


Tee-2-Green Corp. 

"We Do See Eye-to-Eye on PennLinks" 
Frank Gill III, Superintendent 
The Fields of Rosemont, LaGrange, GA 
• Public 18 hole course 
• Sand base greens 
• Open prairie design 
• Triplex-mowed greens 
• Organic nutrients 

"When the word was out that we had 
bentgrass greens, our numbers went up 
considerably. Players tell us our 
greens are fast and smooth as glass 
when compared with bermuda. PennLinks 
is the icing on the cake!" 

Paul Cheplick, Superintendent 
Highland Country Club, LaGrange, GA 
• Private 18 hole course 
• Soil push-up greens 
• Dense trees, limited air movement 
• Walk-mowed greens 
• Granular and sprayable nutrients 

"The members and guests at our club 
have raised their perception of our 
facility dramatically since converting 
to PennLinks bentgrass. And we 
don't go through the inconvenience 
or transition of Winter overseeding." 

PO Box 250, Hubbard, Oregon 97032 USA • 800-547-0255 • FAX 503-651-2351 
Circle No. 137 on Reader Inquiry Card 

PennLinks: 
Gorgeous in Georgia 

7th Green, Highland C.C. 



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 Association of Nurserymen (Na-
tional Landscape Association), 1250 I St. NW. 
Suite 500. Washington, DC 20005; (202) 789-
2900. 

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 («rounds Management Society, 
120 Cockeysville Rd.. Suite 104. Hunt Valley, 
MD 21031; (410) 584-9754. 

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, Suite 900, 
Washington, D.C. 20005; (202) 872-3860. 

Manager's 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. 

AS WE SEE IT 
t&RRY.MclVER, MANAGING EDITOR 

Natural turf, hort therapy and 
other musings for the month 

The University of Missouri will soon 
replace its "concrete" football field with 
natural turf—good news for players and 
athlet ic department budget-balancers . 
Medical costs are high enough without 
avoidable sports injuries. The switch is 
happening at schools across the U.S. 

How ironic: artificial turf was celebrat-
ed as being so much cheaper to maintain 
than natural turf (which, by the way, is not 
true) and look at what happened. Costs 
from injuries go through the dome. 

Get ready for a rough few years if 
you're an athj£^£Ti£|d 
ment is 
meanytfuSgefs ain't goin' n o w h e ^ f t u K 
mayhe (Jg^n. ^ ^ 

/ ^ y e got to invent new ways to r a i s ^ ^ 
mariey/from casinoni£hfc^tp field rentals. 
Tp^^should be a wa^t6vin$rease athletic 
fifclchnaintenance dotfars^ especially if field 
u$e ¡¿on the rise. p- - * \ 

Tim B o w y V * > ^ S b u t h e 
Niir$eg,es, for ()í^a4Jil¿llc, 

depart me«rt* . fhi s e t j ^ f {¿¿fc^ftf the old 
f ie ld\\c^a0if l i£ to Bowyer, alumni are 
happy t(\pay "big money" for a clod off tl 
old field (nbt^to be confused with a chj^off 
the old block)^^speciallyjf_tlie-«dtool has 
a strong football tradition. 

Hort therapy 
When we first heard about "horticul-

tural therapy," the term made me cringe 
from the "New Age" connotations it con-
jured up. But this is different. Douglas 
Airhart, associate professor at Tennessee 
Technological University, says horticul-
tural therapy helps rehabilitate disabled 
or otherwise ill persons through contact 
with plants. 

"Most gardeners know the soul-reviv-
ing powers of gardening, the excitement of 
the first bloom, and the therapeutic exer-
cise involved in hoeing, weeding and prun-
ing," says Airhart. 

"Today, trainied horticultural thera-
pists use the healing powers of gardening 
and horticultural activities to help people 

learn to help themselves, in hospitals, 
nursing homes, schools, prisons, botanical 
gardens and flower shops." 

Airhart says hor t therapy helps to 
improve self-esteem, social interaction, 
intellectual st imulation and emotional 
development. 

Not to get all fuzzy wuzzy here, but 
working with plants—even if it's as simple 
as transplanting a fern to a larger pot (the 
extent of my own involvement and exper-
tise in horticulture)—seems a pleasant-
enough thing to do. 

Apparently, the therapeutic value of 
horticultural pursuit is "rooted" (sorry, 
couldn't resist the pun) in ancient Egypt. 
Jn the U.S., says Airhart, it was common 

r 18th century mental institutions to 
ploy patients in the growing and har-
Iting of crops on the farmland, 

or more in format ion , c o n t a c t Dr. 
Airhart at (615) 372-3288. 

An industry's loss 
Finally, the green industry lost an ally 

fod pract i t ioner of rat ional , educated 
debate on environmental issues with the 
death in December of Dixy Lee Ray. 

Ray, a former governor of Washington 
state, wrote two books over the past few 
years dealing with common sense and 
environmental protection. "Trashing the 
Planet" is a well-written and fact-filled ref-
erence in the debate over what man is sup-
posedly doing to the environment in the 
name of progress. 

Ms. Ray and her common sense will be 
missed. 



W H A T THIS MACHINERY D O E S TO YOUR GRASS, PRIM« 



OES To YOUR MAINTENANCE COSTS. 
You already know that 

Primo®can reduce your fairway 

mowings by up to one-third. 

But what you may not 

have considered, is how fewer 

mowings can mean more free 

time for your crew to work on 

other projects. 

And it goes without saying 

that if you can get more done 

in less time, you save money. 

It's all possible with Primo 

for turf growth management. 

Because Primo makes grass 

grow half as fast. And the cost 

of applying it is more than 

recouped by your lighter mow-

ing schedule. 

Contact your authorized 

Primo distributor or Ciba 

sales representative to learn 

more about how Primo can 

help you save time. 

Because, as they say, time 

is money. 



12 Rebuilding the soil 
Where do you start when you want healthy turfgrass 

and landscape ornamentals? With the soil. So if your 

soil isn't up to snuff, here's what to do. 

Ron Hall 

14 LM Reports: Dethatchers 
Thatch build-up can rob turfgrass plants of valuable 

nutrients and siphon water from the root system. 

Here are some mechanical and chemical dethatchers 

you might consider. 

Terry Mclver 

18 Mulching mowers 
Critics of mulching mowers have been too harsh, says 

this University of Georgia expert. They are here to 

stay, because they're helping save the environment— 

in more ways than one. 

Jerry Roche 

20 Budget woes 
Due to many changes—both good and bad—today's 

sports tur f manager has to budget wiser, work 

smarter and communicate better. 

Terry Mclver 

26 Making the megadeal 
Can you visualize it, before it happens? That's the first 

step toward actually selling the deal of your dreams, 

says marketing guru Joel Lerner. 

Jerry Roche 

28 Motivation and productivity 
'If you rule with an iron fist, you get either malicious 

obedience or gleeful insubordination,' this expert says. 

Jerry Roche 

32 Bottom-up management 
Ask your employees what they want and need for the 

company, solicit their suggestions—and then listen. 

Ed Wandtke 

41 High services, low prices 
Because of the way NatureScape is run, it can adjust 

to the needs of its clients, and keep them happy. 

Jim Guyette 

44 Stopping financial leaks 
One leak in itself is not dangerous to the well-being of 

your company, but many leaks can lead to disaster. 

Dan Sautner 

46 Point and click 
Powering your business with the new computers is 

not hard to learn. With the advent of recent user-

friendly programs, mastering computers is easier. 

Bess Ritter May 

I 

50 Spring turf fertilization 
Early spring is a time to review your fertilization pro-

gram. Did your turf f lourish last season, or was 

growth poor? Was it non-responsive to fertilization? 

J.B. Sartain, Ph.D. 

51 Keys to pruning 
The key to pruning is knowing the difference between 

heading and th inn ing , says Dr. Gary Wade of the 

University of Georgia. 

54 Turf in shade 
Turfgrasses need at least four hours of full sunlight 

per day. You, however, can make certain decisions 

that will help turf in shady areas stay healthy. 

Joseph M. DiPaola, Ph.D. 



G O L F « S C A P I 

56 Forever open 
The Merit Club has been granted a government easement, preserving it 

as open space for perputity. The course includes 30 acres of wetlands, a 

30-acre savannah and a two-acre tree nursery. 

60 Fertility management 
This is a difficult aspect of managing high sand content sports fields and 

golf greens, and the related problems can be as insidious as any faced by a 

turf manager. 

James Latham 

C A R E I N D U S T R Y 

62 A vital part of profit-making 
Consultant Charles Vander Kooi says you don't start making a profit until 

you pay your overhead, otherwise known as 'the bill in the night.' 

Ron Hall 

66 Becoming certified 
Professional turfgrass certification is finally here, thanks to a partnership 

between the University of Georgia and the PLCAA. Here's the deal on CTPs. 

Ron Hall 

T T O P I 

73 How goes the green industry? 
According to statistics from various sources—the Outdoor Power 

Equipment Institute, Irwin Broh & Associates and Green Exports USA— 

the industry goes well, thank you. 
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We've made cultiva 
Good cultivation takes the right 

traction unit and the right imple-

ment. That's why most bunker 

rakes don't cultivate as well as 

the John Deem 1200. They 

simply don't measure up. 

The 1200's mid-mount culti-

vator features 10 deep-penetrat-

ing blades that can be locked 

into five different positions. 

A high-torque 10-hp engine 

powers the 1200 while a gear-

driven transaxle puts that power 

to work with an impressive gear 

reduction of 164:1. Combined, 

they deliver tremendous 

pulling power. 

The result: A combination of 

power and depth control that 

results in a cleaner, more con-

sistent playing surface than you 



get with other machines. 

You get better bunkers, 

happier players. 

For the name of your nearest 

distributor, or free literature, call 

1-800-544-2122. Or write John 

Deere, Dept 956, Moline, IL 61265. /SEE* 

NOTHING RUNS 
LIKE A DEERE® 



ASK THE 
EXPERT 

DR. BALAKRISHNA RAO 

Determining tree health and stability 
Problem: One of our clients has a large, 31¿ ft. dbh oak tree in their 
yard close to a swimming pool. This tree has a basal root rot and 
the tree is leaning towards the pool slightly. Is there some way to 
find out how strong the tree is, and whether or not it can be saved? 
Another tree in the neighborhood died last year, possibly due to a 
similar problem. (Ohio) 
Solution: Several disease-causing agents can cause root rot and 

make trees unstable. Depending upon the health of your trees, 

this could be a potentially hazardous tree and may be a liabili-

ty problem. 

To determine the tree's health, contact a certified arborist 

with experience in dealing with hazardous tree evaluations. 

The extended type of root rot and/or possible internal 

decay/cavity need to be examined before providing any preser-

vation treatments. 

After the evaluation, if the tree has good supporting tissues, then 

consider providing cultural treatments, including proper fertilizing, 

mulching, aerating and selective pruning to help improve the 

plant's health. 

If the crown is very heavy, selective pruning should help air 

movement and reduce the risk from storm damage. 

In general, root rot diseases are difficult to manage. If the dis-

ease is caused by fungi like Phythopthora sp., Subdue or Aliette 

fungicide treaments might be beneficial. If the root rot disease is 

caused by Armillaria sp., the causal agent of shoestring root rot, 

no known fungicidal treatments will manage this. General recom-

mendations include removing the soil from the base of the tree 

and root flare, and opening the affected area to allow it to air dry. 

This will help the tree produce would tissue faster. Before winter, 

put the soil back on the root flare to protect it from low tempera-

ture injury. 

For all practical purposes, in my opinion the tree should be 

considered unstable if there is any basal rot or decay. If it is a 

potential liability issue, then removing the tree might be a 

good idea. 

Are pesticides weakened by high pH? 
Problem: We understand that certain pesticides can break down 
rapidly if the pH of the water in the mixture is above 7.0. Is the 
insecticide Sevin subject to this problem? If so, what effect will it 
have on pest management results? Also how long can a treatment 
mixture be retained and used? Sometimes, due to rain or other 
problems, we may not be able to use pre-mixed solutions. (New 
York) 
Solution: Many pesticides are sensitive to degradation by the 

chemical reaction—alkaline hydrolysi—when mixed with water 

containing a high pH. This reaction and degradation is commonly 

experienced with carbamates or organophosphates. With some 

exceptions, the degradation process is generally faster with carba-

mate pesticides like Sevin than with organophosphate pesticides 

such as Dursban. 

Since you are concerned with Sevin insecticide, the following 

information should help you better understand the problem. 

Laboratory studies with Sevin brand carbaryl showed the following 

rates of degradation based on half-life of carbaryl under different 

pH ranges. 

Spray pH Carbaryl half-life 
3.0 Stable 
5.0 Stable 
6.0 Stable at 25° C; 29 days at 35° C 
7.0 10.5 days at 20° C 
8.0 1.3 days 
9.0 2.5 hours 
10.0 15 minutes 

In reviewing the above information, it appears that, for opti-

mum treatment results, it is better to have a pH maintained closer 

to neutral or lower. As you can see, even at pH 8.0 the materials 

half-life would be 1.3 days, which means it should be good for part 

of the following day if you mixed the previous day. However, if you 

can maintain the pH of 7 (neutral) the shelf life can be extended to 

10.5 days at 20° C. 

A Rhone-Poulenc company representative says that the more 

dilute the spray solution and/or the higher the temperature of the 

spray mix, the greater and more rapid are the effects of pH. 

Read and follow label specifications for better results. 

Dylox not labeled for chinch bugs 
Problem: Can we use Dylox granular insecticide to manage a 
chinch bug problem in lawns? (Pennsylvania) 
Solution: The Dylox 6.2 granular insecticide label does not 

include chinch bug. Although those who have used Dylox for grub 

control feel that it gives some level of control of chinch bugs also. 

However, Dursban has been known to better manage chinch bugs. 

I suggest using other insecticides since Dylox is not labeled for 

chinch bugs. 

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. 



Right Products 
Right Advice 
RighL§çnrice 

c a î b ^ J 

M To Tetra 
You'll find a single, 
convenient source for 
insecticides, herbicides, 
fungicides, adjuvants, 
fertilizers, micronutrients, 
turfseed and much more. 
All at competitive prices. 
Choose from a line-up that 
includes major brands as 
well as our own high-quality 
line of Terra Professional 
Products. All it takes is a 
phone call. You'll get the 
service you want. And you'll 

From Terra 
For your nearest sales 

and service location, call: 

1-800-831-1002 
Ext. 225 

get the agronomic advice, 
technical support and 

product information you 
need. From soil testing 

and plant-tissue analysis 
to complete fertility 

recommendations. From 
seed selection to pest 

control. Talk to Terra. For 
the right products. The right 

advice. And the right 
service. Terra International, 

Inc., PO. Box 6000, Sioux 
City, Iowa 51102-6000 



IF YOU HAVENT USED 

BARRICADE YET, 

LISTEN TO THOSE 

WHO HAVE. 
Bill Womac 

Superintendent 

Dunwoody Country Club 

Dunwoody, Georgia 

"Barricade's extra length of control 
is an advantage to us in the South, 
especially with our long, hot 
growing season. Overall, Barricade 
has proven to be more cost-effective 
for us than other preemergence 
herbicides we've tried. We plan to 
use more next year." 

Barricade 
H E R B I C I D E 

T h e Prec is ion P e r f o r m e r . 

Steve Carr 

Superintendent 

Pocassett Golf Club 

Pocassett, Massachusetts 

"Barricade makes it easy for us to fine 
tune our control program, as the length 
of control is determined by the rate 
used. We've found that one 
application is all it takes to 
keep us crabgrass free until 
the start of cold weather.' 

DISTRIBUTED BY: AG RESOURCES. INC. 
BRANDON, FL 

AGRA TURF 
SEARCY, AR 

AGRI TURF, INC. 
HATFIELD. MA 

THE ANDERSONS 
MAUMEE, OH 

BENHAM CHEMICAL CO. 
FARMINGTON HILLS. MI 

CANNON TURF SUPPLY. INC . 
INDIANAPOLIS, IN 

ESTES, INC. 

WICHITA FALLS. TX 

FISHER & SON. CO. 
MALVERN. PA 

E.H. GRIFFITH. INC. 
PITTSBURGH, PA 

GEORGE W HILL & CO. HOWARD JOHNSON S ENT. KNOX FERTILIZER CO. KOOS/SHORE, INC. 
FLORENCE, KY MILWAUKEE, WI KNOX, IN KENOSHA, WI 



Dick Stuntz 

Superintendent 

Alvamar Country Club 

Lawrence, Kansas 

"With the amount offlooding and heat we've had this 
season, most preemergence herbicides would 
have fizzled out by now — but not 
Barricade. It's still giving us 
excellent control." 

John Freeman 

Superintendent 

Deerwood Country Club 

Kingwood, Texas 

"Our preemergence weed 
control program was 
too expensive 
Rather than 
cut back we switched to 
Barricade. Now, for the 
same dollars, we not only 
get excellent control, but 
also more coverage. Plus, 
we have the advantage of 
using multiple applications 
and getting better control 
of a broader spectrum 
of weeds." 

SANDOZ Lsc pesticidcs ctXccUyely. Read and fotlou Jabel rf)structions carefitflj. 
Barricade* ^ a regisrered tradem.uk <>f Sandoz Ltd. © T993 Sandoz AgiödtäL 

LEA S GREEN MEADOWS. INC. 
TEMPLE HILLS. MD 

LEBANON TURF PRODUCTS. INC.. PENAGRO T&O PRODUCTS PENNINGTON ENTERPRISES. INC., PROFESSIONAL TURF SPECIALTIES. INC.. REGAL CHEMICAL CO. 
LEBANON, PA BOONE. NC MADISON. GA ST. CHARLES, MO ALPHARETTA, GA 

TURF INDUSTRIES. INC. 
HOUSTON. TX 

TURF PRODUCTS LTD.. INC. 
W. CHICAGO, IL 

TURF SUPPLY COMPANY 
EAGAN, MN 

UNITED HORTICULTURAL 
SUPPLY. SALEM. OR 

VIGORO INDUSTRIES, INC. 
WINTER HAVEN, FL 

WILBUR-ELLIS COMPANY 
KENT. WA 



Compost could be the answer to ^ 

creating a nutrient-rich soil t h a t ^ |ng 
oil 

can promote healthy, 

tolerant turfgrass 

stands 

Dark brown 
compost 
helps mums 
'pop' at Sea 
World 

• Scoop the dark material up in your 

hands. It's barely moist to the touch with 

an earthy but not unpleasant odor. 

If it's good compost, if it comes from a 

pile that's weed free, that's been mixed and 

Thirty 
percent 
sand, 40 
percent 
soil, 30 
percent 
organix 
matter for 
best 
growth. 

turned properly. If it hasn't been hurried 

and it's been allowed to run its course bio-

logically and chemically, it will crumble 

and dissolve through your fingers like 

something precious. 

Commercial compost 

manufacturers are con-

vinced—with a little hope 

and trepidation thrown 

in—that the green indus-

try will use more of their 

product. They believe that 

demand for compost 

should increase substan-

tially for its use in "recipe" 

(blended) topsoils, and as 

an amendment for poorer-

quality native soils. 

Implications for the 

green industry are excit-

ing. Compost promises to 

be the next major source 

of organic material that 

landscape managers use to 

modify or improve soils for 

turfgrass, ornamentals, 

planting beds. 

Thomas Taylor, land-

scape manager at the 

University of Delaware in 

Wilmington, has been 

using compost for years, primarily for con-

struction and reconstruction of turfgrass 

areas, particularly athletic fields. He esti-

mates the university has purchased almost 

5,000 cubic yards of compost. 

"Using compost is an inexpensive 

and ecologically sound procedure to 

improve native soils for the specific 

purposes of growing turf and other 

plants," Taylor says. 

Taylor rebuilt the university's football 

field by removing the top eight inches of 

the field's existing silt/loam soil and 

replacing it with a native loamy/sand soil 

amended with compost. 

In a separate project, he says 400 yards 

of compost incorporated into the native 

soil of the school's lacrosse field now 

allow that field to be aerated with normal 

aeration equipment. Aeration is some-

times impossible in two nearby practice 

fields where soils haven't been improved 

with compost. 

"The incorporation of compost as a soil 

amendment is not a complete answer, but 

it has proven its worth to us," says Taylor. 

Why use it?—Taylor says more 

landscape managers will use compost 

if it's: 

^inexpensive, 

^easily available in bulk quantity, 

Wof uniform quality and texture, 

^deliverable with minimum notice to 

reduce on site storage and odors. 

"The biggest reason we use it is 

because of the color," adds Rob 

McCartney, horticulturist and grounds 

manager at Sea World, Aurora, Ohio. The 

lasting, dark brown product he receives— 

darker than coffee grounds—helps Sea 

World's floral displays "pop out" at visi-

tors, he explains. 

In addition to serving as a substitute 

for mulch, McCartney uses compost as a 

soil amendment in Sea World's planting 

beds. His Sea World crew must plant 

thousands of flowers in just weeks. 

Sometimes the crew just has time to 

"drill holes in the soil and slip them in." 

McCartney says that compost-condi-



University of 
Delaware field 
has native 
loamy/sand 
soil amended 
with 
compost. 

Compost as 
a soil 
amendment 
in Sea 
World's 
planting 
beds. Sea 
World crews 
must plant 
thousands 
of flowers in 
just weeks. 

tioned soil allows them to do this more 

efficiently. Also, Sea World uses compost 

as a topdressing for its many "pocket" 

lawns, again with visible improvement to 

these areas. 

McCartney admits he puts much trust 

in a product many landscape professionals 

are just learning about. Park visitors, how-

ever, tell him that what he and the his 

crew are doing with compost is appreciat-

ed. Visitor surveys, he says, put Sea 

World's landscape at the top of the list of 

attractions they like most. 

What can it do?—Soil scientist Dr. Ed 

McCoy of Ohio State University describes 

organic material, including compost, as 

the "buffer" in the soil. He says it buffers 

the soil: 

• from excessive drought; 

• microbiologically, increasing the 

soil's microbial diversity; 

• chemically, by providing a cation 

exchange capacity. 

The bigger question, asks McCoy, is 

how much organic matter is needed to 

provide soil characteristics leading to opti-

mum turfgrass growth? 

"There is a point of diminishing return 

as you add more and more peat to the sys-

tem to essentially where you have a full 

organic soil, and you really don't get much 

additional benefit," he says. 

McCoy suggests a ratio of about 30 per-

cent sand, 40 percent soil and 30 percent 

organic matter (5-10% by weight) for best 

turfgrass growth. Either peat or compost 

can be used as the soil's organic compo-

nent, although the two materials differ. 

Compost generally differs from peat, says 

McCoy, in that it: 

• is more aromatic, 

• is finer textured, 

• has a lower cation exchange capaci-

ty because it has a lower organic content, 

• tends to have higher soluble salts, 

and 

• tends to have a higher pH. 

"If you put compost as an amend-

ment into a clay soil, you can improve 

aeration and soil structure. You get 

better turfgrass rooting, better turf 

growth." adds Dr. Peter Landschoot, 

Penn State University, who spoke about 

compost at the Ohio Turfgrass Con-

ference this past July. 

W h a t ' s avai lable?—Landschoot, 

who has been studying composts for 

several years, has reviewed products 

made from landscape debris, a paper 

mill, brewery wastes, mushroom pro-

duction, sewage sludge, and, even, 

poultry manure. 

"Composts vary tremendously from 

source to source either in their chemical 

or physical properties," he says. For 

instance, of the composts he's tested, 

organic matter content ranged from 15 to 

80 percent, moisture content from 20 to 

60 percent, and pH from 6.0 to 9.0. Also, 

some composts have different car-

bon/nitrogen ratios and levels of solu-

ble salts. 

In his Penn State experiments, work-

ers bulldozed five inches of 

topsoil from plots, leaving a 

"lousy subsoil" to plant turf-

grass. The researchers then 

worked and rototilled the 

soil and added different com-

post products, a two-inch 

layer (about 6 cu.yds./l,000 

sq.ft.) of each to predeter-

mined plots, leaving some 

without compost as checks. 

They planted all plots with 

Baron Kentucky bluegrass. 

"All of these products 

improved turf cover 32 days 

after seeding over the con-

trols," reports Landschoot, 

although there were "some 

pretty signif icant differ-

ences" among products in 

the rate of establishment. 

—Ron Hall 

Landscape manager Thomas Taylor 
uses compost to amend soils in the 
athletic fields at the University of 
Delaware. 

Rob McCartney, horticulturist at Sea World, Aurora, 
Ohio, says rich, dark color of compost gives the theme 
park's floral displays more sparkle. 
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Spring is 
for lawn 
dethatching 
Whichever your budget 
permits, a dethatcher is an 
important tool. You can't 
meet spring without one. 

• It's the landscape and lawn care indus-

try's equivalent to "a fresh coat of paint," 

or "spring cleaning." 

It's the one industry activity that sig-

nals, more than any other, the coming of a 

new growing season. 

Dethatching: a spring ritual that guar-

antees you another chance to start over. 

"Upon this green canvas you will paint 

your masterpiece." 

And whether your budget allows you to 

buy a unit dedicated exclusively to 

dethatching, or a trailer unit or an attach-

ment, if you don't have a dethatcher, you 

can't clear away the dead grass and stems 

and leaves and whatever else has built up 

in the turf since November. 

Here's a rundown of the dethatchers 

available for 1994, from companies that 

responded to our requests for information. 

Included are two liquid products, which 

depend on microbial action to eliminate 

thatch. 

Want more info? Just circle the appro-

priate number on the reply card. 

—Terry Mclver 

Walker's spring tine dethatcher 
attachment removes and collects lawn 
thatch in one pass. Thatch is collected 
by the Walker GHS vacuum. (#320) 

Gandy's dethatcher deck is 540-pto driven 
from tractors 18 hp and higher. (#312) 

Ransomes America Corporation's Ren-
O-Thin features include four inter-
changeable reels for dethatching, thin-
ning and vertical cutt ing. (#317) 

The Parker Power Thatcher 
cuts a full 19-inch swath 
through built up thatch. Three 
reel attachments to choose 
from: tine, knife and flail. 
(#316) 

The Jacobsen Aero King 1 3 2 1 not 
only dethatches, it is also a seeder 
and verti-cutter. (#313) 

Precision Products 
makes a variety of 
heavy duty trailer 
dethatchers. Shown 
is Model TT-400. It's 
40 inches wide, with 
adjustable spring 
steel tines. The unit 
weighs 36 lbs. 
(#323) 



Dethatching equipment for 1994 
Company Product Features 
Fuerst Bros. 
Circle No. 311 

Flexible tine harrow Prepares seedbeds, breaks up aeration cores and helps work seed 
into the soil. Prepare fine seedbeds quickly and easily with this flat, 
pull-behind harrow. Smooth out sharp edges of roughgrading prior 
to seeding or placing sod. Covers seed and firms soil to improve 
germination. 

Gandy Co. 
Circle No. 312 

PTO units New options for its 48-inch, 3-pt. hitch dethatcher/overseeder:the 
deck has 8-inch saw-tooth blades on 2-inch centers; seed can be 
placed alongside disc openers, which can be angled to achieve wid-
dth of slit desired; or, a seed shoe assembly channels seeds directly 
into the turf. 

Jacobsen 
Circle No. 313 

Aero King 1321 Also a seeder and verti-cutter; front-mounted verticut blades allow the 
operator to verticut and seed at once. Vertictting, seeding or thatch-
ing can be performed singly; 13-hp Honda engine. 

F. D. Kees Mfg. 
Circle No. 314 

Power rake De6thatcher is easily converted to Power Slice vertical cut aerator. 
Standard features: 5 hp Briggs & Stratton IC engine, Kevlar corded 
drive belt, 28 steel fingers to remove thatch or 20 steel blades that 
slice, thin and aerate turf. 

Lesco 
Circle No. 315 

Dethatcher A durable 5-hp Briggs & Stratton industrial/commercial engine drives 
the blade shaft through two cast iron pulleys and a heavy-duty B-sec-
ton V-Belt; 16 heat-treated high-carbon steel, double-tipped blades; 
unit weighs 107 lbs; width is 30-inches. 

Mathews Co. 
Circle No. 316 

Lawn Genie Pick-up mowers mow, thatch, sweep and mulch lawn large areas of 
turf. Unit verticuts, cleans and picks up debris in one pass; vacuum 
action lifts clippings, leaves, twigs, pine needles, and thatch into an 
all metal hopper. 

Parker Sweeper Co. 
Circle No. 317 

Thatch O-Matic Power rakes are build for a wide range of lawn care applications. 5 
hp Briggs & Stratton engine with recoil starter; handle mounted idler 
clutch and throttle control; easy height adjustment features . 

Ransomes America 
Circle No. 318 

Ryan Ren-O-Thin IV For a variety of turf duties. Four interchangeable reels, for dethatch-
ing, thinning and vertical cutting. Reverse handlebars to break up 
aeration cores. Spring-loaded clutch control 

Salsco 
Circle No. 319 

Seeder/dethatcher The Model 360 Operates on 4-wheel drive and is powered by an 8-hp 
Honda engine. The seed hopper holds 25 lbs. of seed. In the seeder 
mode, with the hopper connected, the 380 seeder/dethatcher is capa-
ble of seeding 22,500 sq. ft. per hour. One lever lowers cutters, sets 
cutter depth, activates cutter. 

Turfco 
Circle No. 320 

Slice-N-Rake 
i 

A power rake and dethatcher that features fixed blades that rotate in 
the reverse as the unit moves forward. According to Turfco, this rota-
tion allows the blades to enter the thatch like a hook and pull it up 
and out of the turf.Light alloy deck for easy loading. Powered by a 5 
hp Briggs and Stratton engine. Quick depth of cut adjustment. 

Walker Manufacturing Tine attachment 
Circle No. 321 

Spring tine dethatcher attachment removes and collects lawn thatch 
in one pass. Thatch is collected by the Walker GHS vacuum. The 
dethating unit attaches easily onto the 36- or 42-inch mower deck 
without fasteners. 

Aabaco Industries 
Circle No. 322 

Luma-dethatch Accelerates thatch decomposition. A powerful collection of bacteria 
strains aggressively attack thatch and convert it into humus; 

Envirogenesis 
Circle No. 323 

Thatch biodigest Naturally-occurring microorganisms decompose thatch and restore 
the natural balance of water, air soil and nutrients, resulting in a 
strong and healthy root system; increases disease resistance. 

Source: LM phone/mail survey, January, 1994 



IT'S VERY SIM 
AGAS ENGINE 

T R U C K FORWARD 
• THE STRENGTH OF EXPERIENCE 

OFFiC!A L SPONSOR GM, CMC. GMC Thick and Forward are registered trade 

WoridCu^Sm^: o f G e n e r a l M o t o r s C o rP o r a t ' o n •"» «^t i iR -ss i 

If a diesel pump stands between you and a low 

cab forward, we've eliminated the obstacle. This is 

the power you want, with the convenience and 

familiarity you couldn't get - until now 

INTRODUCING THE NEW GMC FORWARD W4 GAS. 
Let's talk power. The W4 Gas is equipped with the 

GM 57L V8. Itfc the most powerful engine you can get 

in a Class 3 low cab forward (LCF) - 300 lb-ft of torque, 

for starters. And 190 horsepower, 40 more than the most 

powerful diesel available in a Class 3 LCE It also runs 

on regular unleaded gasoline. Efficient electronic fuel 

injection and the standard 38-gallon gas tank give 

the W4 Gas plenty of range between trips to the pump. 

There's a lot more to like, too. 

Hirn-on-a-dime maneuverability. 

The driver's forward positioa 

the panoramic visibility, 

power steering the tilt/ 

telescopic steering wheel 

and the adjustable dri-

ver's seat all chip in to 

make the machine 

easier to maneuver. 

Which is important in 

the tight spots on 

urban and commercial 

routes. 

Forward has a tight 

turning radius. You 'll 

appreciate that when 

you have to deliver in a 

tight spot. 

MORE BODY VOLUME. 
The shorter cab lets 

you go with bodies up to 

18 feet, longer than con-

ventional cab trucks and 

cutaway vans with the same 

overall length. So you can 

move more in every load. 

Quite simply, it s the most Easy access. You can 
powerful standard engine - and . . .1 . 

the only gas engine you'll find - 8 e t a t engme ^ Other 

in its class. inner workings in an instant, 

because the cab tilts forward 45? And without even 

tilting the cab, the driver can check fluids. 

Speaking of the driver, the W4 Gas also makes 

things easier there, too. The cab is easy to get into, 

spacious and comfortable once you're in. (It'll even 

seat three if necessary.) It's easy to drive, even for 

inexperienced drivers. 

WORK GETS DONE. MONEY GETS MADE. 
The GMC Forward W4 Gas makes your 

choice very simple. Its combination of LCF con-

venience and productive intelligence with a gas-

powered strength gets the work done quickly, 

efficiently. No nonsense. No hassles. With a 

dealer network that's the same way. For more 

information or a dealer's name and number, 

call 1-800-462-8782. 



Full-Serve. Self-Serve. 
Call us or send this card back for the name 
of your nearest dealer and our 1994 model 
catalogs. 

• Jimmy 
Compact 
Sport Utility 

• Yukon 
Sport Utility 

• Suburban 
Sport Utility 

• Safari 
Midsize Van 

• Sierra Full-
Size Pickup 

• Sonoma 
Compact 
Pickup 

• Rally Full-
Size Van 

• TopKick 
Medium Duty 
Conventional 

• Light 
Commercial 
Vehicle Family 

• Forward 
Low Cab 
Forward 

I'd like information on vehicles for • business use D personal use. 1 -800-GMC-TRUCK (462-8782) 
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Company. 
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Address _ 

City/State/ZIP _ 

Phone( ) 
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Mulching mowers: 
saving the environment? 

Critics of mulching mowers have been too harsh, 
says this University of Georgia expert. They are here 
to stay—with good reason. 

• Does the ultimate mulching mower exist? 

Probably not at this time, according to Dr. 

Bob Black, extension specialist in consumer 

horticulture for the University of Florida. 

"But mulching mowers are here to stay," 

Black told an audience at the Florida 

Turfgrass Conference. "We need to educate 

the customer as to their use." 

According to Black, the advantages of 

returning clippings to the lawn include: 

1) Landfills no longer accept yard waste. 

Studies have shown that lA acre of main-

tained grass yields 465 bushels of clippings 

per year. 

Other possi-

ble solutions to 

the yard waste/-

landfill prob-

lem might be 

using slower-

growing grass-

es, having less 

grass in the 

design, back-

yard compost-

ing, and using 

m u l c h e s . 

However, Black 

says, "return-

Mulchers come with a ing the clip-

variety of decks . pings to the 

lawn is the best solution." 

2) Returning clippings saves time, 

money, energy, fertilizer and water. A study 

in Texas showed that returning clippings 

cuts the average mowing time by 38 per-

cent. It saves money spent on fertilizer, 

plastic bags and hauling of clippings. It 

saves physical and chemical energy, and 

can save "as much as two pounds of fertiliz-

er per 1000 square feet per year," Black 

notes. Clippings also provide a shading 

medium so the turf uses less water. 

T y p e s of m o w e r s —The two types of 

mulching mowers are multi-use (convert-

ible) and dedicated. 

Consumer Reports magazine found 

mulching-only mowers were better than 

convertible. Bolens 8628, TroyBilt 8628R, 

John Deere Tricycler and Honda were the 

best one-inch units; Toro Recycler, Honda 

and Rally convertible models were best 

two-inch. 

Conversion kits include: 

• discharge chute or plug plate 

• special mulching blades 

• belts and fans that chip and broad-

cast the clippings 

• a deflector (Toro only) 

Quest ions—Here are some common 

concerns with using mulching mowers, and 

their answers, as provided by Black: 

Mulching 
mowers 
have been 
the sub-
jec t of 
many 
mowing 
trials. 

• Will they promote disease? A Texas A&M 

study showed not. 

• Will they promote weeds? Yes. 

• Will they promote thatch? No, according 

to a University of Illinois study. 

• Will they increase mowing frequency? No. 

• Can you mow wet grass? No. 

• Do you have to mow slower? Yes. 

• Do you have to adjust your fertilizer pro-

gram? A University of Illinois study showed 

that turf quality is better at low N levels. 

T ips—Black told the audience that 

these rules should be followed when using 

mulching mowers: 

1) Keep blades sharp. 

2) Cut off no more than one inch of leaf 

blade. 

3) Don't mow wet turf. 

4) Buy a high-quality machine. 

"Are mulching mowers a salvation or a 

curse?" Black concluded. "Neither. But 

they give the industry an opportunity to 

provide quality lawn care while saving 

energy and protecting the environment." 

—Jerry Roche 

Description of mulching mowers 
BOLENS BUNTON 

(EL IMINATOR) EXCEL GARDENWAY/ TORO VERSADECK 
BOLENS RECYCLER BY BOBCAT 

donut-shaped three distinct cut- "post-processor" "post-processor" deflectors that three two-
deck; blade has ting chambers, system of high- system of high- guide clippings stepped blades 
severa Iwing six-edged fanlike speed chopping speed chopping back into blade 
angles; two-step blades wheels in dis- wheels in discharge and into turf 
blade has short charge chutes chutes 
cutting edge 
down low and 
longer edge A to 
1 inch above 
first edge 

Source: Dr. Bob Black 



We Consider All Of These 
Grasses Part Of Our Turf. 
It's not surprising Basagran'1 

T/0 herbicide 
considers grass 
its turf. No other 
broadleaf herbi-
cide works as 
well on so 
many different 
lawns. 

Bluegrass, 
fescue, zoysia-
grass, you name it, 
Basagran T/O can be 
applied over-the-top to 
get to the bottom of 
some of your toughest 
problems - sedges. 
And not only is 
Basagran T/O gentle 

to use on 
nearly all 

established 
Unlike other herbicides that 
just bum yellow nutsedge 
back above the surface, 
Basagran T/O travels all 
the way to the rhizomes 

and tubers. 

turf, It can even be used 
as a directed spray near 
some of your favorite 
ornamental varieties. 

And if that weren't 
enough, Basagran 

T/O comes in 
two convenient 

package sizes 
to fit any job -

pint or 1 gallon jug. 
Protecting your turf 

from troublemakers like 
yellow nutsedge, 
chickweed or annual 

sedges has never been 
easier. Just call 
i. 1 -800 -878 -8060 . 

Simple solutions 
to complex 

problems. 

Basagran T/O does not control purple nutsedge. 
Always read and follow label directions. 
Basagran is a registered trademark of BASF AG. 
© 1993 BASF Corporation. JJ8931 TO 4 006 BASF 



athletic field use up, budgets down 
Due to many changes^-both 
good and bad—today's sports 
turf manager has to budget 
wiser, work smarter and 
communicate better. 

• It's the best and worst of times for 

today's athletic turf manager, as declining 

enrollment at colleges and universities results 

in smaller or frozen maintenance budgets. 

The good news is that sports participation 

by more students and developments in turf-

seed, fertilizers, chemicals and equipment are 

moving forward at full speed. Artificial turf is 

also losing ground in baseball and football 

applications. It's just not safe. 

Additionally, the NCAA has ruled that col-

leges must allow women's sports equal access 

to finances, for development of scholarship 

programs. 

"We're going to see a tremendous growth, 

institutionally, in field hockey, soccer and soft-

ball, and it's going to drive to some extent the 

way we plan the economics," says Tim Bowyer, 

a consultant with STN Sports, Inc. According 

to Bowyer, and other athletic turf specialists, 

athletic field use will increase but there will be 

less dollars to maintain those fields, apart from 

the capital required to build them. 

In both good times and bad, the athletic 

field manager faces one constant: the turf. 

Your budget may shrink, your crew may be 

cut, your game schedule may grow; but the 

fields have to look good—and play safe—every 

day of the week. 

Renovation in the '90s Economics 

makes renovation or replacement decisions 

especially tricky. 

"No one plans to fail," says Bowyer, "but we 

often fail to plan. 

"You've got to organize your thoughts," 

advises Bowyer, "and consider what you need. 

You must have a detailed plan, drawn to scale, 

that includes location of irrigation systems, 

outlets, water discharges and underground 

wires and pipes. 

'We also want safety first," says Bowyer, in 

addition to an aesthetically pleasing field 

appearance. 

Ithaca's ideas—A roundtable discussion 

during the most recent New York State 

Turfgrass Association's annual meeting in 

Rochester, N.Y. addressed the challenges of 

the '90s. 

Robert Deming, director of athletics at 

Ithaca College, says the injuries connected 

with artificial turf, at least among Division A 

football and baseball, means stadium conver-

sions to natural turf will be a big issue in com-

ing years. 

"Artificial turf has been found to provide 

less-than-ideal playing conditions," says 

Deming. Player safety is naturally one reason 

natural turf is preferred to artificial surfaces. 

The rising cost of medical care is the other. 

Deming says most colleges saw the decline 

coming, but the reality of the numbers is still 

sobering. 

Deming believes in using "creative priori-

tizing" of certain budget expenses. After an 

accident in which a player was cut leaping into 

a Cyclone fence in pursuit of a fly ball— 

Deming decided to cap the Cyclone fence 

around the field. To get the $980 request 

through, he assigned a "safety related factor" 

priority to the item. 

Post-season play in the college or high 

school ranks poses another challenge to main-

tenance budgets. Ithaca has often been in 

post-season baseball playoffs, and the solution, 

says Deming, is to add 20 percent to the fol-

lowing year's budget if post-season play looks 

probable. 

Communication between coaches and 

physical plant personnel and turf outsiders is a 

key element in the Ithaca plan. 

"There's no such thing as infinite wis-

dom," says Deming who believes in tapping 

into the knowledge and insight of others in 

the business. 

"You have the knowledge in your area," 

says Deming, "but you need to talk to the 

experts in the area of turf science. Seek 

answers and ask questions." 

Twice the problems - John Fik, grounds 

and landscape manager at Hobart College and 

William Smith College in Geneva, N.Y., has his 

hands full. Two colleges can mean twice the 

challenges. 

"Strike a balance between the needs of the 

coaches, the safety of the players with the 

agronomic needs of the turf," says Fik, who 

uses field hockey as an example. 

"Field hockey coaches are constantly striv-

ing for a very level surface, which is difficult to 

achieve in field hockey," explains Fik, who now 

uses a turf roller. 

"But rolling the turf too much can often 

impede percolation," warns Fik. 'The surface 

The athlet ic field 
manager's chal-
lenge: smaller 
budget, same 
results. 



TEXTRON 
Jacobsen Division of Textron. Inc. 

Circle No. 120 on Reader Inquiry Card 

More choices in agile, compact, high-
production mowing. 

Select a 16 hp gas, mechanically 
driven reel unit with 71" cutting width, 
or 16.5 hp diesel, 
hydraulically 
driven models in 
either 72" or 84" 
cutting widths. 

All three fea-
ture your choice 
of 5 or 10-blade 
reels that can 
be switched from fixed to floating simply 
by removing a bolt. Plus, foot-operated 
reel lift allows the operator to keep both 
hands on the responsive steering yoke 
for fast, precise cross-cutting. 

New standard features. 
The 1672D & 1684D now come equipped 

with on-demand, all-wheel drive and 
power backlap-
ping standard 
for the ultimate 
in triplex 
performance and 

value, 
and the 
TH-Kings' 
wide stance, lightweight 

design treads softly on 
delicate turf. 

Ask your Jacobsen dealer for a com-
plete demonstration. 

THE PROFESSIONALS CHOICE O N TURF. 

Full 10" overhang makes trimming a breeze. 
Get the most out of every ride—even around 

tricky traps and planting beds—with the generous 
10" overhang of the 1684D. One of a complete 
family of TH-King™ triplex mowers from Jacobsen. 



Hornung: Follow maintenance 
and construction standards. 

• Fik: Balance player needs with 
turf agronomic needs. 

is not going to accept much more water 

unless you aerify it If it rains, the water 

just sits there." 

The answer lies in compromise. 

"We tell the coaches we will not roll 

the field under certain conditions," says 

Fik. "Luckily, an indoor practice facility 

makes the decision easy to deal with." 

Fik says the field hockey coaches also 

like a short turf height, from 3/4 to 7/8 inches, 

which gives him the willies. 

"Depending on the type of grass, that's dif-

ficult to do; you could be inviting weed and 

disease problems," says Fik. "So we overseed 

at certain times of the year to get it down to 

that height. 

"We also bought a Jacobsen Tri-King reel 

mower. Marriott and the two colleges each 

kicked in a third of the cost for the mower." To 

thin the turf, Fik's crew makes two passes with 

a Jacobsen sweeper and try to refrain from 

watering for three days. 

Fik believes player safety 

is closely related to proper 

drainage. Identify the prob-

lem drainage areas, and work 

with the athletic department 

to outline a budget for a grad-

ual repair program. 

On expectations Donald 

Sauvigne, director of building 

and grounds services at 

Columbia University says the 

future of sports turf manage-

ment "is going to be based on 

how well we manage the 

expectations of others. In order 

to manage everyone's expecta-

tions, we have to educate 

them, and understand what 

their expectations are. 

"The dilemma facing high-

er education is that nobody 

wants to hear our financial 

problems, but we've been 

meeting people's growing 

expectations for years, and 

we've become victims of our 

own success. 

To best react to the enrollment crisis, 

which is likely to put a dent in field budgets, 

Sauvigne says every turf manager needs to 

understand and subscribe to the objectives 

of the university it serves. 

"Understand the place of sports turf 

and the mission of the school when it 

comes to athletics. The turf manager is a 

member of the team in helping support 

those expectations." 

Pro sports 'The future of sports turf has 

never been brighter," says Jim Hornung, head 

SPORTS TURF: 
CUSTOMER-DRIVEN 
1. Know expectations of 
players, coaches, athletic 
departments and fans. 

2. Maximize financial and 
personnel resources to 
meet expectations. 

3. Reconcile differences 
and communicate. 
—Don Sauvigne, Columbia 

University 

MODULAR SOD FOR THE PROS 
Dr. Henry Indyk, turfgrass consultant with Turfcon, notes that 

Turfcon's ITM system, patented in March of 1993, is a natural turf system 

that uses transportable turf. Modules measuring 48x40x6 inches were 

used for practice tee areas at the U.S. Open at Baltusrol. 

Indyk believes the stadium of the future will be an indoor facility with 

natural turf. The turf will be grown on a single unit module that slides 

from the domed stadium into an adjacent greenhouse. The stadium can 

be used for other events, and the turf is cared for in the greenhouse. 

Arthur Milberger. president of Milberger Turf Farms supervised the 

installation of modular sod in the Super Dome in New Orleans for World 

Cup soccer matches July 1,1991. The modules contain deep cut sod, 5-1/2 

inches deep, and have no sides. 

Hybrid bermudagrass seems to provide the best playing surface, after 

testing by Dr. James Beard. Ball-bounce and Clegg impactor studies on 

the modules and a turf-tray containing hybrid bermudagrass ranked tops 

in all tests. 

Zoysiagrass ranked second due to inconsistent ball-bounce, and rough 

playing surface, as judged by players. 

Bluegrass was the best looking surface, but ranked worst in playing 

conditions. 

"Our future is very promising," says Milberger, "through the research 

of (Drs.) Trey Rogers and Henry Indyk." 

groundskeeper at Pilot Field, Buffalo, N.Y. He 

points to expanding interest in women's sports 

and the growing interest in soccer as factors. 

Hornung says it's essential that we meet at 

least minimal construction and maintenance 

standards. 

"We need to know what the soils are going 

to do, how they're going to play," says 

Hornung. "It's no different than what the golf 

course superintendents have been doing for 

years. They have a standard and they live by it" 

Why do manufacturers fight? asks 

Hornung. "It's always Product A vs. 

Product B vs. Product C." Hornung would 

like manufacturers to work 

together more to solve com-

mon industry turf care 

problems. 

"There are many tools 

we can use to meet expected 

maintenance standards. 

One aerifier or one sprayer 

may not be enough. There 

are no saviors in the equip-

ment world." 

"We all must give 100 per-

cent and then some," urges 

Hornung, for two reasons: 

safety and aesthetics. 

He suggests field man-

agers present their budgets a 

little differently to make the 

sale. 

"Talk in cents per square 

foot rather than thousands 

of dollars for the entire 

field," suggests Hornung, to 

soften the blow of asking for 

big bucks. 

—Terry Mclver 



KUBOTA RELEASES ANOTHER BEST SELLER 

Kubota Tractor Corporation's new compact, yet powerful GF1800E diesel front mower is 
a hit with professional mowing contractors. Ideal for commercial mowing jobs that demand 
maximum mowing performance and efficiency from a fuel-efficient, compact machine with 
outstanding maneuverabilty. 

Equipped with an 18-horsepower, liquid-cooled diesel engine, the GF1800E offers a choice 
of three shaft-driven, off-set mowers - 48" mulching rear discharge mower, 54" side discharge 

and 60" side discharge. The three mower 
decks feature a cutting height from 1"- 4". 
The GF1800E has a hydraulic brake, clutch 
and lift system. 

The sophisticated hydrostatic transmis-
sion features a single pedal to manipulate 
both speed and direction, eliminating shift-
ing and clutching. Front-wheel traction, 
differential lock and rear-wheel steering for 
tight turns lets you work efficiently on all 
types of grass without turf damage. 

A 3-cylinder engine, "speed set control" 
hour meter, full-tilt steering wheel, one-touch 
seat adjustment, semi-flat deck and reverse 
air system are standard. 

For the best quality cut, see your 
authorized Kubota dealer today. 

Kubota 
For information write to: 

KUBOTA TRACTOR CORPORATION 
P.O. Box 2992, Dept. LM, Torrance, CA 90509-2992 

Financing available through Kubota Credit Corporation. 



At last. A herf)icide s 
like eradicate, eliminate 

leading universities), and youll 

get very good results. It sounds 

simple, but its one of the most 

effective ways to use less herbicide. 

Also, calibrate your equipment 

frequendy, and use the correct 

The thing we're trying to help 

you avoid is overkill. Because if 

can control weeds, isn t 

that enough? 

So here's 

a less 

(Gallon for gallon, 

Confront goes twice as 

far as standard three-

way herbicides. 

aggressive approach to managing 

weeds. A few things you can do 

to use less postemergence herbi-

cide to get the 

weed control 

you need. 

First, look 

for weedy areas 

A Young 

Weed Is 

A Vulnerable 

Weed. 1 _|ilir 

The best time to 

apply your postemer-

gence herbicide is early 

—when you first see 

weeds emerge. This is 

when weeds are the most 

vulnerable to herbicides. 

You'll get better results 

from your application, 

and you'll reduce the need 

for treating hardened weeds later. 

before applying herbicide. That 

way, you can use spot treatments 

instead of broadcast applications 

(a practice recommended by the 



rate of herbicide for the weed you 

want to control. You'll get better 

results from your application, and 

reduce the chances you'll have to 

re-apply. 

And it's important to select a 

postemergence herbicide that does 

the job the first time you apply it. 

For stubborn broadleaf weeds, 

Careful scouting helps 

you get effective weed 

control using less 

herbicide. 

herbicides often miss, giving you 

excellent results from your appli-

cation. Confront* herbicide is also 

a good choice. Confront gets to 

the roots to keep weeds from 

coming back. It's very effective on 

d that doesn't use words 
ordestroy. Turflon* herbicide is clover. And perfect for 

a good choice. It turfgrass where you 

controls weeds other prefer a herbi 

cide without 

dicamba, 2,4-D 

or MCPP 

Of course, there 

isn't room here to outline an entire 

weed control program. That's why 

we created The Turf Manager's 

Guide To Responsible Pest Manage-

ment. It's 44 pages on the latest 

techniques for controlling weeds, 

insects and turf diseases. 

For a free copy return the 

coupon, or call our toll-free num-

ber. After all, why use any more 

herbicide than it takes 

to do the job? 

Send me the following 

Management Guide(s): 

• Cool Turf • Warm Turf 

• Nursery and Landscape 

Mail to: DowElanco 

RO . Box 33489, Indianapolis, IN 

46203-0489. 

Or call: 1-800-770-4514 
Name 

Company 

Address 

City State 

Zip Phone ( ) 

The chemistry is right." 
•Trademark of DowElanco. C 1994 DowElanco. 
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Successful business: 
it's about selling, not 
about landscaping 
Can you visualize the mega-deal? That's the first step toward 
actually selling the deal of your dreams. 

Joel Lerner: 'The more contacts and 
recontacts you make, the more you 
will sell.' 

• Joel Lerner, who has done enough sell-

ing to know, says that confidence, a posi-

tive attitude and honesty are the keys to 

selling landscape services. 

"You're not selling a service or prod-

uct," Lerner says. "You are selling your-

self. You must expect to succeed. Positive 

attitudes beget positive responses." 

Lerner, owner of Lerner Envi-

ronmental Design in Chevy Chase, Md. 

made these revelations during a presenta-

tion at the Professional Grounds 

Management Society's annual conference 

last year. 

As he noted, confidence is a key to suc-

cessful selling. And "education, field expe-

rience and marketing blend together to 

give you the confidence to sell." 

Rejection, though, is an integral part of 

selling. "You must turn every failure into a 

positive experience," he notes. "If you 

don't get a commitment, stay in touch 

anyway. Call your files all the time." 

Here are some basic tips he offered the 

audience: 

• Pound the pavement; personal visits 

are the best. 

• Be friendly, professional and positive. 

• Be honest. Clients hate surprises. 

The first contact—Selling begins with 

the first consultation, Lerner believes. And 

at the first meeting, you should try and 

convince the prospective customer that 

"landscaping is the only home improve-

ment that increases as it matures." 

From that point, you should sell every-

thing you're offering to the homeowner or 

other prospective customer. 

"My cardinal rule is that if you spend 

time with a client, you should charge a fee," 

Lerner advises. "Act independent, charge a 

fee for your services and consultation. 

"You don't need to act desperate for 

money, either." 

He also believes that you should never 

mention price until it's brought up by the 

prospective client. "When you do have to 

quote a price, test the waters," he adds. 

"Throw out a ballpark figure and watch the 

property owner's response. Read the per-

son; adjust the figures and get a fair amont 

of what the market will bear." 

Pricing—Lerner warns against quoting 

a low price right off the bat. 

'You don't know what you can get until 

you try," he says. "It's impossible to crank 

up prices, but it's not impossible to lower 

them. And many times, when you do lower 

your original bid, it gets you the job. 

"Low prices don't produce loyalty. I hear 

everyone talking about the lowballers, but I 

don't hear talk about the highballers—and 

they're the ones making the money." 

Your service is too valuable to make 

price the issue, he contends. "Price is sim-

ply the vehicle through which great things 

are accomplished." 

If a client cannot afford your original 

package, find out what is affordable. If the 

client tells you that one of your competi-

tors is selling for less, you have to be pre-

pared to explain why your price is more— 

perhaps because you offer better quality 

services, guarantees, quality products or 

dependability. 

Closing the sale—In his book "Joel M. 

Lerner's Landscape Professional's 

Marketing and Sales Source Book," the 

author emphasizes that you should not 

forget to ask the prospect to buy. "It has 

been reported that more than 50 percent 

of all sales are lost because the customer 

was never asked to buy," he writes. 

"If you don't ask, the answer is an auto-

matic 'no,'" he contends. 

(You can reach Joel M. Lerner 

Environmental Design by writing P.O. Box 

15121, Chevy Chase, MD 20825-5121 or 

by phoning (301) 495-4747.) 

—Jerry Roche 

1) Sell yourself. 

2) Visualize success. 

3) Pound the pavement: the 
more contacts you make, the 
more you will sell. 

4) Work hard: all "breaks" 
are self-made. 

5) Don't let your ego get in the 
way: customers are not depen-
dent on you, you are dependent 
on them. 

6) Don't act desperate. 

7) Don't make promises you 
can't keep. 

8) Use visuals to get the client 
thinking and active. 

9) Focus on value, not price. 

10) Make money on every-
thing you prov ide, inc luding 
consultations. 



W E P A S S T E S T S 

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

Slope Control tests, Blade Enclosure tests, Thrown Objects tests . . . even the most respected auto manufacturer 

wouldn't be checking these things. (Of course, you wouldn't see them trying to hug a grassy incline spinning a sharp 

metal blade at 18,000 ft. per minute either.) Needless to say, when you're mowing a lawn, safety is no less an issue. 

That's why Toro tests each Proline model based on over 100 different criteria specifically related to mowing. And the 

results do more than satisfy ANSI standards. The fact is, in this field you can't buy a safer mower. 

If you'd like to know more about what separates Toros from Volvos (and everything 

else), call us at 1-800-348-2424. Or just stop by and see your Proline dealer today. When you want it done right v 

No. 140 on Reader Inquiry Card 

ProUne 
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Helms: 'Other people may be 100% 
responsible for what they do to you. 
But you are 100% responsible for the 
way you react. ' 

• You can put a carrot in front of employees 

and lure them. You can take a stick and 

whomp their behind. But that's not motiva-

tion, according to Larry Helms of Western 

Training Systems, Medford, Ore. 

"You can't motivate anyone to do what 

they don't want to do," Helms told an 

Associated Landscape Contractors of America 

audience at its annual conference last year. 

"You've got to know the button to push. Just 

because you are stimulated in a certain way 

doesn't mean everyone else is stimulated by 

the same things." 

The more team building you can do, the 

more productive your employees will be, 

Helms said. He cited the six keys to motivation: 

1) Ask for i t . Describe how the job is 

being done now, and how you want it to be. 

Then ask the employee to do it that way. 

2) Use lots of positive reinforcement and 

personalize it. Don't take acceptable work for 

granted. Praise them every time they improve. 

Find out what works with each of your people 

and use it 

3) Build relationships. You shouldn't be 

buddy-buddy, but treat people like real, live 

human beings. They'll respond best when you 

show you respect their individuality and trust 

their intentions. 

4) Understand your employees' point of 

view. Listen to your people and ask for their 

opinion before giving directions or offering 

advice. Listen first, and listen with an open 

mind. 

5) Model the behavior you want to get 

back. Show employees by your actions that 

the job matters, that quality is important, and 

deadlines are real. 

6) Refuse to accept poor performance. 

When you demonstrate that standards matter, 

that, in itself, is motivational. 

When asked what makes them happier and 

most productive on the job, most employees 

say, first and foremost, appreciation for their 

efforts. (Other factors, in order of importance, 

are: "being in on things," help on personal 

problems, job security, high wages, interesting 

work, promotion, and loyalty of supervisor.) 

Thus, recognition plays perhaps the most 

important role in motivating employees. It 

makes people "feel like they're winners," 

Helms observes. 

He says that you, as a 

manager, should recognize 

individuals as well as 

groups, people as well as 

achievements. The recog-

nition should be sincere, 

timely and individualized. 

Job loading—Another 

key is to avoid "vertical 

job loading," the practice 

of giving one employee 

the same type of job all 

ODUC 

THE MOST 
IMPORTANT 

WORDS 
The six most important words: 

The five most important words: 

The four most important words 

The three most important words: 

The two most important words: 

The most important word: 

The least important word: 

the time. 

"The more Vertical job loading,' the less 

satisfaction, productivity and stability," Helms 

notes. "Give the employees some variety." 

He also suggests that you improve team 

effectiveness through regular staff meetings, 

regular supervisory meetings, idea boxes and a 

regular, updated exam policy. 

Finally, a positive mental attitude on the part 

of the manager will likely rub off on employees, 

Helms concludes. "Whatever the mind of man 

can conceive and believe, it can achieve." 

—Jerry Roche 

WHY PEOPLE QUIT: 
Limited advancement opportunities 47% 
Lack of recognition 26% 
Unhappiness with management 15% 
Boredom 6% 
Inadequate salary 6% 



THE PRODUCTION MACHINE 
"HIGH CAPACITY, EXCEPTIONAL TRIMMING CAPABILITY" 

TURF BLAZER 1260 
That's how this machine has been designed! 
The mammoth 126 appetite affords you 75% 
higher capacity than a standard 72 unit. With a 
combination of a 60 mower out front and two 38 
hydraulically operated wings, you are assured 
of picture perfect f loatation over berms and 
undulations. With wings strategically located in 
line with drive wheel pivot point, you can achieve 

maximum tr imming capabil it ies far superior to a 
72 even under trees and bushes. 

Add to this a field tested, 4-cylinder water-cooled, 
40 HP diesel engine in conjunct ion with hydro-
static transmission and you have a machine which 
will maximize your return on cost of acre cut. 

Contact your local HOWARD PRICE distr ibutor for 
a demonstrat ion on your turf. 

Manufactured by H O W A R D P R I C E 
M E Q U I P M Í E 

18155 Edison Avenue 
Chesterfield, Mo. 63005 





Control. Convenience. 
Affoidability All Wrapped 
Up In One Neat Little Package. 
Introducing PENDULUM WDG 

H e T ^ c i c I ^ T^n XT^t T t ^A A t o r ^ n l i V h l p p 

PENDULUM® W D G herbicide is the over-the-top preemergent that 

controls more than 45 annual grasses and broadleaf weeds. At a surprisingly 

economical cost. 

In fact, PENDULUM provides the same level of control as other leading 

preemergent herbicides, including Surflan1, but for less money per treated acre. 

Without harming labeled ornamentals. 

And thanks to our new pre-measured, water-soluble packages, PENDULUM 

is easier than ever to use. The bags dissolve entirely, and exposure to your 

employees is reduced. m m CYANJk i v i iD 
V ^ F Agricultural Products Division 

Call 1-800-207-6910 to order, or see your distributor. SOT»0*""""'««. 

Always read and follow label directions. Trademark, DowElanco 

® Trademark, American Cyanamid Company 

WDO hmrbicid» 

Keeps weeds from emerging. 



Bottom-ui 
managemei 

Delegate responsibility for reviewing sugges-
tions to a committee of employees. 

Ask your employees 
what they want and 
need for the 
company, solicit 
their sugges-
tions—and then 
listen. 

by Ed Wandtke 

• Today, the skills you need 

to lead, manage and direct 

your company are becoming more complex. 

Many of you are discovering that, by allowing 

more people into the planning and directing 

process, company performance is improved. 

If, however, you have been your compa-

ny's sole "brain trust," here are some ideas on 

how to involve your employees more in its 

operation. 

Suggestion boxes- For years, compa-

nies have used suggestion boxes. But the con-

cept doesn't work if you fail to react to the 

ideas suggested or to reward the contributors. 

As you embark on a new business year, now is 

the time to reactivate this informal system of 

receiving ideas from your employees. 

One company has discovered that a 

great way to start the suggestion system is 

to delegate responsibility for reviewing 

employee suggestions to a committee. By 

using three employees instead of the owner 

to evaluate suggestions, the quality of the 

suggestions seems to be increasing. 

Posting the good suggestions and the 

rewards paid to individual workers (or to 

the entire staff) also serves to encourage 

participation in the suggestion system. 

Participation in planning- Some com-

panies frequently fail to take advantage of an 

excellent resource—their employees—when 

developing the company's future direction. 

Aggressive companies have found the follow-

ing method of employee participation to be 

very helpful: 

Every year, one or two days are set aside 

for all employees to go to an off-site retreat. 

Here, small groups focus on what the compa-

ny is doing, how it is doing it, and things the 

company may consider doing differently. 

E v e r y 

employee is involved in evaluating the com-

pany. Realizing that there is no right or 

wrong answer to questions, employees often 

speak very openly. 

If you have more than 25 full-time 

employees, I suggest you break the partici-

pants down into two equal-sized groups. 

Enabling all employees to speak and partici-

pate is necessary for this type of planning to 

be effective. 

T Q M - Setting up a system of Total 

Quality Management means that all employ-

ees need to play an active role in delivering 

quality service—no matter what portion of 

the industry you are in. So ask yourself the 

following questions: 

• Do customers feel comfortable talking 

about the quality of your service with any 

employees they meet? 

• Do employees have the option to make 

decisions on a job, based on customer con-

cerns, without checking with you first? 

• When messages are passed from cus-

tomers through employees to you, are you 

certain that you are receiving each request? 

• When employees join your company, 

do they learn the chain of command, your 

work rules and operating procedures before 

they are allowed in the field to perform ser-

vices? 

• Is each employee accountable for the 

work he or she performs? 

• Are employees encouraged to make 

suggestions and to seek new business as they 

see opportunities? 

If your response to any of these questions 

is "no," your company is not taking advan-

tage of one of its most valuable resources, 

your employees. 

Refocusing- If employees lack a basic 

ünderstanding of the company (what it is, 

what it does, who your targeted customers 

are, why you are in this business), they may 

often do things that don't help the company. 

Changing your information and communi-

cation system, along with establishing 

accountable work groups, is one method to 

improve a company's performance. 

To be successful in the future, you will 

need to adapt to changing management sys-

tems and operating systems. You will need 

to become a leader with a vision, which then 

needs to be shared with employees. 

Having all your employees know where 

the company is headed and how they can 

participate is critical. This will lead to a 

more harmonious workforce and faster 

achievement of company and individual 

goals. When employees have had a hand in 

setting company goals, the companies con-

sistently achieve a better performance than 

the owner might have planned. 

Don't underestimate the performance' 

capabilities of your employees. They often 

want to reach higher goals, faster than you 

might expect. Bring employees into your 

planning process and the results will be 

rewarding to both the employees and to you. 

—Ed Wandtke is owner of Wandtke & 

Associates, Columbus, Ohio. For more 

information on Wandtke s business con-

sulting services, phone (800) 966-3546. 
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Plants thrive on organic diet, 
says Atlanta landscaping firm 
Post Landscape Services 
says the plants are more 
vigorous, healthy. 

by Todd Tibbitts, 
Post Landscape Services 

Post Properties, Inc., developers of 

more than 70 apartment complexes, 

has throughout its history had a policy 

of protecting the natural settings that 

surround its various projects. 

The concern has carried over to 

Post Landscape Services, a subsidiary 

of Post Properties, and it has also 

expanded to handle commercial clients 

other than Post Apartment Homes. 

One aspect of enriching the soil, a 

Conifers and perennials at the Post Vinings Apartment 
community in Smyrna, Georgia. In the foreground are Ajuga. 

Dianthus 'Baths Pink' are in the background. 

key element in the Post approach, is the 

use of organic fertilizers and pesticides. 

The use of organics is but one part 

of an overall commitment by PLS to 

retain the natural beauty of the land. 

When PLS develops a site, among 

the considerations are retention of 

native trees, wildlife preservation, wet-

land preservation, water efficient land-

scaping, positioning of trees for maxi-

mum shade and windbreak, and the 

retention of the natural land contours 

for proper drainage and aesthetics. 

The primary goal is to plant and 

maintain outdoor living environments 

which will be actively used and enjoyed 

by residents of Post Apartment Homes 

or the residents of other commercial 

properties serviced by Post. 

An appealing landscape is best 

appreciated when people can wander 

among the green 

foliage and color-

ful flowers. 

Balance IPM 
The use of 

organics in main-

taining the land-

scape around an 

apartment com-

plex is an exten-

sion of the con-

siderations that 

begin during the 

p lanning and 

p r e p a r a t i o n 

stages for a site. 

One of the pur-

poses behind the 

use of organics is 

to balance out an 

Containers in the Post River Apartments 
are kept on an organic program. 

integrated pest management program. 

As is well known, organics allow for 

biological control of pests, rather than 

chemical control. 

Lady bugs and other beneficial 

insects or microbes are left alive, and 

soil can actually be enriched and 

become more productive. 

With these positive results, plants 

are more vigorous, and healthy plants 

can survive changes in weather condi-

tions, such as drought. 

PLS Floriculture Manager Carol 

Hooks has noted that plants previously 

INSIDE 
0 The importance of quality topsoil 0 Baited traps monitor Insect activity 

0 Sample scouting plan 
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labeled as problem performers began 

f lourishing as the soil condit ions 

responded to use of organic matter. 

This was particularly important in beds 

that had been chemically treated for 20 

years, and had been depleted of essen-

tial microorganisms. The increase in 

microbial activity as a result of the 

organic treatment worked wonders, 

says Hooks. 

Organics have been most productive 

on flower beds maintained by Post. The 

formulation used in flower beds is con-

sistent with commercial fertilizers, and 

granular forms are available. These 

products are applied by hand. 

When Post began to test the use of 

organic products, flower beds were cho-

sen because a contained, controllable 

plot could be isolated. In the case of 

flowers, which have a short duration 

and require more regular attention, 

organics are a good fit, as they are for 

vegetable gardens. 

Protecting the integrity of the envi-

ronment is the foremost motivation for 

the use of organics at Post Landscape 

Services. But, as stated earlier, healthy 

plants are more vigorous, and for flow-

ers, this results in more vivid color. The 

investment in organics, which are still 

more expensive than alternative fertiliz-

ers and pesticides, can produce long 

term benefits by contributing to soil 

quality and generating better plants. 

For a developer, this end result makes 

the investment in landscaping more 

cost effective, while at the same time, 

produce attractive scenery anyone can 

appreciate. 

Post Landscape Services has main-

tained these principles in all of its 

installation and maintenance practices. 

With a greater demand for organic 

products by the public, the price has 

begun to fall gradually on the products 

for the commercial market. 

This trend should continue as more 

developers and property managers 

begin to appreciate the merits of organ-

ic products. 

—The author is vice president of 

Post Landscape Services, Atlanta, Ga. 

The Rosa 'Nearly Wild' bloom eight months a year. Fertilizer is applied only 
occasionally. 

Spring pansies and tulips in Smyrna, Ga. Cool season applications of organic 
products on winter annuals help keep the bloom count high. 

Summer flowers on display at the Post Bridge Apartments in Marietta. Post uses 
organic products on more than six acres of flowers around the city. 
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Quality topsoil delivers best results 
Quality soil makes the 
balance of site work 
easy in the short and 
long term. 

by Paul D. Sachs 

• The soil in a new landscape application is 

like the foundation of a new building: if 

quality is overlooked at this stage, many 

problems will undoubtedly lay ahead. 

Unfortunately, soil at a site is rarely 

specified to be improved in most contracts. 

The more common practice is to call for 

imported topsoil and lay it down four to six 

inches deep. This superficial fix can cause a 

malady called layering which disables the 

capillary movement of air and water 

through the soil. 

Many years ago a scientist named W.H. 

Gardner found that the movement of water 

was abruptly inhibited by inconsistent layers 

of soil. His experiments (see Fig. 1) showed 

that a layer of topsoil applied to a subsoil 

with a significantly different consistency 

became an insufficient reservoir of moisture 

for whatever crop was planted. As the top-

soil settles and/or compresses over the 

years, that reservoir 

shrinks. The topsoil 

may never integrate 

enough with the sub-

soil to permit proper 

capillary movement of 

water and atmosphere. 

During heavy rains 

the topsoil layer will 

become saturated with 

water before any drainage into the layer 

below occurs. This condition starves the 

roots of oxygen and stresses the plants. It 

can also cause denitrification which results 

in a loss of available soil nitrogen. When 

drought periods occur the field capacity of 

four to six inches of topsoil is often not 

enough to sustain the moisture needs of 

plants. Starting a site with this problem can 

be a warrantee of many more problems to 

come. 

When replacing soil from an excavated 

site, the subsoil is oftentimes compacted by 

the repeated passes of heavy equipment. 

This also disrupts the flow of water and 

atmosphere through soil layers. However, 

controlling compaction during construction 

is often difficult. The remedy is to attempt a 

replication of the natural changes from sub-

soil to topsoil. 

As the level of 

b a c k f i l l i n g 

approaches twelve 

to sixteen inches 

below grade, topsoil 

could be added and 

mixed with the 

replacement subsoil 

so that abrupt 

changes in the soil's horizons do not occur. 

This can be accomplished with a rotortiller, 

harrow, plow, or by premixing the subsoil 

with topsoil. As backfilling gets closer to 

grade (within eight to ten inches) a greater 

percentage of topsoil can be mixed with the 

subsoil. The last four to six inches of back-

filling can be accomplished with straight 

topsoil. 

This construction design provides more 

gradual changes in the soil's physical struc-

ture allowing better movement of air and 

water. Root systems of plants will have bet-

ter drought resistance and easier access to 

soil atmosphere. This program may be 

more expensive in the short term, but can 

be much less expensive in the long term if 

some of the problems associated with layer-

ing do not occur. 

In areas where backfilling is not part of 

the operation, some topsoil should be 

worked into the existing soil before the final 

4-6 inch layer is applied. This transitional 

layer will mitigate the abrupt changes from 

poor soil to quality loam. The practice can 

also loosen the compacted rough grade 

layer. 

The quality of the topsoil being imported 

is another area that should require more 

scrutiny. Topsoil is often ordered from sup-

pliers, dumped, and spread without any 

question of where it came from or how rich 

it is in nutrients and organic matter. Some 

physical attributes may be noted by the con-

tractor but it is usually related to the ease or 

the difficulty of handling the material. 

Knowing the quality of topsoil might be 

analogous to knowing the quality of the 

concrete being poured for the footings of a 

tall building. The consequences of poor 

quality in either case could result in com-

plete reconstruction at some point down 

the road. Without a soil test, the long 

^ ^ ^ ^ h e n replacing soil from 

an excavated site, the 

subsoil is oftentimes compacted 

by the repeated passes of heavy 

construction equipment. 

Fig. 1: Experiments by W.H. Gardner found that water movement is inhibited by 
inconsistent layers of topsoil. Numbers indicate minutes to reach saturation points. 



term success of a landscape is at risk. 

Imported topsoil is often changed in 

the transition of where it comes from to 

where it goes. The digging, scraping, doz-

ing, loading, transporting, dumping, and 

spreading of topsoil causes significant 

changes to its structure, chemistry, and 

biology. If topsoil is left sitting in a pile for 

any extended period of time, more of these 

changes will occur. Unfortunately none of 

these changes improve the quality of the 

topsoil. Organic matter is diminished, 

beneficial organisms such as earthworms 

and mycorrhizae fungi are all but wiped 

out, and the aggregation of soil particles is 

significantly lessened. If the topsoil was of 

poor quality where it was excavated, then it 

will be even less acceptable when it is 

delivered. 

Soil test ing. Too often site specifica-

tions call for lime, fertilizer, and/or other 

amendments without analyzing the exist-

ing soil conditions. This practice is like 

hunting in the dark, by discharging every 

round of ammunition in ones possession 

in the hope that some game will be hit. It 

is not a practical approach in terms of cost 

efficiency or in addressing any real defi-

ciencies or excesses that exist in the soil. 

Additionally, excess or unneeded appli-

cations of fertilizer can 

cause pollution which 

may have liability rami-

fications for the owner, 

the designer who wrote 

the specifications, and 

the contractor who 

applies it. 

Conducting a soil 

test is a simple and 

inexpensive way to insure that the proper 

amount of soil conditioners are applied. 

However, if the soil samples gathered do 

not represent the overall soil conditions, 

the information from the analysis report will 

be less helpful than no information at all. 

How to take samples. In any given 

area, it would be rare if two soil samples 

could be found, even if they were drawn a 

foot away from each other, that produced 

the exact same test results. So it is 

extremely important to get a good repre-

sentation of the entire area being evaluat-

ed. The test results will only be as useful as 

the sample is accurate. Fig. 2 shows an 

example of a sampling pattern usually rec-

ommended to insure results that are relative 

to the overall condition of the area. The 

number of samples taken should depend on 

the size of the area. The more samples 

taken, the better the representation. 

ONE ACRE LOT 

SUGGESTED SAMPLING PATTERN 
Figure 2 

A sampling pattern similar to the one shown above improves your chances of 
obtaining an accurate soil analysis. 

| ^ ^ n o w i n g how much organic 

matter is in the soil is like 

knowing how much fuel is in the 

tank of your automobile. 

If imported topsoil is being used on a 

job it is a good idea to test a sample of it. 

Like anything else, there are good quality 

materials as well as poor quality materials. 

The same sam-

pling procedure 

should be used on 

a pile of topsoil to 

get a good repre-

sentation of the 

entire shipment. 

Most labs offer 

recommendations 

either automati-

cally or as an option that costs a little extra 

and are based on the data derived from the 

sample. Therefore, the lab recommenda-

tions are only as good as the samples 

taken. Recommendations are based on 

nutrient uptake of specific plants under 

average conditions. Normally, a lab will 

ask for more information such as type of 

crop, crop use, topography and previous 

treatments if they are to provide recom-

mendations. 

Organic matter. Organic matter is a 

barometer of soil health. The population 

of organisms that is supported by soil 

organic matter is of immeasurable benefit 

to plants. More organic matter means 

more decomposers that recycle nutrient 

from plant and animal residues faster; 

more nitrogen fixing and mineralizing 

bacteria; more beneficial organisms that 

help dissolve mineral, transport water 

from soil depths and help control 

pathogenic fungi; and more humus that 

increases the water and nutrient holding 

capacity of the soil. Humus acts like a 

sponge in the soil which expands and con-

tracts as its moisture level changes. This 

activity within the soil creates porosity 

which improves the movement of air and 

water. 

The test for organic matter, especially 

in a sample of imported topsoil, is impor-

tant. Topsoil with an organic matter con-

tent of less than two percent in temperate 

regions should be considered an inferior 

quality material. Topsoils with four per-

cent or more organic matter are superior 

and should be preferred in site specifica-

tions. Muck soils with twenty percent or 

more organic matter can be too much of a 

good thing. They can be soggy and diffi-

cult to work with and not an ideal growing 

medium for many cultivated plants. 

As we move closer to the equator, high 

levels of organic matter in soils are more 

difficult to find and maintain because the 

warmer annual temperatures increase the 

biological activity that decomposes soil 

organic matter. However, this is not a rea-

son to accept poor quality topsoil. Many 

suppliers are now mixing composted 

organic wastes into topsoil, increasing the 

percentage of organic matter. Beginning a 

job with higher quality topsoil, even in the 

warmer regions of the country, gives plants 

a better chance for long term survival. 



b i o t u r M w e w s 

Peat moss is also used as a means to 

increase the organic matter content of top-

soil, and although it does lower the bulk 

density of the soil and provide porosity, it 

does not break down into humus very 

quickly and will take longer to provide 

many of the benefits of a stable soil organic 

matter. 

An alternative to applying imported top-

soil is the incorporation of high quality 

compost into the native soil. This practice 

enables one to 

improve the existing 

soil environment as 

opposed to creating a 

new one. 

Adding compost 

will stimulate benefi-

cial soil functions but 

it is important to 

understand that com-

post is not stable soil humus. Less than one 

percent of a compost application may actu-

ally become stable soil humus (depending 

on soil conditions, climate, and the way in 

which the soil is managed). If the top six to 

seven inches of soil weighs two million 

pounds per acre and the compost being 

^ ^ n advantage of compost over 

topsoil is that it usually has 

little or no weed seed, negating the 

need for a herbicide application. 

used is 50 percent organic matter, then it 

would take 20 tons per acre to temporarily 

raise the soil organic matter by one per-

cent. Heavy applications of compost 

(greater than 30 tons per acre) are not rec-

ommended unless it is incorporated into 

the soil because, like layers of topsoil, it can 

disrupt the flow of water and atmosphere 

through the soil horizons. Tilling or dicing 

in ample amounts of compost can change 

the quality of a backfilled subsoil into a 

medium that pro-

motes vigorous 

plant growth with-

out the occurrence 

of layering. Another 

advantage of com-

post over topsoil is 

that it usually con-

tains little or no 

weed seed, negating 

the need for a herbicide application. 

Construction of the soil requires the 

same care of design and quality materials as 

any structure that is built to last. The 

proper structure and fertility of any soil is 

important if the quality of a landscape is 

designed for the long term. 

Paul Sachs is founder and president of 
North Country Organics, a Vermont-based 
manufacturer and supplier of natural fer-
tilizers, soil amendments and environ-
mentally compatible pest controls since 
1983. His book, Edaphos: Dynamics of a 
Natural Soil System, 
examines ways 
in which Sachs 
believes human 
beings are 
linked to the 
ecosystem, and 
how that link 
determines the 
future of civi-
lization. To 
order Edaphos, 
call (802) 222-
4277. 

Unimin Corporation 
258 Elm Street 
New Canaan, CT 06840 
Fax: (203) 966-3453 

800-243-9004 



Map property for easy scouting 
• Dr. Ron Smith of the North Dakota State University extension uses this kind of property diagram in a local IPM program. 

Modifications are made as needed for each customer. 

TREES 
CC - CHOKEBERRY 
CA - CRABAPPLE 
GA - GREEN ASH 
CL - COMMON LILOC 

PLANT LIST 
SHRUBS 
BJ - BLUE CREEPING 

JUNIPER 
JB - JAPANESE 

BARBERRY 
PF - POTENTILLA 

FRUTICOSA 
S- SPIREA 

P - PHLOX 
TB - TALLHEDGE 

BUCKHORN 
RSC - REDLEAF 

SANDCHERRY 
VD-VARIEGATED 

DOGWOOD 



Baited traps monitor insect populations, 
can predict outbreaks of pest activity 
• The most comon use of chemical attrac-

tants is in traps to monitor insect populations. 

Although not all of the compounds 

used in this manner are pheromones, 

many publications refer to all attractant-

baited traps as pheromone traps. 

For use in monitoring, chemical attarc-

tants usually are impregnated or encased in 

a rubber or plastic lure that slowly releases 

the active component or components over a 

period of several days or weeks. 

Traps containing these lures use an 

adhesive-coated surface or a funnel-shaped 

entrance to capture the target insect. 

Traps for some pests are coated with an 

adhesive that also contains the chemical 

attractant. 

Attractant-baited traps are used instead 

of or in addition to other sampling meth-

ods for two major reasons. 

First, these traps are very sensitive and 

may capture pest insects that are present 

at densities too low to detect with a rea-

sonable amount of effort using other 

inspection methods. This attribute can be 

extremely important when the goal of a 

sampling program is to detect foreign or 

"exotic" pests as soon as they enter an area 

so that control measures can be initiated 

immediately. 

Second, traps baited with chemical 

attractants capture only one species or a 

narrow range of species. This specificity 

simplifies the identification and counting 

of target pests. 

Sensitivity and specificity make attrac-

tant-baited traps efficient, labor-saving tools. 

Attractant-baited traps are used in 

monitoring programs for at least three 

purposes: 

• to detect the presence of an exotic 

pest, which is an immigrant pest not previ-

ously known to inhabit a state or region; 

• to estimate the relative density of a 

pest population at a given site; and 

• to indicate the first emergence or 

peak flight activity of a pest species in a 

given area, often to time an insecticide 

application or to signal the need for addi-

tional scouting. 

The use of traps to detect exotic pests has 

been demonstrated in widely publicized efforts 

to detect and eradicate pests such as the gypsy 

moth and the Mediterranean fruit fly when-

ever infestations are detected in new areas. 

Although attractant-baited 

traps give an indication of pest 

density, several factors make 

the interperetation of density 

estimates complex and difficult. 

First, environmental factors 

affect trap catches. 

Temperature, rainfall, and wind 

speed and direction influence 

attractant release from lures 

and insect flight. Many insects 

fly and respond to baits only at 

certain times, such as dawn, 

midday, dusk, night, etc. and 

then only if temperatures at 

that time exceed a minimum 

level (often 50° to 60° F). 

Wind speed and direction 

determine the extent of insect 

movement from surrounding 

areas to traps within a field or 

orchard. 

Further complications can 

result from the fact that almost 

all attractant-baited traps are 

used to capture adult insects. 

Attractant-baited traps can 

be used to signal the need for 

additional sampling efforts for 

to time insecticide applications 

and eliminate unnecessary 

spraying. 

Commerc ia l l y -ava i l ab le 
traps used for monitoring 
insect populations include: 
(A) the "wing" trap; (B) the 
wa te r pan t r ap ; (C) the 
Delta trap; (D) the Heliothis 
t r a p ; (E) the Perocon II 
t r ap ; and (F) the funnel 
t rap . Other designs are 
available. 
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Bio-Turf News: For the latest in organic, 
biological and natural landscape care 

B io-Turf News is our bi-monthly 
department on current research 

and development in biological, organ-
ic and natural turf care. 

Response to Bioturf News has been 
overwhelmingly positive. Those who 
are using biological or organic prod-
ucts—even experimentally—are glad 
we've taken the lead in Keeping you 
abreast of the latest developments. 

We've told you about lawn care 
operators, landscapers and golf 
course superintendents who have suc-
cessfully integrated organic or bio-
logical products into tneir synthetic 
control arsenals. 

You've read about what's happen-
ing at the leading manufacturing 
facilities, and in the state-of-the-sci-
ence university research labs. 

Some say biological and organic 
products and procedures are too 
expensive and take too long to show 
results. Others believe customers 
should have a choice. And still others 
are probably wondering what all the 
excitement's about. 

Our job, as an industry information 
source, is to pass the most current 
information along to you—as soon as 
we can and in the best way possible— 
and let you take it from there. 

To receive your complimentary copy 
of Bio-Turf News, complete the form 
below and mail to the LANDSCAPE 
MANAGEMENT offices in Cleveland, Ohio. 

We want to hear from you. Let us 
know what you think of all the change 
in the green industry, or what you'd 
like to see in Bio-Turf News. 

Jon M i d u c k i 
Publisher, 
LANDSCAPE 
MANAGEMENT 

Ter ry M c l v e r 
Managing editor, 
LANDSCAPE 
MANAGEMENT 

Bio-Turf News is a bi-monthly department containing news on biological, 
organic and natural products and practices for the specialty turf market. 
To receive your complimentary copy for one-year, please return the 
coupon below to: 

Jon Miducki, publisher 
LANDSCAPE MANAGEMENT 
7500 Old Oak Blvd. 
Cleveland, OH 44130 

ORDER TODAY! 

Company 

Address — 

City State Zip. 

Phone 
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OVERHEAD 

OPERATES OUT 
OF HOME 
GOOD EMPLOYEE 
TRAINING 
WORD-OF-
MOUTH HIRING 
PRACTICES 
DEGREED OWN-
ERSHIP 

• LOTS OF 
EXPERIENCE 

• EXTRA SER-
VICES UKE 
GARBAGE 
CURBING, DEAD 
LEAF REMOVAL 

• FLEXIBILITY 
• QUICK 

RESPONSE 
TIME 

Because of the way 
NatureScape is run, it can 
adjust to the needs of its 
clients. 

by James E. Guyette 

-end services at 
low-end prices 

was taught." 

No mow and go—Morgan stresses that 

high quality work at a fair price usually just 

means going beyond the typical "mow-and-

go" attitude sometimes found in the indus-

try. "We give more for the money," she 

notes. "If it only takes a minute to help the 

customer out, we go the extra step." 

That attitude is instilled throughout 

every task NatureScape undertakes. While 

on a property, "we'll walk around with a 

bucket and pull dead leaves out of plants." 

The extra steps so often overlooked by 

competitors may include something as sim-

ple as carrying customers' full garbage cans 

out to the curb. "We know that every 

Wednesday, the trash goes out." 

NatureScape's marketing niche is offering 

specialized full-service care to smaller prop-

erties—especially those belonging to older 

residents. "Senior citizens can't get out there 

and mow lawns and cut up sticks," Morgan 

explains, adding that NatureScape has always 

included such factors in its business plan. 

"We usually are prepared for anything that 

happens, and we're flexible," says Morgan. 

"Because of the way the business is run, we 

can adjust to the needs of our clients." 

Such services tend to be greatly appreciat-

ed, and they were especially welcome after the 

area was ravaged by a massive summer storm. 

Riding it out—The Cleveland area's 

"Great Storm of '93" last August lasted less 

than 10 intense minutes. The driving rain 

and howling wind gusts exceeding 100 mph 

created the most massive power outtage in 

the history of the local utilities. Huge trees 

were left toppled atop houses, and residents 

were literally left in the dark. 

• Proper advance planning with low over-

head, attention to details, and better rates 

than the competition are the marketing 

ploys of NatureScape, a full-service landscap-

ing company in South Euclid, Ohio. 

NatureScape clients all know that "you 

don't always have to pay a high price to get 

high quality work," owner Jil Morgan explains. 

She won't discuss prices—citing compet-

itive reasons—but Morgan does reveal that 

she strives to shave 20 to 30 percent off the 

going rates within the area. 

Savings are garnered through a number of 

methods, such as running the operation from 

a garage and her home rather than renting 

expensive office space. Morgan's high level of 

experience also contributes to more efficiency, 

she says. She has a degree in landscape con-

struc-tion/contracting, with studies in urban 

forestry, from Ohio State University; plus, 

she's worked in the industry for 10 years. 

Another money-saver is a strong word-of-

mouth network which helps her locate the 

two to five extra employees used each spring 

and summer. "We can't afford to hire some-

one with several years of experience," Morgan 

explains, "but if it sounds like they know 

what they're doing, we'll give them a shot." 

A sound training system helps too, says 

Morgan: "We like to show them the way I 

Proper advance planning meant that 

NatureScape crews could provide quick 

response time, which pleased current 

clients and helped pick up some new ones. 

'There were branches and sticks all over. It 

was a real mess," Morgan remembers. "When 

we went out on our jobs we took the chain 

saw, pruners and other equipment with us." 

Discounts of 10 to 20 percent were auto-

matically granted to long-term customers or 

to those who had offered referrals. "We tried 

to help out," she says. 

Not a single stick was left by 

NatureScape clean-up crews. "Being female, 

we like to look at the little things," says 

Morgan of the company, which is owned and 

operated by women. 

Not surprisingly, clients' neighbors 

noticed this treatment and approached 

NatureScape for even more work, including 

future design and installation jobs. 

—The author is a freelance writer specializ-

ing in the green industry. He is based in 

South Euclid, Ohio. 

Slowing down 
money leaks 
by Dan Sautner 
Padgett Business Services 
• As a business owner, only you can con-

trol how the business operates. Part of this 

control relates to corporate finances. 

Any company is like an old row boat, 

with a large number of small leaks. Each 

leak in itself is not important or dangerous 

to the well-being of the craft, but the sum 

of many leaks leads to disaster. As a busi-

ness owner, you have to have a way to 

watch for the leaks, and a way to stop them. 

Cash—The best type of cash is the 

cash coming into your business. Part of 

your business must include some kind of 

system to record sales and account for 

cash receipts. Beware of cash-over and 

cash-short situations. At the very least, 

these are indicators of poor customer ser-

vice; at the worst, they are signs of an 

organized attempt by dishonest people to 

remove your cash. 

Inventory and supplies—The next 

area of control is in the supplies and 

inventory that you have on hand. A steady 

gross profit margin is usually the easiest 

control to have, and this is achieved 

through regular inventories and a month-

ly profit-and-loss statement. 

If you have a consistent and stable 

gross profit margin, then you are likely in 

continued on page 44 



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

Fast and Effective Weed Central 
3 Days After Treatment 

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



TWICE AS RASI AS ROUNDUP! 
FINALE. ENVIRONMENTALLY 
SOUND. 
Finale degrades rapidly* in the soil into 
naturally occurring compounds. It has no 
soil activity and there is no root uptake. 

FINALE. 
BECAUSE RESPONSIBLE 
VEGETATION MANAGEMENT 
INCLUDES THE ENVIRONMENT. 

Hoechst M 
Roussel A 

* Under natural conditions the half-life of Finale in soil and water (DT50) is between 
7 and 20 days, depending on temperature, aerobic conditions and microflora. 

Follow label directions carefully. Roundup is a registered trademark of Monsanto 
Company. Finale is a trademark and the name and logo HOECHST are registered 
trademarks of Hoechst AG. The name and logo ROUSSEL are registered trademarks 
of Roussel UclafS.A. 

Marketed by Hoechst-Roussel Agri-Vet Company, 
Somerville, N.I 08876-1258. © 1994 

I 



LEAKS from page 41 
control of your inventory. Keep your 

storeroom neat, organized and secure, 

with limited and controlled access. Keep 

track of the supplies that you use so that 

abnormal usage can be spotted. Make sure 

that your employees understand that 

shrinkage will not be tolerated. 

Purchases—Pay only for goods and 

services actually received. Inform your 

vendors that orders can only be placed by 

authorized personnel, and thoroughly 

check every shipment of goods you 

receive. Ensure that you are receiving 

what you ordered and it is in acceptable 

condition before you sign the receipt. 

When studying your invoices, double-

check the mathematics. These computer 

print-out bills can look very formal and 

correct, but check the addition and cross-

multiplication. Computers may not make 

a mistake in adding, but programmers 

sometimes make mistakes on the instruc-

tions that they give. 

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.1' 
- 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. 

OREGON TALL FESCUE COMMISSION 
866 Lancaster Dr. SE, Salem, Oregon 97301 

Phone: (503) 585-1157 

Pay attention to goods purchased. 

These may or may not be subject to sales 

tax, so careful attention can save money. 

Pay bills on time. While this may not 

be the time on the invoice, set a policy 

that your cash flow can live with. Always 

match the received date to the invoice 

date and take the later of the two. Set 

aside a specified time to do this task. Try 

not to hastily pay a bill because someone 

is trying to exert pressure. Paying bills 

results in money leaving your business, 

and this is the worst kind of money. 

Sales—Because so little of the total 

sale actually ends up in net income, little 

mistakes can hurt you. Make sure that all 

services are billed. It is often easy to over-

look that small item, especially if several 

employees were involved in providing the 

service to the customer. 

Have a system that records each ser-

vice rendered, and make sure this reaches 

the final billing. At the billing stage, make 

sure that the bill is calculated properly. 

Few customers look for under-billings. 

Periodically review your billings to 

check the math and services billed. If you 

have a number of people billing, make 

sure that you can track mistakes back to 

the right person. 

Summary—The above hints can be 

classified into issues of completeness, 

accuracy and the authorization of every 

transaction your company makes. We 

appreciate that you cannot be there every 

moment for every transaction. You can, 

however, set up simple procedures for 

yourself and your staff. Ask yourself the 

following questions: 

1) Are my sales complete and accu-

rate? How do I achieve this within my sys-

tem? Am I sure that every product and 

service delivered is at the price specified? 

2) When I pay a bill, am I getting the 

services and products I ordered, for the 

price I agreed to, and have I fully received 

the billed items? 

3) Am I keeping control of my assets? 

Am I getting full value for the resources I 

give away to improve my net income? 

Take a moment to see if you can plug a 

few of those business "leaks." Do not fall 

for the temptation of thinking that if you 

have never had a problem, no problem will 

ever occur. Do not depend solely on peo-

ple to catch mistakes, or to not make 

them in the first place. After all, making 

mistakes is what humans are all about. 

—Dan Sautner is chairman of Padgett 

Business Serivces. This is the third of a 

series of articles on accounting Sautner is 

writing for LM. 



"A SEVEN-DAY PREVENTIVE SCHEDULE OF 
DACONIL 2787' COVERS ALL THE BASES." 

From the Great Lakes to southern 
regions, for bentgrass turf, a little 
Daconil 2787® Fungicide from ISK 
Biotech Corporation goes a long way. 

That's certainly true for Thorn 
Martinek, course superintendent at 
the 80-year-old Shaker Heights 
Country Club located in that prestig-
ious neighborhood near Cleveland, 
OH. He's used a seven- to ten-day 

schedule of Daconil 2787 Flowable Fungicide at low 
label rates for more than a decade. And the result? 
Throughout the season, Leaf spot, Dollar spot, Brown 
patch and even algal scum are kept well under control. 

Seven-day schedule 
"We've been successful with this program for 

years," Thorn says. "Daconil 2787 is a good contact 
fungicide, but with daily mowing, frequent irrigation 
and that sort of thing, you're bound to lose some of it. 
So, from a preventive standpoint, I like to use a seven-
day schedule at the very lightest end of the recom-
mended rates." In warm, wet weather, though, when 

disease pressure is highest, Thorn uses Daconil 2787 
at higher label rates, or tank mixes with systemics. 

While the course at Shaker Heights Country Club 
is short — j u s t 6300 yards — it has a reputation for 
tough, tight holes and fast, subtle, undulating greens. 
With bentgrass turf throughout, Thorn knows he can't 
take shortcuts on maintenance. 

Cornerstone for disease control 
Ask him, and Thorn will tell you he doesn't see 

much disease. This he attributes to using Daconil 
2787 as the cornerstone of his preventive disease 
control program. He doesn't have to worry about 
resistance, either. That suits his conservative 
nature just fine. 

Drop us a line to tell us your Daconil 2787 
success story. If we use your story in an ad, we'll 
donate $100 to your favorite charity. Write Jackie 
Tengler, ISK Biotech Success Stories, 5885 
Landerbrook Drive, Suite 215, Cleveland, OH 44124. 
Always follow label directions carefully when using 
turf and ornamentals plant protection products. 
® Registered trademark of ISK Biotech Corporation 

Thorn Martinek, 
Superintendent, 
Shaker Heights 
Country Club 

Cleveland, Ohio 

The cornerstone of your 
turf management program. 



POINT AND C 
• You own a landscaping business and 

need to send a personalized advertising let-

ter to customers describing a new mainte-

nance service. What's the cheapest and 

simplest alternative? 

It's income tax time and you must know 

the exact amount of your profits, losses and 

outstanding debts in order to file an honest 

return. How can you do this easily and quickly? 

Your business badly needs a new truck and 

other expensive landscaping equipment. How 

can you easily figure all costs and correctly 

estimate the probable return on investment? 

The answer to all such problems—and 

more—can be summed up in three words: 

use a computer. 

And today, it's not hard to learn from 

scratch how to use computers. With the 

advent of recent user-friendly programs 

using Windows and Macintosh technology, 

mastering computers is not nearly as diffi-

cult as it was 10 years ago. Today, instead of 

having to enter long strings of command 

characters to get your computer to perform 

a function, in many instances all you have 

to do is click a mouse on an icon and voilà! 

But if you, like many other people in the 

green industry, are still reluctant to conduct 

a foray into the computer world, these 

answers to some questions can help. 

1) What can a computer really do to 

improve my business? 

In addition to finding solutions to prob-

lems such as the above, it can control your 

inventory; keep accounts receivable and 

payable in order; help hire employees and 

check their work; analyze, promote, and 

design your ads; and check your profits. 

Also, if you purchase a modem and sub-

scribe to an on-line information service like 

Prodigy, you can be on-line with other 

computer users and share a variety of infor-

mation that can be valuable in your day-to-

day operations. 

2) How can I learn more about com-

puters? 

• First, check out a book from the library. 

Master "computerese" so you can understand 

descriptions concerning what a computer 

can and cannot do, and how. 

• Take some lessons on how to use a 

computer. Some are offered by computer 

dealers, others can be scheduled through 

your local junior or community college or 

adult education classes. 

• Study computer magazines such as 

Byte and Info World. There are also periodi-

cals for owners of specific computers such as 

PC World for 

the IBM PC 

and Mac-

World for the 

A p p l e 

Macintosh. 

They're avail-

able at many 

libraries. 

• Join a 

computer-ori-

ented club 

whose mem-

bers already 

own computers. 

These people 

will usually be 

glad to answer 

any questions 

you might have. 

3) Where 

should I shop 

for a suitable 

computer? 

Check local 

retail computer 

stores. Discuss 

your business 

and its needs 

with a knowl-

edgable sales-

person. Take 

careful notes, making sure you cross-refer-

ence the computer name with additional 

components you might need, tasks it can 

handle, price and other data. Shop around! 

4) What questions are important to ask 

before selecting specific computer software? 

• Is it easy to understand and follow what 

appears on the screen? 

• If offered a computer package, does it 

include a double-entry system? 

• Can all transactions be tracked easily so that 

mistakes can be found and corrected quickly? 

• Is there a built-in safeguard that will 

save information when mistakes are made? 

• Can you purchase one program and add 

to it as your expertise develops? 

• Will the manufacturer continue to 

improve its software and offer it as part of its 

computer service? 

• Does the company support its software 

with trained personnel, seminars, user man-

uals and a hotline number? 

• Is the manual easy to read? Does it contain 

diagrams, charts and a troubleshooting guide? 

• Does the company offer a guarantee 

which fully covers the product if you're not 

powering your 
business with the new 
computers 

completely satisfied? 

5) What important questions should be 

asked before selecting specific computer 

hardware? 

• Will it operate the software you've selected? 

• Does it have at least 64K of memory, 

expandable to at least 125K? 

• Does the disk system have the storage 

to make the whole system run rapidly while 

allowing for future growth? 

• Does the screen have 80 characters, 

which allows it to show all the information 

you need to see? 

• Is the keyboard typewriter style? 

• Is there a number pad to make 

accounting entries easier? 

• Is the computer able to accept the type 

of printer that will yield the kind of finished 

work you need? 

6) About how much should I pay? 

Since prices are now at an all-time low, 

many business people feel that computeriz-

ing their businesses as an experiment can be 

worth a possible loss, which can be written 

off later. (However, such losses are rare.) 

—Bess Ritter May 



This is one serious couple. Introducing the Gravely Pro Chip Series and t 

Pro Vac 1050. The Pro Chip Series now offers three new models all built to c 

with the greatest of operator ease. And we've designed the Pro 

Vac 1050 so that it's versatile enough to work on both turf 

and pavement. The fact is, when 96% of Gravely owners 
fj 

told us they love the way our Gravelys perform, we knew the relationship was built to last. 

Fall In Love With A Gravely 
Gravely International, P.O. Box 5000, Clemmons, NC • 910-766-4721 • Tfelefax: 910-766-7545 
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You might think using less 

insecticide means you'll have to 

put up with more insects. But that's 

not necessarily the case. Because 

how you use your insecticide is as 

important as how much you use. 

With the right tactics, you can use 

a lot less and still get excel-

lent results. 

Here's an example. Mixing 

insecticide with insecticidal soap 

can reduce the amount of insecticide 

you need on your ornamentals by 

about 50 percent. Soap controls 

most soft-bodied insects 

and mites. By adding insecticide, 

you'll also take care of tougher 

insects, like scales and worms. 

University studies suggest you may 

get better control than you get with 

insecticide alone. 



Studies show that Dursban delivers better chinch 

bug control at lower rates than other insecticides. 

Know-

ing exactly when to apply" 

insecticide helps, too. One wa^ 

to monitor mole crickets, chinch 

bugs, webworms and cutworms is by 

mixing IV2 oz. of dish soap in two 

gallons of water and sprinkling it 

even controls fire ants. 

And Dursbaii also gives you 

plenty of application flexibility. It's 

pivailable as a liquid, dry flowable, 

wettable powder in water soluble 

packets, granule, fertilizer or bait. 

Now, we realize you probably 

[ice your hate for insecte 
i r o n m e n t . 

on a four-square-foot area of 

turf. If eggs have hatched, 

this soapy mixture will 

flush insects to the surface, 

and you can apply insec-

ticide accordingly. ^ f . 

Your insecticide 

itself can also make a \ 

difference. After all, dif- \ 

ferent insecticides work \ 

at different rates. Which 

is why Dursban* insecticide 

could be your best choice. 

Why Adults 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 accordingly. 

Insect traps are inexpensive, easy to 

use and they'll help you get greater 

control using less insecticide. 

Pitfall Trap 

have some questions. That's why 

we created The Turf Manager's 

Guide To Responsible Pest Manage-

ment. It's 44 pages packed with 

comprehensive information on the 

Jest techniques for controlling 

isects, weeds and turf diseases, 

br a free copy return the 

|coupon, or call our toll-free 

telephone number. Because 

I when you apply a little knowl-

edge, you don't need to apply 

as much insecticide. 

Send me the following 
^Management 
Guide(s): 

• Cool Turf 
O Warm Turf 

Nursery and 
Landscape 

ail to: 
bwElanco, P.O. Box 33489, 

Indianapolis, IN 46203-0489. 
• call: 1-800-317-4544 

Pheromone Trap 

Company-

Business Category: 

• Nursery • Lawn Care • Municipal 

• Landscape Contractor • Golf Course 

Address 

City State 

Zip Phone ( ) 

Just one pound active ingredient 

per acre gives you the most con-

sistent broad spectrum insect control 

available at such a low rate. Dursban 

DowElanco 
The chemistry is right. 

•Trademark of DowElanco. O 1994 DowElanco. Dursban 
is available in liquid, dry flowable. granular and fertilizer 
formulations. Always read and follow label directions. 



TECH 
Spring fertilization 

by J.B. Sartain, Ph.D. 
University of Florida 
• Early spring is a time to review your 

turfgrass fertilization program. Did 

your turfgrass flourish last season, or 

was growth poor with noticeable thin-

ning? Was growth non-responsive to 

fertilization? 

Poor turfgrass growth is often related 

to too much shade, cutting too low, or soil 

chemical properties. Knowledgeably 

selecting a turfgrass species for shade tol-

erance and proper mowing height can 

eliminate some common problems. Soil 

nutritional deficiencies, 

however—the topic of this 

month's cover story—can 

only be assessed through 

soil tests. 

Turfgrass fertilization 

should be based on a 

recent soil analysis, but if 

an analysis does not exist, 

the nutritional require-

ments of the turfgrass can 

generally be met by apply-

ing 1, YA and K lb. of N, P 

and K, respectively, per 

1000 sq. ft. as an initial 

application. 

These nutrients can be 

supplied by applying 6 lbs. of a 16-4-8 

analysis fertilizer. It is recommended that 

this mixture be composed of approximate-

ly 70% slow-release and 30% soluble N 

sources. If the soil is prone to leaching 

losses, a K source with reduced K loss 

potential should be used. 

Nitrogen—Turfgrasses need more 

nitrogen (N) than either of the other pri-

mary nutrients, potassium or phosphorus. 

Most soil testing laboratories do not test 

for N because this nutrient is highly 

mobile and is typically deficient in the 

turfgrass rooting zone. 

Some turfgrass species, such as 

bermudagrass grown on sandy soils, 

require relatively high rates of N applica-

tion on an annual basis; other species such 

as bluegrass grown on clayey soils, require 

much less annual N. However, the early 

spring fertilization of turfgrasses on all 

soil types is generally similar, with initial 

application of approximately 1 lb. N/1000 

sq. ft. being typical. 

Using slow-release N sources permits 

increased rates of N application without 

the threat of turfgrass "burn," and can 

reduce application frequency from 30 days 

to as much as 90 days. A combination of 

slow-release and soluble N sources (70% 

slow-release, 30% soluble N ) promotes 

optimum warm-season turfgrass growth. 

Slow-release N sources are also less 

susceptible to N losses through leaching 

(Fig. 1). Soluble N sources tend to leach 

more in sandy soils than slow-release N 

sources. They should be used with care 

when large applications of N are made on 

an annual basis, particularly if groundwa-

ter pollution potential exists. 

Phosphorus—Few soils used for turf-

grass cultivation over an extended time 

exhibit phosphorus (P) deficiencies. A 

Mehlich 1-extractable P level of less than 

15 ppm is considered low, and indicates a 

probable response to applied P. 

Shallow rooting, low turfgrass root 

mass in early spring, and cool soil condi-

tions often influence P fertilization 

response more than actual soil-test P level. 

In long-term research, ryegrass posi-

tively responded to P fertilization, even 

though bermudagrass grown on the same 

phosphatic soil was negatively influenced 

by P fertilization. This suggests that cool-

season turfgrasses can respond to P fertil-

ization, even on soils 

testing high in P. 

If overseeding is used 

in the turf management 

program, best response to 

P may be obtained during 

the cool-season turfgrass 

growth period. Early 

spring turfgrass growth 

may respond to P fertil-

ization if the root mass of 

the warm-season turf-

grass is restricted and the 

soil is cool. 

Adequate fertilization 

can be achieved by apply-

ing % to K lb. P/1000 sq. 

ft., using any of the commercially-available 

P fertilizer sources. No differences in 

growth response to P fertilizer sources 

have been observed. 

Potassium—Considerable confusion 

exists regarding potassium (K) fertiliza-

tion. Turfgrasses accumulate approximate-

ly one-half as much K as N. In some turf-

grass cultures, this represents a consider-

able quantity of K over an entire season, 

especially if the clippings are removed. 

In sandy soils, K leaches readily and is 

rarely found at high levels. Turfgrasses 

ELSEWHERE 
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turf in shade, 
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Shade-tolerant 
turf species, 
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growing on soils testing less than 35 ppm 

K by the Mehlich I test generally respond 

to K fertilizer application. 

In the recent past, some turfgrass man-

agers have decreased their N:K fertiliza-

tion ratios from 2:1 to 1:1 and even 1:2 on 

the premise that K increases top growth, 

root growth and overall turfgrass quality. 

Recent research findings, however, do not 

support the concept of a "magic" N:K fer-

tilization ratio, though they have support-

ed the need for K fertilization of K-defi-

cient soils. 

Whether due to turfgrass species or soil 

and environmental conditions, turfgrasses 

requiring high rates of N generally require 

higher rates of K application. There is no 

real "magic" ratio, but the "historical" 2:1 

N-to-K ratio appears to satisfy the needs of 

bermudagrasses and ryegrasses in the 

Southeast. 

If the soil test indicates that K is need-

ed, application of H lb. K/1000 sq. ft. dur-

ing early spring fertilization, followed by 

re-application of the same rate every 90 

days during the growing season, should 

adequately supply the K requirements of 

turfgrass. 

Potassium sources differ in their leach-

ing potential in sandy soils and iron-coat-

ed clay soils (Fig. 2). Potassium-magne-

sium sulfate contributes larger amounts of 

K to the leachate than the other K fertiliz-

er sources. This is attributed to the 

stronger attraction of Mg than K by soil 

exchange sites. In general, potassium sul-

fate leaches less than K potassium chloride 

whereas, mono-potassium phosphate, a 

relatively new turfgrass K source, leaches 

almost no K. Coated K sources also leach 

K relatively slowly. 

Calcium—Turfgrasses can obtain cal-

cim (Ca) from a number of different 

sources, including exchangeable soil Ca, 

liming materials and fertilizer sources. 

Soil deficiencies occur 

most frequently in sandy 

soils, acidic soils (pH less 

than 5.0) or sodium-satu-

rated soils (rare). True Ca 

deficiencies are very 

uncommon in turfgrasses. 

M a g n e s i u m — 
Turfgrasses growing on 

soils testing below 20 ppm 

Mehlich I extractable mag-

nesium (Mg) usually 

respond to Mg applications. 

A Mg deficiency prior to 

spring growth can be cor-

rected by applying dolo-

• "The key to pruning is knowing the dif-

ference between heading and thinning," 

says Dr. Gary Wade of the University of 

Georgia. "Thick, dense canopies increase 

disease and insects, and the plant uses 

more water." 

Wade, in a presentation at the Georgia 

Turfgrass Conference, told the audience to 

try and maintain nature's natural plant 

shape when pruning. You should try to cut 

right outside the 

branch collar, 

and not leave 

stubs. "When 

pruning is done 

properly, there is 

no need to paint 

or dress wounds," 

he noted. 

P r u n i n g 

should be done 

with a purpose, 

he said, and 

should be done 

"with low mainte-

nance in mind." 

Why prune at 

all? For various good reasons, including: 

• To restore the shape of a tree that is 

out of proportion. 

• To eliminate safety hazards from 

dead, split, broken and low branches. 

• To stop possible interference with 

electrical lines. 

• To reduce potential breeding sites 

for insects. 

• When transplanting, to establish a 

strong scaffold structure. 

In addition, here are Wade's reasons to 

mitic lime (if required for soil pH adjust-

ment), magnesium sulfate, or potassium-

magnesium sulfate. 

Application of 4 lbs. Mg/1000 sq. ft. 

should correct the deficiency for an entire 

growing season. Annual monitoring is rec-

ommended if a deficiency has been noted. 

If the soil Mg status is marginal, high 

rates of K fertilization can induce Mg defi-

ciencies. There is no "magic" Ca:Mg ratio 

required in soils for optimum turfgrass 

growth; rather, the absolute soil test Mg 

level is of paramount importance. 

—The author is in the Soil and Water 

Science Department at the University of 

Florida. 

prune: 

• To maintain the correct size of the 

plants. This is a common problem with 

residential landscapes. 

• To improve flowering or fruiting 

performance. 

• To repair what Mother Nature has 

inflicted upon us. 

• To rejuvenate plants in the dormant 

season. 

• To increase ornate value in high-

priced landscapes. 

Some Wade tips: 

• Prune six weeks before the start of 

the new growing season. 

• Do not severely prune boxwood or 

conifers (pine, spruce, junipers). 

• Prune in stages over two to three 

years, if possible. 

• Be careful pruning crepe myrtle, the 

most abused plant in our landscapes. 

Pruning tips for aesthetics, 
tree health, from Dr. Wade 
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idimethalin. 
All across America, people 

are saying beautiful things about 

pendimethalin. 

Jim Miller of Emerald Green 

Lawn Care tells us, "When we 

compare preemergent results 

with price, we always return to 

pendimethalin." 

Jessie Creemcia of Torrey 

Pines Golf Course also sings the 

praises of pendimethalin. "We 

have used it for the past three 

years on our fairways and roughs. 

We have had great results." 

Due to its residual activity, 

pendimethalin controls a broad 

spectrum of grassy and broadleaf 

weeds all season long. With 

excellent turfgrass tolerance. 

And it's labeled for numerous 

ornamentals as well. 

For truly praiseworthy turf, 

discover pendimethalin. The 

unbeatable 

preemergent ^ 

turf herbicide 

CYJkNJUWiD 

Agricultural P r o d u c t s Div is ion 
Specialty Product« Department 
Wayne k j 07470 C1994 

Ifendimethalin 
Nothing Beats Pendimethalin. 

Always read and follow label directions. 

Photography courtesy at Kinmen Associates Landscape Design and Installation, Dublin, OH 



Turfgrass management 
in shady areas of lawns 
by Joseph M. DiPaola, Ph.D. 
North Carolina State Univ. 
• Like all plants, turfgrasses need light to 

grow, at least four hours of full sunlight 

per day. 

Trees with dense crowns cast a deeper 

shade than trees with more open 

canopies. Deciduous trees selectively filter 

the sunlight, casting a "green shade" that 

is low in the parts of the light spectrum 

that are most important for lawn growth 

(blue and red light). Coniferous trees have 

a shadow that is largely unfiltered and 

block less light because of their needle-

like leaf shape, more open canopies and 

narrow shapes. 

Sunflecks are pockets of sunlight that 

penetrate the tree canopy and 

move across a turf. They 

greatly increase the ease of 

managing turf under shaded 

conditions. Sunflecking can 

be increased by opening the 

tree canopy through selective 

pruning. Dead and diseased 

limbs are good candidates for 

initial removal. 

Shaded areas: 

W are more humid, 

W have restricted air 

flow, 

W have fewer dews that 

"burn off' later in the day, 

and 

W are cooler during the 

summer and winter months. 

- m \ m M 4 1 1 4 ; 

In response to this altered environ-

ment, turf in shade has: 

W a more upright growth, 

W lower food reserves, 

W a more shallow root system, 

W a decreased stand density, and 

w a more succulent shoot tissue. 

Overall, shaded turf is less able to com-

pete with weeds and pests. On the other 

hand, some weeds, like crabgrass and 

goosegrass, also grow poorly in shaded 

conditions and are less of a problem. 

Turf, particularly warm-season grass, 

often suffers more winter injury in shaded 

settings. Under shade, a lawn's vigor and 

wear tolerance is reduced. Increased 

humidity, restricted wind movement and 

the longer duration of dew all enhance the 

potential for lawn disease in the shade. 

Shade tolerance—Diseases—like 

powdery mildew, brown patch, leaf spot, 

melting out and Fusarium blight—are a 

dominant factor limiting turf survival in 

the shade. Within a species, shade toler-

ance can range from poor to excellent, 

depending on the cultivar. Excellent shade 

tolerance does not ensure survival or 

acceptible performance. 

Deeply shaded sites will not support a 

quality turf. In these settings, managers 

should consider using groundcovers and 

landscape mulches. If turf is necessary, 

pruning and/or removing trees may be 

needed to allow greater light penetration. 

Many years ago, turf scientists demon-

strated that shade disease problems were 

reduced when mixtures of turfgrasses (e.g. 

Kentucky bluegrass and fine fescues, tall 

fescue and Kentucky bluegrass) were 

used. Tall fescue has a much finer leaf 

blade under shade than in open sunny 

areas and has performed well 

in mixtures with Kentucky 

bluegrasses (80:20 or 90:10 by 

weight) or with Kentucky 

bluegrass and fine fescues 

(80:10:10 by weight). 

Among warm-season turf-

grasses, St. Augustinegrass is 

clearly the most shade toler-

ant, with the exception of 

Floratam. 

—The author is a member of 

the turf faculty at North 

Carolina State University. This 

article originally appeared in 

the winter/'92-93 issue of the 

North Carolina Turfgrass 

Council newsletter. 

Shade tolerance of selected turfgrasses 
Kentucky bluegrasses: Good—A-34, Georgetown, Glade; Moderate— 

Adelphi, America, Bristol, Enmundi, Fylking, Midnight, Nugget, Ram I; Poor— 
Birka, Columbia, Eclipse, Mystic, Sydsport, Touchdown. 

Fine fescues: Excellent—Aurora, Biljart, Reliant, Scaldis, Sparta, SR3000, 
Waldina; Good—Center, Enjoy, Highlight, Jamestown, Shadow, Victory, 
Waldorf; Moderate to poor—Commodore, Flyer, Fortress, Pennlawn, Pernille, 
Robot, Ruby 

Perennial ryegrass: Good—Allstar, Birdie II, Cowboy, Elka; Moderate— 
Gator, Palmer, Pennant, Repell; Poor— Yorktown II 

Roughstalk bluegrass: Moderate— Laser; Poor— Sabre 
Tall fescue: Excellent—Trident; Good—Adventure, Apache, Arid; 

Moderate—Finelawn I, Houndog, Jaguar, Bonanza, Falcon; Poor— Pacer, 
Rebel, Rebel II, Mustang, Olympic 

St. Augustinegrass: Excellent—common, Roselawn, Bitterblue, Floralawn. 
Floratine, Raleigh 

Zoysiagrass: Moderate—Belair; Poor—Cashmere, Emerald, Meyer 
Bermudagrass: Poor—common, Vamont, Tifway 
Bahiagrass: Moderate—Argentine, Pensacola 
Centipedegrass: Good—common, Oaklawn, Tennessee Hardy, Centennial 

Shade management tips 
1) Select shade-tolerant cultivars. A 

groundcover may be necessary for 
deeply-shaded locations. 

2) Use mixtures or blends of cool-sea-
son turfgrasses when renovating or 
establishing the site. 

3) Improve the air flow across the 
landscape by removing trees and orna-
mentals which obstruct wind movement. 

4) Prune lower tree branches to 
improve light penetration. 

5) Selectively prune upper tree limbs 
to improve light penetration. 

6) Increase your lawn mower's cutting 

height by % to 1 inch. 
7) Prune tree and ornamental roots 

using spades or edge the lawn with a 
trencher periodically. Do not remove 
more than half of the viable roots beneath 
the drip line. Some trees are sensitive to 
root pruning; check before beginning this 
work. 

8) Reduce traffic on the lawn. 
9) Promptly remove fallen tree leaves 

and clumps of mowing clippings. 
10) Water deeply and infrequently. 

Avoid late afternoon and evening irriga-
tion, which promotes disease. 

11) Minimize nitrogen fertilization and 
maximize potassium fertilization. 

12) Apply fungicides, when neces-
sary, to check disease outbreaks. 

13) Leave a two- to four-foot turf-free 
zone around small trees to improve their 
growth. 

14) Provide broadleaf weed control 
and watch for encroachment by difficult-
to-control weeds. 

15) Keep soil pH adjusted. 
16) Fertilize trees separately and at 

rootball depth. 
—J.M.D. 



Our commitment to 
your success continues 
with TURFGO products. 

As part of our continuing commitment to turf care professionals, 
United Horticultural Supply proudly features our own TURFGO" 
line of fertilizers, chemicals and turf seed. 

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

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

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

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

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

' TEAM is a trademark of DowElanco 

United 
Horticultural Supply 
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«SCAPING 

An open space forever & ever 
• The Merit Club in 

Gurnee, 111. has received 

a singular honor: its 320 

acres have been granted 

a government easement, 

preserving it as open 

space for perpetuity. 

The gently rolling 

course, owned by Bert 

Getz, includes 30 acres 

of wetlands, a 30-acre 

savannah and a two-acre 

tree nursery. One thou-

sand, four hundred of 

the course's 2,200 trees 

are holdovers from the 

original site. 

"When I decided to 

convert our family farm 

into the Merit Club, the 

goal all along was to save 

the scenic and natural 

character of the land," 

says Getz. "I've owned 

the property for 25 years 

and didn't want to see it 

paved or roofed over. 

Granting a conservation 

easement completes my efforts to save the 

site's beauty for future generations." 

Developers had originally approached 

Getz about building an 1,800-home luxury 

golf course community on his property. 

He decided to keep just 100 acres and 

to allow a small subdivision to be built on 

another 100 acres. 

"I wanted to do something right," Getz 

told a reporter for the Chicago Tribune 

last year, "and not let the almighty dollar 

make the decision." 

Getz began working with GorLands, a 

corporation for open lands and an affiliate 

of Open Lands Project, to establish the 

easement in 1991. Details were finalized 

Developing a 'unique piece 
of property' attracted 
veteran superintendent 
Oscar Miles to the project. 

last fall. 

"The Merit 

Club is a particu-

larly exciting 

project for Cor-

Lands," says dir-

ector Tom Hahn. 

"Not only is it a 

model in environmentally-sensitive golf 

course design, but it also sets an example 

for other owners who realize that the open 

space their courses provide in areas of 

rapid growth is invaluable." 

The easement eliminates any commer-

cial office or residential development on 

the site. Buildings may only be construct-

ed in two designated "maintenance" and 

"club house facility" zones (totaling 15 

acres) and must be directly related to oper-

ation of the golf course. If golf course 

operation ceases for any reason, the land 

must remain open and be allowed to revert 

back to its natural state. These restrictions 

apply even if the land is sold. 

A The Merit Club land contains 2,200 
trees, 1,400 of which are native to the 
a r e a . Photo by Henry C. Schwenk 

A super' challenge—Course superin-

tendent, Oscar Miles—a superintendent 

for 32 years—says he accepted the position 

at CorLands after he realized that here was 

an opportunity that doesn't come along 

often: a chance to develop "a unique piece 

of property." Miles was involved the pro-

ject from the planning stages, and he and 

his men did the landscaping finish work. 

"Each hole is a corridor," says Miles. 

"We think in terms of one hole at a time, 

from tee to green." 

Pennlinks, Penneagle and Penncross 

varieties are used at CorLands. The turf 

from tee to green grows from two inch-

es to six inches, to one-foot high 

roughs. Natural grasslands grow as high 

as four feet. 

The course includes a sod nursery, and 

Miles recently began a native tree nursery. 
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LESCO Fertilizers with PRE-M: 
The Most Trusted Combinations on Earth. 

All combination fertilizers are not the same. In fact, 

only LESCO combinations contain PRE-M*, the most 

trusted name in preemergent herbicides. 

Our Poly Plus* sulfur-coated fertilizers combine 

with PRE-M for a wide variety of trusted combinations 

that are simply unbeatable. 

Trusted Results. For more effective results, Poly Plus 

fertilizers with PRE-M give you more flexibility when 

choosing application rates and length of feeding. Compare 

preemergent labels and you'll agree. PRE-M is best. 

Trusted Weed Control. PRE-M delivers exceptional 

control against a broad range of annual grassy and 

broadleaf weeds. Very economically, too. 

LESCO offers you another unbeatable combination: 

People and Service. 

You'll find more knowledgeable, helpful sales people 

and more than 100 convenient Service Centers. It's just 

some of the added value you get exclusively from LESCO. 

For professional use only Always read and follow label directions. 

PRE-M is a registered trademark of LESCO. Inc. Poly Plus is a trademark of LESCO. Inc. 01994 LESCO. Ine 

To learn more, call this 

trusted combination of 

numbers: 1-800-321-5325. 

LESCO. Inc. 20005 Lake Road 
Rocky River. O H 44116 



Rolling greens: 
is it a help or 
a hindrance? 
• Rolling putting greens to enhance green 

speed has been practiced for a number of 

years. 

Advanced lighter rollers that are not so 

prone to compacting the turf have re-

ignited interest in rolling—especially on 

sand-based greens. 

Last summer, a study was conducted 

by Drs. Karl Danneberger, Ed McCoy and 

Thomas Parobek at Ohio State University. 

Two locations with different construc-

tion methods were used. The first was a 

21-year-old USGA-constructed Penncross 

green. The second site was a 10-year-old 

Penncross turf established on native 

Brookston silty-clay loam. 

Both sites were mowed at 5/32nds of 

an inch with a John Deere walk-behind 

mower. Roll ing was done with a Toro 

Greensmaster 3000 with rolling units. 

What they found out, as reported in a 

recent edition of OSU's "Turf News:" 

• As measured by a st impmeter, 

rolling increased green speed significantly 

on both USGA and native soil greens com-

pared to the non-roll control. 

On the USGA sand green, ro l l ing 

increased green speed between 5 and 11 

inches compared to the control. On the 

native soil green, speed increased 

between 5 and 13 inches compared to 

the control. (However, increasing speed 

with successive ro l l ings was not 

observed on the native green, as it was 

on the USGA green.) 

• Comparison of stimpmeter readings 

of the rolled vs. control plots immediately 

preceding the rolling treatment revealed 

no difference in green speed on both the 

USGA and native soil greens. From these 

data, it appears that rolling increases 

green speed, but the effect lasts no longer 

than 24 hours. 

• Rolling had no effect on water infil-

tration over the duration of this study. 

• Rol l ing negatively affected the 

overall visual quality of the turf. Rolled 

plots were more off-color and showed 

some wear. 

The conclusion the research team 

reached was this: 

"Rol l ing for a short durat ion is a 

means of increasing putting green speed 

with min imal detrimental agronomic 

effects. However, the long-term use of 

rolling may be detrimental to the turf." 

Deadline extended for book 
• "Superintendents' Handbook for Golf Course Maintenance & Construction" has 

extended its deadline for submission of entries until April 10th. Entries which are 

received will then be used to develop chapters on topics such as putting greens, fairways, 

roughs, wildlife management, equipment, IPM, etc. 

"Contributions at all levels, from superintendents across the country, have been 

received," says editor Dr. Trey Rogers of Michigan State University. "This is an excellent 

opportunity to give back to the industry, and to receive full recognition, now and forever, 

in a published form." 

Contributions should be one to five pages in length and include photos. To receive a 

contribution packet, please write: "Handbook for Superintendents," P.O. Box 799, 

Okemos, MI 48805-0799. 

Weekend crews work 
• Frank Siple, golf course superintendent at Royal Lakes Golf and Country Club in 

Flowery Branch, Ga., believes in hiring part-timers for weekend maintenance work. That 

allows his regular crews the weekends off. 

Writing in "Thru the Green," Siple says: 

"We have found a better attitude on Monday mornings. Employees don't seem to be 

as tired, stressed out or over-worked. The weekend break acts as a buffer or even a mini-

vacation, which we all need. 

"Second, many overtime hours are cut out of your budget. This savings can be thou-

sands of dollars a year. This money could be used to hire another summer crew member 

or simply help to lower your budget." 

Quite obviously, the weekend employee will also be paid less than a regular full-time 

employee, further saving money. 

Finally, the weekend crew can serve as a "feeder" system to your regular roster. 

"These employees may show skills and interest for a full-time or summer position," 

Siple says. 

One more hint from him: you might want to hire an extra weekend person so that 

crew members can rotate weekends off. 

"It works for me," Siple says. 

GCSAA honors pair in Dallas 
• Allan MacCurrach and John J. Spodnik received this year's Distinguished Service 

Awards from the Golf Course Superintendents Association of America at the opening ses-

sion of last month's GCSAA conference and trade show in Dallas. 

"On behalf of our members, the GCSAA board of directors is very pleased to honor 

these two gentlemen," said President Randy Nichols. "Allan's and John's careers embody 

the highest traditions of this award." 

As senior agronomist for the PGA Tour, MacCurrach makes advance agronomy visits 

to sites for Tour, Senior Tour and Nike Tour events. He also assists Tournament Players 

Club superintendents in developing their agronomy programs. He has been a GCSAA 

member since 1962. 

Spodnik has been superintendent at Westfield Country Club in Westfield Center, 

Ohio, for 34 years as it grew from nine to 36 holes. He has been secretary/treasurer 

for the Northern Ohio GCSAA chapter for 34 years. He has been a GCSAA member 

for 35 years. 

The GCSAA also gave its Leo Feser Editorial Award to Thomas A. Christy of Riverside 

Golf & Country Club, Portland, Ore. The award is presented annually to the author of the 

best article published in the association's magazine. The article for which Christy 

received his award was "Redesigning Equipment Washdown Pads," which appeared in the 

April, 1993 issue. 
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Fertility management of sand as a 
growing medium for greens grass 
by James Latham 
USGA Green Section 
• The development of high sand content 

sports fields and golf greens has been her-

alded as a major step toward the multi-

purpose, all-weather use once thought 

possible only with artificial turf. It seems, 

however, that these rugs have as many 

problems as natural turf—except inside 

domed stadiums. 

The sands are far from foolproof; find-

ing the right components for a mixture 

does not end problems in a sand-based 

program. Fertility management can be dif-

ficult, and the related problems as insidi-

ous as any faced by a turf manager. 

The major problems are related to high 

leaching potential, low cation exchange 

capacity, nutrient balance difficulties and 

other problems with 

pH levels. These, 

however, were con-

sidered worthwhile 

trade-offs when com-

pared to problems 

associated with easi-

ly-compacted, poor-

ly-drained (and aerat-

ed) soil mixtures 

used in the past. 

High-sand grow-

ing media are sup-

posed to support traf-

fic and drain readily. 

That same porosity 

makes nutrient re-

tention quite diffi-

cult, and nitrogen is 

particularly subject 

to loss due to the 

very nature of the 

sandy substrate. Ammonium ions (NH4) 

are rapidly converted to nitrate ions (N03) 

in the well-aerated sand. The nitrates have 

no physical attraction to negatively-

charged soil or organic matter and are 

readily washed out of the rootzone by the 

sand's high permeability. 

Slow-release?—At first, this leach-

ing loss indicates that slow-release nitro-

gen sources are naturals for growing turf 

in porous media. This is not always the 

case, since sand is essentially sterile or at 

least has a small population cf micro-

organisms. 

The release of nitrogen from sources 

requiring microbiological breakdown is, 

consequently, slow for a while. These 

products are ureaformaldehydes, methy-

lene ureas, process tankages, sewage 

sludges, etc. Encapsulated particles, IBDU, 

etc. are not so limited. 

The restricted release does not last 

long, but must be considered in the early 

stages of use. Combinations of soluble and 

insoluble nitrogen sources produce the 

best results until the micro-organism pop-

ulation grows. 

Another difficulty is low cation 

exchange capacity. We have lost the for-

giveness of the soil. 

Clays and organic matter had a tremen-

dous capacity to absorb cationic nutrients, 

which reduced leaching loss. In sand/peat 

mixtures, however, the total cation 

exchange capacity is around five, and that 

means that this mode of nutrient reten-

Fertility of high-sand content soil is difficult, since you lose 
'the forgiveness of the soil,' Latham contends. 

tion is very low. 

Additionally, the normally weak adsorp-

tion of potassium on clay or organic mat-

ter is readily overcome by irrigating with 

hard water, which contains high concen-

trations of calcium and magnesium ions. 

Furthermore, we have always heard 

that phosphorus does not leach but accu-

mulates in the upper rootzone. This does 

not occur in sands. The phosphates go 

right on through—just like the nitrates. 

Trace elements may be lost in the same 

way, but the manner of their availability is 

not as clear because the chemistry of these 

nutrients has not been worked out in this 

medium or with turfgrasses. 

pH problems—One of the most con-

founding problems with sand relates to its 

pH. We usually expect sand to have a neu-

tral pH of 7.0, but this is seldom the 

case—at least in the central U.S. Soil tests 

show pH levels up to 8.0 or more, indicat-

ing high calcium levels. 

Sands with alkaline reaction are subject 

to close observation and careful applica-

tion of trace elements thought to be need-

ed. In most cases, it is iron. 

These nutrients should be applied indi-

vidually to determine the turfs reaction. 

Shotgun mixtures are not recommended 

because of potential toxicity from over-

applying the wrong nutrient. But don't 

forget that the alkalinity also offers some 

protection against toxicity due to excess 

copper and zinc levels. 

Nutrients should be applied as in 

hydroponic gardening until the root sys-

tem is well established and has cycled 

through death and re-establishment of 

new roots several times. 

The residual left by dead roots has the 

best potential for maintaining nutrient 

stability throughout the rootzone. It also 

provides the nutrition needed to develop 

adequate populations of beneficial organ-

isms. Only then can a stable plant commu-

nity be established and nutrient balance 

based upon a well-established fertility 

management program be developed. 

Water watch—One final word of cau-

tion on the possibility of contamination. 

These growing media with little or no 

buffering capacity are susceptible to con-

tamination by poor chemical water quali-

ty, overuse of pesticides, and even silting 

in by dust storms or muddy water. 

All in all, sand as a growing medium for 

turf is a major advance in our field. It is 

imperative, however, to select the sand 

carefully, approach nutrition programs 

with knowledgeable caution, and revise 

almost everything you've learned about 

turf management using natural soils. 

Since we have lost the forgiveness of 

the soil, we must make up for the loss with 

a better understanding of the material 

with which we now work. 

—This article origi-

nally appeared in the 

May, 1992 issue of 

"Hole Notes, " the 

newsletter of the 

Minnesota Golf 

Course Superinten-

dents Association. It 

is reprinted with the 

author's permission. 
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Overhead: 
a vital part of profit-making 
Consultant Charles Vander 
Kooi says you don't start 
making a profit until you 
pay 'the bill in the night.' 

• When Charles Vander Kooi finally leaves 

this friendly world, he wants just two 

words chiseled onto his tombstone: "over-

head recovery." 

That's exactly what he told lawn care 

professionals at this past November's PLCAA 

conference in Baltimore. 

Valuable 
pricing tips 

• Every contractor should review their 

pricing system to see if it meets the fol-

lowing four criteria, says business con-

sultant Charles Vander Kooi: 

1) Does it give the owner the ability 

to know where every dollar that is spent 

comes back to the company through its 

prices? 

2) Is it able to compensate for the 

variables that exist from job to job, from 

property to property? "I've never, ever 

seen two jobs identically alike," says 

Vander Kooi. 

3) Does it give the owner the ability 

to control the job and the company 

more? (Simply put: getting the job done 

at a price "that leaves a profit.") 

4) Does it give the owner the infor-

mation needed to make good business 

decisions? (Not decisions based on emo-

tion or a "gut feeling.") 

(Hey Chuck, what's wrong with "busi-

ness consultant?" Or "longtime construc-

tion industry guru?") 

Vander Kooi says he wants contractors to 

always remember him and the two words 

overhead recovery synonymously. Forever. 

That's how crucial he feels these two words 

are to the continued business survival of any 

contractor, including landscape contractor. 

Contractors must have systems to recov-

er overhead if they want to stay in business, 

i.e. make a profit. If they don't have ways to 

recover overhead, it will strangle a company 

as surely as the sun rises every morning, 

says Vander Kooi. 

In fact, he insists, a contracting business 

can suffocate even with money coming in 

and everyone busy. It will die because no 

profit is dribbling out. This so-called profit 

is being absorbed by overhead that isn't 

being rightfully recovered from customers. 

Vander Kooi has a rather dramatic way 

of describing overhead: he calls it "the bill in 

the night." 

It always comes due, he insists, 

every nickel, dime and quarter. It's 

never forgiving. 

"Overhead is a lot more of a fixed cost 

than most contractors would understand," 

says Vander Kooi. 

Successful contractors "recover" over-

head in large part, through pricing/bidding 

systems based on a realistic understanding 

of the true costs of operating a business, 

particularly the true costs of overhead, he 

explains. It takes some digging to really nail 

down overhead because costs are often hid-

den in twilight areas. 

Usually these expenses can't be billed 

directly to customers but they must be 

recovered nonetheless. They include, among 

many others, the expense of getting to and 

Charles Vander Kooi urges contractors 
to calculate 'true' costs before putting 
a price to their services. 

from jobs, or the cost of disposing of land-

scape wastes arising from work on a cus-

tomer's property. 

In truth, Vander Kooi says, a contractor 

should look at overhead as "the family bud-

get of the business." 

And, just like a budget, contractors must 

determine what their overhead is going to 

be prior to starting a business season. "You 

have to project a future overhead that you 

will recover over future jobs," he says. 

The reason is obvious, he says. No busi-

ness can make a profit until it's paid off its 

overhead. In landscape contracting, this is 

typically anywhere from mid-October to 

early November. 

That's why instead of slowing down for 

the holidays, Vander Kooi says this is the 

time for landscape contractors to "put the 

pedal to the metal" and maximize produc-

tion and profits. 

Even then, says Vander Kooi, the nation-

al average of profit for both low-risk (those 

who sub-contract out most work) and high-

risk (those who hire and manage a lot of 

labor) contractors is about two and three 

percent, respectively. 

—Ron Hall 
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FOR PROFESSIONALS 
Get the competitive edge with good business management: improve customer 
service; enhance finances; know the industry; bid smart. Make sure up-to-date 
information is at your fingertips by adding these books to your library: 

LANDSCAPE MANAGEMENT 1993 DIRECTORY AND 
BUYER'S GUIDE 

Your complete guide to the professionals you want to contact for business, 
including key contacts at land grant universities across the country. Sections 
include equipment, equipment companies, seed and chemical companies, and 
control products. Find extra tips and information in special departments 
spotlighting products and "As We See It." 112pp. IS-BG-S 10.00 

BIDDING FOR CONTRACTORS: HOW TO MAKE BIDS THAT 
M A K E M O N E Y by Paul J. Cook 

A clearly defined working guide for producing winning bids. Learn the 
benefits of the author 's extensive experience in construction project 
management by providing contractors with the necessary tools to develop 
competitive bids from small jobs to multi-million dollar projects. 
225pp. BK-348-S35.95 

START & RUN YOUR OWN PROFITABLE SERVICE BUSINESS 
by Irving Burstiner 

Step-by-step how to follow your dream of owning your own business into 
the reality of the service sector. Find out how to plan, launch and successfully 
run a service business: prepare a business plan; master the financials; buy an 
existing business or start a new one; choose a place of business; market your 
service; forms required for a proprietorship, partnership, corporation; model 
business plan; sample tax returns; and a list of selected franchise operations. 
286pp. BK-349-S 18.95 

ACHIEVING EXCELLENCE THROUGH CUSTOMER SERVICE 
by John Tschohl with Steve Franzmeier 

This savvy guide holds all the ways to establish caring, dependable and 
speedy service to bring customers back again and again. From hiring and 
motivating workers to refocusing company policies and procedures on 
customer satisfaction, this book is the answer to customer service. 
304pp. BK-350—$22.95 

FINANCE AND ACCOUNTING FOR NONFINANCIAL 
M A N A G E R S by Steven A. Finkler 

Completely updated, this expanded edition explains the basics of finance 
and accounting in clear, non technical language. Get a firm grip on everyday 
business transactions involving finance, assets, depreciation, liabilities, 
Inventory, costing, owner's equity, capital budgeting, audits, cost accounting, 
cash flow statements, ratio analysis. Includes current tax laws. 
225pp. BK-351-$14.95 

WINNING STRATEGIES FOR LAWN & LANDSCAPE 
CONTRACTORS - A SYSTEM FOR SUCCESS by Brent Demos 

Discover proven techniques that wi l l help you meet and beat the 
competition! Win more bids, increase jobs from current clients, hire productive 
employees, and learn successful management skills. This comprehensive 
manual also includes effective tips for marketing and advertising, equipment 
management, diversification, education and training. 136pp. 
LSM-BK-761-S59.95 

LAWN CARE INDUSTRY STATE OF THE INDUSTRY REPORT 
An up-to-date report of lawn care business growth, average annual 

expenditures, and a look at the future of the industry. Ranks the largest lawn 
care businesses in North America. BK-230-$ 10.00 
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What you're looking at is 

the way to go an entire season 

on a single herbicide application— 

a control zone in the top inch 

of soil that keeps weeds from 

germinating all season long. 

V It can greatly reduce your 

use of postemergence herbi-

cides and handweeding in your 

ornamentals. 

We have three different pre-

get a full season of broad spec-

trum grassy weed control. 

And for woody ornamentals, 

you can use Snapshot* herbicide. 

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 3 oz. of Surflan per 1000 square 

feet with H oz. 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. Since Roundup is a postemergence herbicide, do not 

spray this tank mix on any desirable vegetation. 

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 looking 

for grassy weed control, you 

X-N can use Surflan* 

SJWW preemergence 

|g7 herbicide. Surflan 

is, in fact, so 

gentle that you 

can spray it 

directly over the 
top of delicate 

ornamentals. Yet 

one application gives you up 

to eight full months of control. 

It controls 

both broadleaf 

and grassy 

weeds. A 

single appli-

cation lasts 

up to eight 

months. 

And it's 

available as a 

sprayable or in a granu-

lar form. 

We can show you lots of 

ways to control weeds more 

safely and effectively. They're 

explained in our 40-page book 

The Nursery And Landscape 

Guide To Responsible Pest 

Surflan 

Our preemergence 

herbicides set up a 

gentle control zone 

that keeps weeds 

from germinating 

all season. 



you don't need a lot of 

herbicide to get beautiful 

results. 

Send me the following Management Guide(s): 

• Cool Turf, • Warm Turf, • Nursery 

and Landscape. 

Mail to: DowElanco, PO . Box 33489, 

Indianapolis, IN 46203-0489. Or call: 

1-800-514-4524 

Name« 

Company-

Business Category: • Nursery • Lawn Care 

• Municipal • Landscape Contractor 

• Golf Course 

Address-

City. . State Zip-

Phone ( . 

DowElanco 
The chemistry is right. 

•Trademark of DowElanco. © 1994 DowElanco. 
Always read and follow label directions. 02 

st beautiful thing about 
ned in the topf of soil. 



University of Georgia's 
Helen Mil ls: 
cert i f icat ion 
candidates go at their 
own pace 

Becoming a 
Certified 

Turf grass 
Professional' 

• Certified 

T u r f g r a s s 

Professional— 

doesn't that 

have a nice 

ring to it? 

It's finally 

here, thanks to 

a partnership 

between the 

University of 

Georgia and 

the Profes-

sional Lawn 

Care Asso-

ciation of Ame-

rica. Lawn care 

technic ians , 

once they meet 

specific re-

qu i rements , 

can be known as CTPs. 

They can wear the distinctive new 

green-and-white patch on the sleeves of 

their uniforms. 

John Robinson, PLCAA's immediate past 

president, says certification will help con-

firm to the public that lawn care companies 

have better trained technicians in the field. 

Adds Steve Derrick, Orkin Pest Control, 

"We in lawn care knew we had to increase 

the quality of service and also the percep-

tion of quality that our customers had of 

us." That, says Derrick, is why PLCAA 

sought help in administering and managing 

the program. 'We wanted an outside credi-

ble source so it wasn't us training us." 

When Derrick contacted Dr. Keith 

Karnok, professor of agronomy at UGa, he 

found a ready ear. Karnok, author of 

"Principles of Turfgrass Management" with 

more than 17 years experience in both 

warm- and cool-season turfgrasses, directed 

PLCAA to Helen Mills, U.Ga. Center for 

Continuing Education. 

The Center, Dr. Karnok and PLCAA then 

collaborated on building the independent 

study course that technicians must com-

plete and pass to earn certification. 

Mills says the home correspondence 

course is based on the notebook "Principles 

of Turfgrass Management." It is divided 

continued on page 68 

EVI NE 
Quote of the month comes from Michael Fumento, author of 

the book "Science Under Siege." While attending the Georgia 

Turfgrass Conference, LM heard Fumento utter this memorable 

line: "I've got very good news if you're a bullfrog. No amount of 

dioxin will make you croak. On the other hand, it won't make 

you a prince, either." Second runner-up for quote of the month 

also comes from Fumento's mouth: "Wouldn't it be great if every 

community in the country had a lower-than-average risk of can-

cer? It'd be great! It'd also defy all the laws of mathematics!" 

Think you're busy? Then LM advises you compare your sched-

ule with that of DickFicco, one busy person. Ficco, the president 

of Partners Quality Lawn Service, Easton, Mass., heads the 

Massachusetts Association of Lawn Care Professionals, serves on 

the boards of both PLCAA and the Massachusetts Turfgrass 

Advisory Commission, is the resident lawn care spokesman on 

WBZ Radio, and is a frequent guest on local television. Last year, 

he also accepted an appointment to the national EPA Pesticide 

Users Advisory. 

A long-standing friend the green industry, Bill Culpepper, is 

starting his own business. Culpepper, formerly of DowElanco, 

will manufacture and market three control products—Arest, 

Pipron and Sonar—through the new company, SePro. He will also 

be the exclusive U.S. distributor of Rubigan to the specialty horti-

cultural markets. Culpepper was formerly on the board of direc-

tors of RISE, the PLCAA and the GIE. "We'll address the more 

specialized markets within the green industry," Culpepper tells 

LM. "Frankly I love it. I like to put together a whole lot of little 

pieces and make it make sense." You can contact SePro at (317) 

580-8282. 

FX-10 is the new "miracle" turfgrass in Florida. According to 

a press release received in the LM offices: "during the 'storm of 

the century...on the shores of Tampa Bay...homes landscaped 

with FX-10 received little or no erosion damage while homes in 

the same development without FX-10 had entire lanws washed 

away. Bobby Bonilla, the New York Mets outfielder, uses FX-10 

for his lawn and helicopter landing at the mouth of the Manatee 

River, says Jim Anderson of Anderson &? Son Nursery, Ruskin, 

Fla. For more info about FX-10, phone (800) 532-7006. 

Dr. Bruce Ames continues his crusade against seemingly 

unfair EPA requirements and the glut of professional environ-

mentalists. An LM staffer, en route to a state turfgrass confer-

ence was reading a recent issue of Forbes magazine. He noted 

this quote from Dr. Ames: "I think the EPA kills people. I knew 

lots of good guys who went to work for the EPA because they 

were idealists, but it's run by lawyers, and the institutional 

incentives take over. The scientists on the committee...keep 

putting out lousy reports" because of the pressure to conform to 

established government risk standards. 



r 

WHEN IT COMES TO 
GUARDING AGAINST WEEDS, 

THINKOFUSAS . 
MAN'S BEST FRIEND. 

The Andersons 
Proven Professional 
Turf™ Fertilizers 
Combined With 
TEAM™ Broad 
Spectrum Weed 
Control Get You The 
Results You Need To 
Turn Customers Into 
Friends For Life. 

Standard Professional Turf fertilizer 

formulations incorporating Team 

include: 

•25-3-8 
•20-2-6 
•20-5-5 

Each product is individually 

designed to meet specific nutrient 

requirements and deliver up to 16 

weeks of effective weed control. But 

you get more than effective-ness. 

You get efficiency, too, because you 

get two jobs done with one 

application. 

Team is a proven performer when 

it comes to crabgrass, goosegrass 

and many other pesky weeds. Plