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Introducing the new Grand L Series. 

Features Benefits 

A new transmission allows you 
to shift-on-the-go between the four 
main gears and forward to reverse. 

You can work more quickly 
and efficiently. 

A larger-diameter clutch disc improves 
operating efficiency and has a longer life. 

You won't spend as much 
on maintenance costs. 

T h e independent P T O can be switched 
on and off without stopping. 

You can work without 
being interrupted. 

A new low-noise, low-emission, 
E-TVCS diesel engine delivers more 

power with higher torque rise. 

You can get more work 
done in less time. 

A full-floating ISO-mounted 
flat deck provides ample legroom 

and minimal vibration. 
You'll be more comfortable. 

T h e quick attach front loader has high 
lift height and powerful lift capacity. 

You can move larger loads 
with less effort. 

Now all you have left to 
complain about is the weather. 

K u b o f o 
KUBOTA TRACTOR CORPORATION 

For more information, write to: Kubota Tractor Corporation, PO. Box 2992, 
© 1994 Kubota Tractor Corporation Torrance, CA 90509-2992. Financing available through Kubota Credit Corporation. 
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into a $222 million, full-service conglomerate today. Shrouded in century-old 
tradition, the company's focus holds steadfastly on the future. 

Subsurface Injection 
0 4 Gives Tree Roots a Boost 
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Editor's Focus 
THE ENTREPRENEURIAL spirit has been 
heralded as the driving force of small busi-
nesses across the United States. Who, after 
all, can be credited for some of the greatest 
achievements in U.S. history if not the self-
made person? 

All of us have heard stories about our 
great-grandparents trekking across snow-
covered fields to attend school; that is after 
first waking before dawn to do household 
chores. For competitive or selfish reasons, 
it's these stories that have driven millions to 
achieve a higher level of success than their 
family and peers. 

The lawn and landscape industry is com-
prised of an assortment of success stories 
from the corporate giants on down to the 
neighborhood mom and pop shops. Over the 
years, Lawn & Landscape Maintenance has 
profiled an extraordinary array of adept lawn 
and landscape contractors in an effort to raise 
the level of professionalism in this industry. 
After all, why reinvent the wheel when the 
answer is right in front of you? 

From the cover profile to the business stories 
on the pages of LLM, we drive home this truth 
every month as we delve into business minds 
of the men and women behind the industry's 
success stories. While we've reported the 
business details behind these achievements, 
such as start-up capital, equipment selection, 
profit and loss statements and so on, we 
haven't necessarily explored the entrepre-
neurial mind vs. the mind of small-business 
owners — assuming there is a difference. 

I choose to believe there is a distinction. 
While most anyone can be the owner of a 
small business, it's almost rare when a true 
entrepreneur walks onto the scene. 

What does it take to label oneself an 
entrepreneur; someone who really takes the 
world by storm? 

Compiled from a variety of business 
sources, here's a list of differences between 
the two entities: entrepreneurial minds are 
said to aim to build substantial companies, 
know that growth is the best antidote to 
failure, innovate and differentiate, focus on 
opportunity, have long-range vision, use 
change, take calculated risks, continually 
improve their skills and have an unusually 
high rate of success. 

On the other hand, typical small-business 
owners want only to create jobs for them-
selves, cling to the status quo, imitate, pro-
vide basic services, focus on problem-solv-
ing and coping, fear change, have a survival 
mentality and have a high rate of failure. 

Which category do you fit into? 
Entrepreneurialship means thinking big 

and envisioning the entire picture. The entre-
preneur creates true independence by invent-
ing businesses that work without their pres-
ence rather than creating jobs which they 

must slave away at. 
Depending on the size of your company, 

you may not be able to "get away" indefi-
nitely, but you should have the resources in 
place so the business can function — even 
flourish — in your absence. Delegate, direct 
and spread the company mission. Then, and 
only then, can the entrepreneur recognize and 
seize real opportunity. 

In recent months, leading business pub-
lications have dissected the importance of 
Generation E (a group as different as you can 
possibly get from the so-called Generation X 
— 20- to 35-year-old social castaways). The 
Generation E group looks for opportunities 
where fortunes were lost. 

This stereotypical group is signifiant as the 
United States battles its way out of a stagnant 
economy. This generation will take the risks, 
make the hard choices and grow when every 
business indicator tells you it can't happen. 

This is not the same as runaway growth. En-
trepreneurialship is not primarily about com-
pany size and revenues. Results to a recent 
survey in Success magazine indicated that en-
trepreneurialship is defined by the mind-set of 
the business owner. 

And what are the business priorities of these 
overachievers? Ensuring quality, recruiting 
and keeping a winning staff, improving prof-
its, finding new markets, educating employ-
ees, keeping pace with technology and devel-
oping new products. 

Sound familiar? 
The lawn and landscape industry is flush 

with entrepreneurs — those willing to 
contribute to the growth and vision of the 
overall industry in addition to their personal 
success. This year should be one of respect-
able growth for the green industry. A time 
when vision can become reality. Don't let it 
pass you by. — Cindy Code • 
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GRADUATE 
to the 

ALL-PURPOSE 
FUNGICIDE. 

ConSyst ® 

P.O. Box 900 • Alpharetta, GA 30239 • 404-475-4837 

the chemical cost. 
ConSystR fungicide is both curative 

and preventive to a broad spectrum of 
common and resistant diseases. It is also 
fungistatic to many diseases including 
pythium. And now it carries a new non-
restrictive EPA label. 

r CHEMICAL COMPANY 

We'll tell you why ConSyst® is truly the all-
purpose fungicide and we'll prove to you how 
ConSyst® is a better value while giving you 
superior disease control. 

Superintendents and turfgrass 
managers are hailing ConSyst^, their 
all-purpose fungicide.. .saying it is the 
only fungicide they have used that will 
control so many diseases at so low a cost. 
Many have found that, by using Con-
Syst R, they get better control for half 

CaCC lis! 
1-800-621-5208 
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Business Watch 
LAWN AND LANDSCAPE maintenance 
professionals seeking new construction jobs 
will enjoy hearing that sales of new homes 
edged up in February (see graph at right), 
recovering from a record decline a month 
earlier and raising new hopes about the real 
estate market this spring. The 1.9 percent 
rebound followed a 26.1 percent decline in 
January, which was attributed to bad weather 
and unsustainably high December sales. The 
January report was the steepest single-month 
plunge since 1963. 

Regionally, February home sales rose 28 
percent in the West, but fell everywhere else: 
10.6 percent in the Northeast, 10.2 percent in 
the Midwest and 5.8 percent in the South. 
Analysts are concerned about rising 
mortgage interest rates, which now average 
7.8 percent, up from a 25-year low of 6.74 
percent in October. Rising interest rates will 
eventually cause home sales to slow. 

A bright spot for home sales, Seiders 
pointed out, is a tax change announced in 
March by the Internal Revenue Service. 
Home buyers may now deduct the mortgage 
fees, or "points," paid on their behalf by the 
seller. The rule change is retroactive to 
homes sales after Dec. 31, 1990. 

UNEMP LOYME NT RATE 
DEC. 
6.4 

JAN. 
6.7 

FEB. 
6.5 

MAR. 
6.5 

CONSU MER PRICE IN DEX* 
DEC. 
+0.0 

JAN. 
+0.3 

FEB. 
+0.3 

MAR. 
+0.3 

*Percent change from preceding month 
(seasonally adjusted). 

Source: Bureou of the Census 

Source: Bureau of the Census Source: Notional Association of Realtors 

WEATHER WATCH 

U W A M O F H U 
The combination of heat and humidity aives the 
which is a measure of how dangerous the combii 
line where the two meet is the apparent temperaturi 
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60-DAY OUTLOOK 
FOR MAY AND JUNE 

Temperature Probability 

130 

Example: Temperature 100° F and relative humidity of 60 percent. The 
apparent temperature is 130* on the edge of the "extremely hot" range. 

I The dangers 
in each range 
of apparent 
temperatures 

Heatstroke imminent. 
Very hot 

I wfetfy ¿y-iäüT 
Physicol octMty could be 
more fatiguing rhon usual. 

Source: American Meteorological Society 

THE NATIONAL 
Weather Service's 60-
day outlook for May 
and June calls for a 55 
percent probability of 
below normal temp-

eratures from north-
western Minnesota to 
central Ohio and West 
Virginia. Probabilities 
exceed 60 percent in 
the northern Great 
Lakes region and New 
England. 

There is at least a 55 
percent chance of 
above normal temp-
eratures in the central 
high plains and 
western Texas. 

Greater than normal 
precipitation is expected from central Colorado eastward to 
Arkansas and Missouri and then southeastward to Mississippi. 

I Above average 
I Below average 
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1991 1992 

1993 

At This Rate, Our Next Hydrostat Mower 
May Be Available With A Hot Tub. 

Every year since 1991, Bunton has improved and expanded our Hydrostat line. This year, we've complemented 
our Riding and Walk-Behind Hydrostat Mowers with our new Commercial Zero-Turn Hydrostat. 

Now, no matter what your cutting needs are, Bunton has the right hydro for the job. We offer versatility, with 
18 models to choose from in cutting decks that range from 36" to 71". We offer maneuverability, with wider rims 
and 4-ply tires. And we offer technology, with patented air-induction systems and state-of-the-art engines. 

With or without a hot tub, Bunton is the best choice for you. For more information 
or a demonstration, contact your Bunton representative or call us at 502-966-0550. 
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Environmental Forum 
TELLING THE STORY. The lawn service 
industry doesn't have the big bucks to 
promote itself to the general public like 
some other industries do. But that 
doesn't mean its environmental mes-
sage should not be heard. 

In fact, a task force of the Profes-
sional Lawn Care Association of 
America is laying the groundwork to 
gear up a public-awareness campaign 
this summer. 

Helping spearhead the effort is 
Terry Kurth of Madison, Wis., the 
owner of five Barefoot Grass fran-
chises. Kurth is working with the task 
force and with PLC A A's public rela-
tions committee to plan and implement 
a campaign which will tell the 
industry's story to the national media. 

'The Good Housekeeping and Fam-
ily Circle articles have hurt us in the 
past," said Kurth, "but we can't afford 
to do what the plastics industry has done — 
spend millions of dollars on radio and TV." 

Instead, the PLCAA task force is attempting 
to raise up to $60,000 by next year for its 
initial efforts. The money will help update 
existing press kits and make it easier for 
PLCAA to approach national media like 
ABC-TV's "Good Morning America" 
program, he said. Up to $40,000 is being 
sought from suppliers, said Kurth, and lawn 
service operators also will be asked to 
contribute. 

Although the PLCAA effort will work in 
conjunction with the Responsible Industry for 
a Sound Environment, it's important for 
PLCAA and individual members to take the 
lead, according to Kurth. 

"There are things we (individuals) can bring 
to the table and PLCAA can bring to the table 
that RISE cannot," Kurth said. "It's (RISE) a 
great organization and it's needed, but people 
see it for what it is — a consortium of 
chemical companies." 

Individuals, on the other hand, can "soften" 
the message that well cared for turf benefits a 
broad spectrum of society and that occasion-
ally it needs lawn medicine. 

"We are the front-line troops, and we have 
children and concerns too," Kurth said. 
"We're all in agreement that the benefit (of 
sound turf) outweighs the risks, but now we 
have to be proactive, and not defensive, about 
saying that." 

Once that message gets across at the nation-
al level, efforts will concentrate on telling the 
same story to editorial boards of local news-
papers across the country, Kurth said. Then, 
the participation of local lawn maintenance pro-
fessionals, who are known in their own com-
munities, will be even more important, he said. 

Key messages identified by the task force 

and by PLCAA's PR committee are: 
• Well-maintained turf and landscape areas 

benefit everyone. Those benefits are possible 
through responsible application of lawn care 
products and services. 

• Lawn care practices following integrated 
pest management/turf health care concepts 
are environmentally sound. 

• The lawn service industry — its members 
and the products they use — is already 
regulated. 

It will be particularly important for the 
public relations effort to target columnists, 
editorial writers and commentators, said 
Kurth. "That is the type of positive notoriety 
that we can't afford to buy." 

ENVIRONMENTAL ADVERTISING. The green 
industry certainly has a green message to tell: 
The industry not only cares for the environ-
ment, but enhances it as well, improving the 
quality of life for clients and others. 

Yet that message may not be communi-
cated effectively, especially in the advertising 
efforts of landscape contractors, lawn service 
companies and others in the business. 

Contractors who use consumer advertising 
to attract customers would be well served to 
heed the findings of a recent study done by 
the market-research firm of Roper Starch 
Worldwide of Mamaroneck, N.Y. 

Results of the study — comprising 22,516 
readers who looked at more than 300 "green" 
ads published in 186 magazines since 1991 
— were reported in The Wall Street Journal 

According to the market research firm, 
companies that jump on the environmental 
bandwagon can't use a scattershot message if 
they hope their ads will yield results. 

Too many "green" ads, the study found, 
made no connection between the company's 

efforts to better the environment and 
how those efforts affected individual 
consumers, according to the report. 

And too often, according to the sur-
vey, ads which didn't strike a respon-
sive cord with members of the sample 
didn't stress the "what's in it for me" 
angle. Too many ads, said the study, 
failed to make the connection be-
tween what the company is doing for 
the environment and how it affects 
individual consumers. 

Philip W. Sawyer, editor of the 
"Starch Tested" newsletter, quoted in 
the Journal, explained that companies 
wishing to capitalize on their environ-
mental contributions shouldn't beat 
around the bush. They should be 
specific about their product's benefits 
for the consumer and not for society in 
general, he said. 

In landscaping and lawn care, compan-
ies have natural areas to emphasize in their 
advertising. Effectively designed and 
installed landscaping, for example, helps 
control air and water pollution and control 
temperature. It can also help reduce erosion 
and reduce energy consumption. 

Moreover, he recommended exploiting the 
visual power in environmentalism. 

"Appeal to a person's ego," Sawyer said. 
"Don't aim ads to save the planet. Most 
people would rather save themselves." 

A GREEN WHITE HOUSE? The federal gov-
ernment doesn't move as fast as private in-
dustry, and 2(XX) still seems a long way off. 
Nevertheless, that's the deadline the Clinton 
administration has set for conversion of the 
White House and the Old Executive Office 
Building in Washington, D.C., into "models 
for efficiency and waste reduction." 

Among the project's elements, as outlined 
in USA Today, two are noteworthy to the 
green industry: Mulching mowers will re-
place the conventional mowers now used for 
cutting the buildings' spacious expanses of 
turf, and a "cascading" water plan will be 
implemented. 

Under that plan, lawns will be watered 
with wastewater from drinking fountains. In 
addition, water will be conserved by the in-
stallation of water-saving devices on all 
faucets. 

"We're going to show you don't have to 
sacrifice comfort to save energy," said Cathy 
Zoi of the White House Office of Environ-
mental Policy. "We're going to demonstrate 
the options are limitless." 

Other moves include greater use of 
recycling bins, more efficient light bulbs 
and the use of energy-efficient computers, 
copiers and fax machines. • 
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With REWARD" herbicide, 
there's no waiting for it to 
go to work. 

Because REWARD is absorbed by 
broadleaf and grass weeds just 
minutes after application. On 
golf courses, around greenhouses 
and nurseries, in right-of-ways — 
wherever you have a weed prob-
lem. And because it works much 
faster than Roundup and other 
herbicides, REWARD can be used 
in a lot more situations. Plus it's 
rainfast in only 30 minutes. 

lb 

Also with REWARD, there's no 
worry about the surroundings. 
lCstays where you spray it, con-

^ trolling weeds without affecting 
noA-target vegetation. 

* — 

£ a * * * 0 

NO WAIT. NO WORRY. 
WAHR* 
** .v, VA v H ' * ~ , « K CVJV " ^ » 

r; ^ 
****** 

REWARD herbicide. For broad-
spectrum weed control without the 
wait —-and without the worry. 

For more information, contact 
your distributor or call Zeneca 
at 1-800-739-2500. 

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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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. 

a lot less and still get excellent fesults 
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 

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 
With the right tactics, you can use most soft-bodied insects and mites. insecticide helps, too. One way to 

A few ways to balai 
thyour love for the era 

i i fe îg 

- -



Studies show that Dursban delivers better chinch 
bug control at lower rates than other insecticides. 

monitor mole crickets, chincli bugs, 
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 
flush 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 
//have some questions. That's why 

ce your hate for insects 
V 1 vou can amilv insecticide we created The Turf Manaerer'« i m n m e n i . 

you can apply insecticide 
accordingly. 

Your insecticide itself 
can also make a difference. 

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

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. 

Mole Cricket 

we created The 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. 
1 For a free copy return the coupon, 

I: or call our toll-free telephone 
number. Because when you 
apply a little knowledge, you 

don't need to apply as much 
insecticide. 

Send me the following 
Management 
Guide(s): 
• Cool Turf 

• Warm Turf 
• Nursery and 

Landscape 
\ Mail to: 

DowElanco, 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: 05 
• Nursery • Lawn Care • Municipal 
• Landscape Contractor • Golf Course 
Address 
City State 
Zip Phone ( ) 

DowElanco 
Hie chemistry is right." 

•Trademark of DowElanco. © 1994 DowElanco. Dursban 
is available in liquid, dry flowable, granular and fertilizer 
formulations. Always read and follow label directions. 
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News in Brief 
NEWS DIGEST 

Maryland Defeats 
Pesticide Ban at Schools 
The Maryland state legislature defeated two 
proposed bills that would have banned the use 
of certain pesticides at schools, and general 
use of some pesticide ingredients. 

The proposed Maryland School Use Pesti-
cide Reduction Act would have banned use of 
"high hazard" pesticides on school grounds. 
The bill ranked high hazard pesticides based 
on the probability of their being human 
carcinogens. 

The second proposal would have prohibited 
the use of a particular organochlorine com-
pound, an organophosphate compound or a 
combination of both in pesticides after certain 
dates and under certain conditions. 

Putnam Resigns 
From the IA 
Charles "Pepper" Putnam resigned his post as 
executive director of the Irrigation Associa-
tion. No specific reason was given for 
Putnam's departure after his three-year tenure 
at the helm of the IA. 

Laura Dorsey, formerly director of commu-
nications, is currently acting executive direc-
tor for the association. The IA's executive 
committee is expected to name a permanent 
executive director in the near future. 

PPEMA Issues 
1994 Outlook 

Shipment of hand-held gasoline-powered 
equipment increased 28 percent in 1993 and is 
expected to increase an additional 5 percent in 
this year, according to the Portable Power 
Equip-ment Manufacturers Association. 

Shipment of trimmers and brushcutters 
jumped about 27 percent in 1993 and are pre-
dicted to increase another 6 percent this year. 
Hand-held blower shipments rose 20 percent 
in 1993 with an additional 9 percent increase 
expected in '94; backpack blower shipments 
increased 28 percent with another 9 percent 
increase expected; and hedge trimmer 
shipments rose 24 percent with an 8 percent 
additional jump anticipated. 

Ruppert Opens 
New Facilities 
The Ruppert Landscape Co. opened new 
facilities in Gainesville, Va., and Forestville, 
Md. The 4.8-acre Gainesville facility com-
prises offices, shop space and a nursery hold-
ing area. The Forestville 2-acre facility in-
cludes office and shop space for the Prince 
George landscape management branch which 
services parts of northern Virginia and Wash-
ington, D.C. 

Family Businesses Fail to Plan 
For the Future, Studies Show 
MOST FAMILY BUSINESS owners want to see family ownership continue after their depar-
ture from the business, but generally fail to prepare for such a move, according to a Massachu-
setts Mutual survey. 

MassMutual surveyed 614 family business owners. The survey criteria called for families that 
own more than half of the business for 
private firms or more than 10 percent 
stock for public firms. In addition, the 
businesses had to meet one of the follow-
ing requirements: other family members 
must be involved in day to day operations; 
the owner must plan to pass ownership on 
to one or more close relatives; or the own-
er must consider the firm a family business. 

According to the survey, family busi-
nesses average 50 full-time employees and 
15 part-time employees. Six in 10 have 20 
or fewer full-time employees. Most of the 
businesses surveyed (84 percent) report 
1992 gross revenues of under $10 million. 

Survey results show family business 
owners are very interested in directing 
who succeeds them but only 21 percent of 
respondents have a written succession plan 
and only 54 percent of those have chosen 
a successor. Six of seven family busines-
ses that have chosen a successor named a 
family member. 

About 24 percent said they do not want 
to pass ownership to a relative. The most 
typical reasons given were that the respon-
dent is not ready to retire, their children 
are not interested in the business or it is 
difficult to keep the business profitable. 
About one in eight said they are ready to 
sell the business. 

Regarding management, the survey in-
dicated that families tend to take an infor-
mal approach to running a business. For 
example, 58 percent of the respondents 
said they do not have a written business 
plan and about as many don't hold regular 
board meetings. Of seven management practices covered in the survey, family business owners 
most frequently use a formal employee review process. About 60 percent said they use set 
compensation plans and written employee manuals less frequently. Only 53 percent maintain 
written job descriptions and 51 percent schedule regular meetings with family members. 

Large family businesses (more than 250 employees) make greater use of management tools 
but are less likely to have a written succession plan. Eighty-three percent of the owners of large 
family businesses intend to pass on their stake in the business, but only 10 percent of those 
firms have a written succession plan. 

Interestingly, while 89 percent said increasing profitability is a top financial goal for their 
firms, only 37 percent rated growth a high priority. Close to two-thirds consider providing ac-
cess to capital for the business and reducing the business' debt level very important goals. Least 
emphasis is placed on matters not directly related to family or the balance sheet, such as expan-
sion and providing liquidity to shareholders. 

Other survey results showed: 35 percent of the family businesses were started by a previous 
generation; 17 percent of all family businesses go back two or more generations; in 40 percent 
of family firms, the spouse is involved in day to day operations; a business owner's son is twice 
as likely as a daughter to be involved in operations (37 percent vs. 16 percent); and 30 percent 
have no trusted business adviser outside of the family. 

(continued on page 15) 

FAMILY BUSINESS 
RESPONDENT PROFILE 

A G E 
Under 50 years 4 8 % 
50-64 years 3 8 % 
65+ years 1 3 % 

G E N D E R 
Male 8 2 % 
Female 1 8 % 

E D U C A T I O N 
High school or less 2 9 % 
Some college 2 4 % 
College graduate 3 3 % 
Graduate school 1 3 % 

R A C E / E T H N I C I T Y 
White 92% 
Asian-American 2% 
African-American 1% 
Hispanics 3% 

I H O U S E H O L D I N C O M E I 
Under $50,000 1 4 % 
$50,000-$100,000 3 0 % 
$100,000-$250,000 3 1 % 
Over $250,000 1 7 % 
Don't know/refused 9 % 

Source: Massachusetts Mutual 
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News in Brief 
(continuedfrom page 12) 

Congress Delays 
WPS Changes Until '95 
The U.S. Senate approved a bill delaying safety 
provisions of the federal Worker Protection 
Standards from April 15,1994, to Jan. 1, 1995. 

The U.S. Environmental Protection Agency 
two years ago revised the standards, which 
are intended to prevent or mitigate worker 
exposure to pesticides used in agriculture, 
nursery and greenhouse operations. 

The revisions require those operations to, 
among other things, implement expanded 
worker training, provide decontamination 
sites and follow product-specific requirements 
such as mandating use of personal protective 
equipment and incorporating restricted-entry 
intervals following applications. The revi-
sions also require manufacturers to add more 
safety provisions to some product labels by 
Oct. 23, 1995. 

While the delay in implementing the re-
visions does not directly affect the turf indus-
try, the Professional Lawn Care Association 
of America is concerned about the trickle 
effect EPA pesticide regulations tend to take. 

"We're not included in the regulations, but 

are included in the fall out of current WPS 
regulations," said Tom Delaney, director of 
government affairs for PLCAA. 'The EPA 
has a habit of doing that — they figure if 
they do something in one program for one 
purpose, there's no reason not to drag it over 
to the other program." 

For example, 2,4-D label change require-
ments are a direct result of WPS provisions, 
Delaney said. "The EPA said they had to 
protect workers, so they took the standards 
and applied them to 2,4-D about wearing the 
gloves, eye protection, keeping people off 
the lawn until it's dry, things like that." 

PLCAA is also concerned that manufactur-
ers may inadvertantly word labels incorrect-
ly so that they end up restricting all applica-
tions rather than just agriculture. "If manu-
facturers aren't careful in the wording with 
the Worker Protection Standard (changes), 
their products could end up applying to us," 
Delaney said. 

The federal government intervened with 
the EPA's work on the Worker Protection 
Standards after the agency failed to develop 
and distribute training and outreach materials, 
and had because of interpretation problems 
between the EPA and state enforcement 
agencies. 

The American Association of Nurserymen 

considers the delay a victory for the nursery 
industry, saying it provides businesses more 
time to prepare systems and procedures for 
compliance with the new rules, and gives 
AAN more time to negotiate specific provi-
sions for its members. 

ISK Combines, Renames 
Agro<hemi(al Business 

Ishihara Sangyo Kaisha (ISK) unified its 
agrochemical businesses under the new name 
ISK Biosciences, effective April 1. 

In November 1990, Ishihara acquired ISK 
Biotech Corp. of the U.S.A. "as a strategic 
step to increase its existing presence in the 
agrochemical industry," said Edward Sabala 
Jr., manager of corporate communications for 
ISK Biosciences. The two organizations plan 
to combine development, manufacturing, 
sales and distribution efforts. 

Headquartered in Japan, the new corpora-
tion is comprised of three divisions: Asia-
Pacific, Europe and Africa and the Americas. 

Stihl Retails Some 
Blowers, Sprayers 
Stihl Inc. is recalling BR 320, BR 400, SR 
320 and SR 400 backpack blowers and spray-

* ATTENTION: 
GRANULAR APPLICATORS * 

USI READER SERVICE #64 USE READER SERVICE #59 
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It is a proven fact, if your trucks/vans 
are not equipped with an External 
Spreader Carrier, you are wasting 
valuable time, space, money, and 
piece of mind. Guaranteed... 

Can you afford that? 
As a lawn Care Service Owner, 

I couldn't! 
Thus the reason we developed, pat-
ented and marketed this unique 
quick-attach tool. 

It's simple, it's effective, it's an abso-
lute necessity once you have used 
one. Ask your competition who uses 
them or contact ESC, inc. for refer-
ences near you who do. 

(Money back guarantee if you are not 
overwhelmed with this product!) 

Make a wise E S C . , i n c . 
decision, order 201 Cherokee Circle 
yours today! Little Rock, AR 72205 

<r (501)221-7384 
S I 0 9 . 0 0 FAX (501) 224-7826 

RIDE A WALKER 
2>ìdcooe* rf-GÀÌ, CoHupietiiiue, Pno^itoMle Mowing 

Most commercial mowing operations are using walk-behind mowers 
because they have concluded no rider mower is compact or 
maneuverable enough to mow landscaped areas. Now maintenance 
operators all across the country are discovering the compact, 
maneuverable Mid-Size Walker Mower f its their job and saves 
labor (usually cuts labor 1/2). The labor saving Walker looks good 
whether your business is trying to produce profit or is operating on a 
budget. Write or call for a free brochure. Ask for a demonstration. 

Walker Manufacturing Company, 5925 East Harmony Road, Ft. Collins, CO 80525 
1-800-279-8537 



ers manufactured after Oct. 21, 1991, with 
serial numbers above #224438666, due to 
potential fuel line leakage. 

The leakage could cause fire under certain 
conditions, resulting in the serious injury or 
death of users or bystanders, according to 
company officials. 

Stihl advises anyone owning one of the 
recalled tools to discontinue use immediately 
and return it to an authorized dealer for re-
placement of the fuel line and modification 
of the fuel tank at no cost. 

Blowers and sprayers subject to the recall 
can be identified by the serial number visible 
through the small opening above the recoil 
starter housing. 

Wisconsin Debates 
Home-Owner Posting 
The Wisconsin legislature proposed allowing 
individual municipalities to adopt ordinances 
requiring home owners and renters to post 
signs when-ever they make pesticide 
applications, despite having enacted a state 
preemption law last year. 

Milwaukee already has an ordinance that 
mandates home owner posting, and the state 
requires posting for professional pesticide 
applicators as well. The Responsible 

Industry for a Sound 
Environment, which 
advocates state level 
pesticide regulation and 
condemns mandatory 
posting for home 
owners, anticipates a 
long fight with local 
groups on the home 
owner posting issue. 

"We do know local 
groups up there don't 
want to take no for an 
answer. We still feel this 
jurisdiction belongs at 
state level, and that was 
the whole purpose of the 
preemption bill last year. So we're not done 
with this thing by any stretch of the imagina-
tion," said Allan Noe, RISE's director of state 
affairs. 

Several states proposed legislation this year 
mandating home-owner posting, but "none 
have been successful to date," Noe said. 

OPE Dealers Call For 
Greater Customer Value 
The lawn maintenance industry needs to pro-
mote customer value even more, according to 

Longhorn Supply 
raised more than 
$5,000 for two chari-
ties at its annual 
open house. The 
charities — People 
That Care and Teen 
Challenge — bene-
fited from funds 
raised from an auc-
tion of items donat-
ed by local vendors. 
Nearly 500 land-
scape contractors 
and exhibitors gath-
ered at the customer 
appreciation day. 

attendees of a panel discussion on the future 
of the industry at the Western Lawn Expo in 
Kansas City, Mo., a show for outdoor power 
equipment dealers and distributors. 

Panelists explored where the greatest busi-
ness opportunities lie for the industry in the 
next five years, and how the industry can 
compete against mass merchandisers. 

"The dealer needs to identify that both he 
and the mass merchandiser are retailers," said 
David Zerfoss, president of Husqvarna Forest 

(continued on page 90) 

C & S TURF CARE EQUIPMENT, INC. 
'BUILDING QUALITY EQUIPMENT 

FOR PROFESSIONALS, BY PROFESSIONALS 
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THIS POLECAT CAN 
RAISE PROFITS 

PRETTY EASILY TOO. 

C & S Protank8 Sprayers 
• ELECTRIC A N D GAS UNITS 
• D E S I G N E D T O FIT IN 

A W I D E R A N G E O F VEHICLES 
• FIBERGLASS A N D 

POLY TANKS AVAILABLE 
• D I A P H R A G M , PISTON, 

O R ROLLER PUMPS 

Complete Sprayers...Ready to work 
(216) 966-4511 (800)872-7050 

6207 Dressier Rd., N. W.f N. Canton, OH 44720 

Custom Orders Welcome! 
USE READER SERVICE #61 
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The Polecat does more than just make it easy to do grounds 
maintenance. This bucket lift can also raise your bottom line by 
lowering operating and insurance costs while • , 
dramatically raising productivity. 

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

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

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

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

Florida 33175 

P O L S E R T 
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UNLESS YOU'RE BROADCASTING AWARD FOR FIRE ANTS,THESE 
WORDS O F WISDOM COULD BECOME T H E WORDS YOU LIVE BY. 

©1994 Ciba Geigy Corporation 

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 

it's the most inex-
pensive, and least 
repetitive, way to 
eliminate fire ants. 

, Turf and Ornamental Products. Greensboro. NC 27419 Always read and follow label directions. 
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commonly happens with poisons. 
If fire ants are a problem on 

your turf, just broadcast Award. 
At only $10 per acre, 

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 



Association News 
MORE THAN 450 students from 29 
universities nationwide participated in the 
Associated Landscape Contractors of 
America's 18th annual Student Career 
Days in Knoxville, Tenn. 

The competition included more than 20 
green industry events, ranging from irrig-
ation assembly and patio construction to 
sales presentations and personnel management. 

California Polytechnic State University-
Pomona took first place overall. Second 
place went to North Metro Technical 
Institute, Acworth, Ga., and Colorado State 
University, Fort Collins, placed third. 

About 40 lawn and landscape contractors 
sponsored the competitions and/or were 
present to help coordinate activity. The 
program's schedule allotted time for 
contractors to interview students for 
temporary or permanent employment. 

"The benefit for the industry is recruiting 
employees that have training and a career 
commitment to the industry," said Brent 
Totman, general manager of Orkin 
Plantscaping, Knoxville. "For the students, 
it affirms their decision to enter the industry, 
allows them to network with industry 
leaders and other students." 

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

ALHA 
3124 Gray Fox Lane 
Paso Robles, CA 93446 
800/359-6647 

PLCAA 
1000 Johnson Ferry Road, NE 
Suite C-135 
Marietta, GA 30068-2112 
800/458-3466 

NAA 
P.O. Box 1094 
Amherst, NH 03031-1094 
603/673-3311 

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

University officials said they view Student 
Career Days as a means to promote their 
educational programs, cultivate ties with 
industry professionals, showcase their top 
horticulture students and exchange ideas and 
information on needed curriculum. 

The 1995 ALCA Student Career Days are 
slated for March 24-26 at North Metro 
Technical College in Acworth, Ga. 

The American Landscape Horticulture 
Association launched a national Certified 
Landscape Professional program for 

supervisors, sales people, designers, 
managers, landscape architects, landscape 
contractors, nursery personnel, horticultur-
ists, arborists, interiorscapers and lawn and 
pest control specialists. 

Once participants pass the test, they are 
required to renew certification every two 
years, and to document up to 80 hours of 
ongoing education within that time period. 
Continued education sources can include 
seminars, classroom sessions and reading 
material including trade publications. 

(continued on page 22) 

HANDY RAMP 
ENPGATE PRODUCTS 
• Install in seconds on full size 1/2 ton and 1 ton pickups using the 
same latching system — no assembly of ramp required. 
• Holds 2,000 lbs., yet weighs only 130 lbs. Center leg prevents 
ramp from collapsing and secures safe loading. 
• Load core aerators, large deck mowers, ATV's and power equip-
ment without using planks that can slip. 

ÏSS2® 
Echo 
Snapper 
Exmark 
Homelite 
Briggs & Stratton 
And Much, Much More!!! 

Call For Your 
Jobber Prices!!! 

The Zerangue Co. 
Lafayette, La. 

1-800-842-0463 
Master Card, Visa, Discover 

Accepted 

Call today for our 
1994 Endgate Product 
Line catalog. 

USE READER SERVICE #65 USE READER SERVICE #60 
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Work truck accessories and specialty products include: 
• Truck Bed Extenders 

(800) 783-1069 J* • Hide-Away Ramps 
•Truck Bed Guards 

and more 
Creative 
Automotive 
Products Inc. 
435 Wilson St. N.E. 
Minneapolis, MN 55413 

(612) 331-8600 



Before you buy an 
ordinary gas truck, check 

out the alternative. 

The NPR EFI handles 
virtually any type of 
body. With this lease 
choose a van body, 
stake bed, flat bed or 
dump. 

® I S U 2 U 

If you're in the market for a new truck, 
you could always buy an ordinary cargo 
van or conventional cab/chassis. 

But before you do, check the extraor-
dinary performance and features of the 
gasoline-powered Isuzu NPR EFI. 

It's more maneuverable, has better visi-
bility, provides more driver comfort, and Ü99. 

The NPR EFI has it all. A proven 350 CD V-8 gasoline engine. 
An automatic transmission rated 3,000 to 5,000 lbs. greater 
than its OVWR. And a roomy, comfortable 3-person cab. 

offers as much as an extra ton of payload. 
And check out this lease. Available for 

a limited time, it lets you choose a 14' 
van, stake bed, flat bed or dump body 

Don't opt for the ordinary. Find out 
where you can see the alternative that's 
raising the standard. The Isuzu NPR EFI. 

W Months Liasf/JBOO Down 
Call 800-785-5445 

Advertised payment applicable to NPR EFI only First month's payment of $298.97 plus refundable security deposit of $325 (or non-refundable last month's payment in IL. IN, KS, ME. and NY), plus a 
customer down payment (capital cost reduction) of $2300 for a total of $2923.97 due at lease signing. Based on a 48-month closed-end lease offered to qualified customers bv GMAC through partic-
ipating dealers through 6/30/94 Subject to availability. Price based on $25,688 total MSRP for truck and body, and a capitalized cost of $21,684 for a 1994 Isuzu NPR EFI model GB200, with 11,050 
GVW, 14-ft. body; 132.5 wheelbase, 350 CID V-8 gasoline engine, automatic transmission and power steering, including destination charges and a dealer cap reduction of $4,354, excluding taxes, 
registration, title license, dealer prep , options and other charges Prices/monthly payments may vary. 48 monthly payments total $14,350.56 plus tax as applicable Option to purchase at lease end 
for $10,172.45. Lessee pays for maintenance, insurance, repairs, excessive wear and tear, and mileage charges of up to 10 cents/mile over 100,000 miles at lease end Lease program not available in 
Alaska See your participating Isuzu dealer for details. 
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Not everyone is 
lower cost of using 

If you're not already using Dimension, now is the 
most affordable time to give it a try Dimension is 
flexible enough to fit any program. It offers both pre-
and early postemergence control, giving you the 
widest application window available. 

You'll also like the fact that Dimension is 
completely non-staining and requires only low use 
rates. The liquid formulation tankmixes easily with 
other products. And now, you can also get 
Dimension as fertilizer granules. 

You'll be happy to know you can now get 
the superior crabgrass control of Dimension 0 

turf herbicide at a lower cost per thousand 
square feet. So you don't have to be afraid of 
the cost of using Dimension... unless you're 
a clump of crabgrass! 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR DIMENSION TIHF HERBICIDE 
Dimension* is a registered trademark of Monsanto Company 

USE REAPER SERVICE #78 Barricade IS a registered trademark of Sandoz, Ltd Tcim ts a registered trademaric of DowSanoo. 
©MonsantoCompany 1993 DIM-30003 



happy about the 
Dimension: 

Join the growing n u m b e r of satisfied LCOs 
who've switched to Dimension. We'll be happy to 
give y o u the n a m e of your distributor rep and our 
FREE guide, uEight steps for stretching your spring 
season, without breaking your b u d g e t ' J u s t s end in 
the attached c o u p o n or call: 1 - 8 0 0 - 2 7 6 - 1 8 1 1 . 

DIMENSION 
Turf Herbicide 

* Monsanto 
The toughest thing to emerge since crabgrass. 

i Td be happy to get a copy of 
I C S I the FREE guide, "Eight steps 

for stretching your spring season, 
without breaking your budget," plus 
the name of my distributor rep for 
DimensionK turf herbicide. 

Name 
Title 
Company 
Address 
City 
State 
Phone( 
1. What crabgrass product are you currently using? 

A • Dimension B. • Barricade1 C. • Pendimethalin 
D. • Teanv E • Other 

2. How satisfied are you with your current crabgrass program? 
F. • Very Satisfied G.EISatisfied 
H.D Dissatisfied LQVery Dissatisfied 

3. How many square feet do you treat for crabgrass? square feet 
Mail coupon to: Dimension Lawn Care Guide 

P.O. Box 410143 
Charlotte, NC 28241-0143 

Dimension* is a registered trademark of Monsanto Company. 
© Monsanto Company 1993 DIM-30003-BRC 



Association News 
(continued from page 18) 

Accepted topics range from pest control and 
sprinkler system design to business 
administration and time management. 

The Professional Lawn Care Association 
of America reported a successful circuit of 
winter workshops in nine cities nationwide, 
despite conflicts with some of the worst 
weather in the program's history. 

PLCAA held one-day workshops on 
business survival and risk communications 
in Chicago; Detroit; Atlanta; Orlando; 
Dallas; Albany, N.Y.; Wooster, Mass.; 
Madison, Wis.; and King of Prussia, Pa. 

While fewer than two dozen people 
attended each workshop except Wooster's 
(about 70 signed up for the Massachusetts 
workshop but more than half were deterred 
by a major winter storm), the results of a 
recent PLCAA survey show members are 
highly interested in attending regional 
business seminars. 

Ann McClure, executive vice president of 
PLCAA, said the association plans to 
broaden the program's scope and market 
some regional workshops on a more 
national scale. 

The National Arborist Association 
named Gary Mullane its 1994 president. 
Mullane is president of Low Country Tree 
Care, Hilton Head, S.C. 

Mullane joined NAA in 1971 and has 
served on the association's board since 
1988. He is also a member of the American 
Society of Consulting Arborists, the 
International Society of Arboriculture and 
the National Association of Sports Officials. 

The new president said he expects 1994 to 
be a growth year for NAA in terms of 
membership and programs. "OSHA's (the 
Occupational Safety and Health 
Administration's) latest regulations require 
employers to train workers. NAA's existing 
programs and those being completed right 
now will provide member firms with all of 
the training programs employers need to 
field a well-trained, professional, safety-
conscious work force," Mullane said. 

Other officers elected include Susan 
Haupt as vice president and Spencer 
Rosenfeld as treasurer. 

The Composting Council released its 
"Composting Rules & Regulations," the 
first of a series of updates on federal and 
state composting rules and regulations, and 
a "Directory of State Regulators." 

The composting regulations update 
features aspects of the federal Clean Water 
Act, which in its current round of reauthori-
zation contains some emphasis on non-point 
source pollution from farms, tree cutting 
and other development projects. The EPA 
recognizes composting as an alternative 
solution for reducing non-point source pol-
lution, according to the Composting Council. 

The directory lists regulators of agricul-
ture, solid waste and sludge composting, 
including names, agencies, addresses, phone 
numbers and fax numbers. 

NEWS IN BRIEF...The Georgia Turfgrass 
Association filled several posts on its board 
of directors. Those appointed include Paul 
Greenwell, superintendent of grounds for 
the Gwinnett County school system; Mike 
Waldron, executive director of the Georgia 
State Golf Association; Jeff Dobbs of 
Zeneca Professional Products; and William 
Shirley of Capital City Club...The Ameri-
can Society of Agronomy, the Crop 
Science of America and the Soil Science 
Society of America jointly published 
Forage Quality, Evaluation and Utilization, 
a hard-cover publication providing an 
historical foundation and review of 
developments in forage science. • 

Litter Control 
E-Z Reacher® 

Pick-Up Tool 

• No More Bending 

• No More Stooping 

• Fewer Back Problems 

• Saves Time • E-Z to Use 

• Retrieves up to 5 Lbs. 

• Durable - Versatile 

• Made in the USA 

32 In.. 4« in.. 60 in.. 
72 in. & Custom 

Lengths Call for More Information and Pnce Lisi 
(800)748-5529 

• Arcoa Industries • 2348 Meyers Ave • Escondido, CA 92029 « 

USE READER SERVICE #39 

Landscape Curb Machine 

It's finally here. A curb machine that takes the work out 
of installing landscape curbing. The "LO' Bubba" has a newly 
patented s ta in less auge r which provides t ighter com-
paction at a fas te r rate. "Lil* B u b b a " has the short-
est wheel base of any curb machine enabling it to turn a 
shor te r and t i gh te r r ad iu s w h e n pour ing cu rb be low 
ground level. With "LiP Bubba" you will add enormous 
profits to your current business. 

Whidden Manufacturing Co., Inc. 
P.O. B o x 7 2 1 0 0 0 , Or lando , FL 3 2 8 7 2 - 1 0 0 0 

( 4 0 7 ) 3 8 1 - 9 8 8 0 , Fax ( 4 0 7 ) 3 8 1 - 2 1 9 4 

USE READER SERVICE #52 
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W E P A S S T E S T S 

E V E N V O L V O H A S N ' T H E A R D O F . 

Slope Control tests, Blade Enclosure tests, Thrown Objects tests . . . even the most respected auto manufacturer 
wouldn't be checking these things. (Of course, you wouldn't see them trying to hug a grassy incline spinning a sharp 
metal blade at 18,000 ft. per minute either.) Needless to say, when you're mowing a lawn, safety is no less an issue. 

That's why Toro tests each ProLine model based on over 100 different criteria specifically related to mowing. And the 
results do more than satisfy ANSI standards. The fact is, in this field you can't buy a safer mower. flHHHB 

If you'd like to know more about what separates Toros from Volvos (and everything K L » PfOLitK! 
else), call us at 1-800-348-2424. Or just stop by and see your ProLine dealer today. When you want it done right -

USE READER SERVICE #82 



COVER STORY 

A Vision of Y1MUI1 UI 

Success 
The Davey Tree Expert Co. evolvedfrom a one-
man tree care operation in 1880 into a $222 
million, full-service conglomerate today. 
Shrouded in century-old tradition, the 
company s focus remains on the future. 

By Cathy Hoehn 
DESPITE ITS NAME, The Davey Tree Expert Co. is far 
from your typical family-oriented business. Seated strongly 
in century-old tradition, the company's vision stands out 
as extraordinarily futuristic. 

Company founder John Davey was himself a visionary. 
He began performing tree surgery for private and commer-
cial properties in Kent, Ohio (where the company is now 
headquartered), in 1880, at a time when tree care consisted 
of tree removal rather than maintenance. In 1901 he wrote 
The Tree Doctor, a book which introduced his innovative 
concept of tree surgery to the world. 

Davey expanded his practice as tree surgery gained 
popularity, incorporating the Davey Tree Expert Co. in 
1909. The company developed its services to include 
utility line clearance in 1921. 

From the outset Davey believed in providing compre-
hensive training for employees, as evidenced by the 
intense educational programs offered by his Davey School 
of Practical Forestry in the early 1900s. The school evolved 
into The Davey Institute, now located on the Kent head-
quarters' 54-acre campus. 

By 1974, Davey Tree operations had grown to include 
a nursery, lawn maintenance and landscaping services, and had expanded 
throughout the United States and Canada. Amid the diversification, the com-
pany continued to pioneer innovative methods in holistic tree care service and 
training. That emphasis remains intact today. 

"Foremost, we are a tree care company. We offer lawn care, mowing, grounds 
maintenance and other services. But where we really think we are best is the tree 
care market," said Douglas Cowan, president of Davey since 1985 and chief 
executive officer since 1988. "The time it takes to develop a good tree surgeon 
is so long, it's a major barrier for a lot of companies. It's highly dangerous work." 

Anchored by a strong tree care service and an array of allied services, Davey 
Tree's leaders stand prepared to branch into untested territories, while continu-
ing their role as environmental stewards. 

Douglas Cowan, president and chief 
executive officer of Davey (left), and 
John Joy, chairman of the board, steer 
The Davey Tree Expert Co. with the 
visionary style set by John Davey in 
1880. 
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THE DAVEY 
TREE EXPERT CO. 

HEADQUARTERS: Kent, Ohio 
BRANCHES: 120 throughout the United States and Canada 

FOUNDED: 1880 by John Davey 
OWNERS: Employee stock ownership. Nearly 50 percent of 

employees are shareholders. (About 2,600 
employees and former employees own stock.) 

PRIMARY SERVICES: Utility services; residential 
and commercial tree, shrub and lawn care; grounds mainte-

nance; two nurseries; interior plant care; and 
arboriculture and horticulture consulting. 

EMPLOYEES: About 5,200 full time; 6,000 in peak season 
1 9 9 3 SALES: $222 million 

EXECUTIVE SUMMARY 
COMPANY PHILOSOPHY: "Do it right or not at all." 

PROJECTIONS: S325 million to $350 million 
revenue in five years. A continued average of 7 percent 

to 10 percent annual growth. 
AREAS OF ANTICIPATED GROWTH: Residential/ 

commercial tree, shrub and lawn care, utility, training, 
internal and external consulting. 

PRIMARY FOCUS: Drawing on the company's vast 
resources of technical data, research and training tools to 

provide a full range of top-quality services. Also, continuing to 
conduct research on products and concepts that 

promote holistic plant health care. 

COMPANY EXECUTIVES 
PRESIDENT AND CEO: Douglas Cowan. 

Graduated from Kent State University with a degree in 
business administration. Joined Davey Tree Expert Co. in 1974 

as corporate controller; became vice president of finance in 
1979; president and chief operating officer in 1985; 

and chief executive officer in 1988. 
BOARD CHAIRMAN: John Joy. 

Attended the University of Nebraska and Cleveland College in 
Ohio. Joined Davey Tree in 1946. Became president in 1977; 

CEO in 1979; chairman of the board in 1982; 
and retired in 1988. 

ENDURING STYLE. In the face of 
modem changes, Cowan is fervent 
in his belief that Davey Tree retain 
its fundamental principles. 

"Ourbusiness philosophies have 
changed with the way the market-
place has changed," he said. "But 
the legacy we're trying to carry for-
ward is hiring the very best people 
we can possibly hire, maintaining 
that family feeling and maintaining 
a technical edge over the competi-

LAWN& LANDSCAPE MAINTENANCE 

tion. Technical skills have always 
been the Davey trademark. We're 
really intent on keeping that part of 
the legacy." 

But maintaining a family feeling 
does not a family make. Cowan's 
testament of the Davey Tree prin-
ciple was tested long before he took 
the company helm. 

In 1977, the Davey family, dis-
enchanted with running the com-
pany, appointed John Joy, now 
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chairman of the board, as president, 
and immediately announced plans 
to sel 1 the company. Joy became the 
company's First non-family presi-
dent. 

"I started with the company in 
1946, and worked for the Davey 
family up to 1977, when they ap-
pointed me president," Joy said. 
"They announced they were going 
to make me president and sell the 
company almost in the same 

breath...Family members had gotten 
older, and they wanted to settle po-
tential estate factors. They had third 
and fourth generation Daveys com-
ing along that weren't particularly 
interested in running the business." 

Employees banded together to pur-
chase the company, an effort which 
took 17 months of negotiations. They 
had to vie against two investor groups 
and three companies listed on the 
New York Stock Exchange. 
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"We were competitive in terms 
of bidding on the company. Ulti-
mately the employees came up with 
the top price," Joy said. 

In 1979, a bi-level ownership 
program went into effect. On one 
level, 113 employees bought into a 
plan that called for an original in-
vestment of 20 percent, with the 
balance to be financed by the com-
pany over the next seven years. 
Nearly 65,(XX) shares with a total 
valueof$l .5 million were purchased. 

Concurrently, 120,000 shares 
with a total market value of $2.7 
million were sold to the newly cre-
ated Davey Employee Stock Own-
ership Plan. At that time, the total 
market value of the company's 
outstanding stock was $7 million. 

"In order for employees to buy 
the company, wives had to go back 
to work, families had to take out 
second mortgages," Joy said. "It 
was incentive for the fellow in 
Hicksville, Long Island, who now 
owned shares of stock and the feel-
ing of ownership responsibility, to 
work harder. He now felt he had a 
stake in the company." 

Under the new ownership, Da-

vey Tree doubled its volume and 
quadrupled earnings in five years. 
"It was certainly not a case of profi-
teering. We were achieving perfor-

mance that the company should 
have been achieving previously," 
Joy said. "Consequently we were 
able to pay down our personal, as 

Tree care remains the staple of 
Davey's services. Photos: Davey 
Tree Expert Co. 

well as our corporate, debt." 
While employee ownership was 

key in boosting company perfor-
mance, some general belt tighten-
ing took place as well. "We sold off 
non-productive assets like proper-
ties not being used. Then we shut 
down losing operations," Joy said. 

Today, about 2,600 employees 
and former employees (retirees are 
allowed the option of retaining 
stock) are shareholders. Earnings 
have increased from $1 million to 
more than $6 million, and share-
holders' equity has risen from $7 
million to more than $44 million. 

About 12 Davey family mem-
bers still own company stock, a 
combined total of less than 1 per-
cent. None of the family members 
remain as active employees. 

DAVEY TODAY. In 1991, Davey 
Tree restructured to align manage-
ment and operations around cli-
ents. Today, service functions are 

(continued on page 28) 

FRGM YAZOO! NM'W 
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• 48-inch cut 
• 14HP Kawasaki OHV engine 
• Double V-Band 

jfc traction ¡drive belts 
• Dual drive-belt idlers 
• Heavy-duty steel and cast 

|f iron pulleys 
• Five-speed, on-the-go 

shifting with reverse 
• Optional accessories 
• Convenient financing «fefc^ 

and leasing plans 
• Also available in 36" cut* 

The commercial mower company that 
first introduced front cut riders and high 
wheel mowers now brings the 
versatility you need to help your 
business be more profitable. 

Our commercial walk-behind mowers 
are built to the same tough standards 
that have made YAZOO the first choice 
of grounds professionals. 

Yazoo mowers: Offering you fifty years 
of quality, durability, and performance. 

Lawn Gâte Equipment 
Since 1946 ¿I h 

Seefyour Iota! YAZOÙ, 
dealétip&FREEdèmc 
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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 
USE READER SERVICE #10 
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coordinated through corporate 
headquarters, with about 120 re-
gional structures set up throughout 
the United States and Canada to rep-
resent each customer/market group. 

The Davey Tree Expert Co. op-
erates in the Eastern United States 
and three subsidiaries operate in 
other regions: the Davey Tree Sur-
gery Co., formed in the early 1900s, 
which offers utility operations west 
of the Mississippi; The Davey Tree 
Expert Co. in Canada Ltd., orga-
nized in 1930, which serves eastern 
Canada including the provinces of 
Ontario and Quebec; and High Tree 
Services in western Canada, estab-
lished in 1986, which primarily 
provides utility services and a small 
amount of residential and commer-
cial tree and lawn care. 

Also in 1986 Davey entered the 
interiorscaping market by acquir-
ing Plantasia Inc., a Columbus, 
Ohio-based interior plant care firm 
which soon will be renamed Davey 
Interior Care. The company plans 
to expand its interiorscaping ser-

vices, which now total $3.5 million 
in annual revenues. 

Two nurseries located in Woos-
ter, Ohio, and Jacksonville, Fla., 
and a research farm in Shalersville, 
Ohio, round out the company's 
operating groups. 

Davey's district offices vary in 
size and range of services offered. 
The Columbus, Ohio, facility for 
example produces $4.5 million in 
annual sales. The average residen-
tial/commercial territory probably 
generates more than $1 million in 
sales each year. 

Companywide services include 
public utility work; residential tree, 
shrub and lawn maintenance; com-
mercial and municipal grounds 
maintenance; interiorplantcare; and 
arboriculture and horticulture con-
sulting. 

Residential and commercial ser-
vices represent about 40 percent of 
Davey's total business. Future plans 
include possibly dividing commer-
cial and residential into separate 
entities and growing each at its own 
pace. 

Cowan's view of the company's 
big picture includes securing com-

mercial accounts — golf courses, 
for example, which are difficult to 
sell on the need for tree care — by 
emphasizing consulting services 
first and then selling specialized 
tree services. 

"A different marketing ap-
proach is needed there. Golf courses 
traditionally, out of their total main-
tenance budget, reserve 90 to 95 
percent for turf and 5 to 10 percent 
for trees. They take bids in the win-
ter time when they know contrac-
tors are willing togive lower rates," 
Cowan said. 

Cowan's ploy is to plug Davey 
Tree's research and technical train-
ing into this market segment. 

"The problem is, commercial 
customers don't have a compre-
hensive program for tree care. There 
needs to be a five- or six-year plan 
to market golf course management," 
he said. "I don't think most of our 
customers know we have two nurs-
eries. We have the ability to go to 
golf course superintendents and say 
'We' l l be your arborists and con-
sultants. We'll take care of your 
entire property. '" 

The company has thus far cho-

sen not to promote landscape in-
stallation as a primary service. 
"We're not a landscape construc-
tion business per se. Some Davey 
districts offer landscape installation 
and maintenance, if they can do it 
profitably," said David Adante, ex-
ecutive vice president and chief fi-
nancial officer. 

Overall, Davey Tree is growing 
at an average annual rate of 7 per-
cent to 8 percent. Reported 1993 
revenues were $222 million. Adante 
estimates 1994 revenues will break 
$225 million. Cowan foresees that 
figure jumping to between $300 mil-
lion and $350 million in five years. 
He also anticipates adding on about 
2,000 employees within that time 
frame. 

"I see offering customers in com-
mercial and residential and utility a 
larger array of services that are veg-
etation-related. And the consulting 
services will hopefully be a bigger 
part of the picture," Cowan said. 

He targeted southeastern and 
southwestern U.S. regions as expan-
sion areas. "We haven't expanded 
in those areas as quickly as in the 

(continued on page 30) 

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 OR A 

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., Remus, Ml 49340 
Phone: 517-561-2270 • Fax: 517-561-2273 
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GEMPLER'S 
FREE CATALOG 

GEMPLER'S 
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Our 1994 112-page General 
Catalog is your direct source for 
• safety equipment for grounds 

maintenance. 
• hard-to-find maintenance equipment. 
• tire repair supplies and tires for turf 

equipment. 

1-800-382-8473 
Fax 1-800-551-1128 

GEMPLER'S, Inc. 
P.O. Box 270 • 211 Blue Mounds Rd. 

M t . H o r e b . W I 53572 # u _ 4 

USE READER SERVICE #32 

28 M A Y 1994 • LAWN & LANDSCAPE MAINTENANCE 



NEW VIBRATION 
DAMPENING SYSTEM 

The entire upper shaft 
section, including the handle 
assembly and harness 
couplings, is completely in-
sulated from both shaft and 
engine vibrations. 

E R G O N O M I C - D E S I G N 
CONTROLS 

v 

The angle of the handle is 
easily adjusted for the best 
working position. The com-
fortable grip and easy-action 
trigger throttle mean less 
fatigue and better control. 

R U G G E D REDUCTION 
G E A R B O X 

Clearing heavy grass and 
weeds is tough going for any 
brushcutter, so we designed 
the transmission to run 
in "second gear", with high-
torque cutting power. 

ADVANCE-DESIGN 
ENGINES 

These engines are specially 
developed to run at high 
speed, under full load for 
long periods, with aflat 
torque-curve for good power 
at all rpm. 

An all-new design creates 
more efficient combustion, 
greatly reducing emissions 
and fuel consumption. 

IT#S TIME TO STEP UP 
TO A BETTER MACHINE 
Introducing two all-new brushcutters for grounds maintenance professionals that meet 
and exceed demands for rugged reliability, durable high-performance and unsurpassed 
operator comfort. We've used our many years of experience building professional 
forestry clearing saws to bring you the most advanced machines in their class. 

Once you've experienced the new GR 36 or GR 32, you'll realize that using an 
ordinary brushcutter would be like turning back the clock! 

•lonsered 
Imported & Distributed by: Tilton Equipment Company. St. Paul, MN. Rye, NH. Alpharetta, GA. Little Rock, AR. 1-800-447-1152. 

Distributed'in the Western States by: Scotsco, Inc., 9160 S.E. 74TH Ave., Portland. OR 97206-1989. 
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North. With the South' s year-round 
climate, clients there aren't quite as 
particular about how the landscape 
looks as they are in Ohio where 
they only get to see it six months of 
the year. In the South and West, it's 
a different kind of service. We have 
to tailor to their needs." 

The company plans to bolster 
services toexisting clients in Canada 
where current sales equal abut $ 16 
million annually. "We're almost in 
every province we can be in up 
there that has potential. We plan to 
penetrate those markets even more," 
Cowan said. 

CUTTING EDGE. Davey Tree prides 
itself on keeping ahead of customer 
demand. Integral to that success is 
the company's extensive research, 
development and training staff and 
facilities. 

'There are two lawn care com-
panies that may have more extensive 
training programs. But of all the tra-
ditional tree care companies, I don't 
think anybody can match our tech-

nical resource group or educational 
training programs," Cowan said. 

The focal point of Davey's re-
search and training is The Davey 
Institute, an extensive facility which 
includes a large, expandable class-
room, a plant diagnostic laboratory,a 
greenhouse and a soils laboratory. 

Roger Funk, vice president of 
human and technical resources, 
heads the The Davey Institute, in-
cluding the Davey Resource Group 

which provides consulting and tech-
nical support to utility, municipal, 
commercial and residential custom-
ers. The group is comprised of more 
than 30 scientists/researchers, ur-
ban foresters, computer scientists 
and support staff. 

The company's research and de-
velopment team holds nearly two 
dozen patents, particularly on prod-
ucts that enhance the environment, 
such as Arbor Green, a low-burn 

Davey promotes a holistic 
approach to maintaining trees 
and shrubs. 

and non-leaching fertilizer; as well 
as concepts such as Plant Health 
Care, a holistic and preventive means 
for improving the health and vigor 
of plants, including reducing pesti-
cide treatment methods. 

On the training side, several in-
tensive programs are held annually 
at the institute. The Davey Institute 
of Tree Sciences is a four-week 
intensive school in which employ-
ees receive training in tree identifi-
cation, insect and disease identifi-
cation, pruning, cabling and brac-
ing, equipment handling, safety and 
management. Top employees are 
selected to take the class each year. 
Those students must be employed 
by Davey for at least two years and 
complete a series of extension les-
sons, or home study courses, in 
each service offered. 

"The program is so good, if the 
employees need credits, they can 
receive six credit hours at Kent State 
University. I'm not aware of any 

(continued on page 32) 

TO BUYOUR 
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IT PIVOTS 180 
SO YOU DON'T HAVE TO. 

Our innovative Quick7im/ handle system allows the operator to pivot 
the engine and 22" blades a full 180° to cut at virtually any angle while 
the rear handle remains in a safe, comfortable, upright position. 
Plus, our Sound Reduction System" significantly reduces _ 
engine noise for quieter trimming in resident- ̂ ^ Ir^ffiS AOE 
ial areas. For even more reasons to buy the 
THT-210 and other Tanaka products, see 
your nearest Tanaka dealer or call (206) 481-2000. 
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Show insects 
it's not 
their turf. 

MP 
Î R K -

Intredocing 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. ^ ^ T l h J I ^ ^ ® 
• YES I'd like an information packet. " W l ^ a 
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 approbate boxes.) 
• LANDSCAPE CONTRACTOR • LAWN CARE OPERATIONS 
• COMMERCIAL GROUNDS MAINTENANCE • SOD FARMING 
• OTHER (Please specify) 
NUMBER OF EMPLOYEES A 3 

LLM 
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other green industry company that offers that," 
Cowan said. 

Neither the extension lessons nor the tree 
science course are mandatory, but both are pro-
vided to single out and challenge the most moti-
vated employees. 

Davey's educational program also includes 
The Davey Institute of Horticultural Sciences, a 
one-week course that focuses on disease and pest 
management, as well as annual field training. 

To maintain the leading edge on technical 
training, Davey Tree pours $2 million annually 

into research and development, including up-
grading training tools and techniques. The Davey 
Institute has built an extensive library containing 
more than 100 training videos, all produced in-
house. 

"Kids coming out of school today are video-
oriented," Cowan said. "You can have all the 
bound periodicals you want but there's a very 
good chance they aren' t going to read them. You 
have to put it on video or CD ROM. Employees 
today are requiring more active education." 

"We already produce videos in-house for our 
ownpeople/'added Funk. "Wecould also begin to 
provide them for home owners, garden c lubs— 
teach them how to take care of trees and lawns, 

how to prune trees and shrubbery. We could help 
educate that person as a precursor for the other 
services we provide." 

Cowan also anticipates Davey getting increas-
ingly involved with helping high schools set up 
vocational programs, and working more closely 
with university programs. The company helped 
establish Kent State University's two-year horti-
culture program. 

"As the job market gets more technical, kids 
that aren't college-bound are looking for career 
alternatives. I think our industry really fills that 
need," he said. 

CURRENT TRENDS. If the 1980s ushered in the 
trend of focusing more on customer needs, the 
1990s will see companies furthering those ef-
forts by becoming even more service-oriented, 
according to Cowan. "You find fewer compa-
nies that are just tree care companies," he said. 
"The focus used to be let's perfect the service we 
offer and sell it to all the clients we can.' The 
focus is now where I think it should b e — o n the 
customer. Let's provide the services they want." 

Clients'increased demand for better service is 
largely the resultofalltypesofcorporutedownsizing, 
saidCowan. "Big corporations are going through 
radical changes in their buying habits—cutting 
the number of suppliers, expecting more from 
those they keep. That translates into a whole new 
philosophy of consumer buying. The expecta-
tions of buyers of service have changed, so 
providers have changed the way they sell. 

"While you can still build strong loyalties, 
you can't do it at any price. It's more critical to-
day that costs are under control; that you offer 
more service than customers expect. If you don't 
offer exceptional service you're not in the 
ballgame." 

Competition has increased across the board 
for all services, he noted. "That just means we've 
had to put more emphasis on areas we can dif-
ferentiate ourselves from the competition, such 
as our strong technical background." 

Funk foresees other companies continuing to 
pick up Davey's concept of Plant Health Care, a 
systematic approach todeveloping plants through 
diagnostic checkups, prescription pest manage-
ment, proper nutrition and cultural practices. 

Davey has long considered itself a pioneer in 
the movement to reduce pesticide use and gain 
better control of plant health care. The company 
was the first to introduce "alternative use materi-
als," such as biorationals, into lawn care. 

"The idea is to spot and treat on an as-needed 
basis, at the proper time and with the proper 
material," said Bal Rao, manager of research and 
technical development for The Davey Institute. 
"We've moved from traditional products to 
biorationals or soft pesticides, such as horticul-
tural oils and insecticide soaps (in tree care). 
Ideally, we'd like to go after a no-pesticide pro-
gram. That may not be realistic, but through 
research we may achieve that." 

In fact, Davey claims it has reached a 74 per-
cent reduction in the use of traditional tree pesti-
cides in certain districts, and a 50 percent reduc-

(continued on page 90) 
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Quick Results. Cutrine-Plus 
Kills Algae From Top to 
Bottom Within Days. 

Maintenance Control of 
Underwater Growth With Regular 

Applications of Aquasnade. 

CUTRINE-PLUS 
ALGAECIDE/HERBICIDE 

PATENTED 
AND 

EPA REGISTERED 
ling i 
of,' \lgae 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 

Ca l l 1-800-558-5106 

NOT ALL 
MIMdOTGEIB AND MDQDMO© 
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ANYBODY 
CAN 
PUT 
TANKS 
ON A 
TRUCK! 

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 

We 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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Subsurface 
Injection 

MANY TREE CARE profession-
als, when discussing tree and shrub 
fertilization, appear to agree on two 
main points: there is no single type 
of application that fits every job, 
and there are benefits and disad-
vantages to all of them. 

Those concurrences aside, most 
say they generally opt for liquid 
soil injection for tree fertilization 
jobs, except in specific instances. 

There are three types of fertiliza-
tion applications commonly used: 
The drill-hole method and liquid 
soil injection — both known as 
deep-root or subsurface fertiliza-
tion —and a microinjection system 
in which capsules are 
injected into the base of 
a tree trunk. 

In the drill-hole meth-
od, which is the oldest 
technique, fertilizer is 
placed in the root zone 
by drilling holes in the 
ground and dividing the 
recommended amount 
of fertilizer equally 
among them. 

In the old days, ar-
borists drilled 18 inches 
deep and filled the holes 
to within 3 inches of the 
surface. But that pro-
cess failed to provide 
fertilizer directly to the 
t ree ' s feeder roots, 
which are within the top 
6 to 12 inches of soil. 

"If applicators still 
use premeasured dos-
ages, they no longer go 
18 inches deep," said 
Jim Sample, spokes-
man for J.J. Mauget, 
Los Angeles. 

Holes are usually dril-

Gives Tree 
Roots a Boost 
A number of tree fertilization methods 

are available, but tree care professionals 
point to liquid soil injection as the preferred 

choice, except in special circumstances. 

By Cathy Hoehn 

Modern tree fertilization applications provide nutrients directly to the tree s feeder roots, 
located 6 to 12 inches below the surface. Photo: Davey Tree Expert Co. 

led in a grid pattern 12 inches deep 
and 18 to 24 inches apart using a 2-
i nch diameter dri 11 bi t or auger. The 
holes normally begin 2 to 3 feet 
beyond the drip line, and the fertil-
izer — most commonly granular 
— is placed at least 4 inches below 
the soil surface. The holes are often 
left open or filled with sand, pea 
gravel or perlite. 

"We used to make two or three 
rings around the tree, and that's 
where we fertilized it. Now we start 
at a reasonable distance from the 
trunk and go beyond the drip line, 
treating it like a checkerboard," said 
Walt Money, president of Guard-

ian Tree Expert Co., 
Rockville, Md. "When 
it comes to trees, there 
are no hard and fast 
rules. If you start at a 
reasonable distance 
from the trunk and go a 
reasonable distance be-
yond the drip line, you 
will intersect some-
where with the bulk of 
that tree's feeder roots." 

The soil injection 
method, developed at 
least two decades ago, 
was viewed as a vast 
improvement over dril-
ling. "When arborists 
first started using liquid 
fertilizer, they thought 
it was a real godsend. 
They probably overfer-
tilized," Sample said. 
"We've learned a lot in 
the last 15 years about 
how to fertilize trees. 
Arborists are now much 
more conservative in 

usually their use of fertilizer." 
(continued on page 36) 
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"ECHO TOOLS ARE A PERFECT FIT FOR 
OUR GROUNDS AND GREENS CREW? 

" W i t h all of the golf courses 
we compete w i th in this part of 
the world, i t 's critical that 
we keep our property looking 
first class all the t ime/ ' says 
Paul Smith, Golf Course Superin-
tendent at the lush Pointe Hilton 
Resort at Lookout M t . , Arizona. 

"And w i th Echo power 
tools, the job is easy. Their back 
pack blowers, for example, are 
real workhorses for us and have 
saved us countless man hours. 

"People always comment 
on how well groomed our property 
looks and a lot of the credit goes 
to our Echo hedge clippers, hand 
held blowers and trimmers. 
They're extremely well balanced 
and easy to handle and the 
results show. 

* Survey results available on request. 

USE READER SERVICE #85 

"A real lifesaver for us is the 
Echo WP-1000 pump. A lot of 
our traps don' t have drains and 
collect standing water in summer 
and winter months. That pump 
really drys the traps up fast. 

" W e never have downt ime 
either. Even w i th heavy use, our 
Echo tools just keep running and 
running. When we do need parts 
we always get them along w i th 
quality technical assistance. Like 
their tools, Echo's service is 
outstanding." 

For the Echo Dealer near you, 
call 1-800-432-ECHO (3246) 
or wr i te: Echo Incorporated, 
4 0 0 Oakwood Road, Lake Zurich, 
IL 60047. 

meCHB 
Ask Any Pro! 



Tree Nutrition 
(continuedfrom page 34) 

Liquid soil injection is aquicker, 
less labor-intensive method than 
the drill-hole technique for apply-
ing nutrients within the root zone. 
Injection equipment consists of a 
hydraulic sprayer operated at 150 
to 200 psi and an injector probe that 
inserts about 12 inches into the soil. 

The injections are normally ap-
plied in a grid pattern about 3 feet 
apart within and slightly beyond 
the drip zone. Nutrients are distrib-
uted throughout the root zone, pro-
viding maximum root contact while 
aerating the soil. 

Soil injection provides a more 
thorough nutrient distribution than 
the vertical hole technique. Either a 
soluble or suspension fertilizer, ora 
combination of the two, is needed. 

INJECTION PROS AND CONS. Of 
the two subsurface methods, liquid 
soil injection is considered to pro-
vide the most benefits, such as add-
ing water to the soil, placing fertil-
izer at the tree's roots and laterally 
dispersing the nutrients. 

"The real preference throughout 
the industry is liquid root fertiliza-
tion," said Tom Mugridge, general 
manager at Forest City Tree Protec-
tion Co., South Euclid, Ohio. "Not 
only to provide the basic elements 
the trees need, but also to aerate the 
soil. By injecting soil with a fertil-
izer, you're creating little vertical 
pathways which help open the soil 

up and get water and oxygen in 
there more easily." 

Forest City uses a liquid soil in-
jection for most of its jobs. "A num-
ber of years ago, we were looking 
for a product that offered residual 
capacity. In other words, we could 

put it in the ground in the fall 1994, 
and for the most part, in fall 1995, 
it's still there," Mugridge said. 

Mugridge intends to incorporate 
a new slow-release liquid fertilizer 
containing organic humic acid, due 
to hit the market this year, into its 
program. "We've been adding hu-
mus to the manufacturer's regular 
formulation for a few years now. 

As long as we get the same benefits 
(from the product to be released) as 
when we added humic acid, it will 
make life cleaner," he said. 

Guardian Tree Experts also 
chooses to use liquid soil injection 
for most tree fertilization jobs. "We 

use a well-balanced, slow-release 
fertilizer," Money said. "We mix it 
with water in the spray rig of trucks. 
It's not literally a solution; it's more 
like a slurry. The water acts as acar-
rier. We pump it into the ground 
under pressure laterally, just below 
the surface of the ground. It then 
spreads throughout the root system 
of the tree." 

Greg Doering, plant health man-
ager, Pruett Inc., Lake Oswego, 
Ore., enjoys the variations in blend-
ing that liquid fertilizers provide. 
"There are a lot of ways to add dif-
ferent trace elements, and all kinds 
of different solutions, from straight 
liquids or soluble powders to slow-
release nitrogen liquid fertilizers. 
We've done a lot of custom-blend-
ing with our prepackaged materi-
als," he said. 

In terms of fertilizer types, liquid 
fertilizers that are 100 percent water 
soluble can wash away with one good 
rainfall, limiting their availability 
to the plant. Soluble liquids also 
tend to have high salt contents which 
can, if used improperly, create the 
potential for burning tree roots. 

(continued on page 38) 

m DOGGETT 
THE TREE FERTILIZER COMPANY 

V * ' ' ; SINCE 1 9 4 1 

........... .....••••• 

To receive our most recent catalog 
on our different varieties of tree fer-
tilizers or our index of publications 
on tree nutrition, just circle the 
reader service number below, or call: 

1(800) 448-1862 
2 THE DOGGETT CORPORATION 
" LEBANON, N.J. 08833 
t mM: t j 
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y 
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We do Windows 
At Sof tQucs t . wc have one j o b to do. Make life 

easier for the people w h o use our sof tware . That 's 

why wc d o Windows . With push-button controls 

and picture-based screens, Supe rScapc™ for 

W i n d o w s and Macin tosh is a snap to use. See for 

yourself with live work ing version of our sof tware . 

Call today for more information. 
( 5 1 2 ) 4 5 2 - 4 5 0 0 ( 8 0 0 ) 2 9 9 - 9 9 1 9 

WINDOWS .m ^Macintosh* 

Of the two subsurface methods, liquid 
soil injection is considered to provide 

the most benefits, such as adding 
water to the soil and laterally 

dispersing the nutrients. 
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TOUGH. 
Let's face it: some turfgrasses are 

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

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

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

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

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

208/773-7581 • 800/688-SEED • TWX 5107760582 Jacklin PFLS 

USE READER SERVICE #40 

The Green Seal 
marks And asa 
world premium 

turtgrass variety 



Tree Nutrition 
(continued from page 38) 

Leaching is also another con-
cern of tree care professionals using 
soluble liquids, which, fertilizer 
manufacturers say, is why they of-
fer insoluble fertilizers. 

"There are ways to minimize 
leaching. Products today are highly 
refined, feed grade, totally non-haz-
ardous," said Roger Mellick, man-
ager of The Doggett Corp., Leba-
non, N.J. 

Insoluble liquid fertilizers, on the 
other hand, break down slowly, so 
that only a small portion becomes 
available to the plant at any given 
time. "It may be a month before its 
released." said Ed Irish of Charles 
F. Irish Co., Warren, Mich. 

Liquid injection fertilizers in gen-
eral require more expensive equip-
ment, but take one-quarter the time 
to apply than the drill-hole method. 
One arborist also deemed them 
more appropriate for use by neo-
phyte companies not well versed in 
tree fertilization. "Soil injection is 
probably a safer and easier method 
to use at first," said Tom Prosser, 

COMMON BLUNDERS 
IN TREE FERTILIZATION 

TOM PROSSER, president of Rainbow TreeCare, St. Louis, Minn., pointed to a number of mistakes com-
monly made by tree care professionals, particularly when they first enter the tree and shrub market. 

"Applying fertilizer is like prescribing medicine. If you give a sick person vitamins and they're not healthy 
enough to metabolize them, those vitamins are useless to that person. It's the same with fertilizer. If you have a 
sick tree and use the wrong formulation of fertilizer, the fertilizer could actually feed the pathogens and hardly 
help the tree at all," he said. 

Following are five mistakes Prosser believes inexperienced tree care professionals often make: 
• Randomly use high amounts of nitrogen which nourish the plants, but used in excess can weaken them. 
• Use high-solution and high-salt concentration of materials over and over again, causing the tree's roots to bum. 
•T ime fertilizers incorrectly. 
• Overlook elements that aren't in the Big Three (nitrogen, phosphorous and potassium). There are 13 

elements vital to plant growth. Plants may occasionally need supplements of sulfur, copper, magnesium or one 
of the others. 

• Fail to properly test the soil or misread soil test results. "You need to understand all the elements trees need, 
why they need them, what the tree does with them and what they look like if they don't have any," Prosser said. 

president of Rainbow TreeCare, 
St. Louis, Minn. 

DRILLING PREFERENCES. Despite 
the noted popularity of soil injec-
tion, the drill-hole method has re-
surged in recent years, mostly due 
to environmental concerns (regard-
ing nitrate release), as well as the 
technique's ability to aerate soil in 

compacted, heavy traffic areas. 
"A lot of people are finding that 

many problems they encounter are 
due to soil compaction," Mugridge 
said. "Drilling holes really opens 
up the soil, even without putting 
any fertilizer in them." 

New equipment innovations 
have simplified the drilling process 
so that it's less time consuming and 

labor intensive. Some newer tools 
are lighter weight and more com-
pact so that only one person is need-
ed for operation (rather than the 
standard two). They also deposit 
premeasured doses of fertilizer, can 
be operated more quickly and re-
quire fewer fertilizer holes per tree. 

Irish, Prosser and a number of 
(continued on page 40) 

P R E C I O U S G E M S . 
For Results Your Customers Will Treasure, 

These Turf Foods Are True Gems. 

Harmony and Earthgro 
offer you a complete 
selection of: 

- Organic 
- Natural 
- Bridge" Products 

that really perform. 

HARMONY 
^InTuneWith Nature® 

800-343-6343 

« È ™ PRV*V>HI AL • t i rf Food ftTTTTT 
TÌRLHX'E EV2'L: Ti-ri-FON 
114-3-6 PLUS F — • C2-8 

Ij I y Earth 
I 
I 1 , _ 11 Ri K X • ' 

PLUS 

ltAKMONY fH 
— v>irt"'u 'W (IO ^ 
PROF! • Turf Food MTLrfRxx) 
14*3-6 J 8-2-4 

Call Harmony for 
additional information, 
a free newsletter 
subscription, and 
for the location of the 
distributor nearest you. 

Earthgro 
The Natural Choice ^ ^ 

800-736-7645 
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We reduced 
our trimming 
labor by 50% 

"Edg ing and t r imming, plus 
t imely mowing, get us many 
compliments for the groomed 
look of the turf in our parks, 
sports fields and community 
center grounds. This 'finishing 
touch' would be cost prohibi-
tive without Embark, which we 
app ly th ree or fou r t imes 
yearly. With this PGR, trimmed 
edges ho ld three t imes as 
long." 

Mel Crudge 
Park Superintendent 

City of La Verne 
La Verne, California 

Get the Embark* edge! 
EMBARK® LITE® FINE TURF REGULATOR Manicured turf requires a 

great deal of tedious trim-
ming and edging. Did you know 
that up to two-thirds of this time-
consuming and costly labor can 
be avoided? Simply make a 
banded application of Embark 
Lite fol lowing each str ing 
trimming. Trimmed edges will 
generally hold for six weeks on 
most species. 

Embark Lite can be applied 
with a handgun or backpack 

sprayer. And now, while supplies 
last, we'll ship you a $95.00 SP-1 
Back-Pack Sprayer for only 
$35.00 when you buy two gallons 
of Embark Lite. 

Simply send your proof of pur-
chase and a check for $35.00 plus 
$5.00 for shipping and handling 
to PBI/Gordon Corporation prior 
to August 30, 1994. Delivered via 
UPS. Limit one per customer. 

Always read and follow label instructions. 

$95.00 SP-1 
Back-Pack 
Sprayer 

Only 
$ 3 5 0 0 

See the details 
at left. 

p b i / G Q R d o n 

c o R p o R a t i o n 
1217 W. 12th Street 
Kansas City, MO 64101 

P.O. Box 4090 
816-421-4070 

Apply Embark Lite where you string-trim most (but want to less). 

Embark® Lite® is a registered trademark ol PBI/Gordon Corporation. O PBI/Gordon Corporation 1994. 
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WHAT'S IN A NAME? 
MANY ARBORISTS believe the term "deep-root tree fertilization," 
once applied to the method of drilling holes 18 inches deep, is outdated. 
Fertilizer is no longer placed that far down, they say, since a tree's feeder 
roots are generally 6 to 12 inches deep. 

"That term is passe. It should be subsurface root fertilization," said 
Walt Money, president of Guardian Tree Experts, Washington, D.C. 
"I've been in the industry 35 years. We've run the full gamut of when 
we punched holes 18 to 24 inches down in the ground and filled it with 
granular fertilization, up to where we are today. The difference between 
what we did then and what we do today is the difference between 
bloodletting and laser surgery." 

Tree Nutrition 
(continued from page 38) 

others build a strong case for using 
drilling to apply organic material (a 
process also called vertical mulch-
ing), which appeases client concerns 
about harming the environment. 

"For granular, you want to dig a 
hole no more than 4 to 6 inches 
deep. The problem then is that 
you're putting fertilizer just at that 
level. You're better off digging a 
10-inch hole and filling it with natu-
ral organics rather than just straight 
elements. I believe using straight 
elements when drilling holes is more 
harmful than good," Irish said. 

Another pitch for modern drill-
hole application is that it regener-
ates the trees' roots; again, mostly 
where soil has become compacted. 
"In that regard, you fill the holes 
with a porous material with nutri-
ents mixed in. The combination of 
rain and air helps stimulate root 
growth," Money said. 

Intermsoffertilizertype,thegranu-
lars are lauded as "far superior in 
breaking up the soil strata. Liquid 
does very little of that," said Irish. 

Granulars still have their oppo-
nents, however. Doggett conducted 
a three-year study on applying dry 
granular fertilizers and determined 
they did not bode to the company's 
satisfaction, according to Mellick. 
"We recognize there is a place for 
that type of fertilizer, and we offer 
products for it, but we focus more 
on the slow-release liquid market." 

He advises tree care profession-
als to be wary of granular studies 
conducted in nurseries, where no 
ground cover competes for nutri-
ents. "Granular fertilizers always 
get good results in nurseries, but 

you can't bring those results into 
the landscape. That's causing a lot 
of controversy right now," he said. 

WHEN TO APPLY. Most applica-
tors agreed that, regardless of the 
method used, fall is the best time to 
apply tree fertilizers, depending on 
the job. 

"About 60 percent of the fertiliz-
ing we do is in fall and about 40 
percent in spring. We determine that 
based on several factors—time of 
sale, what type of program was 
applied previously, etc. If it's a new 
client and they're not fully aware of 

what had been done, we wait awhile 
toeliminate the possibility of burn-
ing," Doering said. 

Many lawn care companies have 
delved into tree fertilization because 
it'san ideal way to keep making mon-
ey at the end of a season, said Bob 
Williamson, division manager for 
Moyer Lawn Care, Souderton, Pa. 

"It's a great off-season deal. You 
can do it in December. Any rev-
enue in December in my mind is 
worth two times what you actually 
bill. If I can break even in Decem-
ber, I'm happy," he said. 

A number of arborists set fall 
fertilization schedules based on 
studies conducted by Alex Shigo, a 
renowned tree expert, which indi-
cate spring fertilization can be 
touchy. 'The studies show you need 
to be cautious of early spring flushes 
with highly stressed trees. You 
should wait until after full leaf devel-
opment before doing certain fertili-
zations," Doering said. 

Application rates for drill-hole 
and soil-injection fertilization vary 
by job and, of course, on whether a 
quick-release or slow-release is 

(continued on page 42) 

BROADLEAF 
WEED CONTROL 
WITHOUT 2,4-D 

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

Still Have A Choice Without 
Giving Up Performance. 

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

Tri-Power™Triamine II™ 
Call us at 1-800-345-3330 

g ^ i v e r d a l e 

\ EVERYTHING FOR THE 
LAWN MAINTENANCE INDUSTRY 

CELEBRATING OUR 2 8 t h YEAR! 

200 gal. poly baffled tank 
5.3 Kawasaki with D-30 
Hectricreel 

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

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

COMPLETE SUPPLIER OF T & 0 CHEMICALS 

1 -800-888-5502 
Or write: P.O. Box 18358, MEMPHIS, TN 38118 
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If the paper boy can hit it, so can we. 
Maybe you don't know that a little bit of TEMPO* 

insecticide can cover a whole lot. We're talking 

trees, shrubs, bushes, flowers. Even lawns. 

The reason is simple. TEMPO uses an advanced technology 

to give you the flexibility to effectively control both ornamental 

insect pests and surface insects infesting lawns -

including ticks, which can transmit diseases 

such as Lyme disease. 

TEMPO also provides the fast knock-

down, and the residual control, you'd expect . J m F 

USE READER 

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

active ingredient than the insecticide you may be using now. 

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

you start breathing easier about your next job. 

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

Specialty Products, Box 4913, Kansas City, MO 

îRsr-

'Já : 

64120. (800)842-8020. 

94S30A0009 © 1994 Miles Inc. 

MILES 
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D Y ' O N 
OR 

D Y ' O N " W " 
You Make The Choice 

Dy'On is the original spray 
indicator the first to 

let you see where you 
sprayed a temporary 

dye that will slowly 
fade away in sunlight. 

Dy'On is also recom-
mended as a pond 

and lake dye. Other 
diluted, imitator 

products are worth 
far less. 

Dy'On "W" (washable) 
is not a dye but a 

temporary colorant. 
It is equally easy 

to use as Dy'On 
yet will rinse 

off hands, 
driveways 
and walk-

ways 
quickly 

and 
easily. 

Regal Chemical Company 
P.O. BOX 900 / ALPHARETTA, GA 30239 

PHONE 404475-4837 / 800-621-5208 
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Tree Nutrition 
(continued from page 40) 

used. 'The majority of our accounts—about 90 
percent—are one ti me ayear. Some specialty jobs 
may take up to three times a year," Doering said. 

Many contractors prefer treating unhealthy 
trees several ti mes a year at a low rate rather than 
once a year, he added. "They feel they have better 
control of its effect on the environment." 

Yet other contractors using slow release only 
fertilize trees once every two or three years. "It 
really depends on the site, the soil conditions, the 
particular trees and the arborist," Money said. 

NICHE METHOD. There are situations that call 
for yet another type of tree fertilization, called 
microinjection. Many arborists opt to use micro-
injection in conjunction with subsurface root 
fertilization rather than as a replacement. 

"I recommend it as having one more tool in 
the kit when we go out to a property and decide 
what is the best thing to do for a tree. We look at 
it as an augmentation or alternative," Money 
said. 

A more recently developed method of fertili-
zation compared to the deep-root types, microin-
jection is ideal for use in areas with limited 
ground space, such as trees set in the middle of 
parking lots, or median strips between a side-
walk and street. 

"It's good anywhere the bulk of the root 
system is covered by a hard surface so that you 

Microinjection is an 
alternative method of 
fertilization. Capsules are 
injected into the tree 
trunk. Photo: J.J. Mauget. 

can't conventionally fertil-
ize that tree," Money said. 
"Also if you have a tree 
with serious root in-jury. 
We were able to salvage a 
tree in a new construction 
site some years ago using 
microinjection. The whole 
fertilization root system 
from that tree had been sev-
ered so it couldn't take in 
nutrition." 

Microinjection provides 
quick response but fails to 
provide long-term care for 
trees. "It may help the trees 
aesthetically but as far as 
correcting long-range prob-
lems, you need to get more 
material into the system 
than you can with micro-
injection," Doering said. 

Application schedules 

' T f S ^ ^ I fairly similar to deep-root 
fertilization programs, ac-
cording to Sample, who 
represents J.J. Mauget, one 
of about three companies 

offering microinjection products. 
Guardian Tree Experts microinjects trees once 

every two to three years. Sample said a typical 
schedule entails using a deep-root system one 
year and then incorporating microinjection dur-
ing the second or third year. "Or maybe you'd 
decide to take a tree which requires six capsules. 
You'd apply three the second year and three the 
third year. That would be a typical program in 
the Northeast and North-Central areas. In the 
South, because there is more rainfall, you may 
increase the fertilizations toevery otheryear," he 
said. 

PRICE COMPARISON. Tree care professionals 
interviewed contend that overall the three fertili-
zation methods are price effective, but they could 
not definitively pinpoint the least expensive, 
given a variety of conditions. 

"Soil injection is probably the least expensive 
of all commonly used methods. You can do a lot 
of trees in a shorter amount of time vs. the drill-
hole method, where they' 11 physically drill holes 
to pull out dirt and put in any variety of materi-
als," Mugridge said. "But the equipment you use 
is more expensive." 

Money concurred. "All of them are cost effec-
tive. If you look at injection vs. subsurface root 
fertilization, you would find it very cost effec-
tive. It's just a matter of determining which one 
you want to use in a given situation." 

Many said the drill-hole method is a little 
(continued on page 44) 
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# 1 IN V A L V E S A L E S 

# 1 IN C O N T R O L L E R S A L E S 

# 1 IN D R I P T U B I N G S A L E S 

Fact is, Hardies also the market leader in irrigation product sales in Europe and Australia. 
And in retail irrigation product sales in the U.S. 

How did we become the industry's best seller? By bringing together three of irrigation's most popular product 
lines (Hardie, Richdel and Irritrol) with the industry's most powerful global operation. 

We've created a momentum that promises to make Hardie a factor in other important product areas, too. A complete 
new family of sprayheads and nozzles. A new rotor line. And expanded 

commercial and golf lines. All coming soon. Y 4 h J a i T I G S H d l " d i C 

Exciting new pages for an industry best seller — from Hardie. L. / . J I r r i g a t i o n 

27631 La Paz Road, Laguna Niguel, CA 92656 (714) 831-6000 Fax:(7l4) 831-3212 
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Velke^Hhe incredible mower attachment that turns 
most wM-behinds into ride-behinds. 

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

Gentlemen: «• ^ « « H n i stories by now on 

the uses of your Velke. w m e d a hopeless 
One of my employees-a jO^ear ^Q ^ ^ 

^ ¿ s s t s s x ^ ^ ^ 
whatfwhile we' , at It ^ 

The results were S e m 1 ^ h e won't get off 
twice the work done.^dmypromem ^ ^ 
the thing! He thtokBhe s U w n s ^ . ^ p r o d u c m g s 0 
he's become one of my top jerom» b u t a raise. 
muCb I've not only given l m W W ^ ^ 

such a great product. 

Gratefully yours 

^ S S r r o u n d s M a m i o n a n c e 

velke 
For More Information Call 301-330-0086 

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

Tree Nutrition 
f continuedfrom page 42) 

more costly because of the labor required. "It 
depends on how often you need to repeat drilling 
the holes. You can imagine drilling holes even 2 to 
3 feet underneath a huge tree, you have a lot of holes 
to drill. That takes a long time," Mugridge said. 

Pulling microinjection into the picture, Doer-
ing said, that method is more costly upfront in 
terms of labor and materials. "Per active amount 
of nitrogen getting in the tree, it costs more. But 
if you compare how much actually gets into the 
system, I guess in that respect it's actually more 
cost effective." 

Lawn maintenance companies that retrofit 
their trucks and handle minimal tree fertilization 
for existing clients won't need as large of equip-
ment as the arborist companies, and thus face 
lower costs, said David White, marketing direc-
tor for CoRoN Corp., Souderton, Pa. "The stan-
dard lawn maintenance truck is adequate for 
what they need in terms of tree fertilization. They 
don't need big rigs and big trucks." 

FERTILIZER FUTURE. There don't appear to be 
too many product innovations on the tree fertil-
izer horizon. The two major concerns, both of 
which apply to the liquid fertilizers, are salt con-
tent and leaching. 

"Right now the industry is desperately look-
ing for ways to deep-root-inject with lower salt 
content. There are some low-salt liquid products 
on the market right now," Sample said. He point-
ed out that microinjection capsules have no salt 
content. 

Prosser said his company actively seeks low-
salt fertilizers. "We use very low-salt fertilizers 
that break down in the soil. They're 75 percent 
water soluble. That way it's gradual," he said. 

Greg Wall, a spokesman for O.M. Scott & 
Sons, Marysville, Ohio, explained that product 
innovations usually apply to woody ornamen-
tals in container nurseries. "We have some new 
technologies in fertilization development, but 
the tree market is not really where they're being 
marketed. New technologies first hit the produc-
tion end and then spill over into tree mainte-
nance," he said. He declined to comment on any 
projects O.M. Scott has under way. 

Mellick pointed to a recent discovery which 
he believes could eventually change the future of 
tree fertilization. A little-known family of fungi, 
found on the roots of almost all plants, enters a 
"symbiotic partnership" called mycorrhizae. The 
fungi send thread-like hairs out into the soil, 
increasing the host plant's ability to gather nutri-
ents by 10 times or more. 

'The function of mycorrhizae in soil/root 
symbiosis has become very clear and important. 
Trees and shrubs living in soils with good myc-
orrhizae populations thrive," Mellick said. 

Doggett plans to initiate trials this year inocu-
lating urban trees and shrubs with mycorrhizae 
spores, he added. • 

The author is Senior Editor of Lawn & Land-
scape Maintenance magazine. 
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Lose Your Tan This Winter 
With Overseeding 
Blends from 
Medalist America 

Winter doesn't have to be tanning season with 
Medalist America Overseeding Blends. Each is a 
balanced fonnula of ryegrass varieties care-
fully selected to complement each other 
through winter overseeding. They not only 
help you lose your tan, but match your exact 
transition style. 

Medalist America 
Ryegrass Blends 

Medalist Gold Our darkest and densest blend. Maintains 
payability until you decide to transition back to bermudagrass. 

Medalist 8 A wear-tolerant all-purpose blend that performs 
well on tees, fairways and greens. 

Medalist X Provides quick germination and establishment, 
wear tolerance, disease resistance and smooth spring transitions. 

Medalist Par Brand An economical perennial ryegrass 
alternative to annual ryegrass for overseeding large areas such 
as fairways. 

Medalist Blends Plus Sabre Combines the key strengths 
of the Medalist America blend you select with the cold weather 
traits of Sabre Poa triinalis. 

Don't get burned this winter. Call 800-568-TURF for more 
information and the name of a Medalist distributor near you. 

NEDMLIST 
M 

S S S E E 

APM Perennial Ryegrass • Accent Perennial Ryegrass • Dandy Perennial Ryegrass • Delray Perennial Ryegrass • Pennfine Perennial Ryegrass • 
Target Perennial Ryegrass • Sabre Poa tririalis • Bullseye! Brand Perennial Ryegrass • Mulligan Perennial Ryegrass 
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OVERSEEDING MEANS differ-
ent things to different people. 

Talk to people in science, and 
chances are they would define 
overseeding as throwing cool-sea-
son grass seed over dormant warm-
season grass (usually bermuda) to 
keep Florida and other hot-climate 
lawns green in winter. This is a 
common orientation among aca-
demics and turf researchers. 

But overseeding encompasses 
other applications as well. A broad 
definition of overseeding is the pro-
cess of placing grass seed over an 
existing stand of turf. Sometimes 
it's done to boost a sagging turf; 
other times to "transition" from one 
grass type to another in order to 
derive benefits of hardy new variet-
ies (for instance many contractors 
in the North are overseeding new 
tall fescue seed over bluegrass). 

Seed itself is continually being 
improved to make this process more 
effective. "We're constantly enhanc-
ing performance characteristics," 
said Bill Dunn, national sales man-
ager for Zajac Performance Seed 
Co., North Haledon, N.J. "By im-
proving color, density and the com-
pact-growth nature of plants, we 
al low operators to cut the grass clos-
er which improves seed sales in the 
Florida market. In the Northeast we 
work on things like disease resis-
tance and genetic color, which helps 
reduce fertilizer requirements." 

The industry generally acknowl-
edges recent improvement in seed 
varieties as a good enough reason 
to overseed. An old turf can be one 
that is genetically challenged and 
tired, unable to stand up to nitrogen 
doses and wear and tear. 

Use of proper equipment to pre-
pare the turf is crucial, according to 
Ward Svoboda, who helped engi-
neer Ryan's Mataway verticutter, 
one of many $ 1,000-or-under tools 
commonly used by small- to me-
dium-size lawn maintenance op-
erations. This type of equipment— 
or something grander—is a neces-
sary first step in overseeding. 

"In order for the seed to germi-
nate," Svoboda said, "it has to be 
covered. If you've got the seed be-
low the ground, it has more of a 
chance to establish." 

Large overseeders cut through thatch and apply seed within the open slit. Photo: Ransomes. 

COOL-SEASON TURFS. Whether 
contractors run a $7,000overseeder 
or just break up thatch with a rake, 
they have to properly prime the 
target area to receive the seed. 

"In the Midwest, the best two 
months to do it are March and Sep-
tember," said Rich Gaffney, owner 
of Gaffney Landscaping in Cleve-
land, Ohio. "We commonly need 

tooverseed tocomect for patchy grass, 
drought and damage from insects 
and fungi. First you have to cut the 
grass down low. All grass seed has 
to be thrown in before June 10 — 
and that's probably late — to have 
a chance to establish before weed 
seas-on. We either dethatch (using 
what we call a power rake) or seed-
slice it, before seeding." 

This "slicing" entails using a 
knife edge to cut a groove in the 
soil every half inch. 

In Ohio'sclimate, as in other North-
em latitudes, September is the more 
crucial overseeding period. "Un-
like spring, if you grow grass in 
September it has two growing sea-
sons before summer," Gaffney said. 

He does not overseed every lawn. 

46 M A Y 1994 • LAWN & LANDSCAPE MAINTENANCE 



TURF OVERSEEDING 

Tur f Prep: 

The Key 
To Successful 
Overseeding 

Improvements in seed development and turf preparation 
enable contractors to overseed tired lawns — both warm- and 
cool-season — with a range of hardier; denser turf types. 
By Bob Gitlin 

only those under visible stress. In-
sect damage and stingy, compacted, 
clay-based turfs (a result of droughts 
in recent years) are two good rea-
sons to overseed, he said. A top-
dressing such as peat moss finishes 
off the process. 

"Most turfs that we overseed are 
fescues," said Sean Willard, land-
scape manager with Orkin Plant-
scaping in Knoxville, Tenn. "We 
usually start overseeding our cool-
season turf in the first week of Sep-
tember. To go along with that we 
core aerate. If we have areas that 
need heavy doses, we may slit-seed 
also, to open up weak areas." 

Red clay, a problem in his re-
gion, is one reason overseeding be-
comes necessary. The waiting pe-
riod provided by fall overseeding is 
particularly important with fescues, 
which are heat-sensitive. "Sometimes 
if you put seed down in the spring, 
it's just getting established when it 
gets really hot. In areas that aren't 
well irrigated, the grass probably 
won't make it through the summer." 

Jeff Rieger, manager of land-
scape maintenance at Dennis' 7 

Dees Landscaping Inc., Portland, 
Ore., has had to overseed lawns 
devastated by the crane fly, a big 
insect that looks like a mosquito. 

"It lays eggs in wet areas, includ-
ing our irrigated lawns, which can 
stay pretty moist. In winter the eggs 
start to hatch. New insects start to 
feed in spring, as soon as it warms 
up. Crane flies kill out entire patches 
of lawn." 

As well as kill the pests, Rieger 
treats the stricken fescue/rye lawns 
by overseeding with the same blends. 

Rusty Stout, vice president and 
general manager at Complete Lawn 
Service Inc., Vienna, Va., deals pri-
marily with improved tall fescues. 
He's working mostly on cool-sea-
son grasses; warm-season grasses 
(mostly zoysias) comprise only 10 
percent to 20 percent of lawns in his 
area. He does about 90 percent of 
his overseeding in September and 
early October. 

"I don't recommend to anybody 
to seed past that time around here," 
Stout said, "though other people do 
it. It starts to get cool, soil tempera-
tures drop and you're not getting 

germination like you need." 
He refrains from taking on more 

overseeding jobs than ag-ronomics 
and climate dictate. "I make a com-
mitment to do a certain number of 
overseeding jobs in about a six-
week time frame. After that, weather 
plays an ever-increasing role." 

Tall fescue, enjoying more use 
due to excellent new varieties com-
ing into the market, has a draw-
back: It does not spread as well as 
bluegrass. 

"You've got to periodically feed 
it," Stout said. "Overseeding means 
more than coming in every fall with 
a spreader. My company strongly 
believes in soil prep. We slit-seed 
using what we call a 'power seeder,' 
and we have three aeroseeders. They 
verticut grooves about 2 or 3 inches 
apart, and the seed falls in." 

He eschews core aeration, how-
ever, claiming it's a good practice 
to relieve soil compaction but futile 
for prepping turf for overseeding. 
"The holes are 6 inches apart and 
fescue doesn't spread, so this pro-
cess never does the job. If your 
lawn is in decent shape it'll work 

OK, but really it needs a little some-
thing more. That's why we slice it." 

He recommends that fescue-lawn 
owners overseed their properties 
every three or four years. 

Bob Brophy, director of devel-
opment at Turfco, a Minneapolis-
based manufacturer of lawn main-
tenance equipment — whose line 
includes aerators, a topdresser that 
also serves as an overseeder and 
other renovating equipment — 
slightly disagreed with Stout's com-
ment about aeration. 

The best way to prepare to over-
seed is to aerate and slit-seed, 
Brophy said, agreeing that, alone, 
aeration's utility would be limited. 

"When I give seminars on aera-
tion, I have a beautiful slide that 
shows where a guy aerated and then 
broadcast fescue, which, of course, 
is a clump grass. The seed fell into 
the holes and germinated into good 
growth. In summer, the bluegrass 
browned out, and the fescue came 
on and became very green." 

Brophy tells lawn maintenance 
professionals they can't aerate and 
overseed behind it and get a good 
crop of grass. 

"Aeration is just one step of the 
seeding program," Brophy said. 
"You won't get the majority of 
seed down to the soil unless you 
first use verticutting equipment to 
loosen up that thatch layer." 

A number of manufacturers of-
fer overseeders. These have rotat-
ing or slicing blades that cut through 
the organic or thatch layer and down 
through the soil surface; then they 
apply the seed within this slit. This 
can be a one- or two-pass proce-
dure, depending on the seed being 
put down, Brophy said. 

"The best thing you can do, be-
fore you do any overseeding job, is 
to walk across the yard and see 
what caused the yard to go bad. 
There may be an underlying prob-

LAWN & LANDSCAPE MAINTENANCE • MAY 1994 USE READER SERVICE #51 47 



lem you don't see, maybe some-
thing under the soil. There may be 
a soil-type or drainage problem, or 
a disease problem. Take your soil 
sampler. See what the thatch layer 
looks like. This guy might have 
thatch 2 inches thick, in which case 
you're never going to get anything 
to grow." 

When aerating, holes should be 
placed in the turf at a rate of be-
tween nine and 30 per square foot, 
he added. 

The next step is to use a full-
blown overseeder; or, for lower bud-
gets, verticutting equipment—any-
thing with small steel blades to slice 
through thatch. 

Finally, Brophy recommended, 
after the broadcasting of the seed, 
coming by again with the verticutter 
to stir it up. 

"Most of the overseeding done 
in the lawn maintenance business 
uses a little verticut machine and a 
seed spreader," he said. "They' 11 go 
out and aerate, verticut and spread 
the seed. Most lawn maintenance 
firms can afford a $ 1 ,(XX) machine, 
but they can't afford a $4,(XX) to 
$7,000 machine." 

How do you know when the 
lawn needs to be killed out com-
pletely' 

"Whenever you want to get rid 
of the existing growth, for what-
ever reason — if, say, a guy has a 
hluegrass lawn and he wants to go 
to a fescue lawn, for all the benefits 
that the new fescues give him — 
then he'll go out and use Roundup 
on the hluegrass," Brophy said. 

"The rule of thumb for weed-
damage assessment I always use is 

60 percent. If 60 percent of the 
growth out there is growth you 
don't want, kill it and start over. 
Don't fight it. You can spend years 
trying to overpower it, when you 
can go out with one dose of 
Roundup, spend another $100 in 
seed, and he done with it." 

"The overseeding that takes place 
from Virginia north is permanent 
turf overseeding," said Zajac's 
Dunn. "Most of it'sdone in the fall. 
A common application is golf 

Overseeding is also used to 
renovate a sagging or worn 
existing turf. Photo: Jacklin 

course, putting down new culti vars 
after summer damage to restore fair-
ways to a lush stand. Home lawns, 
worked by lawn maintenance com-
panies, benefit more from over-
seeding in fall than any other time." 

This year will be tough in the 
Northeast and Middle Atlantic sea-
hoard, which received intense snow 
and ice damage. 

"That will necessitate a lot of spring 
overseeding," Dunn said. "They 
use good culti vars, good grasses; 
the success in terms of getting the 
material up and established is just 
about guaranteed. The problem 
we're going to have is this: Our stress 
periods here start as early as mid-
May, with the heat and drought." 

Again, the spring overseeding, 
attempting to get the grass pretty 
and lush for the new season's traf-
fic, doesn't have the luxury of two 
growing periods, which you get 
with fall application. "They'll get 

(continued on page 50) 
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Get the royal 
treatment. 

EXPO 94 is rolling out the red carpet 
for the biggest and best show yet. 
More Space! 
• New seminar facilities. 
• An expanded exhibit hall - room for even 
more than 500 exhibits and easier-than-ever 
access to the outdoor area. 
• Outdoor demonstration areas for 
commercial and consumer equipment. 
Together they're the size of 14 football fields. 

More Exhibits! 
• More than 500 top manufacturers 
and suppliers of lawn, garden and power 
equipment, showcasing their latest 
innovations. 
• Blue ribbons to highlight new products. 

More Excitement! 
• Dinner with Ronnie Milsap and Patty 
Loveless. A double shot of entertainment! 

• All-new, industry-specific seminars. 

More Savings! 
• Free shuttles between hotels and EXPO 94. 
• Pre-negotiated room rates in a very 
reasonably priced city. 
• Business contacts and inventory updates, 
all under one roof. 

Enjoy red-carpet treatment at 
the trade show that's known 
for quality and hospitality. 
Call today for a free brochure, 502-473-1992 
or 800-558-8767. Fax 502-473-1999 

I N T E R N A T I O N A L 
L A W N , G A R D E N & 
P O W E R E Q U I P M E N T 

E X P 0 9 4 

July 24-26, 1994 
Kentucky 

Exposition Center 
Louisville, Kentucky 

USA 
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Turf Overseeding 
(continuedfrom page 48) 

the material down and irrigate it 
properly. It's a question of how ma-
ture it becomes before the first on-
slaught of summer stress." 

WARM-SEASON TURFS. Eric 
Richardson, manager of horticul-
tural services at Greenscape of 
Destin, in Santa Rosa Beach, Fla., 
encounters three kinds of year-
round turfgrass: St. Augustine, cen-
tipede and bermuda. 

"We overseed in October gener-
ally," he said. "I personally prefera 
mix of 70 percent perennial, 30 per-
cent annual. The annual, we get 
some quick germination off of; it 
gives the client that fast greenup so 
they can have a green lawn all year. 
The perennial is a little slower-grow-
ing so it's not such a mess to mow." 

He throws ryegrass down over 
his warm-season turfs. This type of 
plant (rye) can cause unwanted 
growth eruptions. He also has his 
people go easy on fertilizer when 
following up on rye. 

Overseeding in his area corrects 

for things like traffic (particularly 
on centipedegrass) and infestation 
of sod webworms in St. Augustine-
grass or centipedegrass. Of the lat-
ter, Richardson said, "If you don't 
catch it in time, it will devastate a 
lawn to the point where, at least in 
places, it'll have to be renovated or 
resodded." 

Bermudagrass and St. Augus-
tinegrass are the turfs fretted over 
by the professionals at TechScape 
Inc., Richardson, Texas. "We 
overseed with fescue or rye," said 
Vicki Mynhier, sales and market-
ing director. "This helps the cus-
tomers have green lawns year-
round. The warm-season grasses 
go dormant about November or 
December." 

Because of the growth stimu-
lated by the germination of the cool-
season grass seeds, TechScape 
crews have to go out in the winter 
months with fertilizer and mowers 
to control the new green stand, which 
is purely aesthetic, and not afford-
able by all clients. That 's part of the 
package being sold in the deep 
South: not only the overseeding, 
but the subsequent maintenance. 

"We verticut before we put the 
seed down," said Mynhier, "then 
water it twice or three times a day 
for about five days." 

Overseeding over bermudagrass 
in Southern climates is the easiest 
of this type of overseeding. Other 
warm-season varieties cause prob-
lems, particularly St. Augustine-
grass, whose delicate root hold in 
its first year almost precludes intro-
ducing competition with hardy ryes 
orothercool-season varieties. And, 
as years progress, there can be a 
point of diminishing returns, even a 
threat to the underlying St. Aug-
ustinegrass, if overseeding persists. 
Customers sometimes have to be 
so informed, Mynhier added. 

"In the Southeast," said Dunn, 
"on golf courses and on corporate 
lawns and athletic fields, they take 
turf-type perennial ryegrasses and, 
a lot of times, use three-way formu-
lations or blends of varieties. They'11 
overseed those at very high rates. 
Once the bermuda is up and green 
again, the rye has gotten out. So 
they're using a perennial almost 
like an annual." 

"We are seeing a trend toward 

more cool-season grasses, like pe-
rennial ryegrasses, over-seeded on 
warm-season turfs, in most cases 
bermuda," said O' Donne 11. "When 
the lawn maintenance industry was 
less mature, operators competed for 
customers. Now that there are so 
many companies out there and the 
customer base and ability to get 
new customers is reduced, the in-
dustry is more oriented toward get-
ting revenue out of the customers 
they have. One of the ways they've 
been doing this recently is offering 
overseeding as an option." 

Good seed to soil contact is the 
key to all overseeding. And the 
Florida scenario is no different. 

"One reason you see more 
overseeding of bermuda than some 
of the other warm-season grasses is 
not so much the damage or the 
threat that the ryegrass or centi-
pedegrass present but the fact that 
it's physically easier to open up the 
bermudas without damaging them," 
O'Donnellsaid. . 

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

^Ritchie 

Help Keep 
Lawns Green for Less 

of Your Greei 

Why 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. 
• i m n n ' h i i l ^ l J i U . U i r m 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 ^ A No Obligation Quote 
Ritchie Bestway Commercial Sprayers 
120 South Main PQ Box 730 
Conrad, Iowa 50621 USA 

"GROUNDS FOR THE FUTURE" 
• T U R N L A N D F I L L C O S T S I N T O P R O F I T S 
• S O L I D , R E L I A B L E , H E A V Y S T E E L C O N S T R U C T I O N 
• F I V E P O W E R F U L W O O D C H I P P E R M O D E L S A V A I L A B L E 
• A S K A B O U T T H E N E W " T A Z M A N I A N D E V I L " 

T H E T O U G H E S T I N C H I P P E R / M U L C H E R M A C H I N E R Y 

800-365-3999 
4032 Johnson Rd.* Chanute, KS 

800-568-6553 «Fax (316) 431-4227 

SEEKING NEW DISTRI BUTORS NOW! 

TTüMPmilK 
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Our commitment to 
your success continues 

with TURFGO products. 
As part of our continuing commitment to turf care professionals, 

United Horticultural Supply proudly features our own TURFGO' 
line of fertilizers, chemicals and turf seed. 

These top pros have discovered that TURFGO products are 
premium quality in addition to being environmentally sound. 

For example, TURFGO Crabgrass Preventer plus Fertilizer 
contains TEAM,* a proven leader in crabgrass control. Regardless 
of weather, turf species or time of year applied, 
excellent results are predictable. 

Recent studies conclude that TEAM is 
still a top performer. Plus, it's safe for all turf 
and it won't stain. 

If you prefer it without fertilizer, we have TEAM 2G. 
Whatever your need, United Horticultural Supply has a 

product that performs as promised and is always in good 
supply. Call us at 1-800-847-6417 for more information. 

United 
Horticultural Supply 

* TEAM is a trademark of DowElanco 



WATER CONSERVATION 

Water Purveyors: 
Friends or Foes? 

Water suppliers often restrict the use of landscape irrigation systems based on 
misconceptions about system viability. Contractors need to educate purveyors in their region on 

how modern irrigation systems can actually reduce water usage when 
properly installed and maintained. 

Bx Brian Vinchesi 
TURF AND LANDSCAPE 
irrigation systems consume 
a large portion of the do-
mestic water supply in the 
United States. Although es-
timates vary, outdoor water 
use can account for as much 
as 50 percent of household 
water use. In some areas, 
such as Southern Califor-
nia, Florida and Arizona, the 
percentage jumps higher. 

Consequently, both the 
public and water authorities 
sometimes perceive irriga-
tion systems as water wast-
ers. The common notion is 
that the systems increase 
water use, thus draining 
available water sources. 

Irrigation systems are de-
signed to apply a uniform 
application of water over a 
given area. Usually, the bet-
ter the design, installation 
and continued operation of 
the system the more effi-
cient the water use. 

Other factors such as wind 
and time of operation also 
come into play. For instance, 
if you compare the identical 
landscapes of two adjacent 
homes — one with an irri-
gation system and one with-
out — what are the differ-
ences in water use? 

To compare water use, you first 
have to ensure that the same num-
ber of people live in each house. If 
the home without the irrigation sys-
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tern never waters its lawn, then the 
irrigated home will always have a 
higher water use no matter how 
efficiently the system operates. 

Without comparing apples to ap-
ples, some people automatically— 
albeit wrongly — view this irriga-
tion system as a water waster. 

Proper head selection, 
placement and pressure 
settings all play a role in 
the effective use of water 
resources. 

But what if the home 
without the irrigation sys-
tem was manually watered 
by the owner as much as the 
house with the irrigation 
system, i.e., the same amount 
of water was appl ied to each 
lawn? What would the wa-
ter use look like then? 

On average, the house 
with an irrigation system 
will use about 40 percent to 
60 percent less water than a 
manual watering system. 
This illustrates how an au-
tomatic irrigation system 
saves water. 

But how does the water 
supplier look at these two 
situations? 

Water purveyors—typi-
cally water districts orquasi 
governmental agencies — 
send mixed signals on this 
topic. Some strongly sup-
port landscape irrigation by 
promoting water conserva-
tion practices, i.e., allowing 
exclusion meters (which 
help reduce costs for irri-
gation) and aiding home 

ownersandcontractors in scheduling 
the irrigation system to promote 
proper water use. 

( continued on page 54) 
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Available in 12, 15, and 17 foot 
cutting swaths, the new Woods 
Turf Batwing finish mower is 
engineered for high-productivity 
mowing. Not only will it handle 
the wide open spaces, but 
specially designed gauge wheels 
make this mower a top 

To get the name of your local 
Turf Batwing dealer, call 
815-732-4421. But you'd better 
call soon. You have a woj:ld of 
mowing to do. 

Oregon, IL 
815-732-2141 W O O D S 
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Water Conservation 
(continuedfrom page 58) 

Other water suppliers try to pre-
vent irrigation system installations 
at every turn by prohibiting exclu-
sion meters, establishing expensive 
backflow regulations, barring per-
mits for tap water supplies and ban-
ning automatic irrigation systems. 

WATER REGULATIONS. Water 
bans imposed by local or regional 
water authorities can deter irriga-
tion contracting businesses. Many 
times the bans are imposed based 
on bias or misconceptions about ir-
rigation systems. 

Water bans are constructed in 
many different ways. Some pre-
vent outdoor watering altogether; 
others just prohibit watering during 
certain hours. Yet others allow for 
odd and even day watering—resi-
dents with even-numbered street 
addresses water on even days of the 
month and odd-numbered street 
addresses water on the odd days. 
Other bans control irrigation by 
prohibiting taps from running to 
the potable water system, by allow-

ing only alternative water systems 
such as wells or by outlawing auto-
matic irrigation systems. 

Some watering bans can benefit 
the irrigation industry. A watering 
ban that only allows outdoor water-

Puddling and so-called watering 
the sidewalk contribute to the 
landscape industry's image of 
water-wasters. 

ing from 10 p.m. to 5 a.m., for 
instance, actually promotes the pur-
chase of an automatic irrigation 
system, which can easily be pro-
grammed to waterduring set hours. 

Bans discriminating against au-
tomatic irrigation systems hurt the 
irrigation industry the most. Irriga-
tion contractors, however, gener-
ally understand and won't dispute a 
ban imposed for defensible reasons 
such as a town having low water 
supplies or poor water distribution 
systems. 

Water purveyors impose bans 
for various reasons. Watching irri-
gation systems run in the rain may 
be one reason. Excessive water use 
may be another. 

Some purveyors allow exclusion 
meters, which benefits the contrac-
tor, resident and the community. 
An exclusion meter monitors irri-
gation water use separately from 
the main water meter, often at a 

(continued on pa Re 56) 

USER FRIENDLY 
WEED CONTROL 

Now More Than Ever 
Is The Time To Go Dry! 

Worker Protection, DOT 
Specifications and Expo-
sure Reduction Program 
all mean more difficulty 
handling pesticides unless 
you use Tri-Power® Dry or 
Dissolve®. Water soluble 
herbicides in water soluble 
bags. Your choice of a 
2,4-D based or 2,4-D free 
program. Just toss the 
bag in the tank and go! 

/ No Mixing 
/ No Measuring 
/ No Pouring 
/ No Container Disposal | 
/ No Exposure to 

Concentrates 
• No Freezing 
• Packaged in 

Recyclable Cartons 
• Cleared For Use 

On Cool & Warm 
Season Turf 

IOlSSfiLVF / TRI-POWER® DRY 

Call us at 1-800-345-3330 
g ^ l v e r d a l e 

USE READER SERVICE #58 

THE COMPLETE BILLING SOFTWARE! 
• Quick professional invoicing. 

• Track multiple businesses. 

• Easy & reliable. 

• Genera) ledger & inventory. 

• Chemical tracking for Ö.E.C. 

• Tax & financial reports. 

• Cont 

• Scheduling, routing, & mailing lists. 

• Unlimited TOLL FREE training & support. 

• M U C H MORE FOR ONLY $695.00 
(Easy payment plan available) 

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

1-800-572-8713 n 
CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ S E 

i r 
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ui l t to last 

With 
Captive 
Assembly -
No More 
Lost Parts 

1 

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

Member 

-619-744-7461 " 

Hunter ® 
i 

Dedicated To The Irrigation Professional 

1940 Diamond St. • San Marcos, CA 92069 • U.S.A. • 1-619-744-5240 • FAX: 
USE READER SERVICE #89 

Captive Plunger, Bonnet Screws, 
and Diaphragm Assembly 
Parts never fall off or become lost. 
New Porting/Filtering System 
Handles dirtiest water conditions; 
self-flushing; ends clogging. 
Double Bead Diaphragm 
Prevents leaks and stress failure; 
ensures longer valve life. 

Now you can install a 
complete Hunter irrigation 
system using our reliable rotors, 
PSC controller and versatile new 
r HPV plastic valve. 

Ready to perform in the 
roughest conditions, the HPV has 
an impressive line-up of new features 
that extend valve life and trim 
installation time. Available in globe 
or angle configuration. 



Iron and micronutrient def ic ient 
turf and ornamentals respond 
quickly to Mult iGreen II. Iron, 
zinc, copper and manganese are 
chelated in natural sugars which 
prevents chemical reaction with 
soil and keeps the micronutrients 
available for max imum plant 
uptake. Noth ing improves root 
growth, color and stress tolerance 
more. 

MultiGreen II tank mixes with 
many pesticides for benefic ial 
results. Its natural spreader sticker 
properties enhance the results of 
many chemicals whi le providing 
all the micronutrients needed for 
the healthiest possible turf and 
ornamentals. And all this without 
burning the foliage. 

Regal Chemical Company 
P.O. Box 900 

Alpharetta, Georgia 30239 
Phone: 404-475-4837 

1-800-621-5208 
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Water Conservation 
(continued from page 54) 

lower pay rate. Water districts which don't allow 
exclusion meters are missing out on the cost and 
water savings. 

Sewerage charges tied to the water use are not 
usually billed on the water statement. Depending 
on the location of the proposed irrigation system, 
there can be significant savings in water and fees. 
In some municipalities, the sewerage charge is 
more than 75 percent of the water bill. 

Backflow prevention requirements, which 
usually come under the local water purveyor's 
authority, are almost standard throughout the 
United States on a state by state basis. Unfortu-
nately, they vary drastically from one municipal-
ity or water district to another. Costs of backflow 
prevention devices vary by type. Requiring ex-
pensive reduced-pressure devices for residential 
installations significantly increase the cost of the 
irrigation installation. 

Additionally, friction losses associated with 
the reduced pressure device on some may re-
quire the installation of a booster pump, which 
again raises costs. Less expensive devices, such 
as pressure vacuum breakers, are more suitable 
under proper conditions. 

Water purveyors also can affect the irrigation 
industry by charging for the installation of new 
water taps or for water tap permits. These charges 
vary with the size of the meter, but can run as high 

When used properly, 
automatic systems save 
money. When they're not, 
water is wasted and the 
industry looks bad. 

as $25,000for a 2-inch tap. 
Installation of the meter, 
backflow, etc., is an addi-
tional charge. 

Although only one-time 
charges, these astronomi-
cal fees are prohibitive to 
the irrigation industry, es-
pecially on large commer-
cial projects. The high 
prices promote poor irri-
gation design, lengthening 
run times by suggesting the 
designer use a smaller me-
ter to save cost. 

Lastly, irrigation sys-
tems can be particularly im-
peded by high water costs. 
Even some areas with 
abundant water supplies 
charge prohibitive rates. 

JOINT EFFORTS.! low can 
irrigation contractors and 
water suppliers work to-
gether? In many regions, 
especially the Southwest 
where water is scarcest and 
irrigation most prevalent, 

the irrigation industry and water suppliers work 
hand in hand. 

Many water authorities in Southern Califor-
nia, Nevada and Arizona have installed educa-
tion programs to teach end users and irrigation 
contractors proper scheduling of irrigation sys-
tems which ultimately reduces water use and 
operation costs for the consumer. They also 
promote good turf management practices. 

National efforts such as the Irrigation Asso-
ciation's Certified Landscape Irrigation Auditor 
program and California's AB235 law also help 
promote water conservation by ensuring proper 
irrigation scheduling techniques are practiced. 

Educating water authorities on the benefits of 
irrigation systems is important for the long-term 
viability of the irrigation industry. Most water 
authority personnel know a lot about water meters, 
pumps and distribution systems but are naive 
about how an irrigation system is designed, in-
stalled and operated. 

Many times a little education on system de-
sign goes a long way. For example, many water 
authority personnel think that when a residential 
irrigation system is in operation, all the sprinklers 
come on at the same time. They are not aware that 
an irrigation system runs in zones, thus reducing 
the amount of water required per minute. 

Because of their ignorance, these municipali-
ties may require that a separate water line he 
brought in from the street, and that it be sized to 
run the system all at once without interfering 

(continuedon page 58) 
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WHEN YOU MAKE THE BEST TOOLS, 
IT'S HARD TO MAKE THEM BETTER WITHOUT 
MAKING THEM MORE COMPLICATED. BUT WE'VE DONE IT. 
For 1994, every Corona professional grade 
pruning tool has been improved. Simply. 

Take our new precision-machined pivot bolt 
design, for instance. For 60 years we've em-

ployed a reverse-threaded 
machine bolt and lock nut. 
Simple, reliable, but requir-
ing two wrenches and a 
little dexterity to adjust. 
Our new design is self-
seating, self-aligning and 
right-threaded. It won't 
work loose. And it makes 
blade changing in the field 
a one-tool, one-minute job. 

We've also switched to barrel nuts in place 
of machine screws for mounting the hard-
wood handles on our loppers and 
hedge shears. They protect the 
threads and make changing 
handles easier. And we've gone 
to more comfortable, textured 
non-slip grips on our hand tools. 

All of our forgings are now 
of Coronium™ a new, higher 

Self-aligning 
pivot bolt 

alloy steel milled to our specifications. This 
change, combined with refinements in our 
heat treating, puts blades in your hand that cut 
cleaner and hold an edge longer. 

Without changing our tools basic, proven 
designs, we've streamlined and strengthened 

^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ our forgings. And we're 
V W spending more time 

\ L I T E I H Y I E / polishing metal parts to 
W A R R A N T Y give them greater rust 

resistance and to make them 
easier to clean and disinfect. 
On the service side, we've 

simplified our model number-
ing and figured out a way to lower prices on 
replacement parts. 

All of this is pretty basic stuff, we admit. No 
gimmicks. Nothing complicated. 

But that's what you'd expect of Corona. 
We're simply doing what we started out doing 
60 years ago. Listening to you, the people 
who earn a living with pruning tools. Then 
designing, engineering and forging rugged, 
American-made tools that cut clean, hold an 
edge and outlast others by far. 

Put our latest generation of tools to the test. 
If you like them, tell others. If you think they 
need improvement, tell us. To do so, or for the 
name of your nearest Corona dealer, call 
1-800-234-2547. 

Barrel nut 
mounting 

1540 East Sixth, P.O. Box 1388, Corona, CA 91718-1388 
A Harrow Company © 1994 Corona Clipper 
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cargoWagon 
with 102" Axles 

JUST FLAT GREAT! 
L o o k i n s i d e o u r t ra i ler , a b o v e . T h e b i g a s t e r i s k 
s h o w s y o u o u r 6 ' 9 " w i d e in te r io r f l oo r is F l a t ! 
N o w h e e l b o x e s i ns ide . Per fec t fo r m o t o r i z e d 
L a w n & G a r d e n E q u i p m e n t , a n d p l e n t y o f 
" w a l k - a r o u n d " r o o m , t o o . 
W e l l s C a r g o o f f e r s y o u g rea t O p t i o n s fo r cus -
t o m i z i n g l i ke : FL( )W-TI ll u V E N T 1 L A T K )N e l im i -
n a t i n g fue l f u m e s , W O L M A N I Z E D 1-1/2" F L O O R S 
a n d 3 /4 " INTERIOR S I D E W A L L S for "guts . " 
A l l b a c k e d b y a W a r r a n t y that really works for you! 

Call 1-800-348-7553 for Catalog & Prices 
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!" 

USE READER SERVICE #13 

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

(216)9664511 • (800)872-7050 

T U R F T R A C K E R 

FEATURES: 
• Spreads and sprays over 4000 sq. ft. per minute. 
• Zero turning radius for maximum maneuverability. 
• Full hydrostatic drive. 
• 12' break away spray boom. 
• 150 lb. capacity; 3 speed electric spreader. 
• Designed for residential and commercial properties. 

| Water Conservation 
(continuedfrom page 56) 

with household water use. These requirements 
significantly add to the cost of the irrigation 
system, discouraging many buyers. 

Another example is a town that requires an 
irrigation system installation pre-approved by 
the board of health to ensure sprinklers are not 
installed over the drain field of the septic tank. 
The reasoning is that a sprinkler could break and 
flood the drain field, causing an unpleasant odor 
or potential health hazard. This argument can 
easily be countered with an explanation of how 
a master valve can correct these problems. 

UNREASONABLE REGULATIONS. Water au 
thorities impose many requirements that can be 
successfully refuted with education. To justify 
separate water supplies, for example, a water 
authority must first understand how the zone size 
of an irrigation system is determined. 

For educational purposes, irrigation profes-
sionals can provide adequate information on the 
three rules for safely sizing irrigation system 
zones operating from municipal water supplies. 
In addition, standards exist on how pressure 
losses are calculated into the system. Once ex-
plained, the rationale for separate water supplies 
may help sway a water authority's position. 

Some water authorities simply believe irriga-
tion systems waste water. This misconception can be 
reversed by explaining the benefit of rain shut-
offs, which inhibit an irrigation system's opera-
tion once a certain amount of rain has fallen. A 
shut-off ordinance helps reduce water use and 
promotes good public relations for irrigation 
systems. It also opens a dialogue of cooperation 
and communication between irrigation contrac-

(continued on page 60) 

This spray head is installed too low in the 
ground to do its job. Landscape contractors 
need to work with water authorities on 
effective use of water year-round. 
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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. 

ZENECA 
Professional Products 
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ECOLOGY & 
MANAGEMENT 

ST. KARLDANNEBERGER, PhD 

ORDER YOUR CORY TODAY! 
SEE PAGE 73 FOR DETAILS 

\ 

\ 
\ The 

JP300C 
Commercial 

JP300C 
Gasoline Powered 

BRUSHCUTTER/ 
TRIMMER 

Rugged 
•25.6cc Engine 
•Adjustable Tear 

Drop Handle 
•Ajustable Shoulder 

Strap 
•Optional 

Handlebar/ 
i Blade Kit 

\ 

SE301 
Gasoline Powered 
HAND HELD 
EDGER 
Powerful 
• 25.6cc Engine 
• 9" Edger 

Blade 
• Adjustable 

Cutting 
Depth 

7 
// / 

6 
The 

SE 301 
Commercial 

W / / 7 / J B 
OUTDOOR POWER EQUIPMENT 

Call Hoffco Toll Free 1 -800-999-8161 or write for your nearest dealer 
and our full line color brochure. Hoffco, Inc., Richmond, IN 47374-2297 
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Water Conservation 
(continuedfrom page 58) 

tors and the water authority. 
Gray water is fast becoming a potential source 

of water for irrigation systems. Currently regu-
lated at the state level, this future technology 
needs to be discussed with local water purveyors 
to prepare them for its use. 

Water suppliers and irrigation professionals at 
times have diverging goals. However, with proper 
education and cooperation, an understanding of 
each group's problems and solutions can be 
obtained. Maybe then, the question of whether 
water purveyors are a friend or foe will be not 
open to debate. • 

The author is a consultant for Irrigation Con-
sulting & Engineering, Pepperell, Mass. 

Ongoing education is needed to promote the 
benefits of automatic irrigation systems 
beginning with the initial installation. 

COMING 
NEXT MONTH 

In the June issue of Lawn & Land-
scape Maintenance magazine we'll 
discuss the latest seed research and 
development work being developed 
for the landscape industry as well as 
take a look at some of this year's new 
seed varieties. We'll also bring you 
advances in mulching mowers, a 
discussion of rain shut-off devices 
and part seven of our ongoing series, 
Specialty Pesticides in the Urban 
Environment. 
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W H Y DID THE 1993 
GIE EXPO SE 

Because 12 exclusive trade show hours of ONE-STOP SELLING to 
lawn, landscape & grounds management pros is good business! 

Facts about our attendees: 
• 92% make buying decisions • 67% oivn/manage/supervise their company 

• almost 50% exceed $500k business volume 
For More Information CALL: 1 -404-973-2019 . 

A National Trade Show with 
Educational Conferences: 

LOCATION: St. Louis, Missouri 
DATES: TRADE SHOW: November 14-17,1994 

SPONSORED BY: 
• Associated Landscape Contractors of America 
• Professional Grounds Management Society 
• Professional Lawn Care Association of America 

r Tell Me'More About" Gl E! 
• Send me more information on exhibiting. • I want conference information only. 

Moil or Fox coupon to: GREEN INDUSTRY EXPO •1000 Johnson Ferry Rood, NE 
SuiteC-135• Marietta,Georgia 30068 Fax:404/578-6071 •Phone:404/973-2019 

NAME: 
COMPANY:. 
TITLE: 
ADDRESS: . 
CITY: 
PHONE: 

STATE:. 
FAX: _ 

ZIP: J 
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LANDSCAPE LIGHTING 

Landscape Lighting: 

If Looks Could Sell 
Technological advances 
and aesthetic enhancements in 
low-voltage lighting have boosted 
contractors' ability to sell and 
maintain outdoor lighting systems. 

B\ David Clancy 
MANY LAWN CARE and land-
scape professionals are missing out 
on a largely untapped market when 
it comes to selling and maintaining 
landscape lighting. According to a 
recent Lawn & Landscape Mainte-
nance survey, only 26 percent of 
landscape professionals work with 
lighting. But of that percentage, a 
large number report that lighting 
has become an integral part of their 
businesses. 

Adding lighting is not a difficult 
task, industry sources say. Residen-
tial customers are discovering the 
aesthetics of lighting and that it fits 
hand-in-hand with functional and 
safety considerations. And com-
mercial accounts have long used 
landscape lighting to enhance the 
appearance of their facilities. 

Why the increase in lighting op-
portunities? Several reasons. First 
of all, technological advances in 
low-voltage lighting (12 volt)have 
allowed manufacturers to offer prod-
ucts equal in quality, if not better, 
than many high-voltage lights of 
just 10 years ago. This improve-
ment has been the driving force be-
hind contractors' increased ability 
to sell and maintain lighting. 
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Rick Doesburg, landscape archi-
tect for Thornton Gardens, Maine-
ville, Ohio, believes low-voltage 
lighting systems have come a long 
way in the last decade. "First of all, 
there are a lot of different types out 
there. The increased competition 
has forced manufacturers to go to 
newer and better fixtures to get 
their cut of the market." 

"There is no question that low 
voltage is light years ahead of where 
it was 10 years ago," concurred 
Drew St. John II of Reinhold & St. 
John Inc., Memphis. kThe major im-
provement was in the development 
of the halogen bulb. In the past you 
just couldn't get enough light. But 
with the halogen bulbs and better 
transformers and wiring diagrams, 
we are getting a lot better products 
for about the same amount of mon-
ey. The cost hasn' t gone up propor-
tionally to the technology," he said. 

LOW-VOLTAGE BENEFITS. Low-
voltage systems have several ad-
vantages over 110-volt systems. 
First of all, they don't have to be 
wired by a masterelectrician, as re-
quired by many states for 110-volt 
lighting. In addition, conduit doesn't 

need to be added to the lines, which 
enables landscape contractors to 
move the lights when bushes, trees 
and shrubs grow larger. 

Safety is another consideration. 
Because the voltage level is so low, 
contractors can use low-voltage 
1 ighting in areas near water, such as 
swimming pools and ponds, with 
little cause for concern. 

Eric Keesen of Denver-based 
Allen Keesen Landscape estimates 
his lighting business has increased 
about 50 percent in the past 10 
years. "We used to use 110-volt 
lighting, and we sold some. But 
with the advances in 12-volt, sales 
have taken off," he said. 

"We just see it as another item 
that not only can be integrated into 
the design from a landscape archi-
tecture standpoint, but can be in-
stalled more easily. We don't need 
to get an electrician involved ex-
cept for the initial source hookup," 
he said. "With direct-line, 110-volt 
lighting, an electrician must do the 
wiring, and that is expensive." 

Low costs are also helping con-
tractors sell landscape lighting in-
stallations as an additional service. 
As with many products, techno-
logical advancements in lighting 
often mean higher quality without 
compromising price. Coupling that 
with higher disposable income, 
home owners' wishes to "keep up 
with the Joneses" and dual wage 
earning at one household, contrac-
tors can reap the benefits of selling 
lighting. 

With both partners of a house-
hold working, landscape lighting be-
comes more sellable to those cli-
ents, said Stewart Hanson, vice 
president of design/build for Arteka 
Natural Green, Eden Prairie, Minn. 
"A lot of the people putting lighting 
in today are pulling the outside in, 
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so to speak. They want 
to enjoy their landscape 
when they get home 
from work, as if it were 
still daylight out." 

However, the land-
scape appears different 
in the evening, and low-
voltage lighting can 
maximize that, said 
Doesburg. 

"If lit correctly, the 
landscape won't look 
exactly the same at night. 
Proper lighting should 
create shadows and sil-
houettes on the build-
ings, trees and shrubs. It 
should highlight and il-
luminate trees in a very 
exciting way." 

"Most people believe that dusk 
is the most beautiful part of the 
day," added Rick Baird, western 
regional sales manager for Night-
scaping, Redlands, Calif. "Unfor-
tunately, dusk only lasts about 20 
minutes. So with landscape light-
ing, we try to extend that period for 
our customers." 

The key, he said, is to accentuate 
the landscape rather than illumi-
nate it. 

"Look at where the sun is at 
dusk. Look at the shadows. Simu-
late that, not high noon, with the 
lighting. Pick focal points and ac-
centuate those," Baird said. "Some 
people want Disneyland, but that is 
not the best use of lighting." 

KNOWING THE PRODUCT. IJnfor-
tunately, many landscape contrac-
tors appear as uncertain about light-
ing as their clients are. This can be 
corrected simply by working with 
the product, said Alan Ruud, presi-
dent Ruud Lighting, Racine, Wis. 

"That is one thing about land-
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scape lighting. It is not an absolute 
science," he said. "What is 'proper' 
landscape lighting? Many times it 
is simply how somebody wants to 
showcase the plants that are going 
in," he said. 

However, many contractors 
don't understand that, and are un-
willing to take the risk that their 
client will not like the end result. 
"They don't have the training or the 
experience in lighting," Ruud said. 

A key, then, becomes getting the 
customer actively involved in the 
decision-making process, he ex-
plained. "If contractors can involve 
customers in the decision-making 
by showing them some examples 
of what can be done, they will elimi-
nate their risk." 

Ruud advised contractors to take 
lights to job sites, and hook them up 
with extension cords to see some of 
the effects. "If at all possible, do this 
while designing the installation be-
cause lighting can make a differ-
ence as to where some plants should 
be located," he said. 

"I don't think there is a book 
they can read or a class they can go 
to that will give them the right an-
swers," Ruud said. "Yes, there are 
some basics that can be taught, but 
experience is the best teacher." 

Seeing the effects of the light is 
not only good for the contractor, 
but the client as well. Thornton Gar-
dens has a lighting center where 
customers can see the effects of dif-
ferent wattage in various locations. 
"We have an old storage room, 
which we painted black. We put a 
couple fences and fixtures in the 
room, and bring our customers 
there," Doesburg said. 

Customers learn the importance 
of selecting the proper fixtures, 
bulbs and plants to create the de-
sired effect. The result? More that 
12 percent of Thornton Garden's 
design/build business in 1993 was 
lighting. 

For Keesen, including a simple 
lighting plan in every residential 
proposal has generated better sales 
than other methods. "Whether the 
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Above, land-
scape lighting 
accentuates and 
prolongs the soft 
light of dusk. 
Photo: Thornton 
Gardens. Left, 
modern 
technology 
allows easy 
installation of 
low-voltage 
landscape lights. 
Photo: Toro. 

client requests it or not, we show 
him what can be done," he said. 
"And I'd say about 80 percent of 
the time lighting is installed in the 
initial construction of the land-
scape." 

Keesen added that many others 
come back later and request the 
lighting addition. "That is one rea-
son I like low voltage, in addition to 
being able to offer it as an option 
later on. If the contract is getting a 
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WATCH YOUR MATERIALS 
ACCORDING TO John Baldasti, marketing manager, Lumiere, Westlake Village, Calif., 
landscape lighting systems are very susceptible to corrosion, weather and land-
scaper abuse. "Mowers, salt and sunlight are a lot of abuse for anything to 
withstand," he said. 

Coastal and desert regions are subject to high amounts of ultravio-
let sunlight. "UV rays will damage plastic fixtures like you wouldn't 
believe," Baldasti said. "That is why many fixtures don't last out here 
in California. You put them in one summer. You go through the winter. The next summer they are all cracking 
and breaking because they have endured a year of sunlight." 

Contractors in other regions must consider at other elements when selecting their fixtures. Road salt can 
damage fixtures in areas with severe winters, for example. Likewise, salt spray from the surf is a problem in 
coastal re-gions. On the East and West coasts, brass is a popular material for light fixtures because it resists salt 
better than aluminum. 

And what about careless landscapes and customers? Several companies have introduced "hiding" light fix-
tures which recede into the ground when not in use. Louis Toth, president of Pop Light Inc., Fairfield, Conn., 
said his product is resistant to damage because it sits flush with the ground during the day. 

Likewise, "this is important from both the aesthetic and maintenance sides," said George Panagotacos of 
Corona Plastics, Norco, Calif., manufacturer of the Pop-Up Light. "I have heard it from both. Some guys say 
'The maintenance just kills me. I am constantly fixing lights.'" 

Use of mowers and string trimmers isn't a problem around lights that recede into the ground, said 
Panagotacos, because there is nothing to trim around. But practicality isn't what clients are interested in. "Guys 
say 'My customer wants it because of the aesthetics.' The clients don't want to see the lights during the day." 

little pricey for swimming pools 
and patios and landscaping, light-
ing can be added at a later date 
without a major process." 

CUSTOMER AWARENESS. Ac 
cording to Andy Prasky of Shadow 
Illuminations, Minneapolis, im-
proving customer awareness is the 
best means for increasing lighting 
sales. "Just by letting people know 
about the product, and what they 
can achieve with it, can help a con-
tractor improve sales," he said. 

Unfortunately, many contractors 
hold the belief that people can't af-
ford lighting. "They believe the cus-
tomers are only concerned with 
getting the trees and shrubs in, but 
the customers don't even realize 
there are choices in lighting prod-
ucts out there," he said. 

To help educate clients, Prasky 
recommends bringing brochures or 
a portfolio to sales presentations, to 
show customers what they can 
achieve with lighting. He also ad-
vised carrying a battery pack to pro-
vide an on-the-spot demonstration. 
"Then they get to see in person 
what is going to happen," he said. 

Such a technique can increase the 
project's revenue several times, con-
tended Prasky. "Many times people 
who would have spent $500 will 
decide to spend $1,500or $2,000." 

But be forewarned: Going the 
extra mile requires more than a nine-
to-five commitment. "Obviously 
lights must be taken out at night. 
Our dealers work very hard to 

achieve satisfaction with their cus-
tomers. If that means they have to 
go in after-hours, they'll do it. Es-
pecially if that's the only way they 

(continued on page 66) 

How to turn debris into dollars ••• 

THE ULTIMATE DEBRIS HANDLING 
SYSTEM is a chipper, shredder, 
vacuum and truckloader 
with reduction of up to 20-to-l. 

••.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 

'CRARYi 

CALL 800-247-73 35 BEARlÂ*.CAT 
fo r more informat ion on our l imited t ime rebate. 

Let us put you in touch with a dealer for a free demonstration. RO. Box 849 • West Fargo, N D 58078-0849 
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Don't make a move without us, 

X 

Put down the shovel and let s think about how to make money in a business as tough as ours. 
You're a professional and proud of your work. What's more, you guarantee it. In writing or verbally. Every job 

f v puts your reputation and your ineome on the line. 
So, give everything you plant or transplant the advantage of ROOTS™ Concentrate. 

Absolutely nothing can help a plant generate strong and vigorous roots like ROOTS . 
ROOTS is a patented compound developed by scientists working with the Yale 

Sch(X)l of Forestry. ROOT'S increases cell wall permeability and root mass, enhanc-
ing the plant s ability to uptake water and nutrients. 

Forty-five university studies have documented the ability of ROOT'S to improve 
stress tolerance and reduce dieback. ROOT'S is non-toxic and 100% natural. That 
makes it perfect for environmentally sensitive clients and 
conditions. Remember: if you want everything you plant 
or transplant to thrive in its new home, don't make a move 
without us. For information, call us at 203-787-5472. m WbwJWB lilC. 

A Division of LISA 
Products Corp 
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After Dursban; 
There'll Be No Bugs. 

Andersons 

Fertilizer with 
DURSBAN® 

Professional 
TurfM Products 

A real proven performer like DURSBAN in combina-
tion with The Andersons' turf- fort i fy ing fertilizer 
nutrients can help you effectively deal with surface 
feeding insects while promoting vigorous, green 
growth. And because of The Andersons' uniform, 
particle sizing, you get better turf penetration with 
improved efficiency. 
Ask US about: > 30*3*5 w/.92% DURSBAN and 25% SCU 

> 28*3*10 w/.65% DURSBAN and 50% SCU 
> 20*3*5 w/.92% DURSBAN and 25% SCU 
> 2.32% DURSBAN 

Andersons' Professional Turf fertilizers with DURSBAN: 
Uniformly the best in the business. 

1-800-225-ANDY 

Landscape Lighting 
(continued from page 64) 

can legitimately show the aesthet-
ics of the lights." 

Another way to educate clients 
is on the safety of low-voltage lights. 
Customers often ask specifically 
for security lighting, said John Bal-
dasti, marketing manager for 
Lumiere, Westlake Village, Calif. 
But that doesn't mean the lights 
can't be aesthetically pleasing as 
well as secure. 

"You don't have to have one 
big, bright floodlight for the whole 
area for it to be functional. It can be 
done in a very nice, decorative way, 
and still provide the functional light 
that you need. It will look 10 times 
better, and that is where the changes 
are coming," he said. 

PRACTICAL OR PRETTY? Still, 
not everyone understands that func-
tionality and aesthetics can go hand 
in hand. "Homeowners often will 
go to Sears, K mart or Wal-mart 
and buy the little box of Malibu 
lights to light their yards," Doesburg 
said. "Unfortunately, they create a 
runway light pattern along their 
driveways. 

"The problem with most of those 
fixtures is that you see the light 
source. The light glares, so that 

Contractors can install and wire 
low-voltage lights themselves, 
whereas the wiring for 110-volt 
lights must be done by an 
electrician. Photo: Toro. 

when you look at them at night, the 
pupils of your eye dilates to that 
brightness, and then you can't see 
anything else. 

"When you pull into those drive-
ways, it is hard to see anything be-
cause your eyes have opened to that 
brightness. Everything else is mut-
ed. With good landscape lighting 
you will not see the source of the 
light, only what the light is doing. It 
is a softer feeling, and then you can 
see what is being lit," he said. 

Many people looking for secu-
rity lights think they need big, bright 
lights, but that's not so. However, 
keep in mind that shadows just out-
side low-voltage light will be propor-
tionally darker. The contrast offers 
more mystique but less security. 

"The low-voltage lighting sys-
tems create a real mystique. The 
dark places on a home, when you 
are lighting a house, are almost as 
important as the light. Because it 
creates the contrast," Doesburg said. 
"It is Mr. and Mrs. Jones or the 
builder that sticks those two flood-
lights in the front yard that wash the 
whole place. There is not a lot of 
aesthetic value to that." 

Contractors and lighting suppli-
ers agree: aesthetics sell. And the 
lighting-savvy contractor can show 
clients how certain systems can com-
bine aesthetics with security fea-
tures to provide a safe, attractive land-
scape and increase sales. • 

The author is a free-lance writer in 
Cleveland, Ohio. 

ÎKPf — 

Andersons 
® DURSBAN is a Registered Trademark of DowElanco © 1993 The Andersons 
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PART6 

Superior 
Soils 

Quality soils are the foundation for any 
sound turfgrass program. Consequently landscape 

professionals must take the necessary steps to identify 
and deal with adverse soil conditions. 

By Charles Darrah III 

Ed Note: This is the sixth in an ongoing series on effectively using specialty pesticides 
in the urban environment 

SOIL IS SOIL—Not. To assume that soils in the landscape are suitable for growth 
of turf and ornamentals is to take an awful chance on your success. 

Unfortunately, lawn and landscape managers rarely have a chance to ensure 
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Landscape 
managers often 
cite "poor soil" 
as the most 
common deter-
rent to healthy 
turf. 

suitable soil is present for long-term success. 
Also, mistakes are often made in modifying or se-
lecting soils for particular sites. 

"Poor soil" was the most frequently mentioned 
problem by lawn service operators and landscape 
managers in a Pennsylvania industry survey. 
Physical problems in the soil, such as compaction 
and poor drainage, take a toll on quality lawns and 
landscapes. In addition, soil acidity and deficient 
nutrient levels, which often go undetected, can re-

duce your chances for success. 
Turf and ornamentals planted into debris laden 

subsoils are typically the rule, not the exception, 
for the lawn and landscape manager. Natural soil 
formation results in layers referred to as topsoil, 
subsoil or substrata and parent material. Topsoil 
and subsoil depths may range from a few inches 
to several feet 

Parent material is the unweathered minerals 
and rocks from which the substrata and topsoil 
form. Unlike agricultural soils these natural layers 
are rarely present in the landscape. Unfortunately, 
topsoils are often stripped away and removed from 
the site or buried under subsoils as a result of site 
excavations. 

Knowing more about soils and how to deal 
with specific adverse 
soil conditions is impor-
tant for the successful 
landscape manager. 
Equally important is 
knowing what tests are 
needed to evaluate soils 
and soil amendments be-
fore a modification 
project begins. 

CREATING TOPSOIL 
Although nature may 
take decades to create 
topsoil, landscape man-
agers can help acceler-
ate this process by vari-
ous methods. It's impor-
tant to know several 
characteristics of exist-
ing soil in order to best 
select methods of im-
provement. 

Strategies for clayey 
soils may differ signifi-
cantly from those used 
with sandy soils. There-
fore a soil texture analy-
sis (percent sand, silt 
and clay) will help in se-
lecting the appropriate 
strategies. 

Increasing the con-
tent of organic matter in 
the soil is one of the 
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most beneficial steps in creating a healthy soil. 
Natural mineral topsoils usually contain from 3 
percent to 8 percent organic matter, while sub-
soils often have 2 percent or less. This difference 
in organic content is one of the most important 
characteristics that distinguishes topsoils from 
subsoils in the landscape. 

Additions of organic matter are becoming in-
creasingly popular as the composting of land-
scape debris and other organic materials is becom-
ing more widely practiced. There are many ways 
to build up the organic content of soils. The most 
obvious, but often the least practical for the land-
scape manager, is direct incorporation of suitable 
organic materials. 

Incorporating organic matter is relatively easy 
during establishment of turf and ornamentals. 
However, what is not often recognized is the 
quantity of organic matter needed to significantly 
influence the chemical and physical characteris-
tics of the soil (Table 1). The quality of the or-
ganic material is also important. Properly com-
posted organic materials often result in more rap-
id improvement in the physical and chemical prop-
erties of soil. 

Another method of increasing the organic con-
tent of soils is simply to produce a healthy turf, al-
though this often requires more intensive man-
agement for the first few years. Plants grown in 
subsoils perform best with slowly available nitro-
gen fertilizers, and they often need up to one and 
one-half times more N per season, because of the 
lack of an organic nitrogen pool in the soil. 

Additionally, subsoils are often deficient in 
phosphorus and/or potassium and may be highly 
alkaline or acidic compared to the native topsoil. 
Therefore, soil testing is imperative to identify and 
correct these deficiencies. 

Soil Type 

Amount of Organic Matter* 
Needed to Raise the Soil Organic 
Content by Two Percent 
Cu. Yds. Tons 

Clay Loam 9.5 4.0 
Loam 11.0 4.5 
Sandy Loam 12.5 5.0 
Sand 14.5 6.0 
* Assuming the organic amendment is 60% organic matter with an 
approx. bulk density of800 lbs./cu. yd. at 30% moisture. 

Soil 
Texture 

0 10 20 30 40 50 60 70 80 90 100 
Percent Sand 

The root systems of turfgrass can contribute 
enormous amounts of organic matter over time. 
Certain types of organic mulches can also contrib-
ute significantly to the organic content of soils 
around established ornamentals. However, any-
thing that can be done to accelerate the buildup of 
organic matter in low organic subsoils will pay divi-
dends for the lawn and landscape manager. 

CHANGING SOIL TEXTURE. Many lawn and 
landscape managers often want to change the tex-
ture (percent sand, silt and clay) of the soil. This 
is difficult to do and when done incorrectly, often 
produces less than desirable results at a high cost. 

An engineer would not think of modifying an 
on-site soil before construction without adequate 
testing. Likewise the landscape manager should 
get the appropriate tests performed on the exist-
ing soil and seek expert advise on options for 
modifications. 

Clayey soils are often modified with sands in 
the hope of increasing internal drainage and aera-
tion. If the correct quantity and type of sand are 
not used, however, little or no improvement will be 
achieved. 

Conversely, soils higher in silt and clay are of-

Textural tri-
angle for soil 
textural analy-
sis using the 
USDA classifi-
cation scheme. 
Source: Ameri-
can Society of 
Agronomy 
Monograph #9. 
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ten used to modify very sandy soils with the goal of 
increasing water and nutrient holding capacity. 
Without the proper tests and recommendations 

for blending the two soils, landscape managers of-
ten fail to achieve the desired results. As a result, 
any plant materials installed in this soil base will 
encounter difficulties. 

Successful soil modification requires thorough 
mixing of the amendments. Topsoil suppliers typi-
cally have the equipment needed to ensure ad-
equate blending. Good on-site blending is difficult 
to achieve, especially when blending sands and 
other soils. 

Blending ratios, as specified in a blending 
analysis, must be strictly adhered to if the desired 
results are to be achieved. Blended soils are often 
pulverized to ensure better mixing of the compo-
nents. Care must be taken in firming, but not over-
compacting, these soils for seeding or planting. 

Because they have been pulverized their struc-
ture will be poor. However, if properly modified, 
placed and maintained, these soils will gain struc-

Evaluating soil plugs before developing a maintenance 
plan is key to a landscaper's success. Enlist the help of 
local extension or university personnel for assistance. 

Questions 
i bout... 

Your subscription? 
Display advertising? 
LLMs technical bocks? 

fficall toll-free 

b00-Wo-0107 
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ture in a few years and exhibit the desired charac-
teristics for healthy plant growth. 

Although soil modification is frequently prac-
ticed by lawn and landscape managers, it is often 
done incorrectly. Modifications are typically at-
tempted in an effort to improve the physical, mois-
ture-holding and/or chemical characteristics of an 
existing soil. 

Landscape specifications often call for soil char-
acteristics that cannot be met by the on-site soils. 
Choosing the wrong amendment or using too 
much or too little or no improvement in the soil. 
And in some cases it may even worsen, rather than 
improve, the situation. 

Laboratory testing of the existing soil and the 
amendments provide the information needed to 
make the correct decisions. A blending recom-
mendation can then be developed to meet the de-
sired organic matter level or percent sand, silt and 
clay in the final soil. 

These specialized tests and recommendations 
will help the lawn and landscape manager achieve 
the best results at the lowest cost possible when 

the decision is made to improve landscape soils 
with amendments. • 

The author is a consulting agronomist and general 
manager of CLC Labs, Columbus, Ohio. 

Table 2. Recom-
mended tests for 
amending land-
scape soils. 

Goal 
Increase Organic Matter 

Recommended Tests 
• Soil organic matter 
• Organic matter quality 
• Soil texture 
• Blending analysis 

Increase Sand Content • Texture (soil & sand) 

• Sand size analysis 
• Blending analysis 
• Soil moisture & aeration 

Increase Silt/Clay Content • Texture (both soils) 
• Sand size analysis 
• Blending analysis 
• Soil moisture & aeration 

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 for landscape main-
tenance, landscape installation, pesticide ap-

plication and irrigation companies 
Serving the green industry since 1987 

SPS Consulting 
1032 Raritan Road 
Cranford JMJ 07016 

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

Call for FREE Demo Disk! 

D E S I G N I M A G I N G G R O U P 

Computer Imaging for the Landscape Industry 
" Now I com fide design 8 in leas then one 

D r a w i n g a l a n d s c a p e 
gn t a k e s m a n y h o u r s a n d 
o m e r s s t i l l h a v e p r o b l e m s 
alizing* w h a t t h e i r h o u s e 
l o o k l i k e f r o m t h e p l a n . 

hour and customers can see exactly what 
they are going to get when the larulsca/tc 
matti res. In just tuto days of demonstrating 
our nete imaging service at a local home 
show I scheduled 35 new diait visits. Notv 1 
Itaoe to koc.fi up with the denuuul...not a batl 
ftroblem to have." WH L*ng 

( onorptiwl CfMüofl» 
North Carolin« 

G a i n t h e a d v a n t a g e on y o u r c o m p e t i t i o n ! 

Only $ 899.00 Ust p r i c e 

It's easy to pay back your 
investment wi th a f ew jobs w o n 
with our n e w low priced 
"Genesis,"... the rest is all profit! 

CALL US NOW at ( 8 1 8 ) 7 0 6 - 8 7 8 6 or FAX us at (818) 708-8485 to receive information or video on 
how you can increase your overall sales with an imaging system from Design Imaging Group 

USE READER SERVICE #18 

USE READER SERVICE #16 

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

"Genesis," the n e w af fordable 
computer i m a g i n g s o f t w a r e from 
DIG, wil l h e l p y o u g r o w y o u r 
b u s i n e s s and at tract and exc i t e 
n e w cus tomers . As y o u know, most 
people (80%) c a n n o t v i sua l i ze a 
f inal d e s i g n from a b luepr in t ... 
n o w y o u can eas i ly s h o w them 
your photo-rea l i s t i c r e n d e r i n g of 
the ir f in i shed project! 

P r o d u c e ful l c o l o r r e n d e r i n g s l ike t h i s o n v o u r c o m p u t e r 
( S h o w n h e r e in black A w h i t e ) 
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DISEASE MANAGEMENT 

Diagnosing 

Diseases 
When used properly,; fungicides can be 
effective tools for the turf grass manager as part 
of an overall turf management program. 

By Joe Rimelspach 
TURFGR ASS DISEASE manage-
ment is a key component of any 
professional turfgrass development 
and maintenance program. 

To successfully Fight disease and 
ensure a quality lawn, factors be-
yondabasic knowledge of fungicides 
must be understood including: 

• Knowing how turf grows, 
• How to identify turf species. 

• What "normal" plants look like 
under various weather conditions 
as well as during seasonal changes, 

• Appreciating the various cul-
tural procedures in caring for and 
growing turf, 

• Being a skilled diagnostician, 
• Knowing when and where to 

get help with problems, and 
• A comprehensive knowledge 

The environment is often the crucial element for outbreaks of disease. 
The right temperature and moisture conditions often tip the balance. 

of the common diseases on the vari-
ous turfgrasses managed. 

Fungicide applications are not a 
routine component of most lawn 
service programs. There are rea-
sons for this. When used properly, 
however, fungicides can be an ef-
fective tool for the turfgrass man-
ager in caring for healthy turf. As-
pects of fungicide use will be cov-
ered in more detail in this 
article as it relates to gen-
eral disease management 
and specific diseases. 

Turfgrass is a complex 
and intensely managed 
crop. Likewise, the inter-
action of a disease patho-
gen in a stand of turf is a 
complex series of events 
influenced by many fac-
tors. Classic features 
needed for a disease to 
develop include a suscep-
tible host (turf species/ 
variety), the pathogen (a 
fungus, in most cases) and last but 
not least, the right environment. 

In the typical home or commer-
cial lawn setting, environmental 
factors are often to blame for full-
blown disease problem. Environ-
mental factors include site features, 
the soil, weather and maintenance 
procedures. The temperature and 
moisture conditions are considered 
the two main weather factors which 
can tip the balance toward disease 
development. 

Time is often referred to as the 
fourth element in disease progres-
sion. If conditions last long enough 

the pathogen will develop, grow, 
reproduce and spread over large 
areas of grass causing extensive 
damage. If conditions last only a 
short time or for short intervals, the 
turf can generally recover and the 
disease progression is kept at bay. 

Know the diseases in your area. 
More specifically, know when to 
anticipate disease problems, what 
weather generally favors pathogen 
growth, how to positively identify 
diseases, the impact of maintenance 
procedures and how and when to 
treat for diseases. 

FUNGICIDE CHALLENGES. Some 
companies never use a fungicide 
while others include fungicides as 
an integral part of the services of-
fered. The majority are somewhere 
in between. Why are fungicides not 
used more in maintaining home 
and commercial lawns? 

There are some good reasons. 
First, the occurrence of diseases on 
turf caused by a pathogen is the ex-
ception rather than the norm. All 

Spring conditions of cool, wet, cloudy 
weather favor leaf spot development, as 
shown here on bluegrass. 

lawns require mowing and most lawns 
benefit from applications of fertil-
izers (due to poorquality soil). Like-
wise, if the site is compacted, aera-
tion is a standard cultivation proce-
dure. But severe disease problems 
are often inconsistent making it dif-
ficult to program applications. 
When diseases do occur, however, 
a great deal of time and expense are 
needed to remedy the situation. 

Proper diagnosis, also known as 
brown spot analysis, is key. It's too 
tempting to explain away unusual 
brown areas as being caused by 

(continued on page 74) 
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ADVANCES IN 
TURFGRASS 
Look what readers are saying about this pioneering 
text: 

"I found your approach unique and interesting. 
I'm confident your book will be widely ac-
cepted and become an industry standard. I 
commend you on a job well done." — Jim 
Watson, The Toro Co. 

"The application of ecological principles to turf 
is a topic dear to my heart, ana it is great to 
finally have a book on the subject." — Mary 
Lush, The University of Melbourne. 

"Turfgrass Ecology & Management is a very well presented book with excellent illustra-
tions." — Peter Hayes, The Sports Turf Research Institute. 

"For the spring semester I'll be using your book to teach the advanced turf course at 
Rutgers University. Good job." — Dr. Richard Hurley, Lofts Seed Inc. 

"Your book is a good, comprehensive text that fills the gap between entry level books 
and research dissertations. It's been needed for some time. I especially appreciated 
your section on fungicide resistance. Your explanation is the 
clearest and most succinct I've seen." — Teri Yamada, Royal 
Canadian Golf Association. 

200 pages, over 100 color illustrations throughout. 
Complete glossary, references and appendixes. 

n 
Y E S , I'm interested in purchasing copy(s) of TURFGRASS ECOLOGY & 
MANAGEMENT for $39 plus $5 shipping/handl ing per copy. I understand my purchase 
will be shipped upon payment. I also understand that I can return my book(s) within 
15 days for a 100 percent refund if I am not totally satisfied. (Ohio residents ONLY 
add 7% sales tax.) 

E H Payment Enclosed Charge my: • V I S A • MasterCard 

Card # 

Signa tureL 

Signature 

Name: 

Title: 

Expiration Date. 

Company Name:_ 

Address: 
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Send payments to: 
. JLawn & Landscape 
MAINTENANCE 

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

State:. Zip Code:. 
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Disease Management 
(continuedfrom page 72) 

some mysterious, microscopic fun-
gal disease. Good turf diagnosti-
cians realize it takes an observant, 
well-trained and caring individual 
to do this job. There is no shortcut 
for experience. 

There are many approaches to 
diagnosing turfgrass problems. 

• Know what is normal. Consid-
erable knowledge of turfgrass and 
basic plant growth is needed. 

• Thorough observations must 
be made. What is the big picture? 
How well is the turf in the commu-
nity growing? What does the over-
all lawn look like? Closely exam-
ine the affected site. Don't over-
look anything especially difficult 
to examine features like turfgrass 
roots and the soil profile. 

• Gather information such as his-
tory and progression of the prob-
lem, maintenance records and any 
other incidences that may have oc-
curred. Since turf can't talk, infor-
mation must be gathered from as 
many sources as possible. 

• Identify the cause of the prob-

lem. In most cases it will not be a 
disease. If you need help, get it. 
Work with turf specialists at local 
and state universities, private con-
sultants and/or diagnostic services. 

• Develop a plan to address or 
correct the situation. 

TIMING AND FUNGICIDES.When 
a disease problem is diagnosed it's 
often too late to completely fix the 
damage with a fungicide. How-
ever, a treatment will reduce pro-
gression of the disease, protect new 
growth or at lease demonstrate to 
the client that some attempt to deal 
with the problem is being made. 

Preventive fungicide applications 
are the key to success in dealing 
with many turfgrass diseases. Tim-
ing is discussed in more detail for 
specific diseases later in this article. 

If a turf manager has the equip-
ment and the know-how to apply 
liquids, there is a definite advan-
tage forthe use of liquid fungicides. 
Often, liquid applications can 
achieve better and quicker results 
in managing diseases. Also, some 
products are not available as 
granulars. Pay close attention to 

label recommendations specifying 
the volume of material to apply 
(i.e., gallons per 1,000 sq. ft.) 

Results are difficult to guaran-
tee. Changes in weather can easily 
cause disease activity to increase or 
decrease. The appearance of the 
lawn may improve or deteriorate 
regardless of whether a fungicide 
application was made. Customers 
expect results, but guarantees from 
a treatment program are tricky. 

One approach is to use a fungi-
cide program of several applica-
tions. However, these special treat-
ments can be expensive if a turf 
management program isn't already 
in place. 

When there is a history of a dis-
ease problem a strategy can be 
planned. This includes application 
timing and material selection based 
on weather conditions and moni-
toring for disease activity. 

Maintenance and management 
practices can be used to encourage 
healthy turfgrass in conjunction 
with fungicide applications. To-
gether, these factors can formulate 
a total disease management ap-
proach for your client. 

RED THREAD. This is not a life-
threatening disease, but can be a 
nuisance and aggravation for both 
the owner and manager. While it 
occurs on most turfgrasses, fine fes-
cues and perennial ryegrasses are 
most susceptible. 

Red thread can be aggressive for 
long periods of time. It can be ac-
tive in winter under mild condi-
tions when turf is green and turf 
growth is slow. (This year it was 
observed on some lawns as the snow 
was melting.) Long, cool, moist 
spring weather is ideal for disease 
activity. Once it gets a foothold in a 
lawn, it can be difficult to eliminate 
especially if weather conditions stay 
cool and moist throughout the year. 

A key symptom of red thread is 
the pinkish or reddish growth of the 
fungus from the ends of leaves. 
Overall symptoms may appear as 
pinkish or tan patches of affected 
grass in the lawn, and leaves may be 
matted together. When the disease 
is active, there will be more of a red 
or pink color and abundant fungus. 
With less disease activity, the leaves 
are more of a tan color and the 
fungus more difficult to find. Look 

Unlimited 
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 

Dillowaret 

DWp 
vtAttrc 

T x miscellaneous 
^information like special 

equipment needed, crew 
requirements, etc. 

• Prints invoices & 
statements on forms, 

blank paper and post cards. 
Reports include: late charges, 
past due notices, aging , 
sales, sales tax, discounts, 
etc. Plus, customer ledger, 
mailing labels, Rolodex® 
cards, and more. 

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

Free Software Offer! 
The Billing Clerk with 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 ad, 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 harddrives. So order now and save 
yourself $80 on The Billing Clerk and get great utility software for 
FREE! 

WÄRE INC 
1395 Bear &eek Rd. 

New Braunfels, TX 78132 
(210) 899-2100 

FAX (210) 899-2124 

m ffl H 
1-801 P88I M mi 

'Plus $10 Shipping and 
Handling. Int'l, PR, AK, 
and HI shipping may 
vary. Texas Residents 
add $7.36 sales tax. 

Regular Price $179. Return 
policies do not apply with 
discounted pricing. 
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Get a step ahead of your competition 
with a 

TURBO TURF 
HYDRO SEEDING SYSTEM 

r v 
SEED FASTER, BETTER, AT LESS COST 

+ Seed, mulch, and fertilize in one fast 
easy step. 

w 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. 
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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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CONDITIONS THAT FAVOR 
DISEASE DEVELOPMENT 

DISEASE TEMPERATURE WATER 
LEAVES SOIL 

SHADE NITROGEN 

Brown Patch Hot Wet Wet Yes High 

Dollar Spot Warm/cool Wet Dry Low 

Leaf Spot Cool Wet High 

Melting Out Warm Dry Dry High 

Necrotic Ring Spot Cool/warm Wet Wet High 

Powdery Mildew Cool/warm Wet Wet Yes High 

Pythium Blight Very hot Wet Wet Yes High 

Red Thread Cold/warm Wet Wet Low 

Rust Cool Wet Low 

Summer Patch Warm/hot Wet Wet High 

Table 1. 

closely at dead leaves to see any 
remains of the strands of fungus at 
the tips of leaves. 

Pink Patch has overall symptoms 
like red thread, however the patches 

are less distinct and contain more 
green leaves mixed with damaged 
leaves. The key identification dif-
ference is that there are no strands 
of fungus growing out of the ends 

of the leaf blades. There may be 
some fungus on the leaf surface and 
some matting together of leaves, 
but no fungal growth from the ends 
of leaves. 

The first line of defense is a sound 
fertility program. Get and keep the 
grass growing. This is a greater prob-
lem on slow-growing turfgrasses. It 
should be pointed out that many rye-
grasses are inefficient users of fer-
tilizers requiring more frequent ap-
plications as well as adjusted rates. 
On fine fescues, which require low 
fertilization, be cautious not to over 
fertilize and contribute to other 
problems. 

This is a disease where an ongo-
ing fungicide program should be 
considered. If needed, review and 
adjust the fertilizer program and 
apply a preventive fungicide. For a 
high degree of success, make appli-
cations before the disease is exten-
sively active and visible in the lawn. 
Early spring is the best time before 
turf starts to grow. Repeat applica-
tions may be needed. 

If there is an active case of red 
thread, adjust fertilization, if needed, 
and follow with a fungicide at cura-
tive rates and recommended fre-
quency of applications. Reduction 
of the disease to an acceptable level 
may be difficult, especially if cool, 
wet weather persist. 

INSTYGRADER™ 
A Landscape Tool Designed For Profitability In The 90s 

•Soil texture promotes rooting of sod and seed 
•Debris separation from soil 
•Back filling and leveling in single pass 
•Adjusts to a variety of contours 
•Large holding capacity for transfer of material 
•Rugged heavy-duty construction 
•Replaceable steel teeth 
•6 and 8 foot widths 

Applications: 
•Grading for sod or seed preparation 
•Residential through large acreage efficiency 
•Golf course construction and reconditioning 
•Park trail, ball diamond, beach maintenance 

Mountings: 
•3-Point tractor category 1 and 2 
•Skid loaders (Bobcat, NH, Case, etc.) 

I N S T Y C O R P O R A T I O N 
8616 Xylon Ave. N Suite H 

Brooklyn Park, MN 55445-1821 
Phone (612) 425-7960 • Fax (612) 425-4835 
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Create profits by offering your 
customers beautiful borders. 

The Creative Curb Marketing 
line of concrete curb and 

border equipment is 
easy to use and an 
important addition 

to your 
bottom 

line. 

Creative 
curb marketing 

Permanent Landscape Härders 
26041 Pala 
Mission Viejo, CA 92691 

(714) 587-8488 
(800) 292-3488 

FAX: (714) 951-2656 



As with all disease problems, review and mod-
ify the general maintenance procedures to en-
courage growth and healthy turf. 

LEAF SPOTS & MELTING OUT. There are many 
fungi that cause spots on leaves. In the past these 
were generally referred to as the Helminthos-
poriums. Today these are usually placed into 
either the Drechslera or bipolaris groups of 
fungi. This is not so important to turfgrass man-
agers since the diseases are the same, but it's 
helpful when reading fungicide labels and mak-
ing decisions on managing diseases. 

This group of diseases was of more concern 

before improved Kentucky bluegrassescameon 
the scene offering enhanced resistance to the leaf 
spot diseases. 

The disease is most active in the spring, how-
ever, it can also be active in the fall or under mild 
winter conditions. If active in both the fall and 
winter the stage could be set for a devastating 
spring. This disease often has a second phase, 
called melting out, which occurs after the leaf-
spotting stage. 

Melting out, or the death of entire leaves and 
plants, develops in warm, dry weather. If exten-
sive leaf spots appear on the turf the disease may 
progress downward and infect the stems and 

crowns. As the weather becomes dry and hot, the 
turf stand often dies and melts away. 

Leaf spot (also referred to as net blight) can be 
a serious problem on perennial ryegrasses and 
fescues. The disease starts in cool, wet weather. 
The spots on leaves are smaller than on blue-
grass, less distinct and may appear as a netlike 
pattern on the leaves causing them to turn yellow 
and then brown. The leaf spot disease may 
progress into the crown and roots and cause a 
melting-out stage. 

Most turfgrass will have some spots on the 
leaves, especially in the spring. It's important to 
remember the degree of leaf spotting to be able 
to predict development. Does the lawn have a 
history of the disease or are there highly suscep-
tible turf types in the lawn? Couple this with 
trends in the weather to predict the disease. 

Leaf spot is another instance where preven-
tive fungicides can be successful. But realize the 
disease will only be managed, not eliminated. 

Two maintenance items must be carefully 
monitored. First is the mowing. Mow high and 

Know the diseases in 
your area. Know what 

weather favors pathogen 
growth, how to identify 
diseases and how and 

when to treat the annoy-
ing outbreak. 

as frequently as possible. When weather is wet 
and conducive for disease development; it is 
often not conducive for good mowing practices. 
If turf is cut short or allowed to get tall and then 
hacked down, the turf is stressed and leaf spot/ 
melting out runs rampant. 

Secondly, excessive fertilization must be 
avoided. Since turf naturally grows fast in the 
spring, don't accelerate it more with high rates of 
quickly available nitrogen fertilizer. If there is a 
mixed stand of turfgrass with ryegrass and blue-
grass, both red thread and leaf spot are potential 
diesease problems. 

Fungicide applications should be made shortly 
aftergrass starts to grow in the spring and before 
serious spotting of leaves develops. Repeat ap-
plications are usually needed as long as there are 
cool, wet conditions. 

RUST. Rust has similarities to red thread. Both 
are most damaging to lawns maintained under 
low fertility or poor soils and both are commonly 
found on certain perennial ryegrasses. Othergrasses 
prone to rust are some Kentucky bluegrasses and 
zoysiagrasses. Additionally, an increase in turf 
renovations in recent years has resulted in the 
presence of more ryegrass in lawns making them 
more susceptible to this disease. 
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m Mauget 
Inject-A-Cides 

Stop Tree 
Insect Pests 

From Playing 
Hide & Seek 

Good News! Destruct ive insect pests can be control led effect ively 
without spraying! That 's right. Micro inject ions of Mauget In ject-A-Cide® 
B' and In ject -A-Cide®" insect icides stop more than 35 leaf feeding, 
boring, and sucking insects wherever they hide in a tree. 

Right For The Environment! The low-pressure Mauget micro 
injection process is a totally c losed system. No pesticide is introduced 
into the envi ronment. Entry points are fewer, smaller, and less intrusive 
than other methods used today. Materials are placed in the tree's 
vascular system where they move systemical ly throughout the tree. Only 
injurious insect pests feeding on the tree are control led. 

Right For Your Business . . . and Your Customers! 
This year, don't play hide & seek with tree insects. Make micro inject ions 
of Mauget Inject-A-Cides an integral part of your IPM program. Help 
protect your customers ' valuable shade trees and ornamenta ls . 

«É i f l b» 
J. J. Mauget Company 

2 8 1 0 N. F i g u e r o a S t r e e t 
L o s A n g e l e s , C A 9 0 0 6 5 

F A X : 2 1 3 - 2 2 5 - 3 8 1 0 
1 - 8 0 0 - T R E E S RX 

Inject-A-Cide and Inject-A-Cide B are restricted use pesticides and may be applied only by a 
trained and certif ied applicator or persons under their direct supervision in states where use has 
been officially authorized. Inject-A-Cide and Inject-A-Cide B are the registered trademarks of the 
J. J. Mauget Company. "Contains technical Bidrin. " C o n t a i n s Metasystox-R, a registered 
trademark of the parent company of Farbenfabriken Bayer GmbH, Leverkusen. As with any tree 
protectant, always read and follow instructions on the label. ©1994, J. J. Mauget Company 

76 
USE READER SERVICE #21 



Rust develops most commonly during late 
summer and fall. Disease development is more 
common in cool weather following extended 
hot, dry periods and when leaves remain wet. 

As the disease develops, light yellow spots 
(flecking) appear on the leaves. As it continues to 
progress, the leaves may appear yellow. This 
should not be confused with the insect pest, 
Greenbug Aphid, since both occur at about the 
same time with similar overall symptoms. 

Progressing further, the surface of the leaf will 
break and pustules will appear. The turf appears 
orange to a red-brown color with millions of tiny 
fungal spores present on the leaf. These spores 
rub off on shoes, clothing, pets, lawn mowers, 
etc., and are a nuisance. 

To manage the disease, use resistant varieties. 
Most improved Kentucky bluegrasses are not 
seriously damaged. If the lawn is established and 
susceptible to rust, improve growth. Maintain 
turf with adequate fertility and water in dry 
periods to keep the lawn growing. 

Fungicides can be effective. Treatments must 
be made in late summer or early fall just as early 
symptoms are seen. 

BROWN PATCH. All turfgrasses may be injured 
by brown patch, however, damage to tall fescue 
and perennial ryegrass should be treated with 
more concern. Symptoms of this disease will 
vary considerably depending on the weather and 
the type of grass. 

On tall fescue and ryegrass, affected areas are 
usually irregularly shaped or may be somewhat 
circular. On tall fescue, look for lesions on leaves 
of irregular shape or that run along the edge of the 
leaves. They are a tan color with dark edges. On 
ryegrass, they appear as smaller lesions that are 
less distinct. Tip dieback is common. When 
severe, the disease can thin leaves and cause 
serious decline of the turf. 

Hot and humid weather favors development. 
Days in the 80 degrees F and nights alx>ut 65 
degrees F, with high relative humidity is ideal. 
With these conditions, blighting can happen in 
six to eight hours. If the weather changes to cool-
er and dryer conditions, the turf can grow and 
recover. So duration of favorable weather is 
important. 

Due to the dramatic influence of the environ-
ment, timing of fungicide applications may be 
difficult. A history of disease at the site is vital 
information. Look for early symptoms and time 
applications with weather patterns. 

Summer applications of quickly available 
nitrogen can increase disease. When the disease 
is active avoid nitrogen applications. Irrigate the 
turf to maintain adequate soil moisture but avoid 
long periods of wet foliage or frequent watering 
since this greatly increases disease activity. Au-
tomatic irrigation systems that run when they are 
not needed, are frequently associated with dis-
ease problems. 

DIFFICULT TO MANAGE DISEASES. There are 
several other diseases that are particularly chal-
lenging to manage with or without fungicides. 
The patch diseases that kill roots, are among 

these. If dealing with situations of necrotic ring 
spot, summer patch or yellow patch, work with 
your state extension service for recommenda-
tions. In the past, many of these diseases were 
diagnosed as Fusarium Blight. Today, many 
university researchers indicate that several dif-
ferent diseases are causing patch symptoms. 
More research is needed to answer common 
questions about patch diseases such as how and 
why they occur and how they can be managed. 

INGREDIENTS FOR SUCCESS. Depending on 
the situation, several factors are going to deter-
mine the success of disease management: 

• ability to identify different turfgrasses 
• accurate diagnosis of turfgrass problems 
• history of past disease problems 
•development of a management plan, including: 

a) the use of resistant varieties 
b) maintenance practices (mowing, fertili-

zation, water, etc.) 
c) a fungicide program 

If these can be incorporated into the business 
to meet the needs of the customer, success will be 
yours. • 

The author is an extension plant pathologist at 
The Ohio State University, Columbus. 

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 canl 
afford to lose. 

Scag doesn't cut comers on 
quality. Scag's heavy-duty compo-

SIMPLY THE BEST 

DIVISION OF METALCRAFT OF MAYVILLE 
1000 Metalera« Drive. Mayville Wl 53030 

1993. 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 canl afford 
down-time, you can afford the 
trouble-free performance, high 
productivity, and outstanding 
profitability of a Scag. 
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People 
HAYBUSTER MFG. appointed Roger 
Goff vice president of marketing and sales 
and Bruce Leiseth industrial division sales 
manager, and promoted Paul Johnson to 
agricultural division sales manager. Goff is 
chiefly responsible for focusing on new 
markets; Leiseth is in charge of expanding 
the industrial products division; and 
Johnson works to further develop the agri-
cultural products division. 

DowElanco promoted Dave Morris to 
marketing manager for turf and ornamental 
products and technical products. Formerly 
human resources manager, Morris replaces 
John Madia who recently became global 
business development manager for the 
company's global products division. 

Bunton appointed Mark Lamb manager 
of golf and turf maintenance engineering. In 
the newly created position, Lamb oversees 
development of golf and turf maintenance 
products. Bunton also hired Rob Parks into 
the new position of associate marketing 
manager. Parks worked for Bunton from 
1983 to 1987 as regional sales manager. 

David Shoup joined Buckner Inc. as 
Eastern regional sales manager. Shoup's 
responsibilities include market development 

• ± ; 

Lamb Shoup 

and sales supervision in the eastern United 
States and Canada. 

The Scotts Co. promoted David Oberle 
to national accounts manager for its golf 
course management companies. Oberle 
joined Scotts in 1987 as technical represen-
tative. He later became senior technical 
representative and then executive technical 
representative. 

Garden Way named Hugh Sansom brand 
marketing manager; John Demers manager 
for dealer communications; Ed McGrath 
eastern regional sales manager; Peter 
Hincks Northwest territory manager; and 
Herm Hill manager of retail service and 
store operations. Sansom is in charge of 
Troy-Bilt outdoor power equipment 
products. He joined Garden Way after five 

years as brand manager with Procter & 
Gamble. Demers serves as marketing liaison 
for the dealer sales group between Garden 
Way and its in-house advertising/marketing 
agency, Precision Marketing Associates. 
McGrath oversees 13 sales representatives 
in territories east of the Mississippi River. 
Hincks handles sales in Oregon, Washing-
ton and Idaho. Hill joined Garden Way 
seven years ago as research director and 
now oversees retail operations. 

John Helderop was promoted to the new 
position of national sales manager of 
Kawasaki's engine division. Helderop was 
formerly operations manger. 

Husqvama Forest & Garden Co. named 
Charles Smith director of marketing 
communications. Smith was recruited to 
develop advertising and public relations 
campaigns, distributor and dealer programs 
and related literature. Smith formerly served 
as president of ADResources Inc. 

Dave Hyatt joined Century Rain Aid as 
manager of its new sales warehouse in 
Sterling, Va. Hyatt formerly worked for a 
distributor for 11 years and handled sales 
for an irrigation contracting company for 
three years. • 

FERTILIZING WITH EASE 
PUTTING LESS FATIGUE ON THE OPERATOR 

WILL IMPROVE THE PROFITS! 

Shown with optional 
liquid applicator. 

RS-36 RIDING FERTILIZER SPREADER 
• 5.5 Honda O.H.V. Engine Optional Liquid Applicator 
• Tight Turning Radius 
• 5 Speed Transmission 

with reverse 
• Fits through 36" Gates 
• 100 lbs. Earthway 

Granular Spreader 

100" Spraying Width 
2 Way Bendable Boom 
20 Gallon Tank 

» V Belt Drive to Pump 
• 20' Hose with Hand 
Wand for Spot Spraying 
(not pictured) 

M A N U F A C T U R I N G , INC. 

1403 So. Pine Industrial Road Norwalk, NE 68701 
Telephone (402) 371-2294 FAX (402) 371-3602 
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"The Dual Purpose 260" 

CHIP N MULCH 
a B H B B g n H f l a i H H I H I H B a H i a B i 

# Straight Line, drop through des ign for fast, 
e f f i c i ent material f low. 

N e w , h e a v y duty rotor e n g a g e m e n t system. 

# U p to 20 to 1 waste reduction. 

& H e a v y duty d e s i g n and construction for 
commercia l use . 

AmeriQuio 
1480 Arrow Hwy., La Verne, CA 91750 

(909) 392-2033 Fax (909) 392-4651 
( 8 0 0 ) 8 2 4 - 9 7 7 6 

Are you spending 
too much t ime & 
m o n e y on green 
was te disposal? 

T h e 
dual purpose 
260 
can help! 



Products 
THE W/C-9HD DISC chipper from 
Wood/Chuck Chipper Corp. is available 
with a 9-inch diameter chipping capacity. 
The W/C-9HD yields lower fuel consump-
tion and lighter towing load. 

The W/C-9HD's standard features include 
a 6-foot steel channel frame; epoxy priming; 
a 15-gallon fuel tank mounted within the 
frame; electric brakes with breakaway 
switch; a torsion-type, rubber shocked axle; 
complete lighting package that conforms to 
government specifications; a 30-inch by 2-
inch steel disc; two full knife pockets; 1/4-
inch steel plate chipper housing hood; and a 
360-degree rotating discharge chute with a 

hand-adjustable deflector. The W/C-9HD is 
available with several engine options and 
other optional equipment. 
Circle 126 on reader service card 

Encore's new hydro mower features two 
hydrostatic piston pumps, each hydrauli-
cally connected to Ross Torqmotors. The 
Torqmotors handle high wheel loads with 
roller bearings rather than bushing sup-
porting the main wheel drive shaft. They 
also withstand high temperatures, with high 

temp seals on the commutator. 
Steel lines running from the hydrostatic 

pumps to the torqmotors dissipate heat from 
the main drive circuit. The 2-gallon oil 
reservoir has high-capacity oil filtration. 

A wide wheel base is standard on the 60-
inch model and optional on the 48-inch 
model. 
Circle 127 on reader service card 

Applewood Seed Co. expanded its 1994 
catalog of wildflower seeds to list 13 new 
species, including nine United States 
natives. The catalog lists more than 100 
wildflower species and 18 regional and 
special-use mixtures. Non-aggressive, 
perennial grasses are offered for use with 
wildflowers. 

The 24-page catalog also includes 
planting and cultural information. 
Circle 128 on reader service card 

HortMan is a software management tool 
developed for horticultural professionals. 

The HortMan computer program can hold 
information on several thousand plants in 

PRODUCT SPOTLIGHT 
MERIT INSECTICIDE from Miles Inc. 
Specialty Products received approval for 
registration by the U.S. Environmental 
Protection Agency. The broad-spectrum, 
systemic chemical compound, ideally suited 
for soil application, is used on turf and 
ornamentals. 

Merit contains a new active ingredient, imidacloprid, and belongs to the new 
choronicotinyl family of chemistry. It controls insects by ingestion and contact. 

This year, Merit is available as a 75 WSP in one-quarter-acre dose PVA packets 
sealed in foil pouches. A granular formulation will be available in 1995. 

Merit can be applied from early April to mid-August on home lawns, business and 
office complexes, shopping complexes, multi-family residential complexes, golf 
courses, airports, cemeteries, parks, playgrounds and athletic fields. 

In turf, Merit controls white grub larvae, billbugs and annual bluegrass weevils. 
Applied in spring, it also controls billbugs and annual bluegrass weevils. 
With ornamentals, Merit can be applied in residential and commercial landscapes and 

interior plantscapes, used as a foliar spray, soil drench, soil injection or broadcast application. 
Circle 125 on reader service card 

SysTec 1998™fungicide has 
been proven most effective 
for control of Dollar Spot, 
at a rate of one gallon per 5 
acres. Economically speak-
ing, that means 30 days of 
control for less than 30 
dollars per acre. 

V ¿ c l 9 9 8 j ft 
'»o nmHAM^JT^^^Ê - H 

p S S ä S P I 
w s 

Compare the effectiveness 
and the low cost of SysTec 
1998™ to any other fungi-
cide and you will be a 
regular SysTec 1998™ user. 

Setting New 
Standards for 

Turfgrass 
Excellence 

Regal Chemical Company 
P.O. Box 900 / Alphare t ta , GA 30239 

Phone: 404-475-4837/800-621-5208 
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P r o g r e s s i v e E l e c t r o n i c s 
M o d e l 5 2 1 

WIRE & VALVE LOCATER 
• F i n d Los t S o l e n o i d Va lves 

• L o c a t e W i r e Pa th 
A n d D e p t h 

save 10% 
All The J 
Equipment You 
Need To 
Troubleshoot 
Irr igat ion 
Systems 

$ 5 8 5 . ° ° 
(REG. PR. $650.00) | 

1 -800-284-0205 
Irrigation & Landscape Supplies • Dallas, TX 

SERVICE #71 

TROMAX TROMMEL SCREENING SYSTEMS 

6' d i a m e t e r bar re l , v a r i a b l e s p e e d p l a n e t a r y g e a r d r i ve , 4 9 H.P. d i e s e l e n g i n e , 3 .5 
y a r d h o p p e r , s c r e w a u g e r f e e d s y s t e m , h y d r a u l i c lift l egs , d u a l w h e e l a x l e , l a n d i n g 
g e a r , e x c l u s i v e w i p e r s i d e d i s c h a r g e • n o c o n v e y o r s r e q u i r e d , r o t a t i n g c l e a n e r 
b r u s h e s , f o l d d o w n s h o v e l i n g a p r o n , d u s t s u p p r e s s i o n s y s t e m , h i g h e r p r o d u c t i o n 
. . . at 1 /3 t h e c o s t of c o m p e t i t i v e un i ts ! 

F U L L Y E Q U I P P E D • F .O.B. Y o u r J o b s i t e • 5 4 9 , 9 0 0 . 0 0 

N o r k o t M f g . C o . • I - 8 O O - T R O M A X - I • Fax 7 0 1 - 2 2 8 - 2 1 2 7 « R e q u e s t f r e e v i d e o 
8 7 6 - 6 2 9 1 

U S I READER SERVICE #72 

m t Ö ' S R H 0 
• a t l u i 

Cindy Code 
Group Publisher and Editor 

Dave Miethke 
West Coast Sales 

Cathy Hoehn 
Senior Editor 

Maureen Mertz 
National Sales Manager/ 

East Coast Sales 
1723 South Hill 

Milford, Ml 48381 
810/685-2065 

, ,Lawn & Landscape 
MAINTENANCE 

4012 Bridge Avenue 
Cleveland, Ohio 44113 

216/961-4130 

Tim Yedinak 
Midwest Sales 

one book and govern up to 50 books. It also 
can retain notes for each plant, as well as list 
tasks for each month of the year. 

HortMan allows the user to view and/or 
edit plant information on-screen, maintain 
an up-to-date log on all plants, organize 
plants by categories and zones, create, edit 
and print a work list for every month, easily 
export plant information to diskette and 
choose one of three ways to print or transfer 
plants. 
Circle 129 on reader service card 

Millcreek Mfg.'s core aerator mounts on 
the front of Ford, John Deere, Kubota and 
Excel Hustler commercial mowers, and 
feature independently mounted spoon 

wheels, allowing tighter turns without 
damaging turf. 

The aerator includes a weight rack for 
easy adjustment. The aerator penetrates 4 
inches into the turf, depending on soil 
conditions. 
Circle 130 on reader service card 

The Exmark Viking five-speed and Hydro 
walk behinds provide positive reverse and 
are said to eliminate downhill runaway due 
to their drive systems. 

The Viking is billed to provide positive 
traction even in wet conditions, while the 
Hydro claims zero-turn maneuverability, 
instant forward to reverse and a high degree 
of speed control. 

The Viking offers mulch, bag or discharge 
with an Exmark Micro-Mulch accessory. 
Circle 131 on reader service card 

Aquarium Pharmaceuticals offers 
landscape maintenance contractors several 
pond water filtration products, including 
Pond Care® Super Activated Filter Carbon, 

(continued on page 84) 
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1994 
PENNSYLVANIA'S 
PLANT SHOWS 

Sponsored by Pennsylvania Nurserymen's Association 

'ooting for your success 
Access Quality Products 
Network With Suppliers 
Maximize Buying Power 
Boost Productivity 
Decision-Making Environment 

Early Registration 
Discount 

PANTS PLANTS 
July 26-28, 1994 August 17-18, 1994 
Valley Forge Convention Center Pittsburgh Expo Mart 
King of Prussia, PA Monroeville, PA 

FOR MORE INFORMATION 
Call (717) 238-1673 
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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 nand in making tne most 
of your money. 

IND-47080 2/94 

Get your FREE 
kit, "Weeds Are 
No Longer Our 
Only Concern." 

Call 1-800-332-3111. 

removal attachments, a dethateher and more. 
Ideal for autumn leaves, the 3-Bucket Bagger-VacCrt Collection 

System gathers 6 bushels of lawn debris into three 16-gallon 
buckets. The two-stage Sno-Thro' attachment clears away wet, 
heavy snow. A front blade attachment bulldozes, grades and 
levels, and can also be used to remove snow. For spring and 
summer landscape jobs the dethateher and a mulching kit are 
available. 
Circle 134 on reader service card 

L.R. Nelson Corp. added the Pro7(XX) 
and 7500 series to its gear-driven 
sprinkler lines. The series are rugged, 
vandal-resistant gear drives with a 
watering radius range of 45 to 75 feet, 
making them ideal for municipal, 
commercial and sport Field applications. 

The 7CXX) series' five interchangeable 
Acu-Cover nozzles and the 7500's six 
interchangeable Acu-Cover nozzles 
allow for flexibility in sprinkler layout and design while 
discharging 7 to 28 gallons of water per minute. 
Circle 135 on reader service card 

Dura Art Stone updated its line of "ready-to-install" balus-
trades for commercial, institutional and residential use. 

The line features six balustrade designs in round and square 
configurations with eight styles of cap and base rails and three 
styles of piers. Components may he specified in any combina-
tion to meet design requirements. 

While many balustrade products must be cut, mitered and 

Products 
(continuedfrom page 82) 

Ammonia Remover and Phosphate Remover for pond filters. 
The filter carbon is a special filtration material that removes 

dissolved organic waste found in pond water. The ammonia 
remover, when added to the pond filtration system, removes 
ammonia released by pond fish. The phosphate remover rids of 
algae-promoting phosphate and silicate. 
Circle 132 on reader service card 

Luma low-voltage landscape lights from 
Ruud Lighting use 18W lamps to create 
circles of illumination along walkways, in 
flower beds and around patios. The lights 
are available in black and verde 
DeltaGuard finish. 

No splicing of the 10/3 is necessary to 
use the landscape lights, so there are no 
voltage-drop problems. All components are die-cast aluminum 
or cast brass. 
Circle 133 on reader service card 

The Ariens YT tractor 
line offers a variety of 
attachment and 
accessory options for 
winter and summer, 
including optional 
bagging systems for 
grass clippings, snow 

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. 

t ! 

Get your FREE 
kit, "Weeds Are 
No Longer Our 
Only Concern." 

Call 1-800-332-3111. 
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finished in the field, 
"ready-to-instair systems 
offer quality control and 
simplified field assembly. 
Dura Art Stone provides 
multiple attachment 
methods for final balus-
trade installation. 

Available in 18 standard 
colors. Dura Art Stone balustrades are constructed of cast stone 
in a choice of smooth, acid etch or light sandblast finish. 
Circle 136 on reader service card 

FMC Corp. s Astro Insecticide is labeled for use on residential 
lawns and ornamentals. Astro is a synthetic pyrethroid, which 
controls insects through contact and ingestion. It is billed to 

control 48 insects, including chinch 
bugs, cutworms, sod webworms, 
grubs and whiteflies. 

Astro can be used with spray 
equipment and be tank mixed with 
other insecticides, fungicides, 
herbicides and liquid fertilizers. It is 
available in gallon jugs or self-
measured quart containers, 

ervice card 

The hydraulic-driven LF-6(XX) landscape finisher from Shaver 
Mfg. operates on three-point hitch tractors or skid-steer loaders. 
The digger/roller works with a parallel, top-mounted, soil-flow 
control tube to clear rocks and debris, prepare seed beds. 

Circle 137 on reader s< 

Roundup 
points the way to 
application ease. 

Learning how to 
properly use 
Roundup* herbicide 
is a snap. For even 
more convenience, try 
new Roundup Dry 
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. 

The Eagle 40 from 
AmeriQuip is a trailer-
mounted, articulated aerial lift 
with a 40-foot working 
height. It features positive 
bucket leveling, 360-degree 
continuous rotation and 
portability. 

The Eagle 40 is 63 inches 
wide and offers proportional 
hydraulic controls with 
neutral position interlock to 
allow simultaneous, two-
function operation and 
feathering capability. 

Quick adjust outriggers are 
an integral part of the lift. 
Circle 139 on reader service card 

Roundup 
points the way to 
beautiful results. 

Used properly, 
Roundup' gives 
you a big hand in 
achieving long-
lasting control that 
blends in with your 
surroundings. 

Get your F R E E 
kit, "Weeds Are 
No Longer Our 
Only Concern." 

Call 1-800-332-3111. 
ALWAYS RL\D AM) FOLLOW 

LABEL DIRECTIONS FOR ROUNDUP HERBICIDE. 
Roundup is a registered trademark of 

Monsanto Company. 
© Monsanto Company 1994 1^-47083 2/94 

renovate worn turf for 
reseeding and grade, fill 
and level the landscape. 

The machine includes 
reverse roller rotation to 
backfill, ditch, shape or 
mound, distribute and 
level topsoil and clear 
brush and vines. 

The LF-6000 landscape finisher is available in 6- and 8-foot 
width models. 
Circle 138 on reader service card 
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Calendar 
JUN. 4 Modem Arboriculture — A Systems 
Approach to Practical Tree Care workshop. 
Arbor Day Farm/Lied Conference Center, Ne-
braska City, Neb. Contact: Kathy Austin, Na-
tional Arbor Day Foundation, 100 Arbor Ave., 
Nebraska City, NE 68410; 402/474-5655. 

JUN. 5-7 Tree City USA National Confer-
ence, Nebraska City, Neb. Contact: Kathy 
Aus-tin, National Arbor Day Foundation, 100 
Arbor Ave., Nebraska City, NE 68410; 402/ 
474-5655. 

JUN. 8 California Certified Nursery Profes-
sional & Advanced Exam, King's River Col-
lege, Reedley, Calif. Other dates and locations 
proceed throughout the month. Contact: Calif-
ornia Association of Nurserymen, 4620 North-
gate Blvd., Suite 155, Sacramento, CA 95834; 
916/567-0200. 

JUN. 17-19 New York State Conference of 
Landscape Architects, Storm King School, 
Comwall-on-Hudson. Contact: Craig Coronato, 
Ward Associates, P.C., 1500 Lakeland Ave., 
Bohemia. NY 11716; 516/563-4800. 

JUN. 20 '94 Ornamental Research Confer-
ence, San Jose Red Lion Inn, San Jose, Calif. 

Contact: California Association of Nursery-
men, 4620 Northgate Blvd., Suite 155, Sac-
ramento, CA 95834; 916/567-0200. 

JUN. 20-24 American Seed Trade Associa-
tion Annual Convention, Hilton Hotel, Min-
neapolis. Contact: Bob Falasca, ASTA, 202/ 
638-3128. 

JUN. 23-24 Annual North Central Region 
Turfgrass Research Meeting, Southern Illinois 
University at Carbondale. Contact: SIUC, 
Plant & Soil Science Dept., 618/453-2496. 

JUN. 23-26 Outdoor Power Equipment Insti-
tute Annual Meeting, La Costa Hotel, Carls-
bad, Calif. Contact: Lori Baker, OPEI, 341 S. 
Patrick St., Old Town Alexandria, VA 22314; 
703/549-7600. 

JUN. 27-30 Missouri Association of Nursery-
men and Illinois Association of Nurserymen 
meeting, Hyatt at Union Station, St. Louis, 
Mo. Contact: MAN, 816/369-2005. 

JUL. 10 ALCA Certified Landscape Profes-
sional Exam, Cincinnati, Ohio. Contact: ALCA, 
12200 Sunrise Valley Drive, Suite 150, Res-
ton, VA 22091; 703/620-6363. 

JUL 13-16 American Association of Nursery-
men Conference and AAN Convention/MANTS 
Trade Show (July 14-16), Baltimore, Md. Con-
tact: AAN, 1250 I St. NW, Suite 500, Wash-
ington DC 20005; 202/789-2900; or Mid-
Atlantic Nurserymen's Trade Show, P.O. Box 
314, Perry Hall, MD 21128; 410/882-5300. 

JUL. 14-16 Mailorder Association of Nur-
series Summer Convention, ANA Hotel, San 
Francisco. Contact: Camille Chioini, 8683 
Doves Fly Way, Laurel, MD 20723-1211; 
301/490-9143. 

JUL. 19 Annual Southern Illinois Turfgrass 
Field Day, Southern Illinois University at Car-
bondale. Contact: SIUC, Plant & Soil Science 
Dept., 618/453-2496. 

JUL. 19-21 3rd Annual Midwest Grounds 
Management Conference, Illinois State Uni-
versity, Normal, 111. Co-sponsored by the Mid-
west Association of Physical Plant Adminis-
trators and the Professional Grounds 
Management Society. Contact: Chuck Scott, 
309/438-2032 or fax, 309/438-7955. 

JUL. 24-26 International Lawn, Garden & 
Power Equipment Expo, Kentucky Exposition 

B R Ü S H K Í N G 
MODEL S-3 PRO QUALITY PRUNING SHEAR 

Forged Aluminum Handles 
Comfortable Vinyl Grips • Precise Blade 
Adjustment • Cushioned Handle Stop 

All Parts Available • Priced Below 
Competition • Cut-And-Hold Model S-4 

• Guaranteed • 

W H Y P A Y M O R E ? 

PRO-QUALITY PRUNING SAWS. 
FIXED BLADE OR FOLDING 

RAZOR-SHARP. CUTS ON PULL STROKE TO 
MINIMIZE BINDING. 

ASK FOR OUR CATALOGS FEATURING: 
• BRUSHKING Brush Cutters • Pruning 

Tools • Budding & Grafting Knives 
• Pruning Saws & Knives 

Shearing Knives • Shears, Loppers 
• GEWA T " Injectors/Medicators 

MAM FACTl RER AND EXCLl SIVE IMPORTER 
OF PROFESSIONAL HORTKTLTl RAL 
& LANDSCAPE M AINTENANCE TOOLS 

b r c j s h k T n g 
4173 DOMESTIC AVENUE • NAPLES. FLORIDA 33942 

PHONE (813) 643-6368 • FAX (813) 643-3914 

USE READER SERVICE #17 

NO-DRIFT CHEMICAL APPLICATOR 
Now apply chemicals on windy days! Sizes range from 
30" to 72". Send for free packet with complete parts 
_ _ ... -t^— information and prices. 

/ r — DANVILLE 
INDUSTRIES 

Box 8 
124 W. Main 

Harper, KS 67058 

1 (800) 662-4212 
1 (316) 896-7192 

USE READER SERVICE #57 

O l K j A N Î C SOIUTÎONS 

90's 

4k ORGANIC PRODUCTS (granular & Liquid) 
4k Business systems for the greens industry 
4k Marketing & Advertising organic programs 

to your customer 
4k Training in the proper use of organics, IPM 

& techniques 

O u r n e x t t r a ì n ì n ì } s c h o o l btqiNs ¡n J u l y , 
L e a r n tL ie n e x t ( j E n e r a t í o n o f o r ^ a n í c p I a n t c a r e ! 

(800) 777-5002 
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Center, Louisville. Contact: Sellers Expositions, 
6100 Dutchmans Lane, Sixth Floor, Louisville, 
KY 40205; 800/558-8767. 

JUL 26-28 Penn Allied Nursery Trade Show, 
King of Prussia, Pa. Contact: Pennsylvania 
Nurserymen's Association, 1924 N. Second St., 
Harrisburg, PA 17102: 717/238-1673. 

JUL 27-29 ASPA Summer Convention, New-
port, R.I. Contact: American Sod Producers 
Association, 708/705-9898. 

JUL 28-29 LCA Summer Conference, Holiday 
Inn Crowne Plaza, Rockville, Md. Contact: 
Landscape Contractors Association MD-DC-
VA, 9053 Shady Grove Court, Gaithersburg, 
MD 20877; 301/948-0810. 

JUL. 30-Aug. 1 Southern Nurserymen Trade 
Show, Georgia World Congress Center, Atlanta. 
Contact: Southern Nurserymen's Association, 
404/973-9026. 

AUG. 14-17 International Society of Arboricul-
ture Conference and Trade Show, Halifax, Nova 
Scotia. Contact: Jerri Moorman, 217/355-9411. 

AUG. 16 Wisconsin Turfgrass Field Day, O.J. 
Noer Turfgrass Research and Education Facility, 
Madison. Sponsored by the University of 
Wisconsin-Extension and the Wisconsin Turf-
grass Association. Contact: Dr. Frank Rossi, 
608/262-1490. 

AUG. 16-30 European Holiday and Garden 
Tour, hosted by members of the Michigan Nur-
sery and Landscape Association. Contact: Aart 
and Margaretha de Wit, 616/453-2351. 

Aug. 19-21 TAN trade show, George R. Brown 
Convention Center, Houston. Contact: Texas 
Association of Nurserymen, 7730 IH-35, Austin, 
TX 78745-6621; 512/280-5182. 

AUG. 26-28 Farwest Show, Oregon Convention 
Center, Portland, Ore. Contact: Farwest Show, 
2780 S.E. Harrison, Suite 102, Milwaukie, OR 
97222; 800/342-6401. 

SEPT. 8-9 Southwest Horticultural Trade Show, 
Phoenix Civic Plaza, Phoenix. Contact: Cheryl 
Goar, Arizona Nursery Association, 602/966-1610. 

SEPT. 18-21 ALCA Interior Plantscape 
Division Conference & Trade Show, Mirage 
Hotel, Las Vegas. ALCA's Certified Landscape 
Professional Exam takes place Sep. 21. Contact: 
Asso-ciated Landscape Contractors of America, 
122(X) Sunrise Valley Drive, Suite 150, Reston, 
VA 22091; 703/620-6363. 

SEPT. 19-21 Florida Turfgrass Assoc. 42nd 
Annual Conference & Show, Fort Lauderdale. 
Contact: FTGA, 302. S. Graham Ave., Orlando, 
FL 32803; 800/882-6721 or 407/898-6721. 

OCT. 5-6 Southern California Turfgrass Expo, 
Orange County Fairgrounds, Costa Mesa. 

Contact: Southern California Turfgrass Coun-
cil. 619/723-0947. 

OCT. 10-13 Northwest Turf Conference, Sea-
side, Ore. Contact: Northwest Turfgrass Asso-
ciation, 206/754-0825. 

OCT. 12-13 1994 Pae Hort Expo, San Diego 
Convention Center. Contact: California Asso-
ciation of Nurserymen. 800/748-6214. 

OCT. 12-14 Southwest Annual Turf Confer-
ence, Ruidoso, N.M. Contact: Dr. Lynn Ellen 
Doxon, 505/275-2576. 

OCT. 29-30 1994 Southwest Outdoor Power 
Equipment Show, Arlington Convention Cen-
ter, Arlington, Texas. Contact: The Service 
Dealers Association, 512/443-7999. 

NOV. 6-9 International Irrigation Exposition, 
Atlanta. Contact: Irrigation Association, 703/ 
524-1200. 

NOV. 8-11 Turf and Grounds Exposition, 
Rochester Riverside Convention Center, 
RcKhester, N.Y. Contact: New York State 
Turfgrass Association, 800/873-TURF or 518/ 
783-1229. . 

when your business 
depends on it ! 

"/ love this 
equipment 

f i ® . . . Commercial Turf 
Equipment preferred by 
professionals. 

M i d - S i z e Hydros t a t i c and G e a r 
Dr ive W a l k Beh ind M o w e r s . 
P o w e r R a k e / P o w e r Sl ice 
D e t h a c h e r s and Aera to r s . 
C o r e P lugge r Aera to r s . 
Rea r T i n e Ti l lers . 

Since 1874 
built for professionals 

For your nearest Kees dealer call or write: I—I M bv p r o f e s s i o n a l s 

F. D.KEES MANUFACTURING CO. • 700-800 PARK AVENUE 
BEATRICE, NE 68310 U.S.A. • PHONE 402-223-2391 • FAX 402-228-2258 
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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 
NaturaLawnk of America provides the Green 
Industry a successful, growth-oriented lawn 
care program. Discuss the opportunities avail-
able 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...noexotic equipment to buy. 
Learn more about this 21st century franchise 
opportunity. Franchises now being awarded na-
tionwide. "YOLTLLSEETHE DIFFERENCE." 
Minimum cash required. $27K. 800/783-0981. 

BUSINESSES FOR SALE 

LANDSCAPE FIRM 
Landscaping, construction and maintenance firm. 
Located in eastern Washington. Business, loca-
tion, home and all equipment included. Annual 
income of $250,000. Asking price, $385,000. 
509/786-3865. Ask for Chuck. 

LANDSCAPING' HYDROSEEDING, 
SNOW REMOVAL 

15 years of profitable operation. $500,000 to 
$600,000 annual sales. $200,000-plus in operat-
ing equipment. We do a lot of municipality work. 
Have only reached 50 percent of capability. Fax: 
810/547-8936. 

• • • 

_ LAWN CARE SERVICE 
EXCELLENTOPPORTUNITY.Lawncare ser-
vice, well-established, 9 years old, covering three 
counties, room for good growth and many add 
ons, PLUS. Located in southern Arkansas. Call 
after 5 p.m., 501/725-2450. 

LANDSCAPE MAINTENANCE 
Southern California, 15-year established land-
scape maintenance business, gross revenues more 
than $750,000,100 percent commercial. Asking 
price is $295K — relocating. Please send re-
quests for information to Landscape Co., P.O. 
Box 30012, Santa Ana. C A 92705-9981 or call 
714/731-0208. 

• • • 

LANDSCAPE & MAINTENANCE 
Landscape and maintenance company for sale. 
Well-established business with 10 years excel-
lent reputation located in Southern California. 
All equipment, vehicles and contracts included. 
Annual revenue, $800,000. Asking price, 
$250,000. All offers considered. Call American 
Landscape Maintenance.909/783-1000. • • • 

FAMILY-OWNED 
39 year, family-owned business. Well estab-
lished, good name. Buyer must have C-27 li-
cense, pest control license and operators license 
for the state of California. Plenty of room to 
grow. Sincere calls only! Owner will work with 
buyer first 12 months if desired. Call PerJantzen, 
415/342-0973 after 5 p.m., M-F. 

LAWN CARE SERVICE 
Well-established, 9-year-old lawn care service 
located in Western Pa. Gross sales approxi-
mately $ 1 million/year. Reply to Lawn & Land-
scape Maintenance, Box 366,4012 Bridge Ave., 
Cleveland, OH 44113. 

• • • 

DESIGN/BUILD FIRM 
Landscape design/build firm in beautiful Finger 
Lakes region of upstate N. Y. Average sales over 
$400K annually. Profitable, turnkey operation. 
$175K. Reply to Lawn & Landscape Mainte-
nance, Box 368,4012 Bridge Ave., Cleveland, 
OH 44113. 

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 
Lawn & Landscape Maintenance, 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 SALE 

LAWN CARE EQUIPMENT 
Hannay reels new in-the-box, E1526s, E1530s, 
$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 
800/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, Cleve-
land, OH 44118; 216/371 -0979. 

• • • 

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

W0RKCL0THES 

Lawn industry professionals take notice. Im-
pact your bottom line! Our hook. Bidding and 
Contracts: Your Key to Success, over 40 pages 
of dynamite information, was born of experi-
ence, not theory. 
Find answers to: 

• Why making the right bid is important. 
• How to come up with a fair and profitable bid. 
• What will the market bear? 
• Why using contracts means more profit. 
• Plus much more. 

$42.95 includes postage and handling. Profits 
Unlimited. 3930-B Bardstown Road. Louis-
ville, KY 40218; 502/495-1351. A division of 
Wayne's Lawn Service Inc. since 1979. 

• • • 

GOVERNMENT LAND 
GOVERNMENT LAND now available for 
claim (including agricultural). Up to 160acres/ 
person. Free recorded message: 707/448-1887. 
(4NK8) 

• • • 

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. 

TOUGH JEANS 
THAT CUT IT. 

Warmer in winter. Cooler in summer. New Dickies Work 
Jeans. Last longer. Fit better on your job. 
Feel better on your body. Guaranteed. 
Call for your free catalog today. 

TOLL-FREE 1-800-DICKIES 

PROVEN STRATEGIES THAT WORK 
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INSURANCE 

COMMERCIAL INSURANCE FOR 
LAWN CARE FIRMS 

"GREEN INDUSTRY SPECIALISTS'" 
M.F.P. Insurance Agency is dedicated to 
providing comprehensive insurance pro-
grams to the Green Industry at competitive 
prices. We back up this dedication with a 
staff of professionals who understand ev-
ery facet of your business, from marketing 
to customer service. We know how to prop-
erly insure your company whether you're a 
sole proprietor or a multi-state operation. 

Just as your customers look to you for lawn 
care advice, people come to us for insur-
ance advice because they do not want to 
become insurance experts themselves. If 
you want good advice, the right coverage, 
and competitive rates, please contact: 

Richard P. Bersnak, President 
Jill A. Leonard, VP. 

1-800-886-2398 
FAX:614-221-2203 

M.FP. Insurance Agency, Inc. 
50 West Broad Street, Suite 3200 

Columbus, OH 43215-5917 

PREMIUM REPLACEMENT PARTS 

Premium 
¡ T H O M A S ^placement 

DISTRIBUTORS. H C . HSilS 
BOBCAT PEERLESS 

5 SPEED TRANSMISSION 

MODEL 
700-032 

Part*: 
JT-0236p 

ONLY $179.99 
OUR 144 PAGE CATALOG 
HAS OVER 3000 PREMIUM 

REPLACEMENT PARTS FOR 
OUTDOOR POWER EQUIPMENT. 

CALL FOR A FREE CATALOG 

1-800-828-7980 

SPRAYERS/FIELD STRIPERS 

SPRING SALE!!! Walkover Sprayers & 
Siteline Athletic Field Stripers. Prices 
SLASHED! Paddockmaster — $155; Profes-
sional — $305; Siteline25 Field striper — $395. 
CANAAN INDUSTRIES. Call 800/633-7560. • • • 

LAWN SPRAY TRUCK 

1987 GMC 5000 series, rebuilt transmission, 
new brakes and clutch. 1,200-gallon Tuflex 
main tank, 200-gallon drop tank with mechani-

cal agitation. Hannay electric hose reel; 300-
foot, 800-psi hose; 18-h.p., twin-cylinder Briggs 
engine with 20-gmp bean pump. Good condi-
tion, currently working every day. $9,800. Fort 
Myers Pest Control Inc., 800/329-3100. 

ORGANIC LANDSCAPE MAINTENANCE 

Reduce agrichemical use. BUGS Flyer, the 
premier environmental landscape quarterly, tells 
you how. Discover the latest environmentally 
sound landscape products, techniques and re-
sources. Professional subscriptions, $ 18.BUGS, 
Dept. LLM, P.O. Box 76, Citrus Heights, CA 
95611. 

REPLACEMENT PARTS 

LAWN CARE PARTS saves you money on 
commercial replacement parts for your walk-
behind mowers. EASY ORDERING AND 
FAST DELIVERY of parts, equipment and 
supplies to fit Bobcat, Scag, Bunton and more. 
SATISFACTION GUARANTEED coast to 
coast. 800/574-6389. 

FLAIL MOWERS 

Two-tiger, triple-gang flail mowers, 20-foot 
heavy-cut, bought new in 1991, excellent condi-
tion, need 70-plus h.p., $6,500, will install. 
Bentley Turf & Landscape Inc., 5400 Lee Road 
011, Opelika, AL 36801; 205/749-8900. 

COMPUTER SOFTWARE 

Dynamic COMPUTER SOFTWARE will help 
you make money. Easy to install and use. System 
is designed to deli ver increased profits for LAWN 
IRRIGATION service providers through im-
proved: scheduling, dispatching, estimating and 
billing. Accounting modules available. 
NorthEastern Research Associates, phone/fax, 
516/569-7450. 

• • • 

MOWER & TRACTOR 

1 Excel Hustler Range Wing Prime Mover 440 
Tractor. 72-inch heavy-duty deck and two wings. 
Only400hours. Excellent condition for $ 10,950. 
Call between 9 a.m. and 5 p.m. 516/643-6644. • • • 

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 MANAGEMENT 

Environmental Care Inc. providing landscape 
and interiorscape maintenance, water manage-

ment, golf course maintenance, arbor care and 
remedial landscape services, has opportunities 
in Florida for the following: 
• Landscape maintenance superintendents 
• Area Maintenance Supervisors 
• Pest Control Specialist 
• Irrigation Technicians 

Southern horticultural experience and commit-
ment to customer service are essential. 

Qualified candidates may send resumes to: 
4777 Old Winter Garden Road, Orlando, FL 
32811. 
An equal opportunity employer by choice. 
DRUG-FREE WORK PLACE. 

VARIETY OF POSITIONS 

FULL-SERVICE COMPANY LOCATED IN 
BEAUTIFUL UTAH is seeking qualified indi-
viduals for DIVISION MANAGERS, TECH-
NICIANS, ASSISTANTS in the following ar-
eas: PEST CONTROL — interior/exterior; 
LA WNCARE—applications; ARBORIST— 
tree/shrub care; LANDSCAPE/GROUNDS 
MAINTENANCE; and OFFICE ASSISTANT 
— knowledgeable in pest control and green 
industry. Individuals must be self-motivated, 
well-rounded team workers with both manage-
ment and sales skills, able to perform combina-
tion of tasks within division and company, 
including IPM for commercial/residential ac-
counts. Certifications required, references re-
quested. Superior benefit package for perfor-
mance results. Relocation expense negotiable. 
Send resume and salary requirements to: R.D.S., 
P.O. BOX 163, PROVO, UTAH 84603. 

GROUNDS MANAGEMENT SALES 

Salary commensurate with experience. Central 
New Jersey. Candidate needs strong background 
in sales to corporate clientele. Strong motiva-
tion essential to assist in continued growth of 
landscape maintenance and construction divi-
sions. Must have proven experience in sales, 
prospecting and estimating, and be articulate, 
organized and aggressive. Send resume to Con-
trol Services, Inc., 737 New Durham Road, 
Edison, NJ, 08817; fax, 908/548-4359. 

TO ORDER 
YOUR COPY OF 

T 
ECOLOGY& 

MANAGEMENT 
HI. KARL DANNEBERGER, PhD 

SEE PAGE 73 
FOR DETAILS. 
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Cover Story 
(continued from page 32) 

tion in traditional lawn care pesticides. The goal 
is to achieve a 95 percent reduction in traditional 
pesticide use by 1995. 

DAVEY TOMORROW. The scene fortomorrow's 
Davey Tree is steady growth, a stable environ-
ment and a never-ending focus on research and 
training opportunities. 

The amount of energy poured into reviewing 
consulting and training options remains a sight to 
behold. "I 'm very excited about training in the 
future. Computerization—the information high-
way — offers the opportunity for training that 
two years ago we could not have even dreamed 
of," Funk said. 

Both Cowan and Funk envision teaching home 
study courses via computer networking. "The 
educational tools that will be available in the next 
few years will be mind boggling. With personal 
computers, we envision Davey offering home 
study courses that might even apply toward a 
college degree," Cowan said. 

Future plans also call for instituting a two-year 
technical college at corporate headquarters — 
called The Davey University. "I hope to at least 
get a framework decided upon and plans put in 
place in five years," Cowan said. Funk foresees 
the college eventually opening up to all horticul-
ture students. 

Cowan would like to triple Davey's research 
staff, revenue permitting. 'There 's a tremendous 
opportunity out there for regional tree consult-
ing. Our consulting would cross all of the mar-

kets, not so much residential, but certainly utility, 
commercial, municipal and golf course." 

Cowan and Funk began eying Mexico as a 
viable market for technical consulting even be-
fore the North American Free Trade Agreement 
took effect. 

"It 's not because of NAFTA that U.S. compa-
nies are looking to do business in Mexico. It 's 
because Mexico is becoming very environmen-
tally oriented. Much more than they have in the 
past. They really haven't had great tree care in a 
long time. They're now starting to develop that. 
I think we have the opportunity down there to 
consult and help them do that," Cowan said. 

Cowan doesn' t foresee Davey targeting 
Mexico for opening a branch in the near future. 
"I don't know how big the Mexican market will 
be forourkindof services. But I would like to have 
a presence down there," he said. 

Davey's R&D team continues to focus its ef-
forts on reducing pesticide use, particularly drift, 
pollution and volume, and increasing the range 
of organic lawn fertilizers available. "We're try-
ing to come up with better guidelines to avoid 
excessive drift and to make it easy for people to 
control volume and pay attention to output and 
pressure," Funk said. 

One area of research right now is battery-
operated sprayers. "I believe the EPA will legis-
late against use of non-vehicular gasoline en-
gines. So we're field testing that right now. Our 
job is to look ahead and see what we think we 
need to do for our clients," Funk said. • 

The author is Senior Editor of Lawn & Land-
scape Maintenance magazine. 

News in Brief 
(continued from page 16) 

& Garden. "Therefore, the dealer must do some-
thing different — something like supplying a 
greater number of products, promoting after-
market service or their intimate knowledge of 
the industry and its products." 

The task of educating the public lies with the 
dealers, according to Tom Glaub, outdoor 
power equipment division manager for the 
North American Equipment Dealers Associa-
tion. "It's our responsibility to show consum-
ers how to use the equipment, schedule main-
tenance checks and other things that will in-
crease operator safety," he said. 

Davey Tree Strikers 
Fail to Avoid Pay Cuts 
The Davey Tree Expert Co. utility tree 
trimmers that went on strike to protest 
reductions in wages and benefits, returned to 
work with pay cuts ranging between 3.7 
percent and about 7.5 percent. 

Members of the Utility Workers Union of 
America Local 126 picketed three Davey Tree 
locations in Northeast Ohio after the company 
effected a contract proposal to cut wages and 
benefits by as much as 13.4 percent. 

The 100 strikers, faced with the decision to 
settle negotiations and return to work after one 
week or lose their jobs, chose the former. 

The workers' union ratified a three-year 
agreement that failed to provide the requested 
wage increases. Instead it called for pay cuts 
based on a worker's classification and tenure 
with the company. "Reductions in the total 
economic package came out to something in 
the range of 6 percent and perhaps as high as 
12 percent," said Karl Warnke, executive vice 
president for Davey. 

Warnke contended that the union members 
who struck received one of the top wages and 
benefits package in Ohio for their line of work. 
"(Their wages were) just simply getting to the 
point that we would be non-competitive as a 
company. The other concern we have, is these 
fellows could very easily lose their jobs to a 
union or a non-union company and take as 
much as a 25 percent reduction in their total 
economic package. You always run into the 
problem that they don't understand that. They 
haven't done the benchmarking." 

Davey made some concessions in the new 
contract, such as reducing the amount workers 
pay for medical benefits, and retaining 10 
hours of standby time per week when weather 
prevents workers from doing their job, according 
to The Beacon Journal a local newspaper. • 
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ACCLAIM 

1EC HERBICIDE 

Hoechst 0 
Roussel A 

R A PRE WITH OUR POST 
Crabgrass escapes are almost impossible to avoid, even when using the best 
preemergence herbicide. But unsightly crabgrass and costly callbacks can be 
avoided by using the best postemergence crabgrass herbicide available, Acclaim® 
1EC Herbicide. Crabgrass treated with Acclaim just melts away, leaving no ugly 
brown patches that the older arsenicals commonly leave in lawns. 

Acclaim controls from the 1-leaf stage to just before seed head formation, and 
can be used safely on tall and fine fescue, bluegrass, ryegrass and zoysiagrass. It 
also lets you reseed fescue and ryegrass immediately after the spray dries.* Best 
of all, you can treat 1,000 sq.ft. with Acclaim for just small change. 

This year, be ready for crabgrass escapes. Be ready with Acclaim... Hoechst E 
because no PRE is perfect. •Wait 3 weeks for bluegrass, zoysiagrass, bentgrass Roussel A 

Follow label directions carefully. ACCLAIM and the name and logo HOECHST are registered trademarks of Hoechst AG. The name and logo ROUSSEL are registered trademarks of Roussel Uclaf S.A. 
Marketed by Hoechst-Roussel Agn-Vet Company, Somemlle, NJ 08876-1258 O 1993 
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This is one serious couple. Introducing the Gravely Pro Chip Series and the Gravely 

Pro Vac 1050. The Pro Chip Series now offers three new models all built to deliver 

with the greatest of operator ease. And we've designed the Pro 

Vac 1050 so that it's versatile enough to work on both turf J 
a n d pavement. The fact is, when 96% of Gravely owners ^ m 

told us they love the way our Gravelys perform, we knew the relationship was built to last. 

All In Love With A Gravely 
Gravely International, P.O. Box 5000, Clemmons, NC • 910-766-4721 • Telefax: 910-766-7545 

S3 G R A V E L Y 
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