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A PICTURE 
IS WORTH 

A 
THOUSAND 
WORDS... 

With loader removed and 6-way dozer blade attached, the 70 
horse dlesel gives you plenty of push. 

Low ground pressure allowed this Posi-Track to lay 115' sod 
rolls out in front, on a side hill. 

The brushcutter mounts to the universal quick-attach and runs 
off the standard 25 gpm auxiliary pump. 

J 

one J - t r a C K 

ID OUR VIDEO 
IS FREE! J 

« I - * H à * U i » u ifil 

B B U L 1 « 

1 

f 

CALL 
NOW 

1 -800^346-5954 
. . Cl imb aboard and take a 10 minute 

video ride through a wide range of 

jobs. Many you couldn't tackle 

with anything less than a 

P O S I - T R A C K ! 

; USE REAI VICE #84 

BEYOND THE ORDINARY_ 

The loader attaches to either end, and the seat is reversible. 
The 3-point hitch makes good use of the standard PTO shaft. 
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Market Trends 

Classifieds 

7 8 
Compost Marketing 
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People 

8 4 
Product Profile Editor's Focus 

2 0 
Environmental Forum Products 

More Than 62.000 Subscribers Monthly 

2 4 Market Savvy 

3 4 

Senske Lawn & Tree 

Care offers a diverse 

mix of services to six 

very different markets. 

As if that isn t enough, 

some areas have 

completely different climates and growing need 

Features 
Irrigating Trees & Ornamentals: 
Find the Right Balance 
It's Ltk an art and a science to provide the proper irri-

gation for trees and ornamentals. Balance is important 

because too much or too little are equally damaging. 

4 2 Aerification: The Underground Story 
Aerification can solve a variety of soil problems. The key 

is choosing the right equipment to match the circum-

stances. 

4 8 Fertilizer Trends: Green Industry is Growing Up 
Better educated contractors now micromanage their 

properties, using an 

integrated 

approach. The 

trend is toward a 

rational blend of 

materials and 

technologies. 

8 6 Metro Denver Market: 
Steady as She Goes 
Driven by a new technology-based economy, Denver 

proves there 's life after the oil market collapse. 

6 4 10 Trends Shaping the Landscape 
Change is always coming and it's best to be prepared for 

the future by spotting trends that are shaping our society 

right now. 

Protecting Tall Fescue from Brown Patch 
Careful fertili2ation, 

mowing and seeding 

practices can help 

reduce the growth of 

difficult brown patch o\ 

tall fescue grasses. 

\ 
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'S FOCUS 

Susan 
Gibson 
Editor 

y first job in publishing was in a company wbere it was not 

unusual for employees to stay for 30, 40 and even 50 years. 

Imagine tbat — spending one's entire working career — at 

one company. It seems inconceivable today. 

In a recent opinion piece written for The Wall Street 

Journal, Frederick Reicbbeld asked wby our nation's invest-

ments in work-saving technology, coupled with "downsizing," 

haven't paid off in productivity gains for service industries. 

Reicbbeld, who is a director of Bain & Co., a Boston consult-

ing firm, maintained it was because manufacturing and ser-

vice are so different. The assets of a manufacturing company, 

be said, are in the machines and processes used to produce and 

sell its goods. 

It's different for service. In any service firm, the expertise 

and experience of the employees themselves are the assets. 

These assets grow as employees learn more about their cus-

tomers through long-term relationships. The longer they stay 

at a company, the more service employees learn about their 

co-workers and vendors. When an employee leaves, the com-

pany loses that knowledge (or asset) forever, Reicbbeld added. 

What happens to your customer when the employee leaves? 

TKe relationship usually returns to ground zero as another 

employee steps into the customer interface role and starts the 

arduous process of learning everything the former employee 

already knew. How does this affect a service company's pro-

ductivity? Reicbbeld believes it's a major obstacle: "This 

customer and employee churn is productivity's principle en-

emy." Invariably, he added, this "churn" will consistently 

negate gains made through technical improvements. 

In other words, while it is really important to have the best 

equipment and technology, a service firm can still he unpro-

ductive if the relationship falters because of turnover. 

Improved employee measurement systems, clear career 

paths, incentives and strong company cultures can discourage 

employee turnover. This, in turn, should help discourage 

customer turnover. 

Reicbbeld estimated that a company with 10 to 20 percent 

turnover annually eliminates its knowledge and experience 

assets every five to 10 years. What a waste! Smart contractors 

know how to make profit sharing, good benefits and loyalty to 

employees pay for themselves in high retention rates. And 

that improves productivity, morale and customer relation-

ships. The value of employees is hard to measure, hut you 

know exactly how much it hurts when an employee walks out 

the door. — Susan Gibson [Q 
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Why Settle for a 
1500 lb. Loader? 

Heavy Duty 1700 lb. Performance 
... at 1500 lb. Pricing! 

Check our specs against a 
comparably priced 1500 lb. loader. 

Specif ication Ours Theirs 

T173 HLS 
II 

Rated Load Capacity 1700 lbs. 1500 lbs. 
Height to Hinge Pin 133.5" 114.5" 
Breakout Force 4450 lbs. 3100 lbs. 
Operat ing Weight 6750 lbs. 5368 lbs. 

Get Smart! Get Tough! Compare the facts before you buy! 
Find out what makes the Thomas T173 High lift "S" Series II Loader the best 

Value on the job site: Call 1-800-561-5623 

THOMAS 
THOMAS 

Thomas Equipment Ltd., P.O. Box 336, Mars Hill, Maine 04758-0336 • Tel: 1-800-561-5623 • Fax: 506-276-4308 

USE READER SERVICE #111 



WALK-BEHIND MOWERS LEAD THE PACK 
THE GOOD RESPONSE from our February fax survey show fhaf 

an overwhelming majorify of respondents purchase walk-

behind mowers, compared fo fhose fhaf purchase riding 

mowers. The survey showed 75.5 percent said fhey buy walk-

behinds, while 24.5 percenf indicafed fhey buy riding mowers. 

In addifion, 19.5 percenf of all fhose responding said fhey did 

nof plan fo purchase any mowers fhis year. 

Spring is fhe mosf popular purchasing time, said 47 percenf 

of respondents; anofher 22.4 percenf prefer winfer buying. 

Nearly 11 percenf said fhey buy mowers "as needed." 

Source: L&L Quick Reader Survey 

TECHNICALITY REVIVES BLOWER BAN 
LANDSCAPE profession-

als who Jo business in 

Scarsdale, N.Y., are scram-

bling to mount an appeal 

over a recent state supreme 

court ruli ng that coul J wipe 

out the use of gas-powereJ 

leaf blowers from June to 

October. 

Tke 18-month legal 

wrangling over the village 

ban took a new twist in 

Ince again, gas-powered leaf blowers 
face an uncertain future for use during 
the summer months in Scarsdale, N.Y. 

January, when a three juJge 

appellate team of tk e state s 

supreme court found in 

favor of a village appeal to 

reinstate the ban. The appeal 

was upheld on a technicality. 

Joe 1 inelli, president of 

the New York Turf and 

Landscape Association, said 

the group is willing to take 

the fight as far as legally 

possible. In a written 

statement to associa-

tion members, Tinelli 

said that other munici-

palities are looking at 

this decision and 

redoubling their efforts 

to pass blower bans. 

"if we stop now, this 

sense of new found 

power by these munici-

palities will take over 

in all areas and spread 

like cancer," be wrote. 

"We must bold our 

ground now and not be 

ridiculed by this 

temporary setback." 

The defeat is a 

bitter pill for the local 

Joe Tinelli, 
president of the 
New York Turf and 

landscape industry after 

fighting for 18 months to 

have the ban lifted. I be 

battle be- . • • . 

tween the 

village and 

tke NYTLA 

began in 

spring, 1994, 

when citizens 

banded 

together to 

push for an 

all-out ban of 

blowers dur-

ing summer 

months. 

A ban was 

placed on 

gas-powered 

blowers that 

June. In Sep-

tember, the industry used 

the citing of a landscaper 

violating the ordinance to 

fight the law on the grounds 

that it was an undue burden 

on the industry. I be judge 

ruled in favor of the 

landscapers, but in doing so 

failed to consider docu-

ments presented by village 

attorneys because they were 

Association, said 
the group is 
willing to take the 
fight as far as 

submitted too late. In 

striking down the village 

justice's ruling, the panel of 

. judges said that the 

documents and 

testimony should 

have been consid-

ered, but gave no 

indication whether 

the ban would be 

upheld in future 

court challenges. 

In other words, 

the Scarsdale 

landscape industry 

is back to square 

one. Tinelli 

expects that in 

June, contractors 

will cited for using 

their leaf blowers. 

CROPS WEATHER 
FLOODTHREAT 
It's too early to tell what the 

final tonnage tallies will be 

for the Pacific Northwest's 

turf seed crop, but seed 

producers say the floods 

that plagued the region this 

(continued on page 8) 
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^ World's 
Quickest 
Tree Injection 
s y s t e m 

POINTER™ INSECTICIDE (MERIT®) 
IS NOW AVAILABLE WITH THE 

ARBORSYSTEMS WEDGLE™ TIP 
INJECTION SYSTEM. 

% 

• Injections ore quick. Most tohe 10-60 seconds. 
No waiting to remove capsules, host trees take 2 
minutes or less. 

• Least wounding of ami injection method No 
drilling is needed. Mahes a 1/1G" slit in the dark. 

• Can inject at an easg work height. No need to 
always inject near the ground. 

• No extra equipment is needed. No drill, hammer, or 
waste container for empty capsules. 

• Efficient and rapid use of the chemical. Chemicals 
are placed in the most active layer of the wood 
making the Wedgle™ Tip more effective with 
significantly less chemical than other injection 
methods. No need to wait for a sunny d a y — 
works even in the rain. 

T h e i f i 

Wedgle 
é* Jr7 

¡i M 

y t R b O R S y s r e m s , J n c . 

P.O. BOX 34645 • OMAHA. NE 68134 
(402) 339-4459 • FAX (402) 339-5011 
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(continuedfrom page 6) 

winter probably will not 

bave a profound affect on 

seed availabi lity or price. 

Tbe Willamette River, 

responsible for tbe flooding 

problems in and around 

Portland, dumped silt on 

turf seed fields along its 

banks, but tbe overall 

damage was minimal. 

A combination of fac-

tors led to tbe flooding, 

according to Steven Tubbs, 

manager of seed research 

witb Turf Merchants Inc., 

Tangent, Ore. Frozen rain 

and snow created an un-

usually thick snowpack on 

top of frozen ground, which 

melted, causing a tremen-

dous amount of water to 

(continued on page 10) 

ASSOCIATION NEWS 

Ossociated Landscape Contractors of 
America scheduled its next Masters in 
Management for the Landscape 

Industry seminar for Aug. 2-3 in Chicago. For more in-
formation, contact Connie Whelchel at 800/395-2522. 

The "Field Guide to Compost Use" serves as an easy-
to-use reference tool outlining benefits and 
applications of compost in 12 different uses for the 
landscape contractor and nursery worker. Published 
by The Composting Council, the guide includes two 
new compost use guidelines and a planting backfill 
amendment. The guide, which is printed in English 
and Spanish, uses pictures and nontechnical language 

to explain product quality and compost selection, 
For more information, call 703/739-2401. 

Encouraged by the success of its 1995 public outreach 
campaign, the Professional Lawn Care Association 
of America recently launched the 1996 spring cam-
paign to educate the general public on various indus-
try issues. Last year's program reached an esti-
mated 2 million people. 

The Cal i fornia Landscape Contractors Association 
published a "Bibliography of Literature on Land-
scape Water Conservation and Management," docu-
menting information available to researchers and 
contractors concerned with conserving water. 
Nearly 1,300 citations of written material covering 
13 sections are included in the 100-page book. For 
more information, contact CLCA at 916/448-2522. 

NOMIX NO WEEDS, NO MIXING, NO MESS, NO DRIFT, NO WASTE 

FREE 
EXPEDITE 
Service 
Offer! 

$45.00 
Value 

You can get your Expedite serviced 
for free if you purchase a case of 
Grass & Weed II in April. Call your 
dealer or Nomix today for all of the 
details of this offer. 

The New Nomix 700 Series Sprayer 
The fast, easy, light weight, Nomix Compact 700 Series 

herbicide application system is now more affordable 
than ever. And these features make it the right choice. 

Cover up to 7000 sq. ft. with one 2 lb. cartridge of herbicide * 
Virtually no drift * Special formulations stick to the leaf * 

No Mixing * No measuring * Instantly ready to spray * 
* No difficult calibration * Quick and Easy Cleaning * 

* Four different herbicides formulations available * 
* Light and Simple to use * No heavy backpack * 

* Sprays from a 6" width to a 24" width * 

Save $35.00 
Get ready for Spring 

Special Only 

For the NOMIX 
Dealer Nearest you call 

1 - 8 0 0 - 4 8 6 - 6 6 4 9 

$99.00 
This special offer includes the 

sprayer and enough non-selective 
herbicide to cover 5 7 0 0 sq. ft. 

USE READER SERVICE #76 
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m FRONT MOUNT S 
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girnt-VAC 
OitçtHtU5M W "PiAneci 
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*?9>i Ovcn /4 tZuAnici @e*twut 

8 AU H TAILGATE MODELS 

5 &8 HP 
SELF DUMP 

COMMERCIAL 
MOWERS 

3 6 " to 
I 6 1 " 

THATCHER 

VctoUU LOG 
SPUTTERS 

WHEREVER THERE'S DEBRIS THERE'S A NEED FOR A L P) 
GIANT-VAC...AND GIANT-VAC HAS A MACHINE FOR ALL NEEDS! ^ ^ 

©OMMtL® 
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(continued from page 8) 

enter the river and flood. 

"Tke jury is still out 

it's unclear what affect the 

floods will have on the 

crop, said Art Wick, vice 

president, research and 

development with LESCO, 

Rockv River, Ohio. He said 

a concern with fields that 

received a dose of silt is the 

possibility of contami-

nants. "There may have 

been weed seeds or unde-

Flooding in the Pacific North-
west will probably not impact 
turf seed supply or cost. 
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Great job with Lawn & Landscape*. Best landscape magazine in the industry! 
George D. Ward Jr., President 

Ward's Lawn Care & Landscape Co. 

Just a note to let you know that I appreciate your new editorial approach with 
Lawn & Landscape. I see a new approach that will certainly help me continue 
to think in terms of the future rather than today. Our biggest challenge here in 
the Houston market is how to deal with today's issues in terms of how they 
will affect us in the future, both near term and long term. Stragegizing, plan-
ning and developing action tactics are difficult when dealing with immediate 
issues on a daily basis. Your new approach with Lawn & Landscape allows me 
a chance to stop, reflect and plan, not for today, but for the coming years and 
the next decade. Thanks for the change. 

Dave Muessel, CCLP, President 
Inner Gardens Landscape Company 

Houston, TX 

While I'm not one to comment on what I read, your business trends ("Tougher 

Partners, 
today 
for a 
greener 
tomorrow^ 
Pro-lawn is a company 

who relies strictly on their 

people. People with over 

400 years of combined experience!" 

People who are there when their customers 

need them. 

Pro-lawn also has the products, whatever you 

need, whenever you need it. This wide range 

of fertilizer, seed and pesticides provides you 

with a choice of products all year long. 

Pro-lawn is people, product and committment. 

We want to be your partners today for a 

greener tomorrow! 

USE READER SERVICE #11 

Northern Sales Office 
8(X)-437-9618 

, Southern Sales Office 

plOlQWll- 800-472-1738 
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PURCHASED A LOTTERY TICKET LATELY? You have 
a better chance of winning the Lawn & Landscape 
1996 Product Giveaway, and entering i: 

even 
posta 

Fiori 
this fi 
over 
his w 
the 1 
Givea1' 
ceive 
prodi 

equipment from Toro and Husqvarn 

y the 
! Jim Cleary 

of Cleary's Land-
scape and Lawn 
S e r v i L a k e l a n d , 

understands 
;t hand. Out of 

i W E E P S T A K E s 

1996 

• ARE YOU IN NEED of some equipment? Entering is 
• simple 

TO ENTER THE 1996 $10,000 PRODUCT GIVEAWAY, 
complete the entry form on the opposite side of the card, 

'remove it from the magazine, fold it in half, tape it and send 
it to us postage-paid by April 30th, 1996. Forms must be 
complete in order to qualify. 

Fax Back Today At (216) 961 -0364 . 

chosen in 
)5 Product 
/ay to re-

R u l e s & Regulat ions 

LIKE MOST LANDSCAPE CONTRACT 
trying to maintain steady progress and his 
business as he diversifies. His company is now 
expanding to include some design and irrigation 
services. "I don't win many things," Cleary said. "Yj 
don't know how much I can use this. 
I'm in need of some equipment," he coi nued. 

1. NO PURCHASE NECESSARY 
2. The contest is open to licensed lawn and landscape contractors, their employees and suppliers. Only persons 
who, as ol 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 hiNy completed 
3. This sweepstakes is not open to employees or the families of all sponsoring firms, Lawn 8 Landscape magazine 
or other GIE Publishing Co. publications, and affiliated companies. 
4. Enter by completing and mailing the official entry form available in the monthly issues of Lawn & Landscape 
magazine, or receive a valid entry form by sending a postage paid envelope to Sweepstakes "96, c/o GIE 

—- • - Not responses or m h for fosj wis, stolen, mudtotad. PuMeNng, 4012 Bridge Avenue, Cleveland, 

value of professional lawn and landscape products. The winner w i be chosen 
>bya * " ' 

I by U S. r 
an alternate winner being drawn a prize w i be awarded. 
I . No o 

y a random drawing of a l entries received by November 30,1996. The winner w i be announced 
" " ' 'iphone Prize notification returned as undeliverable as addressed w i result in 

d notified until a qualified entrant is awarded the grand prize. Only one grand 
>r telephone. Prize notification returned as undeliverable as addressed w i result In 
m and notifier 

i cash equivalent or prize substitution offered. Prize is not transferable. 
7. All federal, state and/or local taxes, if any, are the sole responsibility of the winner. Winner w i 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 w i result 
in an alternate winner being selected 
I . Void wherever prohibited or restricted by law. 
9. Odds of winning w i be determined by the number of entries received. Al entries become the property of Lawn 
& Landscape magazine and GIE Publishing Co. 
10. By participating, yr you agree to these rules and decisions of the judges which shal be final in a l matters relating 
to this sweepstakes 
11. To obtain the name of the winner of this sweepstakes, send a self-addressed, stamped envelope to *LL Product 
Sweepstakes,' 4012 Bridge Ave., Cleveland. Ohio 44113, Attn: Fran Franzak. 

FOLD, TAPE AND MAIL 

BUSINESS REPLY MAIL 
FIRST CLASS MAIL PERMIT NO 1322 CLEVELAND OH 
POSTAGE WILL BE PAID BY ADDRESSEE 

PO BOX 5817 
CLEVELAND OH 44101-9867 

NO POSTAGE 
NECESSARY 

IF MAILED 
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UNITED STATES 

I.I..I.I..I...IIII III.I,.M..II..I...III...I 



NAME. 
COMPANY. 
ADDRESS. 
CITY 
STATE, Z IP. 
PHONE 
FAX 

YES! • NO • 
Please send (continue to send) a 
subscription to Lawn & Landscape magazine 
Signature (required) 
Date 

1. What is your primary business at this location? 
(Please check only one) 

CONTRACTOR or SERVICES: 
• Landscape Contractor 

• Chemical Lawn Care Company (excluding mowing 
maintenance svs.) 

• Lawn Maintenance Contractor 
• Ornamental Shrub & Tree Service 
• Irrigation Contractor 
• Landscape Architect 
• Other Contract Services 

(please describe) 

IN-HOUSE LAWN/CARE MAINTENANCE 
• In-House Maintenance including: Educational 

Facilities, Health Care Facilities, Government 

Grounds, Parte & Military Installations, 
Condominium Complexes, Housing 
Developments, Private Estates, Commercial & 
Industrial Parte 

DISTRIBUTOR/MANUFACTURER: 
• Dealer • Formulator 
• Distributor • Manufacturer 

OTHERS A1ÜED TO THE FBJ): 
• Extension Agent (Federal, State, County, City, 

Regulatory Agency) 
• School, College, University 
• Trade Association, Library 
• Others (please describe) 

2.What best describes your title? 
(please check one) 
• Owner, Pres., Vice Pres., Corp. Officer 
• Manager, Director, Supt., 
• Agronomist Horticulturist 
• Serviceman, Technician 
• Company, Library copy only 
• Other (please specify) 

• Foreman 
• EntomotogistPlartPathotogist 
• Scientist Researcher 

3. How many of your employees are: 

6. Circle what percentage of your business is: 
Lawn Care 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Maintenance Svc. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Irrigation Svc. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Peat Control 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Installation 1 0 % 2 0 % 3 0 % 4 0 % 5 0 % 6 0 % 7 0 % 8 0 % 9 0 % 100% 
Trees & Ornmtl. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 

7. Roughly, how much did your company spend on the 
following Turf Chemicals in 1995? 

§ § § § § § § § ! § 
® 3 S? Ä c3 <8 S }C 2 55 
I I I I I I I I I I 

r r f i S g S f i f i S 
in o in Ö A 
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Herbicides 
Insecticides 
Fungicides 
PGRs 
Biologicals 
Fertilizer/Herb. 
Fertilizer/Insect. 

8. Roughly, how much did your company 
spend on Ornamental Chemicals in 1995? 

§ § § § § § § § § § 
I 1 S 2 S 2 2 2 I § 
i i i i i i i i i i 

o io io io o « o « 
8 s 8 

Herbicides 
Insecticides 
Fungicides 
PGRs 
Biologicals 
Fertilizer/Herb. 
Fertilizer/Insect. 

9. Circle the number of mowing units your 
company operates in the following categories: 

full time 1-5 6-10 11-15 16-25 26-45 46-75 76-100 101-150 150+ Walk-behind 
seasonal 1-5 6-10 11-15 16-25 26-45 46-75 76-100 101-150 150+ Under 35" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
applicators 1-5 6-10 11-15 16-25 26-45 46-75 76-100 101-150 150+ 35" - 39" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
maintenance 1-5 6-10 11-15 16-25 26-45 46-75 76-100 101-150 150+ 40 ' -54" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

Over 54" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
4. What were your approximate 1995 revenues? 

$0 - $50,000 
$50,001 - $100,000 
$100,001 - $250,000 
$250,001 - $500,000 
$500,001 - $1,000,000 
$1,000,000 + 

Riding 
Under 54' 
54" or more 

1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

10. Circle the number of units your company 
operates in the following categories: 

5. Circle what percentage of your business is: 
Commcl./lndstl. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Residential 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Gov't/Municipal 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Golf 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 

Trimmers 
Chain Saws 
Blowers 
Brush Cutters 
Edgers 
Hedge Trimmers 1 
Pruners 1 

2 3 4 5-6 7-9 10-14 15-19 20-24 
2 3 4 5-6 7-9 10-14 15-19 20-24 
2 3 4 5-6 7-9 10-14 15-19 20-24 
2 3 4 5-6 7-9 10-14 15-19 20-24 
2 3 4 5-6 7-9 10-14 15-19 20-24 
2 3 4 5-6 7-9 10-14 15-19 20-24 
2 3 4 5-6 7-9 10-14 15-19 20-24 

25-49 50-99 100+ 
25-49 50-99 100+ 
25-49 50-99 100+ 
25-49 50-99 100+ 
25-49 50-99 100+ 
25-49 50-99 100+ 
25-49 50-99 100+ 



[ 

Enforcement of Immigration Laws Expected") within the Southwest 
regional outlook of the magazine caught my eye. 

I have a concern for the advice that was given in the last paragraph of 
the article; specifically, that one should keep photocopies of presented 
proof of citizenship. In my opinion, this would be one of fhe last things that 
you would want to do. 

As a condition of employment, one must fill ouf INS Form 1-9, according 
to its instructions. This form asks for whaf proof of citizenship was pre-
sented and that you have somehow verified its accuracy. As I'm sure you 
will agree, it can be difficult to ascertain accuracy when you are probably 
not trained to do so. 

To keep copies of presented proof of citizenship could only implicate an 
employer should the employee turn out to be an illegal immigrant as a 
result of some fype of investigafion. This, of course, would lead fo 
sanctions against an employer because he or she should have known that 
the provided proof of cifizenship was counterfeit. 

Sounds cynical but never provide or keep more than what is required. 
Jack Hasbrouck 

sirable grasses con-

tained in the silt that 

might escape the (her-

bicides), which would 

hurt the quality of the 

crop in those loca-

tions. But we won t 

know that for some 

time," he noted. 

Ironically, the sig-

nificant rainfall may 

have had a positive 

effect, according to 

Dennis Comhs, vice 

president of Fine 

Lawn Research, Lake 

Oswego, Ore. Because 

of restrictions against 

field burning as a 

method of regenerating a 

turf seed field, farmers have 

had to resort to using her-

bicides to clean out fie Ids. 

MISSION STATEMENT: 
L AWN & LANDSCAPE magazine delivers 

superior, fofal coverage of fhe con-
finually evolving professional lawn 
and landscape confracfor markef, 
from in-depfh business frends and 
fechnical research reports fo markef 
analysis and new producf introduc-
tions. For 17 years, L&L has pro-
vided indusfry presidents, business 
owners and fop-level managers fhe 
mosf up-fo-dafe informafion needed 
fo effecfively run their businesses. 

Combs said a combination 

of environmental factors 

enhanced the activity of the 

herbicides, resulting in 

C & S TURF CARE EQUIPMENT, INC. 

TURF TRACKER 
SS8030 

FEATURES: 
• Spreads and sprays over 4000 sq. ft. 

per minute. 
• Zero turning radius for maximum 

maneuverability. 
• Full hydrostatic drive. 
• 1 2' break away spray boom. 
• 1 50 lb. capacity; 3 speed electric 

spreader. 
• Designed for residential and commer-

cial properties. 
(216) 966-4511 (800) 872-7050 

FAX (216) 966-0956 

USE READER SERVICE #57 

How Much Money 
Could You Save... 
by holding the growth of your 
fastest growing ornamentals 
to 6-8 inches instead of 4-5 
feet per season? 

The grounds crew at 

Portland International 

Airport save 210 man-

hours of ivy tr imming 

and 330 man-hours of 

cotoneaster t r imming 

each year — and that's 

money! 

p b i / G O R d o n 
c o R p o R a t i o n 

An Employee-Owned Company 

Greg Croteau 
Landscape Lead 
Portland (OR) 

International Airport 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS. 

TRIM 
ATRIMMEC* is a registered trademark of PBI/Gordon Corporation. 
O 1996, PBI/Gordon Corporation. 017/496 

USE READER SERVICE #56 
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some injury to tbe turf 

crop. "TKe rains bave acted 

to stop tbe adverse effects 

of tbe herbicides." 

Tlie seed producers 

agreed tbat stored supplies 

available tbis year are in-

ordinately low, and strong 

demand early in tbe spring, 

regardless of any weatber 

conditions, could bave a 

significant impact on 

supplies and prices. 

SANDOZ, CIBA PARENT 
FIRMS MERGE 
Ciba Turf & Ornamental 

and Sandoz Agro Inc., two 

well known chemical play-

ers in tbe U.S. specialty 

(continued on page 16) 

TRANSITION 

Tadd Seitz Norman Giertz 
Tadd Seitz, current chairman of the board at Scotts and CEO 

from 1983 to 1995, will serve as interim president and CEO 
until a replacement is found for Theodore Host, who resigned. 
Robert Stohler was appointed vice president, international. 

Craig Ruppert was elected a Class B director of the Federal Reserve Bank of Richmond for a three-year ferm. 
Husqvarna Presidenf David Zerfoss was appoinfed fo the board of directors of the Outdoor Power 

Equipment Institute. 
Ray McGuirk has joined DesignWorks as a project manager and landscape architect. 
Hunter Industries announced the promotion of Mike Kearby to vice president of marketing. 
Norman Giertz was appointed president and general manager of Homeiite, succeeding retiring president 

Robert Reid. 
EverGreen international hired Chuck Wonset le r as sales manager for its Easy Rake line of outdoor power 

equipment. 

Moving In. Moving Up. Settling Down. 

"Our homes are our castles" has never been more true than it 
is today. Americas trend toward cocooning means people are 
investing more money than ever before in their homes. And that 
means pride of ownership is at an all-time high. Lawn and 
landscape services are a viable and important option for more 
and more of these homeowners - reach them through Metromail. 
Metromails realty information puts you in touch with Americas 
homeowners, whether its New Movers, New Homeowners or 
Established Homeowners. Use Metromail's Homeowner lists, 
including names, addresses, and even phone numbers to reach 
more prospective customers in your business area. 

Homeowner Lists from Metromail... 
For the prospects you need when your message needs to hit home. 

Call Randy Tribble at 
1-800-822-3282 

Metromail 
A N H . H . D O N N E L L E Y & S O N S C O M P A N Y 

USE READER SERVICE #76 
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T H I S I S O U R P R O D U C T . 

B U T T H I S I S W H A T W E ' R E SELLING. 

Inside every container of Alamo'you'll find a strong, disease. Just call 1 -800-395-TURF for more details 

healthy tree. Because Alamo is the only fungicide on how it can help preserve a beautiful environment, 

that's effective in preventing oak wilt and dutch elm Which, as you can see, is what we're really selling. 

Wr . Sponsor Environmental Steward Award. <01996 Ciba-Geigy Corporation. Turf and Ornamental Products. Box 18300. Greensboro, NC 27419. 
Alamo' is a registered trademark of Ciba-Geigy Corporation. Always read and follow label directions. 

USE READER SERVICE #111 



(continued from page 14) 

pesticide arena, will soon 

become partners. 

That's because tbeir 

parents, Sandoz Ltd. and 

Ciba-Geigy Ltd., botb 

based in Switzerland, re-

cently announced tbeir in-

tention to carry out a $ 2 7 

billion-plus merger. Tbe 

CORRECTIONS: 
The research data used on page 6 of our 
January issue was conducted by Moore & 
Symons Inc., and provided to us by Sandoz 
Agro Inc., Des Plaines, III..,.The news item 
on page 20 of the February issue should 
read "Emerald Green Lawn Care, 
Indianapolis, Ind. has purchased Shrub and 
Turf, Athens, Ga." 

merger is one of the 

biggest combinations 

in corporate history, 

according to The Wall 

Street Journal. 

Although it's not 

known w bat will be-

come of each firm's 

turf and ornamental 

business, industry insiders 

say tbe merger is a 

positive step, resul-

ting in a strength-

ened position for 

each firm. Ciba 

currently holds a 

strong position in 

insecticides and 

fungicides, while 

Sandoz holds a 

similar position with 

its herbicides as well 

as insecticides. 

The merger, once ap-

proved by stockholders, 

results in a new company 

name, Novartis. A success-

ful merger makes Novartis a 

global leader in tbe areas of 

weed control, disease 

control, insect control and 

seed treatment, according to 

news reports. 

The combined product 

pipeline includes about 15 

new compounds in tbe ad-

vanced stage of develop-

ment or introduc-

tion focused on 

weed, disease and 

insect control. 

It's not known 

bow many will soon 

be introduced into 

tbe turf and 

ornmental market. 

IN BUSINESS... The 
Sports Tur f Managers 

Association has sold 

chapter sponsorships to tbe 

John Deere Turf & 

Grounds Div is ion an a The 

Scotts Company . They will 

provide additional funding 

to support tbe efforts of 

various chapters...The 1996 

Mid-America Horticul-

tural Trade Show in 

Chicago was tbe largest in 

; J ^ * 
5 = 5 ACME SPRINKLER CO. 

T 

It's as simple as that. Install the Mini-Clik rain sensor with your sprinkler systems, and your crews will 
spend a lot less time running around turning them off and on, or correcting the problems of overwatering. 
The world's best-seller, Mini-Clik is the most reliable and accurate rain sensor on the market - even under 
the most demanding conditions. In fact, it comes with an unparalleled five-year warranty. 
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MARKET TRENDS 
its 23-year history, breaking 

the 10,000 mark in atten-

dance and adding 58 more 

exhibitors...Century Ra in 

A id , Madison Heights, 

Mich., expanded its opera-

tions in the mid-Atlantic 

area with the acquisition of 

Hammonton, N.J.-based 

Aqua-Flo... Snapper and 

Troy-Bilt joined the grass-

cycling partnership between 

the Toro Co. and the Cali-

fornia Integrated Waste 

Management Board to help 

find alternative solutions to 

placing 6 billion pounds of 

grass clippings in the state's 

landfills annually. They 

hope to encourage grass-

cycling through California's 

Public/Private Partner-

ship Program. ID 

MAY 3-4 Homestead International 
Plant Show, Homestead, Fla. 
Contact: 305/246-2113. 

MAY 4 Shade Gardening: Using the 
Eastern Deciduous Forest as a 
Design Model workshop, Millbrook, 
N.Y. Contact: The Institute of 
Ecosystem Studies, 914/677-9643. 

MAY 4 Irrigation Association 
Certified Irrigation Contractors 
and Designers examination, Las 
Vegas, Nev. Contact: Daria 
Jakubowski, 703/573-3551. 

MAY 9 AND JUNE 1 New Jersey Society 
of Certified Tree Experts Seminar 
and Prep Course, Freehold, N.J. 
Contact: 908/591-1113. 

MAY 31 -JUNE 2 Christmas Decorating 
Conference, Pittsburgh. Contact: 
Kathy Bizon, 412/281-6352. 

JULY 10-11 Central Pesticide Insti-
tute, Carlisle and Hershey, Pa. Con-
tact: Pennsylvania Landscape & 
Nursery Association, 717/238-1673. 

JULY 13 Pesticides Workshop, Casa 
Grande, Ariz. Contact: Arizona Land-
scape Contractors, 602/956-4252. 

JULY 23-25 Pennsylvania Allied 
Nursery Trades Show, Fort Wash-
ington, Pa. Contact: 717/238-1673. 

JULY 25-27 Turfgrass Producers Con-
vention and Field Day, Sacramento, 
Calif. Contact: TPI, 847/705-9898. 

SUBTRACT SERVICE CALLS. 

M i n i - C l i k is i n e x p e n s i v e , too , a n d it's t h e idea l m a t c h for a n y i rr igat ion s y s t e m : n e w or retrofit . H e l p 
y o u r c l ien ts c o n s e r v e w a t e r , w h i l e y o u s a v e cost ly s e r v i c e a n d m a i n t e n a n c e 
c a l l s . C a l l G l e n - H i l t o n P r o d u c t s t o d a y a t 1 - 8 0 0 - 4 7 6 - 0 2 6 0 , a n d l e a r n m o r e 
a b o u t t h e w a y s o u r m o n e y - s a v i n g p r o d u c t s c a n e n h a n c e y o u r prof i tabi l i ty . Richmond, Virginia USA 

USE READER SERVICE #95 
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THE INSECTICIDE TO USE 

WHEN THE MAIN ACTIVE INGREDIENT 

YOU WANT ON THE LAWN IS 

AMY. 

We thought an insecticide that controls grubs and other insects while 

using less active ingredient might appeal to people concerned about the environment. 

Especially their children's environment. 

That's where the brand new chemistry of MERIT® Insecticide comes into play. 

MERIT is effective at rates 85% to 96% lower than other conventional soil insecticides. 

Which means you can get an average of 94% control of grubs, 

while putting less active ingredient onto your customer's lawn. 

What's more, when applied in the spring, MERIT provides enough residual 

activity to effectively control grubs throughout the summer. 

To find out more, contact Bayer Corporation, Specialty Products, 

Box 4913, Kansas City, M O 64120. (800) 842-8020. 

Because the only thing that belongs on your customers' lawns 

in high concentrations are their children. 

96S19A0075 © 1996 Bayer Corporation Printed in U.S.A. 
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1H E Y S A Y that "things 

happen first" in Calif-

ornia. However, when 

it comes to trends in 

waste disposal and 

recycling, the Golden 

State is clearly he-

hind the times. 

Wi th more open 

space and a shorter history 

of settlement and urbaniza-

tion than many Eastern and 

Midwestern states, Califor-

nia's garbage hasn't yet top-

ped the brim of our landfills. 

But garbage is piling up 

nonetheless. That's why the 

state passed the California 

Integrated Solid Waste 

Management Act in 1989 . 

The act required cities and 

counties to divert 2 5 per-

cent of their solid waste by 

1995 and 50 percent by 

the year 2000 . 

Since 15 percent to 20 

percent of the solid waste 

stream consists of green 

waste — leaves, grass clip-

pings, tree branches and so 

forth — it should he no sur-

prise that communities are 

targeting this material to 

meet their diversion goals. 

The California landscape 

industry, therefore, has a 

strong interest in finding 

new and expanded uses for 

green waste. 

Composting is the major 

solution, of course. Last 

year, California approved 

regulations that make it 

easier for smaii composting 

operations to achieve com-

pliance with environmental 

health standards. Unfortu-

nately, making it easier to 

compost is only part o f the 

battle. Unless the demand 

for compost products keeps 

AERA-VATOR ® 

T ? ^ - f 

au " 
w ^ ^ 

: 
IDEAL FOR HARD COMPACTED HIGH TRAFFIC AREAS: 

(PTO POWERED) 
FOR BARE GROUND RECONDITIONING: The Aera-Vator's 
vibrating action fractures the hardest soils. 
• Optional rake levels and fills in low spots 
• Optional roller pulverizes and smoothes out spots 
FOR TURF AERATING: 
• Swing hitch aerates sharp turns without tearing turf 
• Durable for aerating turf over rocks and roots 
FOR SEEDING/QVERSEEDING: GANDY SEEDER ATTACHMENT 
• Reconditions and seeds bare soil or existing turf! 
• Remove or install seeder in 15 minutes 

Degree of soil loosening is easily varied by tractor gear selection. 
FIRST PRODUCTS INC. • TIFTON, GA 
800-363-8780 • GA. 912-382-4768 

USE READER SERVICE # 1 6 

Send f o r Free 
In fo rmat ion f r o m 

Lawndlandscape 
Adve r t i se r s 

Our advertisers want to help your 
bueiness grow, so why not take 
advantage of the free information 
about the products and services 
advertised in this issue? 

Simply turn to the reader service 
card in this issue, circle the 
corresponding reader service 
numbers and complete and mail 
the postage paid reply card. Our 
computerized response system 
will speed the requested 
materials to you. 
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m i l 

up with a substantially in-

creased supply, tbe market 

could be flooded in no time. 

Agricultural use of or-

ganic compost seems to be 

just wbat tbe doctor ordered 

to improve tbe physical, 

chemical and biological 

properties of croplands. 

Farmers, however, are leery 

about applying organic ma-

terials of unknown origin 

and quality. Pathogens, 

weeds, excessive nitrogen 

and heavy metal content are 

legitimate concerns. Com-

post users need a way to as-

sess the sa fety and value of 

compost made from munici-

pally derived materials. 

Rather than rely on a new 

bureaucracy and additional 

governmental regulation to 

establish and enforce prod-

uct quality standards, inter-

ested parties created tbe 

California Compost Qual-

ity Council. 

C C Q C is an indepen-

dent council of farmers, 

compost producers, soil sci-

entists, landscape contrac-

tors, agricultural advisors, 

university professors, soil 

laboratories and recycling 

coordinators. 

Organized last year, its 

goal is to increase confi-

dence in compost by allow-

ing its seal on those that 

meet its quality guidelines. 

I be California Landscape 

Contractors Association 

has a seat on its board of 

directors. 

CCQC ' s initial guide-

lines require feedstock 

composting for a sufficient 

time and at a sufficient 

temperature to render most 

weed seeds not viable and 

to achieve pathogen 

reduction. I race elements 

have to meet specific 

standards. The compost 

producer must implement a 

quality control program to 

minimize contaminants. 

The producer must allow 

C C Q C representatives and 

prospective users to inspect 

tbe production facilities 

and obtain samples for 

lab oratory analysis. I be 

guidelines also require 

producers to disclose to 

users, upon request, certain 

information about tbe 

compost process and tbe 

properties o f tbe product. 

Compost producers who 

wish to register their prod-

ucts and display tbe C C Q C 

seal are charged a small fee 

based on their production 

scale. Income generated 

from fees wi 11 fund the 

C C Q C , which is currently 

in tbe process of hiring a 

technical consultant to 

implement its program. 

Now, thanks to tbe 

C C Q C , users of compost 

can have extra confidence 

in tbe compost they buy. 

That can only be good for 

tbe landscape industry! — 

Larry Rohljfee ID 

The author is the director of 

governmental affairs for the 

California Landscape 

Contractors Association. For 

more information on the 

CCQC, call Rohlfes at Ql6/ 

448-CLCA. 

e © O ô o > e © o © * e 
Lawn Maintenance Invoice 

PINE LANDSCAPING CO. v n r i t LANUblAI 
I) Landscape Design 4 y 

How to] grow 
your business 

Bid smarter 
Estimate with ease 
Protect profits 
and much more 

USE READER SERVICE #76 
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PUMPS AND SPRAYERS 
G E T T I N G compl aints 

about weed control on a 

customer's lawn? Perhaps 

the actual pesticide use does 

not match the total that 

should have been applied. 

Chances are your equip-

ment needs fine tuning or 

the technician must pay 

closer attention to the 

nozzle height, spray pres-

sure and travel speed. 

Applying pesticides with 

hand pumps, hand cans and 

backpacks requires constant 

attention because many op-

erating parameters can 

change without notice. 

When using a manual 

backpack or hand gun 

nozzle, four factors are 

critical to delivering the 

correct application: 

• The exact pressure. 

• Proper walking pace. 

• A uniform hand/arm 

motion. 

• Relatively constant 

nozzle height and angle in 

reference to the ground. 

Most of these sprayers do 

not have pressure gauges or 

controls, hut the pressure 

drops continuously as you 

spray. Therefore, you need 

to repressurize the tank at 

frequent intervals. 

It's also wise to check the 

calibration of the sprayers 

often to he sure the proper 

amount of pesticide is being 

applie J . The foil owing me-

thods are effective: 

(continueJ on page QQ) 

FIND YOUR CALIBRATION RATE 
To spray at 1.5 gallons per 1,000 sq, ft. first determine the actual appli-
cation rate. Let's use a sample problem. Suppose you determine that it 
takes two minutes to spray a 500 sq. ft. area. You spray into a bucket for 
two minutes and measure the volume of liquid in the bucket. For this 
example, we'll say it is 5.5 pints. What is the application rate in gallons 
per 1,000 sq. ft., gallons per acre and the percent application error? 

5.5 pints x 1.000 = 
500 sq.ft. 

11 pints 
1,000 sq.ft. 

11 pints x 
1,000 sq. ft. 

1 gallon = 
8 pints 

1.38 gallon 
1,000 sq.ft. 

(1 gallon = 8 pints) 

OR... 

1.38 gallon x 43,560 so. ft. =60.11 gallons 
1,000 sq.ft. acre acre 
(1 acre = 43,560 sq. ft.) 

Percent Application Error = 1.5- 1.38 x 100 =8 percent 
1.5 

The application rate is 1.38 gallons per 1,000 sq. ft. and it should be 1.5. 
This is an 8 percent application error, which is unacceptable (it shouldn't 
be more than 5 percent). Reduce the walking pace and repeat the 
calibration steps to correct the error. 

9 P R O ' - f e c t : h a v i n g a l l p r o f e s s i o n a l q u a l i t i e s 
for performance and longevity. 

THE PROFECT 
i SAW 

W e i g h i n g jus t 6.8 lbs., t h e new PROFORCE 
ECS-3301 is t h e l i gh tes t t o p - h a n d l e saw 

in i ts class. Its exce l len t powe r - t o -we igh t 
j a t i o makes i t 

keasy t o get 
i m o r e 
d o n e w i t h 

less fa t igue. 
The New 

PROFORCE 
3301 Chainsaw 

A new rear-handle PROFORCE 3351 
is also available 

O u r A i r F o r c e " Sys tem 
features t he la test advance-

m e n t in a i r i n d u c t i o n a n d 
f i l t r a t i o n techno logy . For o p e r a t o r safety 
a n d c o m f o r t , it has a f l oa t ing , an t i - v i be 
eng ine ; safety t h r o t t l e lock; a n d cha in 
brake. To en joy PROfec t ion , see you r 
Tanaka dea le r o r ca l l 
2 0 6 - 3 9 5 - 3 9 0 0 . THERE'S MORE 

^ P To LIKE F ABOUT 

Tanaka 
Tanaka equipment is 

used exclusively at 

Our Buildings Are A Cut Above 

Lester pre-engineered 
building systems are 
designed around your 
needs for an attractive, 
affordable and energy 
efficient structure. Quality 
components plus the in-
dustry's leading warranty 
provide long term 
satisfaction! Call today L E S T E R B U I L D I N G S Y S T E M S 
for more information. 

• Equipment Storage 
• Offices • Retail • 

^ L E S T E R ^ 

A Div is ion of Butter M a n u f a c t u r i n g 

1-800-826-4439 
USE READER SERVICE #56 
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SCIMITAR" insecticide gives both you 

and your customer confidence for 

todays environment. Because SCIMITAR 

delivers superior control of major turf and 

ornamental insects like mole crickets, fire 

ants and chinch bugs—in just seconds. 

Without harm to plantings and without an 

odor that can cause your customer concern. 

With advanced pyrethroid chemistry in 

matching formulations. 

A non-restricted use insecticide, SCIMITAR is 

available in two highly-effective formulations: 

Scimitar 

ZENECA Professional Products 

SCIMITAR CS, a timed-release liquid for 

fast knockdown and extended residual, and 

SCIMITAR WP, an easy-to-use powder 

in water soluble packs. 

SCIMITAR turf and ornamental insecticide— 

giving you confidence for today s environment. 

For more information, contact 

your Zeneca representative, or 

call 1-800-759-2500. 

Scimitar 
INSECTICIDE 

Always read and follow label directions carefully. 
SCIMITAR* is a trademark of a Zeneca Group Company. 
<01996. Zeneca Inc. A business unit of Zeneca Inc. 
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Senske Lawn 

& Tree Care offers a 

diverse mix of services to 

six very different markets. 

As if that isnt enough, 

some areas have 

completely different 

climates and growing 

By Susan 

Gihson 

U S I N E S S E S aren't stagnant. They take on a life of their own — 

growing, contracting, expanding again. I hey stress employees and 

resources to the maximum. I hey have growing pains. They mystify 

owners, challenging them to reinvent the company from time to time. 

The interesting thi ng ahout business is that the learning curve never 

levels out. Even the most experienced companies must learn new methods 

and adapt to change. Most owners accept this situation because the 

business is the work they want to do, and Chris Senske, presid ent of 

Senske Lawn & I ree Care, Kennewick, Wash., is no exception. His 

company, which was started soon after World War II, has seen its share of 

ups and downs, new ideas and old solutions. 

Currently, Senske Lawn & Tree Care is a major player in an area spread 

across 300 miles, from Seattle to Coeur d'Alene, Idaho. Geographically, 

the area offers a wide range of climate, soil and horticultural differences. 

Seattle' s damp, temperate weather is in direct contrast to the high desert 

climate of eastern Washington state. Each branch is unique. 

It's a full plate of services and market conditions that keeps the 

Senske management team hopping. I he challenge is to continue to grow 

in increasingly competitive markets, find the right balance of services for 

each branch and retain as many customers 

as possible. I he method is nothing new — 

a traditional emphasis on good customer 

service and building a quality company. 

MARKET MIX. At first, Senske's mix of 

services and markets seems complex — 

some markets focus on chemical lawn 

care, others on tree care. Some local 

economies are robust, others are flag-

ging. I he company is spread out over 

hundreds of miles, which in itself is a 

logistical challenge. Add to that the fact 

that the plants growing in one area don't 

even like growing in another. 

Senske's main focus is chemical lawn 

(Right) Chris 
Senske today, 

near the Spokane 
River Falls in 

Spokane's River-
front Park. (Left) 

Chris Senske 
posed, center, 

ready to spray a 
lawn at age 7, at 

a traditional 
Father's Day 

public service 
outing to keep 

mosquitoes and 
ticks away at 

YMCA Camp Reed, 
north of Spokane, 

Wash. 

Cover credit: Nick 
Follger, Spokane, 

Wash. 
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Senske Lawn & Tree Care 
HEADQUARTERS: Kennewick, Wash. A 
BRANCHES: Spokane, Yakima, Walla Walla and 
Redmond, Wash.; Coeur d'Alene, Idaho. 
FOUNDED: 1947 
OWNER: Chris Senske 
PRIMARY SERVICES: Chemical lawn care 
services total about 30 percent of the business, 1 

followed by tree spraying and pruning services • 
(at 22 percent); grounds maintenance services 
(16 percent); landscape contracting (12 per- • 
cent); pest control (12 percent); and vegeta- * 
tion management (8 percent). Landscape 
contracting services will be phased out this • 
year. 
EMPLOYEES: 100 year round, 175 peak season • 
VEHICLES: 130 
1995 SALES: $8.2 million 
1996 PROJECTIONS: $8.2 million ^ 

Executive Summary 
THE CONCEPT: Provide good customer service A 
and build a quality company. 
FUTURE CHALLENGES: Grow geographically while • 
focusing on the company's core competencies, I 
retaining customers and being a quality 
company. W 

The President 

care for residential customers, which is 

where it all started. Will iam Senske, 

Chris' father, was a chemical engineer 

who gained experience with 2,4-D and 

other common landscape chemicals dur-

ing the war. In 1947, he started spray-

ing lawns in Spokane for 50 cents each, 

gradually building up the business. 

Managing the company was not origi-

nally in Chris Senske's plan when he 

took a "temporary" position after gradu-

ating from the University of Washing-

ton, Seattle, in 1974 with a chemistry 

degree. He had responsibility for a few 

employees, which he described as "get-

ting an education real fast in real life." 

He noted that as early as 1976, the 

company considered an expansion into 

another geographical area because the 

(continueJ on page 28) 

CHRIS SENSKE A 
AGE: 43 
AVERAGE WORK WEEK: 50 hours 
BACKGROUND: He grew up in fhe business that * 
his fafher, William Senske, began in 1947, as a • 
lawn spraying company. After graduating from 
the University of Washington in Seattle with a • 
degree in chemistry in 1974, Chris worked full * 
time. He took over control of the company in • 
1980 through an agreement with his father, • 
then expanded the business by offering a 
variety of services in six different markets. 
EQUITY: 100 percent • 
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Evaluating preemergence turf herbicides can be like 

comparing apples and oranges. True, all of them 

control weeds. (To some degree, at least.) But a 

closer look reveals big differences. When you consider 

all the products on the market, you'll find: 

# A lot of them focus on low price. 

# That's usually because they don't have 

much else to offer. 



. DIMENSI 
Dimension® turf herbicide, on the other hand, gives you real value. 
Dimension offers premium performance, along with extra benefits that 
make your job easier. Here are a few reasons why Dimension stands out 
from the competition: 

# Dimension provides unmatched crabgrass control. 

# It controls crabgrass all season long—without breakthroughs. 

# Dimension also handles goosegrass, oxalis and spurge. 

# Fall applications help you manage unwanted Poa annua, as well as 
crabgrass and other weeds. 

# Altogether, Dimension takes care of more than 20 tough weeds. 

# Dimension works before or after crabgrass appears, 
extending your application window. 

# It's completely non-staining—all you see is great-looking turf. 

# You can stretch the long-lasting control of Dimension even further 
with split applications. 

# Dimension works at low use rates. 

# It's labeled for lawn care and golf course uses. 

# Dimension offers the application flexibility of sprayable EC or 
granular fertilizer formulations. 

# You can overseed just three months after application. 

# And you can always count on exceptional turf safety. 

To find out more about the benefits of Dimension, see your local 
Rohm and Haas distributor. 

DIMENSION 
T U R F H E R B I C I D E 

Weed control beyond compare. 
ALWAYS READ A N D FOLLOW R O H M K 
LABEL DIRECTIONS FOR » u n n c F i 
DIMENSION TURF HERBICIDE. I M H H O I f Z 

Dimension® is a registered trademark of Rohm and Haas Company. 

©1995 Rohm and Haas Company T-O-147 9/95 
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(continued from page 25) 

managers felt tliey h ad "saturated the 

mar Let in Spokane" with the company's 

350 customers. 

Tke move to Kennewick allowed 

Senske to expand into commercial ser-

vices suck as grounds maintenance. "At 

tke time, Spokane didn't kave tke nice 

industrial sites it kas now," ke said. 

Kennewick did and its market sup-

ported tke grounds maintenance busi-

ness. Its location is near tbe giant Han-

ford Atomic Reservation, run by tbe 

Department of Energy. Tke site, wbicb 

measures approximately 20 by 20 miles 

in size, is a major employer in tbe 

Kennewick (or I ri-Cities) area, employ-

ing as many as 20,000 people in a job 

market of 60,000 people. It al so at-

tracted associated research and techni-

cal facilities wbicb needed commercial 

landscape work. 

Michael Pugh, certified arborist, prunes 
an oak in Spokane. Many tree care 

services eventually lead to lawn 
services in Senske's markets. 

% - N >• ' I 

Even though tbe Han ford 

Reservation no longer bandies 

plutonium and is scheduled for a 

cleanup, tbe program is projected 

to last between 20 and 50 years, 

wbicb will contribute to tbe long 

term stability of tbe economy. 

Tke in itial success of tke 

Kennewick commercial business 

naturally led managers to try it in 

other markets, with less success. 

"Even though we bad tbe lion's 

share of tbe commercial business, we 

didn't really make a lot of money on it," 

Senske recalled. It was tough making 

tbe service profitable, and in 1982, tbe 

company dropped it and returned to tbe 

.. O t * • 
- , y\ i:\ / 

•Z/» / 

•4 • 
^ k * u 

V \ ^ . V V i * 

core business of chemical lawn care and 

tree services. 

About tbe same time, tbe tremendous 

growth by ChemLawn and other firms led 

(continued on page 30) 

Franchise Opportunities 

• Get And Keep More Customers 
• Exclusive Licensing Agreement 
• Become A Strategic Franchise Partner 

For Free Details Phone 
1-800-783-0981 

GMGRALD 
GRGGN 

...featuring 

products 

USE READER SERVICE #38 
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"SH&tiŒ" Z < * t ü K M 

with the 

NEW M M / t P 1 

Pctfautfe/ S&We/ 

» Landscaping • Barnyard Cleaning 

» Composting • Water Harvest 

• Gardening • Bulb Digging 

' Treasure Hunting • And More... 

S h r a k e ™ 
B r a n d T o o l s 

800-997-4373 
Fax 801-259-5353 
Distributor Inquiries Invited 

, Patent Pending 
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EDURSIBAN E L I M I N A T E S M C D 
I N S E C T P E S T S IEBECAUSE A L L I T T A K E S 

I s O N E T O I U G A C U S T O M E R . 

M ost cus tomers tend to overreact. Discover one lawn 
pes t and they th ink they ' re infested. Never mind t h a t 
m o s t cus tomers can' t tell the di 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 wha t 
D u r s b a n * insect ic ide is all about . N o t only is it a 
dependable and economical broad spec t rum insecticide, 

% DovvElanco 
•Trademark of DovvElanco 

but it has also been f o r m u l a t e d t o provide you an 
effective residual on mos t tu r fg rasses and ornamentals. 

• n e th ing fo r sure , use Dursban 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 
in the extensive line of DowElanco products, give us a call 
at 1 -800 -352 -6776 . Always read and follow label directions. 
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(continued from page 28) 

Senske to offer a similar program of 

automated chemical lawn care. "We 

moved from a very customized to a pro-

gram-oriented service," he noted. 

After the move to Kennewick, Senske 

Lawn & Tree moved into three other 

markets between 1982 and 1984. The 

branches in Walla Walla, Coeur d'Alene 

and Yakima each represented smaller 

metropolitan areas with unique econo-

mies and customer mixes. Then, in 

1990 , the company ventured into 

Redmond, Wash., a suburb of Seattle. 

1 bis was a whole different cup of tea. 

SEATTLE MARKET. Geography posed a 

new challenge to the company as it 

moved into the Seattle market. " I bis is 

a different kind of market and it re-

quired a different tactic to sell our lawn 

care business," be explained. Previously, 

the company focused on smaller mar-

kets and it worked out we 11. The Seattle 

area was just "too attractive" to ignore 

and the company made its move. 

"Seattle is different agronomically, 

climatically and culturally," Senske 

noted. "It's wet in the winter and dry in 

the summer. In the cool, wet climate, 

bluegrass suffers an onslaught of poa 

annua, rye and bentgrass. In our other 

'desert' markets, bluegrass is more domi-

nant." Senske technicians bad to figure 

out bow to treat the dominant grasses 

and keep them looking lush amid dif-

ferent climatic conditions. 

"Seattle is also different in the way 

people live. When the residents have a 

drought, they don't care if the lawn is 

very green because when it rains, the 

grass greens up anyway," be said. "Also, 

the lawns are not the focus of the prop-

erty like they are in other areas. People 

in Seattle like plants with lush foliage 

that can grow in that environment. I'd 

say the average lawn is maybe on ly 2 ,000 

or 3 , 000 square feet with a large plant-

ing of something colorful. 

"In that market, we sell tree care. We 

have a high penetration of tree pest 

control work that turns into lawn care 

customers," Senske added. 

In its other markets, Senske offers a 

combination of commercial lawn care 

services, pest control, vegetation man-

agement for institutions and local gov-

ernments and even landscape contract-

ing. In most cases, the company grew at 

a healthy pace in each market. 

Recently, the managers decided that 

the landscape contracting section was 

not profitable enough and have phased 

out that work. Senske sees potential in 

commercial grounds maintenance ser-

vices and has reentered that arena. 

(continued on page 32) 

BRIC-EDG 
PAVER RESTRAINT 

Designed for Use by Landscape and 
Masonry Contractors 

BRIC-EDG can be installed under the paver or you 
can butt it up on the outside of the paver 

O u r f lex ib le s ty le m a k e s c u r v e s 
eas i ly w i t h o u t a n y ex t ra cu t t ing 
or s n i p p i n g . 

Safer and easier to work with 
than steel, aluminium or soft 
plastic edgings. 

Sturdy Black Vinyl 
*77> ft. or 15 ft. pes. Available 
Steel Stakes Included 
Flexible or Rigid Sections piease call 
No Sharp Edges for your 
Non Kinking nearest 
• <*N D. UPS D ist r ibutor ! 

OTHER QUALITY EDGINGS AVAILABLE: 

-01a 
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M O S T P E O P L E AIRE E C S T A T I C A T H O W 

EEEECTIVE COMEIRONT I S A T M A K I N G T H E M 

IBIROAEDEEAE W E E D S O I S A P P E A I R . 

W i t h Confront* herbicide, lawn care and landscape 
pro fess iona ls know they ' re covered. Because no 
pos temergent herbicide contro ls broadleaf weeds better. 

Confront br ings you a new standard of broadleaf 
control on both w a r m and cool season tur fgrasses. 

For over 3 5 di f ferent species of broadleaves, f r o m 

DowElanco 

dandelions and clover to oxalis and ground ivy, Confront 
is the one herbicide tha t won' t let you down. 

For f u r t he r in format ion on Confront , or any o ther 
product in the extensive line of DowElanco products, give 
us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always read 
and fol low label directions. 

•Trademark of DowElanco 



cover story 

(continued from page 30) 

QUALITY PEOPLE. It's easy to talk atout Kir-
ing and keeping good people, hut in 

practice, it takes a lot of effort. Senske 

has cultivated employees hy stressing 

the importance of huild ing a quality 

company. Currently, it employs about 

1 OOpeople year round, with another 75 

joining at peak season. 1 hese figures are 

down from an all time high of nearly 

2 5 0 people when the landscape con-

tracting business was still in existence. 

Chris Senske describes his role as 

"providing the marketing push and de-

ciding where we're going." He directs the 

advertising, marketing research, mar-

keting and financial programs. 

In addition to a variety of job ben-

efits, the Senske management team par-

ticipates in an bonus incentive plan based 

on profitability goals. Superintendents, 

branch managers and department man-

agers have responsi-

bility for meeting fi-

nancial goals and if 

they match the pro-

jections, are given a 

bonus. T t e system 

has been in place for 

about eight years, 

Senske noted. 

EXPERIENCE COUNTS. 
Senske related his 

experience with bus-

iness ups and downs 

in a recent interview: 

' e l l Die about your company's his-

tory of growth. 

A . We had an all-time high of growth 

in the early 1970s — probably it aver-

aged as much as 22 percent profit. Now, 

we have a more realistic number. In a 

typical year, we figure 5 percent is doing 

'Our customers tell us 
exactly what they want 
from us — be there 
on time, tell them when 
we're going to be there, 
tell them what we did on 
their property.' 

well. Because of our 

losses with landscape 

contracting, I'd esti-

mate we're only at 2 

percent. Ou r goal is to 

raise that to 10 percent 

in the next four years. 

How do you plan 

to do that? 

A » Most regions in 

the state have a good 

vick 

economy, especially 

with the high tech in-

dustries. In the Ken-

newicfe area, we have had serious ups 

and downs based on changes in govern-

ment policies. 1 he Hanford cleanup 

project resulted in approximately 6 , 000 

people being laid ori in tne area — a 

major blow. Obviously, that dictates how 

people feel about their homes and com-

(continueJ on page QÓ) 

Dont Blow 
Ybur Next Job! 

Let Us Do It For Ybu With Our 

• Blowing a wide range of mulch products including greenwaste or 

biosolid composts • Specializing in large commercial projects 

• Spreads mulch several times faster than conventional methods 

• Eliminates the need for costly labor and reduces your risk 

^ 0 For Nationwide 
LSms i j oas Service Call 

depress Mower 18001 2 8 5 - 7 2 2 7 
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sure-loc 
3 

1 T M j 

Aluminum Edging 

Factory Direct Savings 

•Low lifetime cost 
"Will not rust, rot or crack 
•Resists frost heaving 
"Same day shipping 

Let us quote your next project! 
Call today for a free color brochure 

1 -800-787-3562 
Fax 616-392-6015 A5482 - 144th Avenue Holland, Ml 49423 

edge with the best for less VISA 
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* t 
IF YOU CAN'T SEE THE BENEFITS IN A CLEAR FUNGICIDE, 

THEN YOU'RE NOT LOOKING HARD ENOUGH. 

control, no fungicide 

works better. 

Banner MAXX con-

trols 18 turf diseases, 

including dollar spot 

and take-all patch. And 

it is equally effective 

against ornamental 

diseases, too, like an-

thracnose in dogwoods 

and powdery mildew 

in crape myrtles. 

For more details, 

call 1-800-395-TURE 

tact for a longer and 

broader disease 

We'd like to make one 

thing perfectly clear: 

next to new Banner® 

MAXXf no other broad-

spectrum fungicide 

even compares. 

This revolutionary 

product is not only the 

first transparent fun-

gicide, an advantage 

when tank mixing, 

but its formulation is 

also low in odor. And 

whether you use it 

as a preventative or 

combine it with a con-

Thrs should shed some light on the subject 
Our active ingredient is less than 

0.1 micron in size while wettable powder 
systemks are about 25 microns in size. 

©1996 CibaGeigy Corporation, Turf and Ornamental Products. Box 18300, Greensboro, NC 27419. Banner• M A X X * is a registered trademark of CibaGeigy Corporation. 

Always read and follow label directions. 

MAXXimum Value 

Because no matter 

how you look at it, 

Banner MAXX isn't 

like any fungicide on 

earth. But you can 

see that for 

yourself. 
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irrigating trees 

Irrigating Trees & Ornamentals: 

Fining the 
RnhtBalance 

ATER . it covers almost three-quarters 

of tK e earth's surface. Without it, we would 

die and so would plants. Like humans, plants 

need a constant amount of water to func-

tion properly. I hat's why underwatering and 

overwatering can cause serious problems 

for trees and ornamentals. 

Injecting water deep into a tree's root zone decreases evapora-
tion and the chance of runoff. Credit: Albin Gearing, Davey Tree. 

WATER EVERYWHERE. Too 
much or too little water can 

cause severe damage or plant 

death. Proper watering bal-

ances the oxygen supply to roots — while 

overwatering quickly depletes the oxygen 

reserves. Checking soil moisture regularly 

is an important step that may prevent 

overwatering and underwatering. Experts 

warn not to wait until the tree begins to show 

injury because by that time, the plant may he 

damaged considerably. 

"Too much water can drown and suffo-

cate plants because the water replaces the air 

space in the soil and it suffocates the root 

systems," said Bal Rao, manager of research 

an J J evelopment at 1 he Davey Tree Expert 

Company, Kent, Oh io . ' "Some plants toler-

ate it better. But if overwatering becomes a 

habit, the soil will become saturated and the 

roots tend to go to the surface to get oxygen." 

Excess water can also affect the nutrient 

uptake, causing discoloration and defolia-

tion. Existing roots may he attacked by 

diseases like Phytophthora and shoe string 

root rot, which prefer excessive moisture. 

Excessive mulch can aggravate the prob-

lem because mulch holds in water and doesn't 

allow the roots to obtain oxygen. Also, 

overwatering turf can hurt nearbv plants. 

But too little water is also very danger-

(continued on page 3d) 

In narrow landscapes and beds, 
sprinklers can be used for irrigating 
trees and shrubs. Check the soil 
moisture frequently to ensure 
adequate irrigation. Credit: 
The Davey Tree Expert Co. 

Its loth an art 

and a science to 

provide the proper 

irrigation for trees 

and ornamentals. 

Balance is 

important 

because too muck 

or too little are 

equally damaging. 

by Jennifer 

Matkewes 
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CONCENTRATED LIQUID FERTILIZER 

R-3 42-28-28 

PAT. PEND. 

REIF INDUSTRIES, INC. ™ 

P.O. BOX 55 • SPRINGBORO, OH IO 45066 

FAX: 513 683 0016 • 1 800 422 2297 • 513 697 0280 

"Member Greater Cincinnati Chamber of Commerce" 

TO OUR CUSTOMERS, 

Reif Industri 

42-28-28. 

products 

is econoi 

trees or s! 

MARCH 8, 1996 

rtilizer R3 

to granular 

pment, yet 

harm turf, 

county franchise in any state, as! 

$10,000 in any state in the country, on 

week. If yi 

n Boland. A county franchise may be purchased for 

ve basis. A franchise must be in place before shipment 
can be made. Orders may be placed at any time, but can only be shipped after franchise has been established. 

Our product is best used within 30 days of shipping date. Please keep this in mind when orders are being placed. 

Customers may combine orders up to 44 pallets, for shipment to one address. All prices prepaid F.O.B. Springboro, 

Ohio. 

Also available from our wholesale hydroseeding center, Reif Seed Blend™, Hydromulch, and Specialty Tanks 

thru Specialty Tanks Products: Mr. Tom Ball, P.O. Box 429153, Cincinnati, Ohio 45242, 513-899-4955. Tom's 

company can provide large tanks with recycling pumps for bulk load customers. 

Our products are available to all 50 states including Canada, Mexico and Puerto Rico. Jerry and Jeff of Idle Green 

Prairie Turf Farm, 6893 Jones Road, College Corner, Ohio 45003, 513-523-2634, will use our products with the 

assistance of the Wolf Creek Company, a Rain Bird distributor, 513-854-2694, who will be providing the technol-

ogy to use our product in with their irrigation systems. 

Please recycle our containers and lids. 

AI Reif, 

President 

© 1996 REIF INDUSTRIES, INC. 
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irrigating trees 

(continuedfrom page 34) 

ous, Rao said, because 80 to 90 percent 

of plant cell content consists of water, 

w b en moisture is lost, plant tissue can 

be destroyed. Higb temperatures and 

lack of moisture can cause scorching 

and plant tissue dieback. "Once tissue is 

damaged, it rarely recovers," be noted. 

"It's similar to burns on bumans — 

sometimes tbe tissue will not recover. 

Progressive Electronics 
Model 521 

| W I R E & V A L V E L O C A T E R 
Find Lost Solenoid Valves 
Locate Wire Path 
And Depth 

e-mail Inghrn1069@aol-com 

save 10% < 
All The 
Equipment You 
Need To 
Troubleshoot 
Irrigation 
Systems 

$ 5 8 5 . ° ° 
(REG. PR. $650.00) 

1 -800-284-0205 
Irrigation & Landscape Supplies • Dallas, TX 

USE READER SERVICE # 2 9 

NO-DRIFT CHEMICAL APPLICATOR 
Now apply chemicals on windy days! Sizes range 
from 30" to 72". Send for free packet with 
complete parts information and prices. Designed 
especially for application between rows in aisles. 

DANVILLE INDUSTRIES 
Box 8 *124W. Main* Harper, KS 67058 
l ( 8 0 0 ) 6 6 2 - 4 2 1 2 * Fax (316 )896-7192 

USE READER SERVICE # 3 0 

TREEGATOR'e Gettin'Around! 

"Tbe arou gbt of 1988 caused sucb 

extensive damage tbat some trees and 

plants still baven't fully recovered," Rao 

continued. "In general, too mucb or too 

little water weakens tbe plant and makes 

it susceptible to insects and diseases." 

Dehydration can also occur when soil 

water is frozen and tbe plant can't ab-

sorb moisture. Small evergreens can be 

very susceptible to dehydration. During 

tbe day, leaf surfaces lose moisture 

through transpiration. Because tbe soil 

is frozen, plant roots aren 't able to take 

up tbe moisture needed for survival and 

tbe leaves turn brown. 

IRRI6ATI0N METHODS. To ensure tbat 

tbe plants are getting adequate water, 

place a coffee can in tbe area tbat is 

being watered with a sprinkler. Water 

tbe tree until about 2 inches of water 

collects in tbe can. A good rule is to 

water under tbe canopy of tbe tree so 

tbat most of tbe roots get enough water. 

Attach a watering lance to a hose to 

get tbe water into the root system more 

efficiently and deeply. This method also 

decreases evaporation and tbe runoff 

tbat occurs when using a sprinkler. 

Check tbe soil moisture around trees 

frequently, especially if trees or shrubs 

were transplanted within tbe last three 

to five years. Newly transplanted trees 

often come from a protected environ-

ment with different soil conditions and 

irrigation. It takes trees several years to 

recover from tbe shock. 

(continued on page 38) 

m - increase production. 
Simplicity, reduces watering 
time spent at each tree by 
80-90% and frequency by 50%/ 
PRECISION-Treegator 
delivers 20 or 50 gallons to 

1 the roots of the tree without 
J run-off or evaporation. 

Visit our web site at: http: //members.aol.com/spectrumnc/3ator 
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The Value of 

Proven Performance 

Upgrade a 
residential or 
light commercial 
site. Stainless steel 
option. Five-year 
warranty. 

Rugged, redesigned 
rotor. For all 
recreational and 
institutional sites. 
Fconomical. 
water-efficient. 

Top-of-the-line 
gear drive for all 
challenging sites. 
A decade of proven 
performance. 

Rotors for all Institutional Sites 

Landscape professionals expect tough challenges on institutional 

sites. Dirty water, abrasive soil, public liability, vandalism. Not to 

mention sports field safety. That's why they rely on Hunter. 

For more than a decade, Hunter rotors have been proven the 

world's most reliable. From neighborhood parks to national 

stadiums, challenging sites demand unchallenged performance. 

The Irrigation Innovators Cal l t o d a y for m o r e in fo rmat ion a n d a f ree ca ta log 8 0 0 - 7 3 3 - 2 8 2 3 . 
USE READER SERVICE #77 



irrigating trees 

(continueJ from page 36) 

To ck eck the moisture level, remove 

a small amount of soil from the root area 

using a soil prohe or trowel. It is too dry 

if it crumbles in your hand instead of 

u a ing together in a moist hall. It is too 

wet if water comes out when squeezed 

slightly. Adjust the water accordingly. 

DELIVERY OPTIONS. Common ways of 

irrigating a lawn are not necessarily the 

hest for watering woody plants. Soil type, 

average rainfall and water quality will 

determine the hest method. 

An oscillating sprinkler may not give 

uniform distribution and may nee Jfre-

quent moving to cover large areas, said 

Rao. A pidsating sprinkler distributes wa-

ter evenly, hut can cause runoff in dry soil. 

A soaking hose, or a hose with holes 

in it, is good for soaking soil near a tree, 

hut isn't practical for trees with a large 

diameter. Manually watering the tree with 

a hose does not usually provide enough 

water and is time consuming. 

DESI6N IS IMPORTANT. One of tke Lest 

ways to control irrigation is to design a 

landscape according to terrain, said 

Marianne Waindle, horticulturist and 

technical advisor for I he Davey Insti-

tute. if the landscape is on a slope, it is 

wiser to run the irrigation system paral-

lel with the slope instead of against it. 

I hat way, shrubs and trees at the bottom 

of tke slope may get runoff naturally 

and will avoid being overwatered. 

"Tke ideal irrigation system design 

would include input from an irrigation 

specialist, arhorist and landscape man-

ager," she noted. " I hey could work to-

gether to design a landscape that would 

encourage healthy growth and good wa-

ter usage. Sometimes, the placement of 

irrigation heads is kadlv designed and 

water hits the trunk of the tree. Decide 

in advance who will monitor the irriga-

tion to save future headaches." 

Len Burkhart, manager of technical 

services with Davey, recommended care-

ful installation, "if the lines are too 

close to the surface, they can he punc-

tured by subsurface fertilizer applica-

tions or lawn aerification techniques." 

REGIONAL VARIATIONS. Different areas 

f tk e country may have different prob-

lems with irrigation, said Roger Funk, 

vice president, human and technical re-

sources for Davey. In the ari 
d West, salt 

buildup from irrigation may need to he 

manually flushed out 

of tke soil because 

there are no heavy rains to wash it out. 
High salt 

content can happen when 

the irrigation source is a pond, Burkhart 
(continueJ on page 40) 

4 Learn how to use RainCAD with a 

FREE On-Line Beginner's Tutorial. 

4 Additional training available on 

CD-ROM. 

Call 1-800-348-3243 
for our FREE information kit complete 

with RainCAD demo disk or to order 

RainCAD software today! 
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R a i n ^ B I R D 
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Simple It's Smart. 
With prices starting at just $375, the smart 

new RainCAD™ for Windows™ makes 

irrigation and landscape design easier than 

ever. RainCAD users agree that providing 

a professional RainCAD design increases 

bid success rates-which makes using 

RainCAD simply smart. 

4 Calculate sprinkler layouts, 

sectioning, zoning, pipe layout 

and sizing automatically with point 
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4 Produce estimates, proposals and 

material takeoffs quickly and easily. 

4 Spend less time in the o ffice and 

more time closing sales. 
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irrigating trees 

Check the soil moisture around 
trees frequently, especially if 
trees or shrubs were transplanted 
within the last three to five years. 

(continual from page 38) 

noted. Ponds may collect runoff from 

nearby streets tbat are salted for snow. 

Wben salt collects in a pond and is used 

on tbe landscape, it causes a breakdown 

in soil structure and plant damage. 

Northern contractors should drain 

tbe irrigation lines before winter to pre-

vent tbe water from freezing in tbe lines 

and damaging tbe sprinkler beads, said 

Funk. In some areas, tbe pH level of tbe 

water is too alkaline and may need acids 

to correct tbe level. "Periodic testing of 

tbe water quality and tbe pH 1 evel of the 

water is a good habit to develop." 

Different types of soil and weather 

place different demands on irrigation 

and plants. Tbe clay soil of tbe South-

east requires longer intervals between 

irrigation than sandy soil, said Burkbart. 

"It's difficult to water tbe trees deeply in 

clay soil because tbe water has a bard 

time penetrating through tbe soil. 

Often, people apply too much water 

and think they're getting water to tbe 

roots, wben tbe water really just 

puddles and runs off. They're irri-

gating faster than tbe soil can absorb 

tbe water." L 

O n tbe flip side, sandy soil dries 

out quickly because it drains so easily, 

so trees and shrubs in sandy soil should 

be watered more frequently. 

OVERWATERING MISTAKES. Tkis is a 

problem especially in tbe Southeast, said 

Waindle. "Irrigation systems there usu-

ally are older. Water is plentif ul and 

cheap, so contractors are not forced to 

use more sophisticated water management 

methods or watch water use carefully." 

Water bans can also ma ke it difficult 

to irrigate correctly. Burkbart explained: 

"if tbat means you have to water a lawn 

at a less than ideal time, you should still 

water it. Watering at a bad time of J a y IS 

better than not watering." 

"People think tbat just because they 

have an irrigation system, they are OK , " 

Waindle said. "But that' s not true. You 

need a specialist to monitor tbe system 

to ensure tbat tbe plants are being wa-

tered properly. Bad irrigation can ne-

gate a lot of tbe good work you do." I D 

The author is a communications specialist 

with The Davey Tree Expert Co., in Kent, 

Ohio. 
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SYSTEMS 
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EH-12 HEAD 
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compensating outlets. The patent-
ed filter is built right into the unit 
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aerification 

Aerification: 

The 
Underground 
Story Aerification helps control 

thatch, provide a resilient soil 
surface, relieve compaction, 
encourage root development 
and improve drainage for all 
types of turf. Credit: 
Ransomes America Corp. 

Aerification can solve a 

variety of soil problems. 

The key is choosing 

the right equipment to match 

the circumstances. 

By Paul Rieke 

ER IF ICAT ION is a turf management practice that is often misunderstood. Un-

fortun ately, the problems to he solved are for the most part underground and 

unseen. Most turf managers would agree that aerification (also called cultivation) is 

needed on many turf sites. But whv d o we bother with this practice, which results in 

creating such a mess on the surface? A review of the basics is helpful. 

Soil compaction is the most limiting soil problem with many types of turf. I his 

is a natural problem. IÍ the soil was not compacted during construction and 

establishment of the turf, it would he compacted by maintenance equipment and 

normal use. Turfgrass sites are frequently used when the soil is wet, which permits soil 

particles to he packed closely together, increasing compaction. 

In the process, there is a loss of large pore spaces necessary for good drainage (both 

infiltration and percolation), aeration and root development. Because compaction 

is so prevalent, the most important objective of aerification is to reduce compaction 

of the soil. 1 he problem may he shall ow, deep or throughout the soil profile. 

Oth er objectives of cultivation treatments include: to control thatch buildup; to 

break through soil layers when accompanied by topdressing materials; to provide a 

more resilient soil surface; to aid in control of localized dry spot; and to assist with 

renovating turfs. O n a given turf, one of these problems may predominate, hut more 

typically, two or more may exist. 

PLANNIN6 A PROGRAM, wh. en planning an aerification program, it is essential to first 

evaluate the turf and soil conditions before one can determine which cultivation 
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vhat 

tool(s) will be most effective in 

correcting existing problems. This 

requires careful study of tbe soil, 

grass and tbatcb conditions, wbicb 

can only be observed by regular 

use of a knife, soil probe or even a 

sbovel (for deeper soil problems), 

as well as watching turfgrass root-

ing patterns, water ponding, etc. 

Once tbe major problems bave 

been identified, tbe landscape 

contractor can begin planning tbe 

program. Fortunately, tbere are a 

number of different kinds of cul-

tivation tools available today from 

wbicb to select. Understanding 

eacb aerifier will accomplish is a 

necessary step in tbe process. 

SPOON AERIFIERS. TK ere are several ait-

ferent types of aerifiers that use spoons 

mounted on wheels or drums. Th espoons 

may be open or close d at tbe end. With 

most of these, tbe spoon enters tbe soil 

at an angle. As tbe unit moves forward, 

tbe spoon moves from front to back, 

causing a stirring action in tbe bole. 

Depth of penetration may reach three 

inches, but is often less. 

The h ene fit of these units is speed, 

but tbe spoon spacing is usually quite 

wi de. Multiple passes will be neeae d to 

attain a closer spacing of boles. Depth of 

coring boles, amount of soil brought to 

tbe surface and tbe degree of soil loos-

ening is considered low to modest, de-

pending on tbe particular type of equip-

ment, soil conditions and bow many 

passes are made over tbe turf. Because of 

tbe speed of operation, this type of 

aerifier is most often used on athletic 

fields, borne lawns, fairways, roughs and 

general grounds. 

Some spoon type units do not pen-

etrate beyond an inch or so, with little 

soil loosening effect. I bey may remove 

some tbatcb, but provide few other ben-

efits. Unfortunatelv, some of tbe light-

weight aerifiers used in tbe lawn care 

industry belong to this category. They 

are cheap, permitting competitive bid-

ding, but tbe treatment contributes little 

to tbe improvement ot compaction. 

Selling Aerification Services 

Lawn care companies are quickly realizing one key to growing their business can 
be offering a variety of services, such as core aeration. But how do you convince 
potential customers they should pay to have someone put holes in their front 
yard? 

Many manufacturers of aeration equipment have produced brochures to convince 
potential customers, both residential and commercial, of the importance of aerification: 

• Why Aerate My Lam, from Turfco, Minneapolis, Minn., tells potential customers that 
soil compaction and thatch buildup occur naturally over time and aerification opens up 
the soil and breaks up the thatch for an increased flow of nutrients to plant roots. The 
brochure also mentions that timing is a key to successful aerification. "For most grasses, 
the best time to aerify is just prior to or early in the fast growing season," which is early 
spring and fall for cool-season grasses and mid-spring or early summer for many warm-
season varieties. 

• Ryan, a division of Ransomes America Corp., Lincoln, Neb., emphasizes the long-term 
benefits of aerification on a lawn. The literature explains that the benefits will actually 
be visible after just one aeration, and turf that is aerified annually becomes much 
healthier and stronger over time by taking better advantage of water and fertilizer 
applications and improved air exchange between the soil and the atmosphere. 

Continued aerification over the course of several years also benefits turf growth by 
mixing the soil with the thatch buildup. An aerified soil will be made up of more pore 
space, ideally balanced 50-50 with solid soil, for moisture and gas containment. 

• Potential customers need to understand the long-term value of aerification, according 
to a brochure by the Grasshopper Co., Moundridge, Kan. "Remind them that the cost of 
aerifying is offset somewhat by the reduced need for pesticides and irrigation," it noted. 

OPERATING-TINE AERIF IERS .Th i s t y Pe of 

aerifier bas been tbe industry standard 

for many years for use on bigb use areas. 

Tbe bigb speed impact of tbe tines on 

tbese aerifiers normally provides good 

loosening of tbe soil. Further, signifi-

cant amounts of soil are brought to tbe 

surface, depending on tine size and spac-

ing. Tbis soil can be worked back into 

tbe turf an d tbatcb, or it can be removed 

from closely mowed turfgrasses. 

Hollow tines are normally used on 

tbese aerifiers, but solid tines bave also 

been used effectively under certain con-

ditions. Hole spacing ranges from 2 

inches to as wide as 4 inches. Obviously, 

tbe closer spacing will provide more ef-

fective soil loosening. 

Tine diameter varies from 1/4 inch 

to as large as 1 inch. Larger tines are 

more often used with wider spacings. 

Hollow tines remove soil, making it 

easier to work topdressing into tbe 

aerifier boles. Fill ing these boles is par-

ticularly important if soil layers are 

present within tbe soil depth reacbe d t v 

tbe aerifier tines. 

Solid tines bave been used with good 

results under certain conditions, but our 

view is that tbis should be an occasional 
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aerification 

practice. Small diameter 

solid tines have been 

used successfully on 

compacted soils witb 

little turf injury during 

bigb stress periods wben 

it is not wise to disturb 

tbe playing surface or in-

jure turf roots. 

Research at Michigan 

State University suggests 

that solid tines will be 

somewhat more effective 

if tbe soil is a bit dry 

because there is greater 

shattering of tbe soil 

wben it is drier. How-

ever, there is also greater 

potential ior injury to 

roots wben tbe turf is dry 

and greater loosening of the soil also 

occurs. The small diameter solid (or 

hollow) tines have been helpful wben 

used on compacted areas or on localized 

dry spots during tbe summer. 

Both boll ow and solid tine cult lva-

tion can cause tbe development of a 

"cultivation pan" in tbe soil layer just 

Why Aerify? 

eration is the action of oxygen entering the soil, ac-
cording to Paul Rieke, professor of turfgrass man-
agement at Michigan State University, E. Lansing. 

It is the physical result of aerification, which is the creation of 
holes or slits in the turf to allow aeration to occur. Aerifying 
can achieve the following: 
• Relieve compaction 
• Improve infiltration 
• Improve internal drainage 
• Improve oxygen in the soil 

> Improve rooting 
»Thatch control 
> Break up soil layers 
> Relieve localized dry spots 
• Renovate turfs 

beneath tbe depth reacbe d by tbe tines. 

This occurs over a period of years of 

cultivation to tbe same depth. 

Aerifying witb a unit that reaches 

deeper into tbe soil bas helped correct 

cultivation pan problems. It is impor-

tant to vary tbe depth of cultivation if 

possible because this will reduce tbe po-

ProgramTips 

Greg Schreiner did things a little 
differently than most of his peers in 
the industry. He built the foundation of 
his business, Aeration Consultants, 

Denver, Colo., on aerification service before 
expanding into exterior landscape maintenance 
and installation. Striving for profitability under 
these circumstances has taught him some 
important lessons about running an efficient 
aerification program. Here are a few tips: 

• Schreiner uses one man crews with one 
aerator and a pickup truck. Not having a trailer 
to tow is safer and more efficient for parking 

and unloading, but it requires purchasing a 
machine that will fit in the back of a pickup. 

He expects each individual to complete 10 to 
12 lawns per day. At the end of each day, the 
crewman is required to do some basic mainte-
nance on the machine. Fittings are greased, the 
tines and chains are cleaned and sprayed with a 
lubricant and the oil is changed after every 20 
hours of use to avoid rust. 

• Schreiner said companies starting out should 
have at least two units so one is available in the 
event of a breakdown. Each should have tines 
able to pull plugs that are 2 to Th inches deep. 

• Schreiner urged avoiding the temptation to 
lowball the competition. "If you have to go into 
the market at a lower cost than some of the com-
petition, look at a five dollar difference," he 
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tential for a pan layer to develop. Finer 

textured soils wi i l l , e more susce ptihle to 

a pan development than sands. 

VERTI-DRAIN TYPE UNITS. A version or 

the vertically operating tine units is the 

Verti-Drain and similar equipment. This 

heavy duty machine can reach as deep as 

14 to 16 inches into the soil, depending 

on which unit is used and on the soil 

conditions. A large tractor is needed as 

a power source. 

Either solid or hollow tines can he 

used, hut solid tines are used most often 

and will reach deeper into the soil. Tine 

diameter for solid tines can vary from 

1/2 to 1 inch. Holl ow tines can be as 

long as 12 inches hut seldom reach 

deeper than 8 inches. Diameters of hol-

low tines can he 3/4 to 1 inch. 

Larger tines will give greater loosen-

ing of the soil. Tine spacing can he 

varied as well, depending on forward 

speed. The machine can he set to pro-

vide a "kicking" action as the tine is 

pulled ou to (the soil, which contributes 

to the loosening effect. This type of 

aerifier has heen very effective in pen-

said. "I have seen guys drop flyers pushing $20 
aeration services no matter what size the lawn 
— not only will they not stay in business, but 
they ruin the price structure in the entire market." 

• Don't overlook potential markets for 
aerification services. Schreiner is used by 
Denver area maintenance contractors as a 
subcontractor. It's appealing to contractors 
because they don't have to maintain or 
purchase equipment and don't have the hassle 
of scheduling an aerification treatment with 
their own crews during the busy fall and spring. 

Because he also provides a firm price, the 
contractor can bill his client and guarantee a 
profit. The firm is also doing golf course 
aerifying, a sector of business Schreiner 
expects to grow into the next decade. 

Now. access boxes in 
the size, shape and color 
for uour irrigation svstem 

l a 

AMETEK access boxes offer 
a choice of lid colors to 
match your application. To 
blend in, choose from green 
for turf, brick red for 
redwood landscaping or 
brown for mulched areas. 
Purple lids will identify 
reclaimed water systems and 
black is used for electrical appli-
cations. Rectangular boxes 
feature snap lock or penta-
gon security lids; 10" round 
boxes have twist lock lids 
and 6" round boxes have 
snap fitting lids. All are made 
of strong, lightweight thermo-
plastic designed for underground 
use. AMETEK, Plymouth " 
Products Division, P.O. Box 1047, 
Sheboygan, WI 53082-1047. 
Phone: 800-222-7558 
(In WI, 414-457-9435). 
Fax: 414-457-6652. 

AMETEK irrigation 
boxes are warehoused 
regionally throughout 
the U.S. and Canada. 

r ^ K Products Manufactured 
> • ¿ 7 Prom Recycled Plastics 
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aerification 

etrating through surface compaction or 

layers deeper in the soil. 

WATER INJECTION. A revolutionary 

aerifier from the Toro Company uses 

high pressure microhursts of water ap-

plied through small nozzles. Hole spac-

ing is 3 inches laterally, hut can he var-

ie d hy the rate of forward speed. 

Th e water jets will reach from 3 inches 

to more than 6 inches deep, depending 

on soil strength. It leaves the surface 

very smooth and because the holes are 

small in diameter, surface disruption is 

minimal. Our research has shown this 

method to he effective in loosening the 

soil and improving infiltration. 

One benefit of this method is the 

potential to inject various materials into 

the turf. Injecting phosphorus and po-

tassium has proven very effective in plac-

ing these nutrients deeper into the root-

Digging Up Profits 

I ayout figures for an aerator handling 19,200 square feet per hour or 115,200 square feet 
per day could reach as high as the numbers below. All dollar figures are based on an average of 
$9 per 1,000 square feet in a 6-hour working day. 
Aerator per day total billing ( 1 , 0 3 6 
Minus Expenses: 

Operator $7 per hour (10-hour day) $70 
Aerator fuel and repairs (six hours at $2 per hour) $12 
Truck and trailer ($30 per day) $30 

Total daily operational expense - $ 1 1 2 
Daily income (billing minus total expense) $924 

These figures are based on a 7-hp aerator with a 28-inch aerating width on a 31/2- by 5-inch 
coring pattern to a depth of 21/2 inches with a 3/4-inch core diameter. 

Credit: Ransomes America Corp. 
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ing profile. Nitrogen injections have 

proven very efficient as well. Injection 

of wetting agents permits placing the 

wetting agent through the hydrophobic 

layer at the surface to correct dry patch. 

I here is also the possibility of inject-

ing certain pesticides, hut it is important 

to he sure the pesticide is placed where 

the pest is active and not deeper into the 

profile where there mi ght he the possi-

bility of leaching or loss of efficacy. 

AERIFICATION OPTIONS. A number of 

other cultivation tools can also he effec-

tive, such as spikers and slicers. Spikers 

provide many small holes with penetra-

tion to no more than 1/2 inch. Slicers 

give fewer holes hut may reach to a depth 

of 4 inches or more. 

These units provide little soil loos-

ening hut do open the surface to im-

prove infiltration. I hey also may sever 

stolons and rhizomes, improving turf 

density. 

Some specialty aerifiers have a high 

price tag which prevents purchase for 

many contractors. An alternative is to 

hire aerifying service companies to per-

form the task. Another is to jointly pur-

chase a unit which can he shared. 

Which cultivation tool is best for the 

job? It depends on the problems which 

need to he addressed. Cultivation may 

not be needed at all if one of tfie prob-

lems outlined above is not present, hut 

this is a very rare occasion. Some sites 

may require intense treatment, while 

others will need a different program. 

Typically, a combination of treat-

ments will he necessary. A very inten-

sive program may aerify two to three 

times per year using an aggressive unit 

like a water injector or vertical operat-

ing aerifier with small diameter tines, as 

needed during the summer months. 

Evaluating a program's results he-

comes essential to determining the need 

for adjustments, if the problem is being 

corrected, the intensity of cultivation 

can he reduced. However, if there is 

little improvement, a more intense pro-

gram will he needed. Where physical 

problems exist for the soil, aerification 

should he considered a routine practice 

until the problem is corrected. 

Good turf management entails a to-

tal program. Using a proper cultivation 

program that deals with physical soil 

problems like compaction, thatch and 

layers will make the job easier to provide 

the desired high quality turf which has 

good stress tolerance. SI 

7 he author is professor of turf grass man-

agement, Crop and Soil Sciences, Michigan 

State University, East Lansing, Mich. 

recognized names in lawn care. Add to that a 
dynamic dealer j f network and parts delivery 
system, plus j f r one of the best warranties 

anywhere, and you have an 
unbeatable combination. 

So when you want equipment 
that's built tough to last longer and 

USE READER 

Green Machine ] 
by John Deere 

work harder, choose Green Machine. To find 
out more, call Homelite, ^ a John Deere company, 
at 1-800-776-3002. 

© Homelite inc. / A Subsidiary of Deere & Company 
SERVICE #41 
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Better educated 

contractors now 

micromanage their 

properties, using an 

integrated approach. 

The trend is toward a 

rational hlend of 

materials and 

technologies. 

By Bill Fair 

The Green 
Industry Is 

Lawn and landscape contractors are using more sophisticated fertilizer products for greater 
horticultural efficiency and economy. Credit: CoRoN Co. 

\WN A N D LANDSCAPE contracting is still quite young as an industry, hut the 

trends we see today in fertilizer materials and formulations, pest control and 

application techniques are hased more on a better understanding of the total 

ecosystem than on U s and fashion. As our awareness of the balance of nature 

increases, we see a trend toward "eco-consciousness," which will continue unabated 

into the next millenium. 

We are also seeing greater efficiency, economy and practicality in our use of 

materials and methods. This means we are truly working smarter and not just harder. 

o f course, customer preferences will largely decide the future direction of the 

lawn and landscape contracting industry, w w e customer satisfaction will determine 

its growth and profitability. Balancing perceptions with reality about fertilizers and 

other constituents of plant and soil health will require continued dedication to the 

trend of educating ourselves and educat-

ing the customer base. 
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LIQUID OR DRY. Historically, most h ome-

owners who maintained their own prop-

erties used dry fertilizer products. This was 

due, in large measure, to the wider avail-

ability of such products to the consumer. 

With the advent of professional lawn 

and landscape operations, more and 

more homeowners have opted to ex-

change a relatively small amount of dis-

cretionary income for the l uxury of ad-

ditional leisure time, coupled with 

the security of professional service. This 

transition brought with it a major shift 

in plant nutrition methods. 

By and large, lawn care customers chose 

a service which differed in both quality 

and substance from what they could 

provide for themselves. Liquids were 

the answer. Professional applicators en-

joyed the convenience, flexibility and 

accuracy of liquid fertilizers and control 

chemicals, while customers were favorably 

impressed with the "new" technology. 

Boh Williamson, manager of Moyer 

& Son Lawn Care in Souderton, Pa., 

explained, "Fifteen years ago, custom-

ers clearly preferred liquid (applica-

tions). It was perceived as 

high tech and progressive." 

Is there a clear prefer-

ence today? Daryle John-

son, president of All Ameri-

can \ urf Beauty Inc., Van 

Meter, Iowa, professed, 

"The customers don t care. 

Some have probably heard 

that one is better than the 

other." It is largely up to the 

discretion of the lawn ser-

vice professional to deter-

mine which products are 

most appropriate in a given 

context. 

I hat view is shared by 

Steve Hyland, president of 

Hyland Brothers Lawn Care 

in Ft. Collins, Colo. He 

said, "Most customers don't 

care (whether we use liquid 

or dry). Some companies 

make an issue of it as a marketing tool, 

to try to sway customer opinion. Behind 

closed doors, people will tell you there is 

no difference in liquid vs. dry." 

Dry products tend to dominate early 

season preemergent applications, w Kile 

liquids get the upper hand on spring and 

fall hroadleaf rounds. Dry fertil lzers are 

popular for establishing roots on turf 

seedlings, hut liquids get the nod for 

trees and shrubs with both deep root 

injections and foliar applications. Liq-

uid and dry products split the market for 

most ornamental care and insect treat-

ments. Dry fertilizers allow for some-

what higher analyses, while their liquid 

companions are generally conce ded to 

offer greater flexibility and convenience. 

The truth is, we are reaching a balance 

on the supply side. 

Overall, the once raging battle be-

tween liquid and dry proponents ap-

pears to he winding down and evolving 

into a more harmonious partnership, 

with liquid products being used where 

they fit best and dry products where they 

fit best. Williamson believes the domi-

nant trend in the turf industry over the 

past five years has been the reaching of 

"an equilibrium in the use of liquid and 

dry." 

Jeff Motter, purchasing manager for 

IruGreen/ChemLawn, Memphis, Tenn., 

cont inued this, poin ting to the 

company's purchasing of 50 percent liq-

uids and 50 percent dry products (on an 

annual dollar basis). 

RELEASE PATTERNS. Variety is said to he 

the spice of life, and there is certainly no 

shortage of variety when it comes to the 

release patterns available among today's 

fertilizer products for lawn and land-

scape. I he professional can choose from 

a range of products whose window of 

availability is as narrow as three to four 

weeks or as wide as 12 to 18 months. 

Many controlled release nitrogen prod-

ucts are based on chemical and biologi-

cal processes, rather than physical mech-

anisms for release. Some provide sub-

stantial amounts of organic carbon to 

the soil profile. I his is especially true of 

liquid urea-formaldehyde products such 

as polymethylene urea solutions, short 

and medium chain dry urea-formalde-

hyde products, IBDU and CDU. This 

characteristic sets these products apart, 

producing an agronomic benefit over 

the multitude of coated urea products. 

Urea is often coated with sulfur, wax, 

resins and polymers to delay the release 

oftk e urea nitrogen. Sulfur-coated urea 

can sometimes have release curves as 

short as straight urea, hut its demand 

wi 11 lileelv remain strong due to 1 ow cost. 

Combination coatings generally provide 

better release characteristics, hut you 

still have only urea nitrogen, which is 

readily volatilized into the atmosphere 

and leaches through the soil. Urea ni-

trogen also has been shown to reduce 

root mass on turfgrass. 

1 he trend is toward increased use of 

almost all controlled release fertilizer 

products. Efficiency design makes these 

(continueJ on page 52) 
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PENDULUM 
M E A N S 
BUSINESS 
When it comes to season-long control of crabgrass, goosegrass, oxalis, 

spurge and many other troublesome weeds, PENDULUM® herbicide gets 

down to business. No other preemergent turf herbicide can match its 

spectrum of weeds controlled and cost-effectiveness. • PENDULUM 

brand Pendimethalin also offers greater flexibility than ever before, 

including sprayable formulations and combination fertilizer products. 

• When you consider cash rebates available through July 31, 1996, it's 

easy to see that PENDULUM really does 

mean business. Smart Business. • To learn 

more about the cash rebate offer or for 

the name of the PENDULUM distributor 

nearest you, call ^ CY JkMAMlD 

1-800-545-9525. 
PENDULUM® herbicide is a registered trademark of American Cyanamid Company. © 1 9 9 6 

SERVICE #111 

Agricultural Products Division 
Specialty Products Department 
One Cyanamid Plaza, Wayne, NJ 07470 

USE READER 
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(continueJ from page 4Q) 

products a better nutrient value and aids 

in protecting tbe environment. Some of 

tbese products dramatically increase root 

mass, reduce leacbing of nitrogen and 

lead to reduced clippings, wbile improv-

ing overall plant vigor. 

An eigbt- to 12-week release curve 

works well for turf, wbere four to six 

applications per year are common. 

Longer release patterns may benefit 

trees and ornamentals. Review univer-

sity studies comparing tbese products 

wben selecting ones to suit your needs. 

THE MENU. Cbuck Darrab is president of 

tbe Obio Lawn Care Association and own-

er of C L C Labs in Columbus, Ob io . He 

stated, "Fertility problems are about maxi-

mizing tbe return on your nitrogen dol-

lar and lawns tbat respond to your pro-

gram. if pH or pbospborus and potassium 

Today, the focus is on a more balanced 
feeding plan, including secondary 
nutrients (magnesium, calcium and 
sulfur) and a growing emphasis on 
micronutrients. 

are down, tben you will get poor response." 

The most reliable way to assess fer-

tility needs is tbrougb a soil test. More 

and more lawn service firms are selling 

soil testing as an add -on service for 

wbicb tbey can charge $ 2 5 to $35 . "It 

isn't just about agronomics," Darrab 

explained. "It's about customer service 

and retention. Homeowners bave a bigb 

perceived value of soil testing." 

To be sure, tbe days of a "meat and 

potatoes" diet for lawn and landscape 

plants is over. A t one time, tbe standard 

menu for custom applications 

consisted almost exclusively of 

primary plant nutrients (NPK). 

Today, tbe focus is on a more 

balanced feeding plan, includ-

ing secondary nutrients (mag-

nesium, calcium and sulfur) and 

a growing emphasis on micro-

nutrients. if your application 

program does not provide for complete 

nutrition, you create limiting factors 

wbicb adversely affect plant bea 1th. 

According to Andy Hines, vice presi-

dent of tbe Athens, Ga., operation of 

Emerald Green Lawn Care, "We use 

more minors (nutrients) today. We run 

a soil test to determine need. As a gen-

eral rule, we use micronutrients for turf 

if we do not get good response from our 

regular fertility program. In ornamen-

tals, we use tbem on a fairly regular basis." 

(continueJ on page 54) 

AERATORS • SOD CUTTERS • EDOERS • DRILLING UNITS • POWER RAKES • PIPE PULLERS 

TURFCO- A E R A T O R S NOW Turfco' Ha, 2 
Introducing The PRO SERIES AERATOR by Turfco 

THE PRO SERIES AERATOR THE AERATOR 

The Pro Series Aerator by TURFCO is the answer to your wide area and sloped area aeration needs. The 

Pro Series gives you 8 rows of tines with the most dense aeration pattern for an aerator of this design. 

The E-Z off, drop off wheels allow you to pass through gates. 

T h e Pro Series has also kept all the great features of The Aerator 
• External, Protected Chain • Large Self Aligning Ball Bearings 
• Steel Tube Lift Rods • Box Frame for Fewer Welds 
• Separate Clutch & Throttle • Superior Balance & Turning 

MFG. INC. -1655 101st Avenue NE -Minneapolis, MN 55449-4420 -Phone: (612) 785-1000 -FAX (612) 785-0556 

USE READER SERVICE #76 
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Herbicide by 

The 
;htest 
since 

Twenty-five years after discovering the 

most effective herbicide ever, Monsanto 

does it again. With new Roundup® Pro. 

Roundup Pro herbicide is 

specifically formulated for turf care 

professionals. This breakthrough 

formulation provides enhanced, broad-

spectrum control over a variety of 

conditions and application methods. 

So you get faster, more consistent 

results. Plus, Roundup Pro is rainfast 

within one to two hours after application. 

Roundup Pro also offers a new 

"Caution" signal word. And you'll 

never have to add any extra surfactant. 

That means you can save money and 
time by cutting down on surfactant 

storage, handling and mixing. 

For a free information kit that 

sheds more light on all the benefits of 

Roundup Pro, call 1-800-332-3111. 

ndup pro r 

H w b w d , b y % Monsanto 

RPRO-50081 ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR ROUNDUP PRO HERBICIDE. Roundup' is a registered trademark of Monsanto Company. 

USE READER SERVICE #111 

©1995 Monsanto Company 10/95 
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FAD THAT FIZZLED? At the beginning of 

the 1990s, predictions that organic fer-

tilizers would soon dominate the indus-

try were widely reported in the media. 

Fear of "chemical" fertilizers, brought 

on by overzealous environmental activ-

ism, led to a short-term hysteria among 

some journalists. 1 be resulting "trend" 

of organic fertilizer programs for lawn 

care turned into one of those fads that 

fizzled before it caught on. 

In the Northeast, Will iamson ran a 

survey four or five years ago to deter-

mine customers' views on lawn care of-

ferings. When asked if they would pre-

fer an organic program if available, 8 0 

percent responded that they wanted it or 

were interested. But, when the realities 

of cost and performance were brought 

into the equation, such a program could 

not be justified. Today, Moyer & Son 

promotes the fifth application as an "or-

ganically enhanced" feeding, using a high 

analysis bridge product made from urea 

and poultry manure. 

Hines explained the fit for organic 

fertilizers in the green industry. "I think 

it would be a niche market. People want 

green lawns and will want them now. In 

our market, that precludes organics." 

Inadequate performance, high prices 

and customer expectations are primary 

hindrances to the growth of organic fer-

tilizer programs. The problem is com-

pound ed by the inherent low analyses of 

natural organic materials. "When you 

need two to three pounds of N on 

bermudagrass, you can't do it with or-

ganics," Hines noted. "Some companies 

are doing a great job of combining prod-

ucts, though." 

There does appear to be a future for 

bridge products in the green industry, but 

in most regions o f the country, less than 

one percent of the customer base is cur-

rently on even a partial organics program. 

PESTICIDE OPTIONS. O f all the regula-

tions affecting industry, those related to 

pesticide applications have the greatest 

impact on the bottom line. Posting signs 

and notifying neighbors about pending 

applications are obvious expenses. There 

are also the high costs associated wi th label 

registrations for new products and regis-

tration of current products for new uses. 

In the last few years some terrific new 

products have come along to make life 

easier for lawn care professionals and 

their clients. New plant growth regula-

tors, better crabgrass control products 

and powerful preemergent broadleaf 

herbicides all add to the applicator's 

arsenal, but at noticeably higher prices. 

Lawn service firms today "are look-

(continued on page Q7) 

appfp^ 
Unwanted grasses, 
nutsedge PLUS 
broadleaf weeds 
removed from turf! 

ALWAYS READ & FOLLOW LABEL DIRECTIONS. 

Gooeegrass 

EPA registered for use in 
Kentucky bluegrass, tall 
fescue (including turf types) 
zoysiagrass and bermuda-
grass. 

H p b i / G O R c l o n 
c o R p o R a t i o n 

An Employee-Owned Company 

Trimec* Plus 
Postemergent Grass & Broadleaf Herbicide 

TRIMEC® is a registered trademark of PBI/Gordon Corporation. © 1996 PBI/Gordon Corporation 0 2 1 / 4 9 6 

USE READER SERVICE #38 
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INTRODUCING THE NEW 
SCAG TURF RUNNER 

> 

• 12" diameter blower is capable oi 
moving higher volume oi grass into 
bagger tor more efficient collection 
of grass 

• Height-of-cut ranges from 1" to 
4.5" to handle a vanety of cutting 
conditions 

• Easy-dump, 7.14 
bushel (67 gallon) 
grass bagger 

• 20" x 10"- 8 drive tires 
provide superior traction 
and ride, while enhancing 
climbing ability 

• 5-gallon fuel 
capacity 

• Padded high 
backseat 

• Powered by 20 hp or 
22 hp Kohler Command 
V-Twin, horizontal shaft 
engine 

• Automatically converts 
to side discharge with 
single lever control 

• 9" diameter 
heavy-duty caster 
wheels 

• 1-gallon hydraulic oil 
reservoir provides superior 
oil cooling capability 

• 7.5 mph ground 
speed makes quick 
work of big cutting jobs 

• Hydro-Gear 
pump/motor/axle delivers 
smooth and predictable 
control 

• Rubber shock mounted 
footplate for increased 
operator comfort 

• 4" deep cutting deck is 
constructed of 10 gauge 
top with reinforced skirt 

THE ONLY MOWER WITH AUTO SIDE DISCHARGE! 

Combining superior ground speed, exceptional 

bagging performance and single lever change-

over to side discharge operation, Scag's new Turf 

Runner redefines the standard of performance for 

mid-size commercial mowers in this category. 

To provide greater versatility to the commercial 

cutter, the Turf Runner can convert from a rear 

bagger to a side discharge mower with the flip of 

a lever. There's no need to remove the bagging 

deck to install a costly side discharge deck. This 

96-02 

©1995. All rights reserved 

innovative design (patent pending) allows more 

cutting time by allowing the operator to respond 

to changing conditions without downtime. 

In addition, the Turf Runner's heavy-duty 12" 

diameter blower cleanly transfers the grass cut-

tings from the extra-deep deck to the bagger, for 

a manicured cut every time. 

See the new Turf Runner at your Scag 

dealer today. 

Mffunner 

Simply The Best 

Scag Power Equipment, Division of Metalcraft of Mayville, Inc. 1000 Metalcraft Drive, Mayville. WI 53050 
USE READER SERVICE #76 



y a new 

economy, 

Denver proves 

there's l i f e 

after the oil 

market 

collapse. 

hy Paul 

Schrimpf & 

Boh West 

D E C A D E S A G O , the Denver metro-

politan area lived and died on primarily one 

segment of its economy: petroleum products. 

1 oday, like other oil-dependent regions that bot-

tomed out in the mid- to late 1980s, metro 

Denver bas reinvented itself. 

A new, more diverse service-based economy 

lias evolved over the last decade, centered in 

technology and fast track industries like commu-

nication, computer software and financial ser-

vices. "Riiht now, there's a technological climate 

to business here, wi tb a lot of corporate bead-

quarters moving into the area," said I bad Napp, 

president of Napp Landscape Services, Longmont. 

And residential building bas enjoyed strong, 

steady growth as opportunities for employment, 

combined wi tli the aesthetic and environmental 

attractiveness of the region, have brought an 

influx of new residents from all over the country. 

The result has been a generally more stable, 

less volatile economic picture for the region. 

"There's a lot of work out there, especially for 

1996 and 1997," said Joe Stroemel, landscape 

architect in the design/build division of Randall 

& Blake, Littleton. "It's more controlled growth 

out here now. We shouldn't have the bust cycle 

happening — a lot of people are (more careful) 

from the get-go, checking the inventory on homes 

and not just jumping in without the proper market 

forecasting." 

Metro Denver Market: 

Steady as She Goes 
5 6 LAWN & LANDSCAPE • APRIL 1996 



The petroleum industry has given 
way to more service-based 
companies, reinventing Denver's 
economy. Credit: Denver Metro 
Convention and Visitors Bureau 

6E06RAPHIC MIX. Economi-

cally, the region itself is de-

fined as a six county area with 

Denver proper at its center. 

Nearly 70 percent of the 

more than 2 million residents 

live in the three center-most 

counties — Denver, Arapahoe 

an J Jeff erson. Douglas County, 

which presently accounts for 

just 4 .7 percent of metro 

Denver's population, was the 

country's fastest growing county 

last year, with an explosion of 

residential growth. 

Denver and its surrounding 

market area is nestled snugly along the 

eastern foothills of the Rockv Moun-

tains. When most people think ahout 

Denver, they think mountains and snow, 

hut the region is actually an arid plain 

that averages only ahout 15 to 20 inches 

of rain per year. Without supplemental 

irrigation, little plant material would 

survive. In fact, the vast majority of the 

plant material in the metro Denver land-

scape is not native. 

Another problem for landscape plants 

is the wide temperature fluctuations in 

the winter that pull ornamental trees 

and shrubs in and out of dormancy. Ac-

cording to Gary Smith, owner of Ameri-

can Design & Landscape, Parker, the 

average winter temperature of 50 de-

grees is deceiving. Temperatures can 

reach 60 to 70 degrees for periods of 

time, then quickly drop to freezing. "You 

get plants thinking it's spring, hut then it 

goes right into sub-zero temperatures," 

he explained. "It makes the hroadleaf 

plants very vulnerable to dehydration," 

and surprise cold snaps can cause newly 

establishing plants to go into shock. 

For these reasons, said Eric Chris-

tensen, sales manager with Valley Crest better performers than hluegrass. 

Landscape, Parker, there are few sup- The prevalence of irrigation systems 

pliers and growers in Colorado to go to and finite water resources have forced 

for plant material his customers demand. local governments to place restrictions 

Valley Crest turns to suppliers in Ten- on watering the landscape. Many com-

nessee, Washington, Idaho and Kansas munities provide schedules that 

for deciduous trees, while container cate exactly when properties are allowed 

stock is brought inas hare root and potted to he irrigated, 

locally. They purchase evergreens from "Water is the resource 

that defi nes 

California. Smith said the majority of this region — its availability and how it 

his plants are shipped in from the coasts. is used," explained Christensen. He said 

the industry in metro Denver needs to 

JUST ADD WATER. 
In metro Denver, the meet the demands of the government 

odds are stacked against most plant and the public in terms of water conser-

material. The aforementioned lack of vation and effective usage, or risk greater 

moisture and varying temperatures team restrictions and loss of business, 

up with an equally troubling nemesis — "Expertise in irrigation is continuing 

harsh clay soil. 

to he an issue, with more complicated 

For this reason, irrigation is big husi- designs and computer-based control," 

ness for many professional contractors. explained Christensen. "The industry 

" Today, it's unheard 

offer new homes to has fallen behind wi th the application of 

he built here wi thout a new irrigation (continued on page 00) 

system," said Smith. In-

dustry estimates are 

that 

60 percent to 65 percent 

of residences in metro 

Denver are equipped with 

an irrigation system, and 

irrigation systems are I I * I I 

standard equipment 

for H I H 1 1 1 1 1 1 I I > R 
nearly every new home. 

Given the proper level 

of irrigation, turf thrives (includes the city and six surrounding counties) 
in metro Denver. The lack _ ,. 04., , . . „„„„ 

r t . 1 1 Ranking: 24th largest metro, area 
or humidity throughout 

j. Population: 2,085,336 
the year suppresses dis-
ease pressure, allowing Median Age: 33.3 
turf t 

ogrowunahated. 'I he Median Household Income:..... $38,834 (1994) 
turf of choice continues Housing Price Average 
to he Kentucky hluegrass ^ ¡ „ g sj„gje f m i , y . $1 ] 6|800 

hlends, which have proven New Single Family: $143,300 
to provide the best bal-

i . . Unemployment Rate: 3,9% 
ance between water re-
quirements, durability Corporate Profile: Largely service based — only one of 
and appearance. 

Variet- the top 25 companies is centered on manufacturing. Top 
ies such as turf-type tall companies are mainly focused in the fields of computer 
fescue and buffalograss software manufacturing and consulting, general 
have been given some at- contracting, financial services and communication. 
tention due to their some-

1 , 1 , j Source: Denver Metro Chamber of Commerce what lower water needs, hut have not proven much 

Metro Denver 
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ECOLOGY & 
MANAGEMENT 

BT. KARL DANNEBERGER, Ph.D 

FINALLY, AN ADVANCED TURFGRASS MANAGEMENT BOOK 
for the turfgrass professional which goes beyond the introductory level. 

TURFGRASS ECOLOGY & MANAGEMENT ...is the first professional turf 
management text devoted to advanced environmental ecology. This pioneering work addresses the 
wave of the future and is a must for all professionals. Chapter highlights include discussions of light 
and nutrients as resources, physiological responses to temperature, population dynamics, predator 
disturbances and much more. 

ORDER YOUR COPY TODAY. Hardbound, single copies only $28 plus $2.50 shipping/ 
handling per copy. Special Price. Limited time only. 

r 

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

EH Payment Enclosed 

Charge my • VISA 

Card # 

• MasterCard 

Expiration Date 

Signature 

Name: 

Title: 

Company Name: 

Address: 

City: . State: Zip Code: 

Published by: 

L. 

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

ADVANCES l\ TIRFGRASS SCIENCE • 

ECOLOGYi 
MANAGEMENT 

ßlT. KARL DANNEBERGER, Ph.D 

. J 



ANNOUNCING... 
THE COMPLETE 
IRRIGATION WORKBOOK: 
DESIGN, INSTALLATION, 
MAINTENANCE AND 
WATER MANAGEMENT. 

W LARRY KEESEN 

NOW 
A V A U ^ E / 

r ORDER TODAY! 
• Y E S , I 'm interested in purchasing copy(s) of The Complete Irrigation Workbook 

for only $24 per copy plus $2.50 shipping/handling per copy. I understand my purchase will be 
shipped upon payment. I also understand that I can return my book(s) within 15 days for 100 percent 
refund if I am not totally satisfied. 

Please charge to my: O VISA O Mastercard 

Card # 

Expiration Date. 

Signature 

Return full payment to Lawn & Landscape magazine 

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 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. 
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New Turf 
Problem 

market report 

•Reduced turf clippings 
•Aggressive tillering & fill in 
•Improved mowing quality 
•Very dark green color 
•Better versus brown patch 
•Durable under traffic 
•Establishes new performance 

standards 

WIZfl! 
Turf Type 
Perennial 
Ryegrass 

t i t e x c e i 
: 9 1 1 T U R F TYPE 

T U R F TYPE 
P E R E N N I A L RYEGRASS: 

; P€NNANT. // 
^ TURF TYPE PERENNIAL RYEGRASS 

< E L E B R A T | O N 

DWARF PERINNIAL 

R Y K R A t t BLEND 

I 846 
: "Seeds for ths 21st Century" 

Burlingham Seeds 
E. F. Burlingham & Sons 

P.O. Box 217 
Forest Grove, Oregon 97116 

800-221-7333 503-357-2141 
Fax 503-359-9223 

I Quality Seed since 1914 

m a u m m r n m 
USE READER SERVICE # 4 5 
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(continued from page 57) 

this technology. Technicians are not up 

to speed in how to use the equipment 

efficiently," lie added. 

Larry Keesen, president of Keesen 

Water M anagement, Denver, agreed, hut 

thinks the problem goes beyond the tech-

nician. In some cases, property manag-

ers are inheriting inferior systems that 

cannot provide a well managed irriga-

tion program, i bey may flood irrigate 

because they don't know what else to do 

to keep the property looking good. 

Another problem can be the unedu-

cated property owner or homeowners' 

association, who may demand a lower 

quote on an irrigation system installa-

tion and receive a technologically infe-

rior system. Sometimes, though, it's just 

an unsophisticated technician or sys-

tem installer. 

Along with irrigation, the arid con-

ditions and clay soil have created an-

other booming business — the sod farm. 

Turf grows well when irrigated in metro 

Denver, but new seed is very slow to 

establish. The majority of landscapers 

opt for sod when installing new lawns. 

CUSTOMERS . Metro Denver is borne to a 

unique mix of people from all parts of 

the country. Most have relocated for 

one of two reasons — to seek employ-

ment or to enjoy the unique Rocky 

Mountain environment. Napp said that 

this appreciation for the environment 

makes for more demanding, environ-

mentally sensitive clients. 

"They 1 ook at (caring) for their land-

scape as being friendly to the environ-

ment, and working with it," Napp noted. 

"This is a pretty unique situation, 

agreed Smith, "with educated people 

who are pretty sophisticated customers. 

They b now they will get their money 

back from a quality landscape job." 

1 om I olkacz, vice president of 

Swingle I ree & Landscape Care, Den-

ver, has also found success dealing with 

the more sophisticated customer. The 

company's tree and ornamental care pro-

gram takes a more diagnostic approach, 

which includes regularly checking for 

existing and potential problems and 

treating them as they come. He said that 

people in the area have been very recep-

tive to this IPM-style approach. 

Opportunities with commercial cus-

tomers are generally with smaller cli-

ents, according to Tolkacz. "There is 

not an extensive amount of large corpo-

rate clients — it's mostly service sector 

companies in fields like cable and com-

munications, who don't have major 

facilities. I here's not a lot of large of-

fice parks or campuses, either." 

O n e area of great potent ia l is 

Denver's new airport, which is finally 

complete and running efficiently after 

overcoming a number of problems. De-

velopment is slow, but on its way. 

COMPETITION. Accordi ng to The Adams 

Group, a market analysis and consult-

ing firm specializing in the Rocky Moun-

tain region, metro Denver's popidation 

rose an average of 4 ,114 people per month 

from 1990 to 1994. And commercial 

construction in many areas is struggling 

to keep up with the increased need. 

I bis might explain why contractors 

aren't making as much noise about an 

excess of competition in the market as 

other areas of the country. Some even 

say there's plenty of work to go around. 

Dmitn sai d that when the economy 

was down in the late'80s, metro Denver 

lost a lot of the market's marginal play-

ers while the stable companies have 

benefitted from the turnaround. 

Some companies are staying away 

from the bidding wars and doing work 

on mostly negotiated basis. "We try to 

negotiate most of our design/build work 

to avoid the bid process, so that means 

tightening our margins and sharpening 

our pencils," said Stroemel. "You've re-

ally got to know what you are doing." 

The* instant landscapers" with wheel-

barrow in band are still out there, though, 

according to Drummond. He is fighting 

against what be terms "brutal" competi-

tion and the low prices and unscrupu-

lous practices that make life hard er for 

reputable landscapers. 

(continued on page 62) 



Tough Jobs Demand 
Tough Equipment. 
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SNAPPER 
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Call 1-800-SNAPPER 
For More Information. 
535 Macon Rd. 
McDonough, C,A 30253 

O n l y NEW Pro 7 Hydro 

(series PP7H & PL7H) 

qualify lor the rebate. 

52" Hydro 
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(continueJfrom page 60) 

WORKFORCE WOES. Wi th unemployment 

under 4 percent, metro Denver con-

tractors feel the pinch when looking for 

quality employees. 

"It's constantly getting harder to find 

local employees," said Napp. "Crews are 

more and more made up of legal al iens 

and we're forced to turn them into sala-

ried employees to keep the quality help 

and turn the business into more of a 

year-long operation." 

Cbristensen estimates that be could 

double bis volume if be could find qual-

ity employees, but the company s efforts 

over the last four years to find more 

good employees have not bad good re-

sults. He said that people have not found 

the landscape industry to be a career 

that meets their expectations. 

Sally Wildy, general manager of Lawn 

Industry estimates say that 60 percent to 65 
percent of residences in metro Denver are 
equipped with an irrigation system. 

Services, Denver, uses summer job seek-

ing students to a small degree but relies 

on the Hispanic workforce to get through 

the long spring and summer hours. 

REGULATORY PICTURE. Most contractors 

describe the level of regulation in Colo-

rado as tough and getting tougher. Along 

with water use regulations, pesticide ap-

plicator licensing requires both class-

room and on the job training before 

technicians are allowed to work alone, 

according to Tolkacz. 

Chemical lawn care companies have 

the toughest time with a law Colorado 

has yet to pass — a pre-

emption law. Posting and 

notification, while some-

w bat consistent, varies 

from across communities, 

Tolkacz noted. The state 

legislature is considering a 

bill, but it bad not passed by press time. 

Another obstacle is Colorado's pes-

ticide sensitivity registry. Citizens can 

call the state department of agriculture 

and have their names placed on this list, 

which is sent monthly to all licensed 

pesticide applicators. 

if a customer lives adjacent to an 

individual on the registry, the company 

must call the registrant the day before 

the application takes place. ID 

The authors are Managing Editor and As-

sistant Editor of Lawn & Landscape mag-

azine, respectively. 

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 

MBRISCAPE INC. 

LANDSCAPE FABRICS & EROSION CONTROL PRODUCTS 
3145 W. COLUMBUS AVE., CHICAGO, IL 60652 

(312) 436-7400 • 1-800-992-0550 • FAX: (312) 436-0335 
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THE COMPLETE BILLING SOFTWARE! 

• Quick professional^ 

• Track multipfeblisibes^ 

• Easy 

• G c n | | | | liflger & inventory, 

f ; ; ;J l i l^a l tracking 

m Tax A financial reports 

• Contract« A proposals* i 

• Scheduling, routing, & mailing lists. 

S* 
• MUCH MORE FOR ONLY $695.00 

(Easy payment plan available) 

C A L L F O R F R E E D E M O D I S K ! 
PLEASE SPECIFY DISK SIZE 3wOR 5W 

1-800-572-8713 • 
' / M F I ^ R N DTTCTMCCC C A D T U R I D E 1 R»f RW D A T ' L ' V f CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ 
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GATOR MULCHER 
THE PROFESSIONAL'S 

CHOICE 
Designed for the professional landscaper, 
the GATOR MULCHER™ offers outstanding 
performance and value. 
• Handles every grass condition including "wet" 
• Reduces grass discharge by up to 50% 
• Unique design provides the high lift required for bagging 
• 4-tooth design is a standout at mulching leaves 
• No deck closure required 
• 44 blades currently available fit over 100 of the most popular 

commercial mowers 
• Available from authorized Silver Streak distributors and dealers 

Silver Streak also offers a complete line of parts for the commercial user. 
Contact the distributor in your area for more information. 

Patent Pending 

Frederick Manufacturing Corp. • Kansas City, Missouri 

G A T O R M U L C H E R " 
Q — V V W V ^ ^ p 



business management 

Change is 

always coming 

and its best to be 

prepared for the 

future by spotting 

trends that are 

shaping our 

society right now. 

by Judith Guido 

T R E N D is a line of general direction or 

movement; a line of development, identifying 

and analyzing today's trends will Kelp you pre-

dict tlie direction of the landscaping industry. 

I ake a moment to look around. Have you no-

ticed tkere are some common changes occurring 

across the nation? These changes, or trends, 

affect your business, if you ignore or fight tb em, 

they may leave you and your company in the dust 

(not a place a landscaping company wants to be 

unless, of course, it specializes in desertscapes). 

The 10 prevailing trends that follow may 

seem obvious but should not be ignored, as they 

do impact your business. 

1. SELF-.SOCIETY is the first trend. People 

and companies are relying less on the individual 

and more on teams, w hich all ow for more than 

one mindset and competency. I bey offer op-

tions. Teams also provide a system of checks and 

balances. How does this affect our business? 

Internally, the landscaping industry has always 

relied on teams (crews) for performance. Exter-

nally, our customers are now making team deci-

sions. No longer is it just t h e f aci lity manager 

making a decision, but be or she is now joined by 

a member of purchasing, procurement and fi-

nance. Understand what make the members of 

the team tick! Companies are partnering, net-

working and outsourcing. This implies team-

work. Business wants to eliminate the "we" and 

"they" phenomenon between themselves and ven-

dors and become the "us" generation. 

2. MASS:CUSTOM is our next trend. Busi-

ness is shifting from mass production to 

customization. The latest craze in marketing is 

called 1:1 marketing, meaning we should find 

out everything there is to know about our cus-

tomer and provide products and services to fit 

those needs. Master planning is a prime example 

of customization. People want to spend more 

time at borne in their customized spaces. I bey 

want their yard to reflect their interests and 

tastes. Listen closely to customers and create a 

profile on them so that you know all of their likes 

and dislikes. Then you can custom design. 

3. DUMB.SMART is next on the list. This 

trend refers to tech nology and to our customers 

as well. This is the era of the "educated consum-

ers." They ask a lot of questions, do research and 

compare notes. They demand professionalism, 

education and value. Don't waste their time. 

Smarter technology allows us to work faster and 

more professionally. Look at the new C A D pro-

grams, video capabilities for design and commu-

nication tools (beepers, mobile phones, pagers, 

band-held radios, portable laptops and time 

clocks) we can now use in our business. Informa-

tion download ed from a portable chip the size of 

a dime can give you the daily information you 

need to run your company. 

4. LOCALGLOBAL is one of the biggest 

trends impacting us today. I be world has become 

a much smaller place in which to do business. We 

now have products, services, equipment and man-

power available to us from all over the world. 

I bis also means we have outside competition. 

Ou r borders are open to our global neighbors. 

We already have landscape companies from out-

side the United States who have set up satellite 

offices here. The gl obal community has its eyes 

(continued on page ÓÓ) 
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The all-new power forwards. 

Available with 60 " 
or 72 " side discharge 
mower or 60" rear 
discharge mower. 

K U B O T A T R A C T O R C O R P O R A T I O N 
P.O. Box 2992, Dept . LL 

Torrance, C A 90509-2992 

Financing available through 
Kubota Credit Corporation 

We' re p r o u d to 
announce powerful new 
additions to our line-up. 
Our F-60 Series front 
mowers with features and 
pricing that are going to 
score a lot of points. 

These 4WD mowers 
include many techno-
logical breakthroughs for 
increased turf perfor-
mance. The Auto Assist 
4WD with Dual-Acting-
Overriding clutch system 
delivers turf saving traction. In forward and 
reverse. It automatically transfers power to all 4 
wheels when you need it. So, when the going 
gets tough, you get traction and reduced turf 
damage instead of wheel spinning. Or, you can 

c h o o s e to 
engage 4WD 
on-the-go. 

A durable, 
independent 
h y d r a u l i c 

PTO clutch makes it 
possible to engage and 
disengage PTO driven 
implements on the move. 

Kubota's E-TVCS 
diesel engines deliver 
maximum power while 
minimizing vibration 
a n d n o i s e . A n d , 
enhanced combustion 
efficiency reduces fuel 
cos t a n d l o w e r s 
emissions. 

The F-60 Series 
includes 22, 25 and 30 horsepower 4-wheel 
drive mowers as well as a 25 horsepower 
2-wheel drive model. 

If you're looking for the ideal combination of 
comfort, power and efficiency for your team, 
you've just found a winning line-up. 

For more information, please write to: 

Kubota. 

Visibility and maneuverability will increase your 
productivity. 

USE READER SERVICE #111 



business management 

(continueJ from page 04) 

on our pockets. I key know our pockets 

are deep and they want a share of our 

income. We must constantly create new 

services and ways to differentiate our 

companies from our competitors. Your 

company is extremely vulnerable now 

more than ever! 

5. TOP DOWN-.BOTTOM UP is the 

new decisionmaking process in many busi-

nesses. Companies are eliminating the 

walls and are letting people at the bot-

tom levels make their own decisions 

(empowerment). Decisions start at each 

level and work themselves up to the top 

level, where they eventually are put into 

the company's strategic plan and imple-

mented. 

I his trend affects our internal cus-

tomers (employees) as they are being 

empowered to make decisions on and 

off the field. If you re not empowering 

your employees, you are losing out on a 

plethora of brain power. 

Even though our customers are mak-

ing team decisions, each member gener-

ally has an equal vote, whether they are 

a facility manager, purchasing manager 

or financial analyst. It doesn't matter 

where they sit on a corporate ladder. Be 

equitable to each team member. Know 

and understand each member's agenda. 

6.HARDWARE.SOETWARE is 

our next trend. Hardware is passe and 

software is in! It's the brainpower that 

allows us to run our businesses more 

cost and time effectively. It allows us to 

use the most powerful tool we can lay 

our hands on — information. Software 

allows us to massage, sort, distort, twist 

and turn every hit of information we 

can grab. I his information creates a 

niche, a mar ket opportunity and a com-

petitive advantage. Start collecting data 

(if you haven't already) and use a good 

contact management program to ana-

lyze and control your data. Landscape 

services are already being sold over the 

Internet (particularly government jobs). 

7 . YOUNG:OLD refers to the Ibaby 

boomer"generation. I his trend may cause 

a few of you to get nauseous, because we 

are getting older.This presents contrac-

tors new opportunities as baby b oomers 

are less likely to spend time tending to 

their yards. They work hard and they 

want to sit hack and relax at home. I hey 

also are money conscious as they are 

sending their kids off to college, so they 

demand value, if you can educate the 

hahy boomer and show him or her the 

value of your products and services, you 

can create a very lucrative niche. 

8. CONSUME-.CONSERVE means 

a great opportunity. We have shifted from 

(continueJ on page 08) 

Attention Landscapers! 

NEW T-60 Series II HydroSeeder8 

Call 1-800-543-7166 
for a FREE Information Kit! 

FINN. 
CORPORATION 

9281 LeSaint Drive, Fairfield, O H 45014 

Phone (513) 874-2818 Toll Free (800) 543-7166 

Fax (513) 874-2914 

Returns purchase price in as little as 8 acres. 
Handles the heaviest slurries for more 
coverage per load. 
The ideal machine for residential and small 
commercial projects. 
Optional operator's platform expands 
your opportunities 

i 

- % 
* Based on list price, 15% down, 48 month lease-purchase. 

Taxes and optional Tower/Hose-Reel not included. 
HydroSeedeT® is a registered trademark of Finn Corporation. 
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T H E P R O F E S S I O N A L G E 
Changing handles takes 
one too l and one minute. 

. . . < 

•V m 

STRONG. KEEP IT LIGHT. 
MAKE IT CUT CLEAN AND FAST AND EASY. 

DESIGN IT TO REDUCE WORKER FATIGUE AND INCREASE PRODUCTIVITY. 
Give us more cuts per hour, especially during 

hose last hours of long days at the end of the pruning 
season. Give us a blade that we can replace without 
taking apart the handles—one that holds its edQe, is 
easy to sharpen and simple to adjust. The handles 
should never need replacing but, if they do, it should 
take only seconds and require no special tools. 

By the way, make it unbreakable and guarantee 
it forever. 

That's what you told us it would take to make the perfect 
vineyard and orchard loppers. So we did it. And then some. 

Our new line of aluminum-handled loppers cut so 
clean, so fast, so easy and are so strong and simple to 
maintain, that virtually everyone who has tested them says 
they're the best loppers they've ever used. 

The blade cuts with astonishing ease. Long, to reach 
into tight areas; large, to slice easily through mature vines 
and branches; the blade is Radial Arc™ ground and clad 

with a tough, slick, three-layer 
olymer that reduces rric-

Self-al iqning 
Pivot bol t 

tion to a bare minimum. This 
blade requires one-third less 
force than a conventional blade 
to make the same cut. 

The blade is a separate com-
ponent. Changing it takes one 
tool and one minute. 

The forged hook is designed 
to draw the material being cut 
closer to the pivot. This maxi-
mizes leverage and minimizes 

the effort required to make a cut. The hook's curvature is 
shallow enough to easily slip between dense, tangled 
branches and support wires. Yet it is deep enough to hold 
the branch securely as the cut is being made. The sap 
groove is deep and wide for improved self-cleaning. 

The square-shouldered, right-threaded pivot bolt that 
enables quick blade change is positioned so that the hook 
and blade open wide with a minimum of handle move-
ment—in other words, with less effort. And the same 
coating that makes cutting so easy also self-lubricates the 
pivot action. 

The Santoprene® bumpers, which provide a cushy re-
bound at the end of each cut, are located low on the tang 
well clear of the action. Replacing a worn bumper takes 
only seconds. Tools needed? Your thumb and forefinger. 

Our patented new handle design has astonishing 
strength. The thick-walled aluminum tubing is oval — 
inherently stronger than round or rectangular stock. That 
strength is then compounded by an internal wedge of 

WARRANTY 

high-density, glass-filled nylon that expands as it is com-
pressed during handle mounting. Even given severe 
abuse, these handles are almost impossible to break. Given 
proper use, they're indestructible. 

The hand grips are designed for comfort and durability. 
They're thick, to minimize hand fatique. They're molded 
of, tough polyethylene and the bottom is extra thick for 
longer wear when used to drag brush along the ground 
and into a pile. 

Our new aluminum handled loppers come in three 
models. A 21-inch version with a ll/2-inch cutting capacity 

suitable for vines and shrubs. 
And 26 and 32-inch models 
with a 2l/2-inch cutting 
capacity for tree pruning. 

Like all our professional 
tools, these loppers come with 
a lifetime warranty. If they 
break, we'll fix or 
replace them. 
Period. 

We're also backing these tools with a 
"Fast or Free" parts warranty. If your 
Corona dealer is out of replacement parts, 
call us. We'll have them to you within 48 
hours or they're yours free. 

If you try these loppers, we think 
you'll agree that they're perfect, or close 
to it. So we're making you this money-
back offer. Buy a pair. Prune with 
them for two weeks. Use 'em and 
abuse 'em. If you agree they're the 
best, buy more. If you don't, return 
them to us along with a note telling 
us what you think would make 
them better. We'll refund your pur-
chase price. Fair enough? 

For further information, contact 
your Corona dealer or call us at 

1-800-234-2547. 

26-inch AL 6 6 4 0 
and 32-inch AL 6 6 6 0 

cut l imbs up to 
2Vi inches thick. 

CORONV 
D D I H S S D H k m t E 

1540 East Sixth St., Corona, CA 91719 

A Harrow Company 

® Santoprene is a trademark of Monsanto © 1994 Corona Clipper Company 
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brown patch 

Protecting 

M Fescue 
From Brown 

Careful fertilization, 

mowing and seeding 

practices can help 

reduce the growth of 

difficult hrown patch 

tall fescue grasses on 

By Paul Vincelli 

R O W N P A T C H disease is a major limiting 

factor for maintenance of high quality tall 

fescue lawns in the Southeast. I his common 

fungal disease attacks tall fescue during hu-

mid weather and warm temperatures (highs 

above 82 degrees Fahrenheit, lows above 60 

rm temperatures create stress, making 

it more susceptible to infection. 

Brown patch, also called Rhhoctonia blight, 

causes leat spotting, lea 

f thghti ng and even 

death of tall fescue tillers. The leaf spots are 

very characteristic: irregular spots that are 

olive green when fresh or tan when dried and 

are surroun 

ded by a tb in brown border. I bese 

lesions can be distinguished from stresses due 

to other causes, which often cause a yellowing 

and dieback beginning at leaf tip. 

To d 

iagnose, check dead leaves for evi-

dence of old brown patch lesions which may 

have led 

to the death of the leaves. TKe tli in 

brown border will still show the outline on an 
old lesion. 

Brown patch 
(magnified at 
left) produces 
lesions on tall 
fescue that are 
easily spotted 
(above). 
Credit: P. Vincelli 

1 be disease develops in discrete patches 

ranging from 1/2 foot to four feet in size. 

However, obvious patches are not always evi-

dent in field outbreaks; sometimes diffuse 

areas of a lawn can be affected. We don't 

understand why distinct patches develop, but 

factors that play a rol e include the tall fescue 

variety, the strain of Rhhoctonia fungus active 

at the site and environmental conditions. 

The J isease is caused bv infections from a 

variety olRhhoctonia fungi prevalent in most 

soils. By far the most common of those that 

infect tall fescue is a particular strain called 

Rhhoctonia solani A G 1. Although less com-

mon, Rhhoctonia zeae is also wor thvof men-

tion because it does not respond the same to 

fungicides as does R. solani. R. 2eae only at-

tacks during very hot weather. 

MANAGEMENT METHODS. No single practice 

will provide complete control of brown patch 

(continued on page 70) 
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TIME: 
PREVENTATIVE 

LONG RESIDUAL 
VERY LOW TOXICITY 

BROAD SPECTRUM 
¡L WEATHER PROOF 

CAUTION LABEL 
d S ^ FAST TO APPLY 

F O R TREES & W O O D Y SHRUBS 



GET TO 
THE ROOT 

OF HEALTHY 

Improving root development in your 
turf grasses is key to the beauty and 

durability of turf and ornamental areas. 
Proven effective by University Studies, 
C o R o N C R N wil l significantly enhance 
root growth, and reduce clippings.* 

Q u i c k green-up, even turf growth, 
increased drought resistance and 

low-burn potential are several benefits 
you wi l l see when you choose C o R o N 

based l iquid fertilizers: 

2 8 - 0 - 0 7 0 % C R N 
25 -0 -0 -0 .5Fe 5 0 % C R N 
18-3-6-0.5Fe 5 0 % C R N 
12-0-12 5 0 % C R N 
5 - 4 - 2 0 5 - 0 - 0 - 5 F e 
16 -3 -3 A R B O R F L O 

Call us to discuss your specific needs 
and your nearest supplier. 
•Studies available upon request. 

CSRFIN 
CONTROLLED RELEASE NITROGEN 

Souderton, PA 18964 
(215) 723-5099 (800) 338-0836 

Fax: (215) 721-2819 

USE READER SERVICE #50 

brown patch 

Effect of Spring/Summer Nitrogen 
Applications on Brown Patch of Tall Fescue 

All treatments received maintenance applications of 1.5 pound N/1,000 square feet in October 
and December. 

1994 RESULTS1 

N APPLIED DURING APR-AUG. PERCENT BLIGHTING DDE TO BROWN PATGHA 
(POUND/1,000 SQ. FT.) 8 JULY 94 21 JULY 94 28 JULY 94 

0 2 5 3 
2 8 8 9 
4 12 12 16 

1995 RESULTS2 

N APPLIED DURING APR-AUG. PERCENT BLIGHTING DUE TO BROWN PATCH 
(POUND/1,000 SQ. FT.) 21 JUNE 95 1 AUG. 95 14 AUG. 95 18 AUG. 95 25 AU6. 95 

0 11a 16a 15a 17a 22a 
2 17b 23b 25b 22ab 28ab 
4 21c 26b 26b 25b 31b 

' Vincelli, P. and Powell, A.J. 1995. Biol. & Cult. Test for Control of Plant Dis. 10:42. 
2 Vincelli, P. and Powell, A.J. 1996. Biol. & Cult. Test for Control of Plant Bis. 11:(in press) 

Figure 1. 

(continued from page OS) 

on tall fescue. For best control, try to 

integrate as many of tbe following prac-

tices as possible. 

Fertility. Numerous studies conducted 

in different states provide us witb a 

simple rule of tbumb: brown patcb of 

tall fescue increases witb increasing lev-

els of nitrogen fertility during tbe grow-

ing season (Fig. 1). Nitrogen fertility 

increases plant tissue succulence, mak-

ing it more susceptible to infection. 

Apply all or mosto f the nitrogen during 

tbe autumn and early winter. 

Mowing Practices. Research on tbe 

effects of mowing height on brown patcb 

is somewhat mixed. In many instances, 

tbe disease is clearly worse under a high 

mowing height. 

In these cases, shading and reduced 

air circulation in tbe turf canopy might 

lead to greater disease. Tbe jungle-like 

environment of a high mowe d turf may 

also favor leaf-to-leaf spread of tbe fun-

gal filaments that start tbe infection. 

Field experience in Kentucky sug-

gests that tbe combination of a high 

mowing height wi tb high summertime 

fertility and frequent irrigation can lead 

to serious problems witb brown patcb. 

Other research findings implicate low 

mowing height as more favorable for 

brown patcb. Indeed, my own trials at 

tbe University of Kentucky have yielded 

conflicting results for mowing height 

from one year to tbe next (Fig. 2). Per-

haps, under unusual environmental con-

ditions, tbe stress of close mowing con-

tributes to a breakdown of tbe limited 

natural resistance tbe plant possesses. 

Perhaps d\iierentRhi20ct0nia strains are 

active in these different situations. 

What we have learned from these 

conflicting results is this: Turf manag-

ers should not place an overriding em-

phasis on brown patcb management 

when selecting a mowing height, since it 

can have an unpredictable effect on tbe 

disease. Choose a mowing height based 

(continued on page 72) 
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At least he only Has to wrestle 
with it for a few seconds. 

You have to hold on a little longer. Like 8 hours a day. That's why with the patented Toro® T-Bar™ 

steering system there's no squeezing. No struggling. In short, no pistol grips. Just put 

your hands on the bar, push, and you're off and running. Steer right, you turn right. 

Steer left, you turn left. Let go and it returns to neutral without killing the engine. 

It's that simple. In fact, compared to mowers with old-fashioned pistol 
The Patented Toro T-Bar,y 

grip steering, Toro mid-size mowers with our exclusive T-Bar feature steering System 

are easier to maneuver and steering is less tiring. And that means more productive 

mowing time and less chance of injury. It's no wonder Toro T-Bar steering is the preferred 

choice of commercial cutters. To find out more, call 1-800-982-1900. Or ask your 

ProLine dealer for a demonstration. The Toro T-Bar. Steering that makes sense. 
© 1996 The Toro Company U S E READER SERVICE #119 

ProLine 



brown patch 

Effect of Mowing Height on 
Brown Patch of Tall Fescue (continued from page 70) 

on other considerations such as turf qual-

ity, mowing frequency and weed control. 

In most instances, returning clip-

pings to the lawn does not significantly 

affect disease development. During an 

outbreak of hrown patch in hot, humid 

weather, removing clippings can help 

eliminate a food hase for the fungus and 

contribute to disease management. Keep 

the mower blade sharp. A dull blade 

shreds the leaves, creating an ideal site 

for infection. 

VARIETY SELECTION. All tall fescue vari-

eties currently available are susceptible 

to hrown patch, and all will show symp-

toms during the outbreak. However, 

varieties do differ in their susceptibil-

ity. Some varieties are hypersusccptible 

(extraordinarily susceptible), such as 

(continued on page 74) 

1994 RESULTS3 

N APPLIED DURING APR-AUG. PERCENT BLIGHTING DUE TO BROWN PATCH 
( M O W . HT. / INCHES) 8 JULY 94 21 JULY 94 28 JULY 94 

0.75-1.0 3 3 2 
2.5 7 8 8 
4 13 16 21 

1995 RESULTS4 

N APPLIED DURING APR-AUG. PERCENT BLIGHTING DUE TO BROWN PATCH 
( M O W . HT. / INCHES) 21 JUNE 95 1 AUG. 95 14 AUG. 95 18 AUG. 95 25 AUG 95 

0.75-1.0 8 a 21a 25a 24b 32b 
2.5 20 b 24a 24a 25b 28b 
4 21b 20a 18a 17a 21a 

3 Vincelli, P. and Powell, A J. 1995. Biol. & Cult. Test for Control of Plant Dis. 10:42 
4 Vincelli, P. and Powell, A.J. 1995. Biol. & Cult. Test for Control of Plant Dis. Il:(in press). 

Figure 2. 

IT'S A LOT OF POWER TO HANDLE, BUT 

YOU'LL HAVE PLENTY OF TIME TO GET USED TO IT. 

Talk about power and 

durability, the Shindaiwa 

T27 Trimmer gives you both. 

Like all Shindaiwa / 

trimmers, only the best 

components go into this 

machine. I t delivers the best 

power-to-weight ratio of any 

tr immer in its class. And, with 

its full featured anti-vibe design, 

it's built to provide comfortable 

operation for a long, long time. 

You could get used to that, 

couldn't you? 

1-piece steel splined mainshaft 

• see-thru fuel tank with tank guard 

powerful 2 7 2 c c . l 5 hp engine 

• strong servicing dealer support 

• competitively priced 

full anti-vibe system 

» long-life engine design 

• powdered metal clutch 

long-life chrome cylinder 

• 1-year commercial warranty 

• 7-day money back guarantee 

for the dealer nearest you, 
call 800-521-7733 

WE SIMPLY MAKE THEM BETTER. 

shindaiwa 
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It s what you get when you 
cross a aiesel locomotive 
with a really nice sofa. 

You may find the most impressive 

characteristic of the Ram Cummins Turbo 

^ ^ Diesel isn't that it's 

- part of what is. 

^ ^ ^ ^ ^ ^ overall, the most 

j powerful line of 
7 ^ pickups on the 

* planet. 

Or that it can tow more than ten 

thousand pounds without breaking I 

a sweat. Or even that its 5.9L 

powerplant can squeeze 16 miles 

out of a single gallon of fuel.1 

What may be the most n p ^ 

desirable trait of this Ram is how it 

can do all that-while surrounding you in 

comfort. Its available three-section 

40/20/40 bench with center console offers 

the luxury of a six-way power driver's seat, 

which makes finding the perfect position as 

easy as pushing a button. 

And Ram has more cab room than any 

other full-size pickup. So you have more 

personal space to just kick back and relax. 

You can literally put your work behind you, 

too-thanks to an ingenious optional storage 

WKM system of interlocking bins, cargo 

1 netting and a divided tray behind 

| the seats. 

^ ' I With a standard driver's airbag a and better resale value than Ford, 

Chevy or GMC,2 your mind will 

be at ease as well. It's also pleasing 

to know Ram's Cummins Turbo 

Diesel engine is backed by its own 5-year 

or 100,000-mile warranty.3 

Ram Cummins Turbo Diesel. It's the 

hardworking truck that's easy on you. 

America's Truck Stop m i The New Dodge 
A DIVISION OF THE CHRYSLER CORPORATION 

For still more information, call I-800-4-A-DODGE. Always wear your seat belt for a fully effective airbag. 116 Est. City MPG in tests of a ' % 2500 -1x2 with man. trans, 

(no EPA est. MPG for this vehicle). Your mileage may vary. 2 We calculated resale using avg. trade-in values for '<M-'95 full-size models vs. MSRPs, published in Jan. '95-Jan. '96 NA.DA. 

Official i W Car Guide* monthly editions. 3See limited warranty and restrictions at your dealer. Excludes normal maintenance & wear items. 

USE READER SERVICE #79 



Best Selling Landscape Imaging Software! 

All ta l l fescue var ie t ies 

cur ren t ly available are 

susceptible to brown patch, 

and al l w i l l show symptoms 

dur ing the outbreak. 

D E S I G N I M A G I N G G R O U P 
C o m p u t e r I m a g i n g f o r t h e L a n d s c a p e I n d u s t r y 

DIG Landscape 
Imaging Software 
products outsell all 
other imaging 
products 10 to 1. 
Unique features like 
our "visual library" let 
you complete 
designs in half the 
time. Easy-to-learn 
and simple-to-use, 
"Genesis" will let you 
show your clients a 
photo-realistic 
rendering of their 
finished project. 

C a n y o u d o u b l e , t r ip le o r e v e n 
q u a d r u p l e y o u r l a n d s c a p e 

b u s i n e s s in o n e y e a r ? 
Y E S Y O U C A N !!! 

"1 finally started offering imaging in '94 

after years of considering it. My busi-

ness 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 

brown patch 

(continuedfrom page 72) 

certain dwarf tall fescue types. Others 

exhi hit slight levels of partial resistance, 

in which disease development occurs 

hut is slowed somewhat. 

Many tall fescue varieties have been 

tested for brown patch resistance in re-

cent years and there is a growing data-

base on the reactions of these varieties 

to the disease. 

New Jersey: 201/ 770-9212 California: 818/ 706-8786 
USE READER SERVICE #52 

USE READER SERVICE #38 

7 4 LAWN & LANDSCAPE • APRIL 1986 

Unfortunately, varieties that exhibit 

adequate levels of partial resistance to 

brown patch in some tests have not per-

formed as well in other tests. We don't 

know why there are inconsistencies. 

What guidelines do the current tests 

provide? First, evaluate reports on vari-

etal reactions to brown patch and avoid 

those that appear to be bypersusceptible. 

Second, evaluate varietal reactions 

over a number of tests. I ben, select 

varieties that appear to exhibit some 

partial resistance in a number of tests. A 

variety with a predictable reaction is 

probably more useful than the top per-

former in only one test. 

Several breeding programs are ac-

tively seeking high levels of resistance 

to brown patch in tall fescue. 

I R R I G A T I O N . I r r i g a t e in the morning. This 

washes off the dew, which is rich in 

nutrients favorable for growth ofRhizoc-

tonia. Watering in the late afternoon or 

evening gives the fungus a long period of 

leaf wetness which can make a big differ-

ence in bow much disease develops. 

C U L T U R A L OPTIONS. Avoid using exces-

sive seeding rates, as overcrowding can 

(continued on page 76) 

BE PREPARED! 
CONTENTS 
GREEN STUFF* Absorbent - 1 / 2 Cube Foot 
Saranex Hooded Chemical Suit 
Barrier Foil Gloves 
Nuke Boot Covers 
AO Goggles 
MSA Advantage 100 Respirator 
MSA Orgamc/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 

CALL OR WRITE FOR COMPLETE INFORMATION 

GREENSTUFFABSORBENT PRODUCTS,INC. 
2 0 2 0 F R O N T S T . • S U I T E 3 0 3 • C U Y A H O G A F A L L S . O H 4 4 2 2 1 
1 ( 8 0 0 ) 2 9 4 - 4 1 0 5 • ( 3 3 0 ) 9 4 5 - 5 1 4 0 • F A X : ( 3 3 0 ) 9 4 5 - 5 1 4 9 
O 1996. GREEN STUFF* Absorbent Products, Inc. 

NEW m / S n / F F A B S O R B E N T EMERGENCY RESPONSE KIT 
E v e r y t h i n g Y o u N e e d to M e e t N e w F e d e r a l R e q u i r e m e n t s to C l e a n - U p C h e m i c a l S p i l l s 
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* Absorbent 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 tew 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. 
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No Wait. No Worry. 

Photo courtesy of: Hartfeld International Golf Course 

R E W A R D ? T H E N O - W A I T , 

N O - W O R R Y H E R B I C I D E . 

Stop waiting around for Roundup 

and Finale to go to work on weeds. 

With R E W A R D herbicide, you see results 

on broadleaf and grass weeds in as little as 

one day after application. Providing quick, 

effective control on golf courses, around 

residential and commercial turf, in green-

houses, nurseries and right-of-ways — even 

in aquatic situations. Without worry about 

the surrounding non-target vegetation, fish 

and wildlife. Put the no-wait, no-worry 

herbicide to work for you. REWARD . 

Roundup Finale 
1 Day After 1 Day After 
Treatment Treatment 

REWARD 
1 Day After 
Treatment 

For m o r e in format ion , contact 

your Z e n e c a representative, or call 

1-800-759-2500. 

REWARD 
Aquatic and Noncrop Herbicide 

ZENECA Professional Products 

Always read and follow label directions carefully. 
REWARD* is a trademark of a Zeneca Group Company. 
Finale is a trademark of AgrEvo. 
Roundup is a trademark of Monsanto Agricultural Company. 
<01996. Zeneca Inc. A business unit of Zeneca Inc. 

USE READER SERVICE #111 



brown patch 

(continuedfrom page 74) 

aggravate an outbreak of brown patch. 

For new seedings, a rate of 5 to 6 pounds 

of seed per 1 ,000 square feet is best. 

Selectively prune trees and shrubs to 

increase air movement and light pen-

etration and to allow leaf surfaces to dry 

more quickly. Avoid applying herbi-

cides during an active outbreak, as these 

may aggravate the disease. 

USING FUN6ICIDES. Contractors should 

use all applicable cultural practices for 

managing brown patch. Even if an out-

break of brown patch occurs, crowns 

and roots of established plants often 

survive and blighted turf begins to re-

cover without fungicides when more fa-

vorable growing conditions occur. Fun-

gicide applications may he attractive 

options in certain situations, such as 

where disease pressure is severe or aes-

thetic expectations for the turf are high. 

New seedings of tall fescue are at 

greatest risk from brown patch. Fungi-

cides can play an important role in as-

suring successful establishment during 

high disease pressure. After a spring 

seeding, immature plants can he killed 

by brown patch during hot, humid 

weather. Judicious fungicide use may 

help protect newly seeded lawns and 

prevent turf loss during thef irst season. 

Under very high disease pressure, a 

fungicide spray may he needed during 

the first summer following a seeding 

made the previous autumn, especially if 

the lawn was sown in late autumn. In-

spect newly seeded tall fescue regularly 

during hot, humid weather and he pre-

pared to treat if necessary. 

Although a number of fungicides 

provide acceptable results, few provide 

high levels of brown patch control in all 

published tests. Probably the most con-

sistent active ingredient against brown 

patch based on our assessments has been 

chlorothalonil. 

However, for greatest effectiveness, 

chlorothalonil must he applied fre-

quently (every seven to 14 days) at rela-

tively high application rates. R. 2eae pre-

sents a further complication: several 

products effective against R. solani are 

ineffective againsR. 2eae. While several 

fungicides exist for brown patch con-

trol, no single product is superior. 

As a rule, contact fungicides are most 

effective against brown patch when ap-

plied as a foliar spray. Granular applica-

tions of contact fungicides do not pro-

vide the thorough leaf coverage needed 

for good disease control. [Q 

The author is associate extension professor 

at the University of Kentucky, Lexington, 

Ky. 
USE READER SERVICE #38 
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Registration and Exhibitor Information Available Now! 

GIE Means Mora Business... 
For you, your company and tbo industry! Here's How: 

• Three national associations assemble for one big event! 
• Sixty seminars on sales, management and technical topics! 
• Three days of exclusive trade show hours—300 exhibits! 
• Keynote address by the Rags to Riches Horatio Alger Award 

winner, Robert Farrell! 
• Equipment demonstrations to "try before you buy!" 
GlE's Proven Performance-the buyers come here! 

• 94% of GIE attendees influence their company's final purchasing decision 
• A typical GIE attendee plans to spend $23,000 with exhibitors 
• 00% ot GIE attendee annual budgets exceed $500,000,43% are over $1 million! 
GIE brings the largest combined national exposition of the lawn, landscape and 
grounds management industries to Cincinnati, Ohio for five days of 
business-building meetings, seminars, and trade show-November 17 - 21,1996. 

"Very educational All the people offer different experiences, and experience is the 
best teacher. GIE is great-Ifound a uniform company and all the equipment I 
needed." 
Homer Jackson, H.J. Lawn Service, Houston, Texas 

7 see faces from all over the country. GIE is the only national show that targets the 
independent landscape contractor." 
Bill Shea, Ferris Industries, Inc., Vernon, New York 

Green Industry Expo/96 
The National Expo lor Lawn & Landscape Professionals 
November 17-21,1996~Cincinnati, Olio 

Trade 8how registration is FREE ts conference atttendees. Trade-8how-0nly 
passes are available oasite far Noveaiber 18 ft 20 at SI 5 per day. The Outdoor 
Equipment Demonstration on November 21 is FREE to all attendees! 

¿XT. 

YES! I want to know more about GIE/96 
• Send me information on exhibiting! 

• Send mr information on educational programs! 

GIE is sponsored by: 
PGMS - Professional Grounds Management Society 

PLCM - Prafessiond Lawn Care Association of America 
ALCA - Associated Landscape Contractors ot America 

Name: 

Title: 

Company:. 

Address: _ 

City/State/Zip: 
Phone: ( ). . FAX: ( )_ 

S T Ü E L Ferry Rd, NE. Suite C-185, Märiens, GA 80068-2112 .. 
FAX: 770-678-8071 u 
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TOP IO BARRIERSTO 

IT 
C O M P O S T USE is still 

not "what it should he" for 

the average landscape con-

tractor. Many landscapers 

have found compost to he 

one of the hest products 

available for boosting native 

soil organic matter at a rea-

sonable cost. The favorable 

economics associated with 

compost use have made this 

the number one market for 

many compost marketers. 

As popular as it is, we 

wondered why many con-

tractors do not yet use com-

post regularly. We found a 

number of surprising rea-

sons and uncovered some 

glaring gaps in the compost 

industry that need more 

work in the future. 

1 • Contractor si2e. Al-

though many large land-

scape contractors can store 

compost, many smaller 

firms cannot. Getting com-

post becomes another 

variable that must he man-

aged in the early morning 

hours and is often left out. 

Tke wholesale pricing 

structure focuses on moving 

large material volumes over 

an entire season. New land-

scape firms normally do not 

purchase enough to qualify 

for maximum discounts and 

must pay a higher price, pla-

cing them at a disadvantage. 

2m Availability. This is af-

fected in two ways — by 

having product that is easy to 

obtain geographically and by 

having a dependable supply. 

Convenient hulk material 

yards are of little value when 

sold out. There are areas in 

Contractors will use 
compost if it is afford-
able, available 
throughout the season 
and in a high quality 
form. Convenient 
locations also help. 

the country where 

a good compost 

market has devel-

oped, hut contrac-

tors don't use 

compost because 

they cannot de-

pend on having the 

product when they 

need it most. 

Compost supply locations 

are of prime importance. 

When outlet centers are not 

close to job sites or when de-

livery is not available, com-

(continued on page 80) 

THE PROS CHOICE. 
Tuilex offers you a full line of 
tanks to solve your pest control 
problems, big or small. The 
experts at Tuflex carefully 
research and analyze your 
needs and assist you in 
designing and engineering the 
right tank and pump system to 
your specific requirements. 
Anything less would be a 
compromise solution. 

Tuflex is the only manufacturer 
to specialize in seamless 
fiberglass spray tanks built 
specifically for the pest control 
and lawn care industry. The 
exclusive Tuflex process allows 
a full five-year warranty on all 
hand-crafted seamless 
fiberglass tanks. 

Our tanks from 100 gallon to 
1200 gallon are ready to solve 
your toughest challenges. 

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

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

1-800-327-9005 
USE READER SERVICE #111 



One Mean Cat One Mean Warranty, 
Exclusive Cutter Deck and Spindle Warranty Protects You Against Costly Repairs 

The new extended warranty on Bob-Cat® Gear Drive, Variable Speed and 

Hydrostatic mowers is nothing short of ferocious. It's bold. It's aggressive. 

It's destined to raise industry standards. Take a look. 

• 3-year no-crack warranty—If a crack develops in the cutter deck 

within 3 years of the original purchase, we will replace or repair it. 

• 2-year no-fail cutter spindle warranty—If a spindle or a compo-

nent fails within 2 years of the original purchase, we will replace 

or repair it. 

There are lots of rotary mowers out there with take-it-or-leave-it warranties. There 

however, one turf-hungry midsize with a warranty that roars: 

Ransomes® Bob-Cat. Demo one today. Call 1-800-228-4444 for the 

name of the distributor nearest you. 

Some restrictions apply to the no-crack deck, no-fail spindle warranty. 

See your Ransomes distributor for the details. 

6 3 6 7 Ransomes America Corporation, 900 North 21st Street, P.O. Box 82409, Lincoln, NE 68501-2409 
© Ransomes America Corporation 1996. All rights reserved. USE REAI VICE #19 For The Best Results. 



(continue J from page 78) 

post use declines rapidly. 

Even if compost is available 

near tbe job site, but tbe act 

of purchasing tbe product 

takes too much time to ac-

complish, some contractors 

forego tbe experience. 

Even though bags of 

compost are now available, 

most contractors still use 

bulk materials. It may often 

be easier to use bagged ma-

terials. For instance, planting 

a large number of street 

trees or a long line of 

shrubs could be coordinated 

by using one bag of compost 

per plant (depending on tbe 

plant's size). 

3 . Contractors are slow to 

change habits. While there 

are many benefits to using 

compost in landscape pro-

jects, tbe industry itself is 

slow to change basic habits. 

Compost marketers find 

that b uilding a market for 

their product normally tak es 

about two to three years, 

until they can meet their 

potential customers. A 

committed contractor w ko 

uses compost on a regular 

basis may still purchase 

other organic materials out 

of convenience. 

4« Lack of knowledge of soil 

preparation and compost use. 

1 be trend during tbe last 

2 0 years seems to have fo-

cused on fertilization, wa-

tering and soil preparation. 

Tke current trend focuses 

on soil preparation, water-

ing and fertilization, in that 

order. This has caused some 

confusion. Soil labs and ex-

tension agents have always 

recommended beginning 

projects with a soil test, but 

few contractors actually 

conduct soil tests. 

Perhaps 80 percent of 

plant problems arise from 

improper transplanting or 

poor soil preparation, so us-

ing compost on common 

landscape installations 

should become more ac-

cepted. We must offer more 

educational programs focus-

ing on bow to use compost, 

which could be held in con-

junction with programs 

from fertilizer companies 

and extension services. 

5« Conflicting information. 

Does immature compost rob 

nitrogen? What happens if 

you add a little fertilizer? 

Does compost really prevent 

disease? Answers to these 

questions differ in content, 

even among experts. Land-

scape contractors have be-

come confused by some of 

tbe answers. Many still use 

compost exclusively for its 

organic matter value and do 

not count on other benefits. 

Successful compost mar-

keters have built small, local 

coalitions where all tbe par-

ties are well informed about 

w bat research has been per-

formed, w bat tbe results 

mean and bow quality com-

post products can be used. 

6 . Economics. Compost is 

not a direct substitute for 

(continueJ on page 82) 

PROFESSIONAL TREE 
& TURF EQUIPMENT 

6 9 4 5 Ind iana Cour t , # 4 0 0 • A r v a d a , C o l o r a d o 8 0 0 0 7 

303-422-7608 800-237-7785 

MPS-125 MULTI-PURPOSE SPREADER 
USE READER SERVICE #56 
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USE READER SERVICE #57 

TRUCK & SKID SPRAYERS 

INCLUDES 
SO GALLON TANK 
ALUMINUM FRAME A -
12V 4 5 GPM PUMP 
25 3/8" HOSE 
POLY SPRAY GUN 
$700 00 

Earthway 
50# Hopper 
Pneumatic Tires 
2200APP 
$156.10 

SPILL KIT 

1 Each • Nylon Bag. Goggles 
Dust Pan & Broom, 21b. Soak-up, 
Nitrite Gloves and 2 Each • 24" x 
18" Pillows. 48" x 3" Dikes 

$69.95 

PRUNER 

High Quality 
Replaceable Blade 
Lifetime Warranty 

$18.00 

600 PSI HOSE 
300'or 400' 

5/8" PVC $1.20 
1/2" PVC $ .59 
3/8" PVC $ .50 

BACKPACK 
SPRAYER 

SP ESTATE KEEPER 
4 Gal • 70 PSI 

$69.95 

12 MONTH 
VERSATILITY 
Spreads seed, fertilizer, 
sand, ice melters 
MOUNTS ON ANY 
TRACTOR 
Vehicle, front mower, etc. 
THERMOPLASTIC 
NO-RUST HOPPER 
STAINLESS STEEL 
FLOW ADJUSTER 

VARIABLE SPEED 
SPINNER 
Spreads 4-40 feet 
12 VOLT DC HI-TORQUE 
MOTOR 
Mounted inside sealed, totally 
enclosed housing 
SINGLE LEVER 
JOY-STICK CONTROL 
600 L B . / 9 C U . FEET 
CAPACITY 

CALL 1-800-725-8377 
ALUMINUM HANDLE 

MEASURING 
WHEEL 

$39.95 

JD9C ^ f e 

$99.95 

LESCO GUN 
$70.00 

with nozzle $79.53 
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Tlml's why landscape, nursery nnd greenhouse prnlrssinnnls alike rrlv 
mi AVIII liir unsurpassed prnierlinn against miles and lealminers. 
AVID® is tlie one miticide/insecticide tkat can make every plant professional 

look good. A V I D is, after all, the most versatile, kroad-spectrum product you can 

kuy for superior control of mites and leafminers. It effectively protects a wide 

range of plants, from conifers and skade trees to potted flowering plants and 

delicate ornamentals. And, kecause it's unrelated to any otker miticide or 

insecticide, A V I D is tke ideal foundation for a resistance management 

program. But tke true keauty of it isn't kow well 

A V I D can protect your plants and ornamentals. 

It's kow good A V I D makes you look. 

mit ic ide/ insect ic ide 

M F P r i f Merck AgVet Division, Merck & Co., Inc. P.O. Box 2000, Rahway, NJ 07065-0912. AVID® is a registered 

• • I C i W - I X trademark of Merck fr Co., Inc. ©1996 Merck & Co., Inc. All rights reserved. AVD-6-1081-AJA. 

OUAflT 

AgVet Division Always read and follow lahel directions carefully. 

USB READER SERVICE #81 
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(continued from page 80) 

topsoil hut it can make it 

more effective. It can re-

place peat moss hut must 

he used at a dif-

ferent rate. 

A contractor 

cannot know 

what economics 

to expect. Since 

compost is ahout 

the same price as 

soil or mulch, it 

helps contrac-

tors make more 

money without 

sacrificing plant 

performance. 

7 mFew sample 

specifications. 

Most states have updated 

their construction guide-

for large projects, hut 

When (compost) 
outlet centers are 
not close to job 
sites or when 
delivery is not 
available, compost 
use declines 
rapidly. 

still J o not cover compost. 

Many d o not list it as an ac-

ceptable organic amend-

ment. In the hectic bidding 

. . . process, few 

firms have 

time to re-

search "accept-

able alternates" 

an d take the 

risk/of allow-

ing an alter-

nate hid to he 

the only one 

submitted. 

Most bid-

ding processes 

¿ive little time 

before closing. 

lines 

8 a Compost is 

"only so exciting." Perhaps 

this item is more at the root 

of the problem (excuse the 

pun). Compost is a com-

mo dity and is viewed like 

other low priced products. 

Most contractors do not re-

alize the true value that 

compost gives them — the 

performance of plants 

brings value, not the com-

post product itself. 

9 a Objections to odor an J in-

gredients. Some contractors 

get over their initial con-

cern with products like bio-

solids (sludge) composts, 

hut others refuse to use 

them. Many contractors 

object to the odor or to the 

thought of using materials 

derived from this feed-

stock. I hey cannot sell 

their customers on it. 

Most hiosolids products 

are agronomically superior 

compared to composts de-

rived from yard waste. 

1 0 a Poor performance. 

I here have been some fail-

ures, hut this is the least of 

contractors' worries. They 

worry ahout contamination 

of compost with weed seeds 

that flourish after a land-

scape installation. But new 

weed seeds can come from 

other sources like storage 

piles, where compost 

catches weed seed drift 

from wind-horne seed or 

from birds moving seed 

around. — Rod Tyler I D 

The author is a Certified Pro-

fessional Agronomist and free-

lance writer residing in Medina, 

Obio. He is employed by BFI 

in Oberlin, Obio. 
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USE READER SERVICE #56 

8 2 LAWN & LANDSCAPE • APRIL 1996 

YOUR BEST 
INVESTMENT 

DOWN THE LINE 

• Lays pipe or cable 
• Simple, efficient all mechanical drive 
• Rugged yet compact and highly maneuverable 
• 800 lbs. on rubber tracks provide for minimal surface damage 
• Operator training provided 
• Boring attachment available 

157 Seneca Creek Road * Buffalo, NY 14224 

716-675-7373 • Fax 716-674-5334 ' 800-816-9621 

USE READER SERVICE #57 



UTT^eRROMEC and BOV-A-MURA have been key 
1? players on my team at every Super Bowl 

since they were introduced," says George Toma, 
the Kansas City sports turf legend. 

Called "B-A-M" by the NFL grounds crew, 
BOV-A-MURA is always the first thing put down 
on the Super Bowl field. This is true whether the 
field is sodded over B-A-M-sprayed soil or over-
seeded with B-A-M used in the pregermination 
water. 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS. 

Stronger roots, abundant tillering 
"We've never found anything that produces 

deeper, s t ronger roots, nor 
such fast, abundant tillering," 
explains Toma, who has been f \ - / r n n r i n n 
responsible for preparing all 30 j p a l / G D R u D r l 
Super Bowl playing fields. ¡Jj C 0 R p 0 R 3 t i 0 n 

FeRROMEC Liquid Iron has An Employee-Owned Company 

also been a major player at the Super Bowl, with 
3 or more light applications applied during the 
4 to 5 weeks that George and his son Chip are in 
charge of field. "It helps us fine-tune the turf 
color in just a few hours," says Chip Toma. 

Boosts color, not topgrowth 
The Tomas have found that just 2 or 3 ounces 

per thousand square feet can give the turf color a 
boost without discoloring the field markings — 
and without boosting topgrowth. 

The Tomas take BOV-A-MURA abroad to help 
work their magic on more than a dozen other 

stadium and practice fields used 
for the Pro Bowl and NFL exhi-
bition games around the world. 
"We never leave home without 
it!," chuckles Chip. "Ditto for 
FeRROMEC Liquid Iron!" 

BOV-A-MURA* and F e R R O M E C * are registered trademarks of PBI/Gordon Corporation. © 1996, PBI/Gordon Corporation. 015B/496 

USE READER SERVICE #88 



PRODUCT PROFILE 

HARDSCAPE CURVES, 
TWISTS ANDTURNS 
O N E WAY landscape con-

tractors can expand their 

services is to offer creative 

hardscapes to their custom-

ers. Start-up costs for th ese 

types of projects are mini-

mal because most equip-

ment can he rented. 

Brian Rice, an owner of 

Pavers Inc., a paver in-

staller in Brownshurg, Ind., 

attests to this. He experi-

enced tremendous growth 

since he began installing 

creative hardscapes seven 

years ago. Originally, Pav-

ers installed traditional 

straight line sidewalks, 

driveways and patios. When 

customers re-

quested more 

creative designs, 

the company re-

sponded by creat-

ing dry-laid hard-

scape elements in 

curves, twists and 

circles. 

As Pavers 

took on more 

creative projects, 

Rice realized that 

traditional in-

stallation meth-

ods made it diffi-

cult to meet cus-

tomers' expecta-

tions. Tke most troublesome 

problem was keeping paver 

surfaces flat and even and 

the design in place, i he in-

troduction of paver re-

straints to the process help-

ed tke situation, keeping 

pavers, bricks and other 

stones from mounding up in 

the middle, spreading or 

moving out of place. Unfor-

tunately, using restraint did 

Rigid black vinyl paver restraints 
can be formed into curves to 
accommodate creative landscapes, 
while keeping pavers in place 
through the seasons. Here, they 
keep rocks and mulch in place. 
Credit: Oly-Ola Sales. 

not always solve this prob-

lem. "Even in straight line 

projects, we had situations 

where the restraints were 

not performing up to stan-

dard and causing all sorts of 

problems," Rice noted. 

Pavers needed a reliable 

paver restraint that could he 

easily maneuvered to follow 

the contour of a hardscape, 

yet had the strength neces-

sary to keep it in place. 

Rice experimented with a 

variety of restraints, includ-

ing those made of every-

TURBO TURF 
HYDRO SEEDING SYSTEMS 

mi cam mi if roc crû m pact/ 

Pictured, HS-300-E, 300 galon system with 4,000 square foot coverage per bad I 
Includes 100* of 1 V4' hose, 3 nozzles, Complete system $ 3995.00, Trafer optional |_ 

CUT GERMINATION TIME IN HALF 

REDUCE COSTS - INCREASE PROFITS 
One man can quickly spray a 50 GAL. 650 SQ FT /LOAD $1295.00 
mixture of seed, fertilizer and 100 GAL. 1300 SQ FT/LOAD 1995.00 
mulch. Cost to seed as low as 150 GAL. 2000 SQ FT/LOAD 2795.00 
one cant a square foot. Pre- 300 GAL. 4000 SQ FT/LOAD 3995 00 
germinated seed may be used for 500 GAL. 6600 SQ FT /LOAD 4795.00 
extra fast growth. No need to use 750 GAL. V4 ACRE /LOAD 7995 00 
straw. Great for repairs, too! 1000 GAL. V3 ACRE /LOAD 999500 

BADGER ASSOCIATES 
1108 THIRD AUE., NEW BRIGHTON. PA. 1 5 0 6 6 

4 1 2 - 8 4 6 - 0 6 7 0 8 0 0 - 8 2 2 - 3 4 3 7 FAX 4 1 2 - 8 4 6 - 3 4 7 0 
USE READER SERVICE #56 

84 L A W N & LANDSCAPE • A P R I L 1 9 9 6 

\ EVERYTHING FOR THE 
LAWN MAINTENANCE INDUSTRY 
CELEBRATING OUR 30 th Y E A R ! 

200 gal. poly baffled tank unit 

200 gal. poly baffled tank 

5.5 Honda with D-30 

Electric reel 

300 ft. l/2nhose 

Unit pre-tested & ready to use 

Custom built units available 

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

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

1 -800-888-5502 
Or write: P.O. Box 18358, MEMPHIS, TN 38118 

USE READER SERVICE #57 
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thing from aluminum to 

steel to soft polyethylene to 

hard plastic. Each has its vir-

tues in certain applications. 

For example, steel edgings 

are frequently used in drive-

way installations because 

they have the strength 

necessary to support the 

wei ght of cars. It is M i -

cult, however, to make a 

circle out of a steel re-

straint, and steel frost-

heaves every spring, 

jeopardizing the design. 

The nature of other 

restraints also makes it 

laborious to adapt th em 

into creative designs. 

While soft polyethylene 

is easy to shape, it does not 

offer the necessary strength 

and can he too pliable for 

the purpose. Hard plastic is 

more rigid hut cannot he cut 

and formed easily. Although 

some restraints provide 

strength, most are not flex-

ible enough. 

Restraints made of 

harder materials must he cut 

into smaller pieces and 

strung together like heads 

into a curve. Flexible paver 

restraints have to he snipped 

at regular intervals to bend. 

For instance, a job calling 

for 2 0 0 feet of curved paver 

restraint means making 

little snips every six inches. 

This is time consuming and 

costly work. 

The cost of these jobs was 

higher because of the time, 

labor and materials in-

volve J . If the restraint was 

bent incorrectly, it was diffi-

cult to bend hack an d often 

had to he d iscarded. 

In his search process, 

Rice came across an L-

shaped vinyl restraint prod-

uct at a trade show. "I no-

ticed a product called Bric-

Edg, made by Oly-Ola Sales 

Inc. in Villa Park, ill.," he 

explained. 

"There are a lot of ad van-

tages to this product," he 

added. ' 'It is constructed of 

rigid black vinyl an d has V-

cuts precut into it. These 

factors give us the flexibil-

ity we need. We can even 

install curves measuring up 

to three feet in radius. 

From an aesthetic view, the 

restraint does not compete 

with hardscape designs he-

cause it has a low profile." 

Most important, precut 

restraints saved time and 

labor and made installation 

simple, "if we need to do 

any cutting, we just use our 

tin snips," said Rice. "It's 

hard to believe how much 

easier it is to put in curves. 

Before, everything went 

smoothly until we got to 

the part of installing the 

restraint — everyone 

dreaded this step." I D 

'From an aesthetic point of 
view, this restraint does 
not compete with 
hardscape designs because 
it has a low profile.' 

T u r f c o ' s e x c l u s i v e 
externally housed chain 
and sealed bearings... " 
slash costly downtime! 

Slash Downtime! 
2 Models Choose the durable Standard Aerator 

® or the High Production Pro-Series Wide Model! 
MFG. INC. -1655 101st Avenue NE -Minneapolis, MN 55449-4420 -Phone:(612)785-1000 - FAX (612) 785-0556 

AERATORS • SOD CUTTERS • EDGERS - DRILLING UNITS • POWER RAKES • PIPE PULLERS 



I H C cnsv L f l U I N A D V A N T A G E 
EASY LAWN 

UNIT HIGHLIGHTS! 
•HIGHEST CUSTOMER 

SATISFACTION! 
•ONE MAN OPERATION 
•DOUBLES AS AN 

OVERSEEDER 
•LONGER WARRANTIES 
•BETTER AGITATION 
•HIGHER MULCH 

CAPACITY 
•LESS MAINTENANCE 
•CUTS SEEDING 

COSTS BY 1/2! 

Engineered For PROFIT! 
Out-Performs and Out-Lasts the competition! 

High Quality; Few moving parts, Longer Lasting, Best Warranty... 

to'ïT) 
LoumJJ 

f r Hydro 
V Seeding 

Systems 

Call for Information Today 

800-638-1769 
USE READER SERVICE #64 

DISCOVER 
FAST, EASY, 

BEAUTIFUL MOWING 
WITH WALKER 

Lawn maintenance operators across the country are discovering 

the compact, maneuverable Mid-Size Walker Mower. The labor 

saving Walker looks good whether your business is trying to 

produce profit or is operating on a budget (usually cuts labor 

1 /2). Write or call for a free brochure. Ask for a demonstration. 

WALKER MOWERS 

WALKER MANUFACTURING COMPANY • DEPARTMENT LL 

5925 E. HARMONY RD. • FT. COLLINS, CO 80525 • 1-800-279-8537 

USE READER SERVICE #111 
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D I 
The Wedgle™ 

tip from Arbor-
Systems el lmi-
nates the need 

for additional 

tree injection 

equipment 

and drilling 

into the tree as chemicals are in-

jected through a 1/16-inch slit in 

the wood. The Wedgle pi aces 

chemicals in the most active layer 

o f t b e wood and can he used at 

comfortable working heights. 

Circle 125 on reader service card 

Oly-Ola Sales' Bric-Edg, an 

L-shaped paver restraint 

constructed of rigid black 

vinyl, is now available in 

flexible sections contain-

ing V-shaped cuts to form 

curves in brick and pav-

ing projects. Bric-Edg 

can he bent into curves measuring 

three feet in radius and there is no 

need to cut or string pieces together. 

Steel anchoring stakes secure the re-

straint from moving once positioned. 

Circle 126 on reader service card 

Snapper intro-

duces a line of 

six Pro Hy-

dro mid-size 

walk-behind 

mowers with 

power ranging 

from a 14-hp 

O H V Kawasaki engine in 3 6 -inch 

deck models to an 18-hp O H V V-twin 

Briggs & Stratton engine, which has an 

electric starter powering a 61 -inch 

deck. Other models offer 48- and 52-

inch cutting decks. Standard features 

on each mower are a field-serviceable 

spindle assembly with an overflow 

grease vent and a full floating deck 

designed for productivity. 

Circle 127 on reader service card 
(continued on page 88) 



ASSOCIATED LANDSCAPE CONTRACTORS OF AMERICA 

(iALCA is the best 
landscape business 

resource in the 
country.99 

"When I started my business in 1983, 
I needed expert advice," says Joe Skelton, 
president of Lifescapes, Inc., Canton, 
Georgia. "That's when I joined ALCA. 

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

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

Join A L C A today and meet people like 
Joe Skelton. 

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



1 w m 
(continued from page 86) 

The S24CB1 walk-hehind 

mower from YflZOO includes 

the Vari-Mulch* system 

which allows operators to 

control the rate at which 

clippings are returned to the 

lawn. It offers a 24-inch 

cutting wi dth.3 -speed gear 

drive transmission, side dis-

charge convertibility and a 

O.O-hp engine. Other fea-

tures are simultaneous 4-

wbeel mowing height adjust-

ment and semipneumatic 

16-inch rear wheels. 

Circle 128 on reader service card 

Ransomes America's Bobcat hy-

drostatic walk-behind 

mower offers increased ma-

neuverabi lity wi t h f ingertip 

levers providing indepen-

dent control to each wheel. 

Mohawk Industries' 88-page catalog highlights a wide selection of commercial 
landscape parts and supplies, including mower blades and components, truck bed 
extenders, safety clothing, sprayers, hand tools and pruners. Gas cans, landscape 
fabrics, lubricants and shop assortments also are listed. 
Circle 128 on reader service card 

Vista Professional Outdoor Lighting published a technical reference binder 
presenting its low-voltage landscape lighting fixtures, installation tips and 
technical specifications. The full-color catalog contains individual specification 
sheets on all Vista products and is available free from the company. 
Circle 130 on reader service card 

The 1996 Crop and Turf Management Supply Catalog from Bempler ' s features a 
complete line of insect monitoring traps and supplies, weather stations, sampling 
tools and diagnostic equipment. Also included are instructive articles and 
descriptions of products for initiating integrated pest management programs. The 
catalog is available free from Gemplers. 
Circle 131 on reader service card 

'THE TOUGH ONES" 
TA-19 Turf Aerator 
• One-piece, 3/16" plate frame. 
• Removable 50 lb. weight bar. 
• Protection guard to keep cores away from chain. 
• 4.0 H.P. Honda OHV engine. 
• User friendly controls. 
• 3/4* heat treated tines. 
• Front wheel posi-traction drive. 
• Fits through a 30* gate. 

TA-26 Turf Aerator (NotShown) 
• Larger, more stable on sloped areas. 
• Gives 40% more production than the TA-19 aerator. 
• Fits through a 36" gate. 

SC-18 Sod Cutter 
• Polyurethane vulcanized drive wheels. 
• Drive and blade controls on main handle. 
• Changes into a 12" cutter in munutes. 
• 5.5 H.P. Honda OHV engine with centrifugal clutch. 
• Twist grip throttle that will automatically go to 

idle and stop machine movement when released. 
• Roller, ball, and bronze bearings on all friction 

points. 
• Easy load/unload trailer available.. 

TR-20 Turf Rake (NotShown) 
• 5.5 H.P. Honda or 5.0 H.P. Briggs engines. 
• 20" detaching width. 
• 5 position height adjustment. 
• Handle will fold to fit into vehicle. 

MANUFACTURING, INC. 

BUILDING EQUIPMENT FOR OVER 20 YEARS 
1403 So. Pine Industrial Road, Norfolk, NE 68701 Telephone (402) 371-2294 FAX (402) 371-3602 

USE READER SERVICE #66 USE READER SERVICE #67 
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FIAMP 

M-300 

Adds mobility 
...goes on easy 
...comes off easy 

Fits full/midsize pick up trucks. 
Can be installed by one person. 

CALL OR FAX METKO INC. 

? 4 1 4 - 8 9 8 - 4 2 2 1 
FAX: 414-898-5293 



The mower features dual 

transmission pumps and 

Ross wheel motors and is 

designed to cut more than 

24 acres in eight hours. 

Available engines range 

from a 14-hp single cylin-

der Kobler to a 20-hp V-

twin Kobler with electric 

start. The hydrostatic drive 

adapts to 36-, 48-, 54- and 

61 -inch decks and offers 

zero-turning radius. 

Circle 132 on reader service card 

The Coyote C8 hydrostatic 

wheel loader offers a 

3,500-pound fork lift 

capacity with standard third 

function hydraulics and a 

heated cab. The unit is less 

than 6 feet wide and just 8 

feet 5 inches tall to fit in 

many small working areas. 

Circle 133 on reader service card 

C.A.P. Inc. has a new line of 

Redball Hooded 

Spray Booms 

for turf applica-

tions in windy 

conditions. The 

booms feature 

20 -inch nozzle 

spacing, break-

away boom 

binges, an ad-

justable boom 

height and an 

include nozzle access ports 

and wind curtains. 

Circle 135 on reader service card 

easy folding wing. The 

spray hoods are made of 

high impact poly and also 

Husqvarna developed a new 

line of eight high power, 

low vibration trimmers, in-

cluding five 25-cc models, 

two 31-cc models and one 

36 -cc model. The standard 

LowVib antivibration sys-

tem isolates the bandies 

York Rakes' Model YBWB3 rotary broom is a self-propelled, 2-wheel 

drive walk-behind broom designed to clear snow, leaves, debris 

and thatch. The broom is powered by a 5-hp Briggs & Stratton en-

gine driving dual belts and a gear-type axle. The 3-foot wide brush 

can be angled left or right for windrowing and is made of flat re-

placeable wafers and spacers. Operator levers control the ground 

drive and brush drive separately w hil e caster wheels establish the 

brush height. 

Circle 134 on reader service card 

SMITH PROFESSIONAL 
BACKPACK SPRAYER 

DURABLC, miABlE, COMFORTABLE 

Approved and Recommended for 
the application of 

Pump handle easily mounts on either 
side for right or left handed operation 

Adjustable shoulder straps 
are padded for extra comfort 

Molded lumbar support distributes 
weight, absorbs shock and 
increases ventilation 

In-line poly filter protects shut 
off and nozzle from clogging 

All Vitor^ seals and gaskets 
are chemical resistant 

Kills Weeds & 
Grasses...Roots & All! 

Ideal for a variety of large applications 
Agriculture, Grounds Maintenance, Janitorial, 

Commercial Cleaning, Horticulture,Pest Control, 
Woodlands/Orchards and Lawns/Gardens 

Dual paddle agitator keeps contents 
mixed as operator uses pump handle 

4 gallon rugged translucent polyethylene 
tank for large applications 

Now Available 
Nationwide at Sam's Club 

Quick pressurizing piston 
pump achieves operating 

pressure up to 160 psi 

•The 
Fountainhead 
Group, Inc. 

Adjustable nozzle - solid 
stream to fine mist 

80° flat fan nozzle 
provides a wide 

spray pattern 

D.B. Smith & Co. Inc. (Affiliate) 
23 Garden Street • New York Mills, NY 13417 
Telephone: (315) 736-0037 • (800) 311-9903 
Fax: (315) 768-4220 
Roundup is a registered trademark of Monsanto Company 
Viton is a registered trademark of E.I. duPont de Nemours & Co. 

USE READER SERVICE #77 
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m 
and support components 

from the engine and drive 

shaft with ruhher dampers. 

Each new trimmer also in-

cludes an angled handle to 

Riverside Phenoxy 088 from Terra International 
controls tough weeds in ornamental turfgrass and 

turfgrass grown for seed. Tfie active 2,4-D acid 

formulation is said to he more effective than 2,4-D 

amine alone when fighting bindweed, chickweed, 

cocklebur and many other broadleaf weeds. The 

product is available in 2 1/2- and 30-gall on 

containers. 

Circle 137 on reader service card 

align the cutting head di-

rectly in front of the user 

for less stress on the user s 

hack. Other features in-

clude a 35-degree cutting 

angle, foldable hike, loop 

and J-handles and an elec-

tronic ignition system. 

Circle 138 on reader service card 

The Pollone P2000 e lectronic 

pruner is powered by a 24-

volt, direct current battery 

in a belt pack for easier cut-

ting capabilities up to 

1 3/16-inches thick. The 

pressure-sensitive trigger 

provides varying cutting 

blade speeds while the pure 

cuts make for healthier 

trees with quicker recovery 

time. A fully charged bat-

tery makes nearly 9,000 

cuts and takes just one hour 

to recharge. 

Circle 138 on reader service card 

The Model 30N hazardous 

materials storage locker 

from Safety Storage secures 

chemical drums and other 

potentially hazardous mate-

rials. The prefabricated, 

relocatable steel locker is 

32 feet long and 7 feet deep 

ana holds up to 45 55-gal-

lon drums. 

The locker is designed 

for single or double stacking 

of palletized materials or 

individual containers and 

includes a 640-gallon spill 

containment sump, remov-

able steel floor grating, 

chemical resistant coating 

inside and out and a secu-

rity locking system with an 

inside safety release. Avail-

able options include heating 

and air conditioning, explo-

sion proof electricals, light-

1 f 

1 

i ü i 

JUST . 
FLAT* 
GREAT 

c a r g o W a g o n ® 
w i t h 102" A x l e s 

Look inside our trailer. The big asterisk shows you our 6'9" wide interior floor is Flat ! 

No wheel boxes inside. Perfect for motorized Lawn & Garden equipment, and plenty 
of "walk-around" room, too. 
Wells Cargo offers you great Options for customizing like: FLOW-THRU VENTILATION 
eliminating fuel fumes, WOLMANIZED 1-1/2" FLOORS and 3/4" INTERIOR SIDEWALLS, 
for "guts." All backed by a Warranty that really works for you! 

Call 1-800-348-7553 for Catalog & Pricing 
WELLS CARGO, INC. PO BOX 728-1172 Elkhart, IN 46515 

Factory Service Points: GA, IN, TX & UT. Nationwide Dealership Network. 
"With a Wells Cargo Beh ind... You Never Look Back!" 

USE READER SERVICE #76 
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Small ad. 
Big Software Value. « I M 

ing and a dry chemical fire suppression 

system. 

Circle 139 on reader service card 

ErosionWorks 1.0 software from Ameri-
can Excelsior assists with the erosion con-

trol selection process for hoth slope 

and channel applications. Analytical 

features for slope applications allow 

users to evaluate various techniques 

and products to reduce soil loss from 

rainfall. For channel applications the 

Windows'-based software simulates 

different flow conditions and geom-

etries and projects results wi tk differ-

ent erosion control products in place. 

Circle 140 on reader service card 

The Out-

Cl aw hackhoe 

from Northern 
Hydraulics 
mounts on 

half -ton or 

larger pickup 

trucks and 

uses a 12-inch-wide bucket to reach as 

far as 8 1/2 feet and dig as deep as 6 

feet. The unit has a 3,500-pound 

breakout force and can reach up 5 1/2 

feet for dumping into another con-

tainer. An 11-hp Honda O H V engine 

powers the hackhoe with a 6-gpm 

Barnes pump operating at 2,000 psi. 

Circle 141 on reader service card 

Toro ProLine mid-size walk mowers fea-

ture the T-har speed and steering 

control system allowing operators to 

control the mower without removing 

their hands from the bar. New wear 

Acclaim Extra, an improved version of 

AgrEvo's Acd aim* postemergence herbicide, 

increases the effectiveness of the active in-

gredient to allow for lower application 

rates. It controls crahgrass, goosegrass and 

other annual and perennial grassy weeds in 

turf and ornamentals and now covers 14 

percent more area than the previous prod-

uct formulation. 

Circle 142 on reader service card 

plates are found on the 44- and 52-

inch recycler decks for less impact 

damage. Other available decks range 

from 32 to 62 inches and adjust from 

2- to 5-inch cutting heights. 1 he 

mowers house 12.5- to 20-hp engines 

for maximum speeds up to 6 mph. 

Circle 143 on reader service card 

The Whalen line of lawn rollers is de-

signed to he pushed by hand or pulled 

behind a tractor to level various ter-

rain surfaces. Four different models 

are constructed of heavy gauge steel 

and range in width from 24 to 48 

inches with weight loads between 185 

and 910 pounds. A standard pin hitch 

accommodates most tractors and util-

ity vehicles. 

Circle 144 on reader service card 

The BP40 backpack cutting system 

from Jonsered Power Products features a 

36 -cc engine mounted on a padded, 

vibration-isolated backpack frame and 

weighs less 

than 16 

pounds. 

A 2-piece 

shaft allows 

for easy at-

tachment of 

cutting acces-

sories includ-

ing a string 

trimmer 

head, an 

edger unit, a hedge trimmer and a 

grass/weed blade. 

Circle 145 on reader service card 

ImpleMax Equipment's 4836SKS 

skid-steer grapple provides op-

erators clear visibility while 

handling trees, brush, logs, 

stumps and hushes in its steel 

tongs which open to 4 feet hv 3 

feet wide. The grapple weighs 

just 470 pounds and attaches to 

a front end loader with the stan-

dard hydraulic circuits inside 

most skid steers providing con-

trol for the tongs. 

Circle 146 on reader service card 

CompuScapes was 

created for the demand-

ing, growing landscape 

professional. One who wants a 

finely tuned organization, delivering 

peak performance and quality in 

products and services. 

CompuScapes provides... 

• estimates and proposals 

• job cost analysis 

• workorders & service requests 

• routing & scheduling 

• customer invoicing 

• complete accounting 

• handheld computers 

• much more... 

If you are ready to step up to this level 

of managing your business, now is 

the time to step up to CompuScapes! 

(Starting at $2,995 Rental & Finance available) 

CompuScapes 
(800) 350-3534 

2653 Gravitt Road Duluth. GA 30136 . ; 
USE READER SERVICE #70 

DINGO 
Dingo what in the 

world is a Dingo? 
A Dingo is a — 

• Trencher • Loader 
• Backhoe • Forklift 

• Rotary Broom • Auger 
• Post Hole Digger 

• Angle Blade • Under 
Road Borer • Rotary Hoe 

and much more! 
Dingo is the 

ULTIMATE WORKHORSE! 
For FREE information call or write. 

We want to hear from you. 

tTs USA 
P0 Box 7067 Charlotte, NC 28241 

Tel: 800-476-9673 Fax: 803-548-2762 

USE READER SERVICE #71 
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Retaining perfect 
proportions 

No matter how big the demands 
of your retaining wall projects, 
StonetNair SELECT 
provides the perfect fit. 

StoneWall SELECT retaining walls can 

rise as high as 40 feet, with the ability to support 

substantial surcharges, and maintain a look that's 

always perfectly proportioned. 

StoneWall SELECT's natural stone beauty 

never appears too large or too small for the site. 

It's dual level split face and random texture 

complement walls of any shape or size — without 

the overpowering "stacked tire" look or the 

monotony of straight split face. 

And each StoneWall SELECT unit's built-in 

balance and molded gripping surfaces allow for 

easy handling by one person. StoneWall SELECT. 

Simply perfect. 

Another Perfectly Proportioned 

Product of 

CAD Details 
available on disk. Innovative Concrete Design 

800 / 394-4066 • 414 / 962-4065 • Fax 414 / 332-9678 

3934 North Ridgefield Circle • Milwaukee, WI 53211 

E M 
Davisson Golf distributes I solite 

Porous Ceramics, nontoxic 

ceramic granules wbicb are 

70 percent porous and 

made from diatomaceous 

eartb to retain air, water and 

nutrients vital to healthy 

plant growth. T be inert, 

kiln-fired granules won't 

break down or migrate in 

the soil and will not affect 

soil chemistry. They can be 

applied mixed with backfill 

materials, rototilled or in-

jected into soil or laid 

around plants in a soil mix. 

Circle 147 on reader service card 

The Space Cap from Reading 
offers increased compart-

ment height and easy access 

to storage shelves for weath-

erproof protection of tools 

and materials. The 2-sided, 

zinc-coated A-60 paint-

ready galvanized steel re-

sists rust and corrosion. 

Other standard features in-

clude a flange mounted au-

tomotive rubber door seal 

protecting tools and materi-

als from moisture and slam 

John Deere's 5 4 0 loader 

features mechanical self-

leveling and an increased 

load capacity for in-

creased versatility. 1 be 

loader fits Deere's 5 0 0 0 

Series tractors and in-

cludes factory installed 

action rivets on locks to 

keep doors secure. 

Circle 149 on reader service card 

Henderson Mfg. offers the Mark 

Three dump body for class 3 

and 4 trucks. The Mark 

Three features a unibody 

design, construction with-

out cross members, 1-piece 

seamless floor and sloped, 

dirt shedding side rails. A 

trunnion mounted tele-

scopic hoist provides in-

creased lifting power and a 

shorter cycle time than in 

previous models. Also 

available is a drop-down 

side option for convenient 

access and easy unloading. 

Circle 150 on reader service card 

The T iger Dump from Tiger 

Line Equipment incorporates a 

pivot design in the dumping 

mechanism for easier dump-

ing. The hopper is con-

structed of 12-gauge steel 

riding on floatation tires. 

The tailgate opens from 

both the top and bottom for 

dumping or spreading from 

the 3-cubic-yard capacity. 

Circle 151 on reader service card 

The Mantis Tiller/Cultivator 

for tight spaces weighs just 

2 0 pounds and is powered 

by a 2-cycle engine featur-

rollback links, a stronger boom and improved lift 

height. Hydrostatic steering power is provided by 3-cyl 

inder diesel engines with between 40- and 60-KD. 
Circle 148 on reader service card 

USE READER SERVICE #38 
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I M F O R I V I A T I O N 

Company 
Address 
City 
Phone # _ 

.State -Zip 

1 . Do you wish to receive (continue to receive) 
Lawn & Landscape magaz ine? 
DYES • NO 
Signature (required) Date _ 

2« What is your primary business at 
this location? (please check one) 
CONTRACTOR «SERVICES: 
• Landscape Contractor 

S maintenance & installation) 
Chemical Lawn Care Company (excluding 

mowing maintenance service) 
• Lawn Maintenance Contractor 
• Ornamental Shrub & Tree Service 
• Irrigation Contractor 
• Landscape Architect 
• Other Contract Services (please describe): 

IkHOUSE LAWN CARE/NUUNTBIANCE: 
• In-House Maintenance including: 
Educational Facilities, Health Care Facilities, 
Government Grounds, Parks & Military 
Installations, Condominium Complexes, 
Housing Developments, Private Estates, 
Commercial & Industrial Parks. 

DGTRBOTOtyiMNUFACTlJRER: 
• Dealer • Formulator 
• Distributor • Manufacturer 

OTHERS AWED TO THE HELD: 
• Extension Agent (Federal, State, County, City, 
Regulatory Agency) 
• School, College, University 
• Trade Association, Library 
• Others (please describe): 

3-What were your approximate 1995 
revenues? 
• 0-$50,000 
• $50,001 -$100,00 
• $100,001 -$250,000 
• $250,001 -$500,000 
• $500,001 - $1 million 
• +$1 million 

4 . How many of your employees are: 
Fulltime Applicators 
Seasonal Maintenance 

5> What percentage of your business is: 
% Commercial/Industrial 
% Residential 
% Govt/Municipal 
% Golf 

1 21 41 61 81 101 121 141 161 181 
2 22 42 62 82 102 122 142 162 182 
3 23 43 63 83 103 123 143 163 183 
4 24 44 64 84 104 124 144 164 184 
5 25 45 65 85 105 125 145 165 185 
ó 26 46 66 86 106 126 146 166 186 
7 27 47 67 87 107 127 147 167 187 
8 28 48 68 88 108 128 148 168 188 
9 29 49 69 89 109 129 149 169 189 

10 30 50 70 90 110 130 150 170 190 
11 31 51 71 91 111 131 151 171 191 
12 32 52 72 92 112 132 152 172 192 
13 33 53 73 93 113 133 153 173 193 
14 34 54 74 94 114 134 154 174 194 
15 35 55 75 95 115 135 155 175 195 
16 36 56 76 96 116 136 156 176 196 
17 37 57 77 97 117 137 157 177 197 
18 38 58 78 98 118 138 158 178 198 
19 39 59 79 99 119 139 159 179 199 
20 40 60 80 100 120 140 160 180 200 

a Circle what DMcmt of vour business is: 
Vi Vl lV lV W i M i |9V«wi i i v i j v w w w i v v e wa 

Lawn Care 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
MaintServ. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Irrigation Serv. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Pest Control 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Installation 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Trees & Ommtls. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 

7. How much dkl your company 
spend In 1995? 
Turf Chemicals $ 
Ornamental Chemicals $ 
Equipment $ 

8. How many does your business 

Walk Behind Mowers 
Riding Mowers 
Trimmers 
Chain Saws 
Blowers 

C Please 

provide all information for j 
p r o c e s s i n g . ^ ^ 

LawiLTandscape 
READER 
SERVICE CARD 
4/96 

FREE PRODUCT INFORMATION 
For more informat ion on adver t ised and featured products and services, circle the 
appropr ia te number on the card above , comple te the required informat ion and mail . 

The leading 
management magazine 
servicing the 
professional landscape 
contracting marketplace. 

• Payment Enclosed 
• 1 Year $30.00 
• Canada 1 Year $35.00 
• Foreign 1 Year $98.00 
• Foreign Airmail 1 Year $218.00 

• Bill Me 
• 2 Years $42.00 

Name. 

Title 

Phone. 

Company. 

Address __ 

City . S t a t e . - Z i p . 

WHAT IS YOUR PRIMARY 
BUSINESS AT THIS 
LOCATION? 
(Please check only one) 

I CONTRACTOR or SERVICES: 
• 1. Landscape Contractor 

(maintenance & installation) 
• 2. Chemical Lawn Care Company 

(excluding mowing maintenance 
service) 

• 3. Lawn Maintenance Contractor 
• 4. Ornamental Shrub & Tree Service 
• 5. Irrigation Contractor 
• 6. Landscape Architect 
• 7. Other Contract Services 

(please describe) 

II. IN-HOUSE LAWN/CARE 
MAINTENANCE 

• 1. In-House Maintenance 
including: Educational Facilities, 
Health Care Facilities, 
Government Grounds, Parks & 
Military Installations, 
Condominium Complexes, 
Housing Developments, Private 
Estates, Commercial & Industrial 
Parks. 

III. DISTRIBUTOR/ 4 /96 
MANUFACTURER: 

• 1. Dealer 
• 2. Distributor 
• 3. Formulator 
• 4. Manufacturer 

IV. OTHERS ALUED TO THE 
FIELD: 

• 1. Extension Agent (Federal, 
State, County, City, Regulatory 
Agency) 

• 2. School, College, University 
• 3. Trade Association, Library 
• 4. Others (please describe) 

What best describes your title? 
• Owner, Pres., Vice Pres., Corp. 

Officer 
• Manager, Director, Supt., Foreman 
• Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
• Serviceman, Techincian 
• Scientist, Researcher 
• Company, Library copy only 
• Other (please specify) 
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« M 
ing electronic igni-

tion. The tines spin 

at 240 rpm and 

cover a 9-inch-wide 

path. Optional at-

tachments include 

a border edger, a 

furrower, a crevice 

cleaner, a lawn 

aerator and a lawn 

dethatch er. 

Circle 152 on reader service card 

The SRM-3100 trimmer/ 

brushcutter from EctlO is 

driven hv a 30.5 -cc, dual 

piston ring engine with 

electronic start for 11 per-

cent more horsepower and 

35 percent more torque 

than earlier models. A trim-

mer head hold ing 50 feet of 

. 1 05 diameter trimmer line 

and the 27.1-ounce fuel 

tank provide increased pro-

ductivity while a low tone 

muffler reduces operating 

noise. A steel shaft option is 

available with the SRM-

3100S model. 

Circle 153 on reader service card 

LoflS Seed introduces Azure, 

its first improved variety of 

sheep fescue featuring a 

deep blue color which is said 

to actually intensify under 

heat and drought stress. 

Azure is designed to per-

form under low mainte-

nance conditions such as 

roadsides and native grass 

stands and maintains sheep 

fescue's high tolerance of 

infertile conditions. 

Circle 154 on reader service card 

The TMF-55 f rom Sellick Equip-
ment Limited is a truck-mounted 

forklift that loads and unloads 

on the hack of a truck or trailer 

in one minute to reduce on-site 

turnaround time and save valu-

able cargo space. 

Circle 155 on reader service card 

I he I urbohydrozone* line 

of ozone generators manu-

factured by RGF 03 Systems re-

duces or eliminates bacte-

ria, algae, chemical oxygen 

demand, bacteria oxygen 

demand, color and pesti-

cides in ponds, lak es and 

fountains. The unit works 

on a 110V standard elec-

trical ou tlet and the ozone 

generator is housed wi th ul-

traviolet protected PVC 

and aluminum. 

Circle 156 on reader service card 

Jacobsen added three more 

powerful engines to the 

Turfcat* out-front rotary 

mower with the Kuhota 23-

and 28-hp diesels and the 

45-hp Ford gas engine. 

Model s feature 2- and 4-

wheel drive. Low range 

mowing speeds are in-

creased to 6 mph and a new 

ergonomic design includes 

all gauges located up front, 

along with foot pedal op-

eration for mowing and 

transport. All mower mod-

els feature hydraulic deck 

drive and dual-range trans-

axle to meet tough mowing 

conditions. ID 

Circle 157 on reader service card 

OWER IRUNER 
Pruning Profits... 

An Easy Reach 
With the Power Pruner™ 
A Power Pruner model for every pruning 
need — a price range to meet every budget 
requirement. 

PP800 

For affordable,, 
liiflit to medium 

i pruning for 

PP600 | [ professional 

Priced right. r results. 

A new •Fixed 7 10" 

model to length 

safely and •Extends to 
easily prune 10' 10" with 
trees and I standard 
shrubs. 3-foot 

•Fixed 7'9" extension 

length 

m ? 

t 

P P 1 2 5 0 

For every 

heavy-duty 

pruning 

need. 

•Telescopes 

t o l l ' 6 " 

•I ledge 

Trimming 

Attachment. 

Circle Saw 

Accessory, 

5-foot 

extension 

available 

For the 

Power Pruner™ 

dealer in 

your area call 

1-800-243-9592 
TECHNIC TOOL CORPORATION 

325 Snake River Avenue 

Lewiston. Idaho 83501 

USE READER SERVICE #73 
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cover story 

(continued from page 32) 

munity. They don't spend on upgrades 

hut will spend on hasic maintenance. 

How do keep your customers? 

A . I hate to admit it hut we've allowed 

our competition to happen through our 

oversights. We're serious ahout provid-

ing good customer service, as well as the 

reverse, which is getting customers hack. 

We compensate our employees for re-

taining customers hased on the previous 

year's retention. 

The challenge is to make sure we're a 

quality provider and the customers get 

the hest value. We have ahout a 70 

percent retention rate, hut we only count 

customers if they huy full service pro-

grams for the season, because they're the 

ones that make the money. 

Q.What do customers want in terms 

of service? 

^^m In the old days, you could differen-

tiate our company from the others hased 

on our professional appearance and nice 

looking advertising pieces. Now, I think 

being competitive depends more on W -

ing quality people. 

Just ahout everyone can make a lawn 

green, hut quality is really defined in the 

customers' eyes. They want value and 

the perception that they are getting more 

than they pai d for. We will add some-

thing extra on a lawn care job like spray-

ing the driveway for weeds. It's a value-

added service. 

HOW else can you reach customers 

in your competitive markets? 

A . We stress communication. We use 

every gimmick that works, hut we also 

make sure to leave a written note, talk to 

the customer in person and survey them 

by telephone for specific feedback on 

how to operate better. Ou r customers 

tell us exactly what they want from us — 

he there on time, tell them when we're 

going to he there, tell them w hat we did 

on the property. 

What's your biggest challenge? 

A.« As things become more competi-

tive, we have to make a profit. Today's 

consumers want more for less. They're 

always pressuring for better services from 

better people at a good value. 

We want to expand hut still have to 

find more customers and retain the ones 

we have. We try to get the customers that 

huy one treatment to huy more. ID 

Senske Lawn & Tree Care is located at 

3030 W. Clearwater, Suite 100, 

Kennewick, WA QQ33Ò. Teleph one is 

509/736-0754. E-mail: 75230.2226-

@ compuserve.com. 

The author is Editor of Lawn & Land-

scape magazine. 

f LET YOUR MOWERS 
DO ALL THE WORK! 

Introducing the " B A R R E L CADDY" 
Designed by a commercial landscaper. Assures proven savings & productivity. 

GUARANTEED-OR MONEY BACK 

lime is money - The "BARREL CADDY" saves the overage 
landscaper approximately 1 hr/dav. No more physically transporting grass 
catchers and heavy dumping barrels to and from the truck. Mount the 
"BARREL CADDY" to any commercial walk behind mower and let 
it transport excess grass clippings. 
• HEAVY DUTY STEEL CAGE CONSTRUCTION 
• HEAVY DUTY PLASTIC RECEPTACLE BIN 
• FIT KITS AVAILABLE FOR EVERY WALK BEHIND 
• EASY RUBBER LATCH REMOVAL 
• MUFFLER KITS AVAILABLE FOR FRONT EXHAUST MOWERS 

\ Shipping included „ 
limited time only. 1 . 8 Q Q ' 3 2 7 ' 5 0 4 4 ^ V V 

BUY DIRECT $179.95 

Attend HIP'96 
and you might 

meet some Queens. 
(In fact, you might meet the whole Royal family.) 

Because at H IP 96 you' 11 see the best of the Landscape 

material the Zone 10 growers have to offer. Not to mention 

all the Landscape tools, equipment and supplies you' 11 need 

to really make your business grow. 

Contact Steve Beck 
305-246-2113 
Fax 305-245-8449 
19000 sw 244 st 
Homestead, FL 33031 

USE READER SERVICE #75 

May 3 & 4,1996 
Youth/Expo Center 

Coral Way/sw 112 ave 
Miami, Florida 

H o m e s t e a d I n t e r n a t i o n a l P l a n t Shaw 

The Zone 10 Show. 
USE READER SERVICE # 7 6 
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fertilizer trends 

(continueJfrom page 54) 

ing for products that work Letter, using 

less active ingredients," according to 

Motter. Herbicides, fungicides, PGRs 

and insecticides for top feeders all work 

better in conjunction witb sticker/spread-

er/carrier agents, wbicb enhance cover-

age and efficacy (often at lower active rates). 

Above all, new strategies are required 

to maintain top quality properties while 

staying ahead of environmental initia-

tives. Many contractors say the new prod-

ucts are just too expensive to use. "But 

cheap doesn't mean good," Hines noted. 

"Customers will pay for the best value, 

high quality products. And if we don't 

work witb industry and use these new tools, 

the industry won't provide us new tools." 

CUSTOMER EDUCATION. Contract ors are 

increasing their annual outlay for edu-

cating their customers on fertilizers, 

pesticides and plant health. After more 

than five years of this trend, the reviews 

coming in are a bit mixed. 

The industry appears to be allaying 

customers' fears about the "chemicals" 

applied to their properties. But many 

professionals feel that today's customer 

is no better informed about soil and 

plant health options than five years ago. 

One explanation for this is that prop-

erty owners are more motivated to learn 

about titillating issues highlighted in 

the media. They do not really want ag-

ronomy lessons; just green grass, no 

weeds, no hassles and a reasonable cost. 

THE FUTURE. Expect to see more govern-

ment restrictions on lawn and landscape 

service operations. Hyland predicted, 

"There will be increased regulation of 

fertilizer applications and storage. We 

will be under increasing scrutiny for 

groundwater, etc., as witb pesticides." 

Darrab concurred witb this assess-

ment. "In several states (Maryland and 

Virginia), they already have nutrient 

management plans (voluntary for lawn 

care) wbicb restrict the times of year one 

can apply nutrients (N & P) and the 

amounts that can be used. Sensitive 

ground and surface water issues will 

impose more restrictions on lawn care." 

Ashed if we would see more con-

trolled release nitrogen products used 

throughout industry, be added, "Yes, if 

we follow what has come about in Mary-

land and Virginia." 

Other states are considering nutri-

ent management legislation and a num-

ber of communities already have re-

strictions in place. [Q 

The author is technical director of CoRoN 

Corp., Souderton, Pa. 

Now with Payroll, General Ledger, 
Equipment Maintenance, Plant Lists! 
j Accounts Receivable 
j Accounts Payable 
j Payroll 
j General Ledger 
jInventory 
J Equipment Maintenance 
j Weather Tracking 
j Complete Plant List 
j Unlimited Customers 
j Instructional Video Tapes 
j Toll Free Support Available 

Full 30 Day Money Landscapes20001 
Back Guarentee! "| - 8 0 0 - 2 6 2 - 9 4 9 8 I 

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

FOR PROFESSIONALS, BY PROFESSIONALS 

USE READER SERVICE # 7 7 

C & S Protank 8 Sprayers 
•ELECTRIC A N D GAS UNITS 
•DESIGNED TO FIT IN 

A WIDE RANGE OF VEHICLES 
•SINGLE A N D DUEL 

TANK CONFIGURATIONS 
• DIAPHRAGM, PISTON, 

OR ROLLER PUMPS 
Complete Sprayers...Ready to work 

( 2 1 6 ) 9 6 6 - 4 5 1 1 ( 8 0 0 ) 8 7 2 - 7 0 5 0 
F A X ( 2 1 6 ) 9 6 6 - 0 9 5 6 

^ Custom Orders Welcome! ^ 
USE READER SERVICE # 7 8 
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Creative 

Install over 1000 ft. per day 
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 - material costs $.40 per foot 
Durable curbing is freeze thaw tolerant 

1-900-2^2-3^99 
Concrete Curb & Landscape Border Equipment 

Fax 714-587-9680 • 23362 Madero Rd., Suite E- Mission Viejo, CA 92691 

business management 

(continued from page 00) 

a nation of overconsumption and deca-

dence to one of conservation and envi-

ronmentalists Waste not, want not! 

Composting, organic gardening, rock 

gardens and waterscapes kave given us 

the chance to create naturalistic envi-

ronments for our customers. Plants are 

being touted as "clean air machines." 

Design a usable, env i ronmenta l ly 

friendly landscape and you've become 

an environmentally friendly company 

with which to do business! 

0. BIG.SMALL relates to the down-

sizing of America. Companies are getting 

smaller by outsourcing their services. 

They are going back to their core busi-

nesses and hiring outside companies. 

Landscaping services are among the first 

services to be outsourced. Let a poten-

tial customer know the benefits of 

outsourcing (cost and time savings, edu-

cated staff, reduced liabi lity and inven-

tory and overall asset enhancement) and 

you've established yourself as an 

outsourcing specialist. 

10. SLOW.FASTis last hut not least. 

We've been told it's got to be done faster 

and less expensively. New products like 

high speed mowers; small, versatile 

standup digger/haulers; and new land-

scape application materials and formu-

lations are allowing us to work faster 

than ever, if you haven't been to an 

association conference lately, it's worth 

the trip. The convention floor is full of 

the latest and greatest gadgets to make 

us work faster and smarter. Computer 

technology plays a big part in the "speed" 

movement. Often, the first company to 

the finish line is the winner. 

Learn to spot trends, i f you don't 

have 20 /20 vision, read a trade journal. 

Once you've identified trends, analyze 

them and see bow you can apply them to 

your business. Remember, if you're not 

keeping track of trends, your competitors 

probably are! ID 

The author is a partner in Grass Roots 

Marketing and the director of business de-

velopment and marketing for Laflamme 

Services, Bridgeport, Conn. 

Environmentally friendly b cost effective, ECOpHRST is the newest line of all natural pelletized lime-
stone products. Designed for the professional, ECOpHRST pellets are easier to handle, blend well with 
fertilizers b can be applied anytime. ECOpHRST-your choice for vigorous and healthy turf b plants. 

Contact your local dealer for details... 
OR call us at National Lime & Stone Company: 

4 1 9 - 4 2 2 - 4 3 4 1 . 

USE READER SERVICE #38 
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(continued from page 22) 

Method 1. Step 1. Measure and 

mark off an area equal to 1 ,000 sq. ft. 

(suck as 2 0 feet X 50 feet). 

Step 2. Add a measured amount of 

water to the tank, spray the area and 

then measure the amount of water still 

in the tank. The difference between 

the amount in the tank before and after 

is the amount used per 1 ,000 sq. ft. 

Step 3. Compare the measured rate 

with the recommended rate and make 

the necessary recalibrations. 

Method 2. Another method is to 

record the time required to spray 

1 ,000 sq. ft. and later catch and 

measure the spray from the nozz le for 

the same time period. 

The flow rate of nozzles, especially 

those made of brass, increases as they 

become worn. Therefore, calibrate 

your sprayer as often as possible. 

When spraying, bold the nozzle at a 

constant height or swing it in a 

sweeping motion, and maintain a 

steady walking pace to keep the 

application uniform. 

Here are some additional hints for 

a more uniform application with 

manual sprayers: 

• Tie a weighted cord or chain to 

the wand near the nozzle to serve as a 

height gauge to maintain a set distance 

from the nozzle to the turf. 

• Walk a known space until you can 

consistently spray this area with the cor-

rect amount of material. A ticking watch 

or timer will improve your pacing. 

• For hand pump sprayers, attach a 

pressure gauge to the spray wand and 

check how quickly the pressure drops 

during an application. Count the 

number of seconds needed for the 

pressure to drop 10 psi and the num-

ber of pumps needed to return the 

pressure to the proper level. 

• For backpack sprayers, attach a 

gauge to the spray wand and determine 

now fast you need to pump to keep the 

gauge pressure constant while spraying. 

— H. ErJal Ozkan • 

The author is professor of agricultural 

engineering at The Ohio State Univer-

sity, Columhus, Ohio. 
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THE WONDER SCOOPER 
Makes the job of bagging leaves and litter quick and easy! 

• Lightweight 
THE HAND RAKE ™ • Easy to clean 
turns you r h a n d into a g ian t rake fo r f i l l ing 
a n d stuf f ing THE W O N D E R SCOOPER! 

Pre Season Special ^mtuMiiirr 
$ 1 9 . 9 5 V 3 } > . 

Call 1 - 8 O O - S C O O P E R 
I THE SCOOPER CORP. * 1 5 4 N e e d h o m St. N e w t o n , M A 0 2 1 6 4 

Less work, more play. 

The Gandy Field Groomer takes the work out of sports field 
renovation. It combines the action of a scarifier, leveling blade 
and brush to restore safe play to ball diamonds, running tracks 
and other sports areas . The unit can be pulled behind most 
utility vehicles. Electric or manual lift al- ^ ^ ^ ^ 
lows use of forward blade or scarifier. 
Electric or hydraulic lift positions fin- ^ ^ c l j j j E ^ 
ishing brushes for a profession-
ally groomed area. This G a n d y C o m p a n y 
year, work less and play 528 Gandrud Road 
more with the Gandy Owatonna, MN 55060 
Field Groomer. 1-800-443-2476 



All classified advertising is 95<t per word. For box 

numbers, add $ 1.50 plus six words. All classified ads 

must be received by tbe publisher before tbe first of 

tbe montb preceding publication and be accompa-

nied by casb or money order covering full payment. 

Submit ads to: L&L, 4012 Bridge Ave., Cleveland 

O H 44113. Fax: 216/961 -0364. 

BUSINESS OPPORTUNITIES 
LAWH CARE PR06RAM 

NaturaLawn® of America 

Tbe leader in natural organic/biological lawn care is 

now expanding nationwide. Our franchise offers: 

• Exclusive Territory 

• Proprietary Product Lines 

• Comprehensive Support 

• Thorough Agronomic Training 

• Financing to Qualified Individuals 

To learn more, contact Randy Loeb, Franchise De-

velopment Manager at: 

800/989-5444. 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liquid, 

slow-release fertilizer products direct from manufac-

turer. Ken Franke, P.O. Box 123, Plato, MN 55370; 

800-832-9635. 

BIDDING FOR PROFIT 
"BIDDING & CONTRACTS YOUR KEY T O 

SUCCESS," a book with over 16 years experience, 

not theory. Get factual information on a very accu-

rate and profitable bidding process. Bid sheets, con-

tracts and much more. Send $42.95 to: # 1 Profits' 

Unlimited, 3930-B Bardst own Road, Louisville, 

KY 40218.800/845-0499. 

EXTRA INCOME POWER WASHING 
EARN $ 100/hour power washing and sealing wood 

decks. Learn tbe most effective method, equipment 

setup and supplies. Complete training package: 

Manual, video, advertising kit and equipment catalog. 

For free information packet call 810/683-9080. 

$ S PROFIT BUILDING IDEAS I S 
BIDDING - PRICING - SELLING - MAINTE-

NANCE CONTRACTS BOOK 100% guaranteed. 

Cut costs, boost sales, increase profits, save time bid-

ding, price it right. Written by industry expert. Order 

now, receive FREE BONUS BOOK"Making Money 

Off-Season. " Both books only $49.50to: Nilsson Pub-

lications, 3 74 Hart Street, Southington, CT06489. 

FRANCHISE OPPORTUNITIES 
NUTRI-LAWN 

Ecology Friendly Lawn Care 

join tbe leader in tbe fastest growing lawn care fran-

chise spanning from Seattle to Florida. We offer: 

• exclusive territory 

• unique truck and computer systems 

• thorough training in all areas 

• strong marketing support 

(including TV commercial) 

• franchise meetings and recognition 

Make your inquiry to Larry Maydonik, Director of 

Recruiting at: 800/396-6096 

BUSINESS SERVICES 
LEASIN6 i FINANCING OPTIONS 

Landscape Contractors 

Commercial Maintenance Contractors 

Golf Course Superintendents 

Call for free, no obligation bid on equipment leases 

and accounts receivable financing. Contingency based 

services. 

KNEPPER ASSOC IATES 

Capital Search & Secure Specialist 

614/369-1941 

Same Day Quote 

BUSINESSES FOR SALE 
PEST CONTROL 
COMPANIES FOR SALE 
NE Georgia Gross $ 185,000 

Florida röss $4,000,000-1-

Broward County, Fla Gross $ 110,000 

Central Florida Gross $ 1,200,000 

Charlotte County, Fla Gross $ 500,000 

Clay County, Fla G ross $ 170,000 

Dade County, Fla $ 2,000,000 

Manatee County, Fla 180,000 

Martin County, Fla <pV * 220,000 

Pinellas County, Pia. ... iross - $ — 1 0 0 , 0 0 0 

if your Lawn Spray Company grosses $30,000 to 

$30,000,000, we can sell it for you! 

Are you considering selling? Do you know what your 

business should sell for? Where do you 

find' "quali-

fied' buyers? We will work confidentially, but very 

bard to find tbe best deal for you. 

All Calls Are Confidential 

Preferred Business Brokers 

Jay Holion, P C O 

Licensed Broker 

800/633-5153 

941/858-4185 

O b io-based lawn maintenance company for sale. 

Established 12 years. 55-60 residential/commer-

cial accounts. Grossing $90,000+. Reply to L&L, 

Box381,4012 Bridge Ave., Cleveland, O H 44113. 

Well established landscaping and grounds mainte-

nance business for sale, Southern Maine area. Aver-

age gross sales approximately $200,000 per year. 

All equipment and client list. Includes 5 trucks, 

tractor, bydroseedingequipment, maintenance equip-

ment, trailers, snowplows. $ 140,000. Write to ad-

vertiser: L&L, P.O. Box 125, Kennebunk, ME 

04043. 

RETIRING LANDSCAPE contractor. Established 

25 years in Northern Wisconsin. Commercial and 

residential landscaping, maintenance as well as snow 

removal contracts. Gross sales $300K, asking 

$285,000. Call: 800/728-5094. 

LANDSCAPE MANAGEMENT CONSULTING 
MANAGEMENT CONSULTING 
A growing firm requires experienced leadership and 

management, even though current size may prohibit 

tbe cost of hiring a full time senior-level manager. 

Provide your company with a resource for needed 

improvements in tbe areas of training, budgeting, 

field performance, estimating and personnel morale 

and motivation. Utilizing our experience reduces 

costs substantially and enhances profitability. 

T. D. Morland/HBMC 

608/832-6401 

WANTED TO BUY 
LAWN CARE SERVICE BUSINESSES 
if you have been thinking about selling your lawn care 

service business we are interested. There are many 

options and possibilities. All communication is strictly 

confidential. Reply to L&L, Box 363,4012 Bridge 

Ave., Cleveland, O H 44113. 

HYDROSEEDERS & STRAW BLOWERS 
We Buy, Trade & Sell New and Used Hydro-Seeders 

and Straw Blowers. Call 800/245-0551 for a free 

copy of our latest used Equipment List or our catalog 

of Hydro-Seeding equipment and supplies. 

LANDSCAPE C0NTRACT1N6 FIRM 
Baltimore-Washington Metropolitan Area Lawn 

Care Company with 24 years of experience is inter-

ested in expanding into landscaping and would like to 

purchase a small to medium-size landscape contract-

ing firm. Would prefer current owner to stay on with 

equity position. We can offer administrative and 

financial strength to your organization as well as 

many other opportunities. All replies will be strictly 

confidential. Reply to: L&L, Box 382,4012 Bridge 

Ave., Cleveland, O H 44113. 

FOR LEASE 
TRUCK S l £ 0 U l P M N I J f A S I N G 

*AII makes & models 'Leasing & outright purchase 
available 'Low initial investment 

'Low monthly payments 'Quick turnaround 
'Personalized service 

CALL LISA MORRIS AT 1-fiOO-766-2S74 
1600 West Main St, Wilmington, OH 45177 

i LEASING, INC. 

LAWN& 
LANDSCAPE 

Ç L A S S g P ^ / 
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F O R S A L E 

PREMIUM REPLACEMENT PARTS 

FINANCING 
LETTHE G O V E R N M E N T F INANCE y our small 

business. Grants/loans to $800,000 . Free recorded 

message: 707/448-0270. (NK8) 

INSURANCE 

C O M M E R C I A L I N S U R A N C E FOR 
L A W N C A R E F I R M S 

"GREEN I N D U S T R Y SPECIALISTS'" 
M.F.P. Insurance Agency is dedicated to 
providing comprehensive insurance pro-
grams to the Green Industry at competitive 
prices. We back up this dedication with a 
staff of professionals who understand ev-
ery facet of your business, from marketing 
to customer service. We know how to prop-
erly insure your company whether you're a 
sole proprietor or a multi-state operation. 

Just as your customers look to you for lawn 
care advice, people come to us for insur-
ance advice because they do not want to 
become insurance experts themselves. If 
you want good advice, the right coverage 
and competitive rates, please contact: 

Richard P. Bersnak, President 
Jill A. Leonard, V.P. 

1 - 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 3200 

C o l u m b u s , O H 4 3 2 1 5 - 5 9 1 7 

CALL 800-456-0707 
TO ADVERTISETODAY! 

WHOLESALE TURF SUPPLIES 
Hannay bose reels (electric), $389; 300 feet of 1/2-

incb I.D. 200-psi bose, $ 180; 400 feet of 3/8-incb 

I.D. 600-psi bose, $225; Aeroquip 1/2-ineb swiv-

els, $29; CbemLawn guns, $69.79; Trimmerline 5-

pound .95, $29.95; Jumbo grass catcher, $ 139-95; 

Kawasaki 12.5-bp engine witb oil filter, $479-95. 

To order, call Herscb's Wholesale Turf Supplies, 

800/THE-LAWN. Ask for your free catalog. 

CUSTOM OECAL KITS 

CUSTOM 
DecaI Krrs 

Easy to Order-Easy to Apply 
Boost Your Image Economically 

Call or Write: 
Sun Ar t D e c a l s Inc . 
8 8 5 W. B a g ley Rd. 
Be rea , O H 44017 
216-816-0290 
800-835-5551 
Fax:216-816-0294 

BANDY SLIT SEEDER 
Gandy Slit Seeder — 3 point bitch, 4 foot swath. 

$5 ,800 new. Less than 50 hours. Sell for $3,000. 

Call Brian 612/476-2016. 

ADMINISTRATIVE PROCEDURE MANUAL 
You know your business. But do you know bow to run 

your business as a business? In clear, easy to under-

stand language, this guide will show you bow to set up 

your administrative records, tailor fit to the tree care 

and landscaping industries. Are computers a mystery 

to you? In addition, this manual will take you through 

the detailed steps to establish your records on a 

computer. It shows you the tricks and skills neede J to 

use popular software to administer your business 

easily. Written by an administrator to tree care and 

landscaping companies this proven manual will im-

prove your business and profits. Send $49-95 plus 

$4 .00 shipping and handling to Manuals, P.O. Box 

293, Wayland, M A 01778 . MA businesses add 5 % 

sales tax. 

PISTON PUMPS 
G N C 

P U M P Inc. 

G N C Piston Pumps 

8 G P M @ 600 PSI ($395.00) 

15 G P M @ 600 PSI ($695.00) 

30 G P M @ 500 PSI ($1,295.00) 

All pumps complete w/regulator, surge 

tank, pressure dump valve., pres. gauge and 

pulley. 1 YEAR WARRANTY. 

1-800-462-2005 

DOT DRUB/ALCOHOL TESTINB 
Last year, it was companies witb 50 or more drivers. 

EFFECTIVE IANUARY 1 .1996 . EVERY CDL 

DRIVER MUST BE SUB1ECTEDTO R A N D O M 

A L C O H O L A N D D R U G TESTING! We Can 

Help! Contact N A T I O N A L D O T C O N S O R -

T I U M for America's Landscaping Industry at 

703/DOT-TEST. 

FIBERGLASS SPRAYER 
G N C 

P U M P Inc. 
100 Gal. Fiberglass Sprayer 

-$1,795.00" 

*Br iggs5HPIC Plus Eng.* 

(with oil guard) 

* Hannay Hose Reel * 

• 150 Ft. 1/2" 560 PSI Hose* 

* Mag 1 Spray Gun * 

*8 G P M @ 600 psi Piston Pump* 

1-800-462-2005 

INCORPORATE—FREE BOOKLET 
Incorporate without legal fees! Free booklet tells bow. 

Call Now! 800/345-2677. 

WHOLESALE CATAL06 
MKI The Landscapers Superstore™ - Call today for 

your FREE W H O L E S A L E C A T A L O G . Land-

scaping Supplies, Engines, Parts and Accessories at 

Wholesale. Look — 12.5 Kawasaki Replacement 

Filters as low as $3.99. Many o tber great savings. 

Call M O H A W K INDUSTRIES at800/724-2229 

tor your FREE C A T A L O G . 

COMMERCIAL MOWER 

1 9 9 3 - 1 1 4 5 John Deere 72" 

Commercial Mower 

4-Wheel Drive 

$19 ,500 New — Asking $13 ,700 

Low Hours — Mint Condition 

Always Garaged. 

914/254-4560 after 8:00 p.m. 

COMPUTER MARKETING PROBRAM 
Lawn Assistant Routing, Marketing Program (by 

Real Green Computers) Multi User Network. In-

cludes latest Wind ows™ update. Training available. 

Includes 4 8 6 D X 2 server and monitor and remote 

monitor. Okidata printer included. New cost more 

than $10,000. Asking $4,900. Call 810/247-

1240. 

LE8C0 SPRAYER 
For Sale — Lesco Sprayer. Call 513/473-2243. 

SPRAY TRUCK 
Spray Truck - 95 Ford F-350-Gas-Auto-3 spd. 

10,000 miles. Tuflex flatbed and sides. Witb fold 

down rear door. Tuflex 300 gal. tank witb mecb. 

agitation. 8 bp. Honda D-50 Hypro pump. Call for 

picture. Must see to appreciate! $23,000.810/247-

1240. 

I T P A Y S T O A D V E R T I S E IN L & L . 
C A L L 8 0 0 - 4 5 6 - 0 7 0 7 T O D A Y ! 

kroducing: 

INTERMIX1 

FOR PRODUCT INFORMATION OR A 
FREE CATALOG OF OUR C O M P L E T E 
LINE OF MOWER AND S N O W P L O W 

PARTS CALL 1 -800-422-4184 

Premium 
Replacement J J H o m a s 
Parts for Outdoor Power 
Equipment OPTIMUM 

TRIM LINE™ 
PRICES 

START AS 
LOW AS 
$5.99 

C o m p l e t e 
G e a r b o x 

AS LOW AS 

L A W N & LANDSCAPE • A P R I L 1 9 9 6 1 0 1 



H ü 
LAWN TRUCKS 
1989 U D Nissan 

4 Cylinder - Diesel - Automatic Transmission 

-A/C 

New Aluminum Bed with 2 Aluminum Lock 

Boxes 

Framed (or 200 Gal. Drop Tank 

1984 Chevy C-60 

350 - Automatic - Air Brakes - Gas 

1000 Gal. Main Tank - 200 Gal. Drop Tank 

- 50 Gal. Fertilizer tank 

1994 Kohler 16 hp. - 1995 Hypro 703 (new, 

never used) 

Electric Hose Reel with 600 it. 1/2" Hose 

Two Sets of Tires 

1981 Chevy 1 Ton 

350 - Standard - Gas 

500 Gal. Main Tank - 200 Drop Tank 

Kohler 18 hp. - Hypro D-85 

Electric Hose Reel with 300 ft. 1/2" Hose 

F O R M O R E I N F O R M A T I O N , C O N T A C T 

M A R T I N TUCKER 

904/437-5528 

HELP WANTED 
EMPLOYEE SEARCHES 
Florapersonnel, Inc. In our second decade of per-

forming confidential key employee searches for the 

landscape industry and allied trades worldwide. Re-

tained hasis only. Candidate contact welcome, confi-

dential and always free. Florapersonnel, Inc., 1740 

Lake Markham Road, Sanford, FL 32771. Phone 

407/320-8177, Fax 407/320-8083. 

INDEPENDENT SALES REPS 
Independent sales reps calling directly on turf profes-

sionals. Dynamic new products that will sell. Unlim-

ited earning potential. Protected territory. 100 per-

cent gross margin. No stocking requirement. Will 

train and support. Send resume to P.O. Box 7346, 

Louisville, KY 40207 or call 800/334-4962. 

SALES & PRODUCTION MANAGERS 
WE'RE GROWING! Kapp'sGreen Lawn, Inc. Seek-

ing sales and production managers for our Cleveland 

and St. Louis branch. Lawn care experience or college 

credits helpful. Excellent salary, benefits and end of 

year bonus and possible vehicle. Work with a rapidly 

growing, progressive company that cares about its 

employees! Send resume to Mike Markovich, P.O. 

Box 9038, Ft. Wayne, IN 46899-9038 or fax to 

219/432-7892. 

SUPERVIS0RS/IRRI6ATI0N TECHNICIANS 
OREGON'S PREMIERCOMMERCIAL LAND-

SCAPE COMPANY located in the Portland Metro 

area is offering career opportunities for Supervisors 

and Irrigation Technicians for our Maintenance and 

Construction divisions. We are looking for quality-

conscious, team-oriented, industry professionals. 

Competitive wages/benefits, training and advance-

ment opportunities. EOE. Join our ALCA award 

winning team and enjoy the lifestyle of the beautiful 

Pacific Northwest. Send resume to NORTHWEST 

LANDSCAPE INDUSTRIES, 16075 S.W. Up-

per Boones Ferry Road, Tigard, O R 97244. Or 

FAX to 503/620-7592. 

DISTRIBUTOR/SALESPERSON 
Immediate opportunity for an aggressive, hard work-

ing individual to promote and distribute a full line of 

Professional/Retail Turf and Garden Fertilizers and 

Grass Seed to Golf Courses, Landscapers, Lawn 

Care Operators and Retail Lawn and Garden Cen-

ters. Target locations Vermont, Mass., NH and East-

ern NY. Candidates interested in current or future 

positions send resumes to: Nutrite Corp., 50 Brook-

lyn Street, Swanton, VT 05488, or fax 802/868-

3746. EOE 

LANDSCAPE LISTINGS 
JOB SEEKERS — fresh source of USA landscape/ 

grounds management job openings — twice each 

month. 6 issues (3 months) — just $22.95. EM-

P L O Y E R S — List your job openings, quickly and 

inexpensively. Call — 800/428-2474. Ferrell's 

JOBS IN HORTICULTURE , 558 S. Hanover 

St., Suite 2, Carlisle, PA 17013. MC/Visa. 

LAWN CARE SPECIALISTS 
OPPORTUNITY IS KNOCKING. SavATree is 

expanding our Lawn Care Division! We are seeking 

ambitious, detail-oriented candidates with strong 

interpersonal skills and sales experience to become 

part of our progressive and dynamic team. We offer 

an outstanding compensation package plus a wide 

range of benefits. Quali fieJ candidates should send 

or fax their resume to SavATree, 360 Adams St., 

Bedford Hills, NY 10507 or fax 914/666-5843, 

Attn: Human Resources. 

RESIDENTIAL LANDSCAPE 6ENERAL MANAGER 
DALLAS-based commercial landscape company is 

looking for the right individual to assist in the start-

up of residential service division. Individual should 

have background experience of minimum 3 to 5 

years experience. College degree required. Certifica-

tion preferable. Individual will he involved in all 

start-up planning and will he responsible for all 

marketing/sales efforts. It will require an individual 

who is diverse in knowledge, good people skills, sales/ 

marketing oriented and willing to put in a lot of time 

to get new division up and running. Compensation 

package to include base salary, commission and bo-

nus incentive. Medical and life insurance 100% paid 

forty company. Excellent additional benefits with 

potential for 401k plan at end of first year, if 

interested send resume or fax to: JOHN ROWLAND, 

MALLSCAPES, INC., 2561MERRELLROAD, 

DALLAS, TEXAS 75229. FAX: 214/241 -9902. 

UNDERSTANDING IRRIGATION 
The Complete Irrigation Workbook, by Larry Keesen, 

offers a comprehensive look at irrigation design, 

installation, maintenance and water management 

including practical hands-on techniques. Each 

chapter contains questions and answers which 

can he used to test your own knowledge or as in-

house training tools for new and seasoned em-

ployees. Appendix includes detailed drawings of 

irrigation installations. Order yours today for 

$24 per copy plus $2.50 shipping and handling. 

Quantity discounts available. Call Fran Franzak, 

800/456-0707. 
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Bob always felt his busi-

ness and his insurance 

didn't quite connect. So 

when CNA came along 

N E V E R E X P E C T E D A N 

I N S U R A N C E C O M P A N Y T O 

BE O N H I S W A V E L E N G T H . 

we've created a pro-

gram just for your 

needs with specialized 

coverages like pesti-

with a program just for landscape contractors, Bob cide, herbicide applicator coverage and limited 

was all ears. The message is this. CNA has taken pollution for the worksite. It's all part of knowing 

the time to understand the unique risks of your business. So call 1-800-CNA-6241 

the landscape contracting industry. And ^ ^ ^ ^ ^ ^ for insurance that answers to your needs. 

W E K N O W Y O U R B U S I N E S S S M 

J ^ l 0 J ^ k This program is underwritten by one or more of the CNA property-casualty companies. CNA is a registered service mark of CNA Financial Corporation. 

I l l i l i l l This advertisement is not a contract. Only the policy can provide the actual description of services, terms, conditions and exclusions. 

USE READER SERVICE #111 



Bugs Have been a round 

For 3 0 0 mi l l i on years . 

T i me s up. 

Party's over for fire ants, cutworms, mole crickets and other problem turf insects. Talstar* insecticide/miticide is about to 

end their fun on golf courses and lawns. It offers lasting residual control, in easy liquid and granular formulas. Which ^ 

means fewer applications, greater savings. Sure, bugs have lasted centuries. But Talstar lasts long, too. Call 800-528-TURF, 1W1W« 

TALSTAR insecticide/miticide is registered lor use on golf courses only in FL and GA. Consult the product label for complete use instructions and precautions. TALSTAR and the FMC logo are registered trademarks of FMC Corporation. © 1996 FMC Corporation 

USE READER SERVICE #111 


