


The Difference Between Alfalfa Biscw 
The Difference Between A Great Tru 

In your business, making the wrong decision can have some pretty dire 

consequences. Well, here's one that's a cinch: the Chevy K2500 

4x4 Cheyenne Pickup. With a choice of six engines and a wide 

variety of model configurations, it matches up perfectly to 

jobs of every size and shape. It's rugged, too. A steel ladder-type frame, double-wall cargo box, 2-tier loading 

For more information and the name of the CSV dealer nearest you, call the CSV Express line at 1-800-759-5550. 
* Dependability based on longevity: 1984-1993 full-line truck company registrations. Excludes other GM divisions. The Chevrolet Emblem and Cheyenne are registered trademarks and Chevy 



is And The Poison Oak Is Easy To Spot, 
tk And An Okay Truck Is Just As Easy. 

and 4-wheelABS all put in a full day's work. And towing capacities can reach 10,500 lbs. when properly 

equipped. Little wonder Chevy Trucks are the most dependable, longest-lasting trucks on the 

road: So see the Chevy dealer in your area that proudly carries the CSV sign of quality. It means 

C h e v y T r u c k s 
they're more likely to have the inventory, parts, service and trained staff that can offer | J K [ fl R O C K 

you a full maintenance program. The Chevy K2500 4x4: You've got the itch; scratch it. 

is a trademark of the GM Corp. ©1994 GM Corp. All Rights Reserved. Buckle up, America! USE READER SERVICE #48 



N E W V I B R A T I O N 
D A M P E N I N G S Y S T E M 

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 
C O N T R O L S 

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 R E D U C T I O N 
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. 

A D V A N C E - D E S I G N 
E N G I N E S 

These engines are specially 
developed to run at high 
speed, under full load for 
long periods, with a f a t 
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 exper ienced the new GR 36 or GR 32, you'll realize that using an 
ordinary brushcutter would be like turning back the clock! 

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

Dis t r ibuted in the W e s t o n States In : Scotsco, l iu . , 9160 S.E. 74TH Ave., Por t land. OR 97206- 1989. 



, , L a w n & L a n d s c a p e 

MAINTENANCE 

COMMERCIAL 

GUIDE 
Use this product guide as 

a quick and easy reference to some 
of the leading products in the lawn and 

landscape maintenance industry. 



Finally! 
A m o w e r t l iat cu t s and t r i m s at the same t ime. 

S i x - w a y ful ly float- Ful ly w e l d e d deck Z e r o t u r n i n g 

F i v e ga l lon deck for a n even for superior s t rength radius saves 

capac i ty 

fuel tank . 

E n g i n e , 

t r a n s m i s s i o n 

and operator 

w e i ght p ivot 

over ax le for 

superior per-

f o r m a n c e on 

s lopes and 

hi l ls . 

W h e e l s 

b e h i n d deck 

ensure an 

even cut . 

cut on u n e v e n turf . nd durahi lity. t r i m m i n g t ime. 

Large d i scharge F o r w a r d deck posi t ion, 

c h u t e prevent s E a s i l y c u t s under fences, 

c l u m p s . s h r u b s and b u s h e s for 

m i n i m a l t r i m m i n g t ime . 

D e c k nei ght and three 

high-l ift blades produce 

the o p t i m u m air l low to 

l ift grass for an even cut. 

D u a l s teering 

levers for 

superb m a n e u -

. verani l i ty in 

smal l spaces 

and a r o u n d 

o b s t a c l e s . 

C u t m o r e 

acres in less 

t i m e b e c a u s e 

of h i g h 

g r o u n d speed 

a n d deck 

w i d t h . 

T i l t - u p deck 

for easy 

• m a i n t e n a n c e . 

C h a n g e b l a d e s 

in l ess t h a n 

f ive m i n u t e s . 

S o u n d i m p o s s i b l e ? 
N o t w i t h a G r a z e r . B e c a u s e i t s t h e o n l y m o w e r t h a t g i v e s y o u m o r e 

c u t t i n g h o u r s p e r d a y w h i l e i t t r i m s m a i n t e n a n c e c o s t s a n d d o w n t i m e . 

T k e patb to clear cut profits begins w i t b invest ing in a Grazer. 

F o r t b e n a m e of t b e G r a z e r dea ler 

n e a r e s t y o u p lease cal l 1-414-582-5000. 

© 1 9 9 5 Ingerjoll Equipment Co. , Inc., Winneconne, W l 5 4 9 8 6 

Circle 524 on reader service card 



The Next Move Is Yours... 
Make It With AgrEvo™ 

Experienced turf and ornamental pros know 
Mother Nature is a formidable adversary. 
Grounds management is complex. Climate, 
geography, weeds, disease and the environ-
ment can affect your game plan. Experienced 
grounds managers rely on AgrEvo's complete 
product line of herbicides, insecticides, 
fungicides and fertilizers — all designed to 
provide you with a strategic edge. It's your 
move. Checkmate your turf and ornamental 
problems with knowledge, experience and 
AgrEvo. 
Circle 500 on reader service card 

Heavy Duty Spreader 
Gives Precise Widths 

The durable Super-Flo spreader is available from Central 
Parts Warehouse. The Super-Flo features a 1/4-hp, epoxy-
sealed motor, electronic speed control that provides precise 
spread widths from 3 feet to 50 feet and a 9-inch stainless 
steel spinner disc with flighted auger. 

The hopper holds six cubic feet, with a 650-pound 
capacity. The Super-Flo includes a heavy duty mounting kit 
and one year parts warranty. Optional items include the new 
Class III quick disconnect mounting kit and Par 36 spreader 
light. 
Circle 501 on reader service card 



Chevrolet Improves the 
Durability of Its Kodiak 

The Chevrolet Kodiak offers GVWRs 
ranging from 18,000 to 61,000 pounds. 
Kodiak is also available in regular and 
LoPro configurations. 

Improvements for 1996 in the 
Chevrolet Kodiak include gas engine 
changes to improve reliability' and 
durability, a new Delco PG 260 gas engine 
starter, improved automatic transmission 
cooling plumbing and an improved turning 
radius. Extended life coolant will be 
standard, providing a five-year, 100,000-mile change interval. 

Other Kodiak enhancements will include drivetrain components, maneuverabil-
ity and operating systems. An electronic, Caterpillar 3116 diesel engine will be an 
available option. 
Circle 502 on reader service card 

Banner Fungicide Provides 
Effective Systemic Control 

Banner' fungicide from Ciba Turf & Ornamental Products 
protects plants and turfgrass and delivers effective systemic 
control for a broad range of important diseases. Banner's plant 
protection includes diseases such as red-tip photinia leafspot, 
dogwood anthracnose, crabapple scab, crape myrtle powdery 
mildew and others. 

Banner's low prescriptive rates also provide superior and 
economical control against many turfgrass diseases, including 
dollar spot and brown patch. Banner works systemicallv inside 
plants, moving into the new, vulnerable parts of plants and their 
foliage as they grow. Depending on the species and disease, 
Banner works for up to 30 days. 

Banner is available in liquid formulation and a gel 
formulation in water-soluble bags (Banner GL). 
Circle 503 on reader service card 



Primo Regulates Growth, 
Reduces Clippings by Half 

Primo' from Ciba Turf 8c Ornamental Products 
regulates turf growth and reduces clippings by 
approximately 50 percent for four weeks. It 
regulates turf growth by reducing the size of 
plant cells, which results in a more efficient, 
compact turfgrass plant that may require fewer 
nutrients and less water. Research indicates that 
Primo treatments enhance turf color and 
increase turf density. It is rainfast in one hour 
and breaks down to carbon dioxide and water. 

Primo is foliarh absorbed for more 
consistency than most other PGRs. It has no 
effect on ornamentals or nontarget organisms 
and comes as an emulsifiable concentrate or wettable powder in water-soluble bags. 
Circle 504 on reader service card 

Creative Automotive Presents 
Handy Verti-Fold Ramp 

Do you need to load a variety of equipment into different trucks and trailers sev-
eral times a day? The Tern-fold" from Creative Automotive will do the job: 

• Easily loads mowers, aerators, slit seeders or three-wheel ATVs (anything 
with a wheelbase of 36 inches or less). 

• No installation kits needed - simply 
rests on trailers, flat beds or pickup truck 
beds. 

• Opens like a book from 18 x 78 inches 
to 36 x 78 inches. 

• All-steel ramp has a capacity of 1,250 
pounds, yet weighs only 85 pounds. 

• Sanded nine-gauge expanded metal sur-
face provides positive traction in sun, rain or snow. 

• 100 percent parts and materials made in U.SA 
Call today to order at 800/783-1069. Only $199.95 delivered. Creative Auto-

motive Products, 435 Wilson St. N.E., Minneapolis, Minn. 55413. 
Circle 505 on reader service card 



Encore's Pro-Line Mowers 
Are Easy to Maintain 

The PRO-Line mower from Encore Manufacturing 
Co. has many standard features built in, providing 
reliability and ease of maintenance. The PRO-Line 
features taper lock pulleys, reinforced deck, six-
inch brake drums, matched dual V-belts to each 
wheel and bolt-on rim pulleys and drum. 

Other standard features include a five-speed 
transmission with reverse assist, parking brake, 
durable front bumper, radial-cut high-lift blades, a 
10-gauge steel deck with seven-gauge wear strips 
and welded seams, top access to the grease fittings, 
yoke-style casters and an easy shift bar. 
Circle 506 on reader service card 

Patented Transmission Gives 
Mowers the Ferris Advantage 

Ferris Commercial Equipment offers a complete 
line of mowing products for the lawn and 
landscape contractor, ranging from 12.5-hp, 32-
inch walk-behind mowers to 22-hp, 72-inch 
riders. Ferris mowers are characterized by a 
rugged, innovative design and made for heavy-
duty use. Ferris builds extra strength into all high 
wear areas and offers the best commercial 
warranty in the industry, up to five years on our 
"zero/turn" dual-drive hydro walk mower 
transmissions. All Ferris hydro drive machines 
feature a cooler running drive system. High 
pressure and heat are the major cause of hydro 
drive system failures and our patented systems 

run on lower pressures and generate less heat to perform better and last longer. 
Contact Ferris Industries, P.O. Box 910, Vernon, NY 13476 or call 800/933-6175. 
Circle 507 on reader service card 



GMC TopKick Boasts New 
Features for 1996 

Lawn care and landscape users of the GMC TopKick will benefit from several new 
features in 1996 that provide outstanding overall value in advanced medium duty 
truck design. These features include: gas engine changes to improve reliability and 
durabilitv and a new Delco PG 250 

U'l' 1 • U 1 » » B«* 
starter for gas engines. The TopKick 
will also include improved automatic 
transmission cooling plumbing and 
an improved turning radius. 

Extended life coolant becomes 
standard providing a five-vear, 
100,000-mile change interval. The 
electronic Caterpillar 3116 diesel 
engine becomes an available option. Additionally, there will be enhancements in 
drivetrain components, maneuverability and operating systems. 

The TopKick offers GVW ratings from 18,000 to 61,000 pounds. TopKick is 
also available in regular or LoPro configurations. 
Circle 508 on reader service card 

Walk-Behind Features Two-
Year Warranty, Low Price 

The GreenStreek commercial walk-behind 
from Greenline is a 36-inch model with a two-
year commercial warranty for the unheard-of 
price of $1,995 (48-inch model shown is 
$2150). The heavy-duty GreenStreek is pow-
ered by a 14-hp Kohler engine that is easy to 
handle and easy on the pocketbook. 

Greenline has been passing on significant 
savings by offering equipment and parts fac-
tory-direct to the lawn and landscape contrac-
tor for eight years. Our catalog offers savings 
of up to 60 percent off retail prices. For more 
information, call 800/356-0171. 
Circle 509 on reader service card 



Multi-Purpose Spreader Has 
Year-Round Uses yK. ̂  

The Grotech MPS-125 spreader allows lawn 
and landscape contractors to handle fertilizer, 
seed, ice melters and sand with one piece of 
equipment. Corrosion-resistant features in-
clude thermoplastic, no-rust hopper; a 12-volt, 
high-torque motor mounted inside a sealed 
housing; a stainless steel flow adjuster; and a 
heavy duty, weatherproof connector. 

The MPS-125 mounts on any utility ve-
hicle, front mower, tractor, etc. The variable 
speed spinner adjusts from 4 to 40 feet, and features a single lever that 
the spreading pattern from the operator's seat. For more information, 
725-8377. 
Circle 510 on reader service card 

controls 
call 8(H) 

Highway Equipment Offers 
Groundskeeper Line 

Highway Equipment Co. has introduced a complete line of leaf vacuum equipment 
under the Groundskeeper trade name. The trailer-mounted AG-18 features a fully 
hydraulic, twin cylinder dump system, 18-foot-long hose and 18-hp vacuum. It 
can also be installed in any standard pickup bed. The Dump "E" dump body will 

convert a 3/4-ton or larger pickup into an 
all-season dump bodv. 

The AM-23 and AM-30 "tow-behind," 
axle-mounted Groundskeeper units gener-
ate between 7,500 and 10,000 cubic feet 
of suction. The flatbed or dump body 
mounted FRP-23 and FRP-30 
Groundskeeper units are constructed of 
fiberglass-reinforced plywood and custom-
ized to fit end-user specifications in body 
lengths from 8 to 14 feet. 
Circle 511 on reader service card 
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PRODUCT 
INFORMATION 

For more information on advertisers and 
featured products and services, circle the 
appropiate number, then remove 
the card and return postage paid. 
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Come Into The Future 
of Pesticide Application 

Injecto-Matic chemical injection systems manu-
factured by H.H. Holdings are recommended by 
some of the industry's leading companies. Here's 
what the customers are saving: 

• Barefoot Grass — Metering of the technical 
material has been perfect, odor problems are 
solved, gives us peace of mind. 

• P.C.O. Pest Control — Very operator 
friendly, we have increased confidence in applica-
tion rates. 

• Orkin Pest Control — No mixing of chemi-
cals, less exposure, a big hit with technicians, re-
duces time spent on jobs. 

For more information, call 905/850-2353. 
Circle 512 on reader service card 

LeMeur Enclosures Protect 
Controllers 

LeMeur Welding & Mfg. offers a full line of heavv 
steel protective enclosures for irrigation control-
lers and backflow preventers, pump shelters, 
meter enclosures and custom boxes. Pry-resistant 
doors and lock covers keep vandals out. 

Special features include heavy duty steel con-
struction, choice of finishes and weather-resistant 
metal treatments, specialty locking devices and a 
template for quick bolting and installation. On-
site power/interior light and cooling fan/thermo-
stat are two available options. 

For more information, contact LeMeur at 
909/822-5100. 
Circle 513 on reader service card 



Manage Water Quality with 
Pond and Lake Aeration 

The Concept,, surface spray aerators from Otterbine Barebo Inc. bring together the 
best of both worlds — a beautiful, fountain-like spray pattern and effective water 
quality management. Concept,, surface spray aerators are constructed of stainless 

steel and thermoplastics, offering beauty 
and function. 

A new addition to the Otterbine line is 
the Fractional Unit, a 1/2-hp water feature 
that is maintenance-free and comes in three 
interchangeable spray patterns, 100 feet of 
power cord, a power control center with 
GFI, a 24-hour on/off timer and a 
protective screen. 

Otterbine also offers a full line of water 
quality management products, including 

aspirating and diffused aeration systems, Ottershield lake dye and the Otterzone 
ozone generation system with subsurface aerator that sets up massive horizontal 
circulation patterns. 
Circle 514 on reader service card 

Rain Bird's "Old Reliable" 
Sprayhead Gives Long Wear 

Whether you're installing a new system or 
maintaining an old one, use the best selling 
sprayhead in the world. The Rain Bird 1800 
Series has the strongest retract spring, a 
patented, pressure-activated wiper seal and 
outstanding nozzle performance. It's little 
wonder that the 1800 Series is preferred by 
professionals worldwide. For more informa-
tion, call 800/458-3005. 
Circle 515 on reader service card 



Kit Gives Control of Low-
Volume Systems 
The Control Zone Kit from Rain Bird, which con-
trols the flow and pressure of water in low-volume 
irrigation systems, now gives customers a choice of 
two different valve systems, depending on the 
customer's needs. 

The Control Zone Kit can be ordered with either 
the DV Series electronic remote valve, or the newest 
version, the ASVF Anti-siphon valve, a combination 
of an electronic remote valve and an atmospheric 
backflow preventer. Both DV and ASVF valves are 
available in a 3/4-inch inlet and outlet model. 

The Kit operates in a low flow application to 0.2 
gallons per minute when the filter is installed up-

stream. The kit is constructed of curable, heat-resistant plastic and is easy to as-
semble and operate. It is available for both new and retrofit installations, and easily 
converts an existing sprayhead zone into a drip zone. 
Circle 516 on reader service card 

S & R Chippers Offer Self-
Feed on Models 

S 8c R Industries' line of commercial quality 
wood and brush chippers include trailer-
mounted, self-powered units and PTO units 
available in two sizes. Smaller units accept 
limbs up to four inches in diameter and the 
larger units chip material up to six inches. 

The S 8c R ProChip chippers are a fly-
wheel type chipper and feature a synchro-
feed self-feed system on all models, unique in 
this size chipper. Designed for the profes-
sional, these chippers are rugged, easy to service and easy to operate. They can do 
the work of many larger, more expensive machines. 

Additional information and video are available by calling 503/523-5952. 
Circle 517 on reader service card 



Scag Offers a Full Line of 
Commercial Mowers 

In a recent independent survey sponsored by 
a leading industry- publication, 600 
commercial cutters and landscapes were 
asked to rate the best commercial mowers in 
the industry . The answer by a wide margin 
was Scag. 

Visit your Scag dealer today and get the 
complete story about Scag's preferred line of 
walk-behinds, riding mowers and zero-turn 
rides. You can't beat the value. 
Circle 518 on reader service card 

Snapper to Introduce Great 
Dane Series 
Snapper's Commercial Products Division 
developed a new line of hydro walk-be-
hinds and an all hydro rider for 1996. 
The new line will be called the Snapper 
Great Dane series, named for Snapper's 
own Dane Scag. 

The walk-behinds will feature 14- and 
16-hp engines, plus an 18-hp engine with 
electric-start. The series also features a 

new floating deck with easy height-of-cut adjustment. Decks are available with 36-, 
48-, 52- and 61-inch cutting widths. 

A field-serviceable spindle assembly has been developed for the cutting decks, 
which are made of seven-gauge steel for increased durability. 

Also new this year is the Snapper Great Dane Hydro Rider with a 33-hp 
Kubota diesel engine and a 61-inch cutting deck, or a 40-hp Kubota diesel engine 
with a 72-inch cutting deck. Hvdraulically driven cutter blades give a high quality-
cut at mowing speeds of up to eight mph. Riders are controlled by a single lever 
joystick, offering zero-turning radius. 
Circle 519 on reader service card 



Heavy Duty Aerator Converts 
to a Sod Roller 

The Aerator from Turfco Manufacturing 
Inc. is designed with durability and 
flexibility for the commercial lawn and 
landscape contractor. A steel drum can be 
installed in minutes to convert The 
Aerator into a sod roller and be used all 
summer long. 

The Aerator operates at a fast 26,000 
square feet per hour. Heavy duty features 
include covered chains, solid steel axles, 
service-free sealed bearings, rigid steel pipe lift linkage, sturdy box frame, separate 
clutch and throtde for ease of operation and a choice of a Honda or Briggs 8c 
Stratton engine. 
Circle 520 on reader service card 

Valley Manufacturing Makes 
It Easy with EZ Dumper 

Everything about the E-Z Dumper from Valley Manufacturing is easy, including 
installation and operation. It operates hydraulically, eliminating long hours and 
hard work associated with manual unloading. Open the tailgate and turn the key or 

push the button, and E-Z Dumper lifts 
and unloads in seconds. 

E-Z Dumper for pickup trucks can 
hold and unload up to 4,000 pounds, 
depending on the weight carrying 
capacity of the vehicle. E-Z Dumper 
Trailers are also available in sizes ranging 
from 3,000 to 14,000 pounds (GVW). 
Call 800/233-5532 for more information 
on E-Z Dumper products. 
Circle 521 on reader service card 



Woods Riding Mower is Built 
for High-Productivity Work 

The Walker Rider is one of the most 
compact zero turn radius mowers 
available. The tractor's size and 
maneuverability are designed to fit and 
do the work of mid-size walk-behind 
mowers with the increased productivity 
of a rider. 

Five tractor models are offered, from 
11- to 25-hp with either gas or diesel 
engines. Five mower deck sizes ranging 
from 36 to 62 inches are available, featuring grass collection, side discharge or 
mulching capability. See us at the Power Equipment EXPO Booth 4290. 
Circle 522 on reader service card 

Woods 6000 Series Mow'n Machinev 

riding mower is built for high-productiv-
ity turf care. Its zero turning radius gets 
around obstacles without reversing, and 
its wide, front-mounted deck reaches 
easily under shrubs and low-hanging 
branches. Plus, user-friendly controls and 
a high-back cushioned seat make the 
Mow'n Machine exceptionally comfort-
able and easy to operate. 

Available with gas and diesel-powered 
engines from 14 to 25 horsepower, 
mowing decks from 48 to 72 inches wide, 
and an array of mulching and grass-

catching options, the Mow'n Machine mower is engineered to meet the demands 
of lawn and landscape professionals. 
Circle 523 on reader service card 



L O O K O U T F O R N U M B E R O N E 
T H I S S E A S O N 

THE PROFESSIONAL'S CHOICE FOR T O P TURF PERFORMANCE 

PENDULUM Herbicide with pendimethalin. Now for turf! 
PENDULUM provides proven turfgrass tolerance and excellent 

season-long preemergent control of crabgrass, goosegrass and other 
troublesome weeds. PENDULUM also provides gentle over-the-top 
control of 45 annual grassy and broadleaf weeds in over 260 labeled 
ornamentals for up to 8 months. 

AMDRO Fire Ant Bait: Kills the Queen. Kills the Mound. 
AMDRO is easy, because the worker ants do the killing for you. 

No other fire ant bait treatment works as fast and effectively to kill 
the mound. Which is why AMDRO is the undisputed market leader. 

IMAGE Herbicide: Control the Uncontrollable. 
IMAGE controls previously uncontrollable summer weeds like 

purple and yellow nutsedge, field sandbur, and dollarweed in warm 
season turfgrasses as well as winter weeds like wild onion and garlic. 

PENDULUM®, AMDRO® and IMAGE®. The profes-
sional's choice for top turf performance. 

PENDULUM® AMDRO® AND IMAGE® 

<7 C K 4 M 4 A T / / 7 
Agricultural Products Division 
Specialty Products Department 
Wayne. N J 0 7 4 7 0 © 1 9 9 5 © 1 9 9 5 

For more information or for the name of the Cyanamid distributor nearest you, call 1-800-545-9525. 

Circle 525 on reader service card 



NEW FINALE 
HERBICIDE WORKS 

• I 

TWICE AS FAST 
AS ROUNDUP! 

FINALE. KILLS WEEDS IN 1 TO 4 DAYS 
Seeing dead weeds proves its effective control. 
FINALE® gives results in as few as 1 to 4 days, 
versus the 7 to 14 days required with Roundup®. 
So why wait when you can use FINALE? 

Fast and Effective Weed Control 
3 Days After Treatment 

FINALE. ECOLOGICAL FEATURES 
FINALE degrades rapidly* in the soil into 
naturally occurring compounds. It has no soil 
residual activity and there is no root uptake. 

d J 
Toltocu* Gtont Foitod Momingglory 

Aarfvo-

Finale 
FINALE. EFFECTIVE BROAD 

SPECTRUM CONTROL 
A nonselective herbicide, FINALE provides 
effective control of broadleaves, grasses, 
sedges, and woody species. 

FINALE. BECAUSE RESPONSIBLE 
VEGETATION MANAGEMENT INCLUDES 

THE ENVIRONMENT 
IMPORTANT: Please remember always to read 

when applying any chemical. 
Under natural conditions the half life 
of FINALK in soil and water (I)TS(i) 
is between 7 and 20 days, 
depending on temperature, 
aerobic conditions and microflora. 

and follow carefully all label directions , 

(ffi) AgrEvo 
Roundup is a registered trademark of 
Monsanto Company. 

A company of Hoechsl and NOR-AM 

Wilmington. Of 19808 

Circle 526 on reader service card 
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THE REAL THING. I've always wondered 
where the point of no return is, in respect to a 
business owner taking the business seriously. 
By this, I mean the moment when the owner 
decides that the business has a life of its own 
beyond just "making a living." In his or her 
mind, it becomes a "real thing," worthy of 
effort and commitment and risk-taking. 

Each year in a young industry like ours, 
with so many startup firms, numerous 
owners go through this process of commit-
ment. It's like standing on the high diving 
board and finally deciding to take the plunge. 
Once a lawn or landscape contractor makes 
the commitment, other steps logically follow: 
you hire employees and sometimes borrow 
money for investment in equipment. 

When you realize that you are not an expert 
in accounting, personnel, finances, employee 
training, government regulations, benefits or 
even technical areas of the business, a real 
live professional in those areas looks pretty 
good. Using a consultant in these areas, even 
on an occasional basis, is a major step toward 
building a long-term business. 

These acts change the dynamics of a startup 
business dramatically: employees can handle 
twice as much work but there are issues of 
wages and personalities to handle; loan 
payments put tremendous pressure on the 
business to perform consistently; the experts' 
advice is invaluable but also seems as costly 
as a new diamond for Elizabeth Taylor. 

In many cases, the business starts to roll 
along smoothly and you learn to juggle the 
pressures of people and financial obligations. 
It's when the business has growing pains that 
things really get complicated. 

Experienced owners tell me that growing 
pains are periodic, and are felt when a busi-
ness grows just a little too fast for its organ-
ization. The systems in place for production, 
maintenance and personnel are not quite up 
to snuff in terms of the pace of growth. More 
astute owners and will notice the effects of 
this phenomenon quickly: quality can slip, 
customers may drop off, profits could dip 
slightly, employees might complain of too 
many production demands. 

At this point, the wise owner realizes that 
it's time to hire someone to fill the gap, re-
establish contact with customers or otherwise 
"re-engineer" the company. Because business 
changes constantly, you may have to rethink 
the company in this manner several times 
over the life of your firm. 

Eventually, as your business grows, you 
may have to do something that by nature, is 
difficult. To help the company grow and 
improve, you will have to relinquish power 
and authority and give it to your employees. 

It's more than just delegating, trusting or 
freeing your employees to use their brains. In 
today's business circles, it's called "empow-

ering," giving both power and responsibility. 
I realize that many of you may have already 

heard this term too many times, but it's still 
the best description available for the act of 
allowing your employees to act on their own. 

Entrepreneurship demands a sense of 
independence, fortitude, self-confidence and 
risk. And anyone with those qualities usually 
has a difficult time letting someone else 
make decisions — and mistakes — on their 
own. It's kind of like letting your child take 
over at the wheel of the family car. You've 
learned to live with your mistakes, but it's 
very hard to watch others make them. 

That's the price of growth and success, 
however. Owners who have empowered their 
employees tell us that it isn't easy and it 
takes time and hard effort. Empowerment 
also takes the right people. Let's face it — 
some employees really are happy to just do 
the work and go home. But many people 
want to use their brains along with their 
brawn, and they can be invaluable to a 
growing, vital contracting firm. 

If you think it's time to share some of the 
power of ownership, as well as the rewards 
of better customer relations and more profits, 
turn to page 67 and read Part 7 in our 
Business Management Series. Then contact 
the industry experts for the details. 

I know that as a business owner, you've 
taken your share of risks. This step may be 
one of the scariest, and also one of the best. 

SAFETY C0STS/ TOO. Landscape contractors 
contacted for our article Good Safety 
Programs are No Accident (page 40) agree 
that any safety program worth its salt will 
cost time and effort to establish with success. 

My hat's off to the contractor who manages 
to juggle high quality landscape work with 
the costs (in money and distractions) of 
building workable management systems. • 
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KUBOTA RUNS 
CIRCLES 
AROUND THE 
COMPETITION 

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

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

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

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

Kubota. 
For information write to: 

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

Financing available through Kubota Credit Corporation. 



CONTRACTORS ESTIMATE 
GROWTH OF NEW SERVICE AREAS 
Last April, we reported on the current service offerings throughout the 
lawn and landscape industry. The results, based on an independent survey 
of a sampling of our 48,(XX) readers, showed that pruning/trimming and turf 
fertilization were the two most popular services currently being offered. 

The survey, conducted by Research USA, also asked contractors to list 
the services they plan to offer within the next three years. Again, tree ser-
vice/removal ranked first, with 11.5 percent of the response. Irrigation was 
second with 10.1 percent, and hydroseeding was third with 7.0 percent. 
Other growth areas include aeration at 6.0 percent; pest control at 5.3 
percent; nursery stock at 5.1 percent; trees and ornamentals at 4.9 percent; 
and waterscapes at 4.9 percent. 

Several more possible growth markets include: retail equipment and 
landscape design (tied at 4.7 percent); landscape installation (4.5 percent); 
mowing services and fertilization (tied at 3.7 percent); landscape lighting 
(3.4 percent); and consulting services (3.1 percent). Sod farming, parking 
lot or cleanup services, excavation work and snow removal also were 
mentioned by some contractors. 

TOP 10 SERVICES TO BE ADDED 
Tree service/removal 

Aeration 

Pest control 

Nursery stock 

Trees and ornamentals 

Waterscapes 

Expanded equipment line/retail 

Landscape design 

11.5% 
10.1% 1 

7.0% 
6.0% 

5.3% i 
5.1% i . 

4.9% 

I 
4.9% 

I 4.7% I 4.7% I 

WHY REMAIN A 
LONG-TERM INVESTOR? 
Part 1 
IF THE CURRENT performance of your 
investments is not what you had anticipated, 
you may ask, "Should I sit in cash?" or 
"Should I sell specific holdings?" 

These concerns are normal, but they are 
often driven by emotion. An emotional 
decision could adversely affect your port-
folio. An article in the October 25, 1994 issue 

of The Wall Street Journal addressed six 
questions investors should ask before chang-
ing their investment strategy in a down 
market cycle: 

1. Why are you investing? Review your 
original plan. Has your investment time 
horizon changed? Are there lifestyle changes 
that necessitate a new game plan? Has your 
risk tolerance changed? If your answers are 
no, don't focus on the short-term performance 
of your portfolio. 

2. Look at your whole nest egg. How is 

your portfolio performing as a whole? 
3. Think in percentages. You may look 

at dollars as a loss, but evaluate your 
performance relative to appropriate bench-
marks to see whether or not your portfolio 
is performing in line with current 
investment cycles. 

4. Invest regularly. By regularly in-
vesting a fixed dollar amount, you get the 
benefit of dollar cost averaging (and can 
buy more shares when prices are down). 

5. Rebalance your portfolio. Review 
your original objectives and current asset 
allocation with a financial services pro-
fessional. Focus on the long term. 

6. Rethink your investment time hori-
zon. If you have 10 years or more to in-
vest, use any market downturns as oppor-
tunities to find value. 

If you are still not sure about long-term 
investing, consider a study conducted by 
Dalbar Financial Services Inc., which 
showed that the behavior of investors has a 
significant impact on investment perfor-
mance. In that study, equity fund investors 
held investments for an average of 17 of 
48 months during the period from January 
1, 1984 through September 30, 1993. 

Their returns ranged from 70 percent to 
90 percent. Compare that to the S&P 500, 
which earned a total return of 293 percent 
over the same 10 years. In other words, 
equity investors who move in and out of 
investments based on short-term changes 
in the market under-perform investors who 
stick with a long-term strategy — by a 
margin of 3 to 1 during a 10-year period. 
— John Houlihan, Dean Witter Reynolds 
Inc., Melville, N.Y. 

SMART ENVIRONMENTAL DESIGN 
Energy conscious clients appreciate using windbreaks to block 
winter winds and funnel summer breezes. 
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backed by a national 
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SUIT SETTLED. After determining it 
wasn't worth the fight, members of the 
lawn and landscape industry voluntar-
ily settled a lawsuit that had been 
levied against it by the state of 
California. 

The state's Attorney General filed 
suit against the industry regarding 
alleged dangers of certain chemicals 
that are contained in the emissions of 
power equipment. Citing California's 
Proposition 65, the Safe Drinking 
Water and Toxic Enforcement Act of 
1986, the state was mandating that the 
industry provide warnings about the 
potential dangers of breathing engine 
exhaust from lawn and landscape 
maintenance equipment. 

