


Oscar Miles, CGCS, overlooks the 6th hole at the Merit Club, Libertyville, Illinois. 

PennLinks Greens. Penneagle Fairways. Penncross Tees. 
The 'Penn Pals' Are Picture Perfect At The Merit Club. 

Superintendent Oscar Miles, 
with Club President Ed Oldfield's 
affirmation, specified all the grass-
ing of this Robert M. Lohmann 
designed club. With a clean 
canvas and open palette, Oscar 
began with PennLinks greens, 
Penneagle fairways and Penncross 
tees, framing them with bluegrass/ 
fine fescue/wildflower and 
prairiegrass roughs. You couldn't 
paint a more attractive picture. 

Oscar chose PennLinks greens 
for its rapid establishment, 
marvelous root system, a crown 
and stolons that take topdressing, 
upright, grainless qualities and 
good, consistent color... the best 
putting surface available. 

He selected Penncross for tees 
because they recover from divot 
scars more quickly. 

And the Penneagle fairways? 
Oscar chose Penneagle for its 
upright growth, reduced thatch 
development, low nitrogen 
requirement and good drought 
and dollar spot resistance. He 
seeded at 80 lbs. per acre for 
immediate turf development and 

Tee-2-Green Corp. 
Post Office Box 250 
Hubbard, OR 97032 
800-547-0255 
503-651-2130 
FAX 503-651-2351 

erosion control. The fairways 
were playable in 8 weeks. Oscar's 
crew usually mows fairways in 
the evening and leaves the 
clippings; recycling nutrients 
while reducing removal and 
fertilizer costs. 

Oscar articulates it best: "The 
unique coloring of the 'Penn Pals' 
contrasts beautifully with the 
grassing around them, defining 
the target areas. And with the 
dew on the bents early in the 
morning, they're a marvelous 
work of art." 

The Penn Rais: 
Right on Course 



LANDSCAPE 
MANAGEMENT 

is a proud member of these 

green industry professional 

organizations: 

Associated Landscape Contractors of America. 

12200 Sunrise Valley Dr.. Suite 150, Reston, 

VA: (703) 620-6363/ 

American Sod Producers Association. 1855-A 

Hicks Rd.. Rolling Meadows. IL 60008; (708) 

705-9898. 

Golf Course Superintendents Association of 

America, 1421 Research Park Dr., Lawrence, 

KS 66049-3859: (913) 841-2240. 

International Society of Arboriculture. P.O. 

Box 908, Urbana, IL 61801; (217) 328-2032. 

International Turfgrass Society, Crop & Soil 

Environmental Sciences, VPI-SU, Blacksburg, 

VA 24061-0403; (703) 231-9796. 

National Arborist Association, The Meeting 

Place Mall, P.O. Box 1094, Amherst. NH 

03031-1094; (603)673-3311. 

National Golf Foundation, 1150 South U.S. 

Highway One, Jupiter, FL 33477; (407) 744-

6006. 

Ohio Turfgrass Foundation, 2021 Coffey Rd., 

Columbus. OH 43210; (614) 292-2601. 

Professional Grounds Management Society, 

10402 Ridgland Rd., Suite 4, Hunt Valley, MD 

21030; (301) 667-1833. 

Professional Lawn Care Association of 

America. 1000 Johnson Ferry Rd., NE. Suite C-

135, Marietta, GA 30068-2112; (404) 977-5222. 

Responsible Industry for a Sound 

Environment, 1155 15th St. NW, Washington, 

D.C. 20005; (202) 296-6085. 

Managers Association 
Sports Turf Managers Association, 401 N. 

Michigan Ave., Chicago. IL 60611-4267; (312) 

644-6610. 

Turf and Ornamental Communicators 

Association, 8400 Normandale Lake Blvd.. 

Suite 500, Bloomington, MN 55437; (612) 832-

5000. 

A S W E SEE IT 
TERRTTVlclVEe. MANAGINGT^OITOR 

A lesson from the President: 
always keep your promises 

In his State of the Union speech of 

February 17, President Clinton made it 

official: he was to move ahead with a plan 

to raise income taxes and implement new 

levies, most notably an energy tax. 

If this troubles you, there is a way to 

salve your disappointment: always keep 

your promises. 

Private enterprise and government are 

both sustained by the promises made to 

customers and voters, respectively. 

You campaign for employees, suppliers, 

customers and perhaps sub-contractors as 

a politician campaigns for votes. (In what 

is a bold rhetorical move, President 

Clinton says the American people are also 

"customers" of the government. 

Unfortunately, it would take this entire 

March issue to expose the faults of that 

analogy. For one thing, the Better 

Business Bureau would never be able to 

handle all the complaints!) 

As a businessman, you promise 

prospective employees a specified salary, 

periodic raises, excellent working condi-

tions, well-tuned equipment and support. 

You promise suppliers on-time pay-

ment; you might even promise them your 

loyalty. 

Your advertising is truthful. You 

promise service to your customers, pricing 

that matches quality work, and advice on 

how best to satisfy their landscaping or 

lawn care needs. 

Certainly, any of those three groups 

may themselves prove untrustworthy, in 

which case the contract is null and void, 

and you're left a bit wiser. But in the best 

of times, when they play it straight, you do 

the same. 

And forget about making excuses. The 

only one they're likely to accept is, "the 

weather made me do it." But when the 

birds sing and the sky is blue and cloud-

less, your course is clear. 

Compare the relative consequences of a 

broken promise, to you as a business 

owner, and to your customers: 

An energy tax, if passed, will mean an 

estimated seven-and-a-half cent per gallon 

gouge by 1996. If you own a fleet of 20 

vehicles, and each one averages 15 gallons 

a week, that's $1170 per year extra in 

gasoline tax. And don't forget mower fuel. 

Mr. and Mrs. Jones are new homeown-

ers, excited about the prospects of a well-

designed, properly-built landscape, fol-

lowed up by dependable maintenance. 

But your estimate proves impossible to 

meet. You promised a certain price to get 

the job, rather than stress to them the cost 

of quality. You cut corners on equipment 

and training. The post-emergence weed 

control is late, and their yard looks like 

hell, just in time for their daughter's wed-

ding party. 

I wouldn't want to be there when Mr. 

Jones calls. 

Planning is essential in the prevention 

of broken promises. Clinton, if we're to 

believe his claim that he "imagined" the 

deficit to be lower, could be called guilty of 

poor planning, although I believe he knew 

what would happen, especially with a 

Democratic Congress by his side. Rather 

than say what he planned to do, he lied to 

the people rather than tell the truth dur-

ing the campaign. 

The best and the bravest among us, 

regardless of profession, are those who 

keep their promises, especially when com-

pelled to renege. 

Plan ahead. Know your company's lim-

itations. Know your market, and be careful 

of what you say. 

And no matter how much it hurts, 

never, ever break a promise. 





H o w TO TURN A RCML PROBLEM INTO SOLID GOLD 
AMDRO FIRE ANT INSECTICIDE 

INTRODUCES A GUARANTEED MONEY MAKER 

FOR LAWNCARE PROFESSIONALS. 

If youve been looking for an easy way to build your 
business, you've just struck gold. With AMDRO. 

AMDRO. lets you offer customers an added professional 
service. Fire ant control. Killing fire ants is big business, and 
your existing lawncare customers are a built-in market. Plus, 
AMDRO can help you attract many new customers. 

A PROVEN KILLER THAT COMES WITH A GUARANTEE. 

There's only one sure way to eliminate fire ants. Eliminate the queen. And 
AMDRO is specifically formulated to kill the queen. 

Here's why AMDRO insecticide is so effective. Worker ants are attracted to 
AMDRO, carry it back to the mound, and pass it on 
to other workers including the queen. The queen eats 
the bait and dies. So does her colony, typically in less 
than a week. 

For best results, apply AMDRO as a broadcast 
application when ants are actively foraging. 

We're so sure AMDRO kills the queen, we 
guarantee results with proper use of the product. 

For more information about this exciting 
business-building opportunity and the AMDRO 
Royal Guarantee, call us today 
at 1-800-545-9525. C Y A N A M / D 

A m e r i c a n C y a n a m i d C o m p a n y 

V»Qt1»ori and P M 
Always read and follow label directions carefully NJOMTO 

KILLS THE QUEEN. 
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H I T 

1 1 Control l ing spr ing w e e d s 
As March comes, so do the first weeds of the season, invad-

ing turfgrass areas everywhere. Warm-season tips by Dr. 

Tim Murphy of the University of Georgia begin on page 11, 

cool-season on page 16. 

1 9 LM Reports: M o w e r e n g i n e s 
Though the engine is only part of what you'll be purchas-

ing when you go to your lawn mower dealer, it's an impor-

tant part, and you should know the options available. 

Jerry Roche 

2 4 Snappy s a l e s p i tches 
Use your pallet of experience to paint a colorful picture 

when meeting a prospective customer. Your first impres-

sion is the most important. 

Jerry Roche, Terry Mclver 

2 6 Spr ing landscape recovery 
You and your customers might be surprised to see all the 

damage done by winter snow plows and salt. Here are some 

spring fix-it suggestions. 

James E. Guyette 

3 1 Wi ld f lower s e e d i n g 
Pick the best of three methods offered for wildflower seed-

ing by the Texas Department of Highways, all of which 

yield an even distribution with good seed-to-soil contact. 

Ron Hall 

3 8 U s i n g g e o t e x t i l e s 
This step-by-step instruction for lining a typical eight-foot 

side slope ditch will help keep soil from eroding. 

Terry Mclver 

4 0 'Least m a n a g e m e n t ' f i e lds 
Park/athletic field managers in small towns, high schools 

or community colleges may need a little help from friends. 

Leif Dickinson 

4 4 P ick ing t h e right dea le r 
When you need new equipment, chemicals or seed, do you 

shop for the best price, or the best deal? Listen to these two 

experts speak. 

Jerry Roche 

4 6 Ha l t ing soi l e ros ion 
The old adage about an ounce of prevention will help you 

avoid environmental problems on your landscapes. 

Fred Kelly 

5 2 Bringing luck ou t o f hiding 
Are you a lucky person? How does luck happen? Can you be 

the beneficiary of luck? Or is luck just something that hap-

pens to other people? 

Ed Wandtke 

5 4 ' H o m e f i e l d a d v a n t a g e ' 
Is it the job of the athletic field manager to create equal 

opportunity for all athletes, or to make sure the home team 

has an edge? 

Steve, Suz Trusty 

5 6 C h e c k i n g o u t c o m p e t i t o r s 
Are some of those 'price cutters' in reality just more 

sophisticated business people from whom you can pick up 

some helpful hints? 

Ed Wandtke 

T E C H C E N T E R 

5 8 How t o g e t t h e b i te on insects 
The appearance of insects means new business for the 

astute lawn/landscape company. 

Bess Ritter May 

6 0 Changing your soil pH 
Obtaining the correct soil pH can be tricky. You may have 

to amend the soil, depending on turf species and existing 

soil conditions. 

T : r g j , i ; u r i u n i 

6 6 Crabgrass, a t o u g h f o e 
Proper fertilization and mowing allow turfgrass to out-

compete crabgrass, but pre-emergents are still very popu-

lar. Also: tips for better product applications, a rundown of 

newer products that give turfgrass pros more options. 

Ron Hall 

7 2 A n e w w e e d c o n t r o l 
Spring-Green Lawn Care's 'biological' program stresses fer-

tility, cuts herbicide use, receives customer approval. 



7 4 T ick r isk s m a l l o n t u r f 
The nymph of the tiny Ixodes dammini is most abundant in woodlots. Nymphs 
are responsible for 70 percent of Lyme disease cases. 
Deborah Smith-Fiola 

S T R I C T L Y G P L F 

76 Bunker renova t ion 
At times, a golf bunker may require some renovation: enlarging to original size, 
repairing drainage, replacing all the sand, or a combination of any of these. 

78 Another v i e w on respec t 
Lack of respect could be a failure to nurture and develop that respect for the 
long term, says this golf course general manager. 
Greg Christovich 

8 0 Golf course l iabi l i ty 
Affirmative action, safety are prime considerations, says GCSAA legal counsel. 
Jerry Roche 

80 Aer i fy ing b e n t g r e e n s 
Many kinds of machines are available for breaking up soil layers, says this 
University of Georgia expert. 
Jerry Roche 
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You might think using less 

insecticide means you'll have to put 

up with more insects. But that's not 

necessarily the case. Because how 

you use your insecticide is as im-

the right tactics, you can use a 

less and still get excellent results. 

Here's a good example. By 

mixing insecticide with insecticidal 

soap, you can reduce the amount 

lamentais by about fifty per-

cent. Insecticidal soap controls 

most soft-bodied insects and mites. 

By adding insecticide, you'll also 

take care of tougher insects, like 

portant as how much you use. With of insecticide you need on your scales and worms. University studies 

A f e w w a y s t o b a l a i th y o u r love f o r d i e e d 



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

suggest you may get 

control than you get with insec^ 

ticide alone. 

Knowing exactly when to apply 

insecticide helps, too. For example, 

adult black turfgrass aetinius are 

cide gives you so much control at 

such a low rate. It's available in 

water-soluble packets. And it can be 

bio-monitored, which can reduce 

the likelihood of over-exposure. 

Now, we realize you probably 

nee your hate for insects 
I i first present at the same have some questic HIS. That's why 

i r o n m e n t . 
present ; 

time the black locust tree we created The Turf Manager s 

blooms. Make your insec- Guide To Responsible Pest Manage -

ticide application then, 

and you'll get the most ef-

ficient, effective control. 

Your insecticide it-

Why A dults Should Spend 

Time Catching Bugs. 

If you want better results from the 

insecticide you use, insect traps can 

help. They allow you to find out when 

certain pest insects are present and 

time your insecticide applications ac-

cordingly. Insect traps are inexpensive, 

easy to use, and they'll help you get 

greater control using less insecticide. 

Pitfall Trap 

Pheromone Trap 

ment. Its 44 pages packed with 

information on the latest tech-

niques for 

^controlling 

isects, 

weeds and 

turf diseases. 

For a free copy, 

| just return 

the coupon,"orrall our toll-free tele-

phone number. 

Because when you apply a little 

knowledge, you don t need to apply 

as much insecticide. 

self can also make a difference. 

After all, different insecticides work 

at different rates. Which is why 

Dursban* insecticide could be your 

best choice. 

Just one pound active ingredi-

ent per acre controls chinch bugs, 

billbugs, sod webworms and a host 

of other insects. No other insecti-

Send me the following 
Management Guide(s): 
• Cool Turf, • Warm 
Turf, Nursery and 
Landscape. 
Mail To: DowElanco, RO. Box 3064, 
Cedar Rapids, IA 52406. Or call: 
1-800-729-3693 ext. 6493 

Name 

Company». 

Address 

City-

Zip— 

_ State. 

. Phone (_ 

The chemistry is right. 
Dursban is available in liquid, dry flowable, granular and 

fertilizer formulations. * Trademark of DowElanco. 
©1993 DowElanco. 03 



A S K THE 
E X P E R T 
D R . B A L A K R I S H N A R A O 

Anticipat ing droughty conditions 
Problem: If we experience another water shortage this summer, 
I'm sure restrictions will be imposed. Are there any products that 
will stretch our rainwater and help alleviate the stress which will 
be placed on our lawns and trees? (The first thing I read is your 
informative column—keep up the good work.) (New York) 
Solution: The past several years, many parts of the country expe-

rienced extended periods of dry weather, leading to drought-relat-

ed problems of established turf and plants. 

Reports indicate that proper fertilization, preferably prior to 

drought but also during or after, helps promote deeper and 

healthier grass and tree roots. Potassium in the fertilization pro-

gram will help develop thicker cell walls and make plants more 

drought hardy. Consider providing proper fertilization to improve 

overall plant health. 

Other cultural practices such as mulching for trees helps 

maintain soil moisture and prevents weed establishment. 

If the soil is compacted, consider aerification to promote bet-

ter rooting and infiltration of water and fertilizer. 

Water trees infrequently and deeply. Generally, for most clay 

types of soils, two inches of water per week is sufficient to wet the 

top 12 inches of soil. For sandy soils, watering twice a week 

should be sufficient. Since most of the active roots are in the top 

12 to 18 inches, this will help maintain good root growth. 

The soil may repel water if it is very dry (hydrophobic). In this 

situation, an application of dishwashing (soapy) water or a com-

mercial wetting agent such as Aquagro would be beneficial. 

To improve water holding capacity, a number of polyacramide 

gel products can be used. These should be amended into the soil 

and can be tried on a small scale if you are not familiar with 

them. Our experimental results have been variable. 

For lawn areas, the same cultural practices are beneficial. 

During drought periods, use greater proportions of low-burn fer-

tilizer. Water the turf one inch per week for most clay soils and 

two times a week for sandy soils. 

When such watering is not possible, some extension personnel 

recommend infrequent light watering (syringing) to keep the 

turfgrass crown alive. Research information on this is lacking. 

Another important factor is mowing. Cut the turfgrass blade at 

the recommended cutting height. Generally, if in doubt, maintain 

the cutting height for cool-season grasses at 2Vi inches. This will 

help conserve moisture and improve density, color and greater 

surface area for photosynthesis. 

Residual activity on insecticides 
Problem: Where can information be found that gives residual 
activity t ime for various insecticides such as Dursban, Sevin, 
diazinon and malathion? (Michigan) 
Solution: Residual activity of most of the pesticides can be found 

in a publication entitled "Pesticide Information Manual," edited 

by the Northeastern Regional Pesticide Coordinators and pub-

lished by the Cooperative Extension Service, USDA. For the most 

up-to-date information, contact the manufacturers of specific pes-

ticides. The residual activity of some of the insecticide available in 

the green industry is as follows: 

m •iTTi M^-MJi'P 

diazinon 1 week 

malathion 1-3 days 

Dursban few days 

Sevin 2-10 days 

2 months 10 days 

2 weeks-1 month short residual 

several weeks 9 weeks-1 year 

3-4 months 3 weeks 

Grass clippings on lawns 
Problem: The removal and disposal of yard waste in general and 
grass clippings in part icular presents a major problem in the 
future because of new regulations. I would appreciate your opin-
ion on leaving grass clippings on the lawn. (Ohio) 
Solution: Reports indicate that many states in the U.S. will have 

regulations on yard waste, including grass clipping disposal, in 

the near future. In the past couple of years, a number of articles 

were written in various magazines regarding these issues (LM, 

October, 1990). Also, a number of private companies and munici-

palities are showing interest in dealing with this problem. 

Contact your city officials and cooperative extension service to 

find out more about these activities. 

Reports suggest that return of clippings over an extended peri-

od of time tends to reduce the turfgrass quality under intensive 

turfgrass culture. Therefore, you may want to consider clipping 

removal under these conditions. Clippings should be removed 

when the plates are too long or they have a high potential for dis-

ease development. 

Turfgrass maintained under a low-intensity fertilizer program 

can benefit by returning the clippings. These clippings release 

nitrogen to the soil, which can in turn be used by the turfgrass 

plant. This would help reduce the total amount of nitrogen need-

ed by the plant. In general, returning the clippings can provide up 

to one pound of actual nitrogen over a period of one year. 

Where feasible, consider using a mower that would shred or 

mulch the clippings to aid in decomposition. 

Dr. Balakrishna Rao is Manager of Research and Technical 

Development for the Davey Tree Co., Kent, Ohio. 

Mail questions to "Ask the Expert, " LANDSCAPE MANAGEMENT, 

7500 Old Oak Blvd., Cleveland, OH 44130. Please allow two to 

three months for an answer to appear in the magazine. 
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Post-emergence 
warm-season 
turfgrass weed 
control 
One of t h e keys: t h e 
tolerance o f w a r m - s e a s o n 
grasses t o p o s t - e m e r g e n t s 
decreases in hot w e a t h e r , 
drought a n d / o r h igh 
humidity. 

by Tim R. M u r p h y , Ph . D. 
University o f G e o r g i a 

• Unlike pre-emergence herbicides, which 

must be applied at certain times of the 

year, post-emergence herbicides provide 

the turfgrass manager with viable options 

to control weeds over the entire year. 

A complete chemical weed control pro-

gram can be based on post-emergence 

herbicides. However, most post-emer-

gence herbicides usually cause temporary 

injury to turfgrasses. Therefore, the pri-

mary use of post-emergence herbicides is 

to supplement the level of weed control 

obtained with the use of pre-emergence 

herbicides. 

Post-emergence herbicides offer several 

advantages relative to the use of pre-emer-

gence herbicides. This group of herbicides 

can be applied on a spot treatment or as-

needed basis directly to a weed infestation. 

Pre-emergence herbicides are usually 

applied to the entire turfgrass area. Spot 

treatments of post-emergence herbicides 

are less expensive than broadcast applica-

tions of pre-emergence herbicides. Post-

emergence herbicide control may be used 

on newly sprigged or sodded warm-season 

turfgrasses. In areas that are scheduled to 

be overseeded or renovated, the majority of 

post-emergence herbicides can be used 

prior to renovation. 

P r o b l e m w e e d m a n a g e m e n t —Here 

are some effective ways of controlling the 

more persistent weeds which you, as a 

landscape manager in the southern part of 

the U.S., will come in contact with: 

Common bermudagrass: Unless it is 

the desired turfgrass, com-

mon bermudagrass is an 

aggressive, competitive 

weed in southern turfgrass-

Vi rg in ia b u t t o n w e e d 
r e m a i n s t h e m o s t 
t e n a c i o u s of w a r m -
s e a s o n w e e d s . 

es. Multiple applications of Vantage can be 

used to suppress bermudagrass in cen-

tipedegrass. In zoysiagrass, repeat applica-

tions of Acclaim at three-week intervals 

during the summer months will suppress 

common bermudagrass growth. Prograss 

has recently been registered for the sup-

pression of actively-growing common 

bermudagrass in St. Augustinegrass. 

Bahiagrass: Repeat application so 

MSMA or DSMA at 7- to 10-day intervals 

will control bahiagrass in MSMA/DSMA-

tolerant turfgrasses. In labeled warm-sea-

son turfgrasses, DMC will effectively con-

trol "Pensacola" bahiagrass. In centipede-

grass, repeat applications of Vantage at 10-

to 14-day intervals will suppress bahia-

grass growth and seedhead development. 

Dall isgrass: A difficult-to-control 

warm-season perennial. In bermudagrass 

or zoysiagrass, two to four repeat applica-

tions of MSMA or DSMA will be necessary 

to control this weed. Also, a non-ionic sur-

factant should be used with MSMA or 

DSMA to control dallisgrass. Stay on the 

application schedule (two to four applica-

tions, each at a 5- to 10-day interval) for 

proper control. 

Nutsedge: Basagran T/O will provide 

good control of yellow nutsedge, but not 

purple nutsedge. Monthly applications of 

MSMA or DSMA in tolerant turfgrasses 

during the late spring and summer 

months can be used to suppress the 

growth of both species. 

With the exception of bahiagrass and 

carpetgrass, Image can be used in warm-

W i n t e r 
w e e d s 
a r e a t 
h o m e in 
d o r m a n t 
b e r m u d a -
g r a s s . 



season turfgrasses for yellow and purple 

nutsedge control. The addition of MSMA 

to Image generally improves nutsedge 

control in MSMA tolerant turfgrasses. A 

repeat application, six to eight weeks after 

the first application of Image or Image + 

MSMA will be required to control 

nutsedge during the summer months. 

Prostrate spurge: Repeat applications of 

two-way or three-way broadleaf herbicides 

can be used to control this summer annual. 

In bermudagrass, low rates of Sencor will 

effectively control emerged prostrate 

spurge. Research conducted in Florida has 

shown that DMC will effectively control 

prostrate spurge in bermudagrass. 

Virginia buttonweed: Still probably the 

most difficult to control. Monthly applica-

tions of a two-way or three-way herbicide 

will be needed during summer months. 

Recent research in Alabama and 

Mississippi has shown that a tank mix of 

2,4-D + metsulfuron has potential for 

control. 

—The author is an extension 

agronomist specializing in weed science 

at the University of Georgia. 

continued on page 14 

Post-emergence suggestions 
• Apply post-emergence herbi-

cides to small, actively-growing 

weeds. Perennial and annual weeds 

that are growing under good soil 

moisture conditions at moderate air 

temperatures (60°-90° F) are easier to 

control with post-emergence herbi-

cides than weeds that are stressed due 

to adverse environmental conditions. 

• Do not use when turf and weeds 

are under stress. The tolerance of 

warm-season turfgrasses to post-

emergence herbicides decreases at air 

temperatures greater than 90° F, 

when turfgrasses are drought 

stressed or when they are growing 

under high soil moisture and high 

relative humidity conditions. 

Herbicides that contain 2,4-D, dicam-

ba, mecoprop, dichlorprop, imaza-

quin, MSMA and DSMA should not be 

applied at high air temperatures 

since there is an increased risk of 

unacceptable turfgrass injury. Always 

follow the most restrictive warning 

that is shown on the label. 

• Single applications at high rates 

generally cause more turfgrass injury 

than repeat applications at low rates. 

Additionally, single, high-rate appli-

cations often do not control perenni-

al weeds. The repeat application is 

usually made at an interval of 7 to 14 

days after the first application, or 

when re-growth of the weed is noted. 

• Coordinate mowing schedules. 

Generally, mowing should be 

delayed three to four days prior or 

after a post-emergence herbicide 

application. 

• Do not apply immediately 

before rainfall or irrigation. 

• Use surfactants and crop oil 

concentrates according to label 

directions. 

• Calibrate all spray equipment 

and train the operator. 

—Dr. Murphy 

Start the spray season 
three times better prepared. 

W i t h new TeeJet® Triple Nozzle Bodies, you're prepared for 
a lmost any spraying appl icat ion. Change tips w i t h a quick twist 
of the nozzle body. In a few seconds, you'll be spraying again. 

Upgrade your sprayer this year w i t h TeeJet Triple Nozzle 
Bodies w i t h ChemSaver® no-dr ip check valves. There's no 
bet ter way to spray 

Circle No. 148 on Reader Inquiry Card 
Spraying Systems Co. 
PO Box 7900. Wheaton. IL 60189 7900 

Sprayer Tune-Up Week 
February 22-26 



When a fertilizer performs like Poly-S, 
you let your customers do the talking. 

"Poly-S has met and exceeded our 
expectations with its 12 week residual.' 

Dave Gilfoil, Superintendent, 
HAYDEN LAKE COUNTRY CLUB, 

Hayden Lake, ID 

"Poly-S works great. We've eliminated 
one fairway application with it and 

plan on using it in the fall after 
a ryegrass overseeding. " 

John Hoofhagle, Superintendent, 
VALLEY COUNTRY CLUB, 

Aurora, CO 

"Great Product" 

Jimmy Geter, Superintendent, 
THE FARM 

Rocky Face, GA 

"The membership at the club was 
complaining about tight lies in the fairway 

and wanted us to change the cutting 
height. The improvement in turf quality 
after applying Poly-S led many to believe 

we had raised the height of the cut." 

Kevin West, Superintendent, 
OLYMPIA FIELDS COUNTRY CLUB, 

Olympia Fields, IL 

"The best fertilizer we've ever seen on 
this place. Fairways look incredible!" 

Joe Forden, Superintendent, 
AUTHER PACK GOLF COURSE, 

Tucson, AZ 

"We've been very impressed 
with the product's spreadability 

and uniformity." 

Scott Buley, Superintendent, 
COUNTRY CLUB AT ALISAL, 

Solvang, CA 

"I really like the color Poly-S gives my 
fairways and the even greening." 

Randy Scafturon, Superintendent, 
RIVERSIDE COUNTRY CLUB, 

Chehalis, WA 

"We have been very satisfied with 
Poly-S. It's given us consistently good 
performance with good, even color." 

Pat Holt, Superintendent, 
HUNT VALLEY GOLF COURSE, 

Hunt Valley, MD 

"Excellent response and longevity. 
We're very pleased with Poly-S." 

Thomas Schlick, Superintendent, 
MARRIOT'S GOLF COURSE 

AT WINDWATCH 
Hauppauge, NY 

"The results with Poly-S have 
been tremendous. I've never seen 

grass respond this well to anything else. 
The increase in density and color 
retention has been just amazing." 

Scott Venable, Superintendent, 
TAM O'SHANTER GOLF COURSE, 

Canton, OH 

"It's working even better than we expected. 
With applications in late January and May, 

we're seeing a 65 to 75-day residual." 

Jeff Kidder, Superintendent, 
MARRIOTTS CAMELBACK 

GOLF CLUB, 
Scottsdale, AZ 

"The new Poly-S fertilizers are more 
economical and have a higher 

nutrient availability" 

William Twig, Superintendent, 
THE WITCH, 

Myrtle Beach, SC 

"Poly-S is a good product. It spreads 
real nice and holds color real well. 

The residual lasted three months for us." 

Scott Fischer, Superintendent, 
JUPITER ISLAND COUNTRY CLUB, 

Hobe Sound, FL 

"Poly-S spread so easily that our 
application rates required downsizing" 

Brian Conklin, Superintendent, 
GRAYLING COUNTRY CLUB, 

Grayling, MI 

"I really like Poly-S. It gives you 
slow, lengthy release and good greening. 
And the spreadability is great. No dust, 
no odor problem. It performs well with 

the extreme temperatures we get 
here in the desert." 

Bill Rohret, Superintendent, 
SUNRISE COUNTRY CLUB, 

Las Vegas, NV 

After only one year, over 4,400 
turf managers have switched to 
Poly-S technology, making it one of 
the fastest growing fertilizer lines 
in history. 

The best thing about Poly-S is 
that it performs as promised. Its 
unique, patented multiple coating 
system assures h igher nutr ient 
efficiency (no unreleased nitrogen) 
and consistent, extended residual 
for better greening without surge 
growth. And because Poly-S offers 

the capability for selecting specific 
release rates, it has proven its 
effectiveness under a variety of 
ag ronomic cond i t ions in every 
region of the country. 

Poly-S is making a difference on 
courses nationwide, but the only 
proof that really matters is on your 
own turf. For more information 
about Poly-S fertil izers, contact 
your Scott Tech Rep today. Or call 
1-800-543-0006. 

Poly-S Technology 



P O S T - E M E R G E N C E HERBICIDES, W A R M - S E A S O N T U R F G R A S S 
C o m m o n n a m e 
asulam 
atrazine 
bentazon 
bromoxynil WttÊÊÊÊHtÊÊ 
2 ,4 -D 
2 ,4 -D + dicamba 
2 ,4 -D + dichlorprop 

2 ,4 -D + mecoprop 
2 ,4 -D mecoprop + dicamba 

2 ,4 -D + mecoprop 
+ dichlorprop 

dicamba 
diclofop-methyl1 

diquat2 

D S M A 
ethofumesate 

fenoxaprop 

glyphosate 
imazaquin 

mecoprop 
mecoprop + 2 ,4 -D 
+ dichlorprop 
M C PA + mecoprop 

+ dicamba 
metribuzin 

metsulfuron 

M S M A 
M S M A + 2 ,4 -D + mecoprop 

+ dicamba 
pronamide 

Trade n a m e 
Asulox 
Aatrex, others 
Basagran T / O 
Buctril 
numerous formulations 
Eight-One; Phenabane 801 
W e e d o n e D P C Amine; 

W e e d o n e D P C Ester 
Lescopar; 2 Plus 2 
Tr imec Classic; Trex-san; 

Three -Way 
Weedestroy Triamine; 

Weedestroy Tri-Ester 
Banvel 
lloxan 
Diquat 
numerous formulations 
Prograss 

Acclaim 

Roundup 
Image 

Mecomec: Lescopex 
Southern Trimec 

Weedestroy Triamine II; 
Weedestroy Tri-Ester II 
Sencor Turf 

D M C 

numerous formulations 
Trimec Plus 

Kerb 

Uses 
Grassy w e e d control in St. Augustinegrass 
Pre- and post- broadleaf and grass w e e d control 
Primarily used for yellow nutsedge control 
Broadleaf w e e d control on seed or sod farms only 
Broadleaf w e e d control 
Broadleaf w e e d control 
Broadleaf w e e d control 

Broadleaf w e e d control 
Broadleaf w e e d control 

Broadleaf w e e d control 

Broadleaf w e e d control 
Goosegrass control in bermudagrass 
Winter annual w e e d control in dormant bermudagrass 
Grassy w e e d control in bermudagrass and zoysiagrass 
Pre- and early post- annual bluegrass control in overseeded 

bermudagrass. C o m m o n bermudagrass suppression in 
St. Augustinegrass. 

Annual grass control and suppression of bermudagrass 
in zoysiagrass 

Winter annual w e e d control in bermudagrass 
Purple nutsedge and wild garlic control in warm-season turf-

grasses (except bahiagrass) and certain broadleaf weeds 
Broadleaf w e e d control 
Broadleaf w e e d control 

Broadleaf w e e d control 

Goosegrass control in bermudagrass, and prostrate 
spurge and numerous winter annual broadleaf weeds 

Controls Pensacola' bahiagrass. wild garlic, prostrate spurge and numer-
ous broadleaf weeds 

Grass w e e d control in bermudagrass and zoysiagrass 
Grass and broadleaf w e e d control in bermudagrass and 

zoysiagrass 
Annual bluegrass control in bermudagrass 

sethoxydim Vantage Annual grass control and suppression of bahiagrass 
in centipedegrass 

1 Diclofop-methyl has a state label for use in Alabama. Florida, Georgia, Mississippi, North Carolina and South Carolina. 
2 Diquat has a state label in Arkansas. Louisiana, Mississippi, Oklahoma. Tennessee and Texas for winter annual w e e d control in dormant bermudagrass. 

Source: Dr. Murphy 

Table 2. 

W A R M - S E A S O N TURFGRASS T O L E R A N C E T O POST-EMERGENCE HERBICIDES 
H E R B I C I D E / T U R F B A H I A B E R M U D A C E N T I P E D E C A R P E T G R A S S S T . A U G U S T I N E Z O Y S I A 

a s u l a m N R - S T 1 N R - S N R - S l -T NR 
a t raz ine NR- I S(D) T N R - T T I 
ben tazon T T T N R - T T T 
b romoxyn i l T T T NR- I T T 
2, 4 - D T T I I S - l T 
2, 4 - D + d i c a m b a T T S - l l -T S - l T 
2, 4 - D + d ich lo rp rop T T I l -T S - l T 
2, 4 - D + m e c o p r o p T T I l -T S- l T 
2, 4 - D + m e c o p r o p l -T l -T S - l l -T S - l T 
+ d i c a m b a 
2, 4 -D + m e c o p r o p T T I I I T 
+ d ich lo rp rop 
d i c a m b a T T l -T T S - l T 
d ic lo fop-methy l NR T NR NR NR NR 
D S M A . M S M A N R - S T N R - S N R - S N R - S I 
f enoxap rop N R - S N R - S N R - S NR N R - S T 
g l y p h o s a t e 2 S(D) S (D) S S S S 
imazaqu in N R - S T T NR- I T T 
M C PA + m e c o p r o p T T I I I T 
+ d ich lo rp rop 
m e c o p r o p T T S- l I S - l T 
met r ibuz in NR- I T N R - S N R - S N R - S N R - S 
metsu l fu ron N R - S T T NR T l -T 
p ronam ide NR T NR NR NR NR 
se thoxyd im N R - S N R - S T NR- I N R - S NR- I 

T= Tolerant at labeled rates l= Intermediate to lerance; use at reduced label rates S= Sensi t ive; do not use this herbic ide D= Dormant appl icat ions r e c o m m e n d e d 
N R = N o t reg is tered for use on this tu r fg rass 1 Labe led on ly o n T i f w a y ' (419) b e r m u d a g r a s s and St. Augus t i neg rass 
2 Bah iag rass a n d b e r m u d a g r a s s are to lerant to g l yphosa te w h e n comp le te ly do rman t . Source: Dr. Murphy 

continued on page 16 



Unlike other herbicides which 
only burn back yellow nutsedge 
above the surface, Basagran 
T/O herbicide travels d o w n into 
the roots, rhizomes and tubers 
to make sure yellow nutsedge 
doesn't come back. 

With Basagran T/O, 
an over-the-top appli-
cation is all it takes to get to the 
bottom of your yellow nutsedge 
problem. A n d while it's tough on 
weeds like yellow nutsedge, 
Basagran T/O is 
gentle on nearly 
all established 
turfs. It's even safe as a directed 
spray near some of your favorite 
ornamental 
varieties. 

And if that 
weren't enough, 
Basagran T/O 
comes in two 
convenient pack-
age sizes to fit 

( 

any j ob—p in t or 
1 gallon jug. 

Don't let annual 
sedges and yellow 

nutsedge take root. Call 
1-800-878-8060 today for 

complete information on 
Basagran T/O. 

Simple solutions 
to complex 
problems. 

Always read a n d fo l low l a b e l d i r e c t i o n s . B a s a g r a n is a r e g i s t e r e d 
trademark of B A S F A G . © 1 9 9 3 B A S F C o r p o r a t i o n . J J 8 3 6 7 BASF 



Post-emergence control 
of cool-season weeds 
Contact or systemic? 
Selective or non-
selective? Ester or 
amine? The astute 
turfgrass manager can 
make the proper 
herbicide choices after 
identifying problem. 

• The best way to control annual weeds is 

through a careful cultural program, pro-

ducing a dense, healthy stand of turfgrass. 

By paying close attention to proper mow-

ing height and frequency, fertilization and 

irrigation, annual weeds can be kept to a 

minimum. 

Specific weed problems, then, can often 

be indications of unfavorable environmental 

conditions for turfgrass growth, according 

to Dr. A1 Turgeon of Penn State University. 

In his book "Turfgrass Management," Dr. 

Turgeon gives instances: 

"Large infestations of knotweed fre-

quently occur where severe soil compaction 

limits turfgrass growth. Ground ivy often 

invades under trees where insufficient sun-

light results in the decline of Kentucky blue-

grass and other shade-intolerant turfgrasses. 

The presence of red sorrel is usually indica-

tive of acid soil conditions." 

According to Dr. Prasanta Bhowmik of 

the University of Massachusetts, a good 

weed control program consists of the follow-

ing steps: 

1 ) knowing whether the specific problem 

is a grassy or broadleaf weed; 

2) knowing whether the weed's lifecycle 

POST-EMERGENCE GRASS AND SEDGE CONTROL 
COMMON NAME TRADE NAME MANUFACTURER COMMENTS 
DSMA DSMA liquid 

Methar 30 
Broadside, DSMA 81% 

Riverdale, 
Drexel 
W.A. Cleary 
Vertac 

Controls crabgrass and 
nutsedge. Repeat applications 
are needed for nutsedge 
control. Discoloration may 
occur in fescue and bentgrass. 

MSMA Daconate 6 
Drexar 530 
MSMA 6.6 

ISK Biotech 
Drexel 
Drexel 

Controls crabgrass, nutsedge. 
Repeat applications needed for 
nutsedge control. 

fenoxaprop Acclaim Hoechst-Roussel Can be tank-mixed with 
residual pre-emergence and 
post-emergence broadleaf 
herbicides. 

bentazon Basagran BASF Controls only sedges. Repeat 
applications are necessary. 

dithiopyr Dimension Monsanto Can be tank-mixed with 
Acclaim. Apply to crabgrass 
with three tillers or less. Can 
be applied with fluid fertilizer 
or other registered pesticides. 

Source: Dr. Prasanta Bhowmik, Univ. of Mass. 

is annual or perennial; and 

3) selecting the most effective herbicide. 

Post-emergence herbicides can be either 

contact or systemic. Contact herbicides 

enter and destroy the parts of the weed plant 

in which they come in contact. Systemic 

herbicides are translocated through the 

plant following absorption and are, there-

fore, more effective than contact herbicides 

for controlling perennial weeds, according 

to Turgeon. 

Grassy weeds—Annual grassy weeds, 

most commonly crabgrass, are probably the 

biggest weed problem facing landscape man-

agers. The preferred method of crabgrass 

control is with pre-emergence herbicides. 

However, when this method does not com-

pletely work, post-emergence herbicides 

must be used. 

Post-emergence control of annual grassy 

weeds is becoming popular because of inte-

grated pest management programs which 

include scouting for weed presence. 

For turfed areas that have not had a his-

tory of crabgrass invasion, skipping the pre-

emergence application and spot-treating 

with a post-emergence product could be 

employed. The advantage of this approach is 

flexibility and potential cost savings; the 

drawback is that you must tolerate a certain 

level of crabgrass before treating. 

Until 1987, the only available post-emer-

gence crabgrass material was MSMA. 

According to Dr. Bruce Branham of 

Michigan State University, two applications 

10 to 14 days apart are required for effective 

control. In addition, MSMA products can be 

phytotoxic under summer's hot, humid 

conditions. 

However, a product called Acclaim 

(fenoxaprop) is now on the market. On 

young crabgrass (two tillers or smaller), you 



"Just drop the packef 
into the spray tank." 

NEW from the Trimec " people: 
HERBICIDE f f 

ENCORE DSC 
A new MCPA broadleaf herbicide 

in a dry, sprayable concentrate 
A major advancement in Trimec technology. A broad-spectrum, 
patented MCPA post -emergence broadleaf herbicide for use on 
ornamental turfgrass. Packaged in pre-measured, water-soluble 
bags. Just drop the packet into the spray tank, and you're ready to 
help keep Amer ica beautiful. Contains 32 .4% MCPA; 14.5% M C P P ; 
and 3 % d icamba as act ive ingredients. 

Circle No. 134 on Reader Inquiry Card 

No other herbic ide 
can g ive y o u all 
of these a d v a n t a g e s 

• D isso lves in co ld water wi th 
m in ima l ag i ta t ion 

• S tays in so lu t ion — not a 
s u s p e n s i o n 

• No m e a s u r i n g — just d rop the 
requi red n u m b e r of packe ts 
into spray tank 

• No conta iner recyc l ing or 
t r iple r insing requi red 

• No danger of f reez ing — s a v e s 
va luab le s torage s p a c e 

• A product of Tr imec technology, 
w h i c h is your g u a r a n t e e of 
profess iona l qual i ty 

pbi /Gondon 
coRponation 

• Inc reases mix ing a c c u r a c y 
a n d the e a s e of hand l ing 

1217 Wes t 12 th S t r e e t 
P.O. Box 4 0 9 0 
Kansas City, MO 641Ü1 
8 1 6 / 4 2 1 - 4 0 7 • 

Trimec« and Encore® are registered trademarks of PBI/Gordon Corporation. ©1992, PBI/Gordon Corporation. 767R-293 



can often get 95 percent or higher control, 

Branham observes. 

B r o a d l e a f w e e d s—Some control of 

annual broadleaf weeds is obtained from 

pre-emergence herbicides used for annual 

grass control. However, complete control is 

not possible, Dr. Turgeon says; therefore, 

some post-emergence applications may be 

required whether pre-emergents are used or 

not. 

A successful post-emergence weed con-

trol program for broadleafs is contingent 

on proper herbicide selection, uniform 

application and proper dosage. The herbi-

cide selected should depend on the weeds to 

be controlled and the turfgrass which is to 

be treated. Mixtures of two to three herbi-

cides are commonly used because the com-

binations are more effective than any single 

herbicide. 

With the exception of MCPP, 2,4-D is the 

primary component of most multiple-herbi-

cide mixes. And there are differences in effi-

cacy among the different mixtures. 

However, the most important factor con-

trolling efficacy is the type of formulation 

used. 

Choose a formulation best suited to your 

needs. Ester formulations, which are oil sol-

uble, tend to penetrate the leaf better than 

amines, which are water soluble. So esters 

are generally better weed control products 

than are corresponding amines. 

According to Dr. Branham, amines 

should always be used in the spring when 

plant material is breaking dormancy, active-

ly growing, and very susceptible. Esters can 

and should be used in the summer when 

weeds are starting to harden off and are less 

susceptible; and in the fall when non-target 

plants are hardening off for the winter and 

are much less susceptible to injury from 

volatile broadleaf herbicides. 

Most hard-to-control weeds are perenni-

als: wild violet, woodsorrel and ground ivy, 

for instance. These weeds have extensive 

root systems, which must be killed. In gen-

eral, spring herbicide application is stan-

dard; but post-emergence herbicides can 

also be applied in the fall for certain weed 

species like ground ivy, hawkweed, plantain, 

wild strawberry and thistles. The fall treat-

ment also controls many seedlings of winter 

annuals (like common chickweed, corn 

speedwell and henbit) that germinate in late 

August or early September. 

Non-selectives—Non-selective herbi-

cides are used to control all vegetation and 

therefore are not normally used in a turf 

weed control program. 

They are, however, useful for edging 

around trees and for controlling weeds in 

the cracks of sidewalks and driveways where 

they are often combined with a pre-emer-

gence herbicide like Surflan to provide long-

term residual weed control. 

Non-selective herbicides can also be used 

to control weeds in mulched planting beds 

or gardens by directing the spray only on 

the weeds present. 

Table 2. 

B R O A D L E A F H E R B I C I D E M I X T U R E S 
F O R P O S T - E M E R G E N C E W E E D C O N T R O L 

H E R B I C I D E T R A D E N A M E R A T I O M A N U F A C T U R E R 

2,4-D + MCPP 2 Plus 2 
Lescopar 
2,4-D + M C P P 

1:1 
1:2 
2:1 

ISK Biotech 
Leseo 
W.A. Cleary 

2,4-D + 2,4-DP Chipco Weedone DPC Ester 
Chipco Weedone DPC Amine 
Turf D + DP Ester 

1:1 
1:1 
1:1 

Rhone-Poulenc 
Rhone-Poulenc 
Riverdale 

2,4-D + d icamba 8-1 Select ive Herbicide 
Riverdale 81 Select ive Weed Killer 
Riverdale 101 Weed Killer 

8:1 
8:1 
10:1 

Leseo 
Riverdale 
Riverdale 

2,4-D + 2,4-DP + M C P P Weedest roy Tr iamine 
Weedestroy Triester 

1:1:1 
1:1:2 

Riverdale 
Riverdale 

MCPA + M C P P + 2,4-DP Weedest roy Tr iamine II 1:1:1 Riverdale 

2,4-D + M C P P + d icamba Three-Way Select ive Herbicide 
Tr imec Classic 
Bentgrass Select ive 
Triplet 

1:5:.009 
1:5:1 
0.5:1.5:0.2 
2.44:1.3:0.22 

Leseo 
PBI Gordon 
Leseo 
Riverdale 

2,4-D + triclopyr Turf lon D Ester 
Turf lon II Amine 

2:1 
2.6:1 

DowEIanco 
DowEIanco 

triclopyr + clopyral id Confront Amine 3:1 DowEIanco 

Source: Dr. Bhowmik 

Table 3. 

S U G G E S T E D 
T R E A T M E N T S FOR 

H A R D - T O - C O N T R O L 
B R O A D L E A F S 

Ground ivy (Glachoma 
hederacea)\ Use Turf Ion D, 
Super Tr imec or Weedone 
DPC. Very difficult to con-
trol in summer . Fall applica-
t ion is desirable. 

Prostrate knotweed 
(Polygonum aviculare): 
Same post-emergents as 
ground ivy. Summer control 
difficult. 

Creeping speedwel l 
(Veronica filiformis): Use 
Turf lon D, Weedone DPC 
or Tr imec. Several other 
speedwel l species are also 
difficult to control. Can be 
control led with pre-emer-
gence appl icat ion of 
Dacthal 6F. 

Spurge (Euphorbia 
supina): Use Turf lon D, 
Tr imec or Weedone DPC. 
Spr ing or summer applica-
t ion desirable. Can also be 
control led with pre-emer-
gence spring appl icat ion of 
Dacthal, PreM, 
Team or Dimension. 

Wild violets (Viola spp.)\ 
Use Turf lon. Usually 
requires fol low-up appl ica 
tion in one to four weeks. 

Yellow woodsorrel (Oxalis 
stricta): Use Turf lon D, 
Super Tr imec, Weedone 
DPC, Pre-M, T e a m or 
Dimension. Spring applica-
t ion of pre-emergents will 
control oxalis. 

Source: Dr. Bhowmik 



L M R E P O R T S 

Lawn mower engines: 
what are the choices? 
Though t h e e n g i n e is only 
part o f w h a t you ' l l be pur-
chasing w h e n you v is i t 
your l a w n m o w e r d e a l e r , 
i t 's a n i m p o r t a n t par t , 

• When buying new lawn mowers, the 

landscape manager faces a variety of 

options, ranging from deck size to ground 

speed to mulching capabilities. Often over-

looked is the engine that is part of the 

mower—a very important part, indeed. 

Generally speaking, landscape man-

agers like the following attributes on their 

lawn mower engines: 

• easy starting: 

• heavy duty, long life, dependable: 

• quiet running; 

• good guarantees/warranties: and 

• fuel efficiency. 

Also, make sure the most-serviced 

parts on the engine offer easy access. 

Time saved working on equipment in the 

repair shop translates into a more dollar-

efficient business. 

Most engine manufacturers are doing 

their best to meet federal and California Air 

Resources Board (CARB) engine emission 

standards before they officially go into effect 

(see Chart 1). The federal standards become 

law in 1999. 

Gary Wilson of Onan in Minneapolis, 

Minn, says prospective buyers should also 

look for broad range torque "for the power 

to do the work at the widest variety of RPMs 

possible." 

Some of the options available include 

piston cooling jets and full pressure lubri-

cation, Wilson says. The piston cooling jets 

on larger engines (16 hp and up) can save 

engine wear. And full pressure lubrication 

will impact significantly on engine and 

bearing life. 

Other things to look for are electronic 

starter (versus recoil) and large gas tank 

capacity (for fewer refilling stops, resulting 

Chart 1 

Total Allowable Emissions 
(hydrocarbons & nitrogen cu ides from engines under ??t> cc ) 

HC • NOx gm/hp-hr 
5 0 

1 9 9 0 1 9 9 4 
Baseline CARB m «««m» io W: Standards 

Source: Briggs & Stratton 

in less downtime). 

If you've got money to spend, an over-

head valve is a good investment. OHV 

engines deliver more horsepower with less 

displacement and engine weight. They also 

run cooler, with less carbon build-up and 

longer life. According to some manufactur-

ers, OHV engines are up to 30 percent more 

fuel efficient. 

See Chart 2 for a list of the major players 

in the domestic lawn mower engine market. 

—Jerry Roche 

Chart 2 

E N G I N E S FOR C O M M E R C I A L L A W N M O W E R S 
M a n u f a c t u r e r M o d e l H P T a n k s i z e S h a f t O H V ? N o t e s C i r c l e N o . 

Briggs & Stratton Q u a n t u m 4 . 0 , 5 . 0 1 .0 -1 .6 qt . ve r t i ca l n o e lec t r i c s ta r t o p t i o n a l 3 0 1 Briggs & Stratton 
I ndus t . P l u s 5 . 0 - 1 8 . 0 1 .5 -4 .0 qt . ho r i z . n o e a s y c o n t r o l s y s t e m 
V a n g u a r d 4 . 0 - 1 8 . 0 5 . 0 - 7 . 2 qt . b o t h y e s a u t o - t y p e a i r c l e a n e r 

Honda G X s e r i e s 2 . 2 - 1 3 . 0 1 .5 -7 .4 q t . ho r i z . n o ver t , sha f t o p t i o n a l 3 0 2 

Kawasaki F A s e r i e s 1 .7 -5 .2 1 .2 -2 .8 qt . b o t h n o JFwm ^ 3 0 3 
F B 4 6 0 V 12 .5 n /a ver t . n o I S ^Nät ^ X j 
F C s e r i e s 5 . 0 - 1 7 . 0 n /a ve r t . y e s 
F E s e r i e s 3 . 7 - 1 1 . 1 2 . 6 - 6 . 8 q t . ho r i z . y e s SSs l öP i ^ 
F G s e r i e s 3 . 6 - 7 . 5 3 . 2 - 6 . 3 qt . ho r i z . n o 
K F 1 0 0 D 10 .0 2 .1 ga l . ho r i z . n o 

Kohler C o m m a n d 5 . 0 - 2 2 . 0 n / a b o t h y e s a u t o c o m p , r e l e a s e 3 0 4 
M a g n u m 8 . 0 - 2 3 . 0 n / a b o t h n o e l ec t r on i c ign i t ion 

Onan P e r f o r m e r 1 6 . 0 - 2 0 . 0 n / a b o t h n o e l ec t r on i c ign i t ion 3 0 5 
El i te 1 2 . 5 - 1 4 . 0 n / a ve r t . y e s a l u m i n u m b lock 

Tecumseh P r o 5 , X L P r o 5 5 . 0 1.5 qt . ve r t . n o 8 . 4 6 cu . in. d i s p l a c e m e n t 3 0 6 
V e c t o r 5 5 . 0 n / a ve r t . n o 1 2 . 6 cu . in. d i s p l a c e m e n t 
1 5 H P O H V 15 .0 n / a n /a y e s b e s t fo r l a w n t r ac to r s 

Source: LM survey, February, 1993 



DIMENSION. Crabgrass that doesn't lose sight 
A good game of golf depends on an intricate combination of 

variables; it's a fragile thing. So is the environment. 

Dimension® turf herbicide lets you complement both. 

Its season-long control of crabgrass contributes to the 

kind of playing surface golfers need for a good game. Yet, as 

tough as Dimension is on crabgrass, it doesn't forget natures 

delicate balance. 

That's because the properties of Dimension include very 

low use rates. You only put down a fraction of the active ingredi-

ent needed with other turf herbicides. Plus, Dimension has 

low mobility in the soil. And it won't leave unsighdy stains. 

Dimension is also exceptionally safe on most turfgrasses. 

You can use it to control a variety of weed species on fairways, 

roughs, tees and greens* — without causing root injury. 



control, from spring to fell, 
of the environment. 

In addition to its environmental characteristics, Dimension 

gives you unparalleled flexibility. It's the only turf herbicide that 

can control crabgrass with either a preemergence or 

emergence application. Oi; with a preemergence 

application of new Dimension on fertilizer; 

you can keep fairways and roughs health) 

and keep crabgrass away. 

•Some precautions apply on putting greens. Consult the label before applying. 

To do a better job of looking after your course, without over-

looking the environment, call: 1-800-323-1421. 

DIMENSION 
Turf Herbicide 

* Monsanto 

The toughest thing to emeige since crabgrass. 

Dimension* is a registered trademark of Monsanto Company. C Monsanto Company 1993 1/93 DIM-30001 

Circle No. 161 on Reader Inquiry Card 



© 1992 7V Tom Company. The Tom Company, Sill Lyndale Aven ue South, Min neapolis, Minnesota 5 '>420. "Toro "and "(irourulsmaster "are registered trademarks of The Torn Company. 

You're a firm believer that rough 
should be its name; not Us condition. 



oughs can be beautiful. 

And playable. If youve got 

the time. Toro's 

Groundsmaster®455-D 

cuts that time in hal t 

. , . f. Groundsmaster' 455-D. 
Because 11 s the first Exlreme m m a u e r . 

ability means increased 

productnnty with superb 

rotary mower designed quality of cut 

specifically for golf course roughs. 

Extremely maneuverable, it gives you a 

consistently superb quality of cut at higher 

heights. Even around trees, bunkers and 

other obstacles. That means you have more 

time to spend on other areas of your course. 

It's one more way Toro has worked with golf 

course superintendents 

for well over half a 

century. To provide 

you with all the 

Groundsmaster' 580-D. , 

16' cutting width precision engineered 
plus great moves. Also 

available: compact, nimble 

Groundsmaster 223-D. tools yOU need. 

Especially when the going gets rough. 

/ IdpijigYniRitQuililylntoPlay. 
Circle No. 155 on Reader Inquiry Card 



M a k e your sales 
pitch snappy 

Hillenmeyer: 
what about 

competition? 

Use your pa l le t o f 
e x p e r i e n c e t o pa int a 
co lor fu l p ic ture w h e n f i rs t 
m e e t i n g a p rospec t i ve 
c u s t o m e r . M o r e on p. 2 6 . 

• When trying to sell your landscape ser-

vices, you'll never have a better opportuni-

ty than your first. 

So say three landscape managers who 

were part of an Associated Landscape 

Contractors of America (ALCA) panel ses-

sion at the Green Industry Expo last 

November. 

"Sales presentations are made up front, 

not at the tail end," says Mike Guthrie of 

Ground Control Landscaping, Orlando, Fla. 

"I show the client I want to work for 

him," adds Judson Griggs of Lied's 

Nursery, Sussex, Wis. "That starts with the 

first phone call. No matter how busy you 

are, you've got to show some excitement 

and genuine interest. That first phone call 

can make or break you." 

Guthrie says he'll send prospective cus-

tomers a brochure and references. An offer 

to drive them to some of Ground Control's 

properties is not out of the ordinary. "I 

want them to check me out," he notes. "I 

know they won't hear anything but 

good things." 

Griggs: 
w h a t about 
cus tomer? 

Face-to-face—The first interview is all-

important. 

Guthrie suggests arriving at the site 

30 to 45 minutes early. "Drive it, walk 

it," he says. "Tear the (existing) land-

scape apart, but don't get negative." 

Griggs says you should "try to go in 

without any pre-conceived notion of 

what the landscape should look like. 

"Shut up and listen to your client, ini-

tially," says Griggs. "You want to find out 

what makes them tick. If they don't tell 

you, you have to start asking the right 

questions. Get them talking so you can 

understand their goals. Explore what 

they're telling you; don't take it at face 

value." 

Griggs says this process is very per-

sonal, especially on a residential proper-

ty. You have to use open-ended ques-

tions, take a lot of notes, or even take a 

tape recorder along. 

"In most instances, people are inter-

ested in getting the most for their 

money," Griggs notes. "We like to tell the 

client we'll meet his objectives in the 

shortest time at the lowest possible cost. 

We tell him we'll be responsible for the 

whole exterior environment." 

One of the initial keys is trying to 

establish a budget. That way, you know 

what design suggestions are possibilities 

and you can begin throwing ideas at the 

prospective client. "Make sure you and 

the client are both on the same page," 

Griggs interjects. 

T a l k i n g m o n e y—Then comes the 

preliminary budget. 

"I develop a preliminary concept, but 

I'm not spending a lot of time on it," 

notes Griggs. "You paint the picture of 

what they should expect. I might throw 

Guthrie: 
w h a t about 
brochure? 

out a couple ideas and get the client's 

reaction. 

"The preliminary budget has some 

round numbers to get the client making 

decisions. I'll also let them know what's 

not in the budget, so there are no sur-

prises later." 

Negotiated bids are handled slightly 

differently. 

"On a negotiated bid, we try to find 

out as much about the customer and 

the competition as possible," says Steve 

Hillenmeyer of Hillenmeyer Nurseries, 

Lexington, Ky. "Talk to other employ-

ees at the company. Ask questions. I 

like to make the first visit a fact-find-

ing mission. 

"When you sit down with those peo-

ple, you'll be amazed at what they'll tell 

you. A few will even tell you what their 

budget is." 

Guthrie adds, "Negotiating usually 

gets down to man-hours. There comes a 

time when you have to do some value 

engineering. There are decisions you 

have to make, and it's a give-and-take; 

you have to weigh each individual situa-

tion." 

All three do complete and total analy-

sis bids or budgets, depending on 

whether the job is negotiated or not. 

Most of the bids/budgets are many pages 

long (see example). 

In the final analysis, remember that 

there's usually a reason the prospective 

client gave you that first telephone call. 

From that point on, "there's a real fine 

line between sales and BS," Guthrie 

notes, and it's up to you to toe that line, 

and to convince the customer that you're 

the best company for the job. 

—Jerry Roche 



TEXTRON 

Circle No. 116 on Reader Inquiry Card 

J a c o b s e n D i v i s i o n of Tex t ron . Inc . 

For mowing performance features, 
nothing else can make this cut. 

Superior greens start with superior greens 
mower features. And the all-new Greens 
King® 422 is loaded with them. 

Exceptional side-to-side, front-to-rear bal-
ance and a more compact roller base help 
accentuate your greens' details, rather than 
your mower's limitations. 

Our new 11-blade, electronically balanced 
reel delivers an unbelievably smooth cut, 
even down to 5/64/' Plus, our exclusive Turf 
Groomer® option simply produces faster, 
truer, healthier greens than any imitator. 

Clutch performer. 
No other walking greens mower can touch 

the 422 for reliability. Our all-new clutch 
has been tested out to the equivalent of 
70 years of operation, without any adjust-
ment or lubrication. 
The same eye for ^ ^ 
quality extends ^ ^ ^ 
throughout this 
unique machine— 
from our space-
age, long-life 
bearings and 

bushings, to the most durable drive belts 
made, to the powerful, high-efficiency 
4-hp, 4-cycle OHV Honda engine. 

With features like drop out drive drum, 
reel and bedknife, and easy, slide-apart 
traction roller with built-in differential, the 
Greens King 422 cuts maintenance time 

as neatly as it cuts grass. 
See for yourself why it's a whole new 

ballgame, ask your Jacobsen distribu-
tor for a complete demonstration. 

I \ ihÊVAìMI ¡Ml ami ihra la l 



Breaking the ice 
W h e n prospec t ing for c o m m e r c i a l c l i en ts , g e t t o 

t h e point and show you c a n de l iver . 

Nick Rush: 
be 

persistent 

• Prospecting for and winning new commer-

cial clients takes more than just being in the 

right place at the right time. 

If you want that office park or corporate 

headquarters contract, you've got to prove you 

can handle the project to begin with, and have 

some references to back it up. 

Here's what three buyers for major 

Indiana-based companies told us they like to 

see in a sales approach and presentation: 

Linda Byers, Eli Lilly Co.: 

• "Contractors have to know the business 

and know their own limitations." If you're 

mailing to a prospect for the first time, the 

brochure has to be an attention-getter. 

• Keep your first presentation short and 

sweet. A portfolio with good quality pho-

tographs is important. 

• Leave the boots at the office: dress like a 

pro to match the surroundings. 

Ed G r e n i e r , American United Life 

Insurance Co.: 

• "Just about anything that complements 

the product we sell is an asset," and that 

includes the property. 

• "The best advertising is the finished 

product. If I can drive by and see something 

that is beautiful and attractive, that's the best 

advertising there is." 

% Active association membership is a plus. 

• In the initial meeting, appearance, sense 

of humor and knowledge of the business all 

count. 

Nick Rush, Cummins Engine Co., Inc.: 

• "I talk to others in the profession to find 

out who they might recommend." 

• "Be persistent; let us know you're out 

there. Be capable, professional and trustwor-

thy. Show that you're able to live up to the 

expectations of the project." 

• At the close: cost (not necessarily the 

lowest), quality, ease of delivery, communica-

tion skills and trustworthiness win the day. 

—Terry Mclver 

Linda 
Byers: 

know your 
l imi tat ions 

Ed Grenier: 
first 

impressions 
count 

Helping landscapes recover 
" from snow and ice damage 

Primary sal t d a m a g e is found a long 
areas a long roads. 

You and your c u s t o m e r s 
might be surpr ised t o s e e 
a l l t h e d a m a g e d o n e by 
w i n t e r snow p l o w s and 
sa l t . H e r e a r e s o m e spr ing 
f ix - i t suggest ions . 

by J a m e s E. Guye t te 

• Even a successful winter snow and ice 

removal program can rub salt into the 

spring wounds of landscape managers when 

they take stock of the damage done to turf 

and plants. 

Heavy use of salt or other materials, 

including urea and other alternative prod-

ucts for ice-melting on sidewalks, streets 

and parking lots, can damage concrete and 

harm bordering lawns and ornamentals. 

"Around homes, it's common for March 

rains to wash heavy amounts of residual 

ice-melting products into neighboring 

turf," says Dr. Bill Pound, turfgrass special-

ist at Ohio State University. "This raises the 

soil's salinity level. Salt draws water out of 

grass roots and burns roots that it touches. 

At high saline concentrations, this can 

damage or kill grass." 

Pound receives phone calls every spring 

from people seeking advice about plants 

injured or killed by winter ice control. Most 

calls come from landscape contractors who 

maintain pavements around institutions 

such as hospitals, and who spread heavy 

amounts of deicing materials to clear side-

walks and driveways. 

Pound says to use only enough material 

to melt the ice and snow, or alternatives 

such as sand, or sweeping up any excess salt 

residues before they're washed into neigh-

boring lawns or flowerbeds. 

In many cases hard rainfalls will wash 

salt out of the soil, allowing it to recover. 

"It all depends on how much rain and water 

you move through that profile," says 

Pound. But in some circumstances, turf 

damage may have already occurred. In late 

winter or early spring, yellow or brown 

strips up to two feet wide will appear along 

the pavement. 

continued on page 31 

Use only 
enough 
de- ic ing 
mate r ia l as 
is needed to 
me l t t h e ice . 



The inspiration for the world's 
finest utility vehicle 

came from an unlikely source. 

• Introducing... 



The new GATOR 6x4 
ALL OTHER UTILITY VEHICLES HAVE 

The similarities are 

striking. They're all 

tough and rugged, yet they go 

about their business in a quiet 

manner. Each carries a low center 

of gravity, keeping them stable 

and always on their feet. Heavy 

loads are not a burden. And they 

roam in places where others fear 

to tread. 

Each one is an animal. But only 

two are utility vehicles. 

Introducing the new Gator 

6x4 and 4x2 from John Deere. 

The only utility vehicles 

made today for both on-turf and 

off-road work. 

These two Gators do have their 

differences. The 6x4 (six wheels, 

four-wheel drive) is powered by an 

18-hp, liquid-cooled V-Twin engine. 

As for the 4x2 (four wheels, 

two-wheel drive), its power comes 

from a rugged 10-hp, 

air-cooled engine. 

But it's what the Gators share 

that sets them apart from the rest. 

Stability, even in uncertain 

times. Besides a low center of 

gravity, the Gators feature an off-

set operator's seat for better 

balance. Three turns lock-to-lock 

steering for precise maneuvering. 



and 4x2 from John Deere 
JUST BECOME ENDANGERED SPECIES 

Even hip restraints and a pas-

senger grab handle for extra 

support. 

Right next to stability is dura-

bility. Like their namesake, the 

Gators are rugged, inside and out. 

On the inside are wet-disk brakes, 

a heavy-duty transaxle, and an 

arc-welded frame with unibody 

construction. 

On the outside, you'll notice 

the fully-independent front 

suspension, forged rear-axle 

housings, and the quality, ribbed-

box construction. 

But it's in the performance 

category where the Gators truly 

dominate. With the lowest ground 

pressure in the industry, low sound 

levels, a differential lock, and hefty 

payload and towing capacities. 

Their numbers are even more 

impressive, as you'll see on the 

following page. 

NOTHING RUNS 
LIKE A DEERE1 



Fuel system 
Capacity 5.0 U.S. gal. (18.9 L) 5.0 U.S. Qal. (18.9 L) 

Transmission 
Type Continuously variable transmission (CVT) Continuously variable transmission (CVT) 
Differential lock Standard; hand operated Standard; hand operated 
Ground speed 0-15.5 mph (0-25 km/h) 0-15.5 mph (0-25 km/h) 
Transaxle Fully enclosed; oil bath Fully enclosed; oil bath 
Brakes Wet-disk in transaxle Wet-disk in transaxle 

Steering Rack and pinion with Ackerman-type geometry Rack and pinion with Ackerman-type geometry 

Ground pressure, max. 
With 200 lb operator only 5.6 psi (.39 kg/cm*) 6.9 psi (.49 kg/cm») 
Fully loaded vehicle 7.5 psi (.53 kg/cm?) 7.1 psi (.50 kg/cm?) 

Dimensions 
Length (without bumper) 99.6 in. (253 cm) 
Length (with bumper) 100.2 in. (255 cm) 
Width 59.8 in. (152 cm) 
Height (overall) 43.6 in. (111 cm) 
Weight (incl. fuel/fluids) 800 lb. (364 kg) 
Payload capacity (including 200 lb. operator) 900 lb. (408 kg) 
Tum clearance circle 22 ft. (6.7 m) 

103.9 in. (264 cm) 
104.5 in. (266 cm) 
59.8 in. (152 cm) 
43.6 in. (111cm) 
1015 lb. (457 kg) 
1200 lb. (544 kg) 
24 8 ft. (7.6 m) 

(Specifications and design subject to change without notice.) 

Engine 
Make KH1 KH1 
Type 4-cycle gas 4-cycle gas 
Cylinders 1 2 
Valving Overhead valves Overhead valves 
Horsepower (SAEJ1940) 10 18 
Lubrication Full pressure Full pressure 
Cooling system Air Liquid 

Off-road or on-turf, the best of both worlds 
Whether they're down on the farm, or just off the 

green, the Gator 6x4 and 4x2 are always within 

their element. No other utility vehicles combine 

low compaction with high per-

formance like 

these two do. And, when stability, durability, 

comfort, and ease of operation are considered, 

it's easy to see why the John Deere Gators are 

such a rare breed. Test drive one today at 

your local John Deere dealer. 

NOTHING RUNS 
LIKE A DEERE® 



To replace 
larger areas, 
strip the top 
t w o inches 
of topsoil in 
April. 

"The extent of damage depends on the 

amount of salt and the type of grass. Tall 

fescue tolerates high saline levels the best, 

followed by perennial ryegrass, fine fescue 

and Kentucky bluegrass," says Pound. 

If an entire strip dies, replace the dead 

turf and top two inches of topsoil in April in 

Midwestern climates, says Pound. But if 

you're dealing with a Kentucky bluegrass 

lawn and only parts have turned yellow, 

green grass will eventually fill in the dam-

aged areas. 

Ryegrass won't fill in, so reseed in early 

spring. 

"The need for topsoil replacement is only 

there if you want to replace the turf immediate-

ly," Pound points out, noting that many land-

scape managers use a sod cutter for this task. 

It's best to get a handle on the situation by 

doing some checks in the dead of winter. "I 

encourage people to take some soil samples." 

With a test for soluble salts, a reading above 150 

indicates a saline level capable of killing grass. 

—The author is a freelance writer specializ-

ing in the green industry. He maintains his 

office in South Euclid, Ohio. 

Tall fescue 
to le ra tes 
salt be t ter 
than other 
turf . 

Wildflower seeding: pick 
best method for your site 
• The goal of wild-

flower seeding is sim-

ple—an even distri-

bution of seed with 

good seed-to-soil 

contact. 

That's not always 

easy to do, however, 

because of the great 

variation in the size 

of wildflower seed. 

Some species pro-

duce seed smaller 

than a pinhead while 

others may be several 

times larger and of a 

different shape. 

Even so, a land-

scape manager can 

seed many sites with 

either a manual or 

t r a c t o r - p u l l e d 

cyclone spreader, 

spreading them with 

a blending agent like 

sand or vermiculite. 

Also, some suppliers 

coat their seeds to 

make them easier to 

distribute, with at 

least one supplier 

using multi-colored 

coating so that appli-

Soil on this site has been loosened and 
is relatively weed-free, a good start for 
wildflower establishment. (Photo courtesy 
American Seed Trade Association) 

The same site weeks later shows the 
results of good soil preparation and 
effective seeding. (Photo courtesy 
American Seed Trade Association) 

cators can, at a glance, 

see how effectively 

they're dispersing 

seed. 

Larger seeding 

projects call for differ-

ent seeding strategies. 

Craig Steffens with 

the Texas Highway 

Department says his 

department uses 

three methods to 

broadcast wildflower 

seeds: 

1) The most effec-

tive and expensive 

method is with a drill-

type seeder where a 

rip shank forms a 

groove in the soil, 

seeds are dropped, and 

then a culti-packer 

comes back over to 

assure good seed-to-

soil contact. 

2) Another meth-

od used by the Texas 

DOT is a piece of 

chainlink fence 

weighted down (with 

rocks or a railroad 

tie) and dragged 

continued on page 34 

Plan for winter 
in the summer 
• The best way to avoid getting plowed 

under by winter snow and ice removal is 

to think winter in summer. Consider 

the snow when planning the landscape. 

In snowy climates, any landscape 

plan has to be checked to make sure it 

leaves places to pile snow. Failure to 

ponder this point can leave you with a 

mountain of problems come the follow-

ing spring,: dead ornamentals, damaged 

lawns and irate customers. 

Dr. Bill Pound, Ohio State University: 

"Be careful about what you plant and 

where you plant it." A strip of mulch 

around landscaped edges can reduce costs 

if snowblower damage is a recurring prob-

lem among your customers. 

Joseph Hudak, a Westwood, Mass. 

landscape architect: "Avoid brittle 

plants whenever possible. Day lillies are 

one of the least sensitive plants for 

abuse. They're used a great deal in 

Canada along highways where they salt 

things to death." 

Trees alongside driveways need spe-

cial attention. Plan or prune so that you 

avoid low-hanging horizontal branches 

when the plow comes. 

"The more snow they have the more 

they will hang down. If you have 

branches that won't clear the cab, you 

won't have any branches." 

If you or your clients use a snow-

blower, look out for those tight hedges. 

"You've got that barrier staring you and 

your snowblower right in the kisser." 

Snowplows, snowblowers and salt can 

bring damage to any type of plantings 

along driveways and sidewalks. A mis-

guided plow blade can easily strip away 

big chunks of grass and anything else in 

its way. 

John M. Bass, Lawn Master, 

Midvale, Utah: Pounding in stakes in 

the fall, and maintaining fallen ones 

throughout the winter, can also help 

reduce lawn and bed damage. "We'll go 

out and mark the curbs so when we're 

pushing snow we'll know where to push 

it to." 

Phil Jorgenson, Tuff Turf, Merriam, 

Kansas: "The main thing is taking cor-

ners." It's great customer relations to 

repair any plow damage free of charge. 

It can be an excellent advantage to you 

when compared to other plowers, such 

as off-season construction contractors 

and the like, who are unable or unwill-

ing to guarantee that the proper repairs 

will be made. 

—J.E.G. 



I T M PENDULUM1 

Preemergent Herbicide. 
It's tough against weeds, 
gende on ornamentals 
and your budget. 

Weed control is top priority with PENDULUM™ WDG 

herbicide. It's highly effective against most annual grasses 

and many broadleaf weeds, stopping them dead in their 

tracks as they germinate. 

Yet there's a gende side to PENDULUM, too. Its active 

ingredient, pendimethalin, makes it safe for labeled 

ornamentals. So you can spray over the top of established 

trees, shrubs, flowering bedding plants and ground covers. 



For added ease-of-use and con-

venience, PENDULUM now comes in 

a premeasured water-soluble package. 

And when you get right down to it, PENDULUM costs 

less per treatment than Surflan1 and other preemergents. 

The result? Top performance ^ ^ C Y 2 k N A I ¥ t l D 

and a more beautiful V ^ American Cyanamkl Company 
Agricultural Products Division 
Vagatation and Rsst Control Department 

bottom line. wŜ Tnj 07470 ci*» 

WDG herbicide 

Good in beds. 
Always read and follow label directions carefully. 

"•Trademark, American Cyanamid Company 0199 3 

'Trademark, DowEIanco 



behind a tractor or pick-up truck over the 

area to be planted. This is usually done 

over existing vegetation, roughing up the 

area enough to allow seeds to get into the 

soil. 

3) The least expensive, but also the 

least productive, of the three methods is 

the collection of wildflower hay from exist-

ing plantings. This is then re-distributed 

over the area to be planted. The germina-

tion rate of the wildflowers is generally 

low. 

Wildflowers can also be planted with a 

hydroseeder or hydromulcher. Hydro-

machines can seed slopes where it is 

impossible to use tractor-drawn seeders. 

Organic glues (tackifiers), when sprayed 

with the hay or straw mulch, help hold the 

seeds in place. 

Some contractors have had trouble 

with small wildflower seed getting hung 

up in the machines or in the mulch itself. 

Consider doing the seeding and mulching 

in two steps, seeding first and mulching 

second, or increase the seeding rate for the 

wildflowers. 

The combination of seed, water and 

mulch may allow you to extend the wild-

flower planting season. The mulch moder-

ates temperature variations, and protects 

new seedlings from summer's high tem-

peratures. 

There is no "right" or "wrong" method 

of establishing wildflowers. Each site will 

be different and each situation will pre-

sent its own challenge. 

— Laura Martin, Wildflower Group, 

American Seed Trade Association. 

Seeders just for wildflowers 
varieties at different applications, says its 

manufacturer. It's particularly suited for 

highway departments, commercial growers 

and research centers. 

Contact: Wildseed, Incorporated, 1101 

Campo Rosa Road, P.O. Box 308, Eagle 

Lake, Texas 77434. 409-234-7353. 

The Truax Wildflower Seed Planters can 

be transported in the back of a pickup, and 

can be pulled onto a site with an ATV or 

garden tractor. Features on the two models 

(WF-24 and WF-32) include vertical row 

dividers to prevent sliding of seed when 

seeding on slopes, and both auger agitators 

and seed metering picker wheels in the 

fluffy box. 

Contact: Truax, 3609 Vera Cruz Ave., 

No., Minneapolis, Minn. 55422. 612-537-

6639. 

• The growing popularity of wildflowers 

spurs the development of specialized new 

seeding equipment. 

The J-Thom 42 Wildseeder is a no-till 

drill seeder that can plant up to 14 varieties 

of wildflower seed in one pass and 100 seed 

J-Thom 4 2 Wi ldseeder : for large-scale 
wi ldf lower seedings. 

Albright Seed Company 

1482 Unit A Francis St. 

Ontario, CA 91761 

Applewood Seed Company 

5380 Vivian St. 

Arvada, CO 80002 

Baldwin Seed Co. of Alaska 

Box 3127 

Kenai, AL 99611-3127 

Bitterroot Native Growers 

P.O. Box 566 

Hamilton, MT (zip code?) 

406/961-4702 

Daehnfeldt 

1100 Southeast Jackson St. 

Albany, OR 97321 

503-928-5868 

Environmental Seed Producers 

P.O. Box 2709 

Lompoc, CA 93438 

805/735-8888 

Great Western Seed Co. 

810 Jackson Street SE, PO Box 

387 

Albany, OR 97321 

503-928-3100 

Wildflower seed suppliers 
Cactus Seed Company 

50505 E. County First Street 

Roll, AZ 85347 

602/785-9605 

Cenex Seed 

PO Box 608, 951 Rundell Road 

Gering, NE 69341 

605-336-0623 

Clyde Robin Seed Co. 

3670 Enterprise Ave. 

Hayward, CA 94545 

415/785-9425 

Jacklin Seed Co. 

W 5300 Riverbend Ave. 

Post Falls, ID 83854 

Johnny's Selected Seeds 

RFI) 1, Box 2580 

Albion, ME 04910 

Jonathan Green 

PO Box 326 

Squankum-Yellowbrook Road 

Farmingdale, NJ 07727 

908/938-7007 

LESCO, Inc. 
20005 Lake Road 
Rocky River, Ohio 44116 
216/333-9250 

Lofts Seed Inc. 

Chimney Rock Road 
PO Box 146 
Boundbrook, NJ 08805 
908/356-8700 

McLaughlin's Seeds 

Buttercup's Acre 
Mead, WA 99021-0550 
509/466-0230 

Medalist America 
1490 Industrial Way, SW, 
Albany, OR 97321 
503/926-0126 

Northplan/Mountain Seed 

PO Box 9107 
Moscow, ID 83843 
208/882-8040 

Northrup-King 
7500 Olson Memorial Highway 
Golden Valley, MN 55427 
800/445-0956 

Pennington Seed 

PO Box 290 
Madison, GA 30650 
404/342-1234 

Turf-Seed, Inc. 

PO Box 250 

Hubbard, OR 97032 

503-651-2130 

S$S Seeds 

PO Box 1275 

Carpintería, CA 93010 

805/684-0436 

Sharp Bros. Seed Co. 

PO Box 140 

Healy, KS 67850 

316/398-2231 

Stock Seed Farm 

R.R. 1, Box 112 

Murdock, NE 68450 

402-867-3771 

Vermont Wildflower Farm 

Dept. BK, Route 7 

Charlotte. VT 05445-0005 

802/425-3500 

Wildflower Carpet 

1325 South Colorado Blvd., 

Suite 404, Denver, Colorado 

80222 
303/756-7943 

Wildseed Farms, Inc. 

PO Box 308 

Eagle Lake, TX 77434 

409/234-7353 

Willamette Seed Co. 

PO Box 791 

Albany. OR 97321-0277 

503/926-8883 

Wind River Seed 

Route 1, Box 97 

Manderson, WY 82432 

307/568-3325 



I A S M U C H AS W E 
HATE BEING # 2 , W E 
SURE W O U L D N ' T 

• W A N T TO BE I N 
T ' S SHOES. 
At Shindaiwa, we make one tough trimmer. Which is why in just 10 years, 

our straight-shaft professional trimmers have become the second biggest 

selling trimmers in the nation. Leaving some 20 others behind in the dust. 

You see, at Shindaiwa we build our family of trimmers to have less 

vibration, and more horsepower per cc for the best power to weight of 

any other trimmers in the world. And we back every one not only 

by a 7-day unconditional money-back guarantee, but by one 

of the strongest servicing dealer networks in the 

country, and a full line of professional machines 

recognized world-wide for their superior 

performance and durability. With a 

track record like that, who's g< 

to stand in our way? 



MWe Really WantedWas ToMake Grass Grow Better 
New Primo™ for turf growth management makes You see, many superintendents who used it 

grass grow shorter, denser, greener, and healthier. under test took advantage of the time and labor 

But by making mowing faster and less frequent, that Primo saved them to spiff up non-turf areas. 

Primo also can improve other areas of the course. Places that otherwise wouldn't get extra attention. 



WhatASurprise WhenThe Flower Beds Also Perked Up. 
And it's amazing what gets done when a p i time on (while you spend less mowing tees, 

crew has even a few free days a month to do MMfc fairways, and roughs) try new Primo. 

the little extra things. So if you ve got areas rE j j no ^ c a n m a ^ e v i r t u a ^ everything on your 

on your course that you'd like to spend more course look good. Especially you. 

It MakesThe Best Qrass Even Better: 



How and where to use geotextiles 

Phillips Fibers' Supac geo tex t i l e fabric separa tes sand from subsoil in bunkers, 
helps f i l trat ion and drainage, and provides structural stabi l i ty . 

• Geotextiles control soil erosion in a 

variety of landscape settings: 

^ditches ^slopes, ponds 

j^acid slopes i^storm channels 

^embankments ^shorelines 

Golf course applications include: 

^embankments i>cart paths 

abridges ^fences 

^bunkers ^greens 

The primary purpose of geotextiles is to 

prevent soil erosion. They also save labor 

by requiring less repair to eroded land. 

Most geotextile manufacturers tout the 

lightweight quality of their product. 

Weight is important. Most repair projects 

require multiple rolls of material. 

Root reinforcement is another quality 

of the best geotextiles. The purpose here is 

to permit root growth, and provide an 

anchor for secure rooting. 

Texture of erosion control products 

varies, from mesh-like to perforated 

polymers. 

Unlike weed control fabrics, which 

allow no air or sunlight through, erosion 

control products allow seed germination. 

The materials' ability to retain or allow 

moisture to penetrate is the key to early 

establishment of grasses and the subse-

quent permanent control of erosion of 

newly-graded slopes and ditchlines. Post-

winter seeding, if needed, can be applied 

through the matting. 

Akzo Industrial Systems Company of 

Asheville, N.C., offers the following step-

by-step instruction when using its 

Enkamat for lining a typical 8-foot side 

slope ditch: 

1) Shape and compact the ditch to 

specifications and dress the site so it is free 

of rocks, soil clumps or large vehicle 

tracks. Cut side slope shelves and check 

slots. 

2) Starting downstream, cut terminal 

slot and align the initial roll along the 

ditch center line. Stake into slot, then 

backfill. Roll the mat upstream over 

refilled terminal and stake. Progress 

upstream with peaked side down, working 

across the check slots and pinning with 

temporary stakes to maintain tension and 

alignment. 

Tuck mat into slots and stake. Stretch 

mat about five percent before staking. 

3) Side rolls should follow in staggered 

sequence behind the initial roll. Working 

outward from the ditch center line, over-

lap the first roll by four feet with another 

roll and lay it upslope onto the side slope 

shelf. 

4) Proceeding upstream, stake overlaps 

and mat edges on side slop shelves at 

three-foot intervals. 

5) Repeat steps 3 and 4 with the 

remaining side slope roll. 

6) If splicing a new roll is necessary, 

use three-foot overlaps and shingle down-

stream. 

7) Secure the upstream roll ends in a 

terminal slot. 

8) Back-fill and tamp soil into check 

slots and both upper and lower terminal 

slots. 

9) Seed area. 

The most important installation tip is 

that the material should be securely 

anchored to dry ground before seeding. 

Overlap should be approximately four feet, 

at three- to five-foot intervals. 

Mats are usually secured by wooden 

stakes or metal or plastic staples that pen-

etrate the soil about six inches. 

—Terry Mclver 

WHERE TO FIND GEOTEXTILES 
o Advanced Drainage Systems, Inc., 3300 
Riverside Dr., Columbus, OH 43221. 

C i r c l e N o . 3 0 0 o n R e a d e r Inqu i ry C a r d 

Akzo Industrial Systems Co., P.O. Box 
7249, Asheville, NC 28802; (704) 258-5050. 

C i r c l e N o . 3 0 1 o n R e a d e r Inqui ry C a r d 

cr Contech Construction Products, Inc., P.O. 
Box 800, Middletown, OH 45042; (513) 425-
5896; makers of Eromat, a clean, weed-free, 
knitted straw blanket. 

C i r c l e N o . 3 0 2 o n R e a d e r Inqu i ry C a r d 

o Environmental Protection, Inc. , P.O. Box 
333 Mancelona, MI 49659. 

C i r c l e N o . 3 0 3 o n R e a d e r Inqu i ry C a r d 

cr Creensia International, Inc., 3807 Wilshire 
Blvd.. Suite 1118, Los Angeles, CA 90010; 
(213) 382-7070; makers of Creensia seeded 
fabric. 

C i r c l e N o . 3 0 4 o n R e a d e r Inqu i ry C a r d 

cr Ph i l l ips Fibers Corp. , P.O. Box 66, 
Greenville, SC 29602-0066; (502) 583-6591. 

C i r c l e N o . 3 0 5 o n R e a d e r Inqu i ry C a r d 

o Reemay, Inc., 70 Old Hickory Blvd., Old 
Hickory, TN 37214. 

C i r c l e N o . 3 0 6 o n R e a d e r Inqui ry C a r d 

o Research Products Corp.; P.O. Box 1467, 
Madison, WI 53701; (800) 334-6011; Earth-
Card temporary erosion control blankets. 

C i r c l e N o . 3 0 7 o n R e a d e r Inqui ry C a r d 

o* Synthetic Industries, Inc., Construction 
Products; 4019 Industry Dr.. Chattanooga TN 
37416; (800) 621-0444; Landlok erosion mats. 

C i r c l e N o . 3 0 8 o n R e a d e r Inqui ry C a r d 



EWS BIOTU 
'Total System' for turf based on balance 
between organics and cultural practices 
C a n a d i a n c o m p a n y 
s h o w s c l i e n t s t h a t 
r e s u l t s o f o r g a n i c t u r f 
c a r e p r o g r a m s a r e 
w o r t h t h e w a i t , 

• It's got to make the skeptics sit up and 

take notice. 

A 25-year-old company reduces chemi-

cal pesticide and synthetic fertilizer use 

by 80 percent for a majority of its 4000 

customers using a fish-based fertilizer. 

Is it because John Edmonds' company 

is in Halifax, Nova Scotia? Is the turf that 

much different up there? 

Nope. Edmonds Landscape and 

Construction Services, Ltd.—run by John 

and his brother Roger—says it has made 

a success of organics by way of thorough 

education, patient customers and an 

effective fertilizer. 

Edmonds' conversion to organic turf 

care began in 1989 when it developed 

its "Organic Pro Lawn, Earth, Tree and 

Shrub Care" programs. Employee train-

ing came first, followed by customer 

initiation. 

"After demonstrating that organic soil 

management practices were more advan-

tageous to the landscape in the long 

term," says Edmonds, "clients gradually 

began realizing that synthetic pesticides 

and fertilizers were an unneccesary step 

in the landscape management process." 

The secret: build up a healthy topsoil 

and let the natural soil biology do its 

thing. Some properties are now in the 

third year of the organic program, and, 

according to Edmonds, none of the 

properties is showing any strain. There's 

less chemical leaching, less thatch 

bui ldup, and better disease/insect/-

drought resistance. 

John Edmonds, 
left, a n d b io logy 
professor Dav id 
Patr iquin a r e 
studying the 
fertility a n d soil-
bui lding 
propert ies of 
di f ferent 

now sells SeaGreen across the country. 

The company also continues to research 

the efficacy of various other organic fertil-

izers. Organics expert, Dr. David Patriquin, 

and the Edmonds staff are also researching 

the viability of using spent brewery grain as 

an organic soil amendment. 

Current experiments involve the use of 

white clover seed in lawn mixes to fix atmo-

spheric nitrogen into usable plant nutri-

ents. (see sidebar). 

compost 
mater ia ls . 

F i n d t h e r i g h t f o r m u l a—The next 

major step was to hit on a product that 

worked. Edmonds collaborated with 

National Sea Products, Ltd., to produce 

SeaGreen 7-7-7 fish-based fertilizer. NSP 

An Integrated Pest Management sys-

tem relies on pest identification and popu-

lation monitoring to best determine the 

proper control method to use, and when. 

Proper soil conditions such as drainage, 

fertility, pH and soil structure are all key 

components. 

The grounds a r o u n d Summer G a r d e n s , 
a Ha l i f ax condomin ium complex , show 
the results of the SeaGreen p r o g r a m . 

IN THIS ISSUE 
Healthy soil's the key to successful synthetic programs 

Organic program in practice at Idaho golf course 
Listing of biorational pesticides 



TOTAL SYSTEM RESEARCH 
• John Edmonds' "Total System Organic Management" focuses on turf care in the urban/suburban environment by using "specific man-

agement strategies and products to create ecologically healthy environments at relatively low costs." 

One part of the company's research is taking place on turf plots established on the grounds of "The Oaks" at St. Mary's University in 

May of 1992. Laboratory, greenhouse, growth chamber and outdoor lysimeter experiments are also being conducted at Dalhousie 

University. The Oaks plots were established on two soil types, one a newly-imported topsoil and others on severely degraded soil. 

Locally available waste products are being compared with synthetic NPK fertilizer treatments and control plots using no soil amend-

ments. The waste products tested include: 

• an agricultural compost; 

• unprocessed brewery waste; 

• SeaGreen fish byproducts; 

• three grass mixes, including a custom "Ecomix"; an off-the-shelf mix; and a mix of two tall fescues, one with clover, and one with-

out clover; 

• rock-phosphate in the "no-clover" mixes. 

Greenness was assessed visually, and by chlorophyll measurements using a Minolta chlorophyll meter. 

Greenness was found to be roughly proportional to the total nutrient applications. In July and August, the control plots were darkest 

green on the better field, and the brewery waste and Seagreen plots were darkest on the field of degraded soil. 

According to the Edmonds report, results showed that it is possible to achieve sustained high quality of turfs with organic manage-

ment, and that it is important not to over- or under-fertilize, and to select mixes for organic use. 

Similar intensive tests have been conducted for chinch bug control and weed control. To obtain a copy of the company's Greenfacts 

Special Research Edition, contact Edmonds Landscape and Construction Services, 2675 Clifton St., Halifax, N.S. B3K 4V4; or fax your 

request to (902) 455-9956. 

"Some of our high-profile properties 

haven't had any chemicals applied on 

them for two years," says Edmonds, "and 

chinch bugs are not a problem. That's not 

the case for chemically-treated lawns." A 

$5 million company, Edmonds Landscape 

and Construction Services was awarded 

the Canada Award for Business Excellence 

in 1991 for what was viewed as a valuable, 

death-defying—and apparently success-

ful—business feat. 

A composting program began last year. 

Backyard composters are given free to reg-

ular landscape maintenance clients. 

—Terry Mclver 

Healthy soil the key 
to turf care science 
B io lo g i ca l so i l m a n a g e -
m e n t m a y b e t h e 'miss-
ing l ink ' in m a k i n g I P M 
p r o g r a m s w o r k , 

by J o e l S i m m o n s , 
E a r t h w o r k s , Inc. 

• Man's survival has always depended on 

his ability to work the land. 

As man became more civilized, so did 

his skills at agriculture and horticulture 

and his understanding of the importance 

of proper soil management. Today, many 

farmers, fruit growers and turf managers 

are re-evaluating the importance of the 

soil and gaining an understanding for the 

concepts of biological soil management. 

R e d i s c o v e r t h e basics—Biological 

soil management is based on solid agro-

nomic principles that date back decades, 

if not centuries. Dr. William Albrecht, the 

former head of agronomy at the 

University of Missouri, wrote in the late 

50s and early 60s of the importance of 

maintaining a healthy soil. Today, the 

agriculture industry is making major 

changes in its outlook toward the impor-

tance of soils, as farmers continue to lose 

topsoil at alarming rates. 

The practice of eco-agriculture is 

being led by government and universities 

in the U.S. and the world over. 

Many in the turf industry are starting 

to realize the advantages of natural pro-

gramming. An effective program depends 

on an understanding of the agronomic 

principles behind biological soil manage-

ment. 

For years now, we have been focusing 

on plant growth, and have ignored the 

soil. We must build a healthy soil first, 

which allows for ample nutrition, and a 

healthier plant. 

The principles—There are four basic 

agronomic principles that have to be con-

sidered to build a healthy soil. Those are, 

in descending order of importance: 

• air management; 

• water management; 

• decay management; and 

• nutrient management. 



Simmons: 
use 
synthetics 
after soil 
biology 
problems a re 
solved. 

The relationship between these four 

principles is significant. Without good air 

management, the other three cannot pro-

duce healthy soil. If water management is 

not up to par, proper air, decay and nutrient 

management is difficult. Most of us in the 

business of growing plants have over-

emphasized the focus of nutrient manage-

ment (i.e. fertilization) without considering 

the interdependence that exists among air, 

moisture, decay and fertility. 

A program that keeps all four of these 

principles in mind assures you of good 

results; lessens plant stress; and reduces the 

need for pesticides. This may sound simplis-

tic, but it works. 

Unfortunately, our industry is focused on 

products that are designed to manage nutri-

ents, often at the expense of air, water and 

decay management. 

The brea th ing soil—Air management 

insures that there is ample 

oxygen in the soil. Soil 

compaction strangles air 

movement and depletes 

oxygen availability. A well-

balanced turf program 

must first address com-

paction. Too often, this is 

done by aeration or top-

dressing, short term treat-

ments which ignore the 

fundamental causes of the problem. 

Usually, the soil needs to be physically 

changed by adding composts, natural /organ-

ic fertilizers or other organic materials. 

These can be worked in over time, or in 

combination with aeration. Managing oxy-

gen in the soil also requires the proper 

ratios of cations (positively-charged nutri-

ents) and anions (negatively-charged 

nutrients). 

Measurable imbalances, due to either 

excesses or deficits of particular plant foods, 

will cause the soil to take on adhesive 

characteristics. 

Water : easy to waste—Water manage-

ment addresses the problems of too much or 

too little water availability. Too much water 

creates an anaerobic environment, which 

depletes oxygen from the soil, and affects 

microbial activity and nutrient release. Too 

little water can produce the same results: 

poor microbial viability and limited nutrient 

uptake. Again, soil structure will have a sig-

nificant effect on water mobility. A richly 

organic soil will provide both the pore space 

to allow water to drain through, and the 

sponging properties that will hold water. 

From decay c o m e s life—Decay man-

agement is a concept that few of us under-

stand, but it is here that more of our focus 

should be placed, because it is here that bio-

logical soil management has its greatest 

impact. 

The soil's micro-organisms decompose 

the organic compounds which release plant 

available nutrients. Humus is the final phase 

of decomposition that includes the use of 

organic matter, synthetic and natural plant 

foods and the remains of soil organisms 

themselves. It provides a significant buffer-

ing effect for excess moisture, temperature, 

acidity, alkalinity and salts. This reduces 

plant stress and increases insect, disease and 

weed tolerance. 

Air and water mobility must be avail-

able for sustainable microbial activity. Soil 

micro-organisms need very much the 

same kind of environment that we need: 

air, water and nourishment. Nourishment 

for soil microbes is sup-

plied by organic matter: 

carbohydrates, sugars, 

proteins, vitamins and 

minerals, just to name a 

few. 

P l a n t f o o d s v a r y — 
Without proper microbial 

activity, synthetic nutri-

ents are not mobilized 

and assimilated to plants. 

As one example of microbial involvement in 

plant food availability, the urea molecule is 

transformed to nitrate, one of the forms that 

plants can utilize, due to the urease 

enzymes that are produced by these organ-

isms. To generate these enzymes, energy 

from soil-available carbohydrates is neces-

sary (humus). 

Lime—which is simply calcium and/or 

magnesium carbonates—is often ignored as 

an important element. 

Adjusting pH is critical because most soil 

organisms thrive in a limited range of acidi-

ty or alkalinity. Perhaps even more impor-

tant is the need to provide calcium—and a 

smaller percentage of magnesium—as pri-

mary plant foods for soil microbes and 

landscape material. Calcium/magnesium 

content and ratios in the soil are also 

essential for building soil structure because 

of the valence or electrical attraction that 

exists between soil colloids and these two 

nutrients. 

The over-use of synthetic fertilizers even-

tually destroys soil aggregates due to exces-

sive salt accumulation. Simple and complex 

carbohydrates found in humus are oxidized 

or broken down, and used as an energy 

source in order to accommodate overloads 

of non-protein nitrogen. As the soils die, air 

space or granulation is reduced, creating 

compaction. 

Compacted, low oxygen soil no longer 

retain moisture or support adequate life 

forms to stimulate digestion. The interde-

pendent cycle has been ruptured, plant 

stress leading to insect and disease pressure 

has begun and subsequent "rescue chem-

istry," in the form of pesticides, is needed. 

The soil and the plants become dependent 

on chemicals, like plant in a hydroponic 

medium. 

F o r m u l a f o r success—"Biologically 

friendly," turf care programs improve the 

soil structure with organic matter: com-

post, natural organic fertilizers or even 

grass clippings. 

When synthetic products are used, prop-

er IPM practices should be followed. 

Biological soil management will greatly 

enhance IPM and may be the "missing link" 

in truly making IPM work. Use those syn-

thetic fertilizers that have the least harmful 

effect on the soil. 

For example, 

• use fertilizers with lower salt indexes. 

Chlorine, found in some plant foods, is very 

detrimental to microbial life; 

• increase the amount of organic matter 

allows for a reduction in total nitrogen for 

the year; 

• consider natural organic-based bridge 

products; 

• use less reactive sources of phosphorus 

such as colloidal/rock phosphates. 

With these four agronomic principles 

in mind, you'll get the most out of the 

soil. There will be more available nutri-

ents, less plant stress and less dependence 

on pesticides. 

—Joel Simmons is president of Earth 

Works Natural Lawn & Garden Care, Inc., 

Martins Creek, Pa. 

Build up a healthy 
soil to al low for 

ample nutrition and a 
healthier plant. 
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Organic program mix shows 
results on Idaho golf course 
T h e o r g a n i c t u r f c a r e 
p r o g r a m a t S t o n e r i d g e 
G o l f C l u b s t a r t e d s low-
ly, b u t p o s i t i v e r e s u l t s 
w e r e s o o n e v i d e n t . 

by Dan Eske l son , 
C lea rwa te r L a n d s c a p e s , Inc. 

• In an effort to achieve a high level of 

environmental compliance and responsi-

bility, Stoneridge Golf Club, Priest River, 

Ida., began utilizing integrated pest man-

agement (IPM) strategies 1988. 

The season of 1991 brought to fruition 

some of our endeavors at Stoneridge, 

when three distinct disease occurrences 

were successfully controlled without the 

use of synthetic fungicides. 

The following definition of IPM, select-

ed from several we have seen, best exem-

plifies our approach: 

"...a decision-making process for deter-

mining if you need pest suppression treat-

ments, when you need them, where you 

need them and what strategy and mix of 

tactics to use. In IPM, treatments are not 

made according to a predetermined calen-

dar. They are made only when and where 

monitoring has indicated that the pest will 

cause unacceptable economic, medical or 

aesthetic damage. Treatments are chosen 

and timed to be most effective and least 

disruptive to natural mortality factors." 

Stoneridge Golf Club: 

• Lies in a Northern Idaho mountain 

valley at an elevation of 2500 feet; 

• Native trees include red and white 

firs, western larch, ponderosa pine and 

hawthorne. 

• Soils range from coarse sand and 

gravel to heavy silt loams. 

• The greens mix is a shallow hodge-

podge of different sands and silt, with 

plenty of fist-sized rocks. 

• Penncross creeping bentgrass pre-

dominates the greens at about 95 percent. 

• Symptoms of take-all patch, 

Ophiobulus patch, leaf spot and Fusarium 

bli ght are some common diseases in our 

area. The existence of those pathogens and 

possibly others resulted in the regular, pre-

ventive use of various contact and systemic 

fungicides until late in the 1988 season. 

At this time, during my first year at 

Stoneridge, I began to investigate the 

underlying causes of seemingly endless 

disease problems. Soils were found to be 

distinctly layered at a depth of three inch-

es. An anaerobic black layer was present 

on two of the greens. 

I P M in p r a c t i c e— The following sea-

son a cultural program was implemented 

on four putting greens. This involved the 

use of natural organic fertilizers and a 

biostimulant (made by a cold temperature 

extraction process from 15 different sea 

plants.) The greens chosen varied from 

being traditionally healthy to highly dis-

ease prone. 

The slow process of improving soil 

microbial activity and increasing plant 

vigor involved considerable faith and 

patience on everyone's part, but well 

before the end of the season, noticeably 

positive results were obtained: 

• Disease incidence remained about 

the same, severity was definitely reduced; 

• Recovery from disease damage after 

curative fungicide application was more 

rapid than it had been on control greens. 

• Color was acceptable, but not as ver-

dant as on those that were still on the tra-

ditional fertilizer program. 

• Clipping yield was markedly reduced, 

with no loss of shoot density. 

All greens were placed on this program 

in 1990 with one variation. Due to extreme 

cool spring soil temperatures and resul-

tant lack of microbial activity, one applica-

tion of a synthetic organic greens fertilizer 

at 0.5 lb. N/1000 sq. ft. was applied to initi-

ate early growth and color. 

Our natural nitrogen was supplied 

from a commercial natural organic, com-

posts and fish emulsion at 3.0 lb. N/1000 

sq. ft./year. 

Potassium was supplied by the previous 

materials, sea plant extract and biannual 

application of sulfur-coated sulfate of 

potash to approximate a 1:1 NK ratio. 

Phosphorus was supplied by bone meal, 

applied at .75 lbs./lOOO sq. ft., well in 

advance of any reseeding efforts. 

Balanced top growth—with no 

surges—has produced reliable and pre-

dictable putting surfaces. Reduced clip-

ping yield has saved greensmowing time. 

With regular foliar sprays of liquid com-

post and fish emulsion, color has equaled 

or surpassed that produced by synthetic 

fertilizers. 

Suppress ing d i s e a s e natural ly—Our 

first experiments with natural disease sup-

pressants were promising but not totally 

effective. Fairly high rates of sea plant 

extract (7 oz./M) and a natural enzyme 

product were applied to control take-all 

patch at seven-day intervals. The disease 

was arrested but recovery was slow. 

The addition of "compost soup" (see 

sidebar) increased the program's effective-

• I 
A diseased section of the first green a t Stoneridge w a s a e r a t e d wi th 3 / 8 - i n c h solid 
tines, a n d the holes fi l led w i th screened compost. Symptoms w e r e g o n e in a w e e k . 



ness immensely. I had learned about it 

through research at the University of 

Bonn's Institute of Plant Diseases in 

Germany. A compost soup 

mixture was being used 

there to control non-turf-

grass diseases such as 

Phytopthora, Botrytis and 

other fungal diseases. 

Apparently, active ingredi-

ents in the compost do not 

actually kill fungi but pre-

vent them from colonizing 

plants. 

T h a t c h reduc t ion— I 

believe that regular use of 

sea plant extract and natu-

ral organics has helped us 

maintain the bentgrass thatch layer at 

one-quarter inch or less, without regular 

sand topdressing. 

Although sand topdressing has been a 

time-tested, effective method of thatch 

control for many, we found that we could 

invariably count on disease stress soon 

after the completion of this process at 

Ecogen moves forward 
on nematode research 
• Ecogen Australia Pty. Ltd. has established 

a cross-licensing agreement with the 

Commonwealth Scientific and Industrial 

Research Organization of Australia 

(CSIRO). CSIRO's Division of Entomology 

is a worldwide leader insecticidal research. 

Under terms of the agreement, Ecogen 

gets co-exclusive rights to patents which 

CSIRO holds in insecticidal nematode fer-

mentation, formulation and production 

Stoneridge. 

We decided to try using screened com-

post as a topdressing. It involves just 

slightly more brushing and 

clean-up time than with sand. 

To counter graining, we regu-

larly brush with a home-built 

tool just prior to mowing. 

C o s t s a b i t m o r e — In 

terms of the cost effectiveness 

of our IPM program, we have 

had to consider several fac-

tors. First, commercial natu-

ral organics are slightly higher 

in cost than high-quality syn-

thetics. 

The slow, even release of 

the natural organics, howev-

er, has allowed us to reduce our synthetic 

fertilizer program by almost 50 percent. 

The large savings here are only partial-

ly offset by the purchase of biostimulants. 

Fish emulsion costs less than $50 per year 

for regular foliar application to greens. 

For topdressing after green aeration, 

cost was more than one-third greater 

processes. CSIRO receives co-exclusive 

rights to Ecogen Australia nematode for-

mulation patents. 

Insecticidal nematodes are microscopic 

roundworms that seek out and attack 

insect larvae either in the ground or in 

plant stems. 

Since 90 percent of all insects live in 

soil during some part of their lifecycle, 

there is a substantial opportunity in the 

nematode-based biopesticide market for 

Ecogen's products. 

Ecogen has been involved in nematode 

than it would have been with local sands. 

This extra cost was offset by the fact that 

we did not use fungicides during the 1992 

season. 

—Reprinted in part with permission 

of Golf Course Management magazine. 

Ed. note: Ken Eskelson is now owner of 

Clearwater Landscapes, Inc., Priest River, 

Idaho. 
uPlease understand / am not 'anti-chemi-

cal (whatever that means)," wrote Eskelson 

to Bioturf News. 7 do believe, and have 

learned from experience, that a healthy 

soil will produce healthy plants, requiring 

few, if any, curative inputs. This is not 

always possible (i.e. putting greens stressed 

by mowing heights of 'A-inch).) I feel it 

important to work for cultural systems 

with as few synthetic inputs as possible." 

Specific products used by Eskelson at 

Stoneridge included Ringer Greens 

Restore fertilizer; Emerald Isle Pana Sea 

and Pana Sea Plus sea plant extracts; 

Safer's insecticidal soap; and Dipel 

Bacillus thuringiensis for webworms, cut-

worms, tent caterpillars, etc. 

research since March of 1992, when it 

acquired the bio-insecticide business of 

Bioenterprises Pty Ltd. of Australia and cre-

ated Ecogen Australia. 

The newly-formed company develops 

and commercializes biopesticides using 

nematodes. 

In addition to the cross-licensing agree-

ment, Ecogen and CSIRO are entering into 

discussions to identify areas of potential 

cooperation in research and development, 

including insecticidal nematodes and 

insect attractants and pheromones. 

Bh e 1 0 , 0 0 0 
annuals at the 

c o u r s e r e c e i v e 
fish emulsion a n d 
sea p lan t extract 
in the b e g i n n i n g 
in t h e s e e d l i n g 
stage. 

RECIPE FOR COMPOST SOUP 
• Here's Dan Eskelson's recipe for the compost soup used for disease prevention. The base is produced in Missoula, Mont., from 
digested sewage sludge and wood wastes (sawdust, wood chips and finely shredded bark.). 

The aerated piles must first reach temperatures of 170° F and higher, to destroy any harmful bacteria or weed seeds that may be 

present. 

1) Fill burlap sacks and suspend them in large plastic trash barrels filled with water. 

2) Brew for 10 to 14 days 

3) Strain directly into spray tank. Use a nylon stocking as a strainer to prevent clogged spray nozzles. 

4) A 40:60 soup-to-water ratio worked at Stoneridge. In the event of increased disease severity, experiment with a stronger mix. 

5) Mix about 40 gallons of soup with 60 gallons of water in a 100-gallon spray tank. 

6) Sea plant extract and fish emulsion are usually added. 

Yield: 100 gallons covers 50,000 square feet of golf greens. 

Cost: one man hour/week plus $45 per year for the commercial product. The compost is purchased in bulk and is relatively inex-

pensive. Still, it is the program's costliest IPM-related item. 



PRODUCTS 

THE BIORATIONAL ARSENAL 
• The following is a list of those bio-

rational pesticides available to the 

landscape, golf and lawn care industries. 

Some, it should be remembered, are 

harmful to beneficial and non-target 

organisms. Use those products with 

caution. 

Bacillus thuringiensis is a bacterial 

pathogen for the control of many worms 

and caterpillars. The bacteria has no affect 

on humans, other vertebrates plants or 

other insects other than the larval stage of 

moths and butterflies. 

Soaps can be effective on spider mites 

and soft-bodied insects such as aphids, 

mealybugs and whiteflies. 

Potassium soap sprays, such as 

insecticidal soap are more effective than 

household soaps when three tablespoons 

are mixed in one gallon of water. Some 

plants may be susceptible to soaps. Test 

spray a few leaves and wait three to five 

days to spot burn. 

Horticultural oils are effective controls 

for a few difficult pests like scales. The oil 

simply coats the insect and suffocates it. 

Oils can burn plants if applied during 

unfavorable temperatures 

Some of the new highly-refined oils 

show less burn potential. Vegetable oils 

have been reported to control some 

insects. 

The Neem tree is the source of 

Asadirachtin. It is a growth regulator, anti-

feedant and repellant. It is not labeled for 

edible crops. It controls many insects, but 

may be hazardous to fish and aquatic 

organisms. 

Nicotine is an alkaloid found in the 

leaves of many species of plants, but is 

usually obtained commercially from 

tobacco. Relatively non-toxic to beneficial 

organisms, birds and bees. It is toxic to 

humans and should be handled with care. 

It biodegrades rapidly with little residual 

affect. Trade name: Black Leaf 40. 

Coscma lacustac is a biological 

grasshopper control agent. A naturally-

occurring disease protozoa formulate on a 

bran bait, consumption drops within 10 

days, but grasshoppers live for more than 

22 days. Effective against the American 

grasshopper, and most others, but no the 

Lubber grasshoppers. 

Diatomaceous earth is a talc-like 

powder made from the silica remains of a 

class of marine algae. 

Will also kill beneficial insects, such as 

bees and parasitic wasps. Not effective in 

humid weather. 

Quassia is made from the bark of a 

Latin American tree; it kills aphids, 

sawflies and caterpillars. 

Rotenone is a botanical insecticide 

which controls many species of insects 

including external parasites of animals like 

fleas and ticks. It is harmless to warm-

blooded animals, but will kill beneficial 

insects and fish. Short lived, so repeat 

applications are needed. 

Ryania is derived from the ryania shrub 

of South America. Reportedly safe to 

humans and other warm-blooded animals. 

Effective against worms, but is short lived. 

Is usually combined with rotenone and 

pyrethrum; sold as Triple Plus and R-50. 

Sabadilla is made from the ground 

seeds of the sabadilla lily. It's reported to 

control a broad range of insect pests. It too 

is short lived, as are most botanical 

insecticides. Sabadilla dust and seed 

irritates the mucous membranes of 

humans and is toxic to honeybees. 

Pyrethrum is made from the 

pyrethrum flower. It will control a vast 

array of insects pests. It is described as 

relatively non-toxic to ladybeetle larvae 

and honeybees. It is readily metabolized by 

warm-blooded organisms without lasting 

ill-effects. Some commercial products also 

contain non-natural ingredients. 

Pyrethroids are synthetic pyrethrins, 

which have longer lasting residues. 

Beneficial nematodes attack cutworms, 

mole crickets, beetle larvae, wireworms 

and sod webworms, as well as other soil 

dwelling insects. A symbiotic bacteria 

inside the nematode parasitizes and kills 

pests within 48 hours. Beneficial 

nematodes are labeled for lawns, gardens 

and houseplants. 

Commercialy available nematodes 

include BioSafe, Scanmask and some 

improved strains. 

Sticky traps, such as Tanglefoot and 

Stickem, are found at garden centers. A 

home made trap can be made with a 

shallow tray filled with beer and flour. 

Apply at the trunk of plants. It can also 

be applied to yellow poster-board squares 

which are hung or placed near plants. 

Insect in the sticky trap. 

Source: Newsletter of the Florida 

landscape Maintenance Association, 

January 1993. 



PRODUCTS 
Product converts thatch to 
nourishing humus 

Thatch Biodigest from Springfield, 

Virg.-based Envirogenesis, is described as a 

powerful collection of bacteria strains that 

aggressively break down thatch and con-

vert it to humus. 

The objective of biological thatch con-

trol is to accelerate the process of thatch 

decomposition.In a test conducted by the 

University of California at Edgewood Tahoe 

Golf Course. 300 Kentucky bluegrass and 

creeping bentgrass plugs were pulled and 

measured. Thatch levels extended three 

inches below the surface. 

Six weekly treatments of Thatch 

Biodigest resulted in a 53 percent thatch 

reduction six months later. According to 

the company, its biotechnology concen-

trates naturally-occurring microorganisms 

to a level thousands of times greater than 

that normally found in nature. This results 

in a super-accelerated breakdown of thatch 

into humus. 

Envirogenesis says Thatch Biodigest 

increases turf disease resistance and 

restores turf to a balanced ecosystem. 

Circle N o . 2 2 1 on Reader Inquiry Card 

• Thank you for this added service! We 

want to keep an open mind about all prod-

ucts on the market, but at this time we see 

no need to make any changes. 

We offer a non-pesticide program for 

both turf and ornamentals, but of over 

1000 customers, only 15 or so want it; of 

those 15 there is a heavy turnover since 

the average time they can stand weeds or 

insects is the time it takes their neighbor's 

lawn to look better than theirs! Thanks for 

keeping us informed. 

—Jon Hart, Greenturf, Gaithersburg, Md 

• How nice to find someone who thinks 

biologicals are for real. 

I have controlled algea in my lakes for 

the past three years with microbes. 

We have also applied microbes to our 

greens for disease control. And yes, it did 

take a very long time to show results. I 

have not applied a fungicide to our greens 

since July 20, 1992. The sad fact is that we 

can not prove that the microbes are reduc-

Biostimulants m a d e to 
enhance plant g r o w t h 

Damaged or stressed turf and landscape 

plants, or establishing turf and ornamen-

tals can now be treated with applications of 

CytoGro and CytoFe, two new biostimu-

lants from Plant BioTech, Inc., of Corrales, 

NM. 

CytoGro is an EPA-registered hormone 

biostimulant designed to enhance the nat-

ural growth of grasses. CytoFe is a mix of 

CytoGro and 5 percent chelated iron, to 

promote root growth and green up. 

PBT says that an early spring applica-

tion will promote tiller, rhizome or stolon 

growth, and help develop a deep root sys-

tem to give the turf a rapid start after win-

ter. Newly-emerged seedlings sprayed with 

CytoGro will speed establishment and 

increase canopy development. 

Research by Dr. Dick Schmitt of 

Virginia Polytechnic Institute has shown 

that CytoGro applied to bluegrass and 

other turf will relieve stress from irrigat-

ing with saline water by stimulating new 

root development and root system saline 

tolerance. 

Circle N o . 2 2 2 on Reader Inquiry Card 

LETTERS 
ing disease incidence. Good luck! 

—Don Parsons, Old Ranch C .C. , Seal 

Beach, Calif. 

» I have been in the lawn care business for 

eight years. The handwriting is definitely 

on the wall. If the industry is going to sur-

vive and grow, more natural products 

must be used, and applications will have to 

be "risk free," or nearly so. 

I'm very pleased you're doing your part 

by providing more information. 

—Jim Tiller, DeYoung Landscape 

Services, Grand Junction, Mich. 

" Thank you for "Bioturf News." Presently, 

I don't offer any "environmentally friendly" 

pest control. I've investigated some prod-

ucts and found they just wouldn't fit into 

my service line. I am interested in bio-con-

trol products and hope I can use them in 

the future. Please put me on your sub-

scribers list. 

—Steve Candeloriy Specialized Landscape 

Services, Pittsboro, NC. 

G r a c e , P J M a r g o o p e n 
n e e m p r o c e s s i n g p l a n t 

W.R. Grace & Co and PJ Margo Privat 

Limited of Karnataka, India, recently 

began what is being called the world's first 

commercial-scale facility to produce neem-

based biopesticides. 

Initial capacity of the plant is 20 tons of 

neem seed per day, according to Grace, 

which has provided the process technology 

for the project and will purchase product 

from the plant. 

Extracts from the Indian neem tree 

include the biopesticide azadirachtin, 

which attacks and controls more than 200 

types of insect pests as well as some species 

of mites and nematodes. 

The neem-based extracts are harmless 

to birds, mammals and beneficial insects 

such as bees. 

Grace-Sierra its neem-based biopesti-

cides to horticulturists under the trade-

mark Margosan-O. The biopesticide is also 

marekted under license from Grace 

through the Minneapolis-based Ringer 

Corp. to consumers under the trademark 

BioNeem. 
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F o r t h e p r o f e s s i o n a l 
l a n d s c a p e r , l a w n c a r e o p e r a t o r 
a n d g o l f c o u r s e s u p e r i n t e n d e n t 

i n t e r e s t e d in l e a r n i n g m o r e 
a b o u t h o w o r g a n i c t u r f c a r e 

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

P u b l i s h e d a t t h e o f f i c e s of 
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A d d r e s s c o m m e n t s t o : 
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Jon Miducki , publ isher 
Terry Mclver, editor ial , layout 
Michel le Therr ien, graphic designer 



BIOTUR EWS 
For the Latest Developments in Biological, 

Organic and Natural Turf Care! 

With our Oc tober premier publ ica-
t i o n o f Bioturf News, w e a t 

LANDSCAPE MANAGEMENT m a g a z i n e 
cont inued our commitment to g ive you 
the best poss ib le c o v e r a g e of g reen 
industry happenings. 

Bioturf News is our new, b i -monthly 
review of current research a n d devel-
o p m e n t in " b i o l o g i c a l , o r g a n i c a n d 
natura l " turf care. In 1 9 9 3 , it w i l l exist 
i n d e p e n d e n t l y o f LANDSCAPE 
MANAGEMENT. 

Some a l ternat ive turf ca re products 
can ' t be ignored . 

Independent Universi ty research has 
de te rmined them to be v iab le forms of 
insect, w e e d a n d disease contro l . 

M a n y of ou r readers have also 
f o r m e d o p i n i o n s o f b i o l o g i c a l a n d 

o rgan i c products . 
Some say b i o l o g i c a l a n d o r g a n i c 

products a re too expensive a n a take 
too long to show results. 

Others believe customers should have 
a choice. A n d still others are p robab ly 
w o n d e r i n g w h a t a l l the exc i tement 's 
about . 

O u r job, as an industry in format ion 
source, is not to tell you wha t to think, 
but to s imply relay the in format ion to 
y o u — a s soon as w e can a n d in the 
best w a y poss ib le—and let you take it 
f rom there. 

There a re two sides to every story. 
Your op in ions count, a n d w e wan t to 
know wha t you think of these products. 
H a v e y o u t r i ed a l t e rna t i ve tur f c a r e 
products? If so, wha t were the results? 

To make Bioturf News the most useful 
green industry news source it can be, 
w e wi l l a lways welcome your questions 
a n d comments. 

Jon Miducki 
Publisher 

Terry Mclver 
Editor 

Bioturf News will be a bi-monthly newsletter reporting on biological, 
organic and natural products for the specialty turf market But you have 
to subscribe in order to receive it. To receive your free, one-year sub-
scription, please return the coupon below to: 

J o n M i d u c k i , p u b l i s h e r 
L A N D S C A P E M A N A G E M E N T 
7 5 0 0 O l d O a k B lvd . 
C l e v e l a n d , O H 4 4 1 3 0 

SUBSCRIBE TODAY! 

N a m e 

Ti t le 

C o m p a n y 

A d d r e s s — 

Ci ty 

P h o n e 

S ta te Z i p . 



The 
only grub control 

fast enough 
to compete in the 
fifty-yard dash. 

Nothing works faster than DYLOX insecticide. Plus it has no turf restrictions, it's 

low odor, and it's available in an 80% water soluble powder and 6.2% granular. So it's 

easy to apply as well. Which helps when you have to cover a lot of ground. For more 

information, contact Miles Inc., Specialty Products, Box 4913, 

Kansas City, MO 64120. (800) 842-8020. 
MILES ^ 



'Least management' methods 
for neighborhood f ie lds 
S m a l l t o w n s , h igh schools or c o m m u n i t y c o l l e g e s m a y n e e d a l i t t l e 
f r o m the i r f r ie i 

he l 

Because there's a growing awareness 

of injury liability, turf supervisors are try-

ing new plans and practices. Still, fields 

used for unsupervised play receive little 

attention. Care beyond basic mowing and 

occasional fertilization depends entirely 

on what funds are budgeted and how 

much volunteer help can be recruited. 

Personnel—Team players and other 

volunteers can perform much pre-game 

preparation work with proper supervision 

like normal maintenance crews, or even 

savvy coaches. 

On the high school and community 

college level, coaching staffs and players 

can establish playing standards by the 

amount of their cooperation. Often, an 

unwritten agreement can be made where 

the team is expected to handle the day-to-

day and pre-game tasks, while the main-

tenance staff handles the more technical 

procedures and those involving power 

equipment. 

At the other end of the scale, it's not 

uncommon to have as few as two people 

in charge of an entire 40-acre park, 

including baseball, softball, soccer and 

football facilities. Even when staffs are 

larger, these people have little time for 

fine-tuning playing fields. Little League 

and senior league supporters pitch in to 

bring the quality of the fields up. 

Frequently, the spearhead of a volun-

teer-assisted municipal program is a local 

business person with a love of sports but 

little turf experience. By working closely 

with such willing volunteers, turf man-

agers have been able to achieve results far 

better than least-management budgets 

would allow. 

Infields—It's important on low-main-

tenance fields to find a workable infield 

mix. In southern California, most such 

fields use 60 percent clay and 40 percent 

brick dust for the mound and home plate. 

The rest of the infield is a mix of 60 per-

cent brick dust and 40 percent clay. 

The infield may be composed of 100 

percent skinned area in little-used and 

low-budget fields. Warning tracks also 

may be skinned surfaces. 

Scarifiers are frequently low budget, 

ranging from nail drag on up. For exam-

ple, the excellent program put together 

by Jeff Barnes at Red Hill Field in Rancho 

Cucamonga, Calif., uses a scarifier with a 

straight blade and weights, set up with a 

double-bar pull chain. Lug bolts can be 

Scari f iers, 
l ike t h e kinds 
used a t Red 
Hill Field in 
Rancho 
C u c a m o n g a , 
Cal i f . , are 
f requent ly low 
budget . 

set from '¿-inch to 2XA inches deep to scar-

ify or rip up the field as needed. Weights 

are added to adjust the depth. Lug bolts 

are used for ripping two or three times 

per year because of heavy use. 

At most lower-budget fields, scarifying 

is done on an as-needed basis. The brick 

dust mix is worked to a depth of YA to lA-
inch before a game or series. 

If mechanical equipment is available 

for infield preparation, crews start in the 

center and work to the perimeter, avoid-

ing the mound, bases and batter's box. 

These sections are raked by hand. 

Landscape rakes are used to level the 

surface after scarification, and the area is 

watered lightly. 

The field can then be marked as the 

budget permits. In most cases, chalk is 

used to denote the batter's box and base-

lines. The outfield is painted only if funds 

allow. Often, special chalking and paint-

ing is budgeted only for special tourna-

ments or major games. 

C u l t u r a l pract ices—Many fields are 

heavily scheduled. To manage wet weath-

er situations, a portion of the budget 

may be invested in products such as 



With All The AbuseY)urTurf Takes, Who Needs Root Pruning? 

You know the story. The guys who swing an iron 
the way a lumberjack wields an ax are the same guys 

who yell the loudest when weeds give them a bad 
lie. So, with all the abuse your turf takes, the last 

thing you need is root-pruning from your herbicide. 
That's why you need CHIPCO® RONSTAR® brand G 

herbicide. University root pull studies show that 
CHIPCO® RON STAR* G works without pruning turf 

roots. That means healthier roots and stronger, 
more durable turf. Best of all, just one pre-

emergence application provides season-long 
control of 25 tough broadleaf and grassy 

(fP RHÔNE-POULENC 

weeds-including goosegrass, crabgrass and Poa 
Annua. You'll also appreciate the fact that CHIPCO® 

RONSTAR® G is labeled for use on a wide variety 
of ornamentals, and is now available in a new low-
dust formulation that makes application even 
more convenient. CHIPCO® RONSTAR® brand G 
herbicide. It can't improve the quality of play on 
your course, just the quality of weed control. 

New Low-Dust Formulation Chipco RonstarG 
Brand Herbicide 

Rhone-Poulenc Ag Company, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. For additional product information, please call: 1-800-334-9745. As with any crop protection 

chemical, always read and follow instructions on the label. C H I P C O and RONSTAR are registered trademarks of Rhone-Poulenc. ©1991 Rhone-Poulenc Ag Company. 

P i r H o M r » r » n D o o H o r I n n n i n « P a r H 



'LEAST GEMENT TIPS' 
CONSIDERATION 1 NORMAL MANAGEMENT 'LEAST MANAGEMENT' 

Scarification 2 to 3 times per year as needed 
Mowing twice a week once a week 
Edging once a month twice a year 
Irrigation supplemental supplemental 
Fertilization spring, summer, fall spring, fall 
Overseeding late fall none (heavy fall fertilization) 
Weed Control pre-/post-emergence 

herbicides 

pre-emergence herbicides 

Insect/Disease Control as needed none 
Aeration 2 to 3 times per year 

Source: the author 

as needed for compaction 

Diamond-Dry, which can be 

raked into the infield mix to 

bring a too-wet field into playable 

condition. 

Mowing frequency is determined by 

budget. Though most turf managers 

can't devote time to creating a striping 

pattern in the grass, all alter directions 

with each mowing to maintain a cleaner 

cut. 

Where funds are available, the infield 

and skinned areas receive some type of 

supplemental irrigation. Even the money-

strapped facilities have found that it's 

more costly to rebuild a turf field than to 

keep it alive by watering. 

Soil testing once a year for pH and fer-

tility levels is a wise budgetary move. The 

test results help tailor fertilization pro-

grams to specific needs, possibly cutting 

Even the money-strapped faci l i t ies 
have found that it 's more costly to 

rebuild a turf f ie ld than t o 
keep it al ive by 

watering. 

fertility needs. 

The optimum time to verticut and 

dethatch bermudagrass is during the 

playing season, which is advantageous 

for the turf but not good for the playing 

schedule. A compromise is often made, 

tackling these procedures only as neces-

sary, and timing them as 

late in the season as possible, 

but early enough so the grass is 

still actively growing. Fertilizer is 

a big variable in maintenance pro-

grams. Turf managers with smaller 

budgets use the slow-release fertilizer 

products to stretch fertilization benefits 

over a longer period. 

—Leif Dickinson is assistant turf 

course superintendent for the Los 

Angeles Turf Club and Santa Anita 

Park. He is a graduate of the University 

of Maine, completing the program in 

horticulture and sports turf manage-

ment at Mount San Antonio College, 

and a member of the Sports Turf 

Managers Association. He extends spe-

cial thanks to Merton Johnson and Jeff 

Barnes for their assistance. 

Use customer complaints 
to secure company loyalty 
• If one of your customers—whether he 

be a landscape client, a member of the 

golf course, a citizen using one of your 

athletic fields—has a complaint, you have 

a tremendous opportunity to build cus-

tomer loyalty, but it depends on how you 

choose to satisfy that complaint. 

A survey by the U.S. Office of 

Consumer Affairs shows that whenever 

customer complaints are successfully 

resolved, 73 percent of the complainers 

would return to buy that product or ser-

vice again. 

Conversely, when customers had 

minor problems but did not complain, 

nearly 67 percent would not buy the same 

product or service again. The three rea-

sons mentioned most often for not com-

plaining were: 

• Customers felt complaining wasn't 

worth their time and effortl 

• They believed complaining wouldn't 

do any good; 

• They didn't know how to or where 

to address complaints. 

To handle complaints successfully, 

and better insure cutomer loyalty, you 

should: 

1) Listen to the customer's entire 

complaint. Don't interrupt; let them say 

all that's on their minds; 

2) Sympathize with them, and be sure 

to communicate sincerity; 

3 ) Avoid justifying or making excuses; 

the customer doesn't want to hear any 

excuses; 

4) Ask questions; 

5) Agree on a course of action; 

6) Inform and involve others who 

need to know; 

7 ) Monitor the progress in resolving 

the complaint. 



On big jobs you'll be impressed at how 

Stihl string trimmers combine power with 

lightweight handling ease. You'll also appreci-

ate the low noise level at which many of our 

blowers operate. 

If you'd like to test any of our grounds main-

tenance equipment, see the Yellow Pages under 

"Saws" for your nearest Stihl dealer. The long 

and short of it is that you won't find any better. 

1993 Stihl Incorporated 

Or maybe a flattop on that boxwood. With Stihl 

power equipment, almost anything's possible 

for the grounds maintenance professional-

even the thorniest jobs. 

From hedge trimmers to string trimmers 

to power washers to backpack blowers, Stihl 

offers a full line of rugged and reliable prod-

ucts. Stihl's famous dependability ensures that 

you can tackle just about any project quickly 

and efficiently. 

STIHL 
As good as you thought. 

Priced less than you think. 



Picking the right dealer 
as a business partner 
W h e n you n e e d n e w 
e q u i p m e n t , c h e m i c a l s or 
s e e d , do you shop for t h e 
b e s t pr ice , or t h e b e s t 
d e a l ? 

• Your equipment/seed/chemical dealer 

should be a partner in your business, 

experts say. What is good for your business 

is good for his. What is bad for your busi-

ness is bad for his. 

Nowhere else in the country is a land-

scaper more of a "partner" to his dealer 

than at KEI Enterprises in Cudahy, Wis. 

Rich Wilbert is KEI's landscape division 

supervisor and Rick Rollo is director of 

KEI's commercial equipment dealership. 

They talked, together, about their relation-

ship during the Associated Landscape 

Contractors of America annual conference 

last November. 

Here are the points, in descending 

order of importance, most landscapers 

admit they sell their services: 

1) on quality that the customer 

establishes; 

2) on performance; 

3 ) on reliability; 

4 ) on availability; and 

5 ) on price. 

Here are the points, in descending 

order, most landscapers buy their 

equipment, according to Rollo: 

1) on price; 

2) on availability; 

3 ) on reliability; 

4 ) on performance; and 

5 ) on quality. 

Note anything unusual with 

the two above lists? "Eighty to 

ninety percent of all the people I 

deal with buy exactly the opposite 

of the way they sell," observes 

Rollo. "This needs to be reversed. You need 

to buy the way you sell." 

For instance, "you should demand your 

partner train your people," Rollo contin-

ues. "Make him aware of that right away— 

that's part of the partnership. We, as a dis-

tributor, feel that if we get a fair price for a 

machine, we have a responsibility to the 

customer." 

Rollo and Wilbert cite eight keys to 

picking the proper dealer: 

• Who and what is available? This 

includes the types of equipment and the 

people you want to deal with. Go talk to a 

few to see if you can build a relationship. 

• Are replacement parts and service a 

part of the deal? "Ask your salesman at 

your time of purchase for one of its parts. 

If they don't have it, you may be out of 

luck when your equipment breaks down," 

Wilbert suggests. 

• What programs are available? What 

Rollo: You can find 
some imaginat ive 
manufacturers . 

Wi lbert : Out of luck 
when equipment 
breaks down? 

Maintenance prolongs mower life 
• If you want your lawn mowers to last, 

treat their engines with the same respect 

you show your car's engine, says a Penn 

State University machinery specialist. 

Read the owner's manuals and follow 

the directions for maintenance, says James 

Garthe, instructor in agricultural and bio-

logical engineering. Pay strict attention to 

the viscosity and quality of oil used in the 

engine. 

"The wrong oil shortens your engine's 

life by causing overheating and excessive 

wear on valve guides, seals and main bear-

ings," he says. "Use high quality engine 

oils containing additives that buffer corro-

sive acids generated during fuel combus-

tion." 

Keeping the air filter clean also extends 

your mower's life. 

"If the air filter is dirty, minute parti-

cles of silicon can eventually get into the 

internal moving parts," Garthe says. "A 

dirty air filter also keeps air from getting 

to the engine and affects the air/fuel ratio 

that governs combustion. The engine has 

to work harder, wasting energy and foul-

ing the spark plug with deposits." 

Other hints: 

• Check spark plugs regularly. 

Carefully scrape deposits from the plug 

with a pocket knife or wire brush. 

• Change oil while it's still warm to 

drain suspended contaminants. 

• If you keep your mowers in a damp 

location, consider coating them with a sili-

con spray to keep moisture out and dis-

courage rust. Covering with a plastic tarp 

also keeps moisture—and rodents—out. 

kind of financing, tax-free or tax-supported 

rebates, leases, national and regional pro-

grams? "There are some imaginative man-

ufacturers out there," notes Rollo. 

• Is back-up equipment available? 

What will the dealer do for you? What war-

ranties will be in effect, both pre- and post-

breakdown? 

• What about demonstrations? "Can 

you take it to your site and operate it 

where you will be using it?" Rollo asks. "At 

that time, you can easily involve your 

operators. If an operator doesn't buy into 

the program, he'll do anything he can to 

destroy the equipment. 

• Does the dealer have references? 

"Dealers will tell you their machines can 

do a lot of things," Wilbert observes. "You 

need someone who can tell you if the 

equipment can be used in a situation simi-

lar to yours." 

• What's the warranty? Length and 

type are good indications of how much 

confidence a manufacturer has in a piece 

of equipment. "If this person's your part-

ner, he'll go to bat for you on warranties," 

says Rollo. 

• Does the salesperson inspire trust, 

knowledge and understanding? "He must 

understand your business and your appli-

cations," Wilbert says. 

Manufacturers are just beginning to 

offer their dealer/distributors more assis-

tance in customer relations, the pair 

notes. For instance, Rollo will ship or air-

freight a part that he doesn't keep in stock 

as an added service to his valued cus-

tomers. 

Finally, remember that your dealer is 

in the business of making a profit. And if 

he or she can make a fair profit on the 

equipment or chemicals or seed being sold 

to you, he can afford to offer the service 

that goes with it. 

—Jerry Roche 



KUBOTA RUNS 
CIRCLES 
AROUND THE 
COMPETITION 

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

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

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

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

Kubota. 
For informat ion write to: 

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

Financing available through Kubota Credit Corporation. 



Halting soil 
erosion on your 
landscape sites 
The old a d a g e a b o u t an o u n c e o f p r e v e n t i o n wi l l he lp 
you avo id e ros ion - re la ted e n v i r o n m e n t a l p rob lems. 

by Fred Kel ly 

tion on the characteristics of local soils. 

The County Soil Survey and information 

on both the USLE and WEQ can be 

obtained from your local USDA Soil 

Conservation Service or Soil Conservation 

District office. 

Each site, however is unique in regard 

to erosion potential. The landscape profes-

sional can become proficient at recogniz-

ing potential high-risk areas just by using 

a little common sense. 

1) Generally, sandier soils will erode 

more easily than finer-textured soils. 

2) Slopes that are steeper and longer 

will erode more severely than flatter, 

shorter slopes. 

3) Where vegetation is spotty and not 

providing a contiguous cover, soil will 

erode. But with a vigorous turf cover, the 

underlying soil is protected. 

4) When rainfall-induced runoff flows 

across the site in a concentrated fashion, 

such as in a natural depression or draw, it 

will often speed up and erode much more 

than where the water is flowing in a wide-

ly-dispersed sheet at a slower speed. 

Concentrated flows cause gullies. 

5) Lastly, parts of the country that have 

more annual rainfall will generally pose a 

greater risk than low rainfall areas. 

This is an over-simplification of the sci-

ence of erosion prediction. But it's worth 

some consideration because landscape 

managers can help themselves, their 

clients and the environment by thinking 

about prevention before correction is nec-

essary. 

Plan ahead—Any project you under-

take should have a logical sequence of con-

struction. This sequence should not only 

consider contractor or material availabili-

ty, but also getting any erosion-control 

structures such as diversions, basins, 

A t h i c k turf cover p r o t e c t s under ly ing 
soil on s lopes. 

• Soil erosion is a landscape manager's 

nightmare. Not only can it cause unsightly 

gullies and sediment bars around your 

site, but it can also result in off-site dam-

age to adjoining properties and pollution 

of surface waters. 

The problem can be worsened when a 

site has been fertilized or treated with pes-

ticides. The nutrients and agrichemicals 

may adsorb to the soil and leave the site 

with the sediment. 

Many thousands of dollars are spent 

annually to correct the effects of soil ero-

sion. Believe it or not, sediment is the 

number one pollutant of surface waters in 

this country. It makes a lot more sense to 

prevent soil erosion in the first place. 

The rate of erosion from a particular 

site can be predicted with a reasonable 

degree of accuracy. The Universal Soil-

Loss Equation (USLE) and Wind Erosion 

Equation (WEQ) combine critical erosion 

factors to yield an average soil loss, 

expressed in tons per acre per year. 

Naturally, the soil type at a give site is 

the starting point in beginning the erosion 

estimation process. Different soils have 

different tolerance for development and 

disturbance. The Soil Survey for your 

county can provide a wealth of informa-

This 
roadside 
plant ing 
w a s done 
w i th 
conserva-
t ion in 
mind. 

drains or swales in place and seeded before 

the structure will handle runoff. 

• Planned pipe outlets should be stabi-

lized with rock rip-rap or other suitable 

materials before concentrated runoff will 

come through. 

• Rough grading should be planned to 

prevent diverting runoff into possible trou-

ble spots. 

• Don't clear portions of a wooded or 

well-vegetated site until absolutely neces-

sary. 

Keep it under cover—Nothing prevents 

soil erosion better than vegetation. The 

denser and more sod-like, the better. Good 

seeding, liming and fertilizing practices 

make the process go a whole lot quicker. 

• Placing mulch over a seeding is 

mandatory. Make it clean straw or salt hay, 

at a rate of at least three bales per 1000 sq. 

ft. 

• If a site needs to be protected only 

temporarily, use a quick-establishing 

annual grass like annual ryegrass. In some 

cases, a heavy application of mulch held in 

place with an environmentally-friendly 

tacking agent can also suffice. 

• Low-maintenance slopes on a site 

should be protected with more permanent, 

wood mulches along with spreading peren-

nial groundcovers. The Soil Conservation 

Service has developed some superior culti-

vars like 'Chemung' crownvetch and 

"Lathco" flatpea. 

W a t c h your back—Any erosion prob-

lems on your site may be causing havoc off 

Stabi l i ze pipe o u t l e t s w i t h rock rip-rap 
or o ther su i tab le mate r i a ls . 



KNOWLEDGE IS POWER. Every day, Advanstar opens up a world of knowledge, becoming the 
prime source of information that you need for success — through leading publications serving 
diverse business and professional markets...productive expositions that deliver i^mk 
quality audiences...and sharply focused database marketing services. Look at 
your world in a whole new light. Advanstar. Serving business9 need to know, C O M M U N I C A T I O N S 

PUBLICATIONS • EXPOSITIONS • DATA SERVICES 

7500 Old Oak Boulevard, Cleveland, Ohio 44130 216-243-8100 800-949-9049 



FACTORS AFFECTING EROSION 
F A C T O R S I N USLE: F A C T O R S I N W E Q : 

ra in fa l l soi l suscept ib i l i ty to w i n d movemen t 
soi l t ype unshel tered d i s tance a l o n g 

p r e v a i l i n g w i n d s 
length a n d steepness o f s lopes soil moisture 
c r o p cove r o r g r o u n d c o v e r w i n d s p e e d 
ag r i cu l tu ra l Factors, l ike c o n t o u r i n g vege ta t i ve cove r 

r i d g e roughness 

your site. This results in an environmental 

problem, and often a public relations 

nightmare. 

Be aware of what your practices are 

doing to the lands and waters beyond the 

site. Consider waters coming into your 

site from outside. Be prepared to handle 

the storm flows you may be getting from 

upstream or uphill. Consider your neigh-

bors and take care of the site the way 

you'd like to see it if you were outside the 

fence. 

Soil Conservation Service and local 

Soil Conservation District personnel can 

help you. Publications are also available. 

The Soil Conservation Service is in the 

phone book listed under "U.S. 

Government, Department of Agriculture." 

Your Soil Conservation District is listed 

under "County Government." 

Soil erosion ruined th is tennis 
court . 

For more information, contact your 

local office or the National Association of 

Conservation Districts, P.O. Box 855, 

League City, TX 77574-0855. 

—The author is Assistant State Resource 

Conservationist for the Soil Conservation 

Service in New Jersey. 

TUrf rollers to fit your needs. 

o u w 

T R 224 
TheTR 224 is an 
exceptionally 
maneuverable roller, 
which shifts effortlessly 
from forward to reverse 
by pulling a single 
lever. Powered by a 
5.5 h.p. Honda engine. 
24"-wide rounded 
edge rollers. 

23324 Woodbine Avenue 
Keswick, Ontar io 
Canada L4P 3E9 

T R 130 
Compact 
and easy 
to operate, the 130 
roller is powered by 
a 5.5 h.p. engine 
and features 
a hydrostatic 
transmission for 
smooth, easy 
control. 30"-wide 
rounded edge 
rollers. 

Tel. (416)476-4311 
Fax (416)476-5867 

TURF EQUIPMENT LIMITED 



TESTED TOUGH 
FOR TWO YEARS, 
THIS IS 
THE CUPPER 
THAT JUST 
WON'T QUIT! 

Model HC 2400 
30' Blade. 
Model HC 2410 
40" Blade. 

I n t r o d u c i n g t h e t o t a l l y - r e d e s i g n e d E c h o H C - 2 4 0 0 , n o w w i t h t h e 
s t a m i n a a n d re l i ab i l i t y y o u n e e d t o b o o s t y o u r j o b p r o d u c t i v i t y . 

W e ' v e i n c r e a s e d p o w e r u s i n g a n E c h o 2 3 . 6 c c e n g i n e w i t h 
P r o - F i r e ™ E l e c t r o n i c I g n i t i o n , p l u s p u r g e p u m p e q u i p p e d c a r -
b u r e t o r f o r f a s t s t a r t s . T h e a l l - n e w , h e a v y - d u t y g e a r b o x h a n d l e s 
t h e h e a v i e s t c l i p p i n g , w h i l e t h e n e w c o m m e r c i a l d u t y air f i l t r a t i o n 
s y s t e m e x t e n d s e n g i n e l i fe . A n t i - v i b r a t i o n s y s t e m s o n b o t h h a n d l e s 
a l l o w h o u r s o f c o m f o r t a b l e o p e r a t i o n . 

To p r o v e t h i s c l i p p e r ' s d u r a b i l i t y , w e p u t i t i n t o f i e l d t e s t i n g 
f o r two years, l o n g e r t h a n w e ' v e t e s t e d a n y o t h e r p r o d u c t . 
N o w w e ' r e s o c o n v i n c e d o f i t s re l iab i l i t y , w e ' v e e x t e n d e d t h e 
c o m m e r c i a l w a r r a n t y t o o n e fu l l year . W i t h a t w o , f i v e a n d l i fe 
c o n s u m e r w a r r a n t y . 

C h o o s e t h e 3 0 " c u t t e r bar, ^ ^ o r t h e n e w 4 0 " c u t t e r 
ba r w i t h M o d e l H C - 2 4 1 0 . N o o t h e r h e d g e c l i p p e r s 

g i v e y o u m o r e f e a t u r e s f o r 
b e t t e r p r o d u c t i v i t y , r e l i ab i l i t y a n d 

eas ie r h a n d l i n g . 
For t h e E c h o d e a l e r n e a r y o u , ca l l t o l l - f r e e 

1 - 8 0 0 - 4 3 2 - E C H O . Or w r i t e : E c h o I n c o r p o r a t e d , 
4 0 0 O a k w o o d R o a d , Lake Z u r i c h , 
IL 6 0 0 4 7 . 

KliBCHO 
THE RIGHT TOOL 



LANDSCAPE 
345 - KERR'S COST DATA FOR 
LANDSCAPE CONSTRUCTION 
by Norman L. Dietrich 
Eleventh e d i t i o n . 
G ives y o u a l l t he p r i c i n g d a t a y o u 
n e e d in o n e c o n v e n i e n t sou rce ! 
Save hou rs o n t i m e - c o n s u m i n g 
research a n d ca l cu la t i ons . C o ve rs 
site, r e c r e a t i o n a n d l a n d s c a p e 
d e v e l o p m e n t , p lus specif ic d a t a 
o n ma te r i a l s , e q u i p m e n t , l a b o r . 

$ 4 9 . 9 5 
305 - LANDSCAPE MANAGEMENT 
by James R. Feucht 
and Jack D. Butler 
Learn i m p o r t a n t p r inc ip les o f 
ins ta l led l a n d s c a p e s - t r e e , sh rub 
a n d tu r fg rass soils a n d fer t i l i zers , 
i m p r o v e d p l a n t i n g a n d p r u n i n g 
techn iques , i n t e g r a t e d pest a n d 
d isease m a n a g e m e n t , s p r a y - e q u i p -
ment ca l i b ra t i on a n d ca re . $ 4 2 . 9 5 

370 - LANDSCAPE OPERATIONS: 
MANAGEMENT, METHODS & 
MATERIALS 
by Leroy Hannebaum 
C o m b i n e s techn ica l t r a i n i n g in 
l a n d s c a p e science w i t h easy - t o -
u n d e r s t a n d a c c o u n t i n g , business 
m a n a g e m e n t , m a r k e t i n g a n d sales 
techn iques - a l l in o n e h a n d y vo l -
u m e ! C o v e r s l a w n ins ta l l a t ion , 
l a n d s c a p e p l a n t i n g a n d 
m a i n t e n a n c e . $ 6 6 . 9 5 

365 - LANDSCAPE PLANTS IN 
DESIGN 
by Edward C. Martin 
A n n o t a t e d p h o t o g r a p h i c g u i d e t o 
aesthet ic a n d f u n c t i o n a l use o f 
o r n a m e n t a l p lan ts in l a n d s c a p e 
des ign . Trees, shrubs , v ines, 
g r o u n d cove rs a n d tu r fg rasses a r e 
i l lus t ra ted w i t h o v e r 1 , 9 0 0 b lack 
a n d w h i t e p h o t o g r a p h s . C o n t a i n s a 

3uick r e f e rence g u i d e t o p a r t i c u l a r 
esign qual i t ies, g r o w i n g cond i t ions . 

$ 7 5 . 9 5 

102-LANDSCAPE PROBLEM 
MANAGEMENT 
by Balakrishna Rao, Ph.D 
E n j o y a b l e and e d u c a t i o n a l ! Dr . 
Rao has rev ised a n d u p d a t e d his 
p o p u l a r " P r o b l e m M a n a g e m e n t " 
co lumns a n d a r r a n g e d t h e m in a 
c o n v e n i e n t , c a t e g o r i z e d f o r m a t . 
D r . Rao sheds l igh t o n a w i d e 
r a n g e o f quest ions • $39 .95 

TREES & SHRUBS 
430-DISEASES OF TREES 
AND SHRUBS 
by Sinclair, Lyon & Johnson 
A c o m p r e h e n s i v e p i c to r i a l su rvey 
o f diseases a n d e n v i r o n m e n t a l 
d a m a g e t o t rees a n d w o o d y o r n a -
m e n t a l p lan ts in the U.S. a n d 
C a n a d a . U p - t o - d a t e d e v e l o p m e n t s 
in f u n g a l b i o l o g y , t a x o n o m y , 
b a c t e r i o l o g y , v i r o l o g y , a n d env i -
r o n m e n t a l stress. $ 5 2 . 5 0 
690 - INSECTS THAT FEED ON 
TREES AND SHRUBS 
by Johnson and Lyon 
Essential i n f o r m a t i o n o n r e a d i l y 
i den t i f y i ng m o r e t h a n 6 5 0 insect 
pests a n d r e c o g n i z i n g the in jur ies 
they cause. Enhanced w i t h m o r e 
t han 2 0 0 co lo r i l lustrat ions. $ 5 2 . 5 0 

720 - SHRUB IDENTIFICATION 
by George Symonds 
Pic tor ia l key to sh rub iden t i f i ca t i on . 
C o n t a i n s m o r e t h a n 3 , 5 0 0 i l lustra-
t ions. Popu la r a n d b o t a n i c a l 
names a r e g i v e n t o e a c h shrub . 
H a n d y index tabs f o r qu ick 
re fe rence . $ 1 9 . 5 0 

750-TREE IDENTIFICATION 
by George Symonds 
Pic tor ia l r e fe rence t o t ree ident i f i -
c a t i o n . I l lustrates leaves, buds , 
b r a n c h e s , f ru i t a n d b a r k . Like its 
sister p u b l i c a t i o n , SHRUB IDENTI -
F I C A T I O N , p o p u l a r a n d b o t a n i c a l 
names a r e l isted w i t h index 
tabs f o r easy re fe rence . $ 1 7 . 9 5 

TURF 
220-CONTROLLING 
TURFGRASS PESTS 
by Shurtleff, Fermanian, Randell 
N o p ro fess iona l c a n b e w i t h o u t this 
n e w c o m p r e h e n s i v e g u i d e w h i c h 
p r o v i d e s the most recen t i n f o r m a -
t ion a v a i l a b l e o n the iden t i f i ca t i on , 
b i o l o g y , c o n t r o l a n d m a n a g e -
men t o f e v e r y t y p e o f tu r fg rass 
pest . $ 5 6 . 9 5 

235-LAWNCARE: A 
HANDBOOK FOR 
PROFESSIONALS 
by H. Decker, J. Decker 
A n i n v a l u a b l e g u i d e f o r p l a y i n g 
f ie ld m a n a g e r s , g o l f cou rse m a n -
age rs , l a w n c a r e p rac t i t i one rs . 
W r i t t e n b y tu r fg rass p ro fess iona ls , 
this h a n d y re fe rence covers 
a l l aspects o f tu r fg rass 
m a n a g e m e n t . $ 5 6 . 9 5 

640 - TURF IRRIGATION MANUAL 
by James Watkins 
Keep pace w i t h the latest deve l -
o p m e n t s in tu r f a n d l andscape ir-
r i g a t i o n . Ro ta ry spr ink ler a n d g o l f 
cou rse des ign systems, a n d 
e x p a n d e d e n g i n e e r i n g a n d re fe r -
ence ma te r i a l m a k e this a g r e a t 
re fe rence f o r eng ineers , arch i tec ts , 
designers a n d cont rac tors ! $ 3 2 . 9 5 

620-TURF MANAGEMENT 
HANDBOOK 
by Howard Sprague 
Pract ica l g u i d e to tu r f c a r e u n d e r 
b o t h hea l t hy a n d p o o r cond i t i ons . 
C ov e r s specia l tu r f p r o b l e m s in c o o l 
a n d w a r m reg ions , fe r t i l i zer use, 
r e g u l a r tu r f ca re , w e e d a n d 
d isease c o n t r o l . Inc ludes useful 
seasona l schedules. $26.60 

630-TURFGRASS: 
SCIENCE AND CULTURE 
by James Beard 
Used in m a n y l e a d i n g univers i ty 
tu r f p r o g r a m s , this comprehens i ve 
tex t a n d re fe rence source includes 
f i nd ings o f cu r ren t research 
c o m p i l e d f r o m m o r e t h a n 
1 2 , 0 0 0 sources. $ 6 2 . 9 5 

110-TURF MANAGERS' 
HANDBOOK 
by Daniel and Freeborg 
Second ed i t i on . 
Ent i re ly u p d a t e d ! Innova t ions 
resu l t ing f r o m research a n d p rac-
t ice h a v e been a d d e d to ref lect 
c u r r e n t techn iques. Chap te rs o n 
grasses, g r o w t n regu la to rs a n d 
diseases n a v e h a d extensive 
m o d i f i c a t i o n . $ 3 9 . 9 5 

GOLF 
615-TURF MANAGEMENT 
FOR GOLF COURSES 
by James Beard 
I dea l re fe rence a n d " h o w t o " 
g u i d e , this fu l ly i l lus t ra ted U S G A 
sponso red text deta i ls a l l phases 
o f g o l f cou rse ope ra t i ons - des ign 
a n d cons t ruc t ion , tu r f m a n a g e -
ment , course admin i s t ra t i on , 
i r r i g a t i o n , e q u i p m e n t a n d disease 
a n d pest con t ro l . $ 7 4 . 0 0 

GENERAL 
410-DISEASES & PESTS OF 
ORNAMENTAL PLANTS 
by Pascal Pirone 
Learn w h e n a n d h o w to use the 
most e f fec t ive fung ic ide , insecti-
c ides a n d o the r con t ro l methods o n 
nea r l y 5 0 0 var ie t ies o f o r n a m e n t a l 
p lan ts g r o w n o u t d o o r s , under 
glass o r in the h o m e . This essential 
r e fe rence covers b o t h d iagnos is 
a n d t r e a t m e n t . $ 5 5 . 0 0 

BOOKS EVERY PROFESSIONAL SI 
TURF • TREES & SHRUBS • GOLF 



Successful Practitioners 
Solve Customers' Problems! 
Learn the things you need to know — 
keep your library up-to-date. Your 
investment in these valuable reference 
guides will pay off for you over 
and over! 

BUSINESS BUILDER SERIES 
LANDSCAPE CONTRACTORS 
Turf M a n a g e r s H a n d b o o k 
Landscape O p e r a t i o n s 
Kerrs Cost D a t a 
Landscape M a n a g e m e n t 
Landscape P lan ts i n D e s i g n 
Landscape P r o b l e m M a n a g e m e n t 
TOTAL V A L U E 

$ 3 9 . 9 5 
$ 6 6 . 9 5 

4 9 . 9 5 
4 2 . 9 5 
7 5 . 9 5 
3 9 . 9 5 

$ 3 1 5 . 7 0 

Save! B u y t h e e n t i r e s e t a t o n l y $ 2 8 5 . 0 0 ! 

3 9 . 9 5 
3 9 . 9 5 
5 6 . 9 5 

LAWN CARE OPERATORS 
Turf M a n a g e r s H a n d b o o k 
Landscape P r o b l e m M a n a g e m e n t 
Control l ing T u r f G r a s s Pests 
Lawncare: A H a n d b o o k f o r P r o s 
Diseases a n d Pests o f O r n a m e n t a l s 
Turfgrass Sc ience a n d C u l t u r e 
PURCHASED S E P A R A T E L Y , T O T A L $ 3 1 1 . 7 5 

Combined p r i c e f o r t h e s e t , o n l y $ 2 8 0 . 0 0 ! 

$ 5 6 . 9 5 
5 5 . 0 0 
6 2 . 9 5 

GOLF 
Turf M a n a g e r s H a n d b o o k 
Landscape P r o b l e m M a n a g e m e n t 
Control l ing T u r f G r a s s Pests 
Turf M a n a g e m e n t f o r G o l f C o u r s e s 
Landscape P lants i n D e s i g n 
Turf I r r i ga t i on M a n u a l 
PRICED I N D I V I D U A L L Y , SET T O T A L S 

3 9 . 9 5 
3 9 . 9 5 
5 6 . 9 5 
7 4 . 0 0 
7 5 . 9 5 
3 2 . 9 5 

$ 3 1 9 . 7 5 

G r e a t s a v i n g s ! T h i s s e t j u s t $ 2 8 7 . 0 0 ! 

Greet the N e w Year wi th 

O r d e r F o u r or M o r e B o o k s a n d R e c e i v e a 1 0 % 
D i s c o u n t o n A n y B o o k M a r k e d W i t h a S ta r * ! 

(Does not apply to Business Builder Series) 

Hurry! 1 0 % D i s c o u n t O f fe r E x p i r e s M a r c h 15, 1993 ! 

K E E P A H E A D O F Y O U R C O M P E T I T I O N - O R D E R T O D A Y ! 
Y e s ! I ' d l i k e t o o r d e r t h e f o l l o w i n g b o o k s t o k e e p m y s e l f u p - t o - d a t e a n d 

i n f o r m e d a b o u t l a n d s c a p e i s s u e s a n d m a n a g e m e n t . M y p a y m e n t is e n c l o s e d . 

Book Number and Title Quantity Price Total Price 

P A Y M E N T M U S T A C C O M P A N Y O R D E R . 

Please c h a r g e to my • Visa • M a s t e r C a r d • A m e r i c a n Express 

Accoun t N u m b e r — 

Exp i ra t ion Da te 

N a m e . 

C o m p a n y 

Street A d d r e s s . 

Ci ty S ta te . Z i p . 

Phone N u m b e r . 

S i g n a t u r e . 

Da te 

Tota l 
Postage & 
H a n d l i n g 

Tax (CA, C O , CT, 
G A , IL, M N , NJ, 

N Y , O H , T X ) 

Total 
Enclosed 

Domestic: Please a d d $ 4 . 0 0 per 
order plus $ 1 . 0 0 per addi t ional 
copy for postage a n d handl ing. 
Internat ional : Please a d d $ 1 0 . 0 0 
per order plus $ 2 . 0 0 per addi -
t ional copy for postage a n d 
handl ing. 
Al low 6 to 8 weeks for del ivery. 
Prices subject to change . Q u a n t i t y 
rates ava i l ab le on request. 
RETURN THIS C O U P O N T O : 
A D V A N S T A R D A T A / L M 
7 5 0 0 O L D O A K BLVD., 
C L E V E L A N D , O H 4 4 1 3 0 

Quest ions? Ca l l to l l f ree 1 - 8 0 0 - 2 2 5 - 4 5 6 9 (ext. 839 ) . In O h i o 2 1 6 - 8 2 6 - 2 8 3 9 . 0 2 0 5 9 2 M 

0ULD HAVE! 
ANDSCAPE 



43 ways to bring luck out of hiding 
If you w a n t t o g e t lucky, 
y o u ' v e got t o g ive luck a 
fa i r chance . 
by Ed W a n d t k e 

• During this past convention season, I 

heard many green industry company own-

ers speak about how lucky another compa-

ny in their same market has been. Lucky 

because of significant profitability, high 

company recognition, great image or com-

munity recognition. 

Are you a lucky person? How does luck 

happen? Can you be the beneficiary of luck? 

Or is luck just something that happens to 

other people? 

For many owners, luck means 

being willing to try something new 

because it appears to be what cus-

tomers say they want. For others, it 

may mean hearing about an idea that is 

working in another market, and then 

trying it. To other owners, it may be 

listening to, and then trying, the ideas 

of some adventurous person. 

Taking a chance on something new 

or trying out another person's idea 

may be a way of finding luck. Try doing 

something different! If you are not try-

ing something new every year, luck 

isn't being given a chance. 

The following ideas are but some of 

the ways you can get out of the rut of 

boredom or repetition and into a new 

direction for your future. Luck can 

happen if you give it a chance. 

1) Make decisions faster. The more 

you make, the better the chance of 

being right. Even if you are wrong, you 

can change your decision later. 

2 ) Be impulsive. Try something new, 

even if you haven't examined all of its nega-

tive and positive consequences. 

3 ) Start a new hobby, or reactivate an 

old hobby. 

4 ) Wear a sport coat and tie to work. 

(Beware of employees who change their 

approach in dealing with you.) 

5 ) Don't wear a sport coat and tie to 

work. Looking like one of your employees 

can improve relationships and informal 

communication. 

6) Drive to work a different way for a 

while. 

7 ) Go to the library today and select a 

book to read. Finish it this week. 

8) Spend a day with an industry consul-

tant. It will seem like you've gone to school 

for a whole semester. 

9 ) Visit an unusual place. Be adventur-

ous. Desert, snow, mountain climbing, 

Grand Canyon, the Amazon River. 

1 0 ) Take a vacation on a cruise ship. 

11) Don't come into the office for two 

weeks. 

1 2 ) Reorganize your business. 

1 3 ) Give creativity a chance. Let others 

tell you how they wish you'd operate. 

1 4 ) Don't listen to anyone. Trust your 

own instincts. 

1 5 ) Listen to everyone. You never know 

where a good idea will come from. 

16) Steal ideas! Try them and improve on 

them. 

18) Start a new company training pro-

gram. 

1 9 ) Have an employee present a new 

training topic. 

20) Pursue a failure. Procter & Gamble 

undertakes projects doomed to fail. 

21) Make a new friend. 

22) Evaluate old friends and acquain-

tances. 

2 3 ) Share your company's revenue per-

formance and/or "inside" information with 

employees. 

2 4 ) Attend a business management 

seminar this year. 

2 5 ) Spend half of your time with non-

employees. Vendors and distributors are a 

great source of information. 

2 6 ) Spend half of your outside time 

with radicals, visionaries and other non-

conformists. 

2 7 ) Change your duties. Make some-

one else important. 

28) Encourage ingenuity. Let employ-

ees set their own work performance crite-

ria for a week. 

2 9 ) Have a topsy-turvy day. Switch 

jobs for a day. Allow others to make one 

change in new position. 

3 0 ) Activate curiosity. Have a hide-

and-seek day for your employees. Use cus-

tomers, personnel, company data, com-

munity locations, colloquialisms, slang, 

synonyms, nicknames. Let employees 

compete to find the answers. 

3 1 ) Spend a day talking 

to your four largest cus-

tomers. 

3 2 ) Take on a community 

service project. 

3 3 ) Start a company "hall 

of fame" for outstanding per-

formances. 

3 4 ) Vary your diet. Eat a 

different cereal each day. 

3 5 ) Take your shoes off 

when at your desk. 

3 6 ) Make coffee, or 

bring in donuts for all the 

employees. 

3 7 ) Want to become cre-

ative. Go to a park and let 

your mind work creatively. It 

is difficult to get creative 

behind a desk or in familiar 

surroundings. 

3 8 ) Avoid being average 

in all things. 

3 9 ) Be the first to work in 

the morning. 

4 0 ) Come to work late. 

4 1 ) Use your computer for all of the 

tasks one day. 

4 2 ) Take a computer course. 

4 3 ) Get a feel for the real workers at 

your company. Talk and work with various 

employees during the next week to see 

what they are doing, why they are doing it, 

and what is on their minds. 

—The author is a principle at 

Wandtke & Associates Management 

Consultants, 2586 Oaks tone Rd., 

Columbus, OH 43231. For more infor-

mation, phone (614) 891-3111. 

1 7 ) T e a m u p w i t h a n u n u s u a l e m p l o y e e . 



"YOUR FREE 
CATALOG 

KNOCKED MY 
SOCKS OFF" 

W e get tha t sor t of c o m m e n t al l t he t ime . Peop le a re i m p r e s s e d tha t 
ou r f ree C o n s u m e r In fo rma t ion C a t a l o g l ists so m a n y f ree a n d low-cos t 
g o v e r n m e n t book le t s . T h e r e a re m o r e t h a n 2 0 0 in al l , con ta i n i ng a 
w e a l t h of v a l u a b l e i n fo rma t ion . 
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t rave l , a n d m u c h more . 
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get it. Jus t s e n d y o u r n a m e a n d a d d r e s s to: 
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Department KO 
Pueblo, Colorado 
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Creating a 'home field advantage' 
Is it t h e j o b o f t h e a t h l e t i c 
f i e l d m a n a g e r t o c r e a t e 
e q u a l oppor tun i ty for a l l 
a t h l e t e s , or t o m a k e sure 
t h e h o m e t e a m has a n 
e d g e ? 

by Steve and Suz Trusty 

• You hear it, occasionally from sports 

broadcasters, frequently from losing coach-

es. The playing field wasn't level. Some turf 

management practice was manipulated, per-

haps unfairly, to give the home team an 

advantage. This charge is made most fre-

quently at the college or professional level, 

yet it may surface at high school games, or 

in highly competitive inter-city sports. 

Is such manipulation possible? You bet it 

is: 

• Baseball fields could have specially 

beveled basepaths angled to comply with the 

speed and ability of the home team players. 

• Baseball skinned areas could be kept 

hard-packed and fast, or slightly soft and 

slow. 

• The length of the turf—for baseball, 

football or soccer fields—could be gauged to 

comply with the speed of the home team 

players, or to present a decided disadvantage 

to the speed of the opponents. 

• Grass could be cut short to aid a fast 

team; kept longer for a slow team. 

• Watering practices could be adjusted, 

withholding water for speedy teams, adding 

water or failing to use PAT pumping sys-

tems, to slow down a fast opponent. 

Is such manipulation used? According to 

reports, seldom, if at all. 

The sports turf manager's prime objec-

tive is healthy, thriving turf that provides a 

safe, highly playable surface for the athletes. 

This objective is long-term. It extends over 

the total playing season. To alter optimum 

care procedures for one game jeopardizes 

that long-term objective, and puts in ques-

tion the professionalism of the sports turf 

manager. 

Why do these accusations persist? 

Perhaps because of sports broadcasters, 

journalists and coaches. For instance, many 

readers might have heard this "reason" 

given for the 13-13 tie game between Ohio 

State and Michigan universities on Saturday, 

Nov. 21, 1992. Reports circulated that, 

though Ohio State has a PAT system, the 

ground crew didn't turn it on despite heavy 

rain, in order to slow Michigan down. 

There is usually no factual background to 

such statements. Assumptions may be made 

according to the look of the field at game 

time. Or a chance remark by a player or 

coach seeking a "reason" for an unexpected-

ly poor performance may be picked up by 

Before ( t o p ) and 
a f te r photos of the 

Ohio S t a t e 
Universi ty footbal l 

s t a d i u m on Nov. 
2 1 , 1 9 9 2 show 

t h a t t h e tur f held 
up under 

e x t r e m e l y w e t 
condi t ions. 

the media as fact. 

Ohio State ath-

letic facilities direc-

tor Mike Dolan has 

been in the sports 

turf management 

field for 35 years. 

He spent 10 years 

with the Cincinnati 

Reds before going 

to Ohio State. 

"We're constantly shooting for field 

excellence," Dolan says. "We have estab-

lished—and seek to retain—a solid, stable 

turf with good rooting. We want to maintain 

the field in ideal playing conditions." 

To achieve that goal, Dolan needs a good 

grass management program. He credits his 

turf supervisor, Kevin Miller, for much of 

the program's success. They work closely 

with Dr. John Street of the Ohio State 

agronomy department and Eugene Mayer, 

training manager of O.M. Scott's 

Professional Business Group in nearby 

Marysville. "We've formed a heavy duty 

group to create excellence," says Dolan. 

Standard field management practices at 

OSU are regular soil testing to establish 

ideal nutrient levels, and using the PAT sys-

tem to manage water. "We've been main-

taining the turf at l3/» inches since the PAT 

system was installed," reports Dolan. 

Dolan's records show that, when the 

Michigan coaching staff held its walk-

though of the field and facility at 2 p.m. 

Friday, no comments were made about the 

field condition. 

Predictions of rain were made for Friday 

night, so the PAT pumps were turned on. 

One-half inch of rain did fall, starting at 3 

continued on page 56 



& 

Granular control for crabgrass. 
Because you never know 

which way 
the wind will blow 

To control crabgrass and feed in one step, nothing 
works harder than Lebanon fertilizers with Team* These 
time-saving granular formulations make application easier 
and more precise. Herbicide distribution more thorough. 
All without drifting or leaching through. 

Team's pre-emergent control is proven more effective 
against crabgrass, goosegrass and other problem weeds 
all season long. Available in combination with premium-
quality, homogeneous Greenskeeper 20-4-10 40% organic 
fertilizer. And top-rated, yet economical, Lebanon Pro 
SCU blends. 

For more information, contact your Lebanon sales 
representative or local Lebanon Turf Products distributor. 
Or simply call 1-800-233-0628. 

Trademark of DowElanco © 1991 Lebanon Turf Products 
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a.m. Saturday. The rains had subsided by 

early Saturday morning. 

On Saturday, at game time, nothing yet 

was brought to the attention of the field 

grounds department by either of the coach-

ing staffs. Dolan made a point of checking 

with the grounds superintendent, who had 

been on-site throughout the day on 

Saturday, to verify that fact. 

"Most people thought the field was in 

good shape, the best of the three years 

since the natural turf was installed. 

Comments were on what great shape the 

field was in, and on the good stand of 

grass," reports Dolan. 

What most sports turf managers are con-

cerned with, and in reality all that they 

should be concerned with, is that the play-

ing field provided is safe and playable. 

As Dolan says: "It's unthinkable that any 

professional sports turf manager would cre-

ate a condition that might threaten the safe-

ty of an athlete or cause a problem that 

might be detrimental to the overall turf pro-

gram. It's our job to create an equal oppor-

tunity for all athletes for competition on a 

safe, playable surface. They all put their 

pants on the same way—and the all play on 

the same surface." 

—The authors are partners in Trusty & 

Associates, which provides consulting ser-

vices to the horticultural trade. Steve is 

vice-chair of the Public Relations 

Committee of the Sports Turf Managers 

Association, 401N. Michigan Ave., Chicago, 

IL 60611, phone (312) 644-6610. 
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competitors t o boost productivity 

Are s o m e o f t h o s e 'pr ice 
c u t t e r s ' in rea l i ty j u s t m o r e 
s o p h i s t i c a t e d bus iness 
p e o p l e ? 

by Ed Wandtke sion of Ecolab to ServiceMaster at a very 

discounted price suggests that the green 

industry may be going through some 

rough times. 

During the past three years, many 

green industry companies that had been in 

business for more than 10 years suddenly 

Are s o m e o f t h o s e 'pr ice 
c u t t e r s ' in rea l i ty j u s t m o r e 
s o p h i s t i c a t e d bus iness 
p e o p l e ? 

• So far in the 1990s we have seen the 

impact of a tighter economic climate in 

the green industry. 

The recent sale of the ChemLawn divi-

sion of Ecolab to ServiceMaster at a very 

discounted price suggests that the green 

industry may be going through some 

rough times. 

During the past three years, many 

green industry companies that had been in 

business for more than 10 years suddenly 

Some tools require a lot of time and manpower... 



lost customers and employees, and thus 

experienced lower profits. Many owners 

attribute this to the influx of lowball com-

petitors, who don't know how to operate 

at a profit, in the late 1980s. 

These newer owners might just be 

more sophisticated business people. Their 

companies usually are very cost competi-

tive and efficient in service delivery. They 

also offer the quality the customer wants. 

If you have been experiencing business 

reduction, loss of profitability, or 

increased pressure from competitors, 

examine your company through the eyes 

of a critical businessman, and re-design 

the services your company offers or the 

methods in which you do business. 

I n d u s t r y c o n s o l i d a t i o n —As more 

consolidations and company closings take 

place in the green industry, you have to 

address many cost challenges. 

One method is to return to the basics. 

Specialize in landscape service, landscape 

design and installation, chemical lawn 

service, and so on. 

Many companies have discovered that 

diversifying their business often leads to a 

dilution of the efforts of top management And never use the excuse that you're 

(the owner), and one or more of the new too busy. Next year may be too late, 

services just don't seem to grow as fast or Look at the approach you have been 

as large as the owner thought possible, taking to attract and retain customers. I 

People do make a difference, and an see companies improve customer reten-

owner needs to examine how far he can tion to 85 and 90 percent. Who says you 

delegate responsibility before he runs out should have a 30 percent cancellation rate 

of qualified employees. each year? Maybe your customers are 

During this period of consolidation in coming aboard for the wrong reason or 

the green industry, some companies need your company is not delivering on 

to upgrade or add employees with the promises. 

needed skills to improve or fill voids in Now is the time to do a customer sur-

the company. Examine the supply of vey to check on customer attitudes about 

potential candidates and choose those your service before the season starts in 

who possess the skills you need to grow order to reduce cancellations this coming 

and improve profitability. The cost for a season. 

quality individual may be high, but the Make this the year to examine the effi-

results should show the initial investment ciency and productivity of your entire 

was worth the risk. operation. What if you operated with one 

M a r k e t i n g / p r o f i t a b i l i t y — less office worker or hired a part-timer 

Computerization has become a reality, instead of a full-time employee? 

Some software can perform marketing Other survival tips: 

functions. Determine if your management • Establish production standards, 

information system provides you with • Train employees so they can meet 

timely service information: missed appli- those standards. 

cations; cancellations; service calls; • Reward them when they exceed the 

employee productivity. standard performance. 

Some don't 

Roundup® herbicide is the ideal management tool 

when budgets are tight or manpower is limited. 

You can cover more ground in the same amount 
of time it would take using mechanical methods or 
pulling weeds by hand. 

Better yet, Roundup gives you long-lasting 
control. So crews don't have to keep coming back. 
You'll be able to allot more manpower to other jobs 
and save wear and tear on equipment—getting the 
most out of your budget. 

If you're not already using 
Roundup, don't waste another 
minute. Ask for our FREE 

brochure telling how Roundup 
combines ecology and economy. 
Call: 1-800-332-3111. LOWEST PRICE EVER 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR ROUNDUP HERBICIDE. Roundup* is a registered trademark of Monsanto Company. © Monsanto Company 1993 IND-30003 2/93 



TECH CENTER 
How to get the bite on insects 

As t h e ca lendar rol ls into 
March, t h e a p p e a r a n c e o f 
insects m e a n s new 
business for t h e a s t u t e 
l a w n / l a n d s c a p e company. 

• If you are the owner or manager of a 

lawn care or landscape company, you know 

how important and often frustrating it can 

be to deal effectively with some insects— 

but it can be done. 

Deer ticks—which carry and transmit 

the lyme disease spirochete, frequent lawns, 

yards, parks, playgrounds and wooded 

areas, especially in northeastern states—are 

a genuine health risk. Bites from nymphs 

are believed to account for up to 90 percent 

of recent lyme disease cases, as reported in 

a Tarrytown, N.Y. symposium, which 12 

Changing 
your soil pH 
for maximum 
turf growth 

O b t a i n i n g t h e c o r r e c t soi l 
pH c a n b e t r i c k y . Y o u m a y 
h a v e t o a m e n d t h e so i l , 
d e p e n d i n g on t u r f s p e c i e s 
a n d soi l c o n d i t i o n s . 
• Soil acidity or alkalinity can have an 

effect on turfgrass health. Acidity and 

alkalinity are measured by pH (potential 

hydrogen) values: any pH value below the 

neutral 7.0 is acidic; anything over 7.0 is 

alkaline. 

Turfgrasses grow best at pH values of 

6.0 to 8.0. pH values below about 5.5 

begin to have adverse effects on both soils 

and plants, and values below 5.0 are 

authoritative scientists and more than 120 

public health officials attended. 

Deer ticks, which are active in May and 

June, cling to vegetation along paths in 

wooded areas and attach themselves to 

mice, chipmunks, raccoons, birds and even 

domestic pets. The ticks imbed their mouth 

parts into the skin. 

A single application of carbaryl and 

chlorpyrifos on infected areas in early sum-

mer can control the ticks and reduce lyme 

disease risk up to 90 percent, says Dr. 

Durland Fish of New York Medical College. 

However, since ticks are carried by animals, 

they can and often do return within weeks. 

Other recommended treatment for deer 

ticks include spraying suspect grass, shrubs 

and flowers with insecticides such as Deet 

(diethyltoluamide), diazinon and 

malathion. 

The billbug presents a formidable foe to 

lawn and landscape contractors, especially 

indicative of real trouble. 

Ryegrasses and bluegrasses do not tol-

erate marked acidity. Wheatgrass, buffalo-

grass and gramagrass tolerate even alka-

line soil conditions. On the other hand, 

bentgrass and fescues tolerate slight soil 

acidity. Sheep fescue and centipedegrass 

usually prefer acid soil conditions with a 

pH of 4.3 to 5.8. On neutral or alkaline 

soils, centipede frequently becomes 

chlorotic from lack of iron. 

Raising pH—Low pH results in symp-

toms of mineral imbalance. The grass 

lacks the bright green color of good vigor-

ously growing turf, is fairly unresponsive 

to fertilizer and may have a high proportion 

of brown leaves. 

As a general rule, if the pH values are 

below 6.0, liming is needed. There is no 

danger in mild acidity, and outside of 

humid regions of the U.S., liming is not 

needed since soils are more alkaline. 

Liming should be done periodically, at 

amounts adequate to forestall serious acid-

ity (see Table 1). The most practical and 

easily obtained material to correct soil 

acidity is finely ground limestone. (This is 

not to be confused with burnt lime— 

in north central states. Infestations begin 

in mid-June. Billbugs cause large lawn 

areas to turn thin and yellow, and don't 

green-up after July rains. But since the 

same symptoms can also be caused by 

drought, chemical burn or turf diseases, 

lawns should be monitored carefully for 

billbug activity. 

Billbug adults can be monitored in mid-

March through July with simple pitfall 

traps, notes Dr. Frederick P. Baxendale of 

the University of Nebraska at Lincoln. A 

container such as a coffee can is filled with 

alcohol and set in the suspect lawn with the 

rim level even with the soil surface. This 

easily traps any bugs. Change the container 

twice a week. 

Insecticides registered for controlling 

billbugs are Oftanol, diazinon, Turcam, 

Dursban, Sevin and Mocap. They should be 

applied when adult activity is first detected 

continued on page 60 

T A B L E 2 . 

SOIL REACTION RANGE 
FOR GOOD TURF GROWTH 

C O O L - S E A S O N G R A S S E S P H R A N G E 

1. Wheatgrass, fairway 6 .1 -8 .6 

2. Kentucky bluegrass 5 .8-7 .5 

3. Rough bluegrass 5 .8-7 .2 

4 . C a n a d a bluegrass 5 .7 -7 .2 

5. Annual and perennial rye 5 .8-7 .4 

6. Colonial and creeping bent 5 .6 -7 .0 

7. R e d and chewings fescue 5 .6 -6 .8 

8. Tall fescue 5 .5 -7 .0 

9. Bluegrass, annual 5 .5 -7 .0 

10. Velvet bentgrass 5 .2-6 .5 

11. R e d top 5 .0-6 .5 

12. Sheeps fescue 4 .5 -5 .8 

W A R M - S E A S O N G R A S S E S P H R A N G E 

1. Bahiagrass 6 .5 -7 .5 

2. St. Augustinegrass 6 .3 -7 .8 

3. Gramagrass 6 .1 -8 .6 

4. Buffalograss 6 .1 -8 .0 

5. Bermudagrass 5 .7 -7 .0 

6. Zoysiagrass 5 .5 -7 .0 

7 . Carpetgrass 5 .2 -6 .7 

8. Centipedegrass 4 .3 -5 .8 



Reduce Excessive Thatch 
Up To 42% In A Single Season 
Bio Grounds Keeper Thatch 
Reducer decomposes thatch 
naturally ...and effectively. 

Nature's way of el iminat ing 
thatch is to decompose it. Bio 
Grounds Keeper" Thatch Reducer 
works the same way. 
It adds a rich supply of natural 
biological extracts and bio 
catalysts to the soil, helping the 
existing microorganisms 
decompose the dead roots, 
stolons, and rh izomes which make 
up thatch. It is amazingly effective. 
Years of university field test data 
clearly show regular appl icat ions of 
Bio Grounds Keeper® Thatch 
Reducer signif icantly decrease 
thatch. 

Bio Grounds Keeper Thatch 
Reducer can help you cut back 
on the high cost of mechanical 
dethatching. 

Bio Grounds Keeper1'3 is safe to 
handle and easy to apply. It can be 
tank mixed and sprayed on with 
your regular turf amendments . 
Within six to eight 
weeks you will start seeing the 
di f ference in stronger, healthier 
turf. 

You'll save more than labor 
costs, too. Reduced thatch has 
been shown to reduce plant stress, 
improve uptake of both water and 
fertilizer, improve root systems, 
increase drought resistance and 
el iminate surge growth. 

Completely natural. 
Environmentally compatible. 

No matter which Bio Grounds 
Keeper" product you choose, you 
can be sure that it is all natural. 
Environmental ly compatible. Easy 
to handle. Economical. And 
effective. 

Of course the best way to see 
just how much Bio Grounds 
Keeper " Thatch Reducer can 
simpli fy your life — and improve 
your turf — is to try it yourself. We 
would be happy to help you set up 
a test program at your site. 

BIO 

GROUN 
KEEPER 
Bio Grounds Keeper, Inc. 
6667 West Old Shakopee Rd. • Suite 101 
Bloomington, MN 55438 
(612) 943-1600 

Call 1 (800) 383-4081 
For more information, or the name of your local distributor. 

© 1992 Bio Grounds Keeper Inc. Circle No. 105 on Reader Inquiry Card 



continued from page 58 
and when the insect is in its larval stage, 

advises Dr. Baxendale. When treating for lar-

vae, the turf should be watered before and 

after application. Aerification helps move the 

insecticide into the rootzone where the lar-

vae are feeding. 

"In many cases," Baxendale emphasizes, 

"timing of applications is more important 

than the particular insecticide used. Billbugs 

are tough to kill, and timing is critical." 

Most clover mites live indoors. They 

don't bite people or eat food or household 

items, and are easily removed from indoor 

areas such as floors and rugs with an ordi-

nary vacuum cleaner. But if they are a con-

tinuous problem in homes, one solution is 

to remove all grass and weeds next to the 

foundation of infested buildings. Leave a 

strip of bare soil at least 18 inches wide. 

Replant it with zinnias, marigolds, chrysan-

themums, roses or salvia, because these 

plants don't attract clover mites. 

European pine sawflies that attack and 

defoliate European pine trees, Christmas 

tree plantings and those of Scotch, Austrian 

and mugho pines, are black-headed and 

have grayish green larvae. They like to feed 

in clusters at the ends of pine branches in 

the worm stage, and can cut most of the 

needles from branches very quickly. A tree 

is often severely damaged before the worms 

are even detected, but they can be con-

trolled by spraying the trees with acephate, 

malathion or diazinon. 

The European pine shoot moth larvae 

feeds at the base of new shoots of pine trees 

and shrubs. Damage appears as brown, 

curled shoots or "candles," but by the time 

this happens the worms have ceased feeding 

and have progressed to the pupae state. 

Moths emerge shortly afterwards and lay eggs 

for the next generation. 

To control the hatching worms, treat 

infested pines with a spray containing 

dimethoate (Cygon, De-Fend) in mid-July. 

Cankerworms. commonly referred to as 

inchworms, are dark green or black and are 

famous for defoliating elm trees, they usu-

ally eat all the leaves except for the veins, 

and, as adults, move about from tree limb 

to limb, on a silken thread or drop to the 

ground. 

Sprays containing Sevin, malathion, 

acephate or Bacillus thuringiensis 

(Thuricide, Dipel, Biotrol) will control 

cankerworms, especially if they are less 

than half grown. 

Bronze birch borers, which are actually 

small beetles, attack birch trees. They 

emerge as adults from holes left in the bark 

and usually infest a tree's upper limbs first. 

Damage can be detected by already dead 

branches or by the foliage which becomes 

pale green, to control these pests, apply a 

spray containing dimethoate (Cygon) liber-

ally and thoroughly when the eggs are 

hatching. Repeat the spray three weeks 

later to control any hatching bugs. 

—Bess Ritter May, the author of this arti-

cle, is a freelance writer operating out of 

Philadelphia, Pa. 

quicklime—nor hydrated lime, which is 

used in the building and construction 

industry.) Ground limestone should be 

very finely ground to be fully satisfactory. 

If you need to apply limestone, be sure 

to allow enough time for it to work. Even 

in warm, moist soils, some weeks are 

required for enough of the lime to dissolve. 

Only enough lime should be applied to 

correct the acidic condition. Alkaline soil 

conditions caused by an excessive lime 

application limit the availability of certain 

nutrients as much as an acidic condition. 

continued on page 62 

Insects, Their Damage 
and Their Control 

i i 
INSECT DAMAGE CONTROL 

European Christmas, carbaryl 
pinesawfty Scotch, (Savarin), 

Austrian, acephate, 
mugho pines malathion, 

diazinon 

European new shoots dimethoate 
pine shoot of pine trees (Cygon, De-
m o t h and shrubs Fend) 
larvae 

Canker- elm trees Sevin, 
w o r m s malathion, 
( inch- acephate or 
w o r m s ) Bacillus 

thuringiensis 
(Thuricide, 
Dipel, Biotrol) 

bronze birch trees dimethoate 
birch borer (Cygon) 

deer t i cks carry lyme carbaryl and 
disease bac- chlorpyrifos 
teria in liquid or 

granular for-
mulation; 
Deet (diethyl-
toluamide), 
diazinon, 
malathion 

b i l lbugs large areas of Oftanol, 
yellow, thin diazinon, 
and dead turf Turcam, 
which often Dursban, 
needs Sevin, Mocap 
reseeding 

c lover very little, Indoors: 
mi te unsightly vacuum clean-

appearance er for floors 
and rugs; 
pyrethrin, in 
pressurized 
spray cans, for 
windowsills. 
Outdoors: 
malathion or 
dicofol 

T A B L E 1 . 

POUNDS OF FINELY-GROUND LIMESTONE 
REQUIRED TO CORRECT SOIL ACIDITY 

S O I L REACTION P O U N D S O F L IMESTONE PER 1 0 0 0 s o . FT . O F L A W N AREA 

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

4 .0 Excessively acid 9 0 1 2 0 1 6 5 2 0 0 

4 .5 Very strongly acid 8 0 1 0 5 1 5 0 1 8 0 

5 .0 Strongly acid 7 0 9 0 1 2 0 1 5 0 

5.5 Moderately acid 4 5 6 0 9 0 1 2 0 

6 .0 Slightly acid 2 5 3 0 4 5 6 0 



Once you make 
Daconil 2787 

the cornerstone of 
your turf management 

program, this is 
what youre left with. 

The cornerstone of your turf management program. 

Peace of mind and healthy turf. Especially Bentgrass greens, tees, and 

Wi th Daconil 2787®, you get the broadest- fairways. And it's the most economical 

spectrum contact-fungicide protection on fungicide per day of control on the market, 

the market. And a history of 20 years without You can also use it on many 

a known case of disease resistance. Wh i ch ornamentals. 

is why more course superintendents make _ Get Daconil 2787 in your 

it the cornerstone of their turf • • • • H j| disease management program, 

management program. urrrr */t.fM you'll be seeing green. 

It controls 12 major diseases, [ ISK Biotech Corporation, 
including Leaf spot, Mel t ing • • • • • P * ^ ^ ™ 1 " TVirf & Specialty Products 
out, Brown patch, Dol lar spot, S H ^ ^ I H Division, 5966 Heisley Road, 

Anthracnose, and Red thread, P.O. Box 8000, Mentor, O H 
«I i Always follow label directions carefully . . . 

on all cool-season grasses. when us.ng turf chemicals. 44061-8000. 
•Registered trademark of ISK Biotech Corporation 



continued from age 60 
Shoot growth can also be retarded by high 

rates of lime applied to established turfs 

growing on strongly acid soil. 

It is best to apply lime when grass 

leaves are dry, so the material will sift 

down to the soil. Watering immediately 

after spreading not only washes the dust 

off the leaves, but also carries the material 

onto moist soil where its action can begin. 

Lower ing pH—Soils that are water-

logged, rarely leached, irrigated with 

water containing calcium and magnesium, 

or limed excessively can develop moder-

ately alkaline pHs of 7.5 to 8.4. 

A decline in turfgrass vigor usually 

occurs on alkaline soils. High pH may 

result in symptoms of lime-induced 

chlorosis. 

Alkaline pHs (above 7.5) can be correct-

ed by applying an acidifying material: ele-

mental sulfur, gypsum (CaS(>4), certain 

fertilizers such as ammonium sulfate and 

iron sulfate, or aluminum sulfate. The last, 

however, can be toxic to turfgrasses if not 

properly used. 

Elemental sulfur can be applied in a 

mix with sand or topdressing material. The 

rate of a single application should not 

exceed 5 lbsVlOOO sq. ft. Do not apply sul-

fur during mid-summer stress periods. 

—Sources: "Turf Management Handbook" 

by Howard B. Sprague; "Turfgrass: 

Science and Culture" by James B. Beard; 

"Practical Turfgrass Management " by 

John H. Madison; and "Lawns " by 

Key t o long-l ived landscapes: 
t h e r ight p lant fo r t h e r ight spot 

Making turf 
diagnosis easier 
• The Plant and Pest Diagnostic Clinic 

(PPDC) at Ohio State University recently 

published this list of the top 10 factors you 

should include when writing or calling a 

college or university about a turf problem: 

1. List all symptoms. Describe the gener-

al appearance of the turf. Does it look water-

logged, dried or scorched? Have any patterns 

or color changes occured? A clear color pho-

tograph is the best visual aid. 

2. Pattern of development. Does the 

problem appear in full sun or shade? Do the 

affected areas occur near irrigation lines, 

high traffic areas, sidewalks or buildings? 

Does it occur in low, moist places? 

3. Amount of turf affected. How much of 

the lawn, green or field is affected? Do lawns 

nearby show similar symptoms? 

4. Crop. Please list grass varieties planted, 

so consultants can determine which grass is 

more affected by the pathogens. 

5. Seeding date. Was the lawn seeded or 

sodded recently, or is it a mature lawn? 

6. Time of infection. When did symp-

toms first appear? What were the weather 

conditions prior to symptoms? Did the condi-

tion worsen coincidentally with an environ-

mental or cultural change? 

7. Treatments. When, at what rate, and 

what chemicals or fertilizers were applied? 

Was the grass irrigated before or after treat-

ment? Send any samples of turf before fungi-

cide applications were made. Fungicides pre-

vent or impair culturing results. 

8. Irrigation. Specify frequency, amount 

and time of day that irrigation is applied, if 

any. 

9. Cultural practices. Was the turf aerated 

or topdressed? When? Did the problem occur 

afterward? How long afterward? 

10. Environment. What amendments 

have been added to the soil? Include the 

results of recent soil tests, if applicable. 

• Whether soil is too wet, too dry, too 

shady or too steep, there are beautiful, 

hardy plants that will thrive in these 

conditions. 

"The trick to a low-maintenance, 

long-lived landscape is selecting plants 

best suited to grow in the climate and 

soil conditions," says Dr. J. Robert Nuss 

of Penn State University. 

Overly wet soils occur in low-lying 

areas and are produced by springs, a 

high groundwater table or nearby ponds 

or streams. "Wet areas can support a 

wide range of exotic plants, many of 

which grow nowhere else," Dr. Nuss 

observes. 

For clayey soils, he recommends 

coltsfoot, Siberian iris, perennial sweet 

pea, red maple, American hornbeam, pin 

oak or arborvitae. 

"If you want to grow annuals in clay 

soil, you will need to work in a generout 

amount of organic material," he says. 

"Unless you're willing to spend time 

adding a lot of organic matter to clay 

soil, it's best to stick with plants whose 

roots easily penetrate clay." 

Other plants to use for specific grow-

ing conditions are listed in the adjacent 

chart. 

PLACING PLANTS APPROPRIATELY 
W E T . S H A D Y A R E A S D R Y . S H A D Y A R E A S S U N N Y . D R Y A R E A S 
i m p a t i e n s c o l u m b i n e m a r i g o l d 

s w e e t a l y s s u m li ly of t h e v a l l e y z i n n i a 

sca r l e t s a g e b l e e d i n g h e a r t f o u r o ' c l o c k 

b l u e s a g e b a l l o o n f l o w e r g e r a n i u m 

v e r b e n a day l i l y c o s m o s 

w i l d i r is b o x w o o d y a r r o w 

m a n y v i o l e t s f a l s e c y p r e s s b u t t e r f l y w e e d 

m a n y w i l d f l o w e r s ho l l y day l i l y 

a l d e r h e m l o c k l u p i n e 

d o g w o o d p i n e o r i e n t a l p o p p y 

p u s s y w i l l o w y e w m a n y o r n . g r a s s e s 

w e e p i n g w i l l o w b a r b e r r y p r i ck l y p e a r c a c t u s 

m a g n o l i a c o t o n e a s t e r c r o w n v e t c h 

m o u n t a i n l au re l s e d u m 

Source: Dr. J. Robert Nuss 



W e cut th is p i e c e of Typar® Pro 
Landscape Fabric to s h o w w h a t 
y o u can' t d o w i t h t h e others. 

Like cut q u i c k slits fo r p lan ts to 
pass t h r o u g h . Or fast curves tha t 
f o l l o w l a n d s c a p e d con tou rs . 

Typar is eas i l y cut , l i g h t w e i g h t 
a n a less bu lky . So it's faster a n d 
c h e a p e r for y o u to instal l . 

A n d it's su rp r i s i ng l y tougher . 
W i t h r u g g e d p o l y p r o p y l e n e f i be rs 
that resist t e a r i n g , e v e n u n d e r 
stones, g rave l , pa t i os a n d s ide-
walks. Typar is a l so porous, so air, 
w a t e r a n d nu t r ien ts c a n pass r igh t 
t h rough . Your l a n d s c a p i n g pro jects 

l ook h e a l t h y as w e l l as h a n d s o m e . 
So save t i m e a n d l abo r w h i l e 

y o u cont ro l w e e d s , d r a i n a g e , soi l 
e ros ion , a n d h e a v i n g of w a l k s a n d 
pat ios. 

G e t Typar Pro Landscape Fabric. 
A n d start cu t t i ng corners t h e 

easy way . 

FOR PROFESSIONALS 



Choose Bayleton this year for the same 

O N 
reason everyone chose it last year. 

And the year before that. And the year 

before that. And the year before that. 



Year after year, BAYLETON fungi-
cide has controlled the tough diseases. 
Like summer patch and dollar spot. 
Not to mention a broad spectrum of 
other turf diseases. 

Plus, BAYLETON has provided 
excellent control of powdery mildew 
and rust on ornamentals. 

That's why it's been a leading 
fungicide on the finest courses in the 
country for more than ten years. 

As if that weren't enough, con-
sider the fact that BAYLETON is 
systemic. Which translates into 
longer control. 

Which is all good reason to treat 
your entire course with BAYLETON. 
Especially your fairways, since it keeps 
your customers from tracking disease 
up to your tees and greens. 

For more information, contact 
Miles Inc., Specialty Products, 
Box 4913, Kansas City, MO 64120. 
(800)842-8020. 

It may be the most consistently 
rewarding choice you make. 

©1993 Miles Inc. 935637 

you consistency in formulation and control. 



LAWN CARE 
I N D U S T R Y 

Pre-emergents applied early in spring 
give good control, too 
Proper f e r t i l i z a t i o n and 
m o w i n g a l low t u r f g r a s s t o 
o u t - c o m p e t e crabgrass , but 
s o m e t i m e s p r e - e m e r g e n t s 
n e e d e d . 

• Most LCOs would be tickled if they 

could apply a pre-emergent about two 

weeks prior to crabgrass germination. That 

way the material would be in place to kill 

emerging seedlings and still, probably, be 

active through the 8- to 10-week period of 

additional crabgrass germination. 

LCOs usually can't be so precise with 

N o w o n d e r h o m e o w n e r s h a t e c r a b g r a s s 
t h e i r l a w n s , (photo courtesy Monsanto) 

applications. Routing pressures won't 

allow it. They have to treat some lawns 

much earlier in the spring. 

Not to worry, says Dr. Clark Throssel, 

associate professor of agronomy at Purdue 

University. Pre-emergents applied earlier 

in the spring, when soil temperatures are 

low, should still be effective when the crab-

grass germinates. 

The reason: soil microbes don't start 

breaking down pre-emergents until the 

soil temperature rises. Crabgrass, a prolific 

seed producer, starts germinating when 

soil temperatures climb to around 55-60° 

F. for three to five days in a row. 

"Once that seed starts to germinate, its 

development occurs rapidly and your 

opportunities, particularly using pre-

emergence herbicides, to control 

crabgrass vanish very quickly," 

explains Throssel. 

Crabgrass is one of the home 

lawn's biggest curses and the LCO's 

biggest enemies. 

It germinates later in the spring 

than most other plants. (In the far 

south it can germinate year-round.) 

Although the first frost signals its 

in end, in the dog days of summer, 

when the sun is high and hot, crab-

Clark Throssel: 
properly m o w e d , 
fert i l ized, 
w a t e r e d 
tur fgrass wil l 
c r o w d out 
c rabgrass . 

grass is one of the toughest, most defiant 

weeds in the lawn. From a homeowner's 

viewpoint it's an ugy sight—squat, spread-

ing, broad-leafed, and light green. 

The best longterm strategy for keeping 

it at bay is proper fertilizing, watering and 

mowing. Crabgrass won't germinate in the 

shade of healthy turf. 

"Keep the mowing height up," advises 

Throssel. "It creates a dense turf which 

shades the soil surface and reduces the 

amount of (crabgrass) seed that germi-

nates. It makes the turfgrass more compet-

itive with the crabgrass plants." 

Even so, just about any appearance of 

crabgrass in lawns is unacceptable to most 

homeowners. That's one of the big reasons 

they hire lawn care professionals. 

Throssel spoke about crabgrass at the 

PLCAA Convention this past November. 

—Ron Hall 

Tips for better product applications 
• So you've been a lawn applicator a few 

years and you think you're a hotshot. 

Even so, you probably need a refresh-

er. Now, as the season starts, is a good 

time for it. 

That's not to say that what you're 

doing is wrong. No two applicators have 

exactly the same spray/spread tech-

niques. Likely, all you'll have to make is 

slight changes in your application tech-

nique, or adjustments in your delivery 

equipment. 

"We tend to become very complacent 

in our application techniques. We don't 

P r e - s e a s o n p r a c t i c e s e s s i o n , s p r a y i n g 
w a t e r over your p a r k i n g lo t , g o o d w a y 
t o s h a r p e n a p p l i c a t i o n sk i l l s , (photo 
courtesy TruGreen/ChemLawn) 

really focus on this," says Tru-

Green/ChemLawn regional technical 

manager Bob Avenius. 

In fact, Avenius advises that when a 

particular product isn't giving the results 

it should, examine first how the product 

is being put down. 

Common spray application faults: 

• putting down too much product in 

trim areas and on turns, 

• not overlapping during passes over 

the lawn, 

• over-pressurizing backpack sprayers, 

continued on page 69 

i 



TALK TO 
TERRA 

For t h e r igh t a d v i c e . 
When you need agronomic 

advice, technical support, product 

information, and even employee 

training, Terra's professionals are 

there to help. YouTl get solid 

recommendations and help solving 

problems in areas of seed selection 

and pest control. Plus, youll have 

direct access to an advanced 

fertility recommendation program 

from our state-of-the-art soil and 

plant-tissue testing laboratory. 

Talk to Terra. 

For your nearest sales 

and service location, call: 

1-800-831-1002 
Ext. 225 

#Terra 
Terra International, Inc. 

600 Fourth Street 
Sioux City, Iowa 51101 
1-800-831-1002 

Circ le N o . 1 5 3 o n R e a d e r Inquiry C a r d 

For t h e r igh t p r o d u c t s . 
Youll find a single, convenient, 

and competitive source for pesticides, 

adjuvants, fertilizers, micronutrients, 

turfseed, and much more. Choose 

from a line-up that includes all major 

brands as well as our own high-quality 

line of Terra Professional Products. 

For t h e r igh t s e r v i c e . 
There are over 300 Terra sales 

and service locations in 30 states. 

All it takes is a phone call and 

youll have what you need, 

when you need it, with no 

need to maintain large 

inventories, and all at 

a price that's 

competitive. 



Light Touch. 
HeavyDuty 

Performance. 

Dixon's 42", 50", and 60" Commercial Mowers 

Dixon 

H e a v y duty. Thats w h a t you'll get with a 
Dixon ZTR Commercia l Riding Mower . 
Because they ' re built to stand up to the 
rigors of commercial use. Built to last for 
years and years. 
• Zero Turning Radius. Less time mowing 
means less w e a r on the equipment a n d 
lower labor costs. 
• Unique construction is tough as 
steel, but weighs far less. Its easier 
on the grass, easier on the equipment , 
and easier on the operator. 
• H y d r o G e a r transmissions a n d 
g e a r drive outlast other 
hydrostatic units because the 
fluid stays cooler. A large reservoir, 
filter, and charge pump a re the 
secrets. 

D i x o n Indust r ies , Inc . 
A 3 L 0 U H T C o m p a n y 

P O Box 1 5 6 9 C o f f e y v i l l e 
KS 6 7 3 3 7 - 0 9 4 5 , 3 1 6 - 2 5 1 - 2 0 0 0 

^D i xon a n d ZTR a r e reg is tered t r ademarks of D ixon Industries, Inc. 

• Rugged Kohler engines. 
• M a i n t e n a n c e on the Dixon ZTR mower is 
easy. The tilt-up body means instant access 

to fluid tanks, control adjustments, 
hydrostats, a n d gear drive. 
Call 7 - 8 0 0 - 2 6 4 - 6 0 7 5 

For The Name Of A Dealer Near You. 

ZTR. Riding Mowers 
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Newer products g ive addit ional 
crabgrass control opt ions 
• Flexibility. That's what several of the 

newer herbicides give turfgrass managers 

in controlling annual grassy weeds, says 

Fred Haskett of the J.C. Erlich Co. in 

Reading, Pa. 

The products are: 

• fenoxaprop-ethyl, a post-emergence 

herbicide, introduced several years ago and 

marketed under the trade name Acclaim, 

and, 

• dithiopyr. with both pre- and post-

emergence activity and sold as Dimension. 

Haskett, the company's lawn & tree divi-

sion manager, says these materials "add 

another tool and lessen our dependence on 

the methods we used in the past." They 

don't, however, eliminate the use of pre-

emergence products, he stresses. The 

Pennsylvania company uses Acclaim to 

deal with two situations, says Haskett: 

Tips (continued from page 66) 

• not holding the nozzle at the correct 

height off the turf, 

• walking too fast or too slow. 

Technicians using granular product 

are sometimes guilty of: 

• not checking spreader settings, 

• not filling their spreaders with 

enough material or too much material, 

• not using a spreader shield or cover, 

• holding the handle of the spreader 

so high that the box isn't level, 

• walking too fast or too slow, 

• not walking in a straight line. 

Avenius says faulty application tech-

niques are usually easy to correct, but 

first they have to be identified. Videotape 

is often an excellent help. 

Want a down-and-dirty check on how 

youre doing? Spray water over your com-

pany's asphalt parking lot, just like you're 

making an application on a lawn. Then 

calculate how much water you've applied 

and what the pattern looks like as it dries. 

That way you get to see where there's 

been too much applied or too little. 

To monitor or check spreader settings, 

keep a Lesco gauge handy, and use it often. 

"Regardless of what products we use, 

unless we put these products down cor-

rectly, we'll never get the results we 

need." says Avenius, who works out of 

Indianapolis. 

—Ron Hall 

1) where a pre-emergent fail-

ure necessitates a retreat to satisfy 

a customer, and 

2) on a mid-summer sale to a 

new customer whose property has 

a significant crabgrass problem. 

He says Acclaim effectively con-

trols germinated crabgrass up to 

H a s k e t t : 
e n c o u r a g i n g 
r e s u l t s f r o m 
t e s t s . 

TALK TO 
TERRA 

FOR TERRAMARK SPI 
W h e n y o u w a n t t o t a k e 

t h e g u e s s w o r k o u t o f s p r a y i n g . 
Terramark SPI spray pattern indicator shows you 

exactly where youve applied liquid pesticides and fertilizers. 
Terramark's distinctive dark blue color helps you avoid over-
laps and skips. Plus, it also helps you identify and minimize 
drift problems. With Terramark, there's no guesswork, 
no costly problems. You save time and money. 
So when you want to take the guesswork 
out of spraying, talk to Terra 
for Terramark SPI. Youll 
see the difference. 

/̂'Terr 
Terra International 
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the four-tiller stage. When the plant gets 

larger, a higher rate of the product is need-

ed along with the use of a surfactant. 

Also during 1992, J.C. Erlich evaluated 

Dimension on about 90 properties, primar-

ily those requiring spring seeding, or those 

coming onto the program in mid-season. 

Results were encouraging, says Haskett. 

With this new product, an LCO should 

be able to seed in the spring and then 

come back (in late May or early June in 

Pennsylvania) with an application of 

dithiopyr to take care of crabgrass both 

before and after its germination. Also, 

broadleaf controls can be applied at the 

same time. 

He says his company's most experi-

enced technicians will continue to evalu-

ate dithiopyr this season in field condi-

tions. 

In theory anyway, these newer turf-

grass herbicides should allow some LCOs 

to apply fertilizer only during their first 

application round—if not to all their 

lawns, to at least their best lawns. This 

would reduce costs for this first applica-

tion while extending the time the LCO 

has to control crabgrass. 

Haskett shared his ideas during a pre-

sentation at the PLCAA Conference in 

Indianapolis this past November. 

—Ron Hall 

Emerged crabgrass, eas ies t to 
control w h e n plant youngest , (photo 
courtesy Monsanto) 

tons. He's counted 72 "arms" growing 

from it. How long has it been growing 

there? 200 years? Steve thinks longer, 

long enough at least to see the city sprout 

and grow out toward it. 

There are mil l ions of sahuaro in 

Southern Arizona. Nothing is as notice-

able in the desert unless it's the craggy 

mountains that surround Tucson. Even 

the mountains appear to be covered with 

quills, which are the sahuaro. 

But, there's only one Steve 

Gustafson. 

At 39 he's a bear of a man, with an 

animated, sun-reddened face. A fascinat-

ing conversationalist, his language is 

peppered with anecdotes of both flora 

and fauna although he's a relatively 

recent arrival to the Arizona-Sonora 

Desert. He was raised and educated in 

Portland, Ore. He landed in Tucson, 

doing post-doctoral work at the 

University of Arizona, Tucson. 

He left academia and research because 

he says he'd rather work in the practical 

and applied aspects of horticulture. 

"I became involved in landscape work 

when I was about nine with my three 

brothers. We mowed and took care of 

about 30 lawns," says Gustafson. "As the 

older brothers went to college, the 

younger ones took over. I was the last 

one." 

He continued to work on yards as he 

earned degrees at Portland State and a 

Ph.D. in horticulture at Oregon State 

University. Now his goal is to be recog-

nized as one of Tucson's best landscape 

contractors. 

That, says Gustafson, is a tall order. 

Profits are getting harder and harder to 

dig out of the crowded Tucson landscape 

market, he says. He guesses there are 

Deser t landscaper be l ieves qual i ty 
work del ivers prof i ts^ -eventua l ly 

Gustafson appears t iny beside this sahuaro c a c t u s 
near his home on t h e outsk i r ts of Tucson. 

S t e v e G u s t a f s o n 
s a y s c o m p e t i t i o n 
is g o o d b u t t o o 
m a n y 'a lso- rans ' 
in T u c s o n m a r k e t 
k e e p s p r i c e s a n d 
w a g e s l o w . 

• Steve Gustafson, owner 

of Blooming Desert 

Landscape, Tucson, Ariz., is 

a big man who wears big, 

dusty cowboy boots. 

With the scraping and 

crunching these boots are 

making on the crumbling 

granite, it's unlikely he'll 

surprise any critters, which 

is fine with him. His desti-

nation is a 55-foot-plus 

sahuaro cactus (Carnegia 

gigantea). It's just a 15-

minute walk through tug-

ging, thorny brush from his 

house. 

"If I could just buy this 

piece of property, can you 

imagine what I could do 

with it?" says Steve, day-

dreaming of the ultimate 

desert landscape he could 

design with this grandpappy 

cactus as its crowning glory. 

It weighs at least four 
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about 50 legitimate firms and maybe 

twice that many "also rans" in Tucson. 

That's one reason why industry prices 

and wages are low here, he says. 

Start ing from a meager $6,000 

investment in 1985, his company 

topped $400,000 in sales within two 

years. Then, harsh reality arrived in 

the form of debts and cl ient 

bankruptcies. He had to rethink his 

company's direction, as he set about 

rebuilding both its customer base and 

its profitability. 

He now targets Blooming Desert at 

the residential market, specifically cus-

tom homes. (Design/build accounts for 

about 80% of his sales, maintenance the 

remaining 20%.) 

These efforts show hope. As the resi-

dential home market in Tucson warmed, 

several of his landscapes earned citywide 

recognition as award winners. 

These efforts included both informal 

and semiformal groupings of desert 

plants. Cactuses stand out in his land-

scapes. There are more species of cac-

tuses in the Southwest, more than any-

where else on earth. They come in all 

sizes and shapes—barrels, balls, sticks 

and paddles. Gustafson combines them 

in landscapes with other desert species 

like aloes, agaves and yuccas. 

"We use materials that minimize the 

harshness of local conditions, but also 

materials that will do well over time," 

says Gustafson. "Not everything we use is 

native, but it has to fit in with and help 

beautify the harsh environment here." 

Decorative gravel around the plants 

helps keep weeds down but Steve says he 

still has to apply pre-emergents about 

twice a year. Even desert plants must be 

fertilized regularly, says Gustafson, with 

insecticides used as needed. 

"Just because we don't have a lot of 

lawns to mow, there's still a lot of prun-

ing and horticultural activities we've got 

to get done," he says. "In fact, I think I 

could argue that you have to be a better 

horticulturist here." 

Gustafson says Blooming Desert 

Landscape will continue to sell and deliv-

er the highest quality work it can. Then, 

he hopes, his company can command 

better prices for its work. 

"We've learned to take the good with 

the bad, but we think that hard work and 

perseverance will eventually pay off," says 

Gustafson. "even though we're still work-

ing. And waiting." 

—Ron Hall 

This 
Blooming 
Deser t 
Landscape 
instal lat ion 
project 
earned 
Gustafson 
ci ty 
beauti f icat ion 
award . 

For a pesticide to do it's job, it has to get through surface 
foliage or turf to the real problem areas. Plex has been shown 
to be twice as effective as other adjuvants in improving pesti-
cide penetration* But that's only the start. With Plex, you get 
more. Plex spreads the pesticide evenly over plant surfaces 
and then forms a protective film to reduce losses from sudden 
showers and heavy dew. Plus, Plex keeps your pesticide 
performing, providing extra protection from 
losses commonly caused by 
sunlight and evaporation. 
When you want more 
performance from your 
pesticides, talk to Terra 
Professional Products. 

wlerra 
Terra International, Inc. 

* Trial results available upon request. 

TALK TO 
TERRA 

FOR PLEX 
W h e n your pes t ic ides n e e d 

m o r e t h a n a penet ra tor . 



Wisconsin LCO is satisfied with 
results of new weed program 
Spr ing-Green Lawn C a r e ' s 
'b io logica l ' p rogram 
s t r e s s e s fe r t i l i t y , c u t s 
herb ic ide use , r e c e i v e s 
c u s t o m e r approva l . 

• When, just over a year ago, Steve Good 

redirected his company into a "biological" 

program, he was admittedly apprehensive. 

After all, his Spring-Green Lawn Care 

franchise had been successful as a tradi-

tional application company as it grew 

toward $1.4 million in annual sales in and 

around Racine, Wis., in the far southeast 

corner of the state. "People aren't always 

receptive to change, especially when what 

you did in the past worked," says Good. 

But he felt he had to make fundamen-

tal changes in product choice and product 

application to deliver the new earth-

friendly service he wanted to market. The 

catch: these changes had to work. Spring-

Green had to continue to give homeown-

ers 1) green lawns and 2)weed-free lawns. 

Or they'd leave. 

One change in the program involved 

grassy weed control; and, Good realized, 

nothing irks a homeowner more—espe-

cially one paying for professional service— 

than a healthy crop of crabgrass in their 

lawn. 

But Good knew the credibility of his 

company's new efforts would suffer if it 

continued to blanket-apply pre-emergence 

herbicides each spring to control grassy 

weeds. 

So, along with switching to organic-

based fertilizers, Good abandoned blanket 

pre-emergence applications in favor of tar-

geted, as-needed applications of a relative-

ly new material, dithiopyr, marketed 

under the trade name Dimension Turf 

Herbicide. (Its manufacturer, Monsanto, 

claims the herbicide has both pre-emer-

gence and early post-emergence activity.) 

As Spring-Green technicians walk a 

lawn, applying granular organic-based fer-

tilizer (Spring Valley Turf Products), they 

also scout for breakthrough grassy weeds, 

which they then spot-treat using Solo 

backpack sprayers. They also treat turf 

borders. Good says his company backs up 

its service with the guarantee of a retreat. 

"The success of the whole program 

depends on your technicians," says Good. 

"If the technicians don't take the backpack 

sprayers out of their trucks and use them, 

you're going to have trouble." 

Spring-Green didn't change its pro-

gram without first directing a strong edu-

cational effort at its customers. 

"We're retraining our customers," says 

Good. "We tell them that a strong, healthy 

turf is going to resist crabgrass infestation. 

We also leave mowing and watering 

instructions with them. It's working 

great." 

Of the approximate 1500 customers 

served by his company, only about six still 

request the traditional program, says 

Good. 

"For a while, the phone rang all the 

time with people who were pleased. People 

told their neighbors that we were not 

broadcasting lawn chemicals, and just tak-

ing care of what is needed." 

—Tobi Bolt 

Steve Good, kneel ing, and Dion La M e e r of Spring-Green say t h e best defense 
against w e e d s is heal thy turfgrass and techn ic ians who know how to scout . 

Wri te for PLCAA a d guide l ines 
• Lawn care advertising continues to be 

scrutinized at the state and federal level. 

To help lawn care professionals provide 

information about their products and ser-

vices that isn't misleading or incomplete, 

the Professional Lawn Care Association of 

America (PLCAA) developed advertising 

guidelines that apply to all communica-

tions with the public and customers. 

"The advertising practices of our indus-

try continue to receive a lot of attention 

from state and federal regulators," says 

Tom Delaney of PLCAA. "Lawn care pro-

fessionals need to keep in mind that adver-

tising, by definition, includes all commu-

nications with customers and the public, 

including letters and any statements made 

over the phone or in person." 

The guidelines include information 

LCOs need to know about EPA and FTC 

advertising standards. They describe lan-

guage that is considered misleading, con-

flicting or unsubstantiated. They also 

explain what to say about safety claims. 

"All lawn care professionals should 

have this document on hand when they're 

developing their advertising materials and 

company literature," says Delaney. 

For a free copy, send a self-addressed, 

stamped envelope to: PLCAA Advertising 

Guidelines, 1000 Johnson Ferry Rd., Suite 

C-135, Marietta, GA 30068-2112. 



What's the landscapers dream? 
It 's a m a c h i n e t ha t d o e s t he w o r k 
of many.. . saves t ime and labor.. . 
and is a l w a y s t h e r e w h e n t h e y need it. 

That ' s w h y l a n d s c a p e r s d e p e n d on the 
versat i le , m a n e u v e r a b l e Bobca t " sk id-
s teer loader . Today ' s n e w 50 Ser ies 
genera t i on c o m b i n e s f e a t u r e s of t h e 
t ime-proven, reliable Bobcat loader w i th 
the la test in t e c h n o l o g y and des ign . 

See your Bobcat dealer 
for a demonstration! 

Landscapers 
Dream 

Machine 

50 Series Features: 
• Exce l len t b reakou t f o r c e and 

qu i ck loader c y c l e t ime 
• S ing le -s ide se r v i ce m a d e 

easy w i t h t he t r ansve rse l y -
m o u n t e d eng ine 

The BOSS" ( B o b c a t Opera t ion 
Sens ing System) a ler ts the opera to r 
of m e c h a n i c a l m a l f u n c t i o n s be fo re 
t h e y b e c o m e cos t l y b r e a k d o w n s 
Push-button auxil iary hydraulic controls 
Front and rear w o r k l ights 
Bu i l t - in l i f t -a rm s top 
Dua l -pa th coo l i ng sys tem 
Opt iona l h a n d 
con t ro l s ^ v 
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Deer t ick risk 
smallest on turf 

The nymph o f t iny Ixodes 
dammini most abundant in 
woodlots . Nymphs a re 
responsible for 7 0 percent o f 
Lyme d isease cases . 

by Deborah Smith-Fiola 

• Chances of having a deer tick attach itself 

to you are measurably less on maintained 

and mowed lawns than in the woods or 

around property edges, fences or brush. 

That's significant because the deer tick 

{Ixodes dammini) is the vector (carrier) of 

debilitating Lyme disease, which is most 

common in some areas of the Northeast, but 

has been reported in the Midwest also. 

Actually, it's an immature stage of the 

deer tick, its nymph, that's believed to cause 

70 percent of all Lyme disease cases. But, it's 

not so easy to know when the tick is present. 

While the adult deer tick is the size of a 

sesame seed, its nymph is about half that 

size. 

When New Jersey researchers wanted to 

find out just where people are most likely to 

encounter deer tick nymphs they selected 34 

residential homesites of 1/2 acre to 1 1/2 

acres in Ocean County, New Jersey's Lyme 

disease hot-spot. They grouped the sites into 

three specific habitats: the woods, the eco-

tone (or "edge" of the woods, where the 

woods meet the lawn), and the turf. 

During May 

and June, they 

combed the 

homesites for 

immature ticks. 

Late spring is 

when the 

nymphs are most 

active. It's also 

when people are 

outdoors a lot 

Of the tick nymphs they found, about 85 

percent were in the woods. That's where the 

immature tick has the greatest chance of 

finding hosts—mice, birds, rabbits, opos-

sums, raccoons and other small vertebrates. 

The ecotone/edge of the woods contained 

11 percent of the immature deer ticks. 

Turfgrass lawns yielded just 4 percent of 

the nymphs. They may have ended up in the 

turf after dropping off an animal host, when 

fully fed (engorged), where they molt to the 

nymph stage. Immature deer ticks rarely 

move more than 10 feet from where they 

molted, and were mostly found in lawns 

close to the ecotone (within 4 to 6 feet) if 

present at all. 

DEER TICK 
HABITATS 

Homes with wooded buffers between 

yards had a large amount of edge habitat, 

and had a greater number of ticks. Untended 

borders had more ticks than did landscaped 

borders. Woodpiles or brushpiles held more 

ticks nymphs too, probably because there 

were also more mice there. Mice are a key 

animal host for immature 

ticks. 

Other studies in New 

York and Connecticut 

found 68 percent of deer 

ticks (all stages) in the 

woods, 21 percent in the 

ecotone, and 2 percent in 

the lawn. Ornamental 

planting beds yielded 9 

percent. — 

Factors adding to the risk for encounter-

ing deer tick nymphs and contracting Lyme 

disease include: presence of pets (especially 

dogs), deer paths, birdbaths, woodpiles, 

brushpiles, bird feeders, and other items or 

practices which encourage wildlife near the 

home or encourage people to enter the 

woods. 

Methods of personal protection (repel-

lents, tucking pants into socks) are also nec-

essary in high risk sites. Pesticides labeled for 

deer tick control can be targeted to high-risk 

deer tick habitats. 

—The author is an entomologist and mem-

ber of the New Jersey Governor's Council for 

Lyme Disease. 

Tulsa LCO s a y s c l i e n t s l i k e t h e i r 
l a w n c a r e i n f o r m a t i o n o n v i d e o 
by Brad Johnson 

• How many lawn care professionals have 

the time to sit down with every new cus-

tomer and explain exactly what we can and 

cannot do with our service? Usually, we 

simply leave the expectations of our new 

customers to chance. That's risky. 

What about those customers who don't 

mow and water properly? Do we just hope 

that our services will offset their mistakes? 

Two years ago we wanted to do some-

thing about unrealistic expectations and 

poor cooperation from customers. But, what 

really moved us to action was an extensive 

winterkill in our Tulsa marketplace in 1990. 

Trying to explain to customers, many of 

them cancelled customers, why the win-

terkill was not our fault, led us to produce a 

customer education video, "Side by Side." 

We put the 15-minute video to use during 

the 1992 season. It explains: 

• What our service can and cannot do. 

• Proper mowing and watering practices. 

• Insect, disease and weed control. 

• Fertilization. 

• How customers can help us give them 

better results. 

We've tried written customer education 

manuals. We've used newsletters, and still do. 

But, some customers don't read them. Given 

a choice, it seems, most would rather watch a 

short video than read. 

This past season we used about 450 

videos in distributing to over 1,000 of our 

new customers at our company. We simply 

left a copy of the video, along with a pre-paid 

mailer ($1.05 in postage) in their invoice 

bag with their initial application. 

We also left a survey concerning the video 

to complete and send back to us. Most cus-

tomers viewed the video and commented 

positively. 

Also, over 70% of the customers sent the 

video back after viewing. Many videos were used 

three, four and five times during the season. 

This season we're going to use our video 

as a marketing tool also. We'll be distributing 

them with leads in 1993 and allowing our 

prospects and new customers to just keep the 

video. We believe this will not only generate 

more leads with the offer of a free video, but 

will also lead to a higher closing rate. 

Does the video really lead to higher cus-

tomer retention rates, fewer service problems 

and, in the end, higher profits? After just one 

year, we really can't say how much our video 

affected these areas. But, we're convinced 

they generated better customer relations and 

cooperation. Many clients said so. 

We also believe that companies who 

make the effort to educate their customers 

will be ahead of the competition in the 

1990s. Our experience with video suggests 

it's one of the education/communication 

tools that works, and is affordable. 

—The author is owner of green upline. For 

more information about video, contact Customer 

Solutions in Tulsa, Okki.; (800) 779-2196. 



The Case of the 'IfV: 
If professional grounds management means something to you, you belong with us. 

"If I can become a *Certified Grounds 

Manager and win a recognized national 

maintenance award, so can you. 

Those attainments are a direct result 

of being a member of PGMS, 

dedicating myself to its principals 

and taking advantage of its 

programs." 

Randy Willis, CGM 

Grounds Supervisor 

NW Missouri State University 

Let PGMS Join YOU in your future. 
Yes, we're a membership organization, but we don't just expect you to join us for joining's sake. 

We're vitally interested in our members' futures. We literally intend to and will add our expertise 

and strength to you for your greater attainment. 

Join together with fellow grounds professionals who serve in all areas of the profession. 

Comprised almost equally of independent contractors and on-staff grounds managers, 

PGMS is THE broad-based professional organization for you. 

PGMS Membership Benefits (partial list): 
• local branch meetings 

• annual conference and Green Industry Expo 

• monthly newsletter 

• personal identification (membership card, certificate, hats, jackets, decals) 

• certified grounds manager program 

• training manuals v 

• discounts - rental cars, books 

• membership directory 

• awards 

• information clearinghouse 

* • in addition, insurance programs now being developed. 

•Conferred by PGMS, grounds manager certification is a program of developing and administering a program of 
voluntary peer review to establish acceptable competence levels, and to help the grounds professional attain his 
personal goals. 

Clip and mail: 

Street 

City/ State/Zip 

Telephone 



STRICTLY COLF 
Bunker renovation 

I t may be 
necessary to 
repair or replace 
t h e ex is t ing 
drains or instal l 
new drains w h e r e 
none ex is ted . 

S t e p by s tep on how t o 
m a k e renovat ion decisions. 

• At times, a golf bunker may require 

some renovation: enlarging to original 

size, repairing drainage, replacing all the 

sand, or a combination of any of these. 

Whatever the reason, first determine 

whether the bunker serves a function and 

is justified. This should be done with the 

aid and advice of your course architect. 

Bunkers are designed and placed on a 

golf course to perform specific functions: 

• to set shot value (strategic), 

• to control shots or moving balls 

(safety), 

• to keep balls from water or out-of-

bounds (retention), 

• to better define the hole (direction-

al) and 

• to improve eye appeal (aesthetic). 

In evaluating a renovation program, 

you may determine that a bunker serves 

no function and may best be removed. 

E n l a r g i n g —The bunker may only 

require being placed back to its original 

form. Usually, the built-up rolls that form 

when the bunker closes in will indicate 

the original shape. 

Take a paint gun and re-define the 

margin, being careful to maintain the 

shape and allow for exterior drainage. 

You don't want surface water draining 

into the bunker. Take hand edgers or sod 

spades and cut the new margin approxi-

mately six to eight inches, depending on 

the amount of sand to be replaced. 

Remove the old material (excellent for 

repairs and depressions), replace with 

new sand, and blend into the existing 

sand. 

Dra inage repair—It may be necessary 

to repair or replace the existing drains or 

install new drains where none existed. 

This means removing all material in the 

drainage area. Old drains should not be 

re-used as this cost is minimal . Old 

trenches should be upgraded and relined. 

New trenches should be a minimum of 

12-by-12 inches and have a grade of 1 to 

1-1/2 percent. All trenching, with the 

exception of the main line, should run 

perpendicular to the water flow. 

The main line should run through the 

drain path of the bunker with the required 

minimum slope to the exit. 

Tile should be slotted to accept water 

but prevent gravel. Experience has shown 

that wrapped tile promotes clogging. Place 

the tile on a graded slope of gravel 1 to 1-

1/2 inches deep. Secure the tile to prevent 

floating and cover with pea gravel (1/4 to 

3/8 inch) to a depth of approximately four 

inches. Leave two inches of trench to 

accept some sand to fill out the trench; 

prevent mixing the pea gravel into the sand 

during the raking operation. 

If you are going to leave the trenches 

exposed for any length of time, be sure to 

cover the gravel with this sand layer to pre-

vent contamination. 

Replac ing sand—If all the sand in the 

bunker is to be replaced, it must be 

removed down to a firm base. This could 

entail replacing some sand with a heavy 

material that will compact to prevent 

excessive depth of the sand layer. 

Every superintendent has his or her own 

method of removing the old material, be it 

experience or trial-and-error. I have found 

that the least messy procedure is a rented 

Bobcat, two dump trucks (beg, borrow or 

steal), and two to three dozen sheets of out-

side, low-grade 3/4-inch plywood. 

Keep your trucks on the car paths. Lay 

the sheets of plywood to the bunker and 

run the Bobcat over this roadbed. Reverse 

the procedure when placing the new sand. 

You will find the cost of plywood and rental 

of a Bobcat well worth the expense. In any 

case, save the hand edging until last to 

remove all scars of the operation. 

When spreading the new sand, be care-

ful not to disturb the base or drains. Do not 

run vehicles over the drains as they may 

crush your tile. 

In any bunker renovation involving 

drainage, carry your outside tile (solid 

only) to a creek, lake, culvert or surface 

drain. You will find that anything less will 

be unacceptable. 

—The author of this article, Al Frennette, 

CGCS, passed away in September, 1992. It 

originally appeared in "Through the 

Green," the publication of the Georgia Golf 

Course Superintendents Association, and 

is used with their permission. 
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WE INTERRUPT YOUR WORK 
TO BRING YOU THE TORO PROLINE 

NO DOWNTIME-DOWN UNDER 
SWEEPSTAKES. 

Kangaroos. Shrimp on the barbie. ^ ^ ^ ^ ^ ^ ^ No Downtime, you can also enter the 

Koalas. And G'Day Mates aplenty That's ^ ^ S ^ T j j No Downtime-Down Under Sweep-

Australia and it could be yours if you B B M ^ U stakes and win round-trip airfare and 

win the Toro ProLine No Downtime- , # hotel accommodations for two to Syd-

Down Under Sweepstakes. K V O U N G ney Australia. Plus a rental car, plus $500 

The Toro Proline No Downtime spending money And all you have to do 

Program means that if a Toro ProLine I ^ M ^ l is enter. 

mower needs service, and cannot be Visit your Toro ProLine showroom 

repaired right away, a low-cost loaner I ^ H I now and enter the Toro ProLine No 

unit will be made available to qual- ^^k I f M ^k Downtime-Down Under Sweep-

ified customers. t*aIV^r sta^es- But hurry—the deadline for en-

It's just that simple. And now when you tries is April 30, 1993 and after that, it's 

visit your Toro ProLine dealer to check out ^ ^ ^ back to mow, mow, mow. 

The Professionals that keep you cutting. 

No purchase necessary Void where prohibited Toro ProLine No Downtime-Down Under Sweepstakes is open to US residents 18 years or older who are commercial lawn care professionals Entries must be 

received by April 30.1993 to be eligible Drawing will be held May 31.1991 See your participating Toro ProLine dealer for details and official rules 



The Case of the 'IfV: 
if professional grounds management means something to you, you belong with us. 

"If I can become a *Certified Grounds Manager 

and win a recognized national maintenance award, 

so can you. Those attainments are a direct result of 

being a member of PGMS, dedicating myself to its 

principals and taking advantage of its programs." 

Randy Willis, CGM 

Grounds Supervisor 

NW Missouri State University 

Let PGMS Join YOU in your future. 
Yes, we're a membership organization, but we don't just expect you to join us for joining's sake. We're vitally interested in 

our members' futures. We literally intend to and will add our expertise and strength to you for your greater attainment. 

Join together with fellow grounds professionals who serve in all areas of the profession. Comprised almost equally of independent 

contractors and on-staff grounds managers, PGMS is THE broad-based professional organization for you. 

Clip and send today to PGMS 
•Conferred by PGMS, grounds manager 

certification is a program of developing 

and administering a program of 

voluntary peer review to establish 

acceptable competence levels, and to 

help the grounds professional 

attain his personal goals. 
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I City/State/Zip 
I 
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I 
I Send to: PGMS, 120 Cockeysville Rd., Hunt Valley, M D 21031 

Respect, once earned, 
must be maintained 
by Greg Christovich 
• Several times in my career, I have found 

myself feeling as though I was not getting 

the proper respect for my position. My 

insecurity about how my peers, subordi-

nates and superiors viewed my position 

made me feel uncertain about my abilities, 

and the tendency was to withdraw from 

visibility—"drop out of sight"—to avoid 

any further pain. 

Many professional superintendents go 

through the same thing, whether they've 

been on the job for years, or they've just 

arrived at a new position. What most man-

agers don't realize is that their perceived 

lack of respect is caused by their failure to 

nurture and develop that respect for the 

long term. 

So how does a successful manager earn 

a high level of respect from others 

throughout his or her career? It's not easy, 

but here are some things that I learned, 

some the hard way: 

1) Don't ever start believing that 

you've "arrived." 

When you finally land that first super-

intendent's job, or when you've gotten a 

"prestige" job that's finally paying you 

what you're worth, don't stop doing the 

things that got you there. Keep your 

sleeves rolled up and stay aggressive. The 

manager who gets comfortable gets com-

placent, and it shows in his/her work. 

I once worked with a superintendent 

who was having morale problems with his 

staff. As it turned out, the superintendent 

was coming to work at 7:30 and was miss-

ing some quality time with his crew. 

Complacency led to a loss of respect. 

2) Know that you can't please every-

body all the time. But maintain an open-

ness and respectful attitude toward all, 

even those you don't agree with. 

Perhaps the greatest advice I ever got 

was from Johnny Burns, superintendent at 

Charlotte (N.C.) Country Club. One day a 

member walked up to us and noisily com-

plained about the condition of the greens. 

Mr. Burns told him "thank you" for his 

concern and feedback, and the member 

left with a feeling that he was important 

and respected. Most importantly, he 

respected the superintendent for taking 

the time to listen. Johnny's advice to me 

later? "When someone complains, you first 

must satisfy their need for acknowledge-

ment, then you have to be like a duck in 

the rain: let it roll off your back." 

Don't hide from the loudmouth types, 

but don't let what they say break you 

down. You can't please everybody. 

3) Get to know your peer group, and 

stay in touch with them. 

At most clubs, the superintendent is on 

a parallel management level with the golf 

director or professional, tennis profession-

al, executive chef and controller. The 

super should know that he or she is part of 

this management team and that a spirit of 

cooperation can further mutual respect. 

The super who does not have regular 

contact with the rest of the team 

becomes "invisible," and mutual respect 

continued on page 79 



Reprints make the point. Again. 
Advanstar Marketing Services offers high-quality 
reprints of all articles and advertisements appearing 111 
of this magazine (250 count 

• Semin-""* ateríais 

of this magazine , t u r e mate-
( S e m i n a r leaders augment l e a 

with reprints. excellent 

1 for training anu 
personnel. i n t s to 

I • O r g a n i z a t i o n s u t i l i z e y 
I complement sales and 

promotional literature 

G i v e u s a c a l l , 
W e U g i v e 

a O u o t e ^ 

Please call Peggy Hilfer at 800/598-6008. 

Lab s e r v i c e s cr i t ica l t o g r o w t h 
o f go l f , c l a i m s t u r f d i a g n o s t i c i a n 

is not possible. 

Lastly, I think each of us needs to know 

that management of any kind has its 

thankless moments, and these times 

should not be misinterpreted as a lack of 

respect. 

The more we continue to feed and care 

for our own image (the way we do our golf 

courses), the more respect we'll earn and 

keep for ourselves in the eyes of others. 

—The author is general manager of 

Selva Marina Country Club in 

Atlantic Beach, Fla. 

• Proper laboratory testing and consult-

ing can prevent the need for early renova-

tion, according to Steve McWilliams, presi-

dent of Turf Diagnostics & Design, Olathe, 

Kans. 

"Good testing pays off in many ways," 

says McWilliams. "For example, if a devel-

oper builds a golf course that plays well 

the first season due in part to proper green 

physics, there's a big payoff in selling 

housing, attracting new members and 

building repeat business for the course." 

However, if renovation is ultimately 

needed, quality lab work is especially criti-

cal at that time also, says Chuck Dixon, 

TD&D's president of technical operations. 

"An on-site quality control testing pro-

gram should be implemented to ensure 

that the construction materials delivered 

to the site conform to the design specifica-

tion," says Dixon. 

"Following these fundamental proce-

dures creates a classic win-win situation 

for everyone." 

Firms like TD&D can run a variety of 

tests on sand, turf and soil that can pin-

point a problem and correct it in just a 

matter of hours, Dixon notes. 

In some instances, consulting firms 

will send a representative to the course to 

take a look at everything and take the 

appropriate samples. In other instances, all 

that is needed is for the superintendent to 

send the appropriate sample to a testing 

lab. 

"Many clients mail us a sample, we test 

it and overnight the results back to them," 

says Dixon. "Time is (sometimes) of the 

essence, and we are prepared to respond 

quickly." 

TD&D and companies like it can also 

consult on the optimal mixes for greens, 

sandtraps and fairways, using the experi-

ence they've gained in the past in soil sci-

ence and lab testing. 

So if your course is considering any 

renovations, the best place to start is with 

a good laboratory that will test existing 

materials for you and provide consulting 



Aerification practices 
for bentgrass greens 

Liability can 
t a k e many 
considerations 
A f f i r m a t i v e ac t ion , s a f e t y 
a r e i m p o r t a n t . 

• Robert Ochs, attorney for the Golf 

Course Superintendents Association of 

America, says affirmative action, as defined 

by the Civil Rights Act of 1964, should be a 

consideration of most superintendents. 

"The act prohibits age, sex, religious or 

race discrimination in any form," says 

Ochs. "It requires a minimum of 50 

employees and an 'effect on interstate 

commerce.' This means that if just one of 

your members is 

from out of state, 

it applies to you." 

Having an affir-

mative action plan 

in place can do 

nothing but bene-

fit your course, 

Ochs notes. 

"If you do have 

an affirmative 

action plan, it sets 

you apart; if you 

don't, it can be 

used against you." 

Aff i r m a t i v e 

action plans should be updated on at least 

an annual basis, he says. 

The most important factor in proving 

yourself in court is an obvious attempt to 

satisfy the moral requirements set by law. 

Much of this is just common sense. But 

documenting your actions and making an 

attempt to recruit minority groups 

through local colleges will help. 

"If you've given it the 'old college try,' 

you've satisfied the moral requirement," 

Ochs told GCSAA members at the organi-

zation's annual conference. 

When it comes to this and other legal 

action that may be taken against you 

and/or your course, he says you should 

"document, document, document." He 

prefers handwritten notes to yourself that 

you can file away. 

"They don't have to be fancy," Ochs 

admits. "Those handwritten notes are fab-

ulous. They're great evidence in a court of 

law because they show the obvious intent 

for you to be a 'reasonable man.' 

"If you think something is significant, 

M a n y k inds o f m a c h i n e s 
a v a i l a b l e for b r e a k i n g up 
layers , Georg ia e x p e r t 
says . 
• Aerification can alleviate the problems 

caused by layering on bentgrass greens, 

according to Dr. Bob Carrow of the 

University of Georgia. 

"The presence of fine-textured layers on 

bentgrass greens causes the most prob-

lems," says Carrow, "although not all lay-

ers are bad. But once layering starts, it can 

become a snowballing effect. Even a very 

well-built USGA green can develop layers." 

Wetting agent injections can help 

hydrophobic sands while aeration can help 

hard, compact coarse-textured sandy soils, 

Carrow claims. 

One of the excellent machines to aerate 

away layers is the Toro Hydroject, which 

write it down. And even if you never use it, 

you're out nothing." 

Another liability consideration is the 

safety of people on your course, both 

employees and golfers, he says. 

You are always "under an obligation to 

act as a 'reasonable man.'" Which is noth-

ing more than using common sense in 

everything you do relating to the safety of 

the course. 

"Your insurance company is a valuable 

resource when it comes to liability risks," 

Ochs says. 

Also, "posting is the cheapest form of 

insurance, and it's so easy to do." 

—Jerry Roche 

uses high-pressure water. "It doesn't dis-

turb the surface, it mixes any layers, and it 

can be done quite often," Carrow says. 

Though golf course superintendents can't 

topdress immediately after using a 

Hydroject, they can inject some liquids 

other than water—like wetting agents— 

with the machine. 

Another deep aerifier is the Vertidrain, 

which penetrates 

up to 18 inches 

into the soil. "The 

Vertidrain doesn't 

d i s t i n g u i s h 

between good and 

bad layers," says 

Carrow. "It will 

decrease rooting, 

but on bermuda-

grass the roots left 

will be much more 

viable. In the case 

of bentgrass, this 

effect becomes a negative." 

Deep drills like the Floyd McKay are 

good devices to use in both coarse and 

sandy soils, Carrow states. This spring, the 

company should have a new prototype for 

the golf course market ready. On the other 

hand, "turf conditioners" like the Yeager-

Twose sub-aerifier, works better on fine-

textured soils. The Yeager-Twose machine 

uses vibrating blades that can drop materi-

als into slots in the soil. 

"If I had a well-built USGA green, I'd 

still want to do at least one core aeration a 

year," Carrow concludes. "It's unusual not 

to build layers, and aerification is still very 

effective at breaking up those layers." 

—Jerry Roche 

Ochs: b e s t a d v i c e 
is t o ' d o c u m e n t , 
d o c u m e n t , 
d o c u m e n t . " 

Carrow: Aera te at 
least once a year 
for bet ter results. 

Aer i f icat ion can help 
break up soil layering and 
c r e a t e a heal thier putting 
surface. 
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PICKSEED 
PICKSEED WEST Inc. 

Two and a half dozen superior 
Pickseed varieties cover North America's 
all-season turf needs. Home lawns, sod, 

parks, golf courses, 
everywhere. No 
matter what your 
climatic conditions 
a hardy, durable, 
wearable, insect 
and disease resis-

tant, good-looking Pickseed turf grass 
does the job for you. 

Perennial ryegrass: Blazer II, Dasher 
II, Edge, Express, Fiesta II, Futura 
2000 Blend, Jazz and Lowgrow. 
Turf-Type Till fescue: Maverick II, 
Mustang, Team Blend and Thorough-
bred. Slower growing Turf-Type T*\\ 
fescue: Crossfire, Mini-Mustang, 
Shortstop and Team Jr. Blend. 
Fine fescue: Agram Chewings, 

Azay Sheeps, Jasper Creeping Red, 
Spartan Hard and Victory Chewings. 

Elite Kentucky bluegrass: Alpine, 
America, Banff, Bronco, Crest, Indigo, 
Nugget and Touchdown. Poa trivialis: 

Colt. Creeping bentgrass: National. 

The TURF PROFESSIONAL.. .you. 
Pickseed varieties consistently 

satisfy turf profes-
sionals. Always 

have. Always will. 
Your support 

means everything 
to us, so we'll do 

everything possible to support you. 
Unceasing R&D. TUrf tests. Product 

literature. Technical data. Pro-
fessional advice. Whatever you 

need, Pickseed rolls out the 
green carpet. It's for you. 

And thanks. 

PICKSEED rolls out the green carpet 



W H A T ' S NEW IN 

COURSE MAINTENANCE 
D i v o t repa i r g o e s N o r t h 
• Frank Dobie at The Sharon Golf Club, Sharon Center, Ohio, 

has a new approach to repairing divots, outlined in the August, 

1992 issue of "Northern Ohio Turf." 

"In 1990, we initiated divot repair of tees and fairways with 

divot mix containers mounted on each golf car," claims Dobie. 

"Although filling divots from car-mounted containers is standard 

procedure on southern courses, not much has been done in the 

North." 

Even though he was directed by the club president to start the 

program, Dobie did not like the idea at first. Among its problems: 

1) messiness on the part of golfers using the scoops: 

2) lost scoops: 

3) open buckets, allowing mix to get wet and difficult dispense: 

4) players overfilling divot holes: 

5) players missing the divot hole with the mix: and 

6) possibility of seeding bentgrass into divots in the rough. 

Dobie went ahead anyway and purchased some convenient 

plastic bottle dispensers made by Club 

Car, which were easily mounted and had 

small pouring spouts to keep wetness 

out. In trials with members, he got "very 

positive" results. 

The first step was to inform and edu-

cate members via the monthly newslet-

ter: the next was to install dispensers on 

each side of the golf cars. 

The divot mix is prepared by first 

spreading 30 gal. of topdressing mix on 

asphalt to dry in the sun. 10 lbs. Isolite, 2 

cups Penneagle bentgrass seed and 3 lbs. 

of 12-24-14 slow-release fertilizer are 

then mixed in with a rake. A closed con-

tainer of the mix is kept outside the pro 

shot where clubs are unloaded. Bag boys fill the dispensers when 

golf cars come in from play. 

"We ask players to discard the turf divot in the nearby rough 

or place it on the floor of the golf car," notes Dobie. "We will be 

experimenting with a small container mounted on each car for 

old divots and other debris. 

"We see a higher percentage of divots repaired now than ever 

before. Staff man-hours are much less with this method. Most of 

all, it heightens the players' awareness of golf etiquette and gives 

them an active role in maintaining a finer course." 

Is ' b ig b a n g ' a f f e c t i n g c o u r s e s ? 
• The technological boom in golf equipment may soon make 

many of today's golf courses obsolete, says Paul Fullmer, execu-

tive secretary of the American Society of Golf Course Architects. 

"The next generation of John Daly wanna-be's could render 

many courses too short to challenge skilled players," says 

Fullmer. "The increased carry from high-tech balls and clubs 

makes it impossible for great old courses to host tournaments. In 

fact, every recent U.S. Open has undergone extensive lengthening 

prior to hosting the event." 

"Can anyone argue that Fred Couples, Davis Love and Daly are 

challenged by the length of any of today's holes?" he asks. 

"Lightning-fast greens with steep slopes, small target greens, long 

grass roughs or narrow fairways can't completely compensate for 

par-5s that are easily reachable in two shots." 

Bunkering is also a concern for superintendents. "The bunker-

ing at landing areas often has to be revised so that it comes into 

play as the architect originally intended," says Fullmer. 

These changes make the courses more difficult for the average 

player, Fullmer contends. 

"I think it would be good for golf course architects to join with 

others in the industry to consider limiting the levels of technolo-

gy being introduced. Certainly, technology helps players post 

lower scores, but we have to make sure that advances do not push 

existing courses to the brink of extinction." 

G C S A A i n t e r n a t i o n a l — i n b i g w a y 
• The growing worldwide demand for the education and training 

of golf course greenkeepers and superintendents is a driving force 

in increasing the scope of the Golf Course Superintendents 

Association of America. 

The GCSAA has begun international operations with the fol-

lowing programs: 

• The GCSAA sent a fact-finding contingent to the Pacific Rim 

last year, which led to opening a Pacific Rim office and the first-

ever Pacific Rim Golf Course Conference this month. 

• It also sent a contingent to visit the South Africa Golf 

Course Managers and Greenkeepers Association last September. 

The GCSAA representatives then went to Malaga, Spain to visit 

with the Asociacion Espanola de Tecnicos en Mantenimiento de 

Campos de Golf. 

• In late November, 1992, GCSAA director of education David 

Bishop taught a course on bentgrass to the Japan Turf 

Superintendents Association. 

The GCSAA opened its Pacific Rim office in Singapore. Address 

is GCSAA (Singapore) Pte. Ltd., 2 Jurong East Street 121, #04-

21C, IMM Building, Singapore 2260. Telephone there is 65 568 

22-24 and fax is 65 568 2473. 

The countries served by the GCSAA/Pacific Rim are Australia, 

China, Hong Kong, India, Indonesia, Japan, Malaysia, New 

Zealand, the Philippines, Republic of China (Taiwan) and 

Thailand. 

"In areas where local superintendent/greenskeeper organiza-

tions exist, GCSAA is responding to their invitations to provide 

educational programming," says Bishop. "In other areas, such as 

much of the Pacific Rim, GCSAA is committed to providing direct 

delivery of technical and educational assistance when and where 

it's needed." 

Others making the foreign trips were general counsel Robert 

Ochs, Pacific Rim manager Don Bretthauer, past president 

William Roberts, CEO John Schilling and senior director of opera-

tions Diana Green, along with Dr. Nick Christians of Iowa State 

University. 

Dobie: n e w divot 
t r e a t m e n t is 
successfu l 



Make sure your equipment 
goes the whole nine yards. 

Use Slick 5 0 Sma l l Engine Fo rmu la . It g ives m o w e r s , t r i m m e r s , cut ters and cl ippers 
the same k ind of advanced PTFE t r e a t m e n t ^ p y • • ^ m y m 
that protects you r car 's eng ine f r o m wear . ^ ^ ^ J 
Your e q u i p m e n t runs longer , w i t h f e w e r ^ ^ ^ . ^ ^ ^ ^ ^ ^ ^ ^ 
breakdowns. So y o u g e t to rake i t in , • " e Engine Wear 
instead of your repa i rman . Protector. 
Circle No. 137 on Reader Inquiry Card 
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A U N I F I E D I N D U S T R Y 

W O R K I N G T O W A R D 

A C O M M O N G O A L 

Nearly every key issue affecting one part of the Specialty Pesticide 

Industry affects the entire industry. 

RISE (Responsible Industry for a Sound Environment) is bringing 

industry leaders together to identify critical public issues and 

legislation, and address them as a unified body. 

We're proud of our industry's commitment to enhancing and 

preserving the environment. And we're committed to educating policymakers 

and the public about the environmental, health and safety 

benefits of proper pesticide use. 

A wide variety of companies and organizations are already members 

of RISE, and have contributed to successes like we enjoyed recently in 

Missoula, Montana, which demonstrates the industry is 

S able to work constructively with local government bodies. 

If you're a manufacturer, formulator, distributor, supplier or associa-

tion involved with the use of specialty pesticides, we invite you to join RISE 

and participate in our future successes. 

For more information, call RISE at 

(202) 872-3860, or write to 1155 15th St. N.W., 

Suite 900, Washington, D.C. 20005. Rfsfwbibtf Industry wi Sound Enrawnwrt 



Treated seed for overseeding minimizes diseases 
• Superintendents who overseed cool-sea-

son grass mixtures into existing warm-sea-

son combinations also raise disease poten-

tial for infections caused by Pythium and 

other fungi, according to Dr. Terry Vassey 

of Horry-Georgetown Technical College in 

Conway, S.C. 

To reduce the risk of damaging seed 

and seedling diseases, especially where 

intensive turf management is necessary for 

year-round play, superintendents should 

always use a fungicide. They may overseed 

with fungicide-treated seed or apply foliar 

fungicide spray as diseases appear, says Dr. 

Vassey. 

"Pythium can wipe out large sections of 

overseeded golf courses. When course 

quality and playing ability goes down, it 

can be devastating," he says. 

"During establishment of overseeded 

stands, when more water and fertilizer is 

used to sustain growth—combined with 

temperatures still reaching 85 to 90 

degrees—you have the perfect conditions 

for disease." 

One of the most prevalent and destruc-

tive turf diseases is the soilborne fungus 

Pythium, which thrives in warm, moist 

soils and causes damping off. Rhizoctonia 

and thatchborne Fusarium fungi can also 

cause seed rots, seedling blights and 

damping off. 

Many superintendents spend an esti-

mated $35,000 to $50,000 for annual over-

seeding, Dr. Vassey points out. While this 

cost is budgeted, he adds, supers don't 

want to pay it twice, which can happen if 

Pythium or other fungal epidemics arise, 

causing a need for another seeding. 

Good drainage and carefully managed 

irrigation can help reduce the incidence of 

diseases, but since the host—turf—can't 

be eliminated, most turf professionals rec-

ommend a systemic fungicide treatment 

that provides extended seedling protection 

against pathogens. 

Dr. Vassey's comments appeared in 

Vol. 2, Issue 2 of "Turfgrass Tillers," a 

newsletter from Gustafson, Inc., Piano, 

Texas. 

For more information on warm-season 

disease control, consult the May, 1992 

issue of LANDSCAPE MANAGEMENT. 

$100 for your opinions, 
observations 

• Do you have an observation on the 

art/science/profession of being a golf 

course superintendent? 

We are soliciting the opinions/obser-

vations of golf course superintendents. 

Topics can range from employee rela-

tions to greensmower selection to treat-

ing turf diseases. If you have such an idea 

you wish to express, type it, double-

spaced, on plain white paper, 750 words 

or less. Send it, along with your Social 

Security number and a recent photo, to: 

"Strictly Golf' 
L A N D S C A P E M A N A G E M E N T 

7500 Old Oak Blvd. 
Cleveland, OH 44130 

Upon publication, the superintendent 

will be paid $100 for contributions. (We 

reserve the right to edit material for 

length and grammar. Manuscripts are 

non-returnable unless accompanied by a 

self-addressed, stamped envelope.) 

with the performance of Oregon 
Turf Type Tall Fescue. The quality is 

excellent and its durability 
and low maintenance make it 

superior for athletic fields." 
- Steve Renko and Tom Turley, 

Mid-American Sports 
Complex. Shawnee 

Mission. Kansas 

Complete games are played on this field seven days a week (some-
times twice a day) and it still looks great! With Oregon Grown. Turf 
Type Tall Fescue seed you're getting fresh, pure seed of the highest 
quality-and more fun from your turf. Contact your seed dealer for seed 
from the world s largest producer of Turf Type Tall Fescue seed-Oregon. 



WildFlower Carpet. 
Instant coverage. Ever-changing color. 

WildFlower Carpet adds a 
brilliant display of color to golf 

courses, estate landscapes, com-
mercial developments, even small 
residential areas. And it provides a 

different show every week and 
every month.. .every year. 

With quick, easy installation, 
the 5 sq. ft. mats provide 
instant coverage of established, 
hardy perennial wildflowers. 
Maintenance is surprisingly low. 
Plants begin to bloom in 
8 weeks. 

WildFlower Carpet is nationally 
available through quality landscap-
e s , wholesalers and sod yards. For 
more information and the name of 
the dealer nearest you, call 
1-800-247-6945. 

Instant coverage. 
Ever-changing color. 

WildFlower Carpet is a registered trademark of Applewood Seed Co. and is protected by U.S. Patent #4,941282. 
WildFlower Carpet is grown under license and marketed by these quality growers: The King Ranch, Belle Glade, FL and Lexington, KY; Ward Lake Tree Farm, Lakewood, CO, Lake Mountain Turf Farm, Sandy, UT. 



our 40-page book, The What you're looking at is a way one application gives you 

to go an entire season on a single up to eight full months of ' ^sJZuucan Nursery And Landscape 

herbicide application—a control 

zone in the top inch of soil 

that keeps weeds from 
J X / ^ A 

control. If you like what Guide To Responsible 

Surflan does, but prefer a granular Pest Management. It also contains 

form, you can use XL* herbicide. It information on better ways to con-

Actually, the mc picture is coil tin 
germinating all season long. It can contains the same active ingredient 

greatly reduce your use of post-

emergence herbicides and hand-

weeding in your ornamentals. 

as Surflan. Apply it in the spring, 

and you'll get a full season of broad 

spectrum grassy weed 

How To Make Your First Roundup 

Your Last Roundup. 

Here's a way to make your first application of Roundup herbicide 

last all season. Mix 3oz. of Surflan per 1000 square feet with $4oz. of 

Roundup per gallon of water and apply when weeds are less than 6" 

tall. Roundup will knock the weeds down, and Surflan will keep them 

from coming back for the rest of the season. 

We have three different pre-

emergence herbicides that make 

this possible. All of them are very 

gentle on your plants. And they 

bind tightly to soil particles, 

which makes them very resistant 

to leaching. 

If you're 

y p ^ looking for grassy 

Ourpreemergence Weed Control, yOU 
herbicides set up a gentle control zone can USe Surflan* that keeps weeds 
fe^T10** preemergence her-

bicide. Surflan is, in fact, so gentle 

that you can spray it directly over 

the top of delicate ornamentals. Yet 

control. 

And for 

woody orna-

mentals, you 

can use 

Snapshot* 

herbicide. 

It controls 

both grassy and broadleaf weeds. 

A single application lasts up to 

eight months. And it's available as 

a sprayable or in a granular form. 

We can show you lots of ways 

to control weeds more safely and 

effectively. They're explained in 



trol insects and diseases. ^ H H j j j ^ H f ^ Send me the following Management Name 

r r ., .1 W Guide(s): • Cool Turf Company 
For a free copy mail the P v • Warm Turf ^ ^ H M f c 

coupon, or call our toll-free number. • S J E K ^ f f S B S s * e _ z i p 

Because you don t need a lot of her- • Box 3064'Cedar Rapids, IA W J S ^ S m phone ( ) 
; 52406. Or call: - ™ . # • • • ™ 

bicide to get beautiful results. ; 1-800-729-3693 ext 3493 ^ ^ ^ I h e Chem i s t r y IS r ight . 

•Trademark of DowElanco. C1993 DowElanco «3 st beautiful thing about ned in the topl"of soil. 



Foreclosed properties: 
a new profit opportunity? 
GRANITE SPRINGS, N.Y.— Amid the 

cycle of fluctuating economic conditions, 

the maintenance of foreclosures/reloca-

tions offers a significant opportunity for 

landscapers. 

Personal bankruptcies and corporate 

downsizing has led to a dramatic increase 

in residential home foreclosures and relo-

cations. Banks and institutional owners of 

such foreclosed properties contract out 

their resale and management to large, 

regional real estate brokers, which have 

emerged because of the tough economy. 

These brokers prefer to find one reliable 

and reputable landscape maintenance 

company to service all their accounts in a 

given area. 

Maintenance of these properties is a 

necessity, predicated by local town zoning 

laws and aesthetic concerns. That trans-

lates into abundant work and profits. 

There is opportunity, for those inclined, to 

expand well beyond the normal foundation 

of their clientele. 

Real estate agencies and banks have no 

practical experience in the landscape man-

agement sector. The product is simple: 

that properties be kept in a presentable 

condition year-round with clear access 

(clear of snow and organic debris). 

By offering a broad flat price rate in 

which all work performed in a given geo-

graphical area is the same, real estate bro-

kers know what to expect and do not have 

to be concerned with contracted out prop-

erties on an individual basis. And the rec-

ommendation of your landscape services 

to the new property owner is what truly 

makes this an area any eager, aggressive 

landscape manager cannot overlook. 

—The author, Christian Zenk, is chief 

operating ofñcer of Zenk Country 

Landscapes, Granite Springs, N. Y. 

Foreclosed homes require min imum m a i n t e n a n c e and a t tent ion , but can be big 
money-makers if con t rac ted correct ly , says Chris Z e n k . 

I N S I D E 

M i x e d n e w s 
on pes t ic ides , 
p a g e 9 1 

R e a d e r s o f f e r 
un ique v i e w s , 
p a g e 9 2 

Maintaining 
foreclosures... 

Keys t o success 
• Know the pr imary sources 

of wo rk ( real es ta te agenc ies , 
banks) 

• I n c o r p o r a t e in to e x i s t i n g 
bus iness (serv iced any t ime) 

• M i n i m u m m a i n t e n a n c e 
means m a x i m u m profit 

• A l l m o n e y g u a r a n t e e d at 
c los ing 

• Document all work 
• I n s i s t y o u r c o m p a n y ' s 

n a m e be men t i oned at c los ing 
(provide bus iness cards) 

• Network your serv ices 
• Separa te c rew for foreclo-

sures/ re locat ions 
R e q u i r e m e n t s 

• C o n t r a c t u a l a g r e e m e n t 
wi th pr ices and/or workra te 

• F l e x i b i l i t y t o r e s p o n d to 
request for est imate 

• A u t h o r i z a t i o n t o b e g i n 
work on each property 

• Wi l l ingness to expand your 
serv ice a rea signif icant ly 

• Ce r t i f i ca t i on as a v e n d o r 
($1 m i l l i o n l i ab i l i t y i n s u r a n c e 
m in imum) 

• C a m e r a r e q u i r e d f o r 
be fo re /a f te r pho tos (for conf i r -
m a t i o n a n d d o c u m e n t a t i o n of 
comp le ted work) 

• Facsimi le machine, copier, 
c o m p u t e r , a n d a n s w e r i n g ser-
v ice or secretary 

—C. Zenk 

Shulder ou t 
a s P G M S e x e c , 
p a g e 9 3 

Mu lch ing m o w e r s 
s a v e big bucks, 
p a g e 9 4 



Good news, bad news on pesticide front 
WASHINGTON—The new administrator 

of the U.S. Environmental Protection 

Agency has asked Congress to ease a cur-

rent law that prohibits trace amounts of 

some pesticides in foods. 

At issue is the. "Delaney Clause," which 

was passed in 1958. According to the New 

York Times, "The EPA has been in a 

dilemma about enforcing the Delaney 

Clause since the mid-1980s when studies 

began to show that residues of pesticides 

used on fresh food tended to be present at 

higher levels after processing." 

Carol Browner, named EPA chief in 

December by Pres. Bill Clinton, believes 

the scientific community "knows more 

about these chemicals than we did 35 

years ago," and that "these foods (con-

taining the pesticides) are safe." 

Several Congressional committees are 

expected to hear the EPA's new argu-

ments against the Delaney Clause, includ-

ing the Senate Labor and Human 

Resources Committee led by Sen. Edward 

Kennedy (D-Mass.), and the House 

Energy and Commerce subcommittee 

headed by Rep. Henry Waxman (D-Calif.). 

Turfgrass r e s o u r c e 
guide be ing w r i t t e n 
by U.Ga. 's Karnok 
ATHENS, Ga.—The Turfgrass Science 

Division of the Crop Science Society of 

America is compiling information for a 

"Turfgrass Management Teaching 

Resource Guide." 

The purpose of the guide is to provide 

information regarding available teaching 

resources for individuals involved in turf-

grass education or training in high 

schools, two- and four-year programs, 

extension, and private industry. 

The various resource materials to be 

included are: videos, slide sets, computer 

software and services, books, periodicals, 

posters, etc. The guide will provide com-

plete ordering information, including the 

individual, company or agency name, 

address, phone and fax numbers and any 

costs. 

If you have or know of any potential 

teaching aids that should be included, 

contact Dr. Keith J. Karnok, Agronomy 

Dept., Plant Science Bldg., University of 

Georgia, Athens, GA 30602. His phone 

number is (707) 542-0931 and fax number 

is (707) 542-0914. 

The action by Browner is not expected 

to signal a general relaxation of current 

laws governing the use and sale of other 

pesticides. 

"This is a major, major issue, the num-

ber one issue in the ag market right now," 

says Allen James, executive director of 

Responsible Industry for a Sound 

Environment (RISE). "It could be bad news 

for specialty pesticides. It could further 

damage the image of pesticides in general. 

"If a product has a large ag use and that 

use is lost, then how valuable does that 

product become in the specialty market? It 

might not be valuable enough to keep it in 

the specialty area." 

THE CUTTING EDGE 

OF PRECISION 

\ CONTROL 

Barricade Circle No. 141 on Reader Inquiry Card 



Readers t a k e on ChemLawn, chemica ls , cer t i f ica t ion 
Technical staff at 
ChemLawn praised 
To the editor: 

Having been a ChemLawn employee for 

15 years, I was interested in reading your 

articles covering the history of ChemLawn 

(Oct., Nov., Dec., 1992 issues). Unfor-

tunately, I feel that you have left out a very 

integral part of the ChemLawn story, the 

technical staff. 

The technical training, combined with 

program development and research that 

was superior to any in the industry, pro-

vided the operation portion of the compa-

ny the expertise that allowed ChemLawn 

to be years ahead of the industry. 

S. Gary Custis 

Kansas City, Mo. 

Well said. That staff, which often 

helped us with articles for the magazine, 

was the best in the lawn care industry 

during ChemLawn s heyday. It should be 

a welcome addition to TruGreen's ros-

ter.—Ed. 

Reader disputes 
2,4-D arguments 
To the editor: 

I'm writing in reference to your editori-

al "Is the struggle for 2,4-D finally nearing 

a climax?" (Page 1, January, 1993 issue.) 

Considering the fact that your maga-

zine incorporates Lawn Care Industry, one 

would hardly expect you to take any other 

position than the one you have: basically 

"pro-pesticide" and "pro-2,4-D." You rep-

resent an industry which desperately 

needs the economical, and possibly irre-

placeable herbicide, to help keep turf areas 

weed-free. 

However, before you are so quick to 

write off the new 2,4-D study as foolhardy 

and a waste of money, several other factors 

should be considered. Especially if 2,4-D 

really is "the most widely used herbicide in 

the world." 

We have read of the National Cancer 

Institute farm worker study, which points 

to a link between 2,4-D and non-Hodgkin's 

lymphoma. In 1991, we also read of anoth-

er study linking malignant lymphoma in 

dogs with 2,4-D contact. Both of these 

studies have been criticized as "unreliable" 

due to "methodology." 

But what really makes it all rather 

haunting is the established link between 

Agent Orange and non-Hodgkin's lym-

phoma in Vietnam veterans. Agent Orange 

was a combination of 2,4-D and 2,4,5-T. 

While most of the health problems related 

to Agent Orange have been attributed to 

the dioxin contaminants resulting from 

production, it seems likely that 2,4-D 

could also be a culprit. 

Agent White, a combination of 2,4-D 

and picloram, was also used in Vietnam 

between 1962 and 1971. Some 17 million 

gallons of Agents Orange and White were 

sprayed over the southeast Asian country-

side, which would make Vietnam the ideal 

place to include in any comprehensive new 

study. 

Individual pesticide applicators are 

constantly reminded to "triple rinse" 

empty pesticide containers. Perhaps this 

latest study is the industry's "triple rinse" 

on 2,4-D. Twenty-two million dollars 

seems like a bundle to spend on a new 

safety study, until the person afflicted with 

lymphatic cancer is a personal friend or 

family member. Then, it is "only money." 

Our first wish should be to find the 

truth about 2,4-D, no matter how expen-

sive or inconvenient the truth may be to 

the lawn care industry. 

R.M. Donnan 

Donnan Landscape Services 

McMurray, Pa. 

We at LANDSCAPE MANAGEMENT seek the 

truth as much as anyone. The truth is 

that—so far—no reliable tests have estab-

lished a relationship between 2,4-D and 

any kind of cancer in humans. The 

National Cancer Institute recently 

announced, coincidentally, that it will 

soon begin a more thorough study of farm 

workers to try and corroborate the results 

of earlier, less reliable tests. —Ed. 

Other certification 
programs are cited 
To the editor: 

When I saw my December issue, I was 

ecstatic... 

...But it appears you people didn't do 

your homework very well. You failed to 

look at Florida and, I'm sure, other "deep 

South" states ("Certifying the Industry," 

page 8). Here in Florida, we have the 

Florida Landscape Maintenance Associa-

tion, which provides three certification 

programs. 

I agree fully with your article: as an 

active member of the Gulf Coast FLMA, I 

see our biggest problem being apathy, 

ignorance, lack of professional self-esteem. 

Here in Collier County, there are approxi-

mately 1,500 licensed lawn care companies 

(and who knows how many fly-by-nights) 

who do more than just cut grass. The 

majority have been in business for several 

years or more; why they don't want to 

upgrade their image is beyond me. As I 

personally see it, they're doing just fine, 

don't need us, and can't see the need for 

professional unity, much less certification. 

(I wonder what if doctors and dentists had 

the same attitude toward the AMA and 

ADA?) 

I am a Certified Landscape Mainten-

ance Supervisor. It provides great personal 

satisfaction and keeps me in touch with 

what's new, what's being considered: and I 

have the privilege of meeting a lot of great 

people, who are each a wealth of knowl-

edge. 

As a woman in what is considered a 

man's field, I have to work harder in order 

to be taken seriously. Certification shows 

and reminds your peers that you have 

gone—and continue to go—that extra 

mile to work in an industry that demands 

physical labor. Success in this field 

requires a consciousness, a true dedica-

tion, and—above all—a love for what we 

do. 

Shirley K. Koger 

Naples, Fla. 

We didn 7 mean to slight state certifi-

cation programs in our article. But our 

coast-to-coast readership dictated major 

emphasis on national programs available 

to readers. Minor emphasis—as space 

allowed—was placed on state programs, 

though many state programs are the 

equal of the better national programs.— 

Ed. 

NEXT M O N T H : 
o - Our annual insect control guide, authored by Dr. Harry Niemczyk of 
Ohio State and Dr. Don Short of the University of Florida, 
o * A special "LM Reports" on hardscaping materials you can incorpor-
ate into your landscapes for max imum aesthetic appeal and profit. 



PGMS 
votes to 
release 
Shulder 
HUNT VALLEY, 
Md.—The Board of 

Directors of the Pro-

fessional Grounds 

Management Society 

voted not to renew 

the contract of executive director Allan 

Shulder at its fall meeting. 

"We wanted to move forward faster than 

we have been," said PGMS president John 

Michalko of Case Western Reserve 

University, Cleveland, Ohio. "It was a total 

board decision." 

There are no specific plans to name a 

replacement, as the position may or may 

not be re-defined. Until that time, PGMS 

marketing director John Gillan is serving 

as interim director. 

Shulder, who was informed of the 

board's decision following its November 

meeting in Indianapolis, had served as the 

PGMS's first full-time executive director 

since 1985. His contract expires March 

31st. 

During his 17 years as part- and full-

time executive director, the PGMS has 

grown steadily in membership and pro-

grams. Three years ago, the PGMS became 

involved with the Associated Landscape 

Contractors of America and the Profes-

sional Lawn Care Association of America to 

create the Green Industry Expo. The soci-

ety has more than 1500 members in the 

U.S. and at least six foreign countries. 

Turf seedsmen cited 
AROUND THE COUNTRY—News of inter-

est from U.S. marketers of turfseed: 

• Dr. C. Reed Funk accepted a royalty 

check from Mike Robinson, president of 

Seed Research of Oregon, for $182,000 for 

sales of the following turfgrass varieties 

developed by Seed Research in conjunction 

with Dr. Funk: SR4000, SR4100 and 

SR4200 perennial ryes; SR3000 and 

SR3100 hard fescues; SR5000 chewings 

fescue; Titan and SR800 tall fescues; and 

SR2000 Kentucky bluegrass. 

• Dr. Gerard W. Pepin has been 

named executive vice president and general 

manager of Pickseed West, Tangent, Ore. 

Dr. Pepin will continue to oversee 

Pickseed's research, but Donald Floyd, who 

Shulder: leaving 
after 17 years at 
the PGMS 

joined the company in 1990, will be turf-

grass breeder responsible for all day-to-day 

research activities. 

• Dr. Richard Hurley, vice president 

and director of research of Lofts Seed, has 

been honored with the Outstanding 

Achievement Award from the Rutgers 

Turfgrass Alumni Association. 

• Royce R. and Sheldon Richardson 

of Farmers Marketing Corp., presented 

$100,000 in royalties to the New Mexico 

Crop Improvement Association for sales of 

NuMex Sahara bermudagrass developed at 

New Mexico State University. 

• The University of Arizona received 

$14,000 in royalties from Seed Research of 

Oregon, $14,000 for sales of SR1020 creep-

ing bentgrass, developed by Dr. Robert 

Kneebone. 

The University of Rhode Island received 

$12,500 for sales of Providence bentgrass, 

developed with Dr. Richard Skogley. 

• Lofts Seed's Golf Course Service and 

Support Division has expanded with the 

addition of Kevin Driscol l and John 

Ferrell. 

THE CLOCKWORK 

ACCURACY OF 

PRECISION TIMING 



Mulching while mowing can save your 
department or your customer big bucks 
ROCKVILLE CENTRE, N.Y.—For R e s e a r c h e r s ^ k , ROCKVILLE CENTRE, N.Y.— For every 

half-acre you mow with a mu lch ing 

mower, you can save $693 in clipping dis-

posal fees, according to a study by the 

Rodale Institute Research Center and 

Garden Way. 

According to Dr. Terry Schettini of 

Rodale, "homeowners with a half-acre 

lawn in this area (Kutztown, Pa.) could 

generate 4.65 tons or 1,390 cu. ft. of clip-

pings, and fill at least 346 36-gallon trash 

bags." Using an average town or commu-

nity disposal fee of $2 per bag, the typical 

homeowner with a half-acre lawn would 

pay at least $693 per year in disposal 

fees—not to mention the cost of purchas-

ing bags. 

Schettini also said returning grass clip-

pings to the test plots "seems to make 

them look healthier and grow more vigor-

ously." 

The study proved that returning grass 

clippings to the sod could provide the fer-

tilization equivalent to 121 lbs. total nitro-

gen, 17 lbs. total phosphorus and 101 lbs. 

total potassium per half-acre. 

Results from another study conducted 

at Cornell University seems to support Dr. 

Schettini's observation about turf appear-

ance when mowed with a mu lch ing 

mower. 

The Cornell study showed 40 percent 

more growth when the grass was cut by a 

mulching mower instead of a rear bagger. 

The lawn was also healthier and more lush 

when treated with a slow-release natural 

organic fertilizer, according to results 

published by Dr. A. Martin Petrovic and 

Panayiotis A. Nektarios. 

'Na t iona l Lawn C a r e 
M o n t h ' c o m i n g in April 
MARIETTA, Ga.—April is National Lawn 

Care Month, when the lawn care season 

officially begins for the more than 100 

million people who spend a billion hours 

tending our nation's lawns, parks and 

sports turf areas every year. 

"It's fitting that we celebrate our lawns 

in April, a month of renewal, and a month 

when we begin to spend more time out-

doors," says Ann McClure, executive direc-

tor of the Professional Lawn Care 

Association of America (PLCAA). 

Every year, Americans tend a national 

lawn the size of Indiana—about 25 million 

acres. 

R e s e a r c h e r s 
g e t a f e e l for 
h o w you c a n 
s a v e up t o 
$ 1 , 3 8 6 per 
a c r e in cl ip-
p i n g d i s p o s a l 
f e e s , a s t h e y 
c o n d u c t a 
survey on t h e 
e f f i c a c y of 
c o m m e r c i a l 
m u l c h i n g 
m o w e r s in t h e 
f ie ld . 

HOT 
STUFF 

G e o r g e T o m a : dua l 
honors for t h e v e t e r a n 
tu r f m a n a g e r 

T o m a h o n o r e d n a t i o n a l l y — t w i c e 
CHICAGO—George Toma, recognized as the nation's lead-

ing keeper of professional athletic fields, has been honored 

by the Sports Turf Managers Association and CBS-TV, home 

of the "All-Madden" football team. 

Toma received the Harry C. Gill Memorial Award at the 

STMA's annual meeting in Indianapolis late last year. He 

followed that by being honored by John Madden for his 

work preparing Candlestick Park for the NFC championship 

game Jan. 17th. 

"Toma is admired by sports figures from owners and 

managers to players and promoters," said Dr. Jim Watson of 

the Toro Company. "He is often sought out by players who 

simply want to say Thanks for a field that permits out-

standing play.'" 

The Gill Award is given to a sports turf professional who 

has made significant contributions to sports turf manage-

ment and represented the sports turf industry with dedica-

tion, enthusiasm and professionalism. The Madden award is given to NFL players and 

personnel who personify his football philosophy: hard work and a "whatever-it-takes" 

attitude. 

A co-founder of the STMA, Toma has spent more than 40 years in the industry. 

ALCA r e l e a s e s c l i e n t s e n s i t i v i t y r e p o r t 
RESTONf Va.—The Associated Landscape Contractors of America has released its 

Crystal Ball XIV Report: "Client Sensitivity in the Total Quality Landscape Contracting 

Company." 

The report builds on the past two years' reports on total quality in the industry. This 

year's study continues to look deeper into the very center of the total quality concept. It 

further discusses the true test of a company's progress toward total quality by empower-

ing every employee to practice continuous improvement. It explains how each employee 

becomes an internal client, and how to go about understanding and satisfying the exter-

mal client, the customer. 

Copies of the report may be obtained for $5 (ALCA members) or $15 (non-members, 

plus $1.50 shipping and handling. Write ALCA at 12200 Sunrise Velley Dr., Suite 150, 

Reston, VA 22091; phone (703) 620-6363 or fax (703) 620-6365. 



THE FIRST PRECISION PERFORMANCE 
\ PREEMERCENCE HERBICIDE FOR 

\ SEASON-LONG CONTROL 

PRECISIONTIMING 
With Barricade, you control how long 
it works, from as few as 3 months in 
the north to over 7 months in the deep 
south. And you can plan your 
overseeding with confidence. 

There's no turf injury or staining 
concern either. 

Barricade gives you the 
precision performance you 
need for consistent weed 
control. 
For more information call 
1-800-435-TURF 

/PRECISION CONTROL/ 
Now, just one, 
cost effective ^ ^ 
application is all ^ M l 
it takes to consis- w ^ S ^ ^ 
tently control p 
crabgrass, goosegrass, ^ ^ ^ 
foxtail, prostrate spurge and 
other problem weeds all season 
long, no matter what the season. 

With Barricade you use up to 
75% less active ingredient than other 
herbicides, and it won't leach 
out with rain or irrigation. 

LENGTH OF BARRICADE WC CONTROL BY ZONE 

Circle No. 139 on Reader Inquiry Card 



The Cowboys 
(Super Bowl Champions, 1993) 

The Bluejays 
(World Series Champions, 1992) 

THE BULLS 
(NBA Champions, 1992) The Penguins 

(Stanley Cup Champions, 1992) 

Great Teams Achieve 
Great Results 

If you want a winning — and profitable — lawn care 

season, here's a hot tip: Make The Andersons 

Professional Turf " fertilizers, incorporating TEAM 

herbicide, part of your starting line-up. 

The championship numbers to scout out are: 

•25-3-8 with TEAM or 

•20-2-6 with TEAM 

Either single application product gets you double-duty 

results for higher efficiencies and applicator economies. 

And because of The Andersons mini-granular particle 

sizing, these professional products get right through the 

turf canopy... and right down to business. 

Find out more today. 

1-800-225-ANDY 

T h e Ä Ä * 
A n d e r s o n s 

* TEAM is a Registered Trademark of DowElanco 

INFO 
CENTER 

Useful literature and videos for LM readers 

T E C H N I C I A N S M A N U A L . . . 
The Landscape Horticulture 

Center for Personnel Devel-

opment offers a training man-

ual for landscape manage-

ment technicians. It can be 

used for hands-on training in 

the field, tailgate talks, and 

in-house training sessions. 

Safety is stressed in all sec-

tions. The guideline covers 

turf care, aeration, fertiliza-

tion, soil conditioning, over-

seeding, renovation, shrub 

and tree care, flower bed care, 

weed control, small engines, 

irrigation service and repair, 

and more. The copyrighted 

training manual is $14.95, 

including shipping and han-

dling. Phone (800) 359-6647 

with your Visa and Master-

Card orders, or send a check 

to: LHCPD, 2509 E. Thousand 

Oaks Blvd., #109, Westlake 

Village, CA 91362. 

D R . R O B E R T S W R I T E S . . .A 

booklet titled "Turfgrass and 

the Environment," written by 

the former director of the 

Lawn Institute, Dr. Eliot C. 

Roberts, and his wife Beverly, 

is available through the 

Georgia Turfgrass Foundation 

Trust. The 34-page booklet is 

a scientific review of turf-

grass. Copies are available for 

$10 ($5 for GTFT members). 

Write the GTFT at 5198 Ross 

Rd., Acworth, GA 30102 or 

phone Doug Moody at (404) 

975-4124. 

T R E E B R O C H U R E S . . .Two 

International Society of 

Arboriculture brochures, 

"Plant Health Care" and 

"Avoiding Tree and Utility 

Conflicts," are now available. 

The former is a holistic 

approach to plant care while 

the latter is a helpful guide 

for planting trees responsibly. 

Both are targeted to the con-

sumer. They can be pur-

chased as part of a series that 

consists of a display contain-

ing 100 of each of six different 

titles for $51.95. They can 

also be purchased separately 

for $8 per 100. Both can be 

ordered pre-paid from the 

ISA, P.O. Box GG, Savoy, IL 

61874; or fax Visa or Mas-

terCard orders with card 

number and expiration date 

to (217) 355-9516. 

S P R A Y I N G MANUAL...This 

innovative agricultural spray 

manual is a complete refer-

ence work, including such 

topics as proper tip selection, 

droplet size and calibration 

info, and more. It is available 

by contacting Mike Mikaelian 

at Bete Fog Nozzle, P.O. Box 

311, Greenfield, MA 01301; 

(800) 235-0049. 

FOR SEEDSMEN..."Atlantic 

Seedsmen's Association—The 

First 40 Years" is an 80-page 

book chronicling the history 

of the ASA. Checks for $14 for 

each book should be made 

payable to the ASA and 

mailed to Dr. John E. Baylor, 

298 McCormick Ave., State 

College, PA 16801. 

P L A N T H E A L T H G U I D E . . . 
The first edition of the "Plant 

Health Guide" is available 

from Meister Publishing Co. 

for $34 plus $3 postage and 

handling. It contains com-

plete product listings for 

more than 47 crops; regis-

tered pesticides; how to con-

trol blights, rots, wilts, 

cankers, molds, etc. Write 

Meister Publishing, 37733 

Euclid Ave., Willoughby, OH 

44094; phone (216) 942-2000 

or fax orders to (216) 942-

0662. MasterCard and Visa 

accepted. 

G O I N G U N D E R G R O U N D . . .A 

pamphlet titled "Protecting 

Yourself and Others During 

Underground Boring" is now 

available from Ditch Witch. 

The pamphlet discusses the 



Take it from John Hooks 
Senior Vice President of 
Post Landscape Services 

" W e s t a r t e d e x p e r i m e n t i n g w i t h 
m e f l u i d i d e t o r e d u c e m o w i n g a n d 
t r i m m i n g c o s t s e v e n b e f o r e t h e y 
c a l l e d it Embarksays J o h n 
H o o k s , " a n d I c a n a s s u r e y o u t h a t 
t h e s e i t e m s i n m y h a n d s , w h i c h 
m a k e u p t h e P B I / G o r d o n P G R 
D e m o K i t , c a n t e a c h y o u i n o n e 
s e a s o n w h a t it h a s t a k e n u s m a n y 
s e a s o n s t o l e a r n a b o u t u s i n g 
P G R ' s . " 

Let us send you 

Everything you need to 
know about using a PGR 

in managing fine turf 
Our 14-minute video will demon-
strate how your fellow turf 
managers are using Embark" Lite 
to reduce the cost of mowing, 
trimming, edging and clean-up; 
our 24-page PGR Applicator Guide 
will show you how, where, and 
when; and the 7-ounce sample of 
Embark Lite will let you treat up to 
4,000 square feet 
of turf. Read why j ^ t 
you should accept 
our offer this year ^ 
for sure. 
Everett Mea lman, Chairman 
and Chief Executive Officer 
PBI/Gordon Corporation 

There's virtually no end to the ways 
you can use Embark Lite and the 

tank mixes that are available to improve 
the quality of your turf and reduce your 
labor costs of mowing, trimming, edging 
and cleanup. 

It's really quite simple. You increase 
the growth of your profits by reducing 
the growth of your grass. 

The experience of Post Properties, Inc. 
is indicative. 

Post Properties, Inc., headquartered in 
Atlanta, is the premier developer and 
manager of garden apartment com-
munities totaling some 16,000 units 
throughout the Southeast. Characteristi-
cally their landscaped areas are 35% 
turfgrass; and 65% ornamental plant-
ings, flower beds, jogging trails, recrea-
tion facilities and water. 

"Cosmetic image is vital to our 
success," says John Hooks, senior vice 
president of Post, "but it puts a strain on 
maintenance costs." Hooks goes on to say 
that edging turf adjacent to amenity 
areas with a mechanical edger can take 
as much time as mowing the rest of the 
turf. 

"This is what got us started experi-
menting with mefluidide," says Hooks, 
"and we have found that, by using 
Embark Lite, our original edging 
schedule of once every two weeks can be 
reduced to every four to six weeks with 
absolutely no discoloration problems. 

"Subsequently, we have found count-
less ways to use Embark Lite," continues 
Hooks. "Including broadcasting on tall 
fescue to reduce the cost of mowing. And, 
interestingly, our expertise with Embark 
Lite has been very valuable to us in our 
program of branching out into the 
maintenance of properties other than 
those owned by Post." 

Free Demo Kit 
The ideal way to start is right this 

minute, by sending in for our PGR Demo 
Kit, which contains our PGR video; 
Applicator Guide; and a sample of 
Embark Lite. Write to us for your 
complimentary kit today. Offer good 
while supplies last. 

G 
p b i / G Q R d o n 

c o n p o n a t i o n 

1217 W e s t 1 2 t h S t r e e t 
P.O. Box 4 0 9 0 
Kansas City, M O 6 4 1 0 1 
8 1 6 / 4 2 1 - 4 0 7 0 

EMBARK LITE 
Embark n is a registered trademark of of PBI/Gordon Corporation © 1993. PBI/Gordon Corporation 

C i r c l e N o . 1 3 5 o n R e a d e r Inqu i ry C a r d 
FINE T U R F R E G U L A T O R 

768-12/92 



potential danger of striking 

buried electrical cable. In addi-

tion, a video on the same sub-

ject is available. For more 

information, call Ditch Witch 

at (800) 654-6481. 

T W O N E W H A R D B A C K S . . . 
Prentice Hall has published the 

second editions of "Landscape 

Operations" and "Practical 

Horticulture." The former, 

written by Leroy G. Hanne-

baum, discusses management, 

methods and materials. The 

latter, written by Laura 

Williams Rice and Robert P. 

Rice Jr., is 418 pages long. For 

more information, write Pren-

tice Hall, Englewood Cliffs, NJ 

07632. 

A P P L Y I N G GRANULARS . . .A 

common sense guide to the 

proper handling of granular 

pesticides is now available from 

Nor-Am Chemical Co. The full-

color, four-page booklet is free. 

For your copy, write Nor-Am 

Specialty Product Division, 

P.O. Box 7495, Wilmington, 

DE 19803 or phone (302) 477-

3000. 

S H I G O O N A R B O R I C U L -
T U R E . . .A new book titled 

"Modern Arboriculture" by Dr. 

Alex Shigo costs $45. The 440-

page hardback features 311 

large clear diagrams and 16 

large full-color photos. Also, 

you can order a "Modern 

Arboriculture" slide package 

with 120 new color slides plus 

a script for $79. For more 

information, write Shigo and 

Trees, Associates, 4 Denbow 

Rd., Durham, NH 03824-3105; 

phone (603) 868-7459; or fax 

(603) 868-1045. 

N E W TREES. . . "Landscape 

Plants for the 21st Century" by 

Erik A. Neumann lists 65 supe-

rior plant introductions from 

the U.S. National Arboretum. 

The trees and shrubs are 

described in the 72-page book, 

which costs $7.50 plus $1.50 

shipping and handling for each 

copy. Send check or money 

order to Friends of the 

National Arboretum, 3501 New 

York Ave., NE, Washington, DC 

20002 or call (202) 544-8733. 

W A T E R C O N S E R V A T I O N . . . 
Easy Gardener has expanded its 

free 12-page booklet "Every 

Drop Counts" to include two 

pages of additional information 

and instruction on bird feeding 

and tree care. The easy-to-read, 

full-color booklet offers helpful 

hints on how to select and 

hang birdfeeders, as well as tips 

on how to avoid tree damage 

when using power equipment. 

For a copy, write "Every Drop 

Counts," Easy Gardener, P.O. 

Box 21025, Waco, TX 76702. 

T E L E P H O N E T E C H N I Q U E S . . . 
For just $69 (National Land-

scape Association members) or 

$99 (non-members), you can 

own a "Landscape Telephone 

Techniques" kit, available from 

the NLA. Each kit contains a 

manager's manual, a manag-

er's cassette tape, a participant 

manual, six participant work-

books, a participant cassette 

tape and a blank practice cas-

sette tape. It can be used over 

and over to train employees. 

For your copy, send check 

payable to NLA, 1250 I Street, 

NW, Suite 500, Washington, 

DC 20005. 

RESTORING LANDSCAPES. . . 
The "Landscape Restoration 

Handbook" is a joint publica-

tion of the USGA and the New 

York Audubon Society. It is a 

comprehensive guide that 

shows how to obtain natural 

landscape benefits like better 

water quality, less erosion, 

lower maintenance, less chem-

ical use, and plant and animal 

species diversity. Target read-

ers are golf course superinten-

dents, landscape planners and 

horticulturists. For more infor-

mation on ordering the 650-

page book, phone Lewis Pub-

lishers at (800) 272-7737 or 

the USGA at (800)336-4446. 

GREEN INDUSTRY 

E V E N T S 
M A R C H 
16-17: New England Land-

scape Exposition, Center of 

New Hampshire, Manchester, 

N.H. Contact: Guy Hodgdon, 

New Hampshire Landscape 

Association, 45 Elwyn Rd., 

Portsmouth, NH 03801; (800) 

639-5601. 

22-24: Preventive Mainten-

ance of Buildings and 

Grounds, University of 

Wisconsin, Madison, Wise. 

Contact: Dr. Raymond C. 

Matulionis, 432 N. Lake St., 

Madison, WI 53706-1498; (608) 

263-3372. 

26-28: ALCA Student Field 

Days, SUNY Cobleskill (N.Y.). 

Contact: ALCA, 12200 Sunrise 

Valley Dr., Suite 150, Reston, 

VA 22091; (703) 620-6363. 

APRIL 
12-13: Southeastern Turf-

grass Conference, Tifton, Ga. 

Con-tact: Dr. Glenn W. Burton, 

Coastal Plain Station, P.O. Box 

748, Tifton, GA 31793; (912) 

386-3360; fax (912) 386-7005. 

"THE PROFESSIONAL S CHOICE" 
MIDWEST 1-800-558-5667 SOUTHEAST 1-800-329-2203 
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We're oommitted to you 
from the ground up, 

United 
Hort icultural L ijqpply 

The n a m e a n d t h e o rgan i z a t i on 

are n e w — U n i t e d Hor t i cu l tura l S upp l y — 

des igned specif ical ly t o serve gol f 

course supe r i n t enden t s , l a n d s c a p e a n d 

l awn care profess iona ls i n a dd i t i o n t o 

the nursery a n d g r e e n h o u s e industry . 

Un i ted Hort icul tural Supp ly prov ides 

a b roadbased l ine of p r e m i u m quality, 

environmental ly s o u n d products . 

Ou r pro fess iona l tur f p r oduc t l i ne 

includes ferti l izers, chem ica l s a n d 

seed. M a n y of t h e se i t ems w i l l b e mar-

keted by Un i t ed Hort icul tural Supp ly 

under t h e TURFGO™ b r a n d n a m e . 

G R O W E R ' S C H O I C E ™ w i l l b e t h e 

brand labe l for m a n y of our nursery, 

greenhouse a n d non-turf spec ia l ty 

market produc ts . 

Each geog r aph i c d iv i s ion of U n i t e d 

Horticultural S upp l y is b a c k e d b y t h e 

United Ag r i Produc ts c o m p a n y a n d is 

pa r t of a strategical ly d e s i g n e d sy s t em 

of wa r ehou se s , i nven to ry a n d transpor-

t a t i on ne tworks . 

These d iv is ions are des i gned to 

prov ide you w i t h unpara l le led service 

b y b e i n g ta i lored t o m e e t local n e e d s 

w h i l e at t h e s a m e t i m e u n i t i n g 

t oge the r o n na t i ona l concerns . 

If U n i t e d Hor t icu l tura l Supp l y is t h e 

t y p e of c o m p a n y y o u are in teres ted i n 

d o i n g b u s i n e s s w i t h , call (503) 390-9473 

for i n f o rma t i on o n t h e representa t ives 

i n you r area. 

United 
Hortkailtural Supp ly 

W o r k i n g T o E n h a n c e O u r W o r l d 



Behold Ra 



idimethalirL 
For the broadest, most 

cost-effective control of weeds, 
nothing beats pendimethalin. 

Developed by American 
Cyanamid, pendimethalin is the most 
widely used preemergent herbicide for 
total airfgrass management. With very 
good reason. Pendimethalin has been 
shown to provide consistent, long-
lasting weed control while demonstrat-
ing excellent tolerance to cool- and 
warm-season airfgrasses. And it's 
labeled for numerous ornamentals 
as well. 

Because of its unique properties 
and residual activity, pendimethalin 
controls a broad spectrum of germi-
nating grassy and broadleaf weeds 
all season long. Including tough to 
control goosegrass. 

Yet, all this control is available 
at a surprisingly economical cost. 
Exclusively at Lesco and O.M. Scott. 

Investigate competitive products. 

You'll behold why professional 

groundskeepers 

continue to C V A N J U M D 

stay with V 

pendimethalin. 

A m e r i c a n C y a n a m i d C o m p a n y 
Agricultural Products Division 
Vegetat ion a n d Pest Control D e p a r t m e n t 
Wayne . N J 0 7 4 7 0 1993 

Pendimethalin 
Nothing beats pendimethalin. 

Always read and follow label directions carefully. 

C i r c l e N o . 1 0 2 o n R e a d e r I n q u i r y C a r d 



JOB TALK 
Garden r e t r e a t a s a f e 
h a v e n for p a t i e n t s 
Des ign ing a g a r d e n for v i c t i m s o f 
A l z h e i m e r ' s d i s e a s e requ i red k n o w l e d g e 
o f t h e s y m p t o m s and p a t i e n t s ' spec ia l 
n e e d s . S a f e t y w a s t h e t o p pr ior i ty . 

by Cra ig R. B rown , ASLA 

• In 1988, The Renaissance, a suburban Cleveland, Ohio, retire-

ment community, decided to add a courtyard for its elderly resi-

dents afflicted with Alzheimer's disease. 

The Arbor Garden opened in the spring of 1990, and it now 

offers a soothing, stimulating and secure escape for patients who 

require special attention. 

HWH Architects Engineers Planners, Inc. of Cleveland was 

chosen to handle the project. The biggest concern of the board of 

trustees was that the designers realize the ways Alzheimer's can 

affect its victims, and that the design be executed accordingly. 

Knowledge of victims' behavior patterns would be necessary, 

not only for the patients' safety and enjoyment, but to maximize 

the experience for other visitors and minimize the amount of 

required supervision. 

Alzheimer's victims are easily bewildered by simple skills, 

which can lead to extreme frustration that can thrust the victim 

into panic or harmful behavior. Designers had to protect the 

patient from himself, and still have enjoyable surroundings. 

Two items were most important: patients must be kept away 

from walls or from seeing beyond the courtyard. A glimpse of the 

outside could frustrate patients who realize they can no longer 

move about freely. They might also try to escape by climbing 

walls, fences or trees, risking injury or disorientation and panic. 

Walkway design was important; the garden would need paths 

that permit both leisurely strolls and frenetic pacing—frequent 

traits in victims who try to diffuse the nervous energy often asso-

ciated with Alzheimer's. 

These walkways would need to double back on themselves, 

returning to a central location. Singular avenues that lead to land-

scape features or seating areas could confuse or disorient some 

patients when they reach a "dead end," and simply forget to turn 

around. 

The courtyard was installed in a corner of the assisted-living 

residence hall. Architects designed a curved brick wall about six 

feet high, matching the original brick. 

An old-fashioned garden arbor is the focal point of the court-

yard. It's situated on a central access outside the main sliding 

glass doors that lead from the patients' recreation area. The arbor 

itself is a massive, wood-frame structure supported by eight-foot 

high brick piers. 

The arbor is visible from anywhere in the garden, so patients 

can always remain oriented to their surroundings. The walkway 

leads to and through the arbor from several directions and also 

has glider seats set underneath. This allows users to sit and rest in 

filtered shade while observing other people, birds, flowering 

shrubs or hanging, rustling vines. 

The surface walkway, although not as visually attractive as the 

arbor, is arguably the most important design element. Concern 

was for the type and color of material to be used. BEcause users 

are primarily elderly and physically handicapped, only minor 

grade change was acceptable. The pavement was made as smooth 

as possible, with no joints or cracks to trip us wheelchairs, canes, 

crutches or walkers. 

Asphalt was ruled out, despite its smooth surface. The draw-

back was the heat it would generate on warm summer days, espe-

cially in the small, enclosed garden space. 

An extra-thick concrete surface was chosen, slightly pitched for 

runoff, but otherwise level. The base material was carefully 

installed and compacted to minimize subsequent movement or 

settling. The full perimeter of the walkway was then sub-drained 

to collect sub-surface moisture before it could seep under the con-

crete, minimizing any freeze-thaw action from harsh northern cli-

mate. A rose-colored admixture softened the glare, and only cost 

about 25 cents more per square foot. 

—The author is manager of site planning, HWH Architects 

Engineers Planners, Inc. 

The Arbor Garden w a l k w a y returns to a centra l area . The planter is for pat ients who l ike to grow f lowers or vegetables . 



NOW AVAILABLE • • • NOW AVAILABLE • • • NOW AVAILABLE • • • 

FOR THE GREENEST GREEN, ONLY ONE FERTILIZER MAKES CENTS, 
A premium sulfur-coated fertilizer with advanced F E R T I L I Z E R 

POLY PLUS polymer coating technology 
From a leader in fertilizer technology comes LESCO Poly Plus, 

one of the most economical slow release fertilizers on the market today. 

Poly Plus uses advanced polymer coating L E S C O Poly Plus is available in Standard, Mini, 

technology to allow for slow, more uniform and Elite sized particles and as coated urea, 
nutrient release. coated potassium sulfate, or coated 
, t D . F D l i i o . ^ . rr; . . . f d iammonium phosphate. Ask your L E S C O 
Use Poly Plus to maximize turf s efficient nutrient c 1 p «• r 
uptake and to control the risk of groundwater sales Kepresentative 

W h l C h I S T i g h t ~ 
contamination. f ~ 

for you. Call 
Turf treated with Poly Plus stays greener longer - (800) 321-5325. 
without excessive clippings. 

T The 
Competition 

Competition 

NOW AVAILABLE • • • NOW AVAILABLE • • • NOW AVAILABLE • • • 



PRODUCT 

SPOTLIGHT 

Growth regula tor now EPA-registered for 
gol f , c o m m e r c i a l a n d res ident ia l t u r f c a r e 

• Primo, Ciba-Geigy's new plant growth 

regulator, has been registered by the 

Environmental Protection Agency (EPA) 

for use on highly maintained commercial 

and residential turf, and golf courses. 

The product had been through two 

years of testing by all user groups under 

an Experimental Use Permit. 

"Primo features new, unique chemistry 

that's not available in other plant growth 

regulators," says Bernd Druebbisch, Primo 

product manager. According to 

Druebbisch, Primo slows turf growth as 

needed, and breaks down to carbon dioxide 

and water. It also inhibits the plant's abili-

ty to produce gibberellic acid, which deter-

mines cell elongation and internode 

length. 

U s e on all tur f species—Primo may 

be used on all major warm- and cool-sea-

son turf species, including bahiagrass, 

common and hybrid bermudagrass, cen-

tipedegrass, St. Augustinegrass, zoysia-

grass, bentgrass, Kentucky bluegrass, red 

and tall fescue and annual and perennial 

ryegrass. 

Ciba-Geigy reports that at standard 

rates, Primo reduces turf growth by 50 

percent for a period of four weeks. This 

reduces the amount of time required to 

mow a property, perhaps even helping to 

eliminate mowing cycles. 

Primo also reduces clippings. Lawn 

care professionals, landscapers and mow-

ing management firms have noted the 

value of reduced clippings, citing landfill 

bans on yard waste in 17 states, increased 

cost of landfill dumping and aesthetic turf 

advantages, such as denser turf. 

Primo may be used as an edging mate-

rial around ornamental beds, trees, curbs 

and other areas, and will not injure non-

target plants or trees. 

Circ le No. 1 9 1 on Reader Inquiry Card 

PRODUCT 
REVIEW 

Drainage mat t ing product 
is per fect for use on decks 

Enkadrain is a lightweight, durable 

alternative to gravel for landscape 

planters, roof decks and plaza slabs, Akzo 

Industrial Systems says. 

By replacing the conventional four to 

six inches of gravel, the Enkadrain mat-

ting offers landscapers considerable sav-

ings in weight and cost of hauling. 

The matting is described as a polyester 

filter fabric heat-bonded to a resilient 

nylon matting of open, three-dimensional 

construction. 

During rainy weather, the filter fabric 

allows water to drain, while holding back 

the adjacent soil. By providing proper 

drainage, problems can be avoided. 

According to Akzo, Enkadrain helps 

prevent root rot and promotes even more 

root development in planters of any size. 
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Artif icial bentgrass divot-
proof, sui table for range use 

A new simulated bentgrass tee surface 

has been developed by U.S. Indoor Golf 

Inc., according to president Irving 

Bookspan. 

The surface features two inches of 

polypropylene filled with three types of 

aggregate fiber. It has a shock pad under-

neath with a simulated rootzone and verti-

cal draining system. 

Bookspan says golfers can't take divots 

from the tee turf, and placing tees into it is 

easy, no matter what the weather condi-

tions. 

The holes produced by the tees are nat-

urally refilled by the aggregate fibers when 

the tees are removed. 

The surface is also perfect for driving 

ranges, and a similar, low-maintenance 

simulated bentgrass surface has been 

developed for greens, according to 

Bookspan. 
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Turf-type ta l l f escue ge ts 
plant protect ion status 

Pickseed West, Inc., recently 

announced that the United States 

Department of Agriculture issued Plant 

Variety Protection to Shortstop turf-type 

tall fescue. 

Dr. Jerry Pepin, Pickseed's executive 

vice-president says Shortstop is a slower-



ONCE™ gives you con-
sistent, superior turf color and 
growth because it feeds con-
tinuously—all season. 

ONCE eliminates the 
"feast or famine" effects of con-
ventional fertilizers. This insures 
uniform, superior growth— 
with even mowing cuts. And 
minimal nutrient pollution. 

ONCE was developed 
using our OSMOCOTE® resin 
coating technology, the leading 
controlled release fertilizer 
worldwide. This unique system 
meters nutrients continuously— 
every day—for a full season. 

Because release is based 
only on temperature—not 
water, pH, or bacteria as with 
other fertilizers—nutrient 
availability matches turf and 
plant growth needs. 

ONCE is available in a 
variety of analyses and 8-9 and 
5-6 month longevities. 

ONCE. Contact your 
Grace-Sierra turf/landscape 
distributor or call us toll-free at 
1-800-492-8255. 

Use ONCE, just once, for 
the best results all season long. 
GRADE ^SIERRA 

C 1991 Grace-Sierra Horticultural Products Company. ONCE and Osmocote are trademarks of Grace-Sierra Horticultural Products Company for its brands of controlled release fertilizers. 

For Consistent Superior Growth 
Applyjust 



growing, uniform variety, with very dark 

green color and medium fine leaf texture. 

Shortstop performed well in the recent 

National Tall Fescue Test, ranking first 

overall among 65 varieties for lowest verti-

cal growth rating. Shortstop also ranked 

in the top five for turf quality, genetic 

color, leaf texture and brown patch resis-

tance in the 1991 results of this test. 
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Kit g ives a preview of new 
tur f grass growth regulator 

PBI/Gordon Corporation is offering a 

turfgrass growth regulator preview kit 

containing a 124-page booklet, 14-minute 

video and free product for up to 4000 sq. 

ft. of turf. 

The kit is available to turf managers, 

lawn care operators, and mowing contrac-

tors interested in learning how Embark 

Lite Fine Turf Regulator can reduce the 

time and expense of mowing, trimming 

and clippings disposal. 
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EPA grants approval for tur f 
herbicide label update 

Monsanto company has obtained 

approval from the Environmental 

Protection Agency for an updated label for 

Dimension turf herbicide. The revisions 

further define and expand application pro-

cedure information and precautions. 

The updated label includes recommen-

dations that Dimension not be applied to 

turf that has been stressed from tempera-

ture extremes, lack of moisture, improper 

fertilization, soil pH imbalance, use of 

other chemicals, insects, diseases or 

mechanical operations. 

According to Monsanto, best results are 

obtained when Dimension is applied to 

turf that has a well-developed rooting sys-

PRODUCT 
REVIEW 

tem using conventional liquid application 

equipment with flat-fan nozzles. 

The updated label includes turfgrass 

species distinctions for applying 

Dimension to certain varieties of creeping 

bentgrass, fine fescue, bermudagrass and 

colonial bentgrass. The new label includes 

a warning for application to older varieties 

of creeping bentgrass such as Carmen, 

Cohansey and Seaside, colonial and 

browntop bentgrasses and Tifgreen or 328 

hybrid bermudagrass due to potential for 

turfgrass injury. 
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New uti l i ty vehic les rugged, 
stable, w i th good t ract ion 

John Deere's "Gators" are new all-pur-

pose turf and off-road vehicles. Their 

design is rugged, with aggressive traction, 

stability and light maneuverability. 

The 10-hp Gator 4 x 2 has on four 

wheels, with 2-wheel drive and differential 

lock. A single-cylinder, air-cooled engine 

supplies the power. The cargo box is 10 cu. 

ft., and hauls up to 500 lbs. 

The 18-hp Gator 6 x 4 rolls on six 

wheels and has a 4-wheel drive and differ-

ential lock. It's powered by a twin-cylinder, 

liquid-cooled engine. The larger model has 

an 11 cu. ft. cargo box hauls 800 lbs. Total 

payload capacity with operator and passen-

ger is 1200 lbs. 

Halogen headlights are standard. Other 

features include rack-and-pinion steering 

and internal wet disk brakes. 
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Five-gang fa i rway mower 
cuts low t o t h e ground 

The new five-gang fairway mower from 

Jacobsen Division of Textron, the LF-3810, 

cuts a 115-inch swath with five, 7-inch 

diameter, 10-blade reels. 

Thanks to the company's down-pres-

sure spring system, the mower follows 

ground contours more precisely for a qual-

ity cut, even with heights as low as 3/8-

inch, and mowing speeds up to 7.5 mph. 

The mower's 389-hp diesel engine is 

isolation mounted between the front drive 

wheels for quiet operation, less vibration 

and better traction. 
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Companies sign pact t o 
research, marke t fungicide 

The O.M. Scott & Sons Company has 

signed an exclusive agreement with 

Sandoz for tolcolfos-methyl fungicide, also 

known as Rizolex. 

Scotts has been screening tolcolfos-

methyl fungicide since the 1980's. The 

agreement between the two companies 

leverages Sandoz's strong position in con-

trol tecnology, and Scotts' applied 

research, development and marketing 

strength. 

Risolex is being touted for its brown 

patch and snow mold control attributes, 

whether alone or in a fungicide pre-mix. 

Effective on both cool- and warm-season 

turf, Risolex has the potential to be the 

active or component ingredient in up to 

six products in the company's line. 

Registration for Risolex is anticipated 

to occur in early 1994. Product sales could 

begin in 1995. 
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Mater ia l handlers carry the 
big loads, are easy on turf 

Mustang Manufacturing Co. is promot-

ing the payload capacities of its material 

handlers: from 20 to 91 cu. ft. (one to six 

tons), ideal for larger golf course projects. 

continued on page 110 



LANDSCAPE 
MANAGEMENT 

LANDSCAPE MANAGEMENT'S BPA-aud i t ed c i r c u l a t i o n p r o v i d e s a d v e r t i s e r s w i t h 4 5 , 1 0 6 
c a p t i v e r e a d e r s e a c h m o n t h in t h e f o u r key c a t e g o r i e s m o s t f r e q u e n t l y s p e c i f i e d 
by t h o s e w i s h i n g t o r e a c h t h e g r e e n i n d u s t r y : 

1 4 , 0 1 9 go l f c o u r s e s u p e r i n t e n d e n t s 
1 6 , 0 3 6 l a n d s c a p e c o n t r a c t o r s 

6 , 8 5 4 p a r k / s c h o o l / a t h l e t i c f i e l d m a n a g e r s 
7 , 0 8 5 l a w n c a r e b u s i n e s s o w n e r s 

To p l a c e you r a d t o d a y , c o n t a c t y o u r L M m a r k e t i n g r e p r e s e n t a t i v e : 

Jon M i d u c k i , publ isher: ( 2 1 6 ) 8 2 6 - 8 8 5 5 
D i c k Gore , East C o a s t sa les m a n a g e r : ( 4 0 4 ) 2 3 3 - 1 8 1 7 

M e g Garner , sa les r e p r e s e n t a t i v e : ( 2 1 6 ) 8 9 1 - 2 7 2 3 
Bob M i e r o w , W e s t C o a s t r e p r e s e n t a t i v e : ( 2 0 6 ) 7 8 3 - 0 5 4 9 

Cover-to-cover 
readership , 

every month, 
f r o m read-

ers w h o 
count ! 



T o d a y , n o t h i n g w o r k s f a s t e r t h a n 

D y l o x . I f y o u d o n ' t k n o w w h y t h a t ' s 

i m p o r t a n t , w e ' l l b r i n g y o u u p t o s p e e d . 



DYLOX insecticide controls all 

species of white grubs in as little as 24 

to 48 hours. It doesn't waste time. Then 

it doesn't hang around. 

In these times, that's reason 

enough to use DYLOX. But there's 

more. It has no label restrictions on 

turf grass species or sites. So, you can 

spray your tees, greens and fairways 

for grubs, as well as cutworms and sod 

webworms. And with the DYLOX 80% 

formulation, you can also treat your 

flowers, shrubs and trees for army-

worms, bagworms and stink bugs. 

©1993 M i l e s Inc. 935638 

Add to that the fact that it's a low-

odor compound available in 6.2% 

granular as well as 80% water soluble 

powder. Now you can understand why 

it is the fastest growing grub insecti-

cide on the market. 

For more information, contact 

Miles Inc., Specialty Products, Box 

4913, Kansas City, MO 64120. (800) 

842-8020. 

The time is right for DYLOX. 



T&CHIE 
Q E S I W M Help Keep I 
Lawns Green for Less 

of Your Green 

Why Pay for Extras 

You Don't Need B e s t w a y C o m m e r 
cial S p r a y e r s a re des igned and bui l t t o f i t your 
s p e c s — exact ly. O r d e r d i r ec t f r o m our fac to ry and 
we'l l help d e t e r m i n e w h a t tank size and b o o m length — o r o the r 
op t ions — b e s t m e e t your r equ i remen ts . Don ' t pay fo r f e a t u r e s 
you don ' t need. Pay t h e lowest pr ice fo r exact ly w h a t you wan t . 

B T Q Q Q i f f l S l j B ^ E I i n Ri tch ie Bes tway has been p roduc -
ing h igh-qual i ty ag r i cu l tu ra l s p r a y e r s fo r t he p a s t 2 0 years . Tha t 
knowledge is pu t t o use p roduc ing t he b e s t commerc i a l , lawn 
ca re and golf cou rse s p r a y e r s available today That's qual i ty you 
can depend on. 
The b o t t o m line is a cus tomized , qual i ty s p r a y e r t h a t can help 
keep lawns g reen fo r less of your green. 
J u s t Call 1-800-747-0222 For A No Obl igat ion Quote 
Ritchie Bestway Commercial Sprayers 
1 2 0 South M a i n PQ Box 7 3 0 
Conrad, Iowa 5 0 6 2 1 USA 
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7th Int l 
Turfgrass 
Research 

Conference 

July 18-24,1993 
Breakers Hotel 

Palm Beach, Florida 

Turf r e s e a r c h e r s 
f r o m 1 6 d i f ferent 

countr ies! 

I A t t e n d sympos ia on the 
latest tur fgrass research 
topics 

I Practical information will 
be presented as well as 
research papers 

I Tour notable turfgrass sites 

First t ime in the U.S. 
in 2 0 years! 

For m o r e in format ion con tac t : 
D r . G e o r g e H. Snyder 
University of Florida, IFAS 
Everg lades R e s e a r c h a n d 
Educat ion C e n t e r 

^ P o s t Office Box 8 0 0 3 
V Belle Glade, FL 3 3 4 3 0 - 8 0 0 3 
1 U . S . A . 

Tel: ( 4 0 7 ) 9 9 6 - 3 0 6 2 
Fax: ( 4 0 7 ) 9 9 6 - 0 3 3 9 

Mustang says golf course superintendents have found material 

handlers particularly useful for reconstructing greens and sand 

traps, as well as a general utility vehicle for hauling material. 

Most importantly, Mustang says these vehicles can carry maxi-

mum capacity loads across turf without causing damage. 

Several models of two- and four-wheel drive material handlers 

are available. The two-wheel drive models have rear-wheel steer-

ing, and the four-wheel drive models have up to 30 degrees artic-

ulation and 10 degrees oscillation. 
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N e w broad lea f herb ic ide is dry-sprayable 

Encore DSC (dry sprayable concentrate) is the newest 

broadleaf herbicide marketed by PBI/Gordon. Encore is a patented 

formulation containing MCPA. 

Packaged in dissolvable, water-soluble bags, the product 

reduces worker exposure and 

requires no measuring. 

Container disposal problems 

and triple-rinsing are also 

eliminated. 

When applied to foliage, 

Encore DSC provides a broad 

spectrum of weed control and 

may be used on most types of 

lawns except St. Augustinegrass 

and dichondra. 

Treated areas may be seeded 

safely three to four weeks after 

application. 
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Soi l t e m p e r a t u r e control s y s t e m insta l led 

A soil temperature control system raise temperatures below 

ground, resulting in better turf growth, according to BioTherm, 

makers of Turf-Temp. 

Tubing is placed in an even pattern across the green area, and 

is connected to special manifolds below the skirt. A choker layer 

of sand is added, and 12 inches of rootzone mixture. 

The supply and return lines are then connected to the heat 

module discreetly located away from the green. 

A water mixture circulates through the system, and multiple 

soil sensors below the surface of the green, send information to 

the electronic soil thermostat located at the heat module. 

The Turf-Temp was recently installed under a heavily-shaded 

green at the Palos Verdes Golf Club in Petaluma, Calif. 

Superintendent Steve Young reports that temperatures have 

gone from 39 to 50 degrees, with improved color and increased 

leaf growth. 

The system's Megatube is super flexible for easy installation. 

The tubes are resistant to chemicals, and each foot of Megatube is 

under warranty for 10 years. 

Circ le No. 2 0 2 on R e a d e r Inquiry Card 



BIOTURF NEWS 
v-x. mm>... ? ^ZV 

L ^ ^ - f j 
Yn iiViiHM ,. . . . . . . 

For the Latest Deve lopments in Biological , 
Organic and Natural Turf Care! 

With our Oc tober p remier publ i -
cat ion of Bioturf News, w e at 

LANDSCAPE MANAGEMENT m a g a z i n e 
continued our c o m m i t m e n t to g ive 
you the best poss ib le c o v e r a g e of 
green industry happen ings . 

Bioturf News i s o u r n e w , b i -
monthly rev iew of current research 
and d e v e l o p m e n t i n " b i o l o g i c a l , 
organic a n d n a t u r a l " tur f c a r e . In 
1993, it wi l l exist i ndependen t l y of 
LANDSCAPE MANAGEMENT. 

A l t e r n a t i v e tu r f c a r e p r o d u c t s 
can' t be i g n o r e d . U n i v e r s i t y re -
search has de te rm ined t h e m to be 
viable f o r m s of i n sec t , w e e d a n d 
disease control . 

Many of o u r r e a d e r s h a v e a l so 

f o r m e d o p i n i o n s of b i o l og i ca l a n d 
organ ic products . 

S o m e say b io logical and organ ic 
p r o d u c t s a r e t o o e x p e n s i v e a n d 
t a k e t o o l o n g t o s h o w r e s u l t s . 
O t h e r s b e l i e v e c u s t o m e r s s h o u l d 
have a cho ice. A n d stil l o thers are 
p r o b a b l y w o n d e r i n g w h a t a l l t h e 
exc i tement 's about . 

Ou r job, as an industry in forma-
t ion source, is not to tel l you what to 
th ink, but to s imply relay the infor-
mat ion to y o u — a s soon as w e can 
a n d in the best w a y poss ib le—and 
let you take it f r om there. 

T h e r e a r e t w o s i d e s t o e v e r y 
story. Your op in ions count , and w e 
w a n t t o k n o w w h a t y o u t h i n k of 

t h e s e p r o d u c t s . H a v e y o u t r i e d 
a l t e r n a t i v e p r o d u c t s ? If so , w h a t 
w e r e the resu l ts? T o m a k e Bioturf 
News the most usefu l n e w s source 
it c a n be, w e wi l l a l w a y s welcome 
your questions and comments. 

Jon Miducki Terry Mclver 
Publisher Editor 

Bioturf News will be a bi-monthly newsletter reporting on bio-
logical, organic and natural products for the specialty turf 
market. But you have to subscribe in order to receive it To 
receive your free one-year subscription, please return the 
coupon below to: 

Jon Miducki, publisher 
L A N D S C A P E M A N A G E M E N T 
7500 Old Oak Blvd. 
Cleveland, Ohio 44130 

Bioturf News will appear independently of Landscape Management 
beginning July 1993. You must be a subscriber to receive it! 
We've had a terrific response so far. If you haven't sent for your free 
subscription yet, please do!! 

Name 

Title 

C o m p a n y 

Address 

City S ta te Z i p 

Phone 
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PRODUCT 
REVIEW 

Turfmaster controller 
combines circuitr ies 

Turfmaster, a state-of-the-art hybrid 

electromechanical controller, has been 

introduced by Rain Bird Sales. 

The unit combines electromechanical 

and micro-electronic circuitry. It is capa-

ble of fully automatic, semi-automatic or 

manual operation. All of the programming 

is through user-friendly dial or lever 

switches and push/pull pins. 

One of the Turfmaster's key features is 

"Cycle and Soak," which allows the terrain 

to absorb water at its own pace. The unit 

also has a non-volatile memory which 

keeps time during power outages for a 

minimum of five days. 

Circ le No. 2 0 3 on Reader Inquiry Card 

Broadcast spreader patrols 
landscape borders cleanly 

Spyker Spreaders has added the 

"Border Patrol" broadcast spreader to its 

line of equipment. 

The unit prevents spreading on walks, 

drives and other selected areas. It ensures 

a clean spread, does not produce a burn 

line, and operates with the touch of a toe. 

The Border Patrol deflects the product 

uniformly across the spread band. It 

diverts the spread pattern from the left 

side of the spreader to the front and right 

side only. 
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Track wea ther condit ions t o 
predict product appl icat ions 

The Envirocaster is a field installed, 

predictive instrument designed to monitor 

the environmental conditions when plant 

disease and pests become most active. 

The computer-driven system is auto-

mated and PC compatible. 

Neogen Corporation has developed 

forecasting models for a wide variety of 

outdoor management practices. 

Each Envirocaster holds up to six mod-

els per module. A full-equipped unit can 

monitor air temperature; relative humidi-

ty; degree days; leaf wetness; rainfall; soil 

temperature at two depths; wind speed and 

direction; soil moisture and dewpoint. 
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Improved aerator unit now 
fo l lows ground contours 

Ransomes America Corporation has 

made some improvements to its Ryan GA-

30 aerator. 

The GA-30 now features a free-floating 

aerator head, which closely follows the 

contours of the turf. According to 

Ransomes America, this provides more 

consistent core cultivation. 

Ground pressure is lowered, thanks to 

new, larger tires. The once optional 

Windrower attachment is now standard 

equipment on all GA-30 aerators. The 

Windrower has double blades to gather 

cores to the center in the area behind the 

unit. This prevents tires from crushing the 

cores on the next pass. 

New speed controls operate indepen-

dent of the aerator drive, to help the oper-

ator maintain aerating speeds on slopes. 
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Apply we t t ing agent wi th 
accuracy, consistency 

Aquatrols has introduced Dilute 'n 

Shoot, a new application system designed 

especially for applying AquaGro-L concen-

trate. 

According to the company, the Dilute 

'n Shoot is a hand-held, hose-end propor-

tioner capable of siphoning concentrated 

AquaGro-L out of the attached five-quart 

bottle and mixing it with enough water to 

ensure turf safety, even under the most 

stressful weather conditions. 

Developed by Aquatrols in response to 

turf managers' requests, Dilute 'n Shoot is 

intended as an alternative to applying 

AquaGro-L with a sprayer and watering it 

in. It's portable, and can be taken out for 

use on greens and tees, or to treat local-

ized dry spots. 
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Ornamental l ighting info 
is yours for t h e asking 

A six-page, full-color brochure from 

Spring City Electrical Manufacturing Co. 

shows the company's full line of historical-

ly authentic, cast iron, ornamental light-

ing. 

The brochure shows the many styles 

available, and describes its lighted or 

unlighted cast iron bollards which themat-

ically harmonize with lighting post styles. 

Spring City says it can produce cus-

tom-designed orders and historical light-

ing reproductions. 

According to the company, cast iron is 

an ideal material for lighting fixtures: 

vibration resistant, sturdy, low-mainte-

nance and corrosion-resistant. 

Circ le No. 2 0 8 on Reader Inquiry Card 



The Key to Your Long-Term 
Nitrogen Needs 

Top-quality NITROFORM® Slow-

Release Nitrogen provides 

predictable feeding during 

turf growth cycles when 

soil microorganisms are 

most active. That's why a 

single application of this 

38-0-0 nitrogen continues 

to be released beyond a 

single season. NITROFORM 

works equally well when 

applied on top of soil or in soil 

mixes used for ornamenta l 

trees and shrubs, and it's even 

compatible with many pesticides. Sold 

as straight NITROFORM in a powder for 

spraying and in two different granular sizes 

for dry application, this versatile 

n i t rogen is also available in 

blends from your distributor 

or blender. 

For more information on the 

key to your long-term nitrogen 

needs with NITROFORM. 

Please fill out the coupon 

below and return it to 

NOR-AM Chemical Company, 

6 Mount Vemon St. Suite 249, 

Winchester, MA 01890. 

f N O R A M 
NOR-AM CHEMICAL COMPANY 

Specia l ty Products Division 
A S c h e r i n g B e r l i n C o m p a n y 

3 5 0 9 S i l v e r s i d e R o a d . P . O . B o x 7 4 9 5 , W i l m i n g t o n . D E 1 9 8 0 3 

N i t r o f o r m 
BLUE CHIP* 
38-0-0 
Slow-Release Nitrogen For Dry 
Application 

Yes! I want more information on NITROFORM for my • turf • ornamentals 

NAME 

TITLE . 

GOLF COURSE. 

ADDRESS 

CITY . STATE. ZIP_ 

IMPORTANT: Please remember always to read and follow carefully all label directions when 
applying any chemical. 



PRODUCT 
REVIEW 

Seeder carr ies 30-bushels, 
mounts t o many t ractors 

Land Pride's newest seeder is a 10-foot 

primary seeder that is able to carry 30 

bushels of seed. 

The seed box is a welded, water-tight 

compartment with a double-wall lid and a 

V-shaped bottom for complete clean-out of 

seed. Its fluted seed cups meter precise 

amounts and can be set to accommodate a 

wide range of seeding requirements. 

The seed cups are driven off of the front 

roller of the seeder, to insure an uninter-

rupted flow of seed. A wind-protected seed 

splash board fans the seed out evenly 

across the width of the seeder. 

The seeder has cast iron wheels, 

mounted loosely around a steel pipe. The 

first row of packer wheels pulverizes the 

clods and pushes other rocks down into 

the seed bed. As the seed is dropped just 

ahead of the second row of packer wheels, 

the seed is firmly pressed into into the 

soil. 
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Liquid deicer contains 
potassium and acet ic acid 

Cryotech Deicing Technology is now 

marketing an environmentally-safe liquid 

highway de-icer. 

C-92 Liquid Commercial deicer is made 

from potassium and acetic acid, which is 

the principal component of vinegar. 

Cryotech says C-92 is specially devel-

oped to clear snow and ice on highways 

and bridges, plus other asphalt or concrete 

and steel structures such as parking decks 

and sidewalks. It may be used for direct 

application or as a pre-wetting agent with 

solid deicers. 
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Soil bioinoculant contains 
naturally-found microbes 

Lesco's new Professional Soil 

Bioinoculant 10-2-2 is a premium mixture 

of naturally-occurring soil microorgan-

isms, enzymes and nutrients. It is a low-

odor, natural organic fertilizer carrier. 

According to Lesco, the product rein-

troduces soil microbes that have been 

depleted by cultural and chemical prac-

tices. 

A depletion of soil microbes may 

increase plant susceptibility to certain soil-

borne disease pathogens. 

Professional Soil Bioinoculant contains 

more than 200 million microorganisms 

per gram of product. Application provides 

a slow release source of nitrogen and other 

nutrients to increase soil microbial activity 

and improve plant health and growth. 
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Surface aspirat ing aerator 
for wate r two , 1 2 f e e t deep 

The Toro Surface Aspirating Aerator is 

suited for bodies of water from two to 12 

feet deep. 

The unit injects atmospheric oxygen 

into the water at a high velocity, for an 

effective and environmentally safe method 

of air circulation in a pond. 

The system eliminates sprays and 

splashes while reducing odors, controlling 

algae and eliminating stratification. The 

longer bubble hang time created by the 

horizontal water movement maximizes the 

oxygen transfer. 

The aerator is available in one, two and 

three-hp models with high efficiency TEFC 

motors to minimize maintenance. 

AquaScape Technologies manufactures 

a complete product line of pond water 

quality management equipment distribut-

ed exclusively through the Toro Worldwide 

Distribution Network. 
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Wood f iber mulch product 
l ine ships in early spring 

Wood Recycling, Inc. introduces its all-

new virgin wood fiber mulch product line. 

The company will begin to ship four 

new products in the spring of this year. 

WRI offers Refiber brand fiber mulch in 

50-lb. bales, palletized and stretch wrapped 

for easy handling. 

The most unique aspect of the product 

is that it is manufactured from recycled 

wood waste. 
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Hydro-seeder controls are all 
within reach of t h e driver 

GeoQuip's new Hydroseeder is made of 

100 percent stainless steel, and is totally 

driver-operated. All controls, including a 

remote spray gun are within the driver's 

reach. 

Stainless steel tanks are an advantage, 

says GeoQuip, because they never require 

relining. 

The driver-operated design cuts labor 

costs. From the cab, the driver controls 

the pump engine throttle, and gates to the 



Landscape Mangement...it's all you really need...pass it on... 

Landscape Mangement...it's all you really need...pass it on... 

Landscape Mangement...it's all you really need...pass it on... 

A S * * * * * " 

For 30 years, Landscape Management has been your 

Green Industry source for Business Management 

"How-To" Technical Information, and Industry News. 

Now that we include Lawn Care Industry's coverage 

of the LCO segment, you have more reasons than 

ever to read LM and... P A S S I T O N ! 

Your crew, a partner, technicians or 

even customers... LM's editorial, 

useful, timely and understandable will 

help you and other professionals with 

your work, and in promoting the 

benefits of healthy attractive turf. 



ThisWeek, SetMde4Hours And PlayARound 

With Someone Special. 
Get out and play. And remember, when you share your love of golf 

you have something the two of you can share for a lifetime. 

Golf... Share The Experience. 

I w I , 
NATIONAL GOLF FOUNDATION 

1150 Sou th U.S. H ighway One, Jup i te r . FL 33477 • (407) 744-6006 



ThisWeek, SetMMHonrs And Teach Your Youngster 

AboutThe Birds AndThelbes. 
Take your son or daughter out to play. And remember, when you share 

your love of golf you have something the two of you can share for a lifetime. 

Golf... Share The Experience. 

• TM 

NATIONAL GOLF FOUNDATION 

1150 Sou th U.S. H ighway O n e , Jup i te r , F lor ida 33477 • (407) 744-6006 



Turfmaster controller 
combines circuitr ies 

Turfmaster, a state-of-the-art hybrid 

electromechanical controller, has been 

introduced by Rain Bird Sales. 

The unit combines electromechanical 

and micro-electronic circuitry. It is capa-

ble of fully automatic, semi-automatic or 

manual operation. All of the programming 

is through user-friendly dial or lever 

switches and push/pull pins. 

One of the Turfmaster's key features is 

"Cycle and Soak," which allows the terrain 

to absorb water at its own pace. The unit 

also has a non-volatile memory which 

keeps time during power outages for a 

minimum of five days. 
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Broadcast spreader patrols 
landscape borders cleanly 

Spyker Spreaders has added the 

"Border Patrol" broadcast spreader to its 

line of equipment. 

The unit prevents spreading on walks, 

drives and other selected areas. It ensures 

a clean spread, does not produce a burn 

line, and operates with the touch of a toe. 

The Border Patrol deflects the product 

uniformly across the spread band. It 

diverts the spread pattern from the left 

side of the spreader to the front and right 

side only. 
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PRODUCT 
REVIEW 

Track wea ther condit ions t o 
predict product appl icat ions 

The Envirocaster is a field installed, 

predictive instrument designed to monitor 

the environmental conditions when plant 

disease and pests become most active. 

The computer-driven system is auto-

mated and PC compatible. 

Neogen Corporation has developed 

forecasting models for a wide variety of 

outdoor management practices. 

Each Envirocaster holds up to six mod-

els per module. A full-equipped unit can 

monitor air temperature; relative humidi-

ty; degree days; leaf wetness; rainfall; soil 

temperature at two depths; wind speed and 

direction; soil moisture and dewpoint. 

Circ le No. 2 0 5 on Reader Inquiry Card 

Improved aerator unit now 
fo l lows ground contours 

Ransomes America Corporation has 

made some improvements to its Ryan GA-

30 aerator. 

The GA-30 now features a free-floating 

aerator head, which closely follows the 

contours of the turf. According to 

Ransomes America, this provides more 

consistent core cultivation. 

Ground pressure is lowered, thanks to 

new, larger tires. The once optional 

Windrower attachment is now standard 

equipment on all GA-30 aerators. The 

Windrower has double blades to gather 

cores to the center in the area behind the 

unit. This prevents tires from crushing the 

cores on the next pass. 

New speed controls operate indepen-

dent of the aerator drive, to help the oper-

ator maintain aerating speeds on slopes. 
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Apply we t t ing agent wi th 
accuracy, consistency 

Aquatrols has introduced Dilute 'n 

Shoot, a new application system designed 

especially for applying AquaGro-L concen-

trate. 

According to the company, the Dilute 

'n Shoot is a hand-held, hose-end propor-

tioner capable of siphoning concentrated 

AquaGro-L out of the attached five-quart 

bottle and mixing it with enough water to 

ensure turf safety, even under the most 

stressful weather conditions. 

Developed by Aquatrols in response to 

turf managers' requests, Dilute 'n Shoot is 

intended as an alternative to applying 

AquaGro-L with a sprayer and watering it 

in. It's portable, and can be taken out for 

use on greens and tees, or to treat local-

ized dry spots. 
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Ornamental l ighting info 
is yours for t h e asking 

A six-page, full-color brochure from 

Spring City Electrical Manufacturing Co. 

shows the company's full line of historical-

ly authentic, cast iron, ornamental light-

ing. 

The brochure shows the many styles 

available, and describes its lighted or 

unlighted cast iron bollards which themat-

ically harmonize with lighting post styles. 

Spring City says it can produce cus-

tom-designed orders and historical light-

ing reproductions. 

According to the company, cast iron is 

an ideal material for lighting fixtures: 

vibration resistant, sturdy, low-mainte-

nance and corrosion-resistant. 

Circ le No. 2 0 8 on Reader Inquiry Card 
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H E L P W A N T E D 

C E N T R A L P A R K C O N S E R V A N C Y 

T h e Cent ra l Park C o n s e r v a n c y , a progress ive 
non-profit o rgan iza t ion , d e d i c a t e d to the 
restoration a n d preserva t ion of N e w York 
City's Cent ra l Park , is s e e k i n g c a n d i d a t e s to 
fill the cha l lenging posit ion of A r e a M a n a g e r . 
Responsibi l i t ies will include m a n a g e m e n t of a 
newly instaf fed l a n d s c a p e sur rounding a 
m a n - m a d e lake. G e n e r a l m a i n t e n a n c e of 
buildings, p laygrounds a n d hard sur faces is 
also included. Dai ly m a n a g e m e n t of f ield 
personnel , a c c u r a t e recordkeep ing required. 

Successful c a n d i d a t e s must h a v e horticulture 
educat ion/ f ie ld e x p e r i e n c e . A val id d r i v e r s 
l icense required. Superv isory e x p e r i e n c e 
necessary . If y o u a r e a n o r g a n i z e d , 
responsible, qual i ty o r ien ted individual w h o 
meets t h e s e requ i rements , s e n d r e s u m e to: 

Kathleen Dooley, Director of H u m a n Resources 
Cent ra l Park C o n s e r v a n c y 

8 3 0 Fifth A v e n u e 
N e w York, N Y 1 0 0 2 1 

An Equal Opportunity Employer. M/F/HA/ 

E Q U I P M E N T F O R S A L E 

TREE 
9 J TRANSPLANTER 

Lightweight. Variable Size Rootball (16" - 28"). 
Component Adaptable (sprayer, logsplitter. dump 
box, post-hole digger) Available in 3 models 
(towable. bucket mount, 3 pt ). 

M I D D A K O T A C O R P . 
Box 7 2 8 • Garrison, N D 5 8 5 4 0 

P h o n e (701 ) 3 3 7 - 5 6 1 9 o r 1 - 8 0 0 - 3 2 7 - 7 1 5 4 
G S A Contract No G S - 0 0 F - 5 4 4 2 A S I N N o B 3 7 

S O F T W A R E 

T o ge l a F R E E l><> p a g e i n f o r m a -
t ion b o o k l e t o n t h e s o f t w a r e 
for t he h»wn a n d t r ee c a r e i n d u s t r y 

C a l l T o l l F r e e : 
1 - S O O - 4 2 2 - 7 4 7 K 

Real Circcn Computers 
1 9 7 0 W i n n e r S t ree t . W a l l e d Lake , M l 4 8 3 9 0 

L A N D S C A P E S U P E R V I S O R 
G R O U N D S M A N A G E M E N T 

Progress ive Nor thern NJ F i rm seeks 
o u t s t a n d i n g c a n d i d a t e to m a n a g e 6 
man crew. The right individual will pos-
sess a Horticultural degree and have 3 
years hands-on exper ience. Excel lent 
c o m m u n i c a t i o n sk i l l s a r e r e q u i r e d . 
Compet i t i ve sa lary and ful l c o m p a n y 
benefits. 
Please forward resume in confidence to: 
PO Box 623, Livingston, New Jersey 07039 

or call Mr. Scott at 201-992-0633. 
E O E M / F 

B U S I N E S S O P P O R T U N I T I E S 

LANDSCAPE SAVES 
DESIGN KIT 3 I YOU TIME, 
48 rubber stamp symbols: 
trees.shrubs.rocks.step.stones, 
vine, & more 1/4-1 3/4 in dia 

$74.95 • $ 4 5 0 * 
CA offers add 7 3/4% to 

a PG stamp I 
WOCHUHEIi »! 

AMERICAN STAMP CO. 
12290 Rising Rd . Dept 1192 

VISA Wilton. CA 95693 
Su. STttPS NOT SHOWN MastfCêfd Phone (916)667 7102 

THE LEADER IN ORGANIC-BASED „AWN CARE'" 
• Exc lus ive Territory • Tra in ing & Suppor t • 

• In tegra ted Pest M a n a g e m e n t • F inanc ing • 
• T h e F r a n c h i s e Opportuni ty of the 9 0 ' s • 

( 8 0 0 ) 9 8 9 - 5 4 4 4 
5 7 0 5 Industry La, Ste. H , Freder ick, M D 2 1 7 0 1 

The Original Since 1986 

S O F T W A R E 

TRIMS 
M A N A G E M E N T S O F T W A R E 

FOR L A N D S C A P E A N D 
L A W N C A R E C O N T R A C T O R S 

CUSTOMER MANAGEMENT 
ACCOUNTS RECEIVABLE 

ACCOUNTS PAYABLE 
GENERAL LEDGER 

PAYROLL 

Call or wr i t e t o d a y for your FREE 
D e m o Disk and Li terature to see 
w h a t TRIMS can do for you! 

LABB SYSTEMS/SOFTWARE 
6018 EAST OSBORN ROAD 
SCOTTSDALE, AZ 85251 

(800)733-9710 

F O R S A L E 

COMMERCIAL INSURANCE 

for 

LAWN CARE OPERATORS 

M.F.P. Insurance Agency, Inc. 

50 West Broad Street, Suite 3200 

Columbus, OH 43215 

(614) 221-2398 

Contact: 

Richard P. Bersnak, President 

or 

Jeanne Bartkus 
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C O M M E R C I A L E Q U I P M E N T 

30'x40'x10' 
$4,177 vL,M 

BUILD IT YOURSELF AND SAVE MONEY 5000 SIZES. ALL 
STEEL. CALL TODAY FOR BROCHURE AND PRICE QUOTE 

HERITAGE BUILDING SYSTEMS 
800-643-5555 

S E E D S 
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ESP 
Growers and wholesalers of 

quality seed since 1974 

• Wildflowers 

• Native grosses 

• Ornamental grosses 

• Herbs 

• Dried Flowers 

ENVIRONMENTAL SEED PRODUCERS 

P. O. Box 2709 

Lompoc, CA 93438 I j/\ 

Ph: 805:735-8888 l V J 



WUm C L A S S I F I E D S 
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mum) ; $ 1 0 0 - 3 x ; $ 9 5 - 6 x ; $ 9 0 - 9 x ; $ 8 5 - 1 2 x . (F requenc ies b a s e d on a ca lendar year) . Agency commiss ions will be given only w h e n c a m e r a - r e a d y art is provided by agency. For ads using 
blind box number , a d d $ 2 0 to total cost of a d per issue. S e n d a d copy with p a y m e n t to S u s a n R a m s e t h , L A N D S C A P E M A N A G E M E N T , 7 5 0 0 Old O a k Blvd., C leve land, O H 4 4 1 3 0 or call 
2 1 6 - 8 9 1 - 2 7 4 2 . Fax N u m b e r 2 1 6 - 8 2 6 - 2 8 6 5 . 

B O X N U M B E R R E P L I E S : Mail box number replies to: L A N D S C A P E M A N A G E M E N T , Classif ied Ad Depar tment . 1 2 0 W . 2nd St., Duluth, M N 5 5 8 0 2 P lease include box in address. 

POSITIONS W A N T E D 

FREE CLASSIFIED AD 

To all "POSITION WANTED' C lass i f ied Adver t isers ! 

• M a x i m u m 40 w o r d s • M a x i m u m 2 i s s u e s 

Offered as an industry service - Let L A N D S C A P E M A N A G E M E N T 
help you with your employment needs. For more information contact: 

Susan Ramseth 
X LA NDSCA PE MA NA GEMENT 
• 7500 Old Oak Blvd., C leve land, O H 44130 
Y 2 1 6 - 8 9 1 - 2 7 4 2 - P h o n e 2 1 6 - 8 2 6 - 2 8 6 5 - F a x } 

41-fr 4-» 4% 4^ 4^ 4^ «I» 4% 4% 4^ 4% A 4*» 4% 4% 4% 4̂ » 4^ 4^ 4% 4^ 4^ 4% 4% «t» 4% 4 

Self motivated, conscientious, personable Horti-
culturist 17 years in green industry plus col lege 
s e e k s m o r e than another d e a d e n d . Wi l l ing to 
learn and/or relocate upper Mid-west or Rockies. 
Contact Chris Brake, Rt. 1 Box 176, Odessa , M O 
6 4 0 7 6 . ( 8 1 6 ) 6 3 3 - 8 2 3 1 evenings. 4 / 9 3 

Entry level landscape architect. BSLA, July 1993. 
5 years exper ience in maintenance, 3 years expe-
rience design/build. Knowledge of Gener ic C A D D . 
Land C A D D , Interior planting, basic Spanish. Will 
r e loca te . C o n t a c t E d w a r d C l a r k (schoo l ) , 5 9 7 
Clark St., Morgantown, W V 2 6 5 0 5 , 3 0 4 - 2 9 1 - 6 1 8 3 . 
(Permanent ) 201 - 2 6 5 - 9 4 7 5 . 4 / 9 3 

L A N D S C A P E R / A R B O R I S T : Seek ing landscape 
main tenance opportunity. Wes te rn Mass . Exper-
t ise in site location, nutrient requ i rements , dis-
ease , pest control. 18 years exper ience, Massa -
chusetts Certified Arborist, Stockbridge School of 
Agriculture, UMass , Amherst , MA. Resumes/refer -
ences: S. Nietupski, 18 Mineral St., Easthampton, 
MA 0 1 0 2 7 . 3 /93 

BUSINESS OPPORTUNIT IES 

L E T T H E G O V E R N M E N T F I N A N C E your new or 
e x i s t i n g s m a l l b u s i n e s s . G r a n t s / l o a n s to 
$ 5 0 0 , 0 0 0 . F r e e r e c o r d e d m e s s a g e : ( 7 0 7 ) 4 4 8 -
0 3 3 0 . (OL8) 3 / 9 3 

N O W . . . L E A R N P R O F E S S I O N A L L A N D S C A P -
I N G A N D G A R D E N I N G A T H O M E ! Accredi ted 
program provides thorough training in all phases 
of commercial and residential landscaping. Diplo-
m a a w a r d e d . F r e e brochure descr ibes program 
a n d o p p o r t u n i t i e s in d e t a i l . L i f e t i m e C a r e e r 
Schools, Dept . L F 0 1 1 3 , 101 Harr ison St., Arch-
bald, PA 18403 . 9 / 9 3 

BUSINESS OPPORTUNIT IES 

M A U I H A W A I I : L a n d s c a p e & l a w n b u s i n e s s 
opportunity for sale. Establ ished 5 years . C o m -
merc ia l accounts . G r o s s i n g $ 2 7 5 , 0 0 0 . 0 0 . V e r y 
high net profit. Low overhead . T e r m s $ 1 2 9 , 0 0 0 
down pmt. O w n e r financing balance. Call Michael 
C a p u a n o (RA) 8 0 8 - 8 7 4 - 4 0 0 8 . 3 / 9 3 

EDUCATIONAL OPPORTUNITIES 

G R A Y S O N C O L L E G E , D e n i s o n , T e x a s : T w o -
year technical program in Golf Course and Turf-
grass Management . 18-hole golf course on cam-
pus. Dormitories, p lacement assistance, financial 
a id a n d scholarsh ips ava i l ab le . Contac t : G C C , 
6 1 0 1 G r a y s o n Dr ive, Den ison , T X 7 5 0 2 0 . 9 0 3 -
4 6 3 - 8 6 5 3 . 5 /93 

E Q U I P M E N T FOR SALE 

P I P E L O C A T O R I N E X P E N S I V E ! Locates, traces 
underground drain, water pipe lines of clay, P V C , 
A B S , s tee l , c e m e n t . F i n d s spr ink le rs , v a l v e s , 
c logs. Bloch C o m p a n y , Box 1 8 0 5 8 , C l e v e l a n d , 
Ohio 4 4 1 1 8 . ( 2 1 6 ) 3 7 1 - 0 9 7 9 . T F 

N E W A N D U S E D B R O U W E R E Q U I P M E N T : 
Mowers - V A C S - Fork Lifts - Han/esters - and full 
l ine of rep lacement parts. Contact Ed or G l e n n 
M a r k h a m at 1 - 8 0 0 - 4 5 8 - 3 6 4 4 . T F 

F O R S A L E : 1986 V e r m e e r three spade mounted 
on Mack - R D 6 0 0 , 10 wheeler . R e a d y to go to 
work. $ 4 7 , 5 0 0 . Day 5 0 8 - 8 9 7 - 7 2 4 4 , evening 508 -
6 9 2 - 2 2 9 2 . 3 / 9 3 

E Q U I P M E N T FOR SALE 
F O R S A L E : U s e d B r o u w e r S o d Harves te rs . 
Excel lent condition. R e a d y to go. Cal l Brian for 
parts. H U B E R R A N C H S O D N U R S E R Y , Schnei-
der, IN. Phone ( 8 0 0 ) 5 5 3 - 0 5 5 2 . 3/93 

H Y D R O - M U L C H E R S A N D S T R A W B L O W E R S : 
N e w a n d used J A M E S L I N C O L N C O R P O R A -
T I O N , 3 2 2 0 S. Jupiter Rd. , Gar land, TX 75041. 
( 2 1 4 ) 8 4 0 - 2 4 4 0 , ( 800 ) 551 -2304 . TF 

L A W N S P R A Y I N G T R U C K S - ' 1 9 7 6 Chevy-C60, 
n e w 3 6 6 e n g i n e , g o o d rubber , 1 2 5 0 gal. dual 
compar tment tank, Myers pumping system, dual 
h o s e reels. We l l ma in ta ined . Excel lent working 
t ruck; $ 6 , 8 0 0 . ' 1 9 7 7 C h e v y - C 5 0 , 3 5 0 engine, 
good rubber, 8 0 0 gal. tank, hydro pump, single 
h o s e ree l . W e l l m a i n t a i n e d . R e a d y to spray. 
$ 4 , 8 0 0 . Call Ron @ ( 4 1 0 ) 7 9 5 - 7 9 0 0 . 3/93 

N E W / U S E D E Q U I P M E N T A N D R E N T A L S -
Asplundh, Hi Ranger , Holan and Lift-All Forestry 
Bucket Trucks, Chip Trucks and Chippers. Mirk, 
I n c . . ( 2 1 6 ) 6 6 9 - 2 0 0 0 , 7 6 2 9 C h i p p e w a Road, 
Orrville, Ohio 4 4 6 6 7 . TF 

S P Y D E R S - New/Used/Rebuil t . Full line of replace-
ment parts a n d update kits. Kubota , Ruggerini, 
Kohler and O n a n engines and parts. Nichols-Fair-
field torque hubs. W e repair a n d rebuild Spyder 
hydraulic pumps and motors. F A S T S E R V I C E . Call 
or write: Mobile Lift Parts Inc., 5 4 0 2 Edgewood Rd., 
Crystal Lake, IL 60012 . (815 )455 -7363 , (800)397-
7509 , FAX (815 )455 -7366 . 3/93 

F O R S A L E : J a c o b s e n H F - 5 1 9 8 6 Diesel . Very 
good condition. $6 ,500 . ( 3 1 3 ) 6 5 3 - 5 6 9 5 . 3/93 

R E I N C O H Y D R O G R A S S E R S a n d p o w e r 
m u l c h e r s in s tock . O p d y k e Inc. , (Ph i lade lph ia 
Area) 2 1 5 - 7 2 1 - 4 4 4 4 . TF 

B U C K E T T R U C K S : Straight Stick, C o m e r Mount 
and Knuckle Boom Cranes. Brush Chippers - New 
Morbark Disc and Drum Style. N e w Rayco Stump 
grinders. Best prices anywhere. Used Chippers -
Asplundh, Morbark , etc. 2 to 8 usually in stock. 
S p r a y e r s , D u m p s , S t a k e s , Log L o a d e r s , Crew 
C a b C h i p Box D u m p s , R a i l r o a d T r u c k s , 5 0 in 
stock. Sold as- is or recondit ioned. W e also buy 
y o u r s u r p l u s e q u i p m e n t . O p d y k e ' s , H a t f i e l d 
(Philadelphia Area) . 2 1 5 - 7 2 1 - 4 4 4 4 . TF 

B U C K E T T R U C K : Hi Ranger 65 ' , 57' , 50' . Sky-
workers with chip boxes. Asplundh bucket trucks 
with chip boxes. Asplundh brush chippers. Bean 55 
gal. sprayers. Pete Mainka Enterprises, 6 3 3 Cecilia 
Drive, Pewaukee , W l 53072 . 414 -691 -4306 . TF 

F i n n H y d r o s e e d e r s , M u l c h S p r e a d e r s , 
Krimpers, Pit Burners, Fiber Mulch & Tackifiers. 
N e w & Used. W o l b e r t & M a s t e r , Inc. , P.O. Box 
292 , Whi te Marsh. M D 2 1 1 6 2 . 4 1 0 - 3 3 5 - 9 3 0 0 , 1-
8 0 0 - 2 3 4 - 7 6 4 5 . TF Classified Advert is ing Increases Your Sales! 



FOR SALE 

Sprayer: G r a h a m 3 0 0 gallon Pick-up unit. Tuflex 
Tank, 1010 Bean Pump, 8hp Kohler with electric 
start, mechanical agitation. Electric H a n n a y Reel . 
ChemLawn Gun. $ 2 2 0 0 . 0 0 . Excellent Condit ion. 
Call (616) 6 7 7 - 5 2 2 3 . 3 / 9 3 

FOR SALE: C O M P U T E R Slice System w / A L T O S 
3068/80 Megabytes hard drive, 2 user w/printer, 
U.P.S. Call Hardy (404) 9 7 7 - 0 9 8 1 . 3 / 9 3 

FOR S A L E : U s e d F o l e y R e e l S h a r p e n e r wi th 
Lapper. Jacobson Blitzer Units. N e w a n d U s e d 
Parts. ( 7 1 9 ) 6 8 3 - 2 5 9 9 . 3 / 9 3 

MAKE M O R E M O N E Y with safe, efficient employ-
ees. Free catalog of over 100 professional training 
videos available from California Polytechnic State 
University. Perfect for landscape construction and 
maintenance companies, grounds crews, design-
ers, etc. Call 1 - 8 0 0 - 2 3 5 - 4 1 4 6 . 6 / 9 3 

LAWN S E E D : Wholesale . Full line of top quality 
grasses. Improved b luegrass var iet ies, tall fes -
cues and fine bladed ryegrasses. W e special ize in 
custom mixing. Oliger S e e d C o m p a n y , 8 9 H a n n a 
Parkway, Akron, O H 4 4 3 1 9 . Call collect ( 2 1 6 ) 7 2 4 -
1266. OH. PA. W V . Ml, IN. T F 

M E Y E R Z - 5 2 Z O Y S I A S O D F O R S A L E . 
V A M O N T A N D T U F C O T E B E R M U D A G R A S S 
SOD. F O R K L I F T D E L I V E R Y . S E R V I N G T H E 
M I D - A T L A N T I C R E G I O N . O A K W O O D S O D 
FARM, S A L I S B U R Y , M D 4 1 0 - 7 4 2 - 3 0 8 6 . 3 / 9 3 

SERVICES 

N E E D E M P L O Y E E S ? W e can fill any employment 
need you may have. W e have hard-working, reli-
able and loyal Mexican workers to fill any job from 
laborer to foreman. W e may also have the profes-
sional you h a v e b e e n looking for, f rom supervi-
sors, architects to managers . Call Bob Wingfield 
( 2 1 4 ) 6 3 4 - 0 5 0 0 . 4 / 9 3 

Pumps - W a n n e r D - 1 0 and D - 2 5 Hydra-cell . New, 
reconditioned parts and complete 2 4 hour repair 
serv ice . Ca l l Industr ia l S e r v i c e s C o . , 6 1 4 - 9 6 5 -
4 1 1 2 . N e w Lawn C a r e Hose Reel Swivel. 4 / 9 3 

S O F T W A R E 

T u r f W o r k s ™ - Your Best Buy. Version 4 . 0 just 
r e l e a s e d . C u s t o m e r / J o b T r a c k i n g , A u t o m a t i c 
Scheduling, Invoicing, Receivables /Cash Applica-
tion, Monthly Statements, Chemical Usage Track-
ing, Market ing, Sa les Analysis and more. Onl ine 
help. Affordable price. Send $ 4 . 0 0 and disk size for 
demo. Bellanger Group, 5 0 Clarkson Center, Suite 
422 , Chesterfield, M O 63017 , 314 /537 -2025 . 5 /93 

R o u t e M a n a g e r S y s t e m for s c h e d u l i n g a n d 
accounts receivable record keeping. Serving the 
Lawn C a r e Industry since 1982 . List price $ 3 5 0 . 
For tunate Computers , 4 6 N. 4th Street , Coplay , 
PA 18037 . 8 0 0 - 2 7 5 - 0 6 2 0 . 12 /93 

P L A N T S C O M P U T E R S O F T W A R E offers a com-
prehensive plant da tabase with over 9 6 0 charac-
teristics, including maintenance and disease/pests. 
Rev iewed as one of the best! Call 6 1 9 - 3 4 5 - 7 1 2 0 
for free brochure. ' 3 / 9 3 

HELP W A N T E D 

G O L F C O U R S E R E M O D E L I N G A N D C O N -
S T R U C T I O N F O R E M A N : T i red of the rat race? 
M o v e to beaut i fu l Nor thwest M o n t a n a . W e a r e 
looking for an enthusiastic individual to implement 
our golf course remodel ing and construction pro-
j e c t s . A p p l i c a t i o n D e a d l i n e : M a r c h 1 5 , 1 9 9 3 . 
S e n d r e s u m e s to M e a d o w L a k e Resor t , At ten-
tion: Bruce Lutz, 1415 T a m a r a c k Lane, Columbia 
F a l l s , M T 5 9 9 1 2 . P h o n e : 4 0 6 - 8 9 2 - 7 6 0 1 e x t . 
2 6 3 5 . 3 / 9 3 

L A N D S C A P I N G / O P E R A T I O N S : H e r m e s Land-
scaping, a well establ ished contracting company, 
is seeking a self-motivated, professional m a n a g e r 
to handle the operat ions of a Commerc ia l Land-
scaping and Sprinkler Division. Must have a B.S. 
d e g r e e , 2 - 4 y e a r s of e x p e r i e n c e , p e o p l e skills 
a n d h a n d s - o n s u p e r v i s o r y e x p e r i e n c e . S e n d 
resume and salary history to: H e r m e s Landscap-
ing, Inc. , P . O . Box 1 4 3 3 6 , L e n e x a , K S 6 6 2 1 5 . 
E O E . 3 / 9 3 

SALES REPRESENTATIVE 
Great opportunity for energetic, self-motivat-
e d individual for ful l - t ime sa les . Interest ing 
and chal lenging work in So. California for a 
distributor of specialty agricultural chemicals. 
P C A l icenses a n d d e g r e e in biological sci-
ence required. Excellent company benefits. 

E O E N O N S M O K I N G 
S E N D R E S U M E : 

T A R G E T 
P . O . B O X 1 1 1 7 

C E R R I T O S , C A 9 0 7 0 1 
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CLASSIFIED 
ADVERTISING is 
available in 
LANDSCAPE 
MANAGEMENT! 
Y o u c a n e f f e c t i v e l y 
r e a c h r e a d e r s a t l o w 
c l a s s i f i e d a d v e r t i s i n g 
r a t e s : 

Cal l 
2 1 6 - 8 9 1 - 2 6 9 7 for 
m o r e i n f o r m a t i o n . 

HELP WANTED 

G R O U N D S M A I N T E N A N C E Sa les /Superv isor 
This position offers the opportunity for the right 
person to real ize their full potential. Must have turf 
grass knowledge. Agronomy degree desired, and 
horticulture exper ience necessary. If you qualify, 
s e n d r e s u m e to: C o m m e r c i a l Landscape Sys-
t e m s , 7 2 0 7 O l d S ta tesv i l l e Ftd., Charlotte. NC 
2 8 2 6 9 , Fax: 7 0 4 - 5 9 6 - 0 5 9 9 . 3/93 

L A N D S C A P E M A I N T E N A N C E S A L E S - Large 
e s t a b l i s h e d l a n d s c a p e , irr igation, and mainte-
nance firm in T a m p a Bay area. Experience in bid 
preparat ion required. S e n d resume to P.O. Box 
2 2 5 0 1 , T a m p a , FL 3 3 6 2 2 . 3/93 

M A R K E T I N G SERVICES 

I N C R E A S E Y O U R B U S I N E S S & K E E P YOUR 
C U S T O M E R S with a c u s t o m i z e d , professional 
n e w s l e t t e r . Y o u c h o o s e the ar t ic les and title! 
F R E E m a r k e t i n g tips a n d information! Special 
i n t r o d u c t o r y o f fe r ! For free sample and details, 
call TotalControl Inc. ( 8 0 0 ) 4 3 2 - 5 5 2 8 . In Pennsyl-
vania call ( 2 1 5 ) 4 3 0 - 3 9 6 0 . TF 

ORGANIC LANDSCAPE MAINT 

L A N D S C A P E R S interested in reducing the use of 
agricultural chemicals! Subscribe to B U G S Flyer, 
the premier env i ronmenta l landscape quarterly. 
Discover the latest environmental ly sound land-
scape products, techniques, and resources. Pro-
fessional subscriptions $18 .00 . B U G S , Dept. LM, 
P O Box 76 , C i t r u s H e i g h t s , C A 95611 . 4/93 

W A N T E D 

W a n t e d to Buy: Used T S 4 4 A Vermeer tree spade. 
Must be reasonab ly pr iced a n d e a s y access to 
Evansville, Indiana. Call 8 1 2 - 4 2 3 - 9 4 0 1 . 3/93 

W a n t e d : T ruck m o u n t e d t ree s p a d e with a 50" 
V e r m e e r s p a d e . P h o n e 4 1 4 - 8 7 6 - 2 9 2 8 . Elkhart 
Lake. Wl . 3/93 

W a n t e d : J a c o b s e n G r e e n s k i n g D iese l greens-
mower (s ) . Poor pro starting own course prefers 
low t ime machines, but what you got? All details 
first letter, please. Will pay all cash. Will pick up 
anywhere in U S A or C a n a d a . Please write Frank 
W h i b l e y . R R 2 , Oril l ia Golf & C C . Hawkestone, 
Ont. , C a n a d a L0L 1T0. Ph. 7 0 5 - 3 2 5 - 0 6 7 8 . 3/93 

W A N T E D T O B U Y Sand injection machine (Davi-
son Internation or equal) for the purpose of provid-
ing turf drainage. Any condition. (516)586-8842. 
4 / 9 3 

Class i f ied 
A d v e r t i s i n g is 

• E A S Y 
• E F F E C T I V E 

• E C O N O M I C A L ! 



FeRROMEC* Liquid Iron's rapid greening effect is 
illustrated in this 50,000 sq. ft. zoysiagrass lawn at 
L i b e r t y P a r k , a d e v e l o p m e n t of T o r c h m a r k 
Development Corporation, located along 1-459 in 
Birmingham, AL. It was photographed 48 hours 
after the right side was sprayed with FeRROMEC 

L i q u i d I r o n . To c o n d u c t t h e d e m o n s t r a t i o n , 
Landscape Services Inc. divided the lawn with a 
p l u m b l i n e o n J u n e 5, 1991 , a n d w a l k e d t h e 
treatment on the turf, using a ChemLawn gun. LSI 
superv isors are shown admir ing the d i f ference 
before spraying the rest of the turf. 

They Got the Green 
Without the Growth 
R e a d h o w o n e of t h e l a r g e s t 
l a n d s c a p e m a i n t e n a n c e a n d 
ins ta l la t ion c o n t r a c t o r s in t h e 
South a c h i e v e s br i l l iant , l o n g -
lasting g r e e n w i t h o u t e x c e s s i v e 
g r o w t h or e x p e n s e b y r e l y i n g 
m o r e o n F e R R O M E C ® L i q u i d 
I r o n a n d l e s s 
on n i t rogen . 

Everett Mealman, 
Chairman and 
Chief Executive Officer 
PBI/Gordon Corporation 

" I 
t's our belief that there are two basic 
factors that have a bearing on our suc-

cess as landscape maintenance and instal-
lation contractors," says Carl Love, main-
tenance supervisor, chemical division of 
Landscape Services Inc. (LSI), headquar-
tered in Birmingham, Alabama. They are: 
the health and appearance of the turf and 
ornamentals we manage; and customer 
satisfaction." 

Obviously, LSI is doing well on both 

counts, as witness the fact that they are one 
of the largest companies of this kind in the 
South. 

Their program for zoysia and Bermuda 
consists of a special fertilizer formulation 
that is designed to rely more on Ferromec 
than on nitrogen to supply the color. Five 
fertilizer applications per year are made . . . 
one every 40 days during the growing 
season, with a custom-tailored fall applica-
tion that varies from year to year. Ferromec 
is the major component in this 
program to assure maximum 
green-up. 

"This schedule gives us what 
we like to call show turf" says 
Love, "and yet the cost is more 
than competitive. Best of all, it 
doesn't result in excessive top-
growth that occurs when you 
rely completely on nitrogen for 
color." 

So much for healthy, beauti-
ful turf and reasonable costs. Carl Love 

But how about the way they treat their 
customers? 

"Customers want to know that you 
appreciate their business. They need to 
know that they can depend on you for 
special requests as well as day to day 
maintenance. Ferromec, with its fast, 
brilliant green-ups, is a real jewel in our 
customer relations program. Our customers 
see immediate results from a visit and 
know that, no matter what the occasion, 
their landscape will pass the test." 

How's that for treating your customer 
right! 

Love goes on to say that LSI has tested 
many liquid irons, but says that none of 
them measure up to Ferromec. 

"Ferromec is ideal," Love contends. "It 
always works! It works fast! The color lasts 
longer! It's economical . . . and perhaps 
most important of all in this environmental 
age . . . it gives us the green without the 
growth." 

W h y F e R R O M E C is super ior 
to other l iquid irons 

Ferromec is formulated by a patented 
process which creates a stable solution of 
urea and iron sulfate. The nitrogen in 
Ferromec, being in urea form, carries the 
iron into the plant quickly and efficiently. 
Although stable in solution, the urea and 
iron quickly break down after being 
absorbed by the plant. 

Thus Ferromec produces a radiant green 
fast!... usually within 24 hours, depending 
on conditions. 

Yet the amount of nitrogen in Ferromec is 
so miniscule that you get this dramatic 
green without the unwanted topgrowth 
associated with heavy nitrogen fertiliza-

tion. The color generally lasts 
through five to six mowings. 

Furthermore, the urea in 
Ferromec holds the iron in a 
Ferrous state. Thus that portion 
of a Ferromec spray treatment 
which misses the leaves and falls 
to the ground can still be slowly 
absorbed through the roots. 

If you, like Carl Love, want 
the "green without the growth" 
try Ferromec — the liquid iron 
you can rely on. 

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

Circle No. 136 on Reader Inquiry Card 

' 1 2 1 7 W E S T 1 2 t h S T R E E T 
P. • . B O X 4 0 9 0 
K A N S A S C I T Y M I S S O U R I 6 4 1 0 1 
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FeRROMEC AC 
F e R R O M E C s is a registered t rademark of P B I / G o r d o n Corporat ion O P B I / G o r d o n Corporat ion, 1992 AMINE COMPATIBLE LIQUID IRON 



Ove* $100,000 m 
scholarships aireodv p»esented 

to Rutgers Umve»sity tut grass 
students 

Excellent Dark Color: W h e n c o m p a r e d to o ther tal l f escues , 
Rebe l J r p rov ides the deep , dark co lor p re fe r red by turf p ro fess iona ls . 

Improved Drought Tolerance: A d e e p , ex tens ive root 
s y s t e m a l lows Rebe l Jr to d isp lay excel lent d rought to lerance. 

The darker color of Rebel Jr is apparent in these test plots comparing 
Rebel Jr to other tall fescues. 

L e s s C l i p p i n g s : T h e l o w e r , s l o w e r g r o w t h ra te of R e b e l J r 
resul ts in eas ie r m o w i n g a n d 3 0 % less c l ipp ings. Howeve r , it is p roven to 
have a n a d v a n t a g e over the cur rent , much- ta l ked -abou t "ex t reme dwar fs " ; 
as Rebe l Jr d o e s not g r o w so s lowly that the p lant 's rate of es tab l i shment , 
v igor , to le rance to traf f ic a n d s t ress, or recupera t i ve qual i t ies a re a f fec ted. 
T h e modera te l y s low g row th rate of Rebe l Jr is a dist inct a d v a n t a g e over 
that of the e x t r e m e dwar f var iet ies. 

Rate of Establ ishment: Wh i l e Rebe l Jr d isp lays modera te l y 
s l ow g row th , its ra te of es tab l i shmen t is fas te r t h a n the e x t r e m e dwar f 
var ie t ies s u c h as Bonsa i . 

The dense, slower growth of Rebel Jr can be seen one week after mowing. 

Top Per formance with Less Maintenance: Rebel 
Jr f r o m s e e d or s o d is adap tab le to ful l sun or mode ra te shade . It needs 
o n l y l o w t o m e d i u m m a i n t e n a n c e a n d u s e s 2 5 % l e s s f e r t i l i z e r t h a n 
Ken tucky b luegrass . 

Rebel Jr will give excellent performance in sun or shade. It's ideal for use 
in hard-to-maintain areas such as golf course green banks, slopes and 
bunker faces. 

1foot 

T y p i c a l 
R o o t 

D e v e l o p m e n t 

Ken tucky 
M B luegrass 
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Rebe l J r • 

1 foot 

2 feet 

3 feet 

R e c o m m e n d e d Seed Mixtures 
for Sun or Shade 

H O M E L A W N S 
1 0 0 % Rebe l J r Ta l l Fescue 

or 
9 0 % Rebe l J r Ta l l Fescue 
1 0 % Baron or N a s s a u 

Ken tucky B luegrass 
or 

3 4 % Rebe l J r Ta l l Fescue 
3 3 % Rebe l II Tal l Fescue 
3 3 % Tr ibu te Tal l Fescue 

G O L F C O U R S E R O U G H S 
9 0 % Rebe l Jr Tal l Fescue 
1 0 % G e o r g e t o w n Ken tucky 

B luegrass 
or 

3 0 % Rebe l J r Ta l l Fescue 
3 0 % Rebe l II Ta l l Fescue 
2 0 % Tr ibu te Tal l Fescue 
1 0 % Pa lmer II Perenn ia l 

Ryeg rass 
1 0 % G e o r g e t o w n Ken tucky 

B luegrass 

ATHLET IC FIELDS 
8 0 % Rebe l Jr Tal l Fescue 
1 0 % Pa lmer II Perennial 

Ryegrass 
1 0 % Baron or Nassau 

Ken tucky Bluegrass 
or 

3 0 % Rebe l Jr Tal l Fescue 
3 0 % Rebe l II Tal l Fescue 
2 0 % Tr ibu te Tal l Fescue 
1 0 % Pa lmer II Perennial 

Ryegrass 
1 0 % Baron or Nassau 

Ken tucky Bluegrass 

UTILITY TURF 
1 0 0 % Rebe l Jr Tal l Fescue 

or 
3 4 % Rebe l Jr Tal l Fescue 
3 3 % Rebe l II Tal l Fescue 
3 3 % Tr ibu te Tal l Fescue 

G O L F C O U R S E B U N K E R S 
Rebe l J r Ta l l Fescue S o d 

or 
Rebe l Jr , Rebe l II a n d Tr ibu te Tal l Fescue S o d 

Use Rebel Jr wherever a tall fescue is suitable. 
You'll get dark color, moderately slow growth 

and top per formance in sun or shade. 

L o f t s S e e d I n c . 
W o r l d ' s l a r g e s t m a r k e t e r of t u r f g r a s s s e e d 
Bound Brook, NJ 08805 
(908) 356-8700 • (800) 526-3890 

Lofts/NewEngland 
Arlington, MA 
(617) 648-7550 
(800) 648-7333 

Lofts/Maryland 
Beltsville, MD 
(301)937-9292 
(800) 732-3332 

Lofts/Great Western 
Albany, OR 
(503) 928-3100 
(800) 547-4063 

Sunbelt Seeds, Inc. 
Norcross, GA 
(404) 448-9932 
(800) 522-7333 

Lofts/Ohio 
Wilmington, 
(513) 382-11 
(800) 328-11 

To locate the Lofts' distributor nearest you, call (800) 526-3890 (Eastern US) • (800) 547-4063 (Western US) 


