Aerate up to 10 average yards per day 

Call for more information 
TURFCO MFG, INC. 

Phone ( 6 1 2 ) 7 8 5 - 1 0 0 0 • Fax ( 6 1 2 ) 7 8 5 - 0 5 5 6 
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the Pacific Telephone cellular and paging 
network, the system helps route service trucks 
more efficiently and improve communica-
tions with employees. 

"This can tell us within 150 feet where a 
service truck is at any given moment," Clif-
ton said. "We know the street they're driving 
on, their direction and speed. We can analyze 
a technician's business day, and show him 
exactly how he ran his route. We are then 
able to show him how to work more effi-
ciently the next time through improved 
planning. 

In fact, the company's technicians like the 
system soon after seeing it in action. "It helps 
them do a better, faster job. They can do a 
few more stops than normal. That's good for 
our company and for them, because the pay 
system rewards extra effort." 

Lawnscape initially recorded a 20 percent 
increase in productivity after instituting its 
tracking system. Productivity has since level-
ed to a respectable 12 percent to 14 percent 
increase. 

The tracking system, according to Clifton, 
also enhances good customer communica-
tions. "If we have a customer on the phone 
who is wondering what time we'll be on the 
property, we can immediately pinpoint our 
truck's location and provide a specific and 

accurate answer. That's far better than relying 
on a truck radio alone, because operators are 
usually out of their truck." 

Clifton said the system also brings savings 
in insurance costs. His company receives 
additional credits off their premium because 
if a Lawnscape vehicle is stolen, his tracking 
system would quickly locate its whereabouts. 

"We showed a significant return on our 
investment in this system within a year. I 
could easily pencil this out and show how it 

After a complete analysis Lawnscape 
Services customizes services to meet the 
needs of the individual property. 

benefits the bottom line very quickly." 
Clifton is quick to point out that good ser-

vice is also essential in building the bottom 
line, as well as customer lawns. Lawnscape's 
general manager Richard Wills is responsible 
for ensuring that the firm's customers get the 
best service available. 

AVOIDING GENERIC LAWN CARE. Our 
service concept starts with a complete 
analysis," Wills said. We determine if a cus-
tomer's lawn falls into cool- or warm-season 
categories. We look at soil, thatch, compac-
tion, types of grass, weeds, insects, diseases 
and micronutrients." 

Depending on the required program, cus-
tomers get a different pallet of inputs: pre-
emergent weed control, broadleaf control, 
fertilizer, fungicide, etc. 

"It's not a 'chocolate or vanilla' program, 
because we often run into mixed lawn situ-
ations — cool-season grass in the front yard, 
warm-season in the backyard," Wills added. 
"For example, we commonly see bermuda-
grass encroach into bluegrass. Climatewise 
we're in a transition zone, so the area can 
support warm- or cool-season grasses." 

Because various treatments are called for 
throughout the course of a technician's day, 

(continued on page 86) 

Echo 
Snapper 
Exmark 
Homelite 
Briggs & Stratton 
And Much, Much More!!! 

Call For Your 
Jobber Prices!!! 

The Zerangue Co. 
Lafayette, La. 

1 - 8 0 0 - 8 4 2 - 0 4 6 3 

Master Card, Visa, Discover 
Accepted 

1 

¡5 

• A j S E j I 
• TOTTFyJM 

cargoWagon® 
with 102" Axles 

JUST FLAT GREAT! 
Look inside our trailer, above. The big asterisk 
shows you our 6'9" w ide interior floor is Flat! 
No whee l boxes inside. Perfect for motor ized 
Lawn & Garden Equipment, and plenty of 
'Walk-around" room, too. 
Wells Cargo offers you great Options for cus-
tomizing like: FLOW-THRU VENTILATION elimi-
nating fuel fumes, WOLMANIZED 1-1/2" FLOORS 
and 3/4" INTERIOR SIDEWALLS for "guts." 
All backed by a Warranty that really works for you! 

Call 1 - 8 0 0 - 3 4 8 - 7 5 5 3 for C a t a l o g & Pr ices 
WELLS CARGO, INC. PO BOX 728-1172 Elkhart, IN 46515-0728 
Factory Service Points: GA, IN, TX & UT - Nationwide Dealer Network 

"With a Wells Cargo Behind... You Never Look Back!" 
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Calendar 
AUG. 3 Summer Field Day, Wilson Nur-
series, Hampshire, 111. Contact: Illinois Land-
scape Contractors Association, 2200 S. Main 
St., Suite 304, Lombard, IL 60148; 708/ 932-
8443. 

AUG. 5 - 7 Southern Nurserymen Trade Show, 
Georgia World Congress Center, Atlanta. 
Contact: Southern Nurserymen's Association, 
404/973-9026. 

AUG. 6 - 7 1994 Colorado Certified Landscape 
Technician Test, Front Range Community 
College, Fort Collins. Contact: John Gibson, 
Associated Landscape Contractors of Colo-
rado, 303/337-6200. 

AUG. 9 Associated Green Industries Field 
Day, Lake County Nursery, Ohio. Contact: 
AGI of Northeastern Ohio, 614/263-9311. 

AUG. 10 Texas A&M Turfgrass Field Day, 
Texas A&M University Research and Exten-
sion Center, Dallas. Contact: Texas Agricul-
tural Experiment Station, 214/231-5362. 

AUG. 16 Wisconsin Turfgrass Field Day, O.J. 
Noer Turfgrass Research and Education Faci-
lity, Madison, Wis. Sponsored by the Univer-

sity of Wisconsin-Extension and the 
Wisconsin Turfgrass Association. Contact: 
Dr. Frank Rossi, 608/262-1490. 

AUG. 1 7 Management Clinic-West, Expo-
Mart, West Wing, Monroeville, Pa. Contact: 
Pennsylvania Nurserymen's Association, 
1924 N. Second St., Harrisburg, PA 17102; 
717/238-1673. 

AUG. 18 Western Pennsylvania Pesticide 
Institute, ExpoMart, West Wing, Monroeville, 
Pa. Contact: Pennsylvania Nurserymen's 
Association, 717/238-1673. 

AUG. 18 1994 Michigan Turfgrass Field Day, 
Hancock Turfgrass Research Center, Michi-
gan State University, East Lansing, Mich. 
Contact: Kay, Michigan Turfgrass Founda-
tion, 517/321-1660. 

AUG. 19 -21 TAN-MISSLARK 94, George 
R. Brown Convention Center, Houston, 
Texas. Contact: TAN-MISSLARK Nursery & 
Garden Supply Show, 7730 S. IH-35, Austin, 
TX 78745-6698; 512/280-5182. 

AUG. 2 5 Indiana State Lawn Care Associa-
tion Summer Field Day, Northern Beach 

Park, Indianapolis. Contact: ISLCA, P.O. Box 
481, Carmel, IN 46032; 317/575-9010. 

AUG. 2 6 - 2 8 Farwest Show, Oregon Conven-
tion Center, Portland, Ore. Contact: Farwest 
Show, 2780 S.E. Harrison, Suite 102, Mil-
waukie, OR 97222; 800/342-6401. 

AUG. 3 1 Eastern Pennsylvania Pesticide Insti-
tute, Days Inn Conference Center, Allentown, 
Pa. Contact: Pennsylvania Nurserymen's As-
sociation, 717/238-1673. 

SIP. 7 - 1 1 RISE Annual Meeting, Ritz Carl-
ton, Naples Fla. Contact: Responsible Industry 
for a Sound Environment, 1156 15th St. NW, 
Suite 400, Washington DC 20005; 202/872-
3860. 

SEP. 8 - 9 Southwest Horticultural Trade Show, 
Phoenix Civic Plaza, Phoenix, Ariz. Contact: 
Cheryl Goar, Arizona Nursery Association, 
602/966-1610. 

SEP. 1 3 - 1 4 Turfgrass Research Conference 
and Field Day and Landscape Management 
Research Conference and Field Day, Univer-
sity of California, Riverside. Contact: Cindi 
McKeman, registration coordinator/research 

Landscape Curb Machine 

It's finally here. A curb machine that takes the work out 
of installing landscape curbing. The "LiP Bubba" has a newly 
patented stainless auger which provides tighter com-
paction at a faster rate. " L I P Bubba" has the short-
est wheel base of any curb machine enabling it to turn a 
shorter and t ighter radius when pouring curb below 
ground level. With "LIP Bubba" you will add enormous 
profits to your current business. 

Whidden Manufacturing Co., Inc. 
P.O. Box 7 2 1 0 0 0 , Orlando, FL 3 2 8 7 2 - 1 0 0 0 

( 4 0 7 ) 381-9880 , Fax ( 4 0 7 ) 381 -2194 

Tuesday, August 9, 1994 
9 am - 4 pm 

^ A K £ ^OUNITY ^¡{iRSERY 

5052 S. Ridge Rd. (Rt. 84) 
Perry, Ohio 44081 

Registration Fee: $15 - Students: $7.50 (Includes Lunch) 

Over 2 0 0 Exhibi tors 
Equipment Demonstrations B5* Special Guests 

Bar Visit over 1 0 0 Local Nurseries bs- Wagon Tours 
Free Pop & Ice Cream B3" Educational Seminar 

B3* Walking Tour of the Mary Elizabeth Gardens 
For more Information: 

Associated Green Industries 
Po. Box 14824 
Columbus, Ohio 43214 
614-263-9311 
800-860-8107 Ohio only 
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conferences. Department of Botany and Plant 
Sciences, University of California, Riverside, 
CA 92521; 909^787-3423. 

SEP. 18-21 ALCA Interior Plantscape 
Division Conference & Trade Show, Mirage 
Hotel, Las Vegas. ALCA's Certified Landscape 
Professional Exam takes place Sep. 21. Contact: 
Associated Landscape Contractors of America, 
12200 Sunrise Valley Drive, Suite 150, Reston, 
VA 22091; 703/620-6363. 

SEP. 18-21 Florida Turfgrass Association 42nd 
Annual Conference and Show, Broward County 
Convention Center, Fort Lauderdale. Contact: 
FTGA, 302 S. Graham Ave., Orlando, FL 
32803; 800/882-6721 or 407/898-6721. 

SEP. 20 -22 Virginia Tech Turf and Landscape 
Field Days, Virginia Tech Campus, Blacksburg, 
Va. Contact: J.R. Hall III, 703/231-9736. 

OCT. 8 -11 ASLA Annual Meeting & Expo, 
San Antonio, Texas. Contact: Janet Rowson, 
American Society of Landscape Architects, 
4401 Connecticut Ave. NW, Fifth Floor, 
Washington DC 20008; 202/686-2757. 

OCT. 12 Texas A&M Ornamentals Field Day, 
Texas A&M University & Extension Center, 
Dallas. Contact: Texas Agricultural Experiment 
Station, 214/231-5362. 

OCT. 12 -13 23rd Annual Pacific Hort Expo, 
San Diego Convention Center, San Diego. 
Contact: Margo Jonsson, 916/567-1133. 

OCT. 19 -20 ASA 1994 Annual Convention, 
Hershey Lodge and Convention Center, Her-
shey, Pa. Contact: Atlantic Seedsmen's Asso-
ciation, 298 E. McCormick Ave., State 
College, PA 16801; 814/237-0330. 

OCT. 2 1 - 2 3 New Jersey Shade Tree Fed-
eration 69th Annual Meeting and Tree Expo, 
Seasons Resort and Conference Center, Mc-
Afee, N.J. Contact: Bill Porter, N.J. Shade 
Tree Federation, P.O. Box 231, Blake Hall, 
Cook College, New Brunswick, NJ 08903; 
908/246-3210. 

NOV. 5 -8 IA International Irrigation Expo-
sition, Inforum/Apparel Mart, Atlanta. 
Contact: Irrigation Association, 5260 Willow 
Oaks Corporate Dr., Suite 120, Fairfax, VA 
22031; 703/573-3551. 

NOV. 6 - 9 National Institute on Park and 
Grounds Management, Twin Towers Hotel, 
Orlando, Fla. Contact: NIPGM, P.O. Box 
1936, Appleton, WI 54913; 414/733-2301. 

NOV. 8-11 Turf and Grounds Exposition, Roch-
ester Riverside Convention Center, Rochester, 
N.Y. Contact: New York State Turfgrass 

Association, 800/873-TURF or 518/783-
1229. 

NOV. 14-16 Turfgrass and Ornamental 
Seminar, West Lafayette. Contact: Midwest 
Regional Turf Foundation, P.O. Box 2285, 
West Lafayette, IN 47906; 317/494-8039. 

NOV. 14 -17 Green Industry Expo, St. Louis, 
Mo. Co-sponsored by the Associated Land-
scape Contractors of America, the Profes-
sional Grounds Management Society and the 
Professional Lawn Care Association of 
America. Contact: GIE, 1000 Johnson Ferry 
Road, NE, Suite C-135, Marietta, G A 30068-
2112:404/973-2019. 

NOV. 15 ALCA Certified Landscape Pro-
fessional exam, St. Louis, Mo. Contact: 
ALCA. 122(H) Sunrise Valley Drive, Suite 
150, Reston, VA 22091; 703/620-6363. 

NOV. 17-19 Tree Care Industry Expo, Penn-
sylvania Convention Center, Philadelphia, 
Pa. Contact: National Arborist Association, 
P.O. Box 1094, Amherst, NH 03031-1094; 
800/733-2622. 

DEC. 6 - 9 Ohio Turfgrass Foundation Con-
ference and Trade Show, Columbus, Ohio. 
Contact: OTF, 2021 Coffey Road, Columbus, 
OH 43210; 614/292-2601. 

A re you 
reading 

oomoona 

copyof 

-.Lawn & Landscape 
MAINTENANCE 

To 
become a 
subscriber 

call: 
In 

Industries 

Factory Direct Sale 
Retail $239 

SALE $179 

Flat, 2-wheeled 
balanced load 

Move trees, boulders 
up to 1,200 lbs. 

Easy rolling 
wagons 

905 N.E. Cleveland Ave. Gresham, 0B 97030 Ph. 503-666-2249 

^ Call Now 1-800-533-3192O 
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Classifieds 
RATES 

All classified advertising is 75 cents per word. 
For box numbers, add $1 plus six words. All 
classified ads must be received by the publisher 
before the first of the month preceding publica-
tion and be accompanied by cash or money order 
covering full payment. Submit ads to: Lawn & 
Landscape Maintenance magazine, 4012 Bridge 
Ave., Cleveland, OH 44113. Fax: 216/961-0364. • • • 

BUSINESS OPPORTUNITIES ~ 
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 organic-based lawn care. The 
franchise opportunity of the 90s. 800/989-5444. 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liq-
uid, slow-release fertilizer products direct from 
manufacturer. 800-832-9635. 

BUSINESS EXPANSION 
Emerald Green,® a comprehensive business for-
mat backed by executives with decades of pro-
fessional lawn care experience, provides you 
with the leadership to start a new business, ex-
pand into a new service line, or convert and 
expand your present lawn care operation. No 
product gimmicks...no exotic equipment to buy. 
Learn more about this 21st century franchise 
opportunity. Franchises now being awarded na-
tionwide. "YOU'LL SEE THE DIFFERENCE." 
Minimum cash required, S27K. 8007783-0981. 

GREEN PRO SEMINAR 
You can make more money staying indoors on 
Aug. 24 than you would working outside. If you 
are a lawn care specialist, landscaper or arborist, 
you'll want to attend a remarkable seminar Aug. 
24 in suburban Long Island, N.Y. The day will 
begin with experts with decades of experience 
teaching you how to make your business more 
profitable and successful in the expanding field 
of organics. Then a team of marketing and sales 
professionals will show you how to attract new 
customers. And, finally, you'll learn how to get 
more business out of the customers you already 
have. We're so sure that you'll profit from the 
seminar, we're offering a money back guarantee 
to provide it. So call today and sign up. Atten-
dance is limited. And make more money without 
visiting a single home. GREEN PRO SERVICES, 
800/645-6464. 

• • • 

JOIN ALCA 
Are you on the cutting edge? The members of the 
Associated Landscape Contractors of America 
(ALCA) are among the most successful land-
scape companies in the country. Whether your 
company is large or small, ALCA can help you 
make the most of your resources and talent. Call 
Anne at ALCA today, 800/395-ALCA. 

BUSINESSES FOR SALE 
LAWN CARE SERVICE 

EXCELLENT OPPORTUNITY. Spraying lawn 
care service, well-established, 9 years old, cov-
ering three counties, room for good growth and 
many add ons. Located in south Arkansas. Call 
after 5 p.m., 501/725-2450. 

MOWER PARTS FIRM 
Commercial mower parts firm. Includes nation-
wide customer list, inventory, computer system 
and vendor list. Asking $60,000. Reply to Lawn 
& Landscape Maintenance, Box 369, 4012 
Bridge Ave., Cleveland, OH 44113. 

LAWN CARE SERVICE 
Well-established, nine-year-old lawn care ser-
vice located in western Pennsylvania. Gross 
sales approximately $1 million/year. Reply to 
Lawn & Landscape Maintenance, Box 366, 
4012 Bridge Ave., Cleveland, OH 44113. • • • 

GROUNDS MAINTENANCE 
A 10-year-old, established commercial grounds 
maintenance corporation, in beautiful Pike Peak 
area. Established commercial accounts, excel-
lent equipment, vehicles, quality personnel, of-
fice equipment, space, warehouse. Turnkey op-
eration. Poor health necessitates selling. Mail all 
inquiries to: P.O. Box 6818, Woodland Park, 
CO 80866. 

• • • 

GREAT LAWN SERVICE! 
Established for eight years. Specialize in quality 
residential/commercial lawn care. Located in an 
expanding community with all the beauties of 
the Pacific Northwest. Plenty of room to expand 
two-fold from approximately 100 accounts. Re-
ply to Lawn & Landscape Maintenance, Box 
370,4012 Bridge Ave., Cleveland, OH 44113. • • • 

LAWN SERVICE 
Fully equipped, well-established lawn service. 
$20K-plus in equipment; $100K-plus in sales. 
Sell for $65K. P.O. Box 1277, Port Richey, FL 
34673-1277. 

WANTED TO BUY 
LAWN CARE SERVICE BUSINESSES 

If you have been thinking about selling your 
lawn care service business we are interested. 
There are many options and possibilities. All 
communication is strictly confidential. Reply to 
LLM, Box 363, 4012 Bridge Ave., Cleveland, 
OH 44113. 

• • • 

HYDROSEEDERS & STRAW BLOWERS 
Any make, any model, any condition. Call Neil 
Reinecker at 800/245-0551, or send photo with 
description and asking price. 

FOR LEASE 
TRUCK & EQUIPMENT 

TBUCK 61 EQUIPmm LEASHIG 
• Low Initial Investment 
• Low monthly Payments 

• Quick Turnaround 
• Personalized Service 
cm us/) mourns 

800-766-2876 

i LEASING, INC. i 

I65ñ Park Drive. Wilmington. Oh 

FOR SALE 
LAWN CARE EQUIPMENT 

Hannay reels new in-the-box. El526s, El530s, 
$389; lawn/tree hose, 250 psi, 600 psi, 800 psi, 
all sizes; Imler measuring wheels, $54.95; glyc-
erin-filled gauges, 0-60 psi to 0-1,000 psi, $ 19.95; 
ChemLawn guns, $80.85; lawn spray boots, 
$16.95; lawn spray gloves, $ 1.95/pair. 
Call Hersch's Chemical Inc. 
810/543-2200 

80Q/THE-LAWN (843-52%) outside Michigan 

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

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

WORK CLOTHES 

W O R K PANTS THAT ARE 
A CUT ABOVE THE REST. 

rt tough! Dickies "Original No-Iron" 
/ork Pants. Lost longer. Fit better on 
the job. Feel better on your body. 

Guaranteed. Call for your 
free catalog today. 

TOLLfREE 180MICKIES 
ASK FOR OPERATOR 16 

GOVERNMENT LAND 
GOVERNMENT LAND now available for claim 
(including agricultural). Up to 160 acres/person. 
Free recorded message: 707/448-1887. (4NK8) 
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INSURANCE 

C O M M E R C I A L I N S U R A N C E FOR 
L A W N C A R E F I R M S 

"GREEN I N D U S T R Y SPECIAL ISTS" 

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 

Co lumbus , O H 43215-5917 

• • • 

GROUNDSCAPING SUPPLIES 
Hot off the press. Landscapes Supply Corp.'s 
1994 catalog. Save "big bucks." Buy 
groundscaping supplies and maintenance equip-
ment, engines, parts and accessories at whole-
sale. Call 800/222-4303 for your free catalog. 

PREMIUM REPLACEMENT PARTS 

= Premium 
¡ T h o m a s Reptofemen t 

ll> DISTRIBUTORS, NC. "BiXS 

S C A G 
D U A L W H E E L B E L T 

( F I T S A L L M O D E L S ) 

O E M # 4 8 2 0 2 ^ A I L B * * 

Part#: 
W S J T - 9 8 7 9 P 

O N L Y $22.50 
O U R 1 4 4 P A G E C A T A L O G 
H A S O V E R 3 0 0 0 P R E M I U M 

R E P L A C E M E N T P A R T S F O R 
O U T D O O R P O W E R E Q U I P M E N T , 

C A L L F O R A F R E E C A T A L O G 

1-800-828-7980 

BIDDING STRATEGIES THAT WORK 
BIDDING is the first vital step in the success of 
a business. Now available! A book with answers 
on BIDDING. Our book, Bidding & Contracts: 
Your Key to Success, was bom of experience not 
theory. Send $42.95 to: Profits Unlimited, 3930-
B Bardstown Road, Louisville, K Y 40218; 502/ 
495-1351. 

• • • 

COMPUTER SOFTWARE 
Dynamic COMPUTER SOFTWARE will help 
you make money. Easy to install and use. The 
system is designed to deliver increased profits 
for LAWN IRRIGATION service providers 
through improved scheduling, dispatching, esti-
mating and billing. Accounting modules avail-
able. NorthEastem Research Associates, phone/ 
fax, 516/569-5493. 

• • • 

GARDENER'S SOFTWARE 
Gardener's Software (Billing, A/R mgmt.). 
Dramatically saves you time and provides no 
more hassle for end of the month billing. Easy 
to learn for those who are "computer allergic," 
and easy to operate for non-typists. DOS/386/ 
2MB RAM. For trial version software, send a 
check for $8 to: N.P.C./P.O. Box 3154, Ontario, 
California 91761. Include your mailing address 
and specify 3-1/2-inch or 5-1/4-inch diskette. 
Or call 909/947-5954 (10 a.m.-7 p.m. /P.T.). 

HELP WANTED 
MIDWEST MANAGER 

KAPP'S GREEN LAWN INC. seeking man 
ager for our Midwest facilities. Present locations 
are Fort Wayne, Ind.; Indianapolis; St. Louis; 
and Pittsburgh. Minimum three years' manage-
ment/operations experience required. Excellent 
salary with large end-of-the-year bonus based 
on performance. Health insurance and new ve-
hicle included. Starting package, $45,000 to 
$50,000, depending on past success and experi-
ence. Come work with one of America's fastest 
growing lawn care companies that's on the move 
and "cares" for its employees! Send resumes to 
Mike Markovich, P.O. Box 9038, Fort Wayne, 
IN 46899-9038, or fax resume to 219/432-7892. 

LANDSCAPE MANAGER -
CONSTRUCTION 

Large, established firm with reputation for ex-
ceptional quality, seeking personable and enthu-
siastic individual to manage multiple crews in 
construction division. Must have strong organi-
zation and people skills with in-depth knowl-
edge and experience in customer sales, estimat-
ing and field supervision. Four to five years 
experience (Southern climate) and college de-
gree preferred. Environmental Landscape Ser-
vices, 5190 Crest view Dr., Memphis, TN 38134; 
901/382-9000. 

• • • 

LANDSCAPE MAINTENANCE 
SUPERVISORS 

Landscape maintenance supervisors needed with 
established background in commercial land-

scape and irrigation. We are looking for quality-
conscious, energetic, team-oriented industry 
professionals. Must be able to make decisions 
and be creative, self-motivated with strong 
organizational skills. We provide continuous 
training and offer competitive salary/benefits. 
Good driving record and pre-employment drug 
test required. EOE. Send resume to Northwest 
Landscape Industries, 16075 S.W. Upper Boones 
Ferry Road, Tigard, OR 97224. 

MANAGER/PART OWNER 
Central Pennsylvania lawn care company seek-
ing manager with potential part ownership. 
Minimum five years experience in chemical 
lawn care operations. Commercial and residen-
tial. Complete with salary and benefits. Mail 
resume to: P.O. Box 1605, Delaware, OH 43<) 15. 

• • • 

AREA PERSONNEL 
Landscape maintenance company has immedi-
ate openings for experienced area managers, 
superintendents and foremen in the San Fran-
cisco, East and North Bay and Sacramento, San 
Joaquin Valley areas. The company seeks ener-
getic, self-motivated, team-oriented individuals 
with good communication and strong leader-
ship skills. Send resume with salary history to: 
Coast Landscape Management Co., 1001 Madi-
son St., # 100, Benicia, C A 94510, or fax to: 707/ 
747-0398. EOE. 

• • • 

LANDSCAPE MANAGER 
Green Thumb Enterprises Inc., a nationally 
ranked, award-winning landscape contractor, is 
seeking a qualified area manager for our north-
ern Virginia branch office. Applicant must have 
minimum three years similar experience in the 
quality management of full-service commercial 
landscape maintenance projects. Duties will in-
clude budget preparation and oversight, quality 
control, staffing and supervision, client interac-
tion and enhanced sales. This is an excellent 
opportunity for a dynamic, motivated individual 
to advance personally and professionally with a 
growth-oriented firm. Qualified, interested can-
didates should send resume, complete with ref-
erences, to: Green Thumb Enterprises Inc.,42461 
John Mosby Highway, Chantilly, VA 22021. 
Attention: M. Gerard Chauvin. 

MANAGERS & SUPERVISORS 
One of the nation's largest and fastest-growing, 
full-service landscape companies has an imme-
diate need for experienced maintenance manag-
ers and superintendents, as well as entry level 
maintenance supervisors in the Midwest, South-
west, mid-Atlantic, Northeast and Southeast 
states. The company seeks energetic, team-ori-
ented college graduates with proven leadership, 
communication and interpersonal skills. The 
company offers full-time positions, excellent 
advancement opportunities and exceptional com-
pensation and benefits with an industry leader 
celebrating 54 years of uncompromising cus-
tomer service. For immediate confidential con-
sideration, please send or fax your resume to: 
The Brickman Group, Ltd., Corporate Office, 
375 S. Rowers Mill Road, Langhorne, PA 19047; 
215/757-9630. EOE. • 
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Product Profile 
(continuedfrom page 81) 

the trucks used by Lawnscape are equipped 
for a variety of tasks. The trucks are multi-
compartmented, so technicians are able to 
apply different products to different lawns 
out of the same vehicles. 

OUT TO PASTURE. His use of Roundup her-
bicide in turf renovation is another prime 
example of the efficiency for which he 
strives. Why renovate? According to Wills 
it's usually necessary because of drought, in-
sect or disease damage. 

"A lawn has a life span of seven to 10 
years." he explained. As lawns get older, 
they have more problems getting through a 
dry spell, or getting through those 30-degree 
nights, Wills explained. "Instead of letting 
the lawn live out its life span, you want to do 
some periodic renovations to improve 
vitality. And that usually means some 
herbicide work to give the new seed the best 
possible chance of full germination." 

Clifton suggested scalping the lawn to get 
more soil surface. "Always do a core 
aeration, if it hasn't already been done, to 
loosen up the soil. Often, you'll do either an 
entire herbicide application or some spot 
work. You certainly want to remove any 
undesirable plants before you seed. 

"We begin by spraying herbicide at higher 
labeled rates on the turf areas that need to be 
redone. We choose Roundup because it 
translocates through the whole plant and 
weed control is complete," Wills said. "It's 
easier to rip something out if the root is dead 
than if it's still alive." 

FREEING UP LABOR DOLLARS. Herbicide 
use is also responsible for a significant return 
on our investment" according to Wills. "Labor 
is many more times expensive than the her-
bicide. Whenever you can do an eradication 
process with Roundup, you're doing it faster 
and will be time and money ahead." 

Wills cited a recent example: "We were 
working in an area that would have required 
two of our men doing three days of mechan-
ical work. For one thing, a complete kill isn't 
ensured by mechanical means. What we're 
usually trying to remove are those hard-to-
kill, unwanted grasses, which all have a deep 
root system," he explained. "Sure we could 
come in with a sod cutter and completely 
eliminate the grass down to the bare dirt. But 
that grass is going to come back through the 
seed bed or new sod. So you really have to 
control it first. Using Roundup, we reduced 
the work to two men for one day. And we 
used about 20 ounces of the product. 

"The mechanical job would have taken 
about 48 man-hours. Instead it was a 16-hour 
job. That saved the company 32 hours of 
work, for the investment of a few dollars 
worth of Roundup." 

Wills is also proud of his company's ferti-
lization program, which the firm considers 
proprietary information. "We feel we know 
things about Southern California lawns that 
no one else recognizes. We know what to do 
and when to do it — in order to 'punch' the 
grass up or set it down a bit. 

"Fertilization takes place year-round out 
here. Each one of our service calls includes a 
feeding. Our minimum application schedule 
is six times a year to ensure a good, healthy 
lawn. Whatever you put down will last about 
two months. The quality of the lawn will 
increase each time you fertilize and then it 
decreases again, sort of a wave effect. What 
you should do is maintain a steady quality 
level. With monthly applications you can 
flatten out the variances." 

"We think it's vital to avoid offering a 
'standard' program, in all aspects of our ser-
vice spectrum," Clifton summed up. "If 
you're going to be successful in this busi-
ness, you have to provide non-standard re-
sults. And you just can't do that with stan-
dard programs." • 
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Confidence 
for Today's 
Environment 
You want your customer to be 
confident in you and the insec-
ticide you use on her lawn. 
Confident that it does the job 
quickly and without problems 
for today's environment. 

SCIMITAR® turf and 
ornamental insecticide gives 
your customer this confidence. 
Applied at a much lower rate 
than other popular insecticides, 
SCIMITAR controls major turf 
insects in seconds. Pests like 
chinch bugs, sod webworms, 
mole crickets and ants. And 
without the odor that often 
raises a customer's concern. 

Plus, it's a non-restricted use 
insecticide that doesn't harm 
turf and ornamental plantings. 

Give your lawn care cus-
tomer confidence for today's 
environment. With SCIMITAR 
turf and ornamental insecticide. 

For more information, con-
tact your Zeneca representative, 
or call 1-800-759-2500. 

Sc 

Z E N E C A 
Professional Products 
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Work, work, work. 
That's all they ever do. 

Whether you're mowing a lot of 
lawn, unloading a ton of mulch or 
grading off a new yard, a Ford compact 
diesel tractor just plain works and 
works. Fact is, this reliable, hardworking 
machine helps make all of your 
landscaping jobs easier. 

Easy does it 
With a Ford compact tractor, it's 

easy for you and your crew to work 
your best. 

That's because it's easy to operate. 
Choose the transmission—including 

hydrostatic and shuttle shift—that 
matches the work you do most. A 
540-rpm PTO powers a wide range of 
implements and attachments. And 
optional 4WD increases your 
productivity on wet or muddy job sites. 

It's also easy to rely on. With its 
bigger cubic-inch displacement engine, 
heavy-duty rear axles and cast iron 
housings, this tractor just keeps working. 

Just as important, a Ford compact 
tractor is easy to maintain. With 
features like easy-to-reach routine 
service points and a hood that's easy to 
raise even with a loader or front blade 
attached. 

Long working relationship 
See your Ford New Holland dealer 

today and start a long-term working 
relationship with a Ford compact diesel 
tractor, available in nine models from 
16 to 43 gross hp. Then get to work, 
work, work. 

P£W HOLLAND 

The winning team BEARD 
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