"Although we believe the Attorney 
General's claims are unfounded, the 
cost of litigating cases like this one is 
astronomical. Faced with paying huge 
sums in legal fees — which would ultimately 
be passed on to the consumer — our 
members and other companies in the industry 
decided it was better to settle," said Dennis 
Dix, president of the Outdoor Power 
Equipment Institute. 

"Our industry is committed to providing 
consumers with safe and high quality prod-
ucts," he continued. "We always stress the 
importance of using and maintaining our 
products safely. The safety instructions and 
warnings for outdoor power equipment in the 
owner's manual and on the product should 
always be read and followed." 

Exhaust from lawn mowers and other gas-
powered lawn equipment contain carbon 
monoxide and other chemicals, some of 
which are among the more than 500 listed by 
the state of California as causing cancer or 
reproductive harm at certain levels. The exis-
tence of these chemicals precipitated the suit. 

The settlement involves more than 160 
industry members, who agreed to contribute 
to a statewide consumer education program 
emphasizing the importance of operating and 
maintaining lawn equipment safely. 

The program includes a series of advertise-
ments in eight California newspapers, 
advising consumers about the hazards of 
breathing engine exhaust and the importance 
of reading all safety information in the 
owner's manual. Industry members will also 
make a contribution to the California Public 
Health Foundation. 

The settlement also contained a statement 
where the named companies denied they 
committed any violations of Proposition 65 
or any other safety standard applicable to 
their products. 

GOOD DEMOS. The 1995 Gallup survey 
conducted for several green industry groups 

provides some insight into the types of indi-
viduals that rate highly the benefits of a well-
maintained lawn and landscape. 

The survey was jointly sponsored by the 
Associated Landscape Contractors of 
America, the Professional Lawn Care 
Association of America, the American 
Association of Nurserymen, the International 
Society of Arboriculture and the National 
Arborist Association. 

"The Gallup Organization has supported, 
with statistical evidence, what service 
providers have been hearing from their 
customers," according to a joint statement by 
ALCA and PLCAA. "People not only want 
aesthetic benefits from well maintained lawns 
and landscapes, but are also concerned about 
how landscape serves to improve the 
environment, protect their real estate 
investment and enhance the appearance of 
their communities. It also demonstrates that 
consumers realize the services that profes-
sionals can provide to meet these needs." 

The demographic groups that rated the 
benefits of a well maintained lawn and land-
scape highly are actively working, over 30, 
college-educated home dwellers with business 
or professional occupations. Their earnings 
tend to be over $30,000, and they live outside 
the center city. 

These demographics are in line with last 
year's survey, although the median income 
dropped from $40,000 to $30,000, indicating 
a greater number of people comprehend the 
benefits of quality landscaping. 

MAJOR GREEN. The green industry has 
been aware of the environmental benefits of 
healthy turf for years. Now, there's proof that 
it also can promote a healthy economy. 

A recently completed survey by the Univer-
sity of Florida, commissioned by the Florida 

Turfgrass Association, estimated that 
the total value of the turf industry to the 
state in 1991-92 was $7.4 billion. 

With a goal of providing tangible 
evidence of the impact of turfgrass on 
Florida's economy, a research team set 
out to thoroughly evaluate turf-related 
expenditures in the public and private 
sectors during the 1991-92 fiscal 
year. The work structuring mail 
questionnaires and detailed house-
hold surveys began in early 1993, 
and was completed last fall at a cost 

of nearly $140,000. 
The researchers employed a value-

added methodology which calculated 
the difference between the value of 
sales and the costs of inputs from 
suppliers. The survey evaluated the 
overall turfgrass industry, as well as its 
individual sectors: sod farms, turf 
product management, wholesale and 

retail distributors of turfgrass products, 
turfgrass vendors, commercial institutions, 
golf courses and residential households. 

Of the $7.4 billion, golf courses ac-
counted for $2.6 billion, or 36 percent of the 
total, and single-family residencies 
accounted for $1.5 billion, or 20 percent. 

The survey also determined that the total 
turfgrass maintained in Florida is 4.4 mil-
lion acres, with single family homes ac-
counting for $3.3 million. 

Cash expenditures for the production, 
distribution and use of turfgrass products 
and services in Florida totaled $7.25 billion 
in 1991-92. 

In addition, the contribution of employ-
ment in the turfgrass industry to the Florida 
economy is significant. Some 185,346 
individuals worked in the Florida turfgrass 
industry, including 134,822 full-time 
employees. 

WATER BILL A AN, as well as 44 other 
agricultural organizations, sent correspon-
dence to the United States House of Repre-
sentatives in strong support of H.R. 961, the 
Clean Water Act Amendments of 1995. The 
bill is sponsored by Rep. Bud Shuster of 
Pennsylvania, who serves as chairman of 
the House Transportation and Infrastructure 
Subcommittee. 

The bill would shift authority to address 
remaining water quality concerns down to 
the state and local levels and also establish 
voluntary, incentive-based solutions to non-
point source and stormwater, pollution and 
watershed planning. It will also provide an 
improved definition of wetlands. 

AAN was instrumental in the formulation 
of the bill. If this legislation passes the 
House, it would move on to stiffer oppo-
sition in the Senate. • 



Hard work is an I N V E S T M E N T . TWO Half Ton draws its 
strength from delivering both 

power, a I50-horsepower 
Protect it with the TOYOTA T100. The T100 Half Ton engine, and efficient 

21/25 city/highway EPA 

a n d T 100 O N E T O N m o d e l s miles per gallon.! 
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T100 One Ton is supported by the 
impressive capability of a new 190-horse-
power engine that delivers 220 lb.fr. of 
torque at 3,600 rpm and 5,200 lbs. tow-
ing capacity* while still maintaining 
valuable Juel efficiency.** 
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News ill BrM 
N E W S DIGEST 

PLCAA Appoints New 
Membership Coordinator 
Heath Moore is the new membership coordi-
nator for the Professional Lawn Care Asso-
ciation of America, Marietta, Ga. He will over-
see membership programs, benefits and ser-
vices, recruitment campaigns and related duties. 

DowElanco Expands 
Herbidde Production 
To meet increased demand for oryzalin, the 
active ingredient in Surflan,M pre-emergent 
herbicide, DowElanco has expanded plant 
production. John Peterson, product market-
ing manager, attributed much of its 15 per-
cent rise in demand to landscape contractors' 
desire to reduce weeds as part of their IPM 
programs. 

Cornerstone Partners Wins 
Blackhawk Park Contract 
Cornerstone Partners Inc., a full-service land-
scape contracting firm in Wheeling, 111., was 
appointed to renovate and maintain property 
at the million-square-foot Blackhawk Indus-
trial Park in West Chicago, 111. The renovation, 
which may continue for three to five years, will 
include partial redesign, extensive annual 
plantings and on-going maintenance. 

Malco Products Acquires 
Kenyon Tool Line 
Specialty hand tool manufacturer Malco 
Products Inc. of Annandale, Minn., recently 
acquired Kenyon Manufacturing Inc. of 
Corona, Calif. Malco will operate Kenyon as 
an additional sales division with landscape 
and irrigation tool manufacturing facilities to 
remain in Corona. 

Seed Research Supplies 
Big League Seed 
In a recent agreement with SMA Services 
Corp., Seed Research of Oregon, Corvallis, 
Ore., became the official seed supplier for the 
Stadium Managers Association. The group 
manages more than 100 stadiums across the 
country, including Yankee Stadium, Mile 
High Stadium, R.F.K. Stadium, Candlestick 
Park, Soldier Field and Wrigley Field. 

Sarlo Manufacturing 
Celebrates 60 Years 
The company that invented the rotary high-
wheel lawn mower, Sarlo Manufacturing, 
recently celebrated its 60th anniversary. The 
Fort Myers, Fla., company continues to be a 
family operated business, according to Joe 
Sarlo, marketing manager. 

Hillary Clinton Honors 
NIA Award Winners 
First Lady Hillary Rodham Clinton met with 
winners of the 32nd National Landscape 
Awards program on May 31 at the White 
House. This was the 16th time in the history 
of the event that a First Lady has honored 
the efforts of commercial and industrial 
landscape firms, municipalities and 
institutions for landscape design and 
improvement. 

The American Association of Nurserymen 
sponsors the program, which recognizes 
both landscape design and installation. 

This year's winners for landscape design 
include: Smallwood Design Group, Naples, 
Fla.; Sasaki Associates Inc., Watertown, 
Mass.; Robert E. Marvin & Associates, 
Walterboro, S.C.; EDSA, Durham, N.C.; 
EDSA, Ft. Lauderdale, Fla.; the Office of 
William B. Kuhl, New York, N.Y.; Edward 
E. Stone Jr. & Associates, Orlando, Fla.; 
Carol R. Johnson Associates Inc., Cam-
bridge, Mass.; Foster, Conant & Associates 
Inc., Orlando, Fla.; and Miceli Kulik 
Williams & Associates, Rutherford, N.J. 

Landscape installation winners were: 
Southern Vistas, Columbia, S.C.; Chapel 

Valley Landscape Co., Woodbine, Md.; 
Ruppert Landscape Company, Ashton, Md.; 
Landscape Services Inc., Birmingham, Ala.; 
Florida Landscaping & Gardens, Winter 
Springs, Fla.; Scenic Landscape, Ho-Ho-Kus, 
N.J.; and Parker Interior Plantscape, Scotch 
Plains, N.J. 

Revised Industry Forecast 
Released by OPEI 
New data gathered by the Outdoor Power 
Equipment Institute forecasts increased 1995 
shipments for all categories of outdoor power 
equipment except rear engine riders. Highest 
growth is expected for tillers, with a 15.4 
percent increase to more than 363,000 units. 

Shipment increases are also expected for 
garden tractors, up 12.7 percent; lawn trac-
tors, up 10.9 percent; and walk-behind lawn 
mowers, up 4.6 percent. OPEI's forecast 
looks for a decline in rear-engine rider ship-
ments of 6.9 percent. 

Looking ahead, OPEI expects more modest 
increases in 1996 shipments, with the excep-
tion of rear-engine riders, which are forecast 
to show less of a decline at -4.2 percent 
shipments. OPEI noted that real disposable 
income in the United States grew 3.6 percent 

California Contractors Head Off 
Proposed Ban on Long-Handled Tools 
A CALIFORNIA BILL that would have banned the sale of long-handled, conductive hand-held 
tools was laid to rest recently, according to the California Landscape Contractors Association. 

Through the efforts of the CLCA, who lead the 
charge in killing the proposed legislation, Assembly 
Bill 1015 failed passage in the Assembly Public Safety 
Committee and is, in all likelihood, "dead" for the 
remainder of 1995. 

The bill was sponsored by the San Diego Gas & 
Electric Company, who had implicated the tools in two 
California electrocution deaths from high voltage lines 
during a five-year period. 

CLCA lobbyist Diane Colbum argued that the bill, 
which would have banned the sale and manufacture of 
aluminum telescoping long-arm pruners and long-
handled power pruners, was unnecessarily broad and 
overly restrictive. CLCA pointed out that although 
many long-handled power pruners have fiberglass 
handles, some are made with aluminum drive shafts 
that could be considered conductive. 

While the bill defined a long-handled tool as having 
"a handle that is, or may be extended to be, six feet or 
more in length," it was ambiguous as to what would be 
considered a "conductive" tool. In addition, the bill 
would have applied to the entire state, despite the fact 
that many communities have buried high-voltage lines 
underground to eliminate the hazard. 

The group's Legislation Committee tracks proposed laws and lobbies for CLCA's benefit. 
LandPAC, CLCA's political action committee, raises funds for use in this kind of lobbying 
effort, as well as for support of candidates for statewide office. 

The State Assembly in California 
recently tried to ban the use of 
long-handled, conductive tools. 



in 1994 and housing starts increased 11.7 
percent, figures which have an impact on 
current and future sales. 

Mid-Am Elects New 
Board Members 
The Mid-America Horticultural Trade Show 
appointed Bliss Nicholson, Bruce Company 
of Wisconsin, Middleton, Wis., to a three-
year term as director. He will represent the 
Wisconsin Landscape Federation. 

Peter Grathoff, Thornapple Landscape 
Maintenance in Geneva, 111., was reappointed 
to a fourth term on the board, representing the 
Illinois Landscape Contractors Association. 
The board re-elected the following members: 
Don Groth of Don Groth Landscaping, 
Greenfield, Wis., president; Thomas Hoerr of 
Green View Companies Inc., Dunlap, 111., 
vice president; Piatt Hill of Piatt Hill Nursery, 
Bloomingdale, 111., secretary; and Frank 
Mariani of Mariani Landscape, Lake Bluff, 
111., as treasurer. 

Deere Collectible Cards 
Highlight Products, Events 
The second series of baseball trading card-
sized collectible cards from Deere & 

Company, Moline, 111., are available through 
dealers in 10-card packs or boxed sets of 101 
cards. This year's cards highlight historical 
and current equipment from Deere's product 
lines, including the 60th anniversary of the 
John Deere Model B tractor. 

Historical events such as the formation of 
the John Deere Battalion during World War 
II and factory war production efforts 50 years 
ago, are honored. NASCAR racer Richard 

Petty and baseball star Reggie Jackson, both 
John Deere equipment owners, also have their 
own cards. Each boxed set includes a metallic 
card featuring the company's most recent 
tractor model. 

Cat Poly Collection 
Highlights Training 
In-service landscape installation and mainte-
nance training videos, slides, books and CD-
ROM sets are the focus of a 24-page catalog 
available from the California Polytechnic 
State University at San Luis Obispo. 

Listings describe each product and ordering 
instructions on a number of topics, including 
pruning, landscape installation steps, esti-
mating for maintenance, design, irrigation 
methods, equipment handling and mainte-
nance, pesticide use, plant and disease iden-
tification and others. To receive the catalog, 
call 800/235-4146. 

Green Industry 
Generates Greenba<ks 
The nursery and landscaping industry in 
Pennsylvania reported total gross receipts of 
$726.3 million for 1994, which is a 66 percent 
increase over the most recent figures from 

THE COMPLETE BILLING SOFTWARE! 
• Quick professional Invoicing. 

• Track multiple businesses. 

• Easy & reliable* 

• General ledger & inventory. 

• Chemical tracking for B>EJG; 

• Tax & financial reports, I f f 

• Scheduling, routing, & mailing lists. 

a Unlimited TOLL FREE training & support* 

• MUCH MORE FOR ONLY $695.00 
(Easy payment plan available) 

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

1-800-572-8713 m 
CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ E5E 

EVERYTHING FOR THE 
LAWN MAINTENANCE INDUSTRY 
CELEBRATING O U R 2 9 t h Y E A R ! 

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

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

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

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

1 -800-888-5502 
O r w r i t e : P .O. B o x 1 8 3 5 8 , M E M P H I S , T N 3 8 1 1 8 



1989. The Pennsylvania Agricultural 
Statistics Service conducted the industry wide 
survey at the request of the Pennsylvania 
Landscape and Nursery Association. 

The survey also showed that 28,200 workers 
were employed by the industry in 1994, 
which paid out $249.5 million in wages and 
salaries. Of those employed, 48 percent are 
full time workers. 

Certified nursery product operators made up 
the growers portion of the survey, while gar-
den centers, landscape contractors and chain 
stores were categorized as dealers. The survey 
also noted that the percent of products pur-
chased from out of state grew significantly. 

System Supports 
tpcot's Garden Festival 
More than 2,000 miles of plastic pipe and 
50,000 sprinklers provided undercover duty 
to keep 3,500 acres of landscapes and gardens 
lush during the Epcot International Flower & 
Garden Festival, which opened at Lake Buena 
Vista, Fla., in late April. According to the 
irrigation supplier, Rain Bird Sales of Tucson, 
Ariz., the normally lush grounds at Epcot 
were enhanced by additional flowers, to a 
total of 30 million. 

The Festival included a 5,000-square-foot 

outdoor floral display inspired by French 
Impressionist artists, a variety of topiaries 
formed as Disney characters, display 
gardens and environmental systems 
focusing on water conservation through 
xeriscape and other irrigation controls. 

LLM Receives Four 
T0CA Design Awards 
The Turf and Ornamental Communicators 
Association recently honored Lawn & 
Landscape Maintenance magazine with 
four first-place awards for design at its 
annual meeting in Chicago. 

TOCA, which was formed in 1989, is an 
association of editors, writers, photogra-
phers and public relations practicioners 
covering the green industry. 

LLM won first place awards for the 
second consecutive year in the Best Overall 
Magazine and Best Design/Magazine Cover 
categories. The awards went to LLM Group 
Publisher/Editor Cindy Code, Art Director 
Charlotte Turcotte and illustrator Bob 
Novak. LLM Staff Artist Tracy Green also 
received first-place awards in the Magazine 
Design: Single Page category and Overall 
Newsletter Design for the "Leadership 
Forum" newsletter. 

Participants at "Post Properties Day" 
stand before a 200-year-old tree. 

Atlanta Honors Tree 
Preservation Practices 
The city of Atlanta recognized the land de-
velopment and preservation efforts of Post 
Properties by declaring May 22 as "Post 
Properties Day." Post develops and operates 
upscale multifamily apartment communities 
in several parts of the Southeast. 

Atlanta's proclamation stressed Post's "re-
sponsible community" practices in planning, 
construction and landscape, particularly in 
the preservation of historical, landmark trees 
during construction. Spence Rosenfeld, 
president of Arborguard Tree Specialist, 
Atlanta, presented the dedication speech. • 

Attention LiiHi jc<p Contractors 
Are you having trouble finding the right software to use? 
Let Rain Bird, the number one name in irrigation, lead you 
to the number one software programs for the green industry! 

UiajjiCAU] 
A full function CAD program for irrigation 
and landscape designs. Creates a 
complete bill of material estimate/proposal 
and more! 

IiyilCALC 
Determines watering schedules as well as 
annual water estimates and average peak 
flow calculations. 

L k Xeri-Calc 
Assists in emmission device selections 
and low volume hydraulic calculations. 

R A / N ^ B / r d 
Rain Bird Sales. Inc., Contractor Division 
970 W. Sierra Madre. Azusa. C4 91702 

Call 
1-800-348-3243 

Join the hundreds of users who have 
found that Rain Bird software helps 
close more sales and increase profits. 

LVki MrViiTfc t 

FROM THE LEADERS IN 
SOFTWARE FOR THE 

CHEMICAL LAWN CARE 
INDUSTRY, COMES THE 

WINDOWS-BASED 
SOFTWARE FOR THE 

LANDSCAPE INDUSTRY! 

(STARTING AT $795°° ) 

REAL GREEN COMPUTERS 
8246 GOLDIE STREET 

WALLED LAKE, Ml 48390 
(800) 422-7478 
(810) 360-5296 



These cats never nap. 

For mowers that never sleep, include Ransomes Bob-Cats 
in your equipment lineup. But do it today, because if you 
snooze, you lose. 

Call 1-800-228-4444 or see your local Ransomes 
dealer for more information 

on Bob-Cat mowers. 

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

If your mowers spend more time in the repair 
shop than on the job, you're in for some sleep-

less nights. Instead of tossing and turning, turn to 
Ransomes Bob-Cat midsize mowers. You can depend on 

them without fear of breakdowns or expensive downtime. 

Bob-Cat Versadeck" Gear Drive and Variable Speed 
mowers offer a level of reliability unsurpassed in the profes-
sional lawn care business. Add competitive pricing, inter 
changeable parts and financing programs to the superior 
operating and cutting performance of the Bob-Cat line, 
and you have the greatest value on turf. 

6340 Ransomes America Corporation, 900 North 21st Street, P.O. Box 82409, Lincoln, NE 68501-2409 Driven to be the best 
© Ransomes America Corporation 1994. All rights reserved. 



BUILDING PROFITS 
FROM 

LIMB to LIMB 

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

(800)824-9776 

For more 
information 
ALCA 
12200 Sunrise Valley Drive 
Suite 150 
Reston, VA 22091 
800/395-2522 

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

ASLA 
4401 Connecticut Ave. 
Washington, DC 20008 
202/686-2752 

• • • 

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

STMA 
401 N. Michigan Ave. 
Chicago, IL 60611 
312/644-6610 

CLCA 
2021 N. Street 
Sacramento, CA 95814 
916/448-2522 

AFTER SOME MONTHS of planning, The Associated Land-
scape Contractors of America held its first National Land-
scape Technician Council meeting in Portland, Ore., earlier this 
year. The group is in charge of developing a national certification 
program for exterior landscape technicians. 

Currently, five states and two Canadian provinces have signed on 
to become licensees of the program. These include: California, 
Maryland, Illinois, Wisconsin and North Carolina, as well as the 
provinces of British Columbia and Alberta. 

The program is based on a program that was purchased from the 
California Landscape Contractors Association, which is 
currently in use in that state and in Oregon, Colorado and 
Washington. The NLTC will take the California examination and 
standardize it for national distribution, while accounting for 
regional variations from state to state. Start-up for those states 
currently signed on will be a minimum of 12 to 18 months. 

ALCA reports that at least six other states have expressed an in-
terest in joining, and are currently reviewing the program. 

In related news, ALCA announced that Dr. Gerald Faust of 
Faust Management Services, San Diego, will deliver the keynote 
address, "Managing in the 90s," at the 1995 Interior Plantscape 
Conference. The event is scheduled for Sept. 29 - Oct. 2 at the 
Fairmont Hotel in New Orleans, La. 

Entries are now being accepted for the Professional Lawn Care 
Association of America's third annual Community Service and 
Environmental Improvement awards. These national awards 
recognize lawn care professionals for their achievements in the 
green industry. Award winners are announced during the Green 
Industry Expo, Nov. 12-16, 1995 in Ft. Worth, Texas. Entrants 
must be members, and entries must be submitted to PLCAA by 
September 1. 

In other news, PLCAA's 1995 Regional Workshops in August 
and September will focus on risk communication and customer 
service issues. A DowElanco representative will be conducting 
the risk communication portion of the day-long seminar, and Bob 
Andrews, past president of PLCAA, will present a session called, 
"What Can You Do For Your Customers Today?" Workshops are 
scheduled for Ames, Iowa on Aug. 30, Portland, Ore. on Sept. 20 
and Columbia, S.C., on Sept. 27. 

EAGLE 44 AREIAL LIFT 
•Trailer-mounted, articulated aerial lift with a 

25-foot side reach and 44-foot working 
height. 

•Positive Bucket leveling, 360 continuous 
rotation. 

•Proportional control valve featuring joystick 
operation. 

•Ease of operation and portability make the 
EAGLE 44 ideal. 



The program for the Professional Grounds Maintenance 
Society's 84th conference is set. The keynote presentation will 
feature ex-POW Charlie Plumb. Educational session topics are 
planned to cover a wide range of areas and will include the 
following: Residues: Chemicals in Runoff; Sub-Contracting vs. In-
House Landscaping; Top 40 Trees in Zones 4, 5, and 6; Broad 
Introduction to Computers; Seek Control With New Herbicides on 
the Market; and Multiple Ways of Preventing Compaction in Turf. 

Other sessions will cover: Leaf Blower Noise; White Collar 
Crime in Small Business; Pruning Challenges; Winning Through 
Change; Growing Trees That Will Grow in the Landscape; Earth-
kind Landscape Maintenance; Ground Rubber as a Means to Pre-
vent Turf Compaction; Efficiency in the Workplace; and Com-
post: Landscape Waste and Usage. 

The Conference will be held in conjunction with the Green In-
dustry Expo in Ft. Worth, Texas on Nov. 12-16. 

The American Society of Landscape Architects recently an-
nounced the inaugural members of its Corporate Support Coun-
cil. The Council was created to offer manufacturers and suppliers 
of products and services an opportunity to become more active in 
the Society and more visible to its 11,000 members. 

Besides enjoying discounts on exhibiting at trade shows, adver-
tising and other spon-sorship opportunities, Council members are 
involved in joint reserch projects that will track trends and mar-
ket developments for the profession. Inaugural members are New 
Worldwide Resources, Vitricon, James Hardie Irrigation, B-K 
Lighting, Aquamaster Fountains and Aerators, Terracast, Sitecraft 
and Omega Fence Systems. 

Greg Petry, superintendent of parks in Waukegan, 111., is the new 
president of the Sports Turf Manager 's Association. He will 
serve a one-year term replacing Gil Landry of the University of 
Georgia, who will continue to serve as immediate past president. 

Joining Petry in the newly-elected board serving a one-year term 
include: President-elect Mike Schiller, Schaumburg Park District, 
Schaumburg, 111.; Eugene Mayer, O.M. Scott & Sons, Marysville, 
Ohio, commercial vice president; Henry Indyk, Turfcon, 
Horsham, Pa., secretary; and Stephen Guise, Guise & Associates, 
Fullerton, Calif., treasurer. 

Other new board members are L. Murry Cook, stadium manager, 
West Palm Beach, Fla.; and Mary Owen, extension turf specialist, 
University of Massachusetts, Rochdale. 

The California Landscape Contractors Association recendy 
appointed Maria Abero to fill the position of full-time membership 
programs coordinator. She will be working to coordinate the 
development of a membership recruitment and retention strategy, 
and to develop materials for use by the state, the chapters and 
individual members in their promotion of CLCA membership. 

In related news, CLCA announced the awarding of $19,950 in 
scholarships to 24 students through its Landscape Educational 
Advancement Foundation. 

The following officers were elected to the Texas Association of 
Nurserymen: Bill McGee, Red Hat Nursery, Duncanville, 
chairman; Chuck Sudduth, Chuck Sudduth Associates, Lubbock, 
chairman-elect; and James Harden, Mortellaro's Nursery Inc., San 
Antonio, vice chairman. 

New directors include Joe Burks, Co-operative Rose Growers, 
Tyler, Region III director; Rick Archie, Archie's Gardenland, Fort 
Worth, Region V director; Charles Britton, Wolfe Nursery, 
Lubbock, Region VI director; Paul Wright, Rio Grande Nursery, 
Brownsville, Region VII director; Gary Kinney, Kinney Bonded 
Warehouse, Donna, allied director; Bill Shaw, Esco Distributors, 
Houston, director-at-large. • STOP BY THE GROUNDSKEEPER BOOTHS (118124) AT THE INTERNATIONAL 

LAWN & GARDEN EXPO IN LOUISVILLE JULY 30 AUGUST 1! 



HOW SEED BECOMES CERTIFIED 

STOP ME if you've heard 
this one before. Bert walks 
into a store looking for 
seed for his new home lawn. 
Because he's a real "do-it-
yourselfer," he knows that 
he can not only plant the 
lawn himself, he can select 
the perfect seed for his new 
castle. After all, how hard 
could this be? It's only 
grass seed, right? 

So Bert walks into the 
garden center, looks over 
his choice of seeding mix-
tures and selects Boffo's 
Super Enhanced, Turf-In-
An-Instant, Lawn Builder 
Plus (to the nth power). He 
reads the bag long enough 
to know that this seed will 
"germinate first" and 
"cover quickly." 

Now Boffo is a name Bert kind of recog-
nizes, and considering the colorful artwork 
on the bag, he thinks this must be their best 
quality seed. He casually looks over the white 
tag attached to the top of the bag, only long 
enough to realize that this information is 
completely unimportant to him — a mere for-
mality. He pays his money and off he goes to 
put the finishing touches on his American 
Dream home. 

Two weeks later, Bert is back in the store 
complaining that the seed he bought does not 
even remotely resemble the lawn he knew he 
could grow. His dream lawn is a menagerie 
of annual ryegrass, a "tall looking thing with 
yellow flowers," and an unidentified plant of 
possibly tropical origins. And it is at this 
point that Bert realizes that he doesn't know 
as much about seed as he thought. In fact, the 
high school kid at the register knows even 
less. And to compound matters further, Bert 
is quickly coming to the conclusion that all 
seed is junk. 

CONFUSION ABOUT SEED. This is not a 
problem limited to homeowners. Landscape 
contractors, nursery managers and even golf 
course superintendents have all been taken in 
by cheap, uncertified seed. Fancy, colorful 
marketing is no match for genetic superiority. 
But how does one know if one bag of grass 
seed is genetically better than another? 

The white tag, or label, on the grass seed 
bag is only one part of the labeling process. It 
contains information such as germination 
percentage, seed purity, inert material, weed 
seeds present, other crop seed and the types 
of seed included. By law, this label must be 
on each bag of seed. 

A seed technician sorts through a sample seed-by-seed to determine crop and 
weed content of a sample. This process can take up to two hours and must be 
performed by hand. Photo credit: Seed Research of Oregon. 

The guarantee of best quality seed also in-
cludes certification, such as the Oregon Blue 
Tag certification label. This blue tag, usually 
affixed adjacent to the white seed label, is the 
very best assurance that the seed in the bag is 
genetically pure and meets with the industry's 
benchmark of quality — the Oregon seed 
certification program. Other states have 
similar programs of certification, many of 
which are based on Oregon's program. 

The white tag, or label, on 
the grass seed bag is only 
one part of the labeling 

process. It contains 
information such as 

germination percentage, 
seed purity, inert material, 
weed seeds present, other 
crop seed and the types of 
seed included. By law, this 

label must be on each 
bag of seed. 

According to the 1994 Oregon Certified 
Seed Handbook, the program was established 
"to provide a service for the public for the 
maintenance and increase of quality seed and 
propagating material of varieties grown and 
distributed in such a manner as to insure 
varietal purity through the appropriate 
application of rules." 

This program is admin-
istered by the dean of the 
College of Agriculture 
Science at Oregon State 
University in Corvallis, Ore. 
A certification board works 
to determine policy for the 
rejection and acceptance of 
varieties into the certifica-
tion project. It also devel-
ops and modifies existing 
certification policies, rules 
and specifications. 

The seed certification pro-
gram, located within the 
Oregon State University 
Extension Service, over-
sees enforcement of the 
certification rules and guide-
lines, from the production 
field evaluation through 
the actual bagging of seed. 

Currently, the program certifies the genetic 
purity of grasses, legumes, small grains, 
mint, trees and field crops like rape, 
potatoes, beets, sunflowers and turnips. This 
is a rigorous process, and not every 
company in the seed industry participates. 

In 1993, there were over 223,000 acres of 
certified seed production in Oregon. Of that 
total, there were: 

• 10,558 acres of bentgrass (colonial, 
creeping and velvet) 

• 11,966 acres of bluegrass (big, Kentucky, 
rough, P. supina and other) 

• 25,250 acres of fine fescue (blue, Chew-
ings, hard, red and sheep) 

• 60,421 acres of tall fescue 
• 3,856 acres of annual ryegrass 
• 70,492 acres of perennial ryegrass 

• 182,543 total acres of certified grass seed. 

QUALITY CONTROL. Perhaps the single 
most important item regarding Oregon cer-
tified blue tagged seed is that the certified 
seed can be traced back not only to the 
manufacturer, but all the way back to the 
parental material used in its breeding. 

Every step in the certification process pro-
vides that someone is accountable for the 
quality of the product. The breeder is 
accountable for the research and evaluation 
of the variety. The grower is accountable for 
the quality of the production fields. The 
company that markets the seed is respon-
sible for the bagging, tagging and shipping 
of the seed. Few industries take such start-
to-finish quality control measures. 

The certification process begins with the 
registration of plant materials for certifica-

(continued on page 22) 



It's A Team Effort 
Hunter and the Irrigation Professional 

P S C - Z P S 
SPRAY HEADS 

Fine tuning the spray pattern at a new installation 
is easy when you use Hunters popular PS spray heads. 
The PS has a single, built-in nozzle that lets you 
create perfect arcs for precise irrigation coverage. 
On walkways, curved landscapes and floral beds. 

This versatile nozzle also saves installation time 
and cost. The PS does it all efficiently, quietly 
and economically 

Hunter. Complete residential and light commer-
cial irrigation systems for turf and landscape. 

Hunter 
T h e I r r igat ion I n n o v a t o r s 

1940 Diamond Street, San Marcos, California 9 2 0 6 9 • U.S.A. • 1 - 6 1 9 - 7 4 4 - 5 2 4 0 • FAX: 1 - 6 1 9 - 7 4 4 - 7 4 6 1 



ARE YOU LOOKING FOR GOOD DESIGN SOFTWARE? 
LANDSCAPE ASSISTANT TRUE COLOR DESIGN SOFTWARE 

Engineered for landscape with features you 
can't get elsewhere • Integrated quote 
option for fast bids • Object oriented CAD 
option • Flexible independent objects • 
Unique A specialized imaging tools • 
Frequent updates & additions • Superior 
designed software • Easy to use for saving 
valuable design time • Training tapes induded 

SPECIAL OFFER!!! 
TO PROVE OUR SOFTWARE IS THE 
BEST WE INCLUDE W I T H S Y S T E M 

PURCHASE THE S A M E 
" W I Z A R D ' P R O G R A M DESIGN 

IMAGING G R O U P (D IG) RE-
MARKETS FREE! 

For PC & Windows 3.X 
Works with video or scanners 
Laptop version now available 

• V I S A / M A S T E R C A R D A C C E P T E D * 
1-800-366-4371 

CALL NOW FOR FREE VHS DEMO VIDEO 
IDP 9753 HAMILTON ROAD MPLS. MN 612-829-7553 
* All trademarks are the property of their 

respective owners. 

• Video or photograph your customers 
home and show hill color designs 

• Produce a bid from the design quickly 
with IDP Landscape Proposal software 

I N C R E A S E S A L E S 
A T T R A C T N E W C U S T O M E R S 
C L O S E M O R E B I D S 

USE READER SERVICE # 6 9 

G r e e n S t e e l L a n d s c a p e E d g i n g 

Per Ft. 
Plus Shipping & Handling • 500' Min. Order 

• IRR'GAT,0N ^ m m W 21̂ -406-0222 
• L A N D S C A P E TOLLFREE, 
• W H O L E S A L E O N L Y \J' 1 - 8 0 0 - 2 8 4 - 0 2 0 5 

USE READER SERVICE # 7 0 

BE PREPARED! 
CONTENTS 
Green Stuff Absorbent -1 /2 Cubic Foot 
Saranex Hooded Chemical Suit 
Barrier Foil Gloves 
Nuke Boot Covers 
AO Goggles 
MSA Advantage 100 Respirator 
MSA Organic/Pesticide/HEPA Cartridges 
6-1/2 Gallon Yellow Screw-Lid Bucket 
Dust Pan/Hand Brush 
Hazmat Poly Bags (2) 
Hazardous Waste Labels (2) 
Emergency Response Booklet 
Emergency Medical Sign 

NEW GREEN STUFF ABSORBENT EMERGENCY RESPONSE KIT 
Everything You Need to Meet New Federal Requirements to Clean-Up Chemical Spills 

Troublesome leaks, overspray and accidental spills of hazardous chemicals can cause huge problems for green-
houses, nurseries, landscapers and garden centers. That's why the Green Stuff Absorbent Emergency Response Bucket 
Kit contains everything you need to meet new EPA Worker Protection Standards and Pesticide Applicator License 
Requirements. 

Green Stuff is one of the fastest and most effective absorbents ever developed. And 
because it's compatible with most chemicals, pesticides and virtually any other hazardous 
materials can be cleaned up in just a few minutes. 

Environmentally responsible operations must act quickly to ensure the safety 
of their employees and customers. You'll find that the Green Stuff Absorbent 
Emergency Response Kit is the convenient, practical and economical choice. 

£ CALL OR WRITE FOR COMPLETE INFORMATION 

GREENSTUFF ABSORBENT PRODUCTS,INC. 
2020 FRONT ST. • SUITE 303 • CUYAHOGA FALLS, OH 44221 
1 (800) 294-4105 • (216) 945-5140 • FAX: (216) 945-5149 
O 1995, Green Stuff Absorbent Products 

Seed Basics 
(continuedfrom page 20) 

tion. In order for a seed variety to be eligible 
for certification, it must first go through 
extensive evaluation to maintain and certify 
the pedigree. In order to be considered for 
certification, a variety must: 

1. Be adequately tested to be "distinguish-
able" from other varieties, and be named. 

2. Have a clear and documented breeding 
origin and history. 

3. Have a description of its morphological 
characteristics. 

4. Have evidence of performance against 
similar varieties. 

5. Have a statement of probable range of 
adaptation. 

6. Have a described procedure for maintain-
ing seed stock. 

With the ever-growing list of turfgrass vari-
eties available to the market, seed certification 
is the contractor's best assurance of breeding 
quality. Without these safeguards, unscrupu-
lous merchants could formulate "varieties" by 
blending together seed from any one of a 
number of sources. 

Not every variety is eligible for certification. 
Many varieties, blends and mixes currently 
sold in the lawn and landscape market will 
never meet these certification guidelines. 
Buying uncertified seed is like buying a used 
car. You may get one that runs great and will 
give you many years of trouble-free perfor-
mance. Or, you may get a lemon that the 
manufacturer is not likely to warranty. 

ELIGIBILITY REQUIREMENTS. Once a com 
pany has a variety approved for certification, 
the process shifts to locating production fields 
that meet the program's specifications for 
maintaining that variety's genetic purity. 

This can be one of the most difficult 
eligibility requirements in the certification 
process. Issues to be considered by the 
program's rules include: What crops were 
previously grown in that field? What crops 
are grown in neighboring fields? And what (if 
any) weeds or volunteer plants are currently 
present in the field? 

Field management is also a high priority in 
determining what fields are suitable for cer-
tified seed production. This criteria is follow-
ed throughout the planting, growing and 
harvesting process, and a field can be deemed 
unacceptable at any time due to weed inva-
sion, insufficient growth of the crop, inade-
quate plant density or disease and insect 
pressure. Even though a variety is approved 
and listed on the certification list at Oregon 
State, if the production fields are less than 
optimal, it may be deemed uncertifiable. 

Once the seed is harvested, seed cleaning, 
warehousing and bagging (known as condi-
tioning) are supervised strictly. All warehouses 
and cleaning facilities that handle certified 



F o r m & c. 
to your landscape^Ft 

From our beginning as a designer of ^ H F 
innovative architectural concrete products, we've 
expanded our expertise into landscape products 
specifically engineered to overcome the shortcomings of 
competitive systems. 

The flexible StoneWall SELECT retaining wall system 
easily handles walls up to 30 feet high — including inside and 
outside curves, square corners, steps, stairways, lighting and 
other design requirements. Its natural scale and texture 
realistically simulate chiseled stone. Light, strong and durable, 
it's the simplest, quickest wall to install. 

With the complete system of SELECTedge and power 
trencher, we've created the most flexible border treatment 
available...straight, serpentine, or circular, border possibilities 
are endless with economical, easy-to-install, SELECTedge units. 
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SEED STANDARDS BY SPECIES 
PURE OTHER INERT WEED 
SEED CROP* MATTER* SEED* GERMINATION 

Bentgrass 98% 0.50% 2.0% 0.25% 85.0% 

Bluegrass 95% 0.25% 5.0% 0.30% 75.0% 

Fine fescue 97% 0.25% 3.0% 0.30% 80.0% 

Tall fescue 98% 0.50% 2.0% 0.30% 90.0% 

Annual ryegrass1 99% 1.25% 1.0% 0.30% 90.0% 

Perennial ryegrass2 99% 1.25% 1.0% 0.50% 85.0% 
• denotes maximum allowable percentage 
1 total "other crop" includes perennial ryegrass 

total "other crop" includes annual ryegrass 

seed, whether as a variety or in a mix or 
blend, must first be certified themselves. In 
order to receive certification, the facility is 
inspected for cleanliness. Tracking the 
movement of seed lots and periodic inspec-
tions by the staff of the certification service 
of both the warehouse and the inventory 
records are performed to insure compliance. 

Seed is also sampled by the program to 
evaluate purity and germination. Strict mini-
mums and maximums have been established 
to insure varietal quality, and must be met 
before the blue tag can be affixed to the seed 
bag. These seed standards vary by species, 
however, all of the minimums and maxi-
mums must be met. 

Sample sizes vary from species to species, 
and reflect the comparative size of the seeds. 
For instance, the sample size for a large seed 
such as tall fescue is 0.5 pounds. On the other 
hand, small seeds such as creeping bentgrass 
have smaller sample sizes (creeping bent-
grass is 0.25 pounds). Once all of the sam-
ples have been tested and approved, the 
certification program prints and distributes 
the blue tags. 

Mixes and blends come under equally 
stringent regulations. In order for a mix or 
blend to be certified, it must be composed 
solely of certified varieties, be mixed in a 
certified warehouse and pass all sample 
testing. This is especially important as mixes 

and blends gain more and more popularity in 
the seed market. 

The penalties for falsifying seed tags and/or 
inventory records are quite severe. Compa-
nies in violation of the certification rules are 
subject to thousands of dollars in fines 
(sometimes hundreds of thousands of dollars 
in extreme instances), and are often 
suspended from tagging seed with certifica-
tion blue tags for several years. Because of 
the watchful eye of the certification program, 
these violations are fairly rare. 

Does all of this mean that certified seed is 
better than uncertified seed? The Oregon 
Blue Tag certification program (and the blue 
tag on each bag of Oregon certified seed) is 
your very best guarantee of genetic purity. It 
is not a guarantee of varietal performance. 
This is an important point of distinction. 

It would not be unreasonable to suppose 
that an uncertified variety might actually per-
form better in a given environment than a 
certified variety with poor adaptation to that 
same climatic region. The difference is that, 
without the blue tag on every bag of seed, the 
end user has no assurance that the uncertified 
variety name on the white tag is the actual 
seed in the bag. 

If you have further questions regarding the 
seed certification process, the Oregon State 
Seed Certification Office can be reached at 
503/737-4464 or write to: Seed Certification 

Office, 31 Crop Science 
Building, Oregon State 
University, Corvallis, OR 
97331-3003. — Skip 
Lynch • 

The author is technical 
agronomist at Seed Re-
search of Oregon, Corval-
lis, Ore. 

After sorting, seeds are 
tested for germination 
percentages. They are 
then numbered and 
stored for later retesting. 
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From our beginning as ^ g r 
a designer of innovative ^ 
architectural concrete products, 
we 've expanded our expertise 
into landscape products specifically 
engineered to overcome the short-
comings of competitive systems. 
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The flexible StoneWall SELECT 
retaining wall system easily 

handles walls up to 30 feet high — 
including inside and outside 
curves, square corners, steps, 
stairways, lighting and other design 
requirements. Its natural scale and 
texture realistically simulate 
chiseled stone. Light, strong and 
durable, it's the simplest, quickest 
wall to install. 

From straight to serpentine to 
circular, border possibilities are 

endless with economical , easy- to-
install, SELECTedge units. With the 
complete system of SELECTedge 
and power trencher, we 've created 
the most flexible border treatment 
available for garden edging, tree 
rings, pavement borders, raised 
curbing, even wall and fence 
bases. And SELECTedge's natural 
scale, color and maintenance-free 
good looks blend comfortably with 
any landscape. 
To learn more about these fine 
products, and our network of 
manufacturers and dealers, contact: 

Innovat ive C o n c r e t e Des ign 
3934 North Ridgefield Circle 
Milwaukee, Wl 53211 
414/962-4065 • Fax 414/332-9678 v ^ 
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COVER STORY 

The 
Personal 
Touch 
Good customer 
relationships and a 
devotion to detail 
have earned The 
Kennedy Nursery in 
Greenwich, Com, 
an excellent 
reputation and 
healthy long-term 

By Susan Gibson 

THE GOAL of many fledgling 
landscape contracting companies 
is to become an institution in the 
market. A long-term, successful 
company can focus on what it does 
best, spend its time and effort de-
veloping good customer relation-
ships and make a mark for itself 
through quality service. 

One such company is The Ken-
nedy Nursery, which was estab-
lished in 1941 in Greenwich, Conn., 
by Wellington Kennedy. His son, 
Todd Kennedy, is now president of 
the firm. He recounted how a tradi-
tion becomesestablished: "In those 
days, much of our landscape con-
tracting work was supplying plants 
to large estates in the area. Some of 
those estates employed two or three 
groundskeepers." 

Over the years, the firm branched 
out to a wider base of residential 
landscape installation clients. The company 
now coordinates approximately 65 percent 
of its work through landscape architects hired 
by home and estate owners in the affluent 
Greenwich area. "We also have a part-time 
landscape designer, but most of our work is 
installation on properties thatarequite large— 
many are two acres or more," Kennedy added. 

He noted that the wealthy clients, many of 
whom are out of town a good bit of the time, 
are interested in plantings of larger trees to 
screen their property and provide privacy. 
This business — installing larger plantings 
on large private properties—may seem to be 
a small market niche, but actually offers sev-
eral opportunities in the Greenwich area. 

LOCAL CONTACTS. The company, which 
operates a 10-acre nursery as its own source 

Kennedy pointed out that Greenwich is 
popular with people who commute to New 
York City for work and also with several 
landscape contractors who have travelled 
from New York and New Jersey to break into 
the market. "The work is here, the roads are 
good and the cost of living is less there." And, 
he noted, people in his market are "sharp 
about spending money." 

How does a small but experienced con-
tractor stay competitive with larger firms? 
Kennedy believes it's because of the "per-
sonal touch" his firm can provide. 

The Kennedy Nursery 
established itself years 
ago in the Greenwich, 
Conn., area. Today, 
Todd Kennedy oversees 
a business that 
succeeds because of 
close customer contact. 



HEADQUARTERS: Greenwich, Conn. 
FOUNDED: 1941 by Wellington Kennedy 

OWNER: Todd Kennedy 
PRIMARY SERVICE: Landscape 

installation, 95 percent residential. 
Company maintains a ten-acre nursery 

as a source of plant material. 
EMPLOYEES: 2 year round, up to 8 during 

the growing season. 
1995 SALES: $450,000 

PROJECTION: $500,000 in 1996 

EXECUTIVE 
SUMMARY 

THE CONCEPT: Provide quality 
landscape installation with personal 

contact and follow-up. 
FUTURE CHALLENGES: Explore 

several niche markets based on 
current clients and their needs. 

THE PRESIDENT 
TODD KENNEDY 

FAMILY: Married, works with 
son Thomas, who joined the firm 

five years ago. 
EDUCATION: Fifth generation of 

Kennedy family in horticulture in Scotland 
and the United States. Graduated from 

Cornell University in 1957 with a degree in 
ornamental horticulture and landscape 

design; worked for a landscape contractor 
in Pasadena, Calif.; served in the U. S. 

Air Force; joined Kennedy 
Nursery in 1960. 

EQUITY HELD: 100 percent 

of plant material, has deep roots in 
the community. Todd's father, 
Wellington, passed away early this 
year at the age of 88, but remained 
active in the business until late last 
fall. His years of work for area 
clients paid off in continued busi-
ness and a good reputation. 

The quality of work Kennedy pro-
vides tends to generate more busi-
ness within the community, either 
as new work or repeat work for 
established customers. 'I spend 
practically nothing for advertising," 
he admitted. "A major element of 
our business is in our local contacts 

and the follow-up we make. One 
recommendation at a party can lead 
to more work." 

Kennedy's personal touch starts 
with a no-charge consultation and a 
warranty for the work he provides. 
Careful plant selection, either from 
the company' s nursery or from grow-
ers as far away as Pennsylvania, 
comes next. One of his main respon-
sibilities is to search for plants in 
nurseries located in New England, 
New Jersey and Pennsylvania. 

"I visit nurseries that tend to grow 
plants for the landscape trade—the 
larger plants," he explained. Often, 

he will travel with a landscape ar-
chitect in the search for specific 
plant specimens. 

Or, he will visit growers by him-
self and keep track of what's avail-
able. "I take color photographs and 
keep a log of specific plants. I may 
let a landscape architect know that 
there is a certain sugar maple avail-
able, for instance. This helps me 
develop more business with land-
scape architects," Kennedy added. 

This travel, done mostly during 
the cold weather months, benefits 
others through Kennedy's partici-
pation in the Landscape Materials 
Information Service. 'This group 
sources plants from Ohio to New 
England," he noted. Growers fill 
out forms showing size and type of 
plants at their nurseries, then send 
the forms to the organization, which 
sorts and codes the data. 

He pointed out that the informa-
tion is particularly helpful for land-
scape architects, landscape contrac-
tors and city planners who are in-
volved in siting plants. 

This knowledge of plant mate-
rial sources and available plants is 
essential to Kennedy's business. He 
told of having one crabapple in a 
matched pair die after a few years. 
He returned to the same nursery in 
Pennsylvania where he bought the 
first pair, and found what he called 
a "perfect" match as a replacement. 

Care in selection is as important 
as quality installation work on the 
property, Kennedy pointed out, and 
can lead to expanded business. 

"We have a lot of repeat custom-
ers who call us back after a few 
years to replace a plant or make 
additions. We really try never to 
have a plant die, but when they do, 
we want it to be a 'friendly' replace-
ment. Often, while we're on a prop-
erty for replacement work, the own-
ers ask us to do something else for 
them," he said. 

The contact doesn't stop once a 
plant or landscape has been in-
stalled. Kennedy noted that his small 
business allows him to keep in close 
contact with his clients. "I try to 
follow up and stop by a client's 
property," he said. "When a crew 
starts ajob, 1 may leave it and swing 
over to another to see how it's do-
ing. On a lot of the properties, I 
even know the dog's name." 

Kennedy asks the owners if there 
is anything he can do for them, 
walks the property, and even gets 
out a hose and waters plants if 
needed. "I may find that the plants 
are not being watered, which is 
unintentional," he explained. "I may 
water the plants and tell the owners 
to turn the water off at 4:00 p.m., or 
I'll call them later to turn it off." 

This assures that landscape in-
stallations get proper maintenance 
and also keeps strong contact with 
owners. "Most of our clients read 
up a lot about landscaping. They read 
garden hooks and they also have 
other interests," Kennedy said. "They 
have hired a landscape architect, 
but they may not be at the property 
while the work is being done." 

By visiting the property fre-
quently, Kennedy can keep rela-
tionships strong and make sure the 
landscape meets expectations. 

EMPLOYEE ISSUES. Kennedy or 
his son Thomas oversee the work, 
which changes every day. Work 
assignments are made to meet the 
demands of each job, rather than an 
organizational structure. Crews 
vary with the assignment, usually 
working without a foreman. 

Experienced employees know 
what to do, he noted. "We have 
experienced people and they are 
easier to handle than having a fore-
man and crew structure." 

Employee retention is a big issue 
at Kennedy Nursery, as it is at every 
contracting firm. "We have some 
employees who have been with us 
from 8 to 16 years, which is a long 
time," Kennedy stated. "Of course, 
we always have to hire new people 
and they are difficult to keep." 

Most of Kennedy's landscape 
employees are Hispanic and reside 
in the Stamford area, which is lo-
cated 15 miles away. The company 
transports the workers back and 
forth in a large van capable of car-
rying 12 people. The van also does 
double duty by transporting equip-
ment and supplies to job sites. 

Kennedy noted that most of his 
employees are Puerto Rican and 
"are happy to be working together." 
Since they speak Spanish as a first 
language, crew assignments often 
hinge around the ability of workers 
to communicate with each other 



HEAD FOR THE 
HILLS... 

Hills. Formerly problems. Now 
embraced as an integral element in con-
temporary building design. The custom-
built Hill/Climber from Inclinator provides 
an important tool to help you tame the 
multi-level environment and make it work 
for your clients. It's the easily-installed 
personal transportation system which 
adapts to any slope contour from 0° to 
45°. Travel length extends to 250" and the 
unit has a full 500 lb. capacity. 

Wherever outdoor activities exist on 
multiple levels or things have to be carried 
up steps. Wherever easy access is need-
ed to a cabin, boat dock or parking area. 
There is the reliable Hill/Climber solution. 

Optlonol luegog. 

For more than 70 years Inclinator's 
innovative residential stair lifts and eleva-
tors have been helping you move people 
indoors. Now, with Hill/Climber, we can 
help you move them on the hills. 

For free literature, please contact: 

INCLINATOR 
9 C O M P A N Y O F AMERICA 

Dept. 95 
PO Box 1557 
Harrisburg, PA 17107-1557 
Phone 717-234-8065 

and the client or architect at the job site. Commu-
nication does cross language lines because "ev-
eryone speaks a little 'Spanglish' around here," 
he explained. 

GROWING SPECI ALTY.The business that started 
out supplying plants to estates now finds itself 
specializing more and more in the installation of 
large plants. "Ourclients are more interested than 
ever in screening their properties," Kennedy 
noted. "Five years ago, we bought a tractor (to 
transport trees) that was twice as big as the one we 
had 10 years before. We're looking for an even 
larger tractor now." 

He pointed out that some of the screenings 
require evergreens as much as 30 feet high or big, 
10-inch caliper shade trees. The transportation 
and planting of large specimens is an art in itself. 
"We've had to hire a crane to take these plants off 
the truck. Even then, the crane can't put it where 
you want it. We move the plants on the ground 
with a 'stoneboat,' which is a kind of sled used 
here in New England with the proportions of a 
door and a hole in the end for pulling it," he 
explained. "We can move trees with that method 
when we couldn't do it with a bulldozer or 
backhoe. Some of these trees are so large there 
can only be one tree per trailer truck." 

The work, which generates steady business 
for the firm, is both time and profit-consuming. 
"It's not as big a profit item as you may think, be-
cause of the time and effort involved," he noted. 

Kennedy Nursery' s in-house nursery also con-
sumes time and effort. Kennedy and his son have 
discussed the advantages and disadvantages of 
keeping it going. 

'Thomas, who takes care of the planting, has 
a business background," Kennedy pointed out. 
"He thinks we are spending too much time on the 
maintenance of our own plants when we could be 
buying for direct delivery to the job." 

The nursery is unusual because it specializes in 
large specimens. Occasionally, customers will 
visit to look at a plant before it is used in an in-
stallation, but basically the nursery serves as in-
house inventory. In the last three years, deerhave 
damaged several plants, necessitating the con-
struction of costly fences around the property. 

Kennedy also uses the property to produce 
compost, which is made from recycled landscape 

Large trees move 
easily over the 
ground with the use 
of a stoneboat' — a 
flat metal sled that 
can be pulled by 
hand or tractor. 

materials. "We recycle 
about three-fourths of 
our materials, which 
includes sods and 
stones, too," he said. 
"We make our own 
potting soil with vacu-
umed leaves and fertil-

izer mixed with soil. It makes great soil for 
planting and cuts down on our use of peat moss." 

NATIONAL CONNECTIONS. Wellington Ken 
nedy was one of the three founding members of 
the National Landscape Association, which is a 
part of the American Association of Nursery-
men. "My father was one of the group who 
proposed that the then National Landscape 
Nurserymen's Association combine with the 
A AN in the late 1940s. He was also an active 
member of the Connecticut Nurserymen's Asso-
ciation," said Kennedy. 

He currently serves as president of the Na-
tional Landscape Association. In a recent inter-
view, Kennedy shared his perspective: 
Q « What are the strengths of the NLA? 
A * I think NLA's focus is more on the artistry 
of design/build, rather than on commercial land-
scape plantings. It's very plant oriented. 

NLA is the landscape end of the AAN, and its 
role is to provide education and information to 
those in the landscape field. It helps people 
become better landscape designers. 
Q • What is your role as NLA president? 
A * My role is to oversee the administrative 
board, which is made up of representatives from 
six regions in the United States, plus myself as 
president. We also have a publicity committee, 
the committee that organizes the Management Clin-
ic and the local Washington staff. 

The Management Clinic, which we hold every 
February in Louisville, Ky., is a really interesting 
event. It's not a trade show, but an educational 
program. It gives us the chance to talk to other 
people who are professionals in the field. 
Q • What is your opinion of the failed Plants for 
America promotion order? 
A . I was in favor of the promotion order, be-
cause the green industry would have been able to 
advertise in big, national magazines. Our indus-
try has to realize that we're not in competition 
with other landscapes, but with the person who 
sells appliances, kitchen cabinets, cruises, any-
thing that I call 'discretionary' spending." 

I think many of the growers were afraid that it 
would be another case of big government watch-
ing over them, looking over their shoulder. 
Q • Do you think it is easier or harder to become 

(continued on page 28) 
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PVP #9300129 applied for 

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

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

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

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

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

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

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

33 Sicomac Road, North Haledon, NJ 07508 
201 - 423-1660 • Fax: 201 -423-6018 



Hariey E&YYEment 
Quick-attach the 
H a r i e y M o d e l 
S * 6 P o w e r B o x 
R a k e ™ to your 
skid steer and 
the excitement 
begins. 

Here's a rake 
that has all the 
s p e e d and 
p o w e r needed to 
tackle any site 
prep job. It can 
transform a 
construction site 
or scarred 
athletic field into 
fluffy, perfectly 
groomed soil in 
minutes. 

The Hariey 
Power Box Rake 
operates f o r -
w a r d o r b a c k -
w a r d . Windrow 
material le f t o r 
r i g h t for picture 
perfect raking. 
When end plates 
are attached, the 
rake similates the 
action of a box 
scraper. 

Join the 
e x S / T E m e n t ! 
The Hariey S*6 is 
the m o s t v e r s a -
t i l e a t t a c h m e n t 
f o r t o d a y ' s s k i d 
s t e e r s . See your 
Hariey dealer 
today. Hariey ... 
It's outta site! 
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Hariey Power Box Rake models are available for 
skid steer or tractor mount. 

The Hariey S*6 is built 
for today's tough job sites. 

B e n e f i t s : • Pulverize ground and clods into a level 
seedbed • Collect rocks and trash into piles or 
windrows* Shape, grade, screen, level, fill and contour 
• Remove wheel and dozer tracks • Prepare pipeline 
and road construction sites • Eliminate compaction 
and improve draining 

For more 
information, a 
demonstration, 
or a free video, 
contact: 

© 1 9 9 5 , G lenmac Inc. 

G l e n m a c 
Jamestown, ND 58402 
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(continued from page 26) 

established in this industry these days? 
A * 1 think it is easier because of the existence 
of the rewholesalers. Now, you don't have to go 
100 miles for plants, you can go 10 or 15 miles, 
and that makes a lot of difference. The 
rewholesalers cost more, you get less choice and 
possibly less quality, but they are convenient. If 
a contractor picks up material and takes it di-
rectly to the project, he can stay competitive. 

A lot of people in allied businesses see land-
scape installation as an easy way to get into this 
business. Masons and excavators are two ex-
amples —they can put plants in when they're at 
the job, because the supply is there. Instead of 
having 100 companies, now 2,000 can do that. 
Q * How can you compete with the startup 
companies? 
A * We've made a niche for ourselves in larger 
plants and sometimes we even work for the 
smaller companies. For instance, we will deliver 
a big oak, dig the hole, put it in, and let them 
finish the job. In exchange for the work, we tell 
them we won't solicit their customer. 
Q • How does the public perceive the value of 
landscaping? 
A . The growth of real estate has been our 
biggest business for years. While people see 
landscaping as important, it is sometimes post-
poned. That makes it difficult for us. When 
business picks up in general, so does ours. 

The economy is a big thing to our industry. 
The availability of leisure money depends on 
whether business is up or down. If it's down, 
they stop spending money on landscaping. People 
won't invest money in projects if it's tight. They 
may want to do landscaping but can postpone it. 
I think the industry's success follows the stock 
market more than it used to before. 
Q * What areas of growth do you plan for 
Kennedy Nursery? 
A * One area is in wetlands mitigation. As 
people build properties closer to streams and 
swamps, they have to agree to replace the plants 
to meet federal regulations. 

Another area of growth is planting trees on 
older golf courses, along the fairways. There are 
some sophisticated private courses nearby that 
are adding more landscaping on the courses. 
Q * What major changes do you plan? 
A . In five years, I expect to see an increase in 
maintenance work, more perennial plantings, 
bulb planting, even some small amounts of lawn 
cutting. It would be good to follow up on our 
own installation projects. 

I also see a great need for selective pruning. 
Most people are not skilled in pruning and only 
cut new growth. The more selectively you prune, 
the better it looks. • 

The Kennedy Nursery is located at 201 Clap-
board Ridge Road, Greenwich, CT06831. Tele-
phone is 203/369-3152. 

The author is Managing Editor of Lawn & 
Landscape Maintenance magazine. 
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inTRODUCIIlG THE FUTURE OP TRIHIHIERS. TORRV. 
Husqvarna just turned 

all existing trimmers into 
ancient history. Introduc-
ing a series of trimmers 
so highly advanced that 
any professional using 

one automatically steps into the future. 
What puts these nine trimmers so 
far ahead of anything else in the 
industry? Swedish engineering and 
workmanship. 

First our designers took away 
almost all of the vibrations with 
LowVib™ a system that effectively isolates 
engine and cutting head vibrations from 

your hands. Next we added 
power and subtracted weight. 
Choose from three high-powered 
engines that come in models 
weighing as little as 11.7 pounds. 
Along the way our team worked 
hard to keep things quiet. A fully 

enclosed engine and a muffler 
with heavy-duty baffling built-in 
ensures one of the lowest noise 
levels available today. Of course, 
all our trimmers go through the 
same type of tough field testing 

that our chain saws go through. Finally, 
we applied The Crown Commitment 

n o t h i n G (U o R K 

to this new series of Husqvarna 
trimmers. So, if you buy one and 
aren't satisfied with its pro user 
performance, you can return it 
within 15 days for a 
full refund* If you 

agree that trimmer devel-
opment has been in the 
dark ages, visit your near-
est Husky dealer and ask 
about the new age that's dawning on 
tomorrow's trimmer 

® Husqvarna 
For your nearest dealer call I-800-HUSKY62. 

L I K E R H U S K V 
* At participating dealers 



P O W E R E Q U I P M E N T 

Engine emissions and noise 
levels are two critical issues for 
equipment manufacturers and 
users. Photo credit: Echo Inc. 

While industry and the EB\ debate 

the next round of emissions standards 

for off-wad, spark-ignition engines, 

manufacturers search for technology 

that lowers emissions without 

breaking the bank 

By Paul Schrimpf 

Power 
Equipment 
Issues 

FOR THE LAST several years, the 
manufacturing and use of power 
equipment has come under unprec-
edented scrutiny. 

Under the 1990 Clean Air Act, 
the United States Environmental 
Protection Agency, as well as some 
state governments, have set stan-
dards that reduce the amount of 
carbon monoxide and hydrocar-
bon pollution generated by power 
equipment. This includes trimmers, 
blowers, cutters and other machines 

Test 
Patience, 
Ingenuity 



that contractors have relied on to 
keep costs low and quality high on 
the land they maintain. 

On the user side, some areas of the 
country have been racked with com-
munity activism against noise lev-
els in power equipment, especially 
gas-powered backback blowers. Lo-
cally-based restrictions, and in some 
cases, complete bans, have turned 
contractors into lobbyists at city 
hall and in the council chambers. 

And neither front is gi ving much 
headway. For equip-
ment users, the noise is-
sue continues to smol-
der. Some contractors 
have taken their cases to 
court to get the use of 
their equipment back. 

TIMETABLE. The new 
era of nationwide regu-
lation for the power 
equipment industry of-
ficially commenced on 
May 30, when EPA 
signed off on the first 
phase of emissions man-
dates. Manufacturers 
have already spent mil-
lions of research and de-
velopment dollars in the 
redesigning of existing 
equipment in anticipa-
tion of the rules. 

Then, the regulatory 
negotiation process for 
even more strict Phase 
II regulations will be 
completed near the end 
of this year, with pro-
posed guidelines seeing 
the light of day by this 
time next year. Those 
regulations would not be 
enforced until after the 
year 2000. 

"This is the most 
complex project ever 
undertaken by the pow-
erequipment industry," 
said Don Purcell, presi-
dent of the Portable 
Power Equipment Manu-
facturing Association in 
Bethesda, Md. 

He noted the indus-
try is actively involved 
in the development of 
other ongoing projects, 

including the two phases of Cali-
fornia emissions regulations, a re-
cently adopted emissions mandate 
in Texas and two levels of national 
fuel reformulation regulations. 

"Not only do manufacturers need 
to make sure that their redesigned 
equipment meets the emissions 
standards, but they also must be 
certain that when fuels are reformu-
lated, they are compatible with those 
engine redesigns," he explained. 

With few signs of relief on the 
horizon, manufacturers continue to 
search for technologies that will 
lower pollutant output and still be 
cost effective to mass produce. 

ONE DOWN. The mandates con-
tained in Phase I of EPA's emis-
sions regulations, are very much 
what equipment manufacturers ex-
pected —similar to the regulations 
they were modeled after, the Cali-
fornia Air Resources Board Tier I 
standards. 

Purcell said that after an initial 
review of the more than 250-page 
regulatory document, he found the 
regulations to be reasonable. 

"I think it's clear that the EPA 
wants to work with our industry to 
develop reasonable regulations. 
They appear to have accepted many 
of the recommendations that we 
made," he said. 

Don DeMaster, manager of tech-
nical services and C ARB certifica-
tion for Kohler Co., Kohler, Wis. 
agreed. "It appears that the EPA 
listened, and was receptive to the 
concerns the industry had. At least 
at the federal level, they are trying 
to work with the industry. The over-
all feedback I have gotten from 
others in the industry has been posi-
tive," he said. 

The emissions standards set in 
Phase I are achievable through some 
minor but still substantial redesign-
ing of two- and four-cycle engines. 
The air intake and cleaner, carbure-
tor, valves, combustion chamber and 
cylinder block have undergone ad-
justment. In addition, to prevent tam-
pering with the fuel mix controls, 
the carburetors on all engines will 
be sealed. 

The big plus in the document 
was the timetable for manufac-
turing compliance. The EPA ac-

cepted the industry recommenda-
tion of waiting for the 1997 model 
year before having to comply. De-
pending on when its model year 
begins, a company could have until 
Sept. 1,1997 to begin manufactur-
ing equipment in compliance with 
the mandates. 

Due to the size of the document 
and its release near deadline, manu-
facturers were unable to comment 
on many of the specifics contained 
in the regulations for this article. 

Although many manufacturers 
claim to be right on track with the 
new regulatory demands, Purcell 
made it clear that this initial round 
of regulations should not be con-
strued as a walk in the park for manu-
facturers. "This will be a complete 
cultural change for the industry, the 
first time this has ever happened— 
they have never had to deal with 
these kinds of issues," he noted. 

The issues will include EPA cer-
tification forall product lines, moun-
tains of regulatory paperwork, test-
ing requirements and, later on, audits 
of testing procedures and accuracy. 

At least one manufacturer sees 
potential opportunity in the tighter 
regulations. John Nelson, vice presi-
dent of engineering with Snapper 
Power Equipment, McDonough, 
Ga., feels that if lowering the emis-
sions raises the price point on inex-
pensive consumer equipment, more 

consumers may hire professionals 
—causing greater demand for com-
mercial-grade equipment. 

"If the $149 lawn mower con-
sumers purchase today went away 
at some point, people would be less 
inclined to go out and buy a new 
mower, and more inclined to hire a 
professional," Nelson predicted. 

Although only modest increases 
are expected as Phase I becomes 
enforced. Phase II will likely re-
quire the total redesign of many of 
the engines available today — and 
will cost more. 

ONE TO GO. Few in the industry 
are venturing a guess on how much 
of an additional burden will be 
placed on manufacturers to lower 
pollution in Phase II. Purcell, along 
with representatives of manufac-
turers and other industry organiza-
tions, is working on the front lines of 
the continuing negotiation over the 
second level of EPA's emissions 
regulations. 

The regulatory negotiation, or 
"reg-neg," process is scheduled to 
continue for the rest of the year, 
with proposed guidelines to emerge 
by June, 1996. Then the regula-
tions will be put up for public com-
ment and, by June of 1997, Phase 11 
should be in the books. 

The industry's biggest concern 
is that limits will be set so high as to 

BE A GOOD NEIGHBOR 
THE LESSON to learn is to be aware of everyone around you whenever 
you are using power equipment. 

Echo Inc., Lake Zurich, 111., promotes its "Be Smart" program to 
contractors in an effort to raise consciousness about the noise that 
equipment can make and the kind of disturbance it can create. 

Here is a list of things contractors should keep in mind out on the job: 
• Operate equipment at reasonable hours, not extra late or early when 

neighbors could be disturbed. Check the community ordinances for 
times, but the usual recommendation is 9:00 a.m. to 5:00 p.m. Monday 
through Saturday. 

• Use only one piece of equipment at a time when possible. 
• With blowers, operate at the lowest possible throttle speed to do the 

job. Full throttle is seldom necessary. 
• Check the equipment before operation, especially the muffler, air 

intakes and air filters. 
• Use rakes and brooms to loosen debris before blowing. 
• Watch out for children, pets, open windows or freshly washed cars — 

blow debris away safely. 
• Wear ear protection if using a blower more than two hour per day. 



beeithertechnologically impossible 
or just cost too much to mass pro-
duce. The reg-neg process gives the 
industry the opportunity to make 
its case to the EPA. 

While officials talk, manufactur-
ers continue to push research pro-
grams forward in anticipation of 
the inevitable mandates. 

"Most of the hand-wringing is 
over now," said Larry Will, direc-
tor of engineering with Echo Inc., 
Lake Zurich, 111. "We've got to 
comply — it's a given fact. Now, 
we need to get on with our work." 

"We are focusing our research 
and development on engine modi-
fications tocut down on emissions to 
meet or exceed regulatory levels, 
without effecting the level of per-
formance," said George Matthews 
III, spokesman for engine manu-
facturer Briggs & Stratton, 
Wauwatosa, Wis. "At the same time, 
the company feels that regulations 
need to be sensible and achievable, 
especially considering that small 
gas-powered engines contribute 
only three percent of the total man-
made volatile organic compounds." 

"We have been manufacturing to 

meet the Californiaemis-
sions limits as required 
—the big unknown now 
is the Phase II standards," 
said Bob Burkholder, 
vice president of engi-
neering with Homelite 
Inc., Charlotte, N.C. "By 
necessity, we are study-
ing the ways we can 
achieve low-emission 
engines and maintain 
flexibility. What is at 
stake here is the future of 
the $69 price point on 
line trimmers." 

DESIGN CHALLENGES. 
It isn't an easy task. The 
two- and four-cycle en-
gines, for which much 
of the concern has cen-
tered, have not taken well to cost-
sensible technology that reduces 
emissions to the level expected in 
Phase II. 

Basically, there are two ways to 
affect emissions: Change the way 
combustion occurs in the machine, 
or treat the exhaust after the gaso-
line is combusted. 

Kohler has emphasized overhead 
valve technology, which now com-
prises 70 percent of its engine line. 
DeMaster feels that the durability 
and quality of OHV technology 
will outweigh any cost disadvan-
tage. "They typically run leaner 
and produce better fuel economy. 
We see it as the way to go—better 

Manufacturers are exploring new 
engine designs and theories to 
meet future emission regulations. 
Photo credit: Husqvarna 

technology for the customers." 
According to Wayne Anderson, 

a chief engineer with Kohler, OHV 
engines have a more compact com-
bustion chamber which burns the 
fuel more completely and conse-
quently, emits fewer pollutants. 

Other attempts at emissions re-
duction have centered around adapt-
ing technology from the automo-
tive industry. Catalytic converter 
technology was a strong candidate 
for a while, but has lost favor with 
many manufacturers. 

DeMaster felt that converter tech-
nology falls short due to space limi-
tations, as well as temperature and 
durability concerns. Rugged out-
door applications would submit the 
converters to frequent shock, and 
high engine temperatures from the 
secondary air brought in to com-
plete the combustion process con-
cerns some engine designers. "You 
have to worry about combustible 

(continued on page 36) 

USE READER SERVICE # 6 5 Power Equipment Expo Booth #4290 
JULY 1995 • LAWN & LANDSCAPE MAINTENANCE 

WALKER MANUFACTURING CO. • 5925 E. HARMONY ROAD • DEPT. LLM • FORT COLLINS, CO 80525 • (800) 279-8537 

THE WALKER TOUCH 

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

The Finishing Touch Walker Mower delivers a beautiful mowing job with flexible deck suspension and built 
in vacuum collection system - picks up clippings, leaves and debris for the manicured look. 

T W OI) / V f°r a demonstration to see the 
hcidG CI LVCll iCCf mid-size Walker in action on your job 

• Available models 11-25 HP, cutting widths also dethatcher, two snowblowers, soft cab. rotary broom and dozer blade attachments available. 



One Baby 
Ybu'll Never 
Have To 

U O 7 THE ECHO SRM-2501 
I 1 \ / TRIMMER/BRUSHCUTTER 

1 # Day in, day out, no other 
landscaping tool takes the kind 
of punishment a trimmer does. 
And day in, day out, the Echo 
SRM-2501 keeps coming back 
for more. That's what makes it 
so special. 

Actually, it was the input 
from professional landscapers 
that helped Echo design-in the 
features pros want most in a 
tough, commercial duty trimmer. 

The rugged and powerful 
commercial duty Echo 24.4cc 
engine, for example, with proven 
Echo Pro-Fire® Ignition and 
purge pump-equipped 
carburetor for fast starts. 

IHIEEHD 
Ask Any Pro! 

And things like a quiet, low 
tone muffler, vibration-reducing 
engine mount, cushioned right 
hand grip and foam-covered left 
handle that make it a pleasure 
to use. Along with an overall 
weight of just 13.3 pounds. 

The SRM-2501. It'll change 
the way you think about trimmers. 
For the Echo Dealer nearest you, 
call 1-800-432-ECHO (3246). 
Or write: Echo Incorporated, 
400 Oakwood Road, 
Lake Zurich, IL 60047. 
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Join Dane Scag At Expo '95 As 
The Snapper® Gr 

Stop by booth #3410 and see for yourself how Snapper and Dane Scag 
are going to revolutionize the commercial mowing industry. 
5 3 5 Macon Rd., McDonough, GA 3 0 2 5 3 , For More Information Call 4 0 4 - 9 1 4 - 4 2 7 8 



He Unveils His Greatest Line -
jat Dane Series™. 



Power Equipment 
(continued from page 32) 

materials, and operators touching it," he said. 
David O'Connell, vice president of market-

ing with Tecumseh Products, Grafton, Wis., said 
it comes down to the bottom line. "Converter 
technology simply costs too darn much to be fi-
nancially practical." 

More promising research is looking at ways to 
gain greater control of the fuel charge into the 
engine. In particular, fuel in a two-cycle engine 
has a tendency to build up, causing a richer mix 
of fuel to burn and resulting in higher levels of 

pollutants in the exhaust. Fuel injection and 
carburetion with added metering controls are 
showing promise, but none of the manufacturers 
are reporting any major breakthroughs. 

Environmental Engines Corp. of Escondido, 
Calif., produced a prototype engine that can meet 
anticipated Phase II standards in the laboratory, 
according to company president Kenneth Seitz. 

The unit achieves low emissions using an 
electronic, direct-fuel injection system. The speed 
at which two-cycle engines operate necessitates 
that the fuel be under great pressure and injected 
at very high rates of speed. 

"With two-cycle engines, you need to be able 

C H E C K O U T T H E N E W E S T T E C H N O L O G Y 

I U R 
HYDRO SEEDING SYSTEM 

* SEEP,MULCH, FFATIUXi AMP WATFA /A OHF FAST FAST STFP. 
* FUMMATi IMF MFSS AMP PRO BUMS OF OS/MO STRAW 
* FAST. OAF MAM OPFAATIOH. SFFP AT 200* SO. FFFT PFA MM 
* UOMTWFiOMT. FA SI FA TO TAAMSPOAT. UHMATCHFP FEU ABILITY 
* FAST FHFH MIXMOt OSF WOOP OA PAPFA MULCH 

M A K E S E E D I N G A L A W N A S N A P 

With a Turbo Turf Hydro Seeding System, one 
man can seed a lawn in far less time than a 
crew did previously. Apply seed, mulch, and 
fertilizer in one fast easy step. The mess, dust, 
and complaints of straw are gone. Our owners 
tell us they get great results and love how much 
faster and more profitable their seeding jobs are. 

R E P A I R I N G A N D R E N O V A T I N G IS A B R E E Z E 

Repair and renovate a lawn in a fraction of the 
time with great results. Hard ground can be 
seeded without other preparation. Pointing the 
gun downward loosens the top 1/4" of soil and 
lets you virtually blast the seed in. Precisely 
seed any irregular areas. No heavy equipment 
to unload, Marking sprinkler head's are not 
necessary, any area can be seeded evenly. 

50 Gal. Systems (650 sq. ft.) $1295.°° 
150 Gal. Systems (2000 sq. ft.) S2795.00 

300 Gal. Systems (4000 sq. ft.) $3995.°° 

500 Gal. Systems (6600 sq. ft.) $4795.°° 
750 Gal. Systems f U acre) S7995.00 

1000 Gal. Systems <Va acre) S9995.00 

BADGER ASSOCIATES 
1 1 0 8 T h i r d Ave . N e w B r i g h t o n , P A 1 5 0 6 6 

4 1 2 - 8 4 6 - 0 6 7 0 1 - 8 0 0 - 8 2 2 - 3 4 3 7 FAX 4 1 2 - 8 4 6 - 3 4 7 0 

to achieve speeds necessary to run equipment 
such as chain saws," Seitz said. "The injection 
system needs to make from 100 to 200injections 
of fuel per second. To gain this rate, the fuel 
needs to be at 1,500 or more psi of pressure." 

To control exhaust, however, it is necessary to 
burn the fuel consistently. This was achieved by 
what Seitz called "skip-firing." When a user 
throttles up, the injector fires more often and as 
power drops, the injector fires the same amount 
of fuel per injection, but less frequently. 

The next step for this design will be determin-
ing how well it can be applied to a wide range of 
equipment, Seitz said. "Assuming we can get the 
financial support we need, we are looking at two 
years before we will be able to produce sample 
equipment for testing." 

SHHHHH. The convenience and time savings 
that a leaf blower provides on the job for lawn 
and landscape contractors is akin to the advent of 
the television remote control — one wonders 
how people got along without it for so many years. 

Initially popular in California to clean side-
walks and driveways of yard waste as an alterna-
tive to spraying water during the state's drought-
ridden years, blowers became highly productive 
and efficient clean-up tools for contractors. 

Despite this, local governments and grass 
roots groups in more than 200 communities in 
eight states have allied against leaf blowers — 
particularly the backpack, gas-powered models 
— due to the noise they produce at full throttle. 

Robin Pendergrast, president of International 
Marketing Exchange Inc., McHenry, 111., and a 
consultant to equipment manufacturer Echo, 
helps local landscape groups, dealers and con-
tractors fight off or reach a compromise with 
equipment ban groups. 

Pendergrast said that the industry needs to 
take the threat of equipment bans and restrictions 
more seriously than it has so far. "If the trend 
continues to grow across the country, the restric-
tions could go beyond blowers and into other 
types of equipment," he warned. 

HOT SPOTS. Pockets of communities have de-
veloped where individuals and groups are push-
ing relentlessly to get blowers out of the hands of 
contractors. The battles have been especially 
heated in Westchester County in eastern New 
York, where many of the towns and villages 
have instituted or are looking into restricting or 
banning equipment. 

The area is unique in that a well-organized, 
non-profit group called Project Quiet Yards has 
coordinated the anti-blower effort across many 
of the Westchester area communities. The group 
published a phone number to take noise com-
plaints, took out advertisements in local papers, 
publicized council meetings and kept the heat on 
local officials. 

In response, landscapes have worked with 
the same tenacity, attending meetings and lob-
bying with local town and village councils to 
limit restrictions and stop bans. 

The industry chalked up one big victory in the 
(continued on page 85) 
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card —one subscriber 

will kick off 1996 

with! $20,000 

professional products! 
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Rules 
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1. NO PURCHASE NECESSARY 

2. The coniest is open lo licensed lawn and 
landscape contractors, their employees and 
suppliers. Only persons who, as of the date of the 
prize drawing, are 18 years of age or older, with a 
valid driver's license, and are legal residents of the 
U.S. are eligible to enter. Entry cards must be fully 
completed. 

3. This sweepstakes is not open to employees or the 
families of all sponsoring firms, Lawn 8c landscape 
Maintenance magazine or other G1E Publishing 
Co. publications, and affiliated companies. 

4. Enter by completing and mailing the official 
entry form available in the monthly issues of l.awn 
8c landscape Maintenance magazine, or receive a 
valid entry form bv sending a postage paid envelope 
to Sweepstakes '95, c / o GIE Publishing. 4012 
Bridge Avenue, Cleveland, Ohio, 44113. Not 
responsible or liable for lost, late, stolen, mutilated, 
illegible, incomplete, postage due or misdirected 
entries. No mechanical reproductions permitted. 

5. PRIZE - $20,000 retail value of professional lawn 
and landscape products. The winner will be 
determined by a random drawing of all entries 
received by November 30, 1995. The winner will be 
announced and notified by U.S. mail a n d / o r 
telephone. Prize notification returned as undeliver-
able as addressed will result in an alternate winner 
being drawn and notified until a qualified entrant 

is awarded the grand prize. Only one grand 
prize will be awarded. 

6. No cash equivalent or prize substitution 
offered. Prize is not transferable. 

7. All federal, state a n d / o r local taxes, if any, are 
the sole responsibility of the winner. Winner 
will be required to sign an affidavit of eligibility 
and liability/publicity release (allowing the 
sweepstakes sponsor to use the winner's name 
and likeness for publicity purposes) as a 
condition of being awarded the prize. Failure 
to do so will result in an alternate winner being 
selected. 

8. Void wherever prohibited or restricted by 
law. 

9. Odds of winning will be determined by the 
number of entries received. All entries become 
the property of Lawn & landscape Mainte-
nance magazine and GIE Publishing Co. 

10. By participating, you agree to these rules 
and decisions of the judges which shall be final 
in all matters relating to this sweepstakes. 

11. To obtain the name of the winner of this 
sweepstakes, send a self-addressed, stamped 
envelope to "LLM Product Sweepstakes," 4012 
Bridge Ave., Cleveland, Ohio 44113, Attn: Fran 
Franzak. 

Winner will bz selected 

December 1995. 



S A F E T Y S T R A T E G I E S 

Good Safety 
Programs Are 

No Accident 
A serious 
investment in 
money; time 
and effort are 
necessary for a 
safety program 
to be successjul 
Several 
contractors 
share their 
successes and 
priorities. 

By Kevin 
Tanzillo 

SAFETY IS LIKE world peace. Everyone is in 
favor of it, but the real challenge is making it 
happen every day. 

For lawn and landscape contractors, that means 
devising some kind of plan to make sure employ-
ees remain safety conscious all the time. A sam-
pling of contractors shows that their plans range 
from nothing more than hiring safety-conscious 
people all the way to complex programs complete 
with prizes for avoiding accidents on the job. 

ACCIDENT PROOFING. The well-organized pro-
gram at Landscape Resources in Irving, Texas, 
developed out of a focus on safety that began about 
five years ago, after an alarming number of acci-
dents, explained Denis Byers, vice president. 

The company, with about 300 employees, fo-
cuses on commercial and residential maintenance, 
landscape installation, irrigation and renovation. 

"We developed our own safety video, in En-
glish and Spanish. It was professionally done, but 
with our employees," said Byers. 'That communi-
cates to anyone new to our company the same 
message about safety, whether it is handling lawn 
equipment or any other equipment we use. 

"That was probably the most effective safety 
training tool, but it wasn't reducing the number of 
workers' compensation claims. So we came up 
with a safety incentive program," he explained. 

Individuals and theircrews, or teams, earn "safety 
points" for each safe hour worked. Points can be 
saved for prizes or gifts. If a crew has an accident, 
team members lose that week's safety points. 

The company's employees' points are tracked 
weekly and the more points earned, the better the 
prize — all the way up to a stereo or television set. 
Another incentive is time off, Byers added. 

"We track the costs of claims, and if we stay 
below certain levels, we get additional days off at 
Christmastime," he said. 

A safety committee reviews any incident "from 
a preventive standpoint," Byers noted, and safety is 
discussed at any organized company function. 
Employees wear safety buttons based on annual 

themes suggested by employees. The winning 
suggestion is worth $100. 

In addition, tailgate meetings led by crew lead-
ers are encouraged at least weekly and safe drivers 
are saluted at an annual barbecue. In addition to the 
benefit of safe employees, Landscape Resources 
has seen its workers' comp premium costs tumble. 

"If we stayed at the rate of five years ago, we 
would probably be out of business now," Byers 
explained. "We would be paying excessive work-
ers comp premiums. This has given us the oppor-
tunity to use the savings for our safety programs 
and to help the bottom line." 

ENTHUSIASTIC EFFORTS. When it was time for 
Morin's Landscaping in Hollis, N.H., to establish 
a safety program, safety director Jim Moreau went 
about it methodically and enthusiastically. 

"In 1993, we consulted with a risk management 
specialist in safety for the construction and land-
scape companies. He came up with a program for 
a safety policy," Moreau said. 

"We also got input from other landscape compa-
nies around the country through the Associated 
Landscape Contractors of America. We put our 
policy together by mixing and matching different 
policies and programs." 

Morin's, a 17-year-old company, does design 
installation, irrigation, lawn maintenance and 
hardscapes, as well as operating a full-service gar-
den center. Seasonal employment peaks at about 
65 people. The company was an ALCA safety 
contest winner this year. 

"We abide by our rules and don't take a lot of 
guff," Moreau commented. "We pay a lot of money 
for safety equipment. It took me three days just to 
decide what kind of safety glasses to buy, because 
we wanted them to be somewhat fashionable so the 
guys would wear them." 

Morin's has general safety meetings for all em-
ployees once or twice a year. The number of 
accident-free days is posted constantly at the com-
pany and foremen, most of whom are certified in 
first aid and CPR, meet weekly on safety. 

t 
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Protective clothing and safety gear go hand-in-hand with instruction in 
the proper application techniques. Photo credit: Gempler's 

Moreau added that equipment 
maintenance is crucial. "Our equip-
ment has to be in tip-top working 
condition. We have two crack me-
chanics and we inspect our own 
fleet. Nothing goes out of this yard 
in unsafe condition." 

Personal protection also ranks 
high at Morin's. "We make sure 
everybody has disposable earplugs 
and we have chaps and helmets for 
any chain saw work. We make sure 
our guys work smarter, not neces-
sarily harder," Moreau said. 

He explained that his company 

has shied away from incentives. 
"Safety is a rule here and if it isn't 
followed, you are reprimanded. There 
is a warning the first time, a pink slip 
the second and the third time could 
be suspension or dismissal. We 
haven't had to get to that point." 

He noted that Morin's Landscap-
ing has benefited by as much as a 
30% savings on insurance costs since 
it instituted its own safety program. 

Moreau' s advice to other contrac-
tors is simple: "You can't be safe 
enough. You have to stick with a 
policy. You may think it costs you 

SAFETY RESOURCES 
SAFETY is becoming good business and several companies specialize 
in safety-related products and information. They can serve as valuable 
resources in designing a safety plan. Some have OSHA-certified spec-
ialists on staff who can recommend specific protective gear or training 
materials. The following includes just a partial list of such firms: 

• Lab Safety Supply is a direct marketer of safety equipment that has 
a 900-page catalog of items for personal and environmental safety, 
storage and information. The company, in Wisconsin, has a toll-free 
tech line (800/356-2501) taking calls from 6 a.m. to 9 p.m. central time, 
with 25 representatives answering product or compliance questions. 

• W.E. Chapps specializes in protective clothing that it manufactures. 
President Jim Carter explained that the company's line of one-size-fits-
all clothing is designed to be protective but cool and comfortable. For a 
catalog, call 904-761-2427. 

• Gempler's Inc. is a catalog house that sells personal protective 
equipment that protects pesticide applicators, and it has emphasized 
safety equipment for "people who get dirt under their fingernails" since 
1986, noted President Steve Schlecht. The Wisconsin company stocks 
more than 3,500 products sold through its catalog and toll-free number, 
800/382-8473. 

• Greenline Distributors markets safety manuals, how-to videos, 
notification signs, clothing and more via a 125-page catalog. Owner 
Lamar Smith said the Georgia company offers, among other products, 
a series of seven safety training videos and has a safety resource manual 
that covers the entire working environment, with safety plans and 
guidelines. Greenline can be reached at 800/356-0171. 

• Green Stuff Absorbent Products offers emergency response kits for 
use in case of a hazardous spill of pesticides or other toxic materials. 
Mike Kane, product manager of the Ohio company, said the kits "will 
put you into compliance with worker protection standards laws 
regulating personal protective equipment. We also sell all different 
types of absorbents." Green Stuff has a free video about its products 
and their applications. Call 800/294-4105. 

• Safety Wear is a distributor for approximately 1,500 different 
products for personal protection by catalog. "We've been serving the 
lawn and landscape market for about 2 1/2-years," noted Don Bender, 
controller. The Indiana company offers a full line of safety videos for 
sale or rent and also has OSHA-certified staffers to help in selection. 

"We carry products from head to toe," he noted. The firm also offers 
training seminars on general personal protection and work hazards at 
several locations in the Michigan, Ohio and Indiana areas. It can be 
reached at 800/877-3555. 

• LESCO Inc., Rocky River, Ohio, distributes safety clothing 
through its network of local dealers, who are trained to help contractors 
select the proper items, according to Jack Zeigler, product manager. 

"I'd say that in the last six years, sales of safety products have grown 
about 25 percent per year," he estimated. Zeigler attributed the growth 
to greater awareness of product liability. LESCO offers a catalog of 
safety products and can be reached at 800/321 -5325. 

too much to be safe, but it will be 
well worth the investment." 

SPREADING THE NEWS. Com 
mon sense and good fortune" get 
credit for the safety record at Jack-
son Inc. Landscape Contractors in 

Jackson, Wis., another 1995 
ALCA contest winner. 

"We have been very fortunate 
and have worked for most of 29 
years with very little incident," said 
John Lamm, president of the land-
scape contracting and maintenance 



company, which has about 25 em-
ployees at its seasonal peak. "How-
ever, in the last four to five years, 
we have really talked about safety 
and become more aware." 

Lamm's son, John Jr., is safety 
officer for the company, as well as 
a landscape crew leader. He makes 
sure all trucks and equipment are 
well maintained. 

The company puts everyone 
through regular two-hour training 
sessions on operation of trucks and 
front-end loaders. Employees also 
are required to view videotapes on 
safety practices and equipment op-
eration. There are regular safety 
talks and Lamm said any infrac-
tions are confronted on the spot. 

"We have had a lot of awards for 
safety and we don't take it for 
granted," he noted. "We send cop-
ies of awards and information about 
our people attending safety meet-
ings to our insurance agent. When 
the companies review that, it makes 
a difference." 

SAFETY COSTS MONEY. Preven 
tion is the number one thing. We try 
to keep the accident from happen-

ing," explained Ben Miller of 
Perma-Green Lawn Care Co. in 
Boise, Idaho. 

Miller is compliance and techni-
cal manager for the 17-year-old 
residential and commercial lawn 
and tree care company with several 

locations in the Northwest. Its sea-
sonal peak is about 170 employees. 

"Our record is really good. The 
employees know we will spend the 
money up front. Mike Spicer, our 
president, never says no to any-
thing safety-related," Milleradded. 

Two years ago, the company 
saw numerous back injuries and 
related workers' compensation 
claims, along with a lot of vehicle 
backup damage. Perma-Green 
countered that with extensive train-

ing and installation of vehicle 
backup alarms. In fact, the alarms 
resulted in a reduction in insurance 
premiums covering their cost. 

'This spring we had several new 
employees, so we dedicated the year 
to training," Miller said. "It doesn't 

matter so much what you talk about. 
What is important is keeping it on-
going, having a schedule and stick-
ing to it." 

For Perma-Green, training con-
sists of weekly sessions at each of-
fice location and a day's worth of 
training at all locations about every 
six weeks. The company uses 
ALC A training videos and its safety 
manual plus information from the 
Professional Lawn Care Associa-
tion of America. 

"We've seen the cost of acci-
dents go down," Miller stated. 
"Damage claims have gone down, 
especially ones that are employee 
self-inflicted. The money saved has 
made a big difference." 

Miller's advice is to get employ-
ees truly involved in the training 
and safety equipment decisions. 
"We have gotten to the point where 
our good employees are aware 
enough to teach safety to the new 
people on a regular basis." 

He pointed out that some Perma-
Green branches use incentives very 
successfully. The managers may 
give employees a short safety quiz, 
then give the winner a $20 bill he or 
she wasn' t expecting. "Do anything 
you can to keep employees' inter-
est up," he recommended. 

HIRING FOR SAFETY. For Ron 
Tatton, president of Erickson Land-
scaping in Salt Lake City, Utah, 
hiring well is the key to safety. 

Tatton's company, which does 
commercial installation, mainte-
nance and irrigation, has been in 
business aquarter century and peaks 

(continued on page 44) 

'You can't be safe enough. You have to 
stick wi th a policy. You may think it 

costs you too much to be safe, but it wil l 
be well worth the investment.' 

You C A N J u d g e a P r o g r a m By I ts N a m e 

ACTION PAK 
Green Industry Software • 
Covers every business need from prospecting to 
invoicing/accounts receivable. 

Improve management capability. 
Increase revenues thru higher productivity. 

• No prior computer experience necessary 
• Includes 30 minute personal training session 
• Tracks chemical quantities 
• Produces work bids 
• Easy customization 
• Powerful report generator 
• Advanced marketing features 

Call NOW to order the 60 day trial for only $49 
Greener Pastures Software ^ 

1-800-783-1069 
10 years in the Lawn Care Industry ^ 

Action Pak and Lawn Assistant are trademarks of Hawaiian Village Computer Software Inc. 

B U Y F A C T O R Y D I R E C T ! 

PRE-SEASON SPECIAL 

ONLY $749.00* 
"GUARANTEED LOWEST PRICE IN THE COUNTRY" 

6 Cu Ft Polyurethane Hopper-650 lbs Cap 
HD SEALED Motor - In Cab Electronic 
Speed Control - Stainless Steel Spinner 
Uses #1 or 2 Rock Salt and Calcium 
Chloride - Spread Width from 3 to 50 ft. 

ORDER NOW-TAKE 
DELIVERY BY OCT. 1,1995 

($100.00 Deposit Required) 
CALL FOR DETAILS 

Don't Forget To Call for Our FREE 95/96 
Snow Plow Parts Catalog for Western-Meyer 
Fisher-Polar-Gledhill - Swenson-Henke-Etc. 

CENTRAL PARTS WAREHOUSE 
1-800-761 -1700 



M o P e e e m e r g e n t I s Momje 

E f f e c t i v e O v e r . T h e T o p O f O r n a m e n t a e s 

T h a n S e j r f l a m . 

N o t h i n g makes you look bet ter as a landscape and 
lawn care expert than Surf lan* herbicide. 

From azaleas to zinnias, Surf lan is safe over the top 
of over 2 0 0 o rnamen ta l s , yet t o u g h on over 5 0 
annual grasses and broadleaf weeds. W i t h Surflan, your 
customers will see you as a fountain of hort icul tural 

DowElanco 
•Trademark of DowElanco 

knowledge. And your impatiens, geran iums and petunias 
will love the fac t t ha t you used Surflan. 

For f u r t h e r in fo rmat ion on Sur f lan, o r any o the r 
p r o d u c t in t h e extensive line of DowElanco p roduc t s , 
give us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always 
read and fol low label direct ions. Surflan 



Good Safety Habits 
(continued from page 42) 

at about 30 employees. It was an ALCA safety 
contest winner this year. 

"We make sure that drivers are competent," 
Tatton declared. "We check their driving records 
and make sure those who get behind the wheel 
are trusted employees." 

Attributing his company's success in part to 
luck, Tatton said he became more safety conscious 
about three years ago, when he heard horror 
stories from other contractors. 

"I became more conscious of my own people," 

he noted. "This policy has worked for us. The 
employees know safety is important and take it 
upon themselves to make it work." 

Tatton doesn't insist on tailgate-style safety 
meetings; the company does a yearly meeting for 
everyone and an orientation for new people. He 
pointed out that the company's enviable safety 
record resulted in lower insurance premiums. 

SAFE SUPERVISORS. At Oak Brook Mainte-
nance Co. in Naperville, 111., another ALCA con-
test winner, the safety message is pushed by crew 
leaders, noted Robert Winter, president. 

Oak Brook is acommercial maintenance com-

Grounds Crew. 

The Steiner turf tractor does the work of a dozen different 
turf maintenance machines. Its quick-change attachment system 
lets it mow, till, blow, chip, dig, aerate, compact , scoop, grind, 
sweep, trim, edge and manicure. 

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

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

Steiner Turf Equipment Inc. 
289 N. Kurzen Rd. 
PO Box 504 
Dalton OH 44618-0504 
(216) 828-0200 
FAX: (216) 828-1008 

STEINER 

pany with a staff of about 40. "The crew leaders 
are the real emphasis. As soon as they see some-
thing that is not correct, they instantly correct it," 
Winter explained. 

He bought the business in 1987, and two 
serious accidents that year resulted in high work-
ers' compensation premiums for a few years 
afterward. The safety emphasis has brought those 
premiums way down. 

ALCA has been a pace car on the road to 
safety and has given many contractors the nudge 
they needed to start their own safety programs. 
"ALCA has been active in safety as long as I have 
been with it, nearly 16 years," said Debra Atkins, 
executive director. "Wehaveasafety committee that 
has been very active and we sponsor an insurance 
program with CNA Insurance Companies." 

The organization has numerous safety publi-
cations, including a comprehensive manual that 
enables contractors to tailor their own safety 
programs. "We also have 100 two-minute safety 
talks, which are short safety awareness topics 
that a supervisor or foreman can use each morn-
ing," she pointed out. 

ASSOCIATION SUPPORT. ALCA s annual safe-
ty contest had the most participation ever this 
year, with 109 companies entering. 

That growing participation squares with a 
trend Atkins observed: "We see an increased 
awareness of safety, not only because of OS HA 
regulations, but as contractors realize how it 
affects their bottom line." 

Members' experience has shown that safety 
efforts do pay off. "You don't want any employee 
hurt; the more training and safety awareness that 
goes on, the more prevention will pay off," she 
added. ALCA safety program information is 
available at 800/395-2522. 

PLCAA provides a safety manual to new 
members, offers an instruction video on safe 
pesticide application techniques to members and 
nonmembers and includes extensive safety re-
lated material in regular newsletters. 

In addition, said Tom Delaney, director of 
government affairs, the association is working 
with the U. S. Environmental Protection Agency 
in a national stewardship program designed to 
lessen the risks of pesticides to the applicator, the 
public and the environment. PLCAA can be 
reached at 800/458-3466. 

The Professional Grounds Management So-
ciety also has videos and printed pamphlets, 
brochures and books on the subject of safety that 
are available to members and nonmembers. 

"We have three major manuals that are 'bibles' 
in the industry as far as safety and other informa-
tion," said John Gillan,executive director, noting 
that PGMS would like to focus more on safety. 
PGMS's safety information is available at 410/ 
584-9754. 

In addition to industry associations, several 
manufacturers, insurance companies and gov-
ernment agencies offer information on safety 
programs and providing adequate training. • 

The author is a free-lance writer based in 
NorwalK Ohio. 



3 F Y O U W A N T T O I K N O W H O W L O N G 

G A L L E R Y W O R K S T O P R E V E N T IB ROAD LEAF W E E D S , 

A S K S O M E O N E W I T H T I M E O N T H E I R H A N D S . 

A f t e r applying Gallery* p reemergence herbicide, you've 
got about 6 to 8 m o n t h s of good solid wa i t ing before 
you'll spo t t he e m e r g e n c e of any of over 9 5 d i f fe ren t 
broadleaf weeds. Even t he t ough ones like spurge , 
dandel ion and plantain. 

In fact, Gallery is the only preemergent on the marke t 
today tha t ' s des igned t o p reven t so many broad leaf 
weeds , yet is safe over t h e t o p of all t u r f g r a s s e s , 

DowElanco 

and over 4 0 0 d i f f e ren t spec ies of o r n a m e n t a l s . 
So now t h a t you have a litt le ex t ra t i m e on your 

hands, maybe you can ge t a round t o digging up even 
mo re business. 

For f u r t h e r in format ion on Gallery, o r any o ther 
p roduct in the extensive line of DowElanco 
products, give us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . ( i f l W B f ) ! 
Always read and follow label direct ions. 

•Trademark of DowElanco 



E X P O P R E V I E W 

OPEI EXPO 
Spreads 

Its 
Wings 

As the market for lawn and 
landscape equipment grows, so does 

interest in the International Lawn & Garden 
Expo, to be held this month in Louisville, Ky. 

This years show promises plenty of 
innovations for both new and 

experienced contractors. 

EXPO visitors will get many opportunities to try out equipment 
innovations at the huge outdoor exhibition area. 

IN ITS 12TH YEAR, the Interna-
tional Lawn & Garden EXPO con-
tinues to serve as a main gathering 
place for outdoor power equipment 
manufacturers, dealers, distributors 
and users. More than 25,(XX) at-
tendees are expected at the show, 
which will be held from Sunday, 
July 30th to Tuesday, August 1 in 
Louisville, Ky. A large contingent 
of lawn and landscape contractors 
will be among those thousands. 

The mix of visitors to last year's 

EXPO totaled approximately 20 
percent landscape and commercial 
mowing contractors, 44 percent 
dealers and retailers, 18 percent dis-
tributors, 11.5 percent manufactur-
ers' representatives, 3.5 percent 
equipment rental dealers and 3 per-
cent merchandisers/buyers. 

Traditionally, participants visit 
EXPO to "see new equipment," and 
this year's show promises a wide sel-
ection. Indoor exhibit space is ex-

(continued on page 48) 

EXPO A T T R A C T S 
C O M M E R C I A L EXHIB ITORS 

This year's show has attracted nearly 50 commercial-only exhibi-
tors. Add to that another 284 exhibitors showing both commercial 
and consumer products and there is a huge marketplace for a wide 
variety of landscape contracting products. Most commercial-only 
exhibitors follow: 

ARI Network Services, Inc EH 2157 
ATI Corporation EW 1063,1065 
AmeriQuip EW/R 1105 
American Isuzu Motors Inc., EH 2100 
American Lawn Mower Co EH 2240,2241,2242 
Bando American Inc EW 367 
Bunton Company SW 4350 
Clark Engineering Services EW 1306 
Classen Mfg. Inc EW 674 
Consolite Corporation EW 422 
Crenlo Inc EW 1308 
DewEze Mfg., Inc SW 3567,3569 
Direct Source EW 647 
DuraTech Industries Int'l EW 1084 
Easy Lawn Inc EH 2145,2146 
Erisco Industries Inc EW 661 
Hodges Mfg. Co SW 3490,3491 
Howard Price Turf Equipment, Inc SW 3375 
Ideal Computer Systems, Inc EW 542,544,546 
Jungle Jim's Accessory Products Inc EH 2063,2064 
Kart Marketing International EW 366 
F.D. Kees Manufacturing Co SW 3620 
Knott Brake Co EW 175 
Kut-Kwick Corporation EW 1224,1225 
LandTek EW/R 1013 
Lawn & Landscape Maintenance Magazine EW 387 
Maintenance Solutions Magazine EW 663 
McCanse Engineering Inc EW 1017,1019 
Multi-Ad Services, IncVCustom Marketing Resources Div EW 455 
Nelson Division Exhaust & Filtration Systems EW 569,571 
Powercom-2000, Inc SW 3535 
Parker Hannifin Corp EW 632 
Polecat Industries Inc EW/R 901,1000 
Quick & Easy Tire Products, Inc EW 474 
Ransomes - Cushman - Ryan SW 4465 
Red Wing Business Systems Inc., EW 649 
Riverside Gardens Inc EW 352 
Ross Operation Div. of Parker Hannifin Corp EW 632 
S & R Industries Inc EW/R 712 
Screentech, a division of Roeda Signs, Inc EW/R 1014 
Snapper SW 3410 
Strategic Weather Services EH 2052 
TGMI, Inc EW 568 
Trailmate SW 3810 
Turf & Landscape Press EH 2265 
Woodland Container Corp EW 468 
Yanmar Diesel America Corporation EW 666,668 



have the'ultimate productivity tool 
for turf and landscape maintenanc 
Fact is, if your crew is equip 
with anything less, they're 

Call 800 31WOODS for 
Mow'n Machine dealer 

Power Equipment Expo ¥>door Booth #4360, Outdoor Booth #7510 
U S . M A D E * " « V « « #43 



EXPO Preview 
(continued from page 46) EXPO '95 EDUCATIONAL SEMINARS 

THE OUTDOOR POWER Equipment Institute has 
scheduled two series of seminars during EXPO: PLUS 
seminars for professional landscapes and REAP 
programs for outdoor power equipment dealers. 

The PLUS seminars cost only $20 for the series of 
four and cover the following topics: 

• Recovering Overhead & Equipment Costs in 
Your Bids (Sunday) 

• Ask the Pros Panel Discussion (Monday) 
• Customer Service Tips for Your Crew (Tuesday) 
• Use Safety & Training to Protect Your Bottom 

Line (Tuesday). 
REAP seminars cost $30 for the series and include 

the keynote address, as well as the following: 
• MarketQuake 2010 (Sunday) 
• Marketing Smart Business (Sunday) 
• More Ideas to Increase Profits (Monday) 
• Finding, Motivating, Compensating & Keeping 

Parts & Service Personnel (Monday) 
• Serving the Commercial Customer (Tuesday) 
• Diversify or Die? (Tuesday) 
Other EXPO seminars will cover: 
• The Effects of Emissions Legislation on the 

Outdoor Power Equipment Industry 
• Maximizing Your Inventory Investment 
• Current & Future International Trends. 

pected to reach last year's level of 
256,000square feet. Nearly600exhi-
bitors are scheduled to participate. 

The outdoor exhibition area will 
offer approximately 560,000square 
feet of displays. It is especially popu-
lar because participants get the op-
portunity to operate new products 
and see them in action. 

Both commercial and consumer 
products are the focus at EXPO, 
and a majority of exhibitors will be 
showing products for both mar-
kets. As of press time, nearly 50 
companies will be exhibiting com-
mercial products only, joined by 
another 284 highlighting both con-
sumer and commercial products. 

A new innovation at EXPO '95 
will be the taping of a one-hour 
television special for the Home & 
Garden Television network. The 
program will be hosted by popular 
weatherman Willard Scott and will 
focus on the many new products 
featured at the show. Viewers can 
see the show on HGTV in late 
August or early September. 

PRODUCT MIX. In addition to in-
novative commercial and consumer 
products, this year's EXPO will 
again include the Rental Showcase, 
where a large number of exhibitors 
will display products found in rental 
outlets. Contractors looking for a 
temporary and inexpensive alter-
native to purchasing equipment 
may be interested in the landscap-
ing, light construction and mainte-
nance products available for rent. 

EXPO's Premiere Video The-
ater returns, where exhibitors' train-

ing and promotional videos will be 
on display. 

This year's event also reflects a 
growing international flavor, as 
nearly 25 foreign exhibitors par-
ticipate. That number is in addition 
to the many United States manu-
facturers who maintain facilities in 
foreign countries. 

Last year's top selling equip-
ment likely to repeat are: 

• Lawn mowers 
• Lawn mower accessories and 

attachments 

• Chain saws and accessories 
• Trimmers and accessories 
• Shop tools and equipment 
• Chippers, shredders and grinders 
• Replacement parts 
• Engines, batteries and supplies. 

MAIN MEETING PLACE. EXPO is 
free for those who preregister; on-
site registration costs $20. For more 
information on attending EXPO 
'95 or participating in specific pro-
grams associated with the show, 
call 800/558-8767. • 

M o r e g r a s s in o n e p a s s 
Brillion's new, improved Turfmaker Seeder helps you grow 
thicker, more uniform stands and save up to 5 0 % in seed costs. 
Its legendary precision seeding helps you get better seed/soil 
contact, increased germination, faster emergence and thicker 
stands all with one pass seeding. 
The Turfmaker is built tough for longer, more precise operation, 
featuring a heavier, more positive ground-drive system. A two-
piece seed shaft with center adjustment on the 10' model 
provides more precise seeding. Optional track remover kits, 
scrapers and seedbox agitator kits are available. 

For more information on Brillion's new, improved 
Turfmaker, send this ad with your name and address 
to Brillion Iron Works, Inc., Brillion, Wl 54110. 
Or call us at 414-756-2121 or fax 414-756-3409. 

In addition, metal deflectors are 6 8 % stronger 
and extend closer to the ground to guide 
seed between roller wheels for even 
seeding despite windy conditions. 
New glass-filled nylon seed meters 
ensure continuous accuracy. 

T u r f m a k e r S e e d e r s 
8 models, pull and 3 pt. hitch 
5'4", 8', 10' and 12' models 



When you think you need 
Roundup, try REWARD®. 

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 
residential and commercial turf, 
greenhouses and nurseries, in right-
of-ways — wherever you have a 
weed problem. REWARD is especial-
ly good for spot treatments, edging, 
tree wells and other areas where you 
need quick, effective weed control. 
Unlike other herbicides, REWARD 
can be used in both aquatic and 
grounds maintenance situations. 
Plus it's rainfast in only 30 minutes. 

lso with REWARD, there's no worry 
®out the surroundings. It stays 
.here you spray it, controlling 

weeds without affecting non-target 
vegetation, fish and other wildlife. 

NO WAIT. NO WORRY. 
W W . 

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

For more information, contact 
your distributor or call Zeneca 
at 1-800-759-2500. 

Always read and follow label directions. 
REWARD* is a trademark of a Zeneca Group Company. 
Roundup is a trademark of Monsanto Company. 
©1995. Zeneca Inc. A business unit of Zeneca Inc. 

Z E N E C A 
Professional Products 



E Q U I P M E N T M A I N T E N A N C E 

Engine 
Burnout Blues: 

Are Replacements the Cure? 
JEFF BARTELS, as maintenance 
division manager at Northwestern 
Landscape Co., Puyallup, Wash., 
makes decisions for a large com-
pany that can't afford downtime. 

When shop equipment suffers 
from burnt-out engines, he doesn't 
mess around with rebuilding en-
gines. "We buy new replacement 
engines 90 percent of the time. We 
short block the other 10 percent. 
We have found little satisfaction in 
trying to recondition the engine," 
he said. (A short block is the guts of 
an engine, to which the flywheel, 
carburetor and other components 
must subsequently be attached.) 

In the trade, such downtime is 
called "blowing an engine," and, 
although most contractors would 
rather not admit it, dumb mistakes 
cause many of them. The classic is 
one is the employee who forgot — 
for two months—to change the oi 1. 

These casual blunders range from 
forgetting oil changes all the way to 
putting the wrong kind of fuel in 
the mower or other power tool. 

THE APPEAL OF BUYING NEW. 
"If that engine is blown or is worn 
out, we find no point putting new 
rings in and all that," Bartels noted. 
"Instead of trying to rebuild or get-
ting it machined, we buy new." 

All his repairs and engine instal-
lations are done in house. 

"My number one concern," he 
explained, "is getting the thing up 
and running. If we don't have good 
equipment, we don't make money. 
Instead of sending the engine out 
for two weeks to get rebuilt, I'd 

When an engine goes, you9 re faced 
with a tough choice. Should you short 

block, recondition or replace it? Several 
contractors weigh the options. 

By Bob Gitlin 

Kohler's application engineering laboratory includes the 'hot room,' 
where engines are tested at simulated high temperature conditions. 

rather spend the extra hundred 
bucks getting the new one in and 
getting the machine back out there." 

New engines are put in blowers, 
edgers, weedeaters, and hedge trim-
mers, as well as mowers. 

Travis Shopshire, service me-
chanic at Northwestern, is the man 
who does the re-installation work. 
He uses 3-hp Briggs & Stratton 
replacements on power trim edgers 
and hedge trimmers, and 12-hp 
Briggs units on midsize mowers. 
The engines are vertical stroke and 
gas fueled. All but two (electric 
start) are pull start. 

He's been alternately rebuilding 
and replacing motors on the smaller 
equipment. But he's come to the 
point where he said there's no point 
rebuilding an edger engine. 

The job is easy enough: the four 
bolts in the throttle cable come right 
off. "Usually when those go out, 
they break a crankshaft or rod," 
Shopshire said. "It's a lot easier to 
order the short block. 

'To rebuild, you' re going to have 
seven hours tearing it apart, rebuild-
ing it, putting it back together, plus 
the price of parts. And when we 
need something around this place, 
we need it yesterday. It's not worth 
trying to recondition or refurbish, 
particularly as the replacements are 
so inexpensive," he added. 

#F0ULING PLUGS/ When mower 
engines wear out, usually they start 
"fouling spark plugs" because 
they're burning so much oil, 
Shopshire explained. 

(continued on page 52) 



T H E R E ' S 

BIG 
OPPORTUNITY 
IN LITTLE 

BUGS 

.50% Dursban. 
97% Dursban 
2 .32% Dursban 

So many bugs. So many customers w h o need to keep 
those bugs out of their homes. Such a b ig oppor tun i ty 
to expand your business. Isn't it t ime to expand your 
lawn care business to include an effective per imeter 
treatment system to keep your customers satisfied? 

The Anderson's Dursban® 
Perimeter Treatment System 
is the opportunity you've 
been looking for. 

O DowElanco 

Dursban 
'Trademark of DowElanco 

the professionars 
partnerR 

The 
Andersons 

Lawn Products G r o u p 
P.O. Box 1 1 9 , 

M a u m e e , O H 4 3 5 3 7 

For more information 
call toll free 

1 -800-225-ANDY 



ENGINE 
OPTIONS DRIVE DECISIONS 

THE BEST RULE of thumb when determining whether to buy new or 
to rebuild the old engine is this: If a rebuilt engine would cost you two-
thirds of what a new engine would cost, buy the new engine. 

Engines in the lawn service market break down into two basic power 
types: two-cycle and four-cycle. Two-cycle engines mix oil with the gas 
and have no crankcase. 

There are a lot of things to consider when choosing a replacement 
engine, such as: 

• Is it powered by gas, diesel, propane, electricity, or batteries? 
• How is it cooled? 
• How much horsepower does it deliver? 
• How many cylinders does it have? 
• How is its crankshaft configured? 
• How does local legislation affect engine use, in terms of noise or 

other potential pollution? 

Normally his lawnmower en-
gines last from two to five years, he 
estimated. "Each mower is used, on 
average, at least 30 hours a work 
week, and is deployed at least six 
months of the year. A mower can 
be pushed well beyond 40 hours a 
week in peak season." Mowing in 
his part of the Northwest takes place 
all year, except for a slight scaling 
back during the slower winter 
growth period. 

Shopshire estimated it takes 
about two hours to pull out an old 
midsize mower engine and put in a 
new one. 

"We have 36- and 48-inch walk-
behinds that we do this to," he 
explained. "We have to take all the 
belts off the bottom of the motor. 
Then we have to remove the pul-
leys or anything else that may be 
attached underneath the deck. We 
disconnect the throttle cable via the 
attaching bolts, and the engine 
comes off." 

When that is done, the process 
reverses itself. 

Sometimes, Shopshire hangs 
onto the good parts in hopes of 
assembling an engine from scrap to 
be used like a shop spare tire, in the 
event of an emergency. 

But often the old engine is sim-
ply thrown out. 

"Usually there's not a whole lot 
left that's any good," he noted. "We 
have a man that comes around ev-

ery two weeks to buy all of our 
scrap iron and other metal. He re-
cycles it." 

It's a convenience to be able to 
unload what constitutes junk to 
someone willing to bear the costs 
of removing it from the property. 

REBUILD OR RECONDITION. When 
it comes to replacement engines on 

fleet machinery ranging from blow-
ers to lawn mowers, other mainte-
nance operators adhere to criteria 
different than Northwestern's shop 
management follow. 

Sometimes, those decisions are 
based on time factors, the need to 
get maximum productivity from the 
equipment at hand or the perception 
that one method over another is the 
right way to get the job done. 

One example where the bottom 
line ranks higher than time con-
straints is at Case Western Reserve 
University, Cleveland. John Mich-
alko, superintendent of landscaping 
and grounds tries to avoid buying 
new replacement engines. 

"We order a short block of what 
was already in there," he said. 

Sometimes, if that won't work, 
Michalko will send engines out to 
be reconditioned. 

"We have a mechanic in house," 
he explained, "but he maintains a lot 
of other things besides our equip-
ment. So there are times when we' 11 
send it back to the manufacturer 
through a local distributor and have 
them work on it." 

(continued on page 56) 

I S U Z U 
American Isuzu Motors Inc., Engine Operations 

New L series engines. 
24hp, 30hp, 40hp compact, lightweight 
engines under 300 lbs. 

Quiet • Quick Starting • Easy Access for Maintenance 
Environmentally Friendly • Light & Compact for More Universal Adaptability 

Engines from 11 to 315 hp serving . . . 
• CONSTRUCTION • AGRICULTURE • FORESTRY • LAWN & GARDEN • 

MINING • MARINE & • AVIATION GROUND SUPPORT 
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Outfront Reachability 

Angle Dozer Blade 

Zero-radius Maneuverablility 

and Now 
Combo Mulching Deck! 

Snowthrower... plus Cab Enclosure Rotary Brooms 

HRflSS 
Vacuum Collection New Dethatcher... plus Sunshade 

to Side Discharge 

to Down Discharge™ Mulching 

rJlJJ 

Quik-D-Tatch Vac® 
Grasscotching System 

UUtt 
WILL CHANGE YOUR MIND ABOUT WHAT A MOWER CAN DO. 

When it comes to mowing, Grasshopper zero-radius 
outfront mowers make all the moves you need for 
unparalleled maneuverability, reachability and timesaving 

trimability. But now, unequaled selectability lets your 
mower handle more grounds maintenance jobs with 

the same machine. 
) The new Quik-D-Tatch® Combo 
Mulching Deck lets you convert in 

minutes from mulching to side 
discharge or vacuum collection 

using the same 44", 48", 52" and 61" 
First to Finish... Built to Last 

GRASSHOPPER' 

converts from mulching to side discharge. 
Choose your power from nine engine models, 12.5 to 

28 hp, gas or diesel, air-cooled or liquid-cooled. Add a Quik-
D-Tatch Vac® grasscatching system or other Quik-A-
Tatchments1M you need for year-round grounds maintenance 

jobs, including the new dethatcher and bed 
shaper. A new Quik-D-Tatch® mounting 

system lets you remove decks and add 
attachments in minutes without tools. 

Call for a demonstration today. 
It will change your mind about 

what a mower can do. deck. A 72" Combo Deck also 
YOUR NEXT MOWER 

©1994, The Grasshopper Company 





If ever this world had a source of 

tough and rugged power, you're 

looking at it. The Chevy Kodiak is 

pure, hard-working muscle ready 

to fill your needs. From a Class 5, 

18,000 lbs GVWR to a Class 8 

capacity of61,000 lbs GVWR. 

So it's no coincidence that 

some of the industry's most 

advanced thinking lies behind 

Kodiak's bumper, in both regular 

and LoPro configurations. 

Underneath sits a full-depth 

C-channel frame, originally 

designed for Class 8 heavy duty 

applications and rated from 

50,000-psi to a heat-treated 

110,000-psi. Again, you decide. 

And when it comes to power, as 

it normally does, you can choose 

gas or diesel. Opt for Kodiak's 

CAT® 3116 diesel with a fully 

integrated turbocharger and 

command up to 275 horsepower 

with torque curve to match. 

See your Chevy Truck dealer 

or call us at 1-800 TO CHEVY 

(1-800-862-4389) to inquire 

about a power plant of your own. 

Chevy. The trucks that work. 

The trucks that last. 

Chevy Trucks 



The dozen or so mowers in his 
fleet top out at 60-inch units in both 
walkers and riders. 

OPERATOR ERROR. Usually the 
problem with engine breakdown is 
something like the employee never 
checked the oil. It's usually an opera-
tor problem," Michalko commented. 

His mechanic follows standard 
mower-engine maintenance, setting 
his schedule by the number of total 
hours during which the machine is 
run. "We try to change the oil fre-
quently, either every week or after 
40 hours," he noted. 

He's never had to buy a new 
engine, he said. He attributed this to 
his shop's regular replacement of 
equipment on a seven-year rota-
tion. With short blocking and occa-
sional reconditioning, "the engines 
have held up for us," he noted. "It 
has to do with our maintenance pro-
gram, I really believe. We're strict 
and have limited mess-ups." 

Mark Neidich, fleet manager at 
Groundmasters Inc., Cincinnati, 

Ohio, has also used short blocking 
and rotating mowers so that the 
firm hasn't needed replacements. 

Replacing mower 
engines can be a quick 
solution to a production 
bottleneck. Photo credit: 
KohlerCo. 

"We've never done a to-
tal replacement yet with a 
new engine on a commer-
cial walk-behind," Neidich 
recalled. "I allow myself 
two options: short block 
or complete replacement." 

SHORT BLOCK VS. NEW. 
Malfunctions on low-hour 
engines generally happen 
because of operator ne-
glect. The classic story — 
known to all grounds-
keepers — is of the opera-
tor who didn't tell anyone 
about an oil leak, causing 
the engine to bum up. In 
that case, Neidich would 
short block. 

But on the other hand, 
on a high-hour unit already 

showing worn recoils and other 
components, replacement might be 
called for, he countered. "I'd shop 

for the best price and always buy 
from a reputable local dealer I know 
— I would never buy out of state. 
I'd make sure there's a good war-
ranty. And the main thing, I'd want 
to replace my engine with the same 
thing that was there before." 

But don't OEM imitations do 
the job? Aren't there crossovers 
that have the same specifications? 
Neidich said he'd go that route only 
if the manufacturer made the wrong 
choice of engine on the original 
machine. 

This was once with case, he 
added, when a certain manufac-
turer's 12-hp engine on a walk-
behind kept burning up within a 
single season. "We immediately 
replaced them with another 
company's 12 1/2-hp engine and 
solved the problem," Neidich noted. 

PREMIUM MARKET. According 
to George Thompson III, spokes-
man for Briggs & Stratton Corp., 
Milwaukee, Wis., engines that 
would be purchased by mower 
operators are pretty rugged and so-
phisticated. 

(continued on page 58) 

ONE TOUGH STAKE BODY 
B U I L T W I T H R E A D I N G Q U A L I T Y 

Premium materials, superb craftsmanship, and state-of-the-art production techniques make 
Reading stake bodies the professional's choice. Reinforced heavy-duty 
steel understructures deliver maximum durability and safety. 
Pressure-treated wood floors protect against rot and 

^ termite damage. Rugged stake racks lift 
out individually for easy loading. And 
all steel racks receive the unique 

Lectro-Life® immersion priming 
and Poiver Coat™ painting for a finish so tough, 
they're backed by our exclusive 3-year limited 
warranty against rust and corrosion. Now that's 
one tough stake body. Call us today for the 
name of your local Reading distributor. 

Rea*9ii& 
Reading Body Works, Inc., 
P.O. Box 650, Shillington, PA 19607 
(800) 458-2226 
(610) 775-3301 • Fax (610) 775-3261 

1995 Reading Body Works, Inc. 
Uxtro-Li/e and Reading arc registered trademarks and 

Power Coat is a trademark of Reading Body Works. Inc. 



Show insects 
it's not 
their turf. 

Introducing NEW ASTROM 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! 

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. ^ ^ " I S J I ^ U ® 
• YES I'd like an information packet. R W R ^ 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 „ ^ u s 

P.O. Box 16170 
St. Louis, MO 63105-9713 1-800-528-8873 

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

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



He also said that the rule of re-
placing with the original generally 
holds true. But it depends. 

"Sometimes we're running a 
special ora 'push' on a new product 
that has all of the same specifica-
tions as the original," he said. 

"Many of our new premium en-
gines for the commercial lawn care 
market were designed to retrofit 
pieces of equipment that they nor-
mally would not have been used on 
in the first place." 

MAKE SURE IT FITS. Silly as it 
sounds, mistakes are sometimes 
made when lawn and landscape 
maintenance contractors try to put 
replacement engines where they 
don't fit. 

"The number one thing when 
buying a replacement engine is 
making sure it fits," Thompson rec-
ommended. "Otherwise, you're 
messing around trying to make it 
fit, and running the risk of changing 
the configuration of the product, 
which may cause repercussions." 

For commercial midsize lawn-
mowers —the category of replace-
ment engines that comprises the 
biggest cost to the lawncare indus-
try — replacements break down 
into side-valve and overhead-valve 
models, he added. 

"With us, you're talking about 
the high end side-valve, four-stroke 
engines, or the premium overhead-
valve twin cylinder. We have basic 
OH Vs (overhead valves) and OH V 
twins." Those engines have the 
properties of long life, low mainte-
nance and lower emissions, Th-
ompson added. 

POINT OF NO RETURN. "Profes-
sional lawn care operators will buy 
a new commercial-grade engine 
when major components such as 
the shaft or cam break down, or the 
engine block cracks," said John 
Helderop, national sales manager 
at Kawasaki Motors Corp., Grand 
Rapids, Mich. 

"Assembling all the new com-
ponents and trying to rebuild will 
cost you as much as buying a new 
engine," he pointed out. 

Those people, Helderop said, are 

in the market for 12- to 14-hp en-
gines, either side valve or overhead 
valve. 

PRICING FACTORS.Placing prices 
on replacement engines is a tricky 
enterprise, said Cam Litt, product 
manager for twin cylinder engines 
at the engine division of Kohler 
Co., Kohler, Wis. 

"We supply engines in the 5- to 
25-hp range," Litt explained. "We 
supply vertical shafts starting at 11-
hp and going up to 25-hp. Most turf 
applications involve the vertical 
shaft, but there are horizontal shafts 
in the larger horsepowers." 

His company does not make any-
thing in the small commercial walk-
behind or consumer area, he added. 

"We're talking starting at 37-
inch mowers for the big guys. 
There's a difference in how an en-
gine is manufactured if it's for the 
homeowner market," Litt said. 

Commercial engines, like most 
commercial equipment, are de-
signed for more heavy duty use and 
long, hard wear. 

"Every OEM requires something 
different from us," he said. "We 

build up to their specifications. We 
might supply the muffler—orthey 
might. It's the same with the oil 
sentry system, the air cleaner, the 
engine monitor controls, and other 
components. 

"It's a little deceiving when you 
talk price in the aftermarket," he 
explained. 

When a manufacturer, such as 
Kohler, offers a replacement en-
gine for a midsize commercial walk-
behind, the company is guarantee-
ing to offer an engine built exactly 
the same way, Litt noted. 

"We're a little higher priced than 
most people," Litt said. "We offer 
three-stepdistribution, which causes 
our list price to be higher" than 
other makes. 

An average price range for an 
electric or recoil-start 14-hp replace-
ment engine may be from $600 to 
$1,000, he said. That is a typical 
size and style of replacement en-
gine used by many lawn mainte-
nance contractors. • 

The author is Contributing Editor 
of Lawn & Landscape Mainte-
nance magazine. 

Has Your Paperwork Grown 
Out Of Control? 

Come down off the ceiling. With CLIP, the 
Computerized Lawn Industry software Program that 
chops through mountains of paperwork in just minutes 
a day. 

CLIP handles all the jobs that pile up fastest. 
Routing. Billing. Financial reports. Scheduling. And 
best of all, it makes your business more profitable. 

By performing accurate job costing, CLIP shows 
which lawns you're losing money on. So you can 
drop them or raise rates. Now you'll make money on 
every job, every time. 

More Reports. CLIP now gives you more 
reports and reporting functions. And only CLIP'S 
"Custom Report Writer" lets you make up custom 
reports with your own data. 

Improve your Marketing. CLIP's powerful 
Mail-Merge functions allow you to export the new 
season's proposals to your favorite word processor. So 
your new proposals will be the easiest and most attrac-
tive ever. 

Our Easiest Version Yet CLIP's menus guide 

ton CD 

n o» Mailable' 

13 - - - -i 13 - - -1 

• 

- - -1 

• 

• Extended support hours 

• Quarterly training seminars 
• New leasing option available in '95 
• Over 1,600 active users throughout the U. S. 

and 3 foreign countries—references available 
• Windows version available in '95 
Put some space between you and the ceiling. 

Call CLIP today. 

you each step of the way. Our four-hour video 
tutorial gives you a complete mini-course. The 
CLIP helpline is always available. And our 
CLIPnotes newsletter helps you get the most 
from your business computer. 

Now available: 
• Toll-free support 

rr 
Specify 
IBM disk size 
when ordering. 

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

1-800-635-8485 

GZ3/ZP -Cuts Paperwork Down To Minutes A Day. 
©1994 Sensible Software Inc.. I876I N. Frederick Ave., Suite F, (iaithersburK. MI) 20879, (301)330-0604 



Achieve environmentally 
responsible insect control! 

Are you concerned about env i ronmenta l protec-
t ion, app l i ca to r safety , a n d e f fec t i ve con t ro l of 
harmful insects? Then try Mauget In ject-A-Cide 
AV insecticide. 

Premeasured doses of In ject-A-Cide AV are in-
j e c t e d d i r ec t l y in to t h e t r e e ' s x y l e m t i s s u e s . 
There 's no waste, spil ls or off- target appl icat ions. 
Because it is a c losed sys tem, each appl ica tor 
helps to protect the env i ronment every t ime an 
appl icat ion is made. 

Mauget Inject-A-Cide AV may be sold only where a state registration 
has been issued. Protective eyewear and chemical resistant gloves 
must be worn while handling or installing the capsule to prevent acci-
dental contact with the eyes or skin. Always read and follow label 
directions. ©Copyright 1995, J. J. Mauget Company. 

Low doses of In ject-A-Cide AV control harmful in-
sects that d a m a g e many economica l ly important 
shade t rees and ornamenta ls . 

In ject-A-Cide AV is accep ted by t rees so prompt ly 
that any professional t ra ined to apply Mauget mi-
cro inject ion products can conf ident ly use it in most 
sensi t ive si tuat ions. 

Cal l your Mauget distr ibutor today. Ask about new, 
fu l l -season Inject-A-Cide AV. 

snVclrces 

J. J. Mauget Company 
2810 N. Figueroa Street 
Los Angeles, C A 90065 

1-800-TREES-RX trrr injectors 



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

Backflow Preventers: 

Gatekeepers 
Of Irrigation 
Water 

Prevent costly 
and possibly 
dangerous 
contamination of 
water systems by 
using backflow 
preventers. 
Four basic 
configurations 
can prevent 
problems on 
almost any 
irrigation 
system. 

Bx Luke Frank 

WE USUALLY take a cool, re-
freshing glass of water for granted. 
Just open the tap and out it comes. 
But there have been incidents, some 
of them fatal, where that tapwater 
was not so refreshing. 

For example, several nurses 
working in a hospital in Michigan 
complained of rusty water stream-
ing from the drinking fountain. Two 
doors down from that fountain was 
the autopsy room, where spray 
hoses, laying in a sump used to col-
lect cuttings and wash organs, pro-
vided a conduit for backsiphoning 
"nonpotable" water into the hospi-
tal water system. 

Another more appealing ex-
ample occurred in 1970, when the 
water supply valve at a winery in 
Ohio was inadvertently left open 
after flushing wine-distilling tanks. 

During the subsequent fermenting 
process, hearty burgundy wine 
backflowed from the vats into the 
city main and out of kitchen faucets, 
simply because the distilling tanks 
were operating at a pressure higher 
than the city water supply. 

IRRIGATION'S ROLE. It is esti-
mated that more than 10,000cross-
connection incidents occur in the 
United States every day, according 
to Morgan Howard, director of sales 
and marketing for Wilkins Divi-
sion, Zurn Industries, Paso Robles, 
Calif. Backflow is a potentially se-
rious hazard for irrigators and the 
industry has had its incidents, too. 

Yale University's football team 
canceled an entire season when ir-
rigation water that had puddled 

around the sprinkler heads back-
siphoned into the potable system 
through an unprotected cross-con-
nection. A mainline repair had cre-
ated a vacuum on the supply line, 
and when water service resumed, 
the team showered in and drank 
water tainted with hepatitis germs. 

Even though an irrigation sys-
tem delivers potable water to land-
scape, it is subject to contamina-
tion. Irrigation water puddled 
around sprinklers slightly below 
grade can contain residual land-
scape pesticides, fertilizers and ani-
mal feces. 

"New technologies like smaller 
residential/commercial injectorsys-
tems that apply fertilizers through 
an irrigation system can make the 
hazards of irrigation systems higher 
still," stressed Tony Arthur, national 
sales manager with Watts Regula-
tor, Lawrence, Mass. 

Understanding how a backflow 
condition is created is the key to ap-
plying the appropriate technology. 
There are specific mechanized 
backflow preventers for distinctive 

types of backflow conditions. 
"Your local water purveyor sets 

the minimum backflow standards," 
explained Steve Govero, national 
sales manager for Conbraco Indus-
tries, Matthews, N.C. "They will 
specify the type of backflow 
preventer to use and who must in-
stall, inspect and maintain it." 

Those specifications vary from 
jurisdiction to jurisdiction andean lit-
erally change by crossing the street. 

TAPPING INTO A SYSTEM. Any 
connection between the potable 
water supply and a source of con-
tamination, like an irrigation sys-
tem, is called a cross-connection. If 
the flow of water is reversed from 
an irrigation system back into the 
potable system at the point of the 
cross-connection, it creates a 
backflow condition. 

Because chemicals used in the 
landscape can be aspirated into irri-
gation systems, many jurisdictions 
are compelled to declare them high-
hazard cross-connections. But in 

(continued on page 62) 

Backflow preventers protect potable water systems. Photo: Febco 



Confidence 
for Today's 
Environment 
You want your customer to be confident 
in you and the insecticide you use on her 
lawn. With SCIMITAR® turf and orna-
mental insecticide you can be confident 
that it will do the job quickly and without 
problems for today's environment. 

Plus, you now have a choice of two 
easy-to-use formulations—SCIMITAR WP 
in convenient water soluble packs and new 
SCIMITAR CS liquid. 

New SCIMITAR CS—capsule suspen-
sion—is a timed-release, water-based form-
ulation that provides both quick knockdown 
and extended residual control without 
harm to turf and ornamental plantings. 

Applied at a much lower rate than 
other popular insecticides, SCIMITAR 
delivers excellent control of major turf 
and ornamental insects in seconds. Pests 
like mole crickets, chinch bugs, sod web-
worms and fire ants. And without the odor 
that often raises a customer's concern. 

A non-restricted use insecticide, 
SCIMITAR gives your customer confi-
dence for today's environment. 

For more information, contact your 
Zeneca representative, or call 
1-800-759-2500. 

Always read and follow label directions carefuHy. SCIMITAR * is a trademark of a Zeneca Group Company. 

r i taMR unit of Zeneca Inc ©Idys. Zencca Irn 

Scimitar 

ZENECA 
Professional P r o d u c t s 



Different backflow preventer assemblies can protect against backsiphonage or backpressure, depending on 
the system's configuration. Photo credit: Wilkins Regulator, Zurn Industries (left) and Febco (right). 

Backflow Prevention 
(continued from page 60) 

other areas, residential irrigation 
systems are considered low-haz-
ard. Regardless of its classification, 
every irrigation system must have 
an approved backflow preventer at 
the cross-connection point. 

Backflow is created by two basic 
conditions—backpressure or back-
siphonage. Backpressure is the flow 
from a pressurized system through 
an unprotected cross-connection 
into the potable water supply. This 
occurs when more pressure is gen-
erated in the nonpotable water sys-
tem than the potable system by a 
pump or by elevation differences. 

When a change of system 
pressure causes the pressure at the 
supply point to become lower than 
the pressure at the point of use, the 
nonpotable water can be back-
siphoned into the main supply line. 

The type of backflow preventer 
needed is based on the degree of haz-
ard of any substance which can flow 
into the potable water supply. 

A pollutant is considered an im-
pairment of the water's quality that 

does not create a public health haz-
ard but may produce discolored or 
bad smelling water. A contaminant 
is a health hazard that can cause 
illness or death when ingested. 

BACKFLOW ASSEMBLIES. Pollut-
ants can be controlled at the cross-
connection by one of several me-
chanical backflow preventers, in-
cluding vacuum breakers (hose-
connection, atmospheric or pres-
surized), double check valve as-
semblies, dual check valve assem-

blies and reduced pressure prin-
ciple assemblies. 

The garden hose is the most com-
mon form of cross-connection. It 
can easily be connected to the po-
table water supply and used for a 
number of potentially dangerous 
applications. Hose connection vac-
uum breakers contain a spring-
loaded check valve that seals against 
an atmospheric outlet when under 
pressure. If water is not flowing 
from the hose bib, the check opens 
and vents to the atmosphere. 

These devices should be installed 
above the highest usage point and are 
only effective against backsiphon-
age and not backpressure. "Backflow 
preventers on hose bibs are almost 
always required for new construc-
tion and to close escrow on an exist-
ing home," Howard pointed out. 

Atmospheric vacuum breakers 
are designed to prevent backsiphon-
age of contaminants but will not 
protect against backpressure. When 
the irrigation system is pressurized, 

(continued on page 87) 

WITH THE 
GATOR MULCHER 

YOU'LL EAT THE 
COMPETITION ALIVE! 

Designed for the professional 
landscapes the G A T O R M U L C H E R ™ 

offers outstanding performance 
at a sensible price. 

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

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

distributors 

GATOR MULCHER" 
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Frederick Manufacturing, Corp. 
Kansas City, Missouri 

Power Equipment 
Expo Booth #1086 
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• Landscaping • Barnyard Cleaning 
• Composting • Water Harvest 
• Gardening • Bulb Digging 
• Treasure Hunting • And More... 
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800-997-4373 [PROTECTION 
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We'll keep the pesticide industry from 
becoming a victim of air pollution. 

Ahh, television news in 
the 90s. 

Tabloid journalism has 
sneaked its way onto the air-
waves. And the pursuit of facts 
seems to have been replaced 
by the pursuit of ratings. 

So the specialty pesticide 
industry needs a media watch-
dog that not only watches. But 
that also takes action. 

Fortunately, we have one. 
RISE. Responsible Industry 

for a Sound Environment. 
RISE is a coalition of manu-

facturers, formulators and dis-
tributors from all areas of the 
specialty pesticide business. 

In addition to promoting 
environmental stewardship, 
RISE makes sure the media 
doesn't report misinformation 
as fact. 

We also hold editorial 
meetings with media decision-
makers. And respond to nega-
tive articles or broadcasts 
that are incorrect. We've been 
very successful so far. Not 
suprising considering what 

our most powerful weapon is. 
The truth. 
Of course, there's still a lot 

more work to do. But rest 
assured, RISE is up to the task. 

Because we know if we 
eliminate air pollution, the 
pesticide industry can breathe 
a lot easier. 

kpNtthdMrkfiSoHlEmrMHl 

1156 15th St., N.W., Suite 400, 
Washington, D.C. 20005. ©1995 RISE RISB-0047-2 



TURF RESEARCH 

Tracking the Fate of 

Nitrogen in Turf 
New research shows that nitrogen applied to a dense, 

well-maintained turf is used up quickly, with little leaching deeper into the soil. 

By B. E. Branham 

Before starting a series of fertilizer applications, Michigan State University researchers 
install lysimeters to monitor nitrate leaching over a three-year period. Photo: Branham 

NITROGEN is the most 
commonly used agrichemi-
cal in managed turfgrass 
systems and it is safe to as-
sume that most lawn main-
tenance companies owe their 
existence to nitrogen. Yet 
many contractors who use 
nitrogen on a regular basis 
may not have a thorough 
understanding of what hap-
pens to nitrogen after it is 
applied to turf. 

Applied nitrogen can be 
converted into organic mat-
ter and serve as long-term 
storage of nitrogen in the 
soil. But organic matter for-
mation cannot go on indefi-
nitely, or eventually all of 
our soils would turn into 
peat. So at some point, an equilib-
rium is reached and organic matter 
is no longer being stored in the soil. 

Under a relatively constant turf 
management scheme, soil organic 
matter equilibrium is probably reach-
ed in 10 to 20 years. Many turf soils 
are at equilibrium and yet we still 
need to apply nitrogen on a yearly 
basis, implying that nitrogen is be-
ing lost from the system. It can be 
lost from a turf/soil in three basic 
ways: leaching, ammonia volatil-
ization and denitrification. 

LEACHING. This is the strongest 
suspect because in many row crop 
systems, nitrate leaching is a seri-
ous problem. Within soils, added 
nitrogen is readily converted to ni-
trate (NO r), which is the form of 
nitrogen preferred for plant and mi-
croorganism uptake. 

However, nitrate is not adsorbed, 
or fixed, by soils but is actually 
repelled by the soil colloids, result-
ing in a species that is freely mobile 
in soils. If nitrate is not absorbed by 
plants or microorganisms, down-
ward flowing water will move the 
nitrate deeper into the soil. 

Once the nitrate leaves the root 
zone, there is little chance for up-
take, since microbial populations 
decline severely beyond the root 
zone. Nitrate reaching this point 
will eventually move to groundwa-
ter. Compared to other crops, turf 
has a shallow root zone but within 
that root zone, very high root den-
sities aid in rapid nitrogen uptake. 

VOLATILIZATION. Anothersource 
of nitrogen loss is ammonia volatil-
ization. When urea is added to turf, 
an enzyme called urease rapidly 

hydrolyzes urea to ammonium ion 
(NH4+). If soil pH is above 7.0, 
there will be an excess of OH- ions 
present and the following reaction 
can occur: NH4+ + OH- > NH3 
(gas) + H,0. 

Ammonia gas (NH3) is very vola-
tile. So, any added ammonium ion 
can be converted to ammonia gas, 
which results in the loss of N from 
the system, providing certain condi-
tions occur (the pH must be above 7.0 
or there will not be enough hy-
droxide ions present to convert am-
monium ion to ammonia gas). 

Urea has a special property that 
makes ammonia volatilization 
much more likely. The hydrolysis 
of urea by the urease enzyme raises 
the pH around the urea particle, 
which can result in pHs greaterthan 
7.0, even though the bulk soil or 
thatch pH is less than 7.0. 

This creates a microcli-
mate where ammonia vola-
tilization is likely. Volatil-
ization can lead to signifi-
cant (10 to 50 percent) losses 
of N within two to three 
days following application. 
After this, nitrogen from the 
urea is taken up by plants or 
microorganisms and not 
available for volatilization. 

A second point that bears 
mentioning is the possible 
loss of ammonia from de-
composing clippings. Since 
clippings are usually re-
turned to the turf, ammonia 
could gradually volatilize 
from the decomposing plant 
residues. This would lead to 
significant losses over the 

entire growing season. 

DENITRIFICATION. This can po 
tentially result in large losses of 
nitrogen from turf. It occurs under 
anaerobic (no oxygen) conditions 
and the process of denitrification is 
shown in the following reaction: 
N 0 r > N 0 : - > N 0 > N : 0 > N : . 

Nitrate can be reduced to nitro-
gen gas, the final product shown 
above. In fact, the last three species 
formed are all gases. Nitric oxide 
(NO) is very unstable and unlikely 
to escape from soil/thatch, while 
nitrous oxide (N,0), also called 
laughing gas, is stable and can es-
cape from the soil. Under condi-
tions where this reaction is occur-
ring rapidly, most of the nitrogen is 
reduced all the way to N,. 

Nitrogen gas is the dominant 
(continued on page 66) 



Why would one of the world's top rated 
golf courses switch to ESN precision controlled 
nitrogen just months prior to hosting the U.S. 
Open, one of the USGA's biggest events? 

"Because ESN is hands down the most 
impressive high performance fertilizer on the 
market," according to Peter Smith, Super-
intendent at Shinnecock Hills Golf Club. 

"ESN has it all... easy dust-free application, 
very precise release of nitrogen and the most 
consistent, longest lasting performance I've 
seen from a fertilizer. 

"Here at Shinnecock both the club 
management and grounds crew take great 
pride in being on the leading edge of course 
management. We also share a genuine 
concern for the environment. I applaud United 
Horticultural Supply for helping us meet our 

goals with this smart new technology and for 
raising the standards for fertilizer performance 
and environmental stewardship." 

As superintendent, Smith knows well the 
tradition of excellence that surrounds the 
course. It's a distinction learned from his father 
and grandfather, 
superintendents of 
Shinnecock before 
him, who together 
with Peter have 
dedicated more than 
90 years toward the 
development and 
success of Shinnecock 
Hills Golf Club. 

For more information on ESN precision 
controlled nitrogen, call (800) 847-6417. 

* * • * 

w 4 • • 

Precision Controlled 
Nitrogen 



Nitrate Leaching 
(continuedfrom page 64) RECOVERY OF FERTILIZER NITROGEN - SPRING 

DATE CLIPPINGS VERDURE THATCH SOIL LEACHATE TOTAL % RECOVERY 
5/14/91 0.94 14.2 12.2 3.2 0 30.5 78 
6/21/91 7.83 8.0 12.2 4.3 0 32.4 83 
10/14/91 11.9 3.4 7.4 6.2 0 28.84 74 
11/26/91 12.1 3.0 12.5 6.7 0 34.39 88 
5/26/92 12.9 1.5 13.7 8.0 0.004 36.06 92 
11/30/92 13.7 1.0 8.4 6.6 0.004 29.63 76 
5/14/93 13.9 0.7 5.2 5.3 0.005 25.14 64 

Table 2. From clippings, verdure, thatch, soil and leachate from a 39.2 kilogram/hectare spring application. 
All data are reported as KG/HA. 

species in air, with about 78 percent 
of the air we breathe made up of it. 
This makesdenitrification difficult 
to study because the amount pro-
duced by soil is inconsequential 
compared to the amount in the air. 

Besides our academic interest to 
know what happens to applied ni-
trogen, there is another reason we 
should be concerned about deni-
trification losses. 

Some N,0 can leak out and it has 
been determined to be a greenhouse 
gas that results in the destruction of 
ozone, and so it is important to 
know to what extent this reaction 
occurs in turf systems. 

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

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

D U R I N G 1991 

EARLY LATE 
SPRING FALL 
April 26+ 
June 4 June 4 
July 12 July 12 
August 19 August 19 
September 27 September 27 

November 8+ 
•Received nitrogen enriched in 15N on 
those dates only 
This schedule was followed in 1992 and 
1993 without the 15N applications. 

Table 1 " 

WHERE DOES IT GO? So where 
does applied nitrogen go when ap-
plied to turf? We've identified three 
loss mechanisms but have not yet 
discussed the fate of a nitrogen ap-
plication. 

At Michigan State University, 
we recently completed a three-year 
study on the fate of nitrogen in turf. 
Our project examined the fate of 
nitrogen in a Kentucky bluegrass 
turf and was designed to compare 

the fate of a single N application 
applied in the early spring (what 
could be termed a conventional N 
application timing) or in the fall 
(often called a late-fall or dormant 
N application). 

We were concerned about ni-
trate leaching, and so a set of four 
large, nonweighing lysimeters were 
constructed at the Hancock Turf-
grass Research Center on the cam-
pus in East Lansing, Mich. 

Each lysimeter was 1 square 
meter in surface area and 1.2 meters 
in depth. All of the water that drained 
through the lysimeters was collected 
and analyzed for NO, and NH4+. 
The lysimeters served only to mea-
sure the amount of these materials 
in the leachate. 

In order to follow the fate and 
movement of nitrogen in the soil, a 
second approach was taken. 
Smaller, open-ended lysimeters 
(microplots) were used to follow 
the distribution and cycling of ni-
trogen in the turf and soil below. 
These PVC pipe lysimeters — 8 
inches in diameter and 24 inches in 
depth — were pushed into the 
ground near the large lysimeters 
and were treated exactly the same. 

We applied urea at a rate of 0.8 
pound N/M (per 1,000 square feet) 
to the large lysimeters and to 40 
microplots, which permitted us to 
follow what happened in the soil 
without disturbing the soil in the 
large lysimeters. 

A second set of lysimeters and 
microplots were treated with urea 
at the same rate in November, 1991. 

Four of these microplots were 
excavated at various times through-
out the study to permit the exami-
nation of the form, depth and trans-
formations that were occurring to 
the applied N. 

Each program applied the same 
amount of N on an annual basis and 
had four applications in common. 
The only difference in the two pro-
grams was the timing of the fifth 
application and the form of the N 
during the 1991 early spring and 
late fall applications. 

TELLTALE ISOTOPE. Those two 
applications were made with urea 
that was enriched with 1SN, a stable 
isotope of nitrogen present in natu-
rally occurring nitrogen at only 0.36 
percent. The nitrogen applied to the 
lysimeters and microplots contained 
25 percent l5N. 

Therefore, any sample we took 
during the study, whether it was 
water, clippings, thatch or soil, was 
analyzed for the l5N content. If it 
was above the natural background 
of 0.36 percent, then that N must 
have come from our enriched ap-
plication. This approach allowed 
us to follow the two N applications 
made in 1991 over the next three 
year period. 

The soil sampling regime was 
designed so that four samples were 

collected the year of the l5N appli-
cation, two samples in the second 
year, and one sample the third year 
after application. Clippings were 
collected weekly and analyzed for 
l5N concentration. Water from the 
large lysimeters was tested for NO, 
and NH4+ concentrations and l5N 
concentration. 

Summing all sources of N ac-
counted for all N left in the soil. 
Only volatile losses due to ammo-
nia volatilization or denitrification 
were not accounted for directly. 
We can assume that whatever we 
did not recover was lost to the vola-
tilization process. 

GOOD RESULTS. While our big-
gest concern in this study was NO, 
leaching to groundwater, this turned 
out to be an insignificant loss (see 
Tables 2 and 3). By any measure, 
nitrate leaching in this study was 
negligible. When examined over 
the entire course of the study, nitro-
gen in the leachate averaged a mere 
0.43 milligram/liter for the spring 
treatments and 0.77 mi 11 igram/1 iter 
forthe fall treatments. These values 
are very low and could be consid-
ered "background" levels. 

So if fertilizer nitrogen is not 
being leached, what is its fate in 
turf ?'This portion of the data serves 
to highlight the excellent biologi-
cal activity of turf. 

The high level of surface organic 
matter associated with a turf con-
tributes to a correspondingly high 
level of microbial activity. The mi-
croorganisms associated with a turf 
metabolize pesticides and use nu-
trients to support their growth. 

Note in Tables 2 and 3 the low 
amount of applied N that actually 
reaches the soil surface, regardless 
of application timing. The clippings, 
verdure and thatch accounted for 
69 to 92 percent of the recovered 
l5N for both treatments throughout 
the course of the experiment. 

Thus, the "turf' consumed most 
(continued on page 86) 

RECOVERY OF FERTILIZER NITROGEN - FALL 

DATE CLIPPINGS VERDURE THATCH SOIL LEACHATE TOTAL % RECOVERY 
11/26/91 0 14.0 24.3 4.8 0 43.1 109 
5/26/92 8.5 8.9 21.9 3.8 0 43.1 109 
6/29/92 10.5 7.6 13.9 2.8 0.001 34.7 89 
9/17/92 12.1 2.6 9.6 6.3 0.001 30 76 
11/30/92 12.4 1.7 9.9 6.0 0.002 30.1 77 
5/14/93 12.7 1.1 8.6 8.8 0.008 31.2 80 
11/30/93 15.0 0.3 6.7 10.0 0.07 31.9 81 

Table 3. From clippings, verdure, thatch, soil and leachate from a 39.2 kilogram/hectare late fall application. 
All data are reported as KG/HA. 



BUSINESS MANAGEMENT: PART 7 

The Challenge Of 
Empowering Employees 
Employee 
empowerment 
programs can 
mean more profits 
and productivity 
but the road to 
success takes a lot 
of time, effort 
and faith in 
your employees' 
abilities. 

By Barbara G. 
Howell 

Employee empowerment can accomplish many things. It can 
increase productivity, improve morale and increase customer 
satisfaction. But employee empowerment isn't for everybody. 

"Worker self-management requires the right workforce and the right 
management," suggested Larry Helms, an organizational development 
specialist and senior vice president of Western Training Systems in 
Medford, Ore. "Empowerment can't just be awarded. It has to happen 
because management is willing to give up part of the decision making 
and employees want the responsibility and buy in....The lawn care 
industry is just now getting involved in the concept." 

Professional Lawn Care Association of America Director Ann 
McClure recently wrote a column in the PLCAA newsletter saying the 
service demanded by today's customers suggests "issues like em-
ployee empowerment may be among the biggest challenges in the next 
five years." A PLCAA management conference early in 1996 will 
highlight such total quality management (TQM) principles. 

The Associated Landscape Contractors of America investigated 
employee empowerment as part of its work on Total Quality Principles 
last year in its Crystal Ball Report. The report noted: "To be empow-
ered means to have all the necessary ingredients to act on one's own. 
Among the many ingredients that are required are goals, experience, 
information, education, training, guidelines, feedback, accountability, 
rewards and recognition," it said. 

A few companies are practicing empowerment. What is employee 
empowerment and can it work at your company? 

TERRITORY STRATEGY. Barefoot Grass in Worthington, Ohio, was built 
around the employee em-
powerment strategy. Its 
leaders just didn't give 
the concept that name 
10 years ago when the 
firm was established, ac-
cording to Bill Hoopes, 
director of training and 
development. 

"This company was 
built on the territory 
manager concept," he 
said. "In effect, we em-

Empowering the 
employees to make 

decisions, and 
mistakes, is a difficult 
process to establish at 

any landscape firm. 



BUSINESS MANAGEMENT: PART 7 

power one person to be responsible for the treat-
ments, follow-up service and sales in each area. 

"From day one, Barefoot started with the one 
person/one lawn concept. It is in direct contrast with 
the high volume approach which results in competi-
tion between the sales, treatment and service divi-
sions," Hoopes continued. "With the territory man-
ager, we believe that the company will have happier 
customers who learn to work with just one person, a 
lower cancellation rate and happier employees. Lawn 
care company employees put in long hours, but, 
without the ownership, they get discouraged and will 
quit. It's always a battle to keep people." 

"The territory manager approach allows our people 
to have tremendous pride in their accomplishments. 

There are huge benefits when someone drives up and 
down the street and feels it's a job well done," he said. 
"When you assign individual responsibility, an em-
ployee tends not to promise what he can't deliver." 

At Barefoot, the only responsibility not extended 
to the territory manager is the issuing of credits. For 
that, he must have someone else sign off. 

"There are some pitfalls" in such employee em-
powerment, Hoopes acknowledged. "You can give 
up some efficiency and probably also make more 
sales with a persuasive sales person handling just 
that end. But the sales made by that persuasive sales 
person will be weaker and cancel at a higher rate." 

Hoopes also suggested that employees must be 
carefully selected. Some people just don't work well 

TAKING STEPS TOWARDS EMPOWERMENT 
Have you heard about and studied 
employee empowerment concepts 
and believe such self-management 
can be beneficial for your company 
and your customers? 

If you are ready to start the 
empowerment process, here are 
some steps that organizational 
development consultant Larry 
Helms said are needed to give 
power to the people. He is senior 
vice president of Western Training 
Systems in Medford, Ore. 

"Generally, if you have decided 
this management will work with 
your employees, organize them and 
let them determine what their 
goals and objectives are and how 
those goals can mesh with the 
employer or manager's vision. The 
vision is where you want to be in 
five years. That's what the leader 
needs to determine. It is the job of 
the managers and the empowered 
employees, to implement the 
vision," he explained. 

ALCA's Crystal Ball Committee 
said, "It's not simply a matter of 
flipping a switch and your employ-
ees are immediately empowered. 
Empowering an employee is a 
combination of training, trust and 
experience along with the proper 
tools to do their job...They need 
adequate experience in your 
business and with your customers 
before they can make effective 
decisions. They need to be trained 
to think in terms of options and 
approaches to problem solving." 

The best time to begin the em-
powerment process, Helms caut-
ioned, is in the shoulder season, 
not in the peak season when every-
one is busy and under pressure. 

Suggestions for starting em-
ployee empowerment programs 
begin with the following steps: 

- Talk with members of the cur-
rent management and make cer-
tain they know what they're giving 
up to help the employees grow and 
improve productivity. 
2 - If the management's goals are 
compatible with the abilities of the 
employees and compatible with 
the employee empowerment con-
cept, begin the empowerment 
process. 
3 . Look at the literature. Read 
the works of W. Edwards Deming. 
Get information from local univer-
sities about management options. 

Identify employees with 
whom you can share the informa-
tion. These should be people with 
good communication skills, the 
ability to accept responsibility and 
the willingness look at ways to 
help themselves and others. 

"If you can identify the right 
people," Helms promised, "they'll 
come up with more ideas than the 
managers will." 
5 _ Explain to this core group 
ways that employee empowerment 
will benefit them and help the 
company and its customers, too. 
G - Remember there is no recipe 
on what to do or how much re-

sponsibility to add. The group 
needs to work at its own pace. 
"7 - Develop a mission statement 
which explains the vision of the 
company. Develop goals and ob-
jectives which grow out of that 
mission statement. 

Each level should have its own 
application of the company 
mission statement and its own set 
of goals and objectives. 

Develop job descriptions which 
match the mission, goals and ob-
jectives and place the responsibil-
ity for meeting those goals and 
objectives on each employee. 
8 _ Look at the people in the 
company. Do they have the skills 
they need? Do you work with them 
or go around them? 
G - Get education and training to 
help the key employees learn about 
self-management. 
1 0 . The steering group should 
then work with the rest of the em-
ployees. Get them involved and 
help them understand the para-
digm shift (the new view and 
methods in the company). 
"1 "I - Begin and continue training 
programs. Help employees help 
you and help themselves. 

Remember, nothing is 
going to happen overnight. Em-
powerment and its improvements 
are a lengthy process. "It's like a 
plant, Helms concluded. "It takes a 
while to nurture it and watch it 
grow before you see whether it's 
going to take hold and grow." 



Empowered employees, from 
managers to crew members, 
have greater sel f -esteem and 
enjoy their work more. 

in an empowerment environment. 
The company must also continue 
to reinforce the knowledge and 
skills of the manager. At Barefoot, 
that process begins with the job 
description at the first interview, 
then continues through ongoing 
training programs. 

ACKNOWLEDGING THE NEED. PLCAA 
Director McClure said the 
organization's members are just now acknowledg-
ing the need to begin new management practices and 
"hire people who can handle empowerment." To 
help those struggling with practices still new in the 
industry, PLCAA is holding a first-ever management 
conference in Phoenix Jan. 13 and 14, 1995. Main 
speaker for that conference will be Larry Helms. 

"We need to be following along the stream of 
inevitable action with society. Some people are start-
ing to say 'Now I'm ready for more high-level busi-
ness.' The PLCAA conference will help inform and 
train managers on such strategies," McClure noted. 

Making employee empowerment a valuable op-
tion depends on having the right kind of people, 
Helms noted. "Empowerment isn't for everybody. 
Many people don't want the responsibility. You have 
to have the right workforce. Your employees can't be 
the 'work the eight then hit the gate' type. 

"Management wanting it isn't enough," he contin-
ued. "True empowerment comes from getting em-
ployees together and having them to buy into the 
concept. Supervisors will have to let them be empow-
ered to the point that it threatens their existence." 

The transition is often long and difficult, especially 
in a company with a tradition of strong management 
and little employee participation in decision making. 
"It takes the right kind of management, too. Man-
agement has to give employees the right to make de-
cisions, even bad decisions," he pointed out. 

It also works both ways in that employees must 
accept the responsibility for making decisions and 
living with the consequences. That can be hard for 
employees used to having decisions made for them. 
"The workers can't turn to the supervisor to make the 
decisions and the supervisors can't yell at the em-
ployees if the (workers') decisions are wrong. The 
question is: Will management allow decisions that 
they would make differently?" 

CLEAR GOALS. Companies reporting to the ALCA 
committee told stories of effective empowerment. 
One company president told the committee he and 
his employees began with a "mess," caused largely 
by blaming problems on "THEM." When the firm 
replaced work groups with teams, "THEM" became 

"US" and the firm made great strides in profit and 
customer satisfaction in "a relatively short time." 

Another company encouraged employees to "Get 
Whacked," a play on its quality awareness slogan, 
"WACTTQ." The acronym appeared on company 
literature, newsletters, jackets and caps to remind 
employees "We Are Committed to Total Quality." 
Each crew member was reminded that quality "is not 
what you think, but rather what the customer thinks 
is important." 

Helms noted that there are some disadvantages to 
empowerment and recommended that each com-
pany decide its goals before determining whether 
employee empowerment will work at that firm. 

"First, employees become more autonomous and 
their power grows exponentially. They may grow 
out of the organization. They may even want to go out 
on their own," he pointed out 

Contractors should also realize that new employ-
ees, who may be unfamiliar with both the company 
culture and the concept of empowerment, will need 
thorough training, Helms noted. 

"The potential for problems also increases as 
people are given additional authority," he warned. 
"The company will need to retrain people. You may 
even find people who don't want to go on to the next 
level. You may find people within your organization 
who don't fit in under the new demands." 

The benefits very often outweigh the problems. 
"Empowerment taps a hidden resource, the people. 

It also allows employees to grow in self-esteem and 
to eqjoy their jobs more," Helms said. 

The Crystal Ball Committee reminds company 
owners that "a manager can't be everywhere at once 
and can't possibly know every facet of every job.... When 
you hired your employees, did you hire their brains 
or their brawn? Sometimes management people take 
the position that their workers should just do what 
they're told and not question the work or make 
suggestions.. .Empowering your employees allows 
them to take their head(s) along with them on the 
job, regardless of what position they hold." • 

The author is an industry consultant with Key Solutions, a 
division of Iris Sales & Solutions Inc., Rocky River, Ohio. 



Compost Digest 
WHEN COMPOST HEATS UP, GOOD THINGS HAPPEN 

THE HEAT THAT a compost pile generates 
is extremely important to the production of 
top-quality compost. As temperatures in com-
mercial compost piles reach as high as 160 
degrees, they offer important benefits like the 
destruction of pathogens, weed seeds and chemi-

cal residues. The high temperatures encoun-
tered during the composting process helps 
reduce the negative impacts in the landscape. 

WEED SEED DESTRUCTION. The number of 
weed seeds produced by a single plant is some-

N U M B E R O F S E E D S 
P R O D U C E D BY A S I N G L E W E E D P L A N T 

WEED LIFE CYCLE REPRODUCED BY SEEDS PER PLANT 

Barnyardgrass A seed 7,160 
Lambsquarters A seed 72,450 
Prostrate Pigweed A seed 14,600 
Purslane A seed 52,300 
Sandbur A seed 1,110 
Black Medic A/P seed 2,350 
Knotweed A seed 6,380 
Yellow Woodsorrel A/P seed 570 
Yellow Nutsedge P seed/tubers 2,420 
Red Sorrel P seed/rhizome 250 
Broadleaf Plantain P seed 36,150 
Curly Dock P seed 29,500 
Thistle P seed/rhizome 680 
Table 1 (Source: Danneberger, 1993) 

times astounding (see table at left). No won-
der these plants are so tough to eradicate 
once they produce a seedhead! Because 
many uses of compost require the incorpora-
tion into native soil, low quality compost can 
actually promote the spread of weeds. 

Problem weeds like nutsedge are especially 
difficult to eradicate once they appear in the 
landscape, but proper composting helps break 
their natural life cycle. Many weeds are pro-
lific producers of seed and sometimes the 
mature seeds will be partially disbursed be-
fore arriving at the compost site. Still, the com-
posting process, if conducted correctly, kills 
the weed seeds present in the compost pile. 

A landscape contractor who has followed 
all the correct structural and agronomic pro-
cedures to installing an award winning 
landscape may still have problems if weeds 
persist in large quantities. More important, 
the customer who has to pull weeds or spray 
them with pesticides cannot have a positive 
image of the landscape contractor perform-
ing the work, especially if they suspect that 
the materials used on the job (ie., compost) 

(continued on page 72) 

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. 

Work truck accessories and specialty products include: 
• Truck Bed Extenders 

(800) 783-1069 y Hide-Away Ramps 
Truck Bed Guards 
and more 

C r e a t i v e 
A u t o m o t i v e 
Products Inc . 
435 Wilson St. N.E. 
Minneapolis, MN 55413 

(612)331-8600 

Call today for our 
1995 Endgate Product 
Line catalog. 

Professional 
Portable Drip 
Irrigation 

Reduces Labor 
Deep Penetration 

without Runoff 
Minimizes 

Transplant Shock 

It <1 
J L I m 

TREEGATOR 
PROFESSIONAL PORTABLE DRIP IRRIGATION SYSTEM 

1-800-800-7391 



Introducing "S-Series 99 

You Won't Believe Your Ears! 
V J 

Thomas skid-steers work hard for their 
reputation as the strongest, toughest loaders 
in the business - but you wouldn't know it 
to hear them run! Our new S-Series loaders 
are tested* at less than 85 dBa, setting a 
new standard for operator safety 
and comfort. 

Does the "S" stand for "strong" or 
"silent" - or just plain "smart"? 

MORE "SMART" FEATURES: 

• Kubota E-Series liquid-cooled 
diesel (meets CARB regulations) 

• easy-access service points 
• integrated safety system 
• 18 month warranty plus 

5 year mainframe warranty 
• FREE 500-hour 

bumper-to-bumper service 

Find out for yourself at your Thomas dealer's! 

1 THOMAS 
Thomas Equipment Ltd., P.O. Box 336, Mars Hill, Maine 04758-0336 'Tested to directive 
Tel: 1 -800-561 -5623 • Fax: (506) 276-4308 86-662 EEC 

Circle 101 on reader service card 



T H E R M A L D E A T H P O I N T O F S O M E 
C O M M O N P A T H O G E N S A N D P A R A S I T E S 

THERMAL DEATHPOINT 
No growth beyond 46°C; death within 30 min. at 55° to 60°C. 
Death within one hour at 56°C; death within 15 to 20 min. at 
60°C. ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ 
Death within one hour at 55°C. 
Most die within one hour at 55°C; and within 15 to 20 min. at 
60°C. ^ ^ 
Thermal death point is 68°C. 
Death within 5 min. at 71 °C. 
Ineffectively reduces as a result of one hour exposure at 50°C; 
thermal death point is 62 to 72°C. 
Death within 50 min. at 45°C. 
Death within three minutes at 61 °C. 

Death within 10 min. at 50°C. 
Death within 10 min. at 54°C. 

Death within 15 to 20 min. at 66°C; or momentary heating at 
67°C. 
Death within 45 min. at 55°C. 

Compost Digest 
(continuedfrom page 70) 

were the source of the weed infestation. 
It is important to inform retail and commer-

cial clients that at any one time, there may be 
literally thousands of dormant weed seeds 
ready and waiting to germinate in their exist-
ing soil. Weed seeds can stay dormant for a 
number of years, making complete control of 
weeds nearly impossible unless a strict chemi-
cal regime is adopted. 

Landscape contractors may in fact benefit 
most from purchasing compost from a pro-
fessional commercial compost producer who 
regularly monitors temperatures to ensure 
weed seed kill. If weed problems still arise, at 
least they can be assured that the weed seeds 
were present in the native soil. On the other 
hand, if contractors use their own compost 
made from yard trimmings that may or may 
not have been intensely managed or moni-
tored for temperatures, they may be open to 
accusations that the weed infestation came 
from their compost. 

REDUCING PATHOGENS. The source of many 
composts in the United States has been 
landscape debris. As such, there was initially a 
concern among contractors about using com-

ORGANISM 

Salmonella typhosa: 
Salmonella spp.: 

Shigella spp.: 
Escherichia coil: 

Endamoeba histolytica: 
Taenia saginata: 
Trichinella spiralis larvae: 

Necator americanus: 
Bmcella abortus or suis: 
Micrococcus pyogenes 

var. aureus: 
Streptococcus pyogenes: 
Mycobacterium 

tuberculosis: var. hominis: 

Mycobacterium diptheriae: 

Table 2 

post from potentially diseased landscape 
plants, with the fear of spreading the poten-
tially dangerous disease. However, this con-
cern disappears quickly when we consider the 

(Source: Goleuke, 1993) 

time it takes to destroy these pathogens. 
Table 2 lists pathogens destroyed by in-

tense heat over time. Notice that the list 
(continued on page 74) 

Sure-loc Aluminum Edging 
"Edge with the Best for Less " 

Factory Direct Savings 
Benefits: 

Never rust like steel edging 
Never rots like wood products 
Never becomes brittle like plastic 

Colors: Natural Aluminum, Black, or Green 
Sizes: 1/8" & 3/16" Thickness - 4" & 5.5" Depth 

8\ 12', 16' Lengths - 8' Length Shipped UPS 

New Products! 
1. Sure-loc L-Edge Paver Restraint 
2. Wolverine Indestructible Spades 

Call 1 800 787-3562 
A-5482 144th Ave. 

Fax (616)392-6015 
Holland, MI 49423 

All Seasons 
Catcher lift Systems 

Introducing a new product 
for Walker Mower owners 

to reach greater heights of... 

PRODUCTIVITY, PROFIT, AND SAFETY. 
• Lift, dump and return to mowing within 20 seconds. 

• Improves worker safety. 

• Better employee performance. 

• Higher profitability through more account service per day. 
Come visit us at Power Equipment Expo, Booth §632 and outdoor demo area. 

800-786-2301 
5 1 0 0 Valley East Blvd. • Areata, CA 



ANNOUNCING... 
THE COMPUTE 
IRRIGATION WORKBOOK: 
DESIGN, INSTALLATION, 
MAINTENANCE AND 
WATER MANAGEMENT 
BY LARRY KEESEN 

ORDER TODAY! 
Y E S . I'm interested in purchasing copy(s) of The Complete Irrigation 

Workbook. I understand my purchase will be shipped in the Spring '95.1 also under-
stand that I can return by book(s) within 15 days for 100 percent refund if I am not totally 
satisfied. 

Please charge to my: 
Card # 

• VISA • Mastercard 

Expiration Date. 
Signature 

Return full payment to Lawn & Landscape Maintenance 
Books Department, 4012 Bridge Avenue, Cleveland, OH 
44113. If using your VISA or MASTERCARD, you may 
fax your order to 216/961-0364. Ohio residents only add 7 
percent sales tax. Add $4 for shipping and handling. 
Allow 4 to 6 weeks for delivery. Quantity discounts are 
available. To order, call Fran Franzak at 800/456-
0707. Published by Lawn & Landscape Maintenance 
magazine. 

Name, 

Company Name. 

Address 

City State Zip 

Phone 

A PEEK INSIDE 
THE IRRIGATION 
WORKBOOK 
Profitable Bidding 
Sensible Sensors 
Diagnosing System Ills 
Appraising Irrigation 
Systems 
Irrigation Designs 
Understanding Pressure 
Head Selection & 
Placement 
Zoning and Routing 
System Hydraulics 
Irrigation Installation 

L. 



Compost Digest 
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includes some of the most feared human dis-
eases that are naturally killed by the compost-
ing process. 

Pathogens of humans, plants and animals 
usually do not survive the hot conditions in 
compost piles. The U.S. Environmental 
Protection Agency has set guidelines of 55 
degrees Celsius for three consecutive days (or 
equivalent) as a minimum standard to ensure 
that all these pathogens are effectively des-
troyed. However, it is well known that some 
compost piles that are poorly managed may 
not reach this minimum temperature. 

For best results, it is important to turn the 
compost piles a number of times during the 
active phase to insure that the edges of the 
pile become exposed to the intense heat for 
maximum weed seed and pathogen destruc-
tion. If insufficient heating occurs, customers 
may have weed seed problems. 

By showing customers evidence of 
appropriate compliance with the EPA 
composting guidelines, you can add credibil-
ity to the product information you distribute. 

PESTICIDE DESTRUCTION. An additional 
benefit of reaching adequately high tempera-

tures for extended periods of time is to help 
break down pesticides that may be present in 
the organic residual being composted, such 
as yard trimmings. 

Many pesticides break down from intense 
heat and microbial activity over time and 

By showing customers 
evidence off appropriate 

compliance with EPA 
composting guidelines, 
you can add credibility 
to the product informa-

tion you distribute. 

more research is being conducted into this 
phenomenon. 

Although the breakdown of these chemi-
cals may not be a leading concern among 
landscape contractors, they are to many con-
sumers. One of the leading questions asked 
by homeowners at many compost confer-

ences is "What happens to those chemicals?" 
The fear is that the chemical will reside in 
the soil indefinitely. 

Most of the chemicals used by the lawn 
and landscape industry actually have short 
lifespans in soils, some as short as months. 
The compost process simply helps increase 
the speed of decomposition and renders the 
chemical harmless. There is another section 
of the composting industry currently looking 
at the beneficial aspects of using composting 
as a way to remediate contaminated soils. 

As contractors look to coordinating com-
post applications with normal landscaping 
activities, they will want to be sure to look 
for compost products that have reached ade-
quate temperatures to reduce exposure to 
pathogens, weed seeds and chemicals. These 
are not items we should be "scared of ' when 
using compost, because the majority of com-
mercial compost producers already under-
stand the importance of reaching adequate 
temperatures. The awareness of the process 
simply helps us to understand what to expect 
from the product. — Rod Tyler • 

The author is a Certified Professional Agro-
nomist and free-lance writer residing in 
Medina, Ohio. He is employed by BFI in 
Oberlin, Ohio. 

WITH P d - c O ? -
YOU WILL TRIM MORE THAN TREES 

START TRIMMING COSTS TODAY. 
CALL PCLECfl" 

1-800-876-5322 

Distributor Inquiries Invited 

13978 Molly Pitcher Highway 
Greencastle, PA 17225 

717-597-5365 FAX 717-597-1714 

•SELF PROPELLED, OPE RATER CONTROLLED, HYDRAULIC LIFT 

• BUCKET CONTROLS: forward, backward, right, left, up 

• LIGHTWEIGHT & STABLE 

• ELECTRONIC IGNITION 

• EFFICIENT: can run all day on one tank of gas 

•TOWS AND OPERATES EASILY WITH NO TRAILER 

&down 

Every company is con-
cerned with the cost of 
doing business. 
The P O L E t n r is not only 

affordable, but offers 
numerous features that 
increase your efficiency 
therefore increasing profits. 

Transform Your Pickup Truck 
to a Working Dump Truck! 

• 2 Ton Capacity • 750 lb. weight 
• Pre-assembled and self contained 

• Fits any full-size pickup or trailer deck 



It was the dog or the tree and, 
frankly, the bite looked worse 

than the bark." 

< fa, 

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

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

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

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

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

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

CNA INSURANCE WORKING HARDER FOR YOU. 

ENDORSED Mm 
BY: mmmimAn CNA 

For All the Commitments You Make* 

Available in the Continental U.S. only. This program is underwritten by one or more of the C N A Insurance Companies. C N A is a registered service mark of the 
C N A Financial Corporation, the parent company of the C N A Insurance Companies /CNA Plaza/Chicago, IL 60685 . 



People 
HUSQVARNA Forest & Garden promoted 
Mark Michaels to senior forestry product 
manager. He previously served as the fores-
try product marketing manager. In addition, 
Husqvarna hired Bob Buzzard to fill the 
newly created position of portable tools 
accessory manager. Husqvarna also named 
several territory managers. Jeff Bittner, 
Pat Canfield, Bob Gulbrandsen, Jeff 
Nourie and Dennis Thompson were added 
as territory managers in the north central 
region: Doug Gallogly, Gary House, Walt 
Rose, and Don Wilkes were appointed for 
the southeast region; and newly promoted 
northeast region sales manager Ma t t 
McNally will supervise Bill Capron, Steve 
Cole, Dave Earle and Tony Marchese 
Brian Peake will serve as a territory 
manager the Mid-Atlantic region. 

Feldmann Engineering and Manufacturing 
Co. named Clifford Feldmann president of 
the corporation. He formerly served as vice 
president. 

Rex Hansen joined James Hardie Irriga-
tion to fill the newly created position of 
commercial marketing manager, responsible 
for new product development and marketing 
communications programs for the com-

Si 
Hansen O'Neal 

mercial product line. Diane Smith is the 
new product manager-residential valves and 
controllers, with responsibility for existing 
product lines and new development. 

Bradshaw Landscape appointed Dennis 
McDonald director of operations. He has 
more than 23 years experience in landscape 
design, installation and management. 

Echo Inc. announced the addition of two 
new district managers: Jim Krichbaum will 
manage the western United States except for 
the West coast and Scott Haiges will man-
age the East region. 

TruckCraft Corp. appointed Roy O'Neal 
as the company's national sales manager. He 
will be responsible for the selection of the 

national distribution network, and will 
handle all advertising and trade show 
activities. 

Jeff Davis was named to the position of 
sales manager of the south Florida territory 
for L. R. Nelson Corp. 

Albert McLaurin joined Berryman & 
Henigar as project engineer at the firm's 
East coast headquarters in Crystal River, 
Fla. In addition. David Brittain was 
brought on board as a structural engineering 
manager in the firm's Ocala, Fla., office. 

Rain-Drip Inc. appointed Michael Burch 
as national sales manager. 

Precision Laboratories appointed Allan 
Yust to sales and marketing manager of its 
turf and ornamental IVM products division. 

Kevin Caskey was appointed to the posi-
tion of vice president and general manager 
of Compliance Safety, Inc. 

Rain Bird Sales Inc., recently hired Elaine 
Krizenesky to fill the position of marketing 
coordinator for the commercial product 
division based in Tucson, Ariz. 

AgrEvo Environmental Health named 
Mark Haugland chairman of the customer 
satisfaction team and David Spak specialty 
products development manager. • 

SMALL SIZE. 
HUGE ADVANTAGES. 

The JCB 210S Backhoe Tool Carrier is 
surprisingly short, narrow, low and light. Yet, from 
a truly compact configuration it offers full size 
loader, backhoe and 4x4x4 performance. 

While full hydraulic services to front and rear 
also give it tremendous flexibility and real tool 
carrier versatility 

For a demo of the remarkable 210S (or the 
210SL loader and 210SU utility tractor variants) 
contact your local dealer. 

You'll discover all the advantages of a great big 
4x4x4 plus all the advantages of a 
great small one. 

ALWAYS FINDING A BETTER WAY. 
JCB Inc. 10939 Philadelphia Road, P.O. Box 209, White Marsh, 

MD 21162-0209. Telephone: (410) 335-2800. Fax: (410) 335-3695. 



S P O N S O R S 

November 12-16,1995 
Fort Worth, Texas 

Fort Worth/Tarrant County Convention Center 

( § ) GIE Sponsors: 
Associated Landscape 
Contractors of America 
(ALCA) 
(703) 620-6363 

Professional Lawn Care 
Association of America 
(PLCAA) 
(404) 977-5222 

Professional Grounds 
Management Society 
(PGMS) 
(410) 584-9754 

For more information on educa-
tional conferences held in con-
junction with the GIE, FAX or 
mail your request with this 
coupon. We'll let you know real 
quick how you can learn and save 
at three national conferences dur-
ing "A Show So Big, It Could 
Only Be Held in Texas"—GIE, 
that is. 

Hit a Green Industry Expo (GIE) 
bull's-eye on the first try. 

How? Sign up for any of three educational conferences 
offered by the GIE sponsoring associations—ALCA, 

PLCAA and PGMS—and you can "shop" the green indus-
try's leading national trade show FREE! What a deal. You 
can mix and match sessions on management, marketing, 
customer service, landscaping, lawn care and grounds 
management techniques. Expert speakers available on all 
green industry topics—you just sign up once, and pick 
and choose your schedule. 

All for ONE great price. 

Hit a Bull's-Eye... 
Request Conference & GIE information Today! 
Mail or FAX coupon to: Conference Information, 120 Cockeysville 
Road, Suite 104, Hunt Valley, MD 21031/FAX (410) 584-9756. 

Name 
Title 
Company 
Address 
City/State/Zip 
Phone ( t FAX 



RegalFate 
THE 

FATAL 
ATTRACTION 

FOR INS 

Now lawncare 
managers can provide 

a service urgently 
needed by homeowners. 

As easily as spreading 
fertilizers, you can control fleas, 

ticks, ants, spiders, millipedes, 
crickets, scorpions, and a host of 

other pesky insects...and keep 
them out of the house. 

RegalFate™is a granular 
insecticide. The active 
ingredient is impregnated 
on a 100% edible, organic 
carrier and then baited to attract the 
insects to eat the toxicant. Ingestation 
is many times more effective than 
contact or vapor action of insecticides. 

Just spread a 10 foot band of 
RegalFate" a r o u n d the house or 
bui ld ing for c o m p l e t e insect 
control . 

^^C^mCOMPANY 

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

P H O N E 404-475-4837 / 800-621 -5208 

PRODUCTSPOTUGHT 
Make blade sharpening easy with Diamond 
Machining Technology's DiafoldrM Dia-
mond Flat File. The file, which is one of 
several specialty diamond sharpening tools, 
measures 4 1/2-inches long and is tapered to 
fit into tight spaces on a variety of tools. 

One side is coated with micro-diamonds to 
provide a sharp edge quickly and easily. 
The file is suited for pruners and shears, as 
well as other garden tools. Users can cut a sharp edge in either the push or pull 
direction, then fold it up for storage in its own case. Three grits (fine, coarse and extra 
coarse) give a choice of edges and sharpening variations. 
Circle 125 on reader service card 

Fusilade^ II turf and ornamental herbicide 
from Zeneca Professional Products is a 
selective postemergence product for the con-
trol of annual and perennial grass weeds in 
noncrop areas. Recommended use areas in-
clude commercial turf, nurseries, roadsides, 
around buildings and on rights-of-way. It can 
be applied on newly planted and established 
areas and ground covers to eliminate costly 
hand weeding. 
Circle 126 on reader service card 

Foldaway ramp 
from EZN Ramps 
of California 
installs on any 
existing pickup 
tailgate to allow 
loading and un-
loading of rider 
mowers, trenchers, 
rototillers, tractors 
or other machines 

weighing up to 2,000 pounds. The heavy 
duty, zinc-plated steel ramp is reinforced by a 
cable support system that distributes the 
weight evenly, yet allows a slim profile for 
easy folding into a 4-inch width inside the 
tailgate. Other features include an antislip 
surface, add-on legs for use as an on-site 
work table and durable finish. 
Circle 127 on reader service card 

Polyethelene tree protectors from Tree Pro 
feature easy installation and long-term 
protection for young trees from weather, 
animals and maintenance machines. 
Protectors come in various lengths from 12 to 
72 inches and slide around the tree trunk. 
They are secured by ties that allow easy 
access to the tree trunk for maintenance and 
venting. Complete protection system includes 
organic weed control, anticompaction 
material for the soil and a controlled-release 
fertilizer. 
Circle 128 on reader service card 

Seed Research of Oregon introduced SR 
8300 tall fescue, a semidwarf variety sel-
ected for survival in the Mid-Atlantic region 
of the country. Tests have shown good per-
formance throughout the transition zone and 
in California. Special characteristics include 
lower growth habit, heat and drought toler-
ance, dark green color and disease resistance. 
Circle 129 on reader service card 

Get more power from standard 3- to 6-hp 
engines in outdoor power equipment with 
Noram's gear box, which can be bolted 
directly to the engines. The gear box 
provides a 6 to 1 gear ratio and allows en-
gines to maintain a normal output capacity of 

10 hp with torque of 15 foot/pounds at a 
lower rpm. Design features include alumi-
num case, heat-treated gears and ball-bearing 
PTO shaft 
Circle 130 on reader service card 

Gear-driven, water-lubricated midrange rotor 
from James Hardie Irrigation has an 
operating range of 25 to 48 feet with both 
full- and part-circle operation in one unit. 
Model XL rotor has visible arc indicators on 
the riser for quick identification and 
adjustments of the arc setting. Six nozzles 
can be used on this rotor, which also features 
a power pause rotation, 4 3/4-inch pop-up 
height and a radius adjustment screw for up 
to a 25 percent reduction on each nozzle. 
Circle 131 on reader service 



Rain Bird's newest irrigation controller 
features a battery-powered control module 
that installs in the valve box out of harm's 
way, plus a separate hand-held unit for 
programming. A 9-volt alkaline battery 
powers the system for one year, making the 
controller ideal for installations without 
electrical power. 
Circle 132 on reader service card 

Wide deck hydrostatic riding mower from 
Encore features zero turning radius, floating 
deck design and a 20-hp water-cooled en-

gine. Rider comes with 52- or 61-inch deck 
and includes adjustable controls, parking 
brake, foot-operated deck lift with lock and 
an electric blade clutch brake. 
Circle 133 on reader service card 

Alamo" fungicide from Ciba Turf & Orna-
mental Products has higher rates of 
application with pressurized injection 
equipment. The material, for control of oak 
wilt and Dutch elm disease, can be used at 
rates of 6 ml for preventive treatment and 10 
ml for curative treatments. It is available in 
quart containers or a micro-injection system 
for injection into the flare roots of trees. 
Circle 134 on reader service card 

Horizontal overhead valve engines from 
Robin America are rated at 11 hp for use in 
mobile power equipment. The four-cycle 
engine provides 3,600 rpm and a maximum 
torque of 8 foot/pounds at rated speed. De-
sign features include heavy duty construction, 
electronic ignition, aluminum crankcase and 
cast iron cylinder liner. 
Circle 135 on reader service card 

Series of commercial truckloaders from 
Sterling simplifies debris handling by 

Franchise Opportunities 

* i C 
Y O U R N A M E - Y O U R N A M E 

l here i 

• Get And Keep More Customers 
• Exclusive Licensing Agreement 
• Become A Strategic Franchise Partner 

For Free Details Phone 
1-800-783-0981 

EMERALD* 
GREEN 

liiiiiiiiiiii 

...featuring 

products 

USE READER SERVICE # 1 7 

They Own the House... 
Chances are, they also own the lawn. Homeowners represent your best pros-
pects for new business. Reach more of them with Metromail's Homeowner lists, 
including names, addresses, and even phone numbers. 
Metromails Homeowners have demonstrated levels of income and are credit-wor-
thy; in short, excellent potential new customers. 
So don't just advertise, get your message out to the people who need your service. 

Give us a call - we'll handle the introductions. 

1-800-523-7022 

Metromail 
A N R . R . D O N N E L L E Y & SONS C O M P A N Y 



Concrete Curb A Landscape Border Equipment 
Fax 714-951-2656*23042 Alcalde #C-Laguna Hills, CA 92653 

USE READER SERVICE # 1 8 

Creative 

I^Ar 1 , 

• Easy to use 
• Low maintenance 
• Create various shapes, sizes and colors 
• Self-propelled, electric or gas powered 
• Residential, commercial and golf course uses 
• Add to your services and bottom line 
• Durable curbing is freeze thaw tolerant 

Less work, more play. 

T h e G a n d y Fie ld G r o o m e r t a k e s the w o r k out of sports f ield 
renovat ion . It c o m b i n e s the act ion of a scari f ier , leve l ing b l a d e 
a n d brush to restore s a f e p lay to ball d i a m o n d s , running t racks 
a n d o ther sports a r e a s . T h e unit c a n b e pul led b e h i n d m o s t 
utility veh ic les . Electr ic or m a n u a l lift a l -
lows u s e of f o r w a r d b l a d e or scari f ier . 
Electr ic or hydraul ic lift posi t ions fin-
ishing b r u s h e s for a pro fess ion-
al ly g r o o m e d a r e a . T h i s G a n d y C o m p a n y 
y e a r , w o r k less a n d p lay 528 Gandrud Road 
m o r e with the G a n d y Owatonna, M N 5 5 0 6 0 
F ie ld G r o o m e r . 1 - 8 0 0 - 4 4 3 - 2 4 7 6 

using a shredder system said to drastically 
reduce clippings into usable mulch. The TL-
1000 models come in a variety of engine 
makes and horsepower ranges to meet spe-
cific needs. All models include a 15-inch 
balanced impeller with four l/4-inch thick 
curved steel blades for fast and efficient 
shredding. 
Circle 136 on reader service card 

Trailer-mounted power mulcher from Reinco 
handles up to 10 tons of hay mulch per hour 
and can convert a bale of hay or straw into 

mulch in 10 seconds. Model M-65 is pow-
ered by a 54-hp diesel engine to send mulch 
through an extra long, 360-degree rotating 
boom to distances of up to 85 feet. Special 
beater chamber eliminates many high-main-
tenance components. 
Circle 137 on reader service card 

Desert Bloom soil additive from Hydra-Soil 
International is said to reduce the amount 
of irrigation water needed, maintain growth 
in dry years, allow vegetation to grow in 
sand, control dust and stop erosion from 
water runoff. The product can be used on 
bermuda and native grasses, flowers, orch-
ards and sod. It is not a polymer, surfactant, 
penetrant, fertilizer or pesticide. 
Circle 138 on reader service card 

Self-propelled, walk-behind sweeper from 
Sweepster has left and right-brush angle 
design that simplifies operation. Model 

C36TW is powered by a 5-hp engine, pro-
vides a 32-inch sweeping path, and can be 
transported in a pickup truck. Two drive 
systems are available to handle heavy debris 
or grass clippings. 
Circle 139 on reader service card 



Barricade® pre-emergent herbicide from 
Sandoz Agro has a higher maximum annual 
rate on the label for control of crabgrass, 
goosegrass and other problem weeds. Turf 
managers can apply 2.3 pounds per acre in 
single or split applications for greater 
flexibility and timing. It is said to provide 
season-long control at low use rates, provide 
low water solubility and produce no stains. 
Circle 140 on reader service card 

Raindrip's Model R608C 3/4-inch T-filter 
helps to reduce dripper clogging by 
removing most sediments and particulants at 
the water source outlet. The stainless steel 
150-mesh screen traps particles and can be 
disassembled quickly for cleaning. The filter 
can also be attached directly to a faucet, flow 
control device or pressure regulator. 
Circle 141 on reader service card 

Bunion's midsize hydrostatic drive riding 
mower handles close-in trim work and feat-
ures a three-bladed deck in a 52-inch width. 
Model BHR-22 KOH rider has two heat ex-
changers — one for the engine and the other 
for the hydraulics. Mowers offer a choice of 
22-hp Kohler or 18-hp liquid-cooled 
Kawasaki engines. 
Circle 142 on reader service card 

Prostaf® Plus™ fungicide twin-pack by 
AgrEvo USA includes Prostaf® 50 WP fungi-
cide and Bayleton® 50 turf and ornamental 
fungicide to control brown patch, dollar spot 
and 17 other turf diseases. The two products 
work together to provide a synergistic action 
said to increase the length of control beyond 
either one alone. Twin pack uses the lowest 
labeled rates of both products, yet has been 
shown to extend control as much as 28 days. 
Water soluble bags limit applicator exposure 
and are easy to use. 
Circle 143 on reader service card 

Self-propelled blower from Billy Goat 
features a five-speed transmission and a 16-
hp Briggs & Stratton overhead valve, twin-
cylinder engine for power. Model 
QB160ISP has a 14-blade nylon fan that 
increases air velocity while limiting noise. 

The blower, which is designed to accomplish 
the work of two 11-hp models, clears up to 30 
feet of pavement with wind speeds of up to 
150 mph. 
Circle 144 on reader service card 

Easy Lawn's portable irrigation system 
waters new or existing lawns and planting 
areas during early or dry growing conditions. 
System consists of an electronic controller, 
sprinkler heads, automatic valves and lines. 
The eight-zone deisgn waters 3/4-acre lots and 
sets up quickly. 
Circle 145 on reader service card 

LANDSCAPE FABRICS & 
EROSION CONTROL PRODUCTS 

LANDSCAPE FABRICS 
- Weed Stopper 
- Professional Landscape 

Fabric & Patio Underliner 
- Professional Plus 
- Weed Restrictor 
FROST PROTECTION 
- & Germination Blanket 
BURLAP 
CONSTRUCTION FABRICS 
& FENCES 
POLYJUTE EROSION 
CONTROL 
WOVEN GROUND COVER 
FABRISCAPE DRAINAGE 
SYSTEM 
SECURING PINS 
KNIVES & REPLACEMENT 
BLADES 

SNA Booth 1961 & 1962 

14BRISCAPE INC. 

L A N D S C A P E FABRICS & E R O S I O N C O N T R O L P R O D U C T S 
3145 W. COLUMBUS AVE., CHICAGO, IL 60652 

(312) 436-7400 • 1-800-992-0550 • FAX: (312) 436-0335 J 

PAVE EDGE 
'Professional's Choice" 

Both RIGID and FLEXIBLE 
Make a Choice-Not a Compromise! 

6 1 2 / 8 8 1 - 5 7 7 3 
Fax 6 1 2 / 8 8 1 - 2 1 6 9 

1-800-728-3832 



Calendar 
JULY 25-27 Penn Allied Nursery Trade Show, 
Fort Washington Expo Center, Fort Washing-
ton, Pa. Contact: Pennsylvania Landscape and 
Nursery Association, 717/238-1673. 

JULY 26 University of Georgia Turfgrass Field 
Day, Georgia Experiment Station, Griffin. 
Contact: Gil Landry, Extension Crop & Soil 
Sciences, 404/228-7300. 

JULY 26-28 Turfgrass Producers International 
Summer Convention and Field Day, Omaha, 
Neb. Contact: TPI, 708/705-9898. 

JULY 26-28 Florida Nurserymen and Growers 
Association and the Associated Landscape 
Contractors of America Conference, Hyatt 
Orlando, Orlando, Fla. Contact: Lynne Rue, 
FNGA, 407/345-8137. 

JULY 26-29 American Association of Nur-
serymen Conference, Minneapolis Convention 
Center. Contact: AAN, 12501 St. NW, Suite 
500, Washington, DC 20005; 202/789-2900. 

JULY 3 0 - AUG. 1 International Lawn, Garden 
& Power Equipment EXPO, Kentucky Expo-
sition Center, Louisville. Contact: EXPO 95, 

6100 Dutchmans Lane, Sixth Floor, Louisville, 
KY 40205; 800/558-8767. 

AUG. 2 Illinois Landscape Contractors Asso-
ciation Summer Field Day, Ball Seed Co., 
West Chicago. Contact: Julie Nicoll, ILCA, 
708/932-8443. 

AUG 3-5 Turf Diagnostic Course, Cornell Uni-
versity, Ithaca, N.Y. Contact: Joann Grutta-
daurio, 607/255-1792 

AUG. 4-6 Southern Nurserymen's Association 
Trade Show, Georgia World Congress Center, 
Atlanta. Contact: SNA, 404/973-9026. 

AUG. 8 Associated Green Industries of North-
east Ohio Summer Field Day, MacKenzie Nur-
sery Supply, Perry. Contact: AGI, 614/263-1242. 

AUG. 9 Eastern Pesticide Institute, Lehigh 
University, Bethlehem, Pa. Contact: Pennsyl-
vania Landscape and Nursery Association, 
717/238-1673. 

AUG. 16 Ohio Turfgrass Foundation Field 
Day, The Ohio State University, Columbus. 
Contact: Julie Guenther, 614/261-6750. 

AUG. 16-18 Field Diagnosis of Insects and 
Diseases on Trees and Shrubs, Cornell Uni-
versity, Ithaca, N.Y. Contact: NYS Arborists 
Association, 518/783-1322. 

AUG 17 Michigan Turfgrass Field Day, 
Michigan State University, East Lansing. 
Contact: Kay, 517/321-1660. 

AUG. 18-20 TAN-MISSLARK Nursery and 
Garden Supply Show, Dallas Convention 
Center. Contact: Texas Association of Nur-
serymen, 512/280-5182. 

AUG. 18-21 Nursery Management Institute, 
Michigan State University, Lansing, Mich. 
Contact: American Association of Nursery-
men, 202/789-2900. 

AUG. 30 - SEP. 1 CAN Convention, Paci-
fic Hort Expo and Ornamental Research 
Conference, San Diego. Contact: California 
Association of Nurserymen, 916/567-0200. 

To ensure that your meeting date is pub-
lished, send an announcement at least 10 
to 12 weeks in advance to LLM, 4012 
Bridge Ave., Cleveland, OH 44113. 

S 0 U N D S C R E E N 

Simply, Eff iciently 
Mak ing Profit 

• LAY ING C A B L E 
• LAY ING PIPE 

• TRANSPORTS Line-Ward Corp. 
VAN, MINI-TRUCK 157 Seneca Creek Road 

• O N E MAN Buffalo, New York 14224 
OPERATION P h o n e : ( 7 1 6 > 6 7 5 " 7 3 7 3 

(800) 816-9621 
Fax:(716)674-5334 j 

j Husqvarna chain saws and trimmers 

j are equipped with large-volume, low-
i L J 

noise mufflers. Keeping noise low 

and directing exhaust away from you. 

(h) Husqvarna 

© 1995 

SINCE 1972 
800 LB. 

ON 
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Power Equipment 
(continued from page 36) 

village of Scarsdale, where a blower 
ban was overturned in the village 
court. The ruling was important 
because it called into question 
whether a total ban could ever be 
implemented and survive a court 
challenge. 

The ban had some fundamental 
flaws that led to its demise. First, it 
banned blower use only on resi-
dential properties, and not on golf 
courses, which was ruled discrimi-
natory. The fact that blowers were 
the only equipment to be banned 
was also seen as discrimination by 
the judge. Finally, the judge ruled 
that other noise ordinances already 
on the books restricting power 
equipment were more than suffi-
cient to protect the health and safety 
of the public, and that a ban is 
unduly oppressive to the lawn and 
landscape contractor. 

The victory in court gave land-
scape contractors the ammunition 
they need to fight off total bans in 
other communities, but groups are 
pushing hard to get ordinances that 

are as restrictive as possible. 
Presently, the city of Greenwich, 

Conn., limits the use of blowers 
from 8:00 a.m. to 6:00 p.m. during 
the week and 9:00 a.m. to 3:00 p.m. 
on weekends, but Joe Golio, presi-
dent of Golio Landscaping Co. in 
nearby Stamford, said that Project 
Quiet Yards wants more. There was 
a meeting late in June to discuss 
adding a "quiet day" each week 
where no power equipment would 
be allowed at all. 

"We have fought back success-
fully so far, but the group keeps try-
ing to chip away at it," Golio said. 

California has also been an area 
of significant blower opposition. 
Larry Otto, president of Lawntech 
Equipment, a dealer in Riverside, 
recently locked horns with the city 
of Claremont over a blower ban. 

The ordinance had some pecu-
liar inconsistencies—for instance, 
residents could use the equipment 
from 7:00a.m. to 10:00 p.m., but pro-
fessional contractors were forbid-
den to use them. Otto's main argu-
ment was that banning one type of 
equipment over another is discrimi-
nation, and a ban should not be im-

posed. Currently, the ordinance is 
being reviewed by city officials. 

"It's just not right to pick on one 
piece of equipment. Not having 
blowers available really creates pro-
ductivity problems for contractors," 
Otto commented. 

SQUEAKY WHEEL The unfortu 
nate reality in this situation is that, 
in many cases, it is the inconsider-
ate contractor using too much equip-
ment at one time, or at unreason-
able hours, who is largely to blame 
for the public outcry. 

Project Quiet Yards in New York 
evolved from a confrontation be-
tween a single resident and a lawn 
maintenance contractor. "He was 
working next to the guy's property 
with a blower late at night, and did 
not try to work it out with the resi-
dent," Golio said. 

In other areas, contractors and 
dealers say the bigger problem has 
been with "renegade" operators 
who aren' t considerate of residents 
and neighbors about when and how 
much equipment they use. 

"The people in opposition to the 
leaf blower situation, I believe, are 

well-meaning and have the best 
interest of the community in mind," 
said Bob Cutler, president of Green-
master, Highland Park, 111. 

Two years ago, a ban on back-
pack blowers was instituted from 
May 15 to Oct. 15, but did not 
regulate push-type blower vacu-
ums. Now, some local residents are 
attempting to close what they view 
as a "loophole" by getting a partial 
ban on these blowers as well. 

'The problem is, the push-type 
blower is powered by a lawn mower 
motor, so if the noise is a problem 
they will have to ban all lawn mow-
ers," he noted. 

The Scarsdale ruling is being 
cited as a primary reason why com-
munities should not opt to try a ban 
anymore. "It's been conceded that 
a ban will be ruled unconstitutional, 
and if it goes to court, the commu-
nity will lose," said Cutler. "Com-
munities are more willing to settle 
for half a loaf and not provoke a 
lawsuit." • 

The author is Special Projects Edi-
tor of Lawn & Landscape Mainte-
nance magazine. 
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Nitrate Leaching 
(continuedfrom page 66) 

all of the applied N, despite the fact 
that the actual fertilizer recovered 
in the clippings was only about 
one-third of the amount applied. 

These data indicate that turfgrass 
roots must compete with a very 
active microbial population for ap-
plied N. 

The nitrogen used by microor-
ganisms is turned into complex or-
ganic compounds within the mi-
croorganisms; however, these mi-

croorganisms are relatively short-
lived and when they die, the nitro-
gen is released as complex forms of 
N. Thus, even when a quick-re-
lease form of N is applied to the 
turf, a large fraction of that N is 
captured by a microbial population 
that turns it into slow-release N. 

QUESTIONS REMAIN. While the 
data presented above paints a very 
favorable picture of the fate of N in 
turf, some questions still remain. 
First, how much of the non-
recovered N was lost to volati-

lization? Second, our data indicate 
that added N is being converted to 
organic forms of N or soil organic 
matter. 

But soil organic matter content 
in the soil will not increase forever 
and at some point, an equilibrium 
will be reached. When that occurs, 
what will happen to the N that is 
added every year? 

If you are removing clippings, 
then you would have to add enough 
N to replace that which is removed 
with the clippings. 

But we know from our experi-

ence that even if we return clip-
pings, turf benefits from more N. 

If leaching is not occurring, then 
returning clippings should produce 
a closed system where no more N 
would be needed. So, where does 
the added N go when soil organic 
matter is at equilibrium/These ques-
tions will need further research be-
fore they are answered. • 

The author is associate professor, 
Department of Crop and Soil Sci-
ences, Michigan State University, 
East Lansing, Mich. 

MEASURING NITROGEN IN CLIPPINGS 
IN 1981, Starr and DeRoo published an article on nitrogen fate in turf 
using a stable isotope of nitrogen, l 5N, to follow what happens to an 
individual application of nitrogen. This allowed them to discriminate 
between nitrogen that came from the soil, from the return of clippings 
and from their fertilizer applications. In the study, they added 3.7 pounds 
of N per 1,000 square feet (M) per year to the turf. 

When measuring the nitrogen recovered in the clippings over the en-
tire growing season, they found that the clippings contained 3.2 pounds 
N/M. They determined that 1.1 pounds N/M came from the fertilizer 
application, 1.0 pounds N/M came from the soil, and 1.1 pounds of N/M 
could be directly attributed to returning clippings. Thus, while 3.7 
pounds of N had been applied during the growing season, only 30 

percent of the applied nitrogen was recovered in the clippings. Where 
did the rest of the applied nitrogen go? 

Where clippings were returned, the authors found the equivalent of 
0.76 pounds fertilizer N/M in the soil, and 1 pound fertilizer N/M in the 
thatch, and only a trace was leached below the root zone. They had a 
total recovery of 76 percent, so they estimated that gaseous losses, either 
ammonia volatilization ordenitrification, accounted for the remaining 
24 percent of their seasonal N application. 

Competition for nitrogen in the soil is keen and the turfgrass plants 
could only recover around 30 percent of the applied N in the clippings. 
Microorganisms in the soil and particularly in the thatch are very active 
and compete with the turf for applied N. 

We Are Not Just Tanks 
PARTS S FITTINGS 
TANKS STORAGE CHESTS 
ACCESSORIES P U M P S 

S S SPRAY G U N S S * HOSE 
Stock Orders Placed A.M.- Shipped P.M. 

Since 1968 
Street 

Pompano Beach, FL 33060 
(305) 785-6402 • 1(800)327-9005 

Fla. Residents Call Collect 



Bockflow Prevention 
(continued from page 62) 

a disc-float assembly seals off the 
atmospheric vent area. When the 
flow of water stops, the float falls, 
opening the vent and allowing air 
to enter the piping system, thus 
thwarting any possibility of back-
siphoning. 

A VBs should be installed at least 
six inches higher than the last out-
let. Irrigation piping that is higher 
in elevation creates enough pres-
sure to cause backpressure. This 
backpressure can hold the air-inlet 
valve closed, allowing nonpotable 
water back through the device and 
into the potable water system. An 
AVB must not be used for more 
than 12 hours in a 24-hour period. 

Pressure vacuum breakers also 
prevent backsiphonage but aren't 
effective against backpressure. 
However, they can be used to pro-
tect against both pol lutants and con-
taminants. 

PVBs have a spring-loaded 
check valve that closes when water 
flow stops. Its air-inlet valve opens 
when the internal pressure is one 

psi above atmospheric pressure, 
preventing nonpotable water from 
being siphoned back into the po-
table system. These backflow 
preventers can be tested in line for 
proper operation. 

Being spring-loaded, PVBs 

don't rely on gravity like AVBs 
and must be installed on the pres-
sure side of a shutoff valve. Pres-
sure vacuum breakers must be in-
stalled at least 12 inches higher than 
the last outlet. 

Double check valve assemblies 
are e ffect i veagainst backflow caused 
by backpressure and backsiphonage, 
but are used to protect the potable 
water system from pollutants only. 

Double-checks consist of two 
positive-seating check valves in-
stalled as a unit between two tightly 
closing shutoff valves. They also 
can be tested in line. 

Elevation differences won't af-
fect the performance of double 

checks, therefore their placement 
in the landscape is oriented more 
toward accessibility. They are 
bulkier and, if installed below grade, 
can be difficult to drain for freeze 
protection. Increasingly, double 
checks are being installed outdoors 
in heated and insulated enclosures 
that protect against freeze damage. 

Dual check valve assemblies are 
effective against backflow caused 

by backpressure and backsiph-
onage. They protect the potable 
water system from pollutants. Dual 
checks consist of two independent 
in-line check-valve modules and 
should be installed in an accessible 
location for inspection and service. 

Reduced pressure principle as-
semblies protect against backpres-
sure and backsiphonage of pollut-
ants and contaminants. The assem-
bly is comprised of two internally 
loaded, independently operating 
check valves with a mechanically 
independent, hydraulically operat-
ing differential relief valve between 
them. An RP also contains tightly 
closing, resilient-seated shutoff 
valves upstream and downstream 
of the check valves, along with test-
cocks for in-line testing. 

During normal operation, the 
pressure in the zone between the 
two check valves is maintained 
lower than the supply pressure. If 
the zone pressure approaches the 
supply pressure, the relief valve 
will automatically maintain a dif-
ferential of not less than two psi 
between the supply pressure and 

(continued on page 90) 

Greenline is changing 
the way America 

buys mowers 

• 30-Day Money Back Guarantee 
• 2-Year Commercial Warranty 
• 14 HP Kohler Engine 
• 10 Gauge Steel Deck 
» Payment Plan as low as $79.00 per month 

36" Commercial Cut - retail $2,995.00 you pay only $1 .995 .00 ! ! ! 
48" Commercial Cut - retail $3,295.00 you pay only $2 .150 .00 ! ! ! 

Call toll free to order 

1-800-356-0171 
(commercial cutters only, no dealers please) 
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G r e e n l i n e 
103 Will iams A v e n u e 
Reidsville, GA 3 0 4 5 3 

D E S I G N I M A G I N G G R O U P 
H L J | H C o m p u t e r Imaging for the L a n d s c a p e Indus try 

THE "IMAGE WIZARD' ' CAN HELP YOU I N C R E A S E 
YOUR B U S I N E S S UP TO 3 T I M E S ! ! ! 

'7 finally started offering imaging in '94 after years of 
considering it. My business grew 300% by including images in 
my bid and presentation. Customers feel they can trust what 
they'll get with a picture..it even wins bids at a higher cost than 
the competition." Danny Priolo, Heritage Point, Howell, NJ 

For m o r e informat ion on Design Imaging Sof tware 
and to receive your "FREE D e m o Video" wi th a 
"Color Print Of A n Actual Design" , call today or 
c o m e visit us (DIG) at one of the fo l lowing t rade 
shows! July 9-11 

July 28-29 MNLA 
July 30-Aug. 1 ILGE 
Aug. 4-6 SNA 
Aug. 18-20 TAN 
Aug. 23-24 

PANTS FT. Washington, PA 
Minneapolis, MN 
Louisville, KY 
Atlanta, GA 
Dallas, TX 

PLANTS Pittsburg, PA 

It is estimated that more 
than 10,000 cross-connection incidents 
occur in the United States every day. 

Backflow is a potentially serious 
hazard for irrigators. 
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Classifieds 
RATES 

All classified advertising is 75 cents per word. 
For box numbers, add $1 plus six words. All 
classified ads must be received by the publisher 
before the first of the month preceding publica-
tion and be accompanied by cash or money order 
covering full payment. Submit ads to: Lawn & 
Landscape Maintenance magazine, 4012 Bridge 
Ave.,Cleveland,OH 44113. Fax: 216/961-0364. 

BUSINESS OPPORTUNITIES 

LAWN CARE PROGRAM 
NaturaLawn® of America 

The leader in natural organic/biological lawn 
care is now expanding nationwide. Our fran-
chise offers: 

• Exclusive Territory 
• Proprietary Product Lines 
• Comprehensive Support 
• Thorough Agronomic Training 
• Financing to Qualified Individuals 

To learn more, contact Randy Loeb, Franchise 
Development Manager at: 800/989-5444. 

• • • 

WHOLESALE 
DISTRIBUTOR 

Needed to market environmentally friendly, liq-
uid, slow-release fertilizer products direct from 
manufacturer. Ken Franke, P.O. Box 123, Plato, 
MN 55370; 800/832-9635. 

• • • 

BIDDING FOR PROFIT 
"BIDDING & CONTRACTS YOUR KEY TO 
SUCCESS," a book with over 16 years experi-
ence, not theory. Get factual information on a 
very accurate and profitable bidding process. 
Bid sheets, contracts and much more. Send $42.95 
to: # 1 Profits' Unlimited, 3930 Bardstown Road, 
Louisville, KY 40218.800/845-0499. • • • 

INDUSTRY 
ASSOCIATION 

Your Continued Business Success Depends 
on It..The professional landscape industry is 
continually evolving. Staying ahead requires a 
strong business sense, a viable plan and an 
entrepreneurial drive. Let the Associated Land-
scape Contractors of America be your partner for 
a solid business future. If you want to make more 
money, lower your costs, meet quality people 
willing to share information, get involved. Call 
today and let ALC A help you build your success. 
Call Anne at 800/395-2522. 

BUSINESSES FOR SALE 

MAINTENANCE/ 
LANDSCAPE/ 
FERTILIZING 

Business — Maintenance, Landscape and Fer-
tilizing. Retail — Garden Center, Doll and Gift 
Shop. Building, stock, equipment, trucks and 
accounts. Still growing. Ohio. 216/327-7868. 

LAWN SERVICES BUSINESS 
Lawn fertilizing and spraying service established 
in 1982 in Grand Rapids, Michigan. Includes 
equipment, accounts, sales leads, inventory. 
Growing market. Write: LLM, Box 374, 4012 
Bridge Ave., Cleveland, Ohio 44113. • • • 

LANDSCAPE COMPANY 
Landscape company with services offering lawn/ 
tree care and full landscape installation and main-
tenance. Well established in Portland, Oregon. 
Economy is very, very strong. Growth potential 
has yet to be tapped. Grossed $550,000, of which 
$200,000 is in annual programs, net $100,000. 
No real estate. Well maintained, sharp, clean 
equipment. Conservative $130K in equipment: 
11 trucks, 2 tractors, hydroseeder and much 
more. Company has a high reputation with over 
2,000customers. Selling $310,000. Interested in 
the great Northwest? P.O. 68803, Oak Grove, 
Oregon 97268. 

FULL SERVICE MAINTENANCE 
Commerical and residential full service lawn and 
landscape maintenance company for sale. Prefer 
to sell as total package, but will consider splitting. 
Lucrative prime Denver area locations. 200+ 
accounts, over $400K yearly gross, 15-year track 
record. Asking $295K. Send name, address, phone 
number, personal and professional history and 
financial ability to purchase to: A.L., P.O. Box 
211183, Denver, CO 80221. 

• • • 

LANDSCAPE MAINTENANCE 
Landscape maintenance, installation, irrigation 
and snow removal company. Well established in 
the Boston market. Specializing in high profile 
commerical and condominium clients. Excellent 
growth potential. Young, energetic trained and 
licensed staff. New well maintained fleet of 
trucks and equipment. Systems are in place for a 
smooth transition. Write to CTN, P.O. Box 274, 
Natick, MA 01760. 

• • • 

LANDSCAPE IRRIGATION COMPANY 
Landscape irrigation company established 15 
years in Salt Lake City, Utah, area. Residential 
and light commercial installation and repair. Very 
profitable in high growth area. Gross sales $400K 
plus. Includes four trucks, trencher, trailer, tools 
and well trained staff. Will train and provide 
support. Write to Lawn Sprinklers, P.O. Box 
2145, Sandy, Utah 84091 -2145. 

• • • 

MIDWEST MAINTENANCE COMPANY 
Midwest Lawn and Landscape Maintenance 
Corp. sale to include vehicles, equipment, client 
contracts, office supplies. $50,000. All requests 
for information fax only to 701/746-1652 or 
write LLM, Box 373,4012 Bridge Ave., Cleve-
land, 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 communica-
tion is strictly confidential. Reply to LLM, Box 
363,4012 Bridge Ave., Cleveland, OH 44113. 

HYDROSEEDERS & 
STRAW BLOWERS 

Any make, any model, any condition. Call Neil 
Reinecker at 800/245-0551, or send photo with 
description and asking price. 

FOR LEASE 

TRUCK & EQUIPMENT LEASING 
"All makes & models "Leasing & outright purchase 

available "Low initial investment 
"Low monthly payments "Quick turnaround 

•Personalized service 
CALL USA MORRIS AT 1-600-766-2074 

1600 West Main St., Wilmington, OH 4517/ 

P | 
LEASING, INC. — ^ 

FOR SALE 

WHOLESALE TURF SUPPLIES 
Hannay hose reels (electric), $389; 300 feet of 1 / 
2-inch I.D. 200-psi hose, $ 180; 400 fee4t of 3/8-
inch I.D. 600-psi hose, $225; Aeroquip 1/2-inch 
swivels, $29; ChemLawn guns, $69.79; 
Trimmerline 5-pound .95, $29.95; Jumbo grass 
catcher, $ 139.95; Kawasaki 12.5-hpengine with 
oil filter, $479.95. Toorder,call Hersch's Whole-
sale Turf Supplies, 800/THE-LAWN. Ask for 
your free catalog. 

FINANCING 
LET THE GOVERNMENT FINANCE your 
small business. Grants/loans to $500,000. Free 
recorded message: 707/448-0270. (NK8) 

GROUNDSCAPING SUPPLIES 
Hot off the press. Landscapers Supply Corp.'s 
1995 catalog. Save "big bucks." Buy ground-
scaping supplies and maintenance equipment, 
engines, parts and accessories at wholesale. Call 
800/222-4303 for your free catalog. 

TO ADVERTISE ll\l LLAA 
CLASSIFIEDS CALL 

1 -800-456-0707 



INSURANCE 

C O M M E R C I A L I N S U R A N C E FOR 
L A W N C A R E F I R M S 

" G R E E N I N D U S T R Y S P E C I A L I S T S " 

M.F.P. Insurance Agency is dedicated to 
providing comprehensive insurance pro-
grams to the Green Industry at competitive 
prices. We back up this dedication with a 
staff of professionals who understand ev-
ery facet of your business, from marketing 
to customer service. We know how to prop-
erly insure your company whether you're a 
sole proprietor or a multi-state operation. 

Just as your customers look to you for lawn 
care advice, people come to us for insur-
ance advice because they do not want to 
become insurance experts themselves. If 
you want good advice, the right coverage 
and competitive rates, please contact: 

Richard P. Bersnak, President 
Jill A. Leonard, V.P. 

1 - 8 0 0 - 8 8 6 - 2 3 9 8 
F A X : 6 1 4 - 2 2 1 - 2 2 0 3 

M . F P . Insurance A g e n c y , Inc. 
50 W e s t Broad Street , Sui te 3 2 0 0 

C o l u m b u s , O H 43215 -5917 

PREMIUM REPLACEMENT PARTS 

Premium 
Replacement J J H O M A S 

Parts for Outdoor Power 
Equipment OPTIMUM 
Introducing: ^ TRIM LINE™ 

PRICES 

START AS 

LOW AS 

S9.95 

Producing: 
INTERMIX 

No Smoke 

, STARTING I " 
AS LOW AS S 149.99 

PRICED AS LOW AS 

$4.80 EACH -
F O R P R O D U C T I N F O R M A T I O N O R A 

FREE C A T A L O G O F O U R C O M P L E T E 
L I N E O F M O W E R A N D S N O W P L O W 
PARTS C A L L 1 -800-422-4184 

LANDSCAPE 
DESIGN KIT 

LANDSCAPE DESIGN KIT 3 
48 rubber stamp tree, shrub, 4 plant symbols 4 more 
1/8" scale Stamp sizes range 1/4* to 1 3/4*. 
$77.50 • $5 s h ViSAMasterCard. or m o s shipped 
next day Checks delay shyment 3 weeks No cod s 
M Tax CA add 7.75% Sales 

AMERICAN STAMP CO. 
12290 Rising Rd.. Dept. LL95S 
Wilton, CA 95693 
Vo«e/FAX (916) 687-7102 F , M • "P"* 1 3 0 

F R E E Landscape Design Book with your LDK order. 

F R E E 
LANDSCAPE 

DESIGN BOO 
WITH YOUR 

LDK 3 ORDER 

CUSTOM DECAL KITS 

A Quick & 
Economical 

Way 
To Mark Your 

Vehicles 

Easy to Order-Easy to Apply 
Custom Decal Kits 

can or write: Sun Art Decals Inc. 
6837 Pearl Rd. 
Cleveland, OH 44130 
216-843-6262 
800-835-5551 
Fax: 216-843-6130 

LAWN SPRAY TRUCK 
1985 Chevy C50 series, remanufactured 1990. 
Target engine, rebuilt transmission, new brakes 
& clutch. 1,200-gallon Tuflex main tank, 200-
gallon drop tank w/mechanical agitation. Hannay 
electric hose reel, 300 feet, 800-psi hose, 18-hp 
twin cylinder Briggs engine w/20-gpm Bean 
pump. Good condition, currently working every 
day. $9,800. Fort Myers Pest Control, Inc. 800/ 
329-3100. 

GOVERNMENT LAND 
GOVERNMENT LAND now available for 
claim (including agricultural). Up to 160 acres/ 
person. Free recorded message: 707/448-1887. 
(4NK8) 

• • • 

MOWER SELECTION 
New and used mowers. 18-hp engine. Zero-turn 
hydrostatic drives. 50-inch front-mounted deck. 
Used machines $ 1,500 to $4,000 plus tax. New 
machines $6,100 plus tax. Two-year warranty 
on new machines. Will deliver. 309/446-9282. • • • 

DOT DRUG/ALCOHOL TESTING 
Last year, it was companies with 50 or more 
drivers. EFFECTIVE JANUARY 1. 1996. 
EVERY CDL DRIVER MUST BE SUB-
JECTED TO RANDOM ALCOHOL AND 
DRUG TESTING! We Can Help! Contact 
NATIONAL DOT CONSORTIUM for 
America's Landscaping Industry at 703/ 
DOT-TEST. 

FRICTION SUPPRESSORS 

Save A Fortune On Downtime And Repairs 
With Proven Powerful Friction Suppressors 
* Reduce downtime & expensive repairs - » Engines 
* Less wear on internal parts - » Gear Boxes 
if Increase fuel economy Transmissions 
* Increase performance - » Hydraulic Systems 
if Longer engine life -»Industr ial Equipment 
For use in Cars - Trucks - Tractors - Heavy Equipment -
Gas/Diesel Engines - Automatic/Manual Transmissions -
Lawn & Garden Equipment - Chain Saws - Brush Chippers -
2 cycle & 4 cycle Air Cooled Engines. For a free product 
brochure, call or write: Danie l D iener , 1 0 6 2 0 N e v a d a St. , 
M e l r o s e Park , IL 60164 . (708) 4 5 5 - 3 9 2 3 

HELP WANTED 

EMPLOYEE SEARCHES 
Florapersonnel, Inc. In our second decade of 
performing confidential key employee searches 
for the landscape industry and allied trades world-
wide. Retained basis only. Candidate contact 
welcome, confidential and always free. Flora-
personnel, Inc., 2180 W. State Rd. 434, Suite 
6152, Longwood, FL 32779-5013. Phone 407/ 
682-5151, Fax 407/682-2318. 

LANDSCAPE 
MANAGER 

Landscape Division Manager for a multi-unit 
commercial landscaper. Strong proven manage-
ment skills and three years industry experience 
required. Business or industry degree required. 
This is a senior management level position, only 
individuals with proven track records will be 
considered. All replies are strictly confidential. 
Reply: Landscape Manager, Southern Tree & 
Landscape Companies, P.O. Box 7067, Char-
lotte, NC 28241. 

• • • 

MAINTENANCE 
MANAGERS & SUPERVISORS 

One of the nation's largest and fastest-growing 
full-service landscape companies has an 
immediate need for experienced maintenance 
managers and superintendents, as well as entry-
level maintenance supervisors, in the Midwest, 
Southwest, Mid-Atlantic, Northeast and South-
east states. The company seeks energetic, team-
oriented college graduates with proven leader-
ship, communication and interpersonal skills. 
The company offers full-time positions, excel-
lent advancement opportunities and exceptional 
compensation and benefits with an industry leader 
celebrating more than 50 years of uncompromis-
ing customer service. For immediate confidential 
consideration, please send or fax your resume to: 
The Brickman Group, Ltd., Corporate Office, 
375 S. Flowers Mill Road, Langhome, PA 19047; 
215/757-9630.EOE . . . 

IT PAYS 
T O ADVERTISE I d LLAA 

CLASSIFIEDS. CALL 
:T«T 

TODAY 



LANDSCAPE 
OPERATIONS SUPERVISOR 

The University of Minnesota Facilities Manage-
ment Department has an immediate opening for 
an experienced Landcare Operations Supervis-
or. This position will be responsible for overall 
supervision of bargaining unit and student la-
borer employees within the Landcare Opera-
tions unit. 

Primary duties will relate to the annual care of 
landscape maintenance operations for the Twin 
Cities Campus, including snow removal. Duties 
will include: scheduling and assigning work to 
employees; closely monitoring employee per-
formance; orienting new employees and con-
ducting in-service training for equipment opera-
tion and safety awareness. In addition, this po-
sition will be responsible for establishing long 
range objectives, interacting with customers and 
vendors and communicating policies and pro-
cedures to employees. 

Minimum qualifications include five years of 
work experience in landscape maintenance with 
a minimum of two years experience supervising 
work teams. Related college or vocational 
coursework may be substituted on a year to year 
basis for up to four years of work experience, not 
to include the two years of required supervisory 
experience. Applicants must have a valid Class 
"C" drivers license and pesticide applicator li-
cense. Extensive working experience with 
grounds/landscape maintenance equipment 
required. 

The salary range for this position is $25,512 -
$40,884. The U of M offers an excellent benefits 
package. Please fax (612/626-0234) or send cover 
letter (stating Landcare Operations Supervisor 
position) and resume to: Facilities Management, 
300 Shops Building/319 15th Ave. S.E., Minne-
apolis, MN 55455. Attn: Human Resources. 
Questions should be directed to Kristin Lundberg 
at 612/624-4094. The University of Minnesota is 
an Equal Opportunity Employer and Educator. • • • 

POSITIONS WANTED ~ 

LANDSCAPE 
MANAGEMENT 
CONSULTANT 

Consider an alternative to hiring an upper level 
manager. I will train your key employees in sys-
tems and procedures that will best help your 
business to reach your goals. By utilizing the 
personnel you already have, you save money and 
ensure their loyalty. 

I have 19 years experience in landscape 
maintenance in Texas, Florida and the Midwest. 
I've helped companies to grow, stabilize their 
work force, increase profits and develop pro-
cesses to enhance the company's performance. 

A preliminary review can determine areas in 
your company that could be enhanced such as 
estimating, scheduling, budgeting, crew or-
ganization and effectiveness, profitability and 
job quality. A follow-up plan is then outlined for 
the weeks or months to follow according to 
your needs. 

FOR ADDITIONAL INFORMATION AND 
REFERENCES CALL T.D. MORLAND/ 
HBMC, 608/832-6401. 

Backflow Prevention 
(continued from page 78) 

the zone between the two check valves by 
discharging to the atmosphere. 

This backflow prevention assembly is used 
to protect against high-hazard contaminants 
and should always be the choice of backflow 
prevention when applying fertilizers and chemi-
cals via the irrigation system. 

Install RPs a mimimum of 12 inches above 
ground, not in a pit or vault. These assemblies, 
too, are being installed in freeze-proof enclo-
sures for year-round protection. 

PRESERVING PROTECTION. What is the most 
common cause of backflow preventer problems? 
Installation, according to Howard. "During an 
installation, dirt and other debris can get in the 
seat of a backflow preventer," he explained. 

Michael Birks, national sales manager for 
Febco Division of CMB Industries, Fresno, 
Calif., agreed: "Always flush the assembly at 
installation or after repairs to an irrigation line." 

Vandalism is another concern with backflow 
preventers and should be considered when se-
lecting the location of the assembly in the 
landscape. Protective cages and other more 
aesthetic products are available to conceal units. 

All backflow preventers should be installed 
where they can be inspected and serviced regu-
larly. Any kind of water discharge from a 
backflow prevention assembly should be in-
vestigated, as it could be an indication of back-
flow occurring or the need for maintenance. 

Generally, yearly inspection by a qualified 
backflow prevention tester is recommended, 
particularly if you're dealing with irrigation 
water with organic material or that is high in 
calcium or magnesium. 

Protection and prevention continue to become a 
daily fact of life, from motorcycle hel-met laws 
to check valves in sprinkler heads for liability. 
Backflow preventers ensure personal safety of 
millions of people, while protecting you from 
liability. As technology develops, so do the 
responsibilities that go with its application. • 

The author is a partner with VERDEcom Envi-
ronmental Resource Media. He is based in 
Banning, Calif. 

P R E V E N T E R 
P R O T E C T I O N 

RP DC PVB AVB 
Backpressure 

Pollutant x x 
(not a health risk) 

Contaminant x 
(health risk) 

Backsiphonage 
Pollutant x x x 
(not a health risk) 
Contaminant x x x 
(health risk) 
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O U R S BAM ELIMINATES M O 
IMSECT PESTS IBECAILJSE A E E IT TAKES 

Is O N E T O B U G A CUSTOMER. 

I V I o s t cus tomers tend to overreact . Discover one lawn 
pes t and they th ink they ' re infested. Never m ind t h a t 
m o s t c u s t o m e r s can' t tell t he d i f ference between a sod 
w e b w o r m and a night crawler. 

Keeping cus tomers ' lawns insect pest f ree is 
D u r s b a n * insec t i c ide is all abou t . N o t only is i t 
dependable and economical broad spec t rum 

DowElanco 

bu t it has also been f o r m u l a t e d t o provide you an 
effective residual on m o s t tu r fg rasses and ornamentals. 

One th ing fo r sure , use Du rsban and c u s t o m e r s 
won ' t be bugging you w i th the i r insect pes t p rob lems. 

For further information on Dursban, or any other product 
the extensive line of DowElanco products, give us a call 

at 1 -800 -352 -6776 . Always read and follow label directions. 

•Trademark of DowElanco 
BEARD 
COLLECTION 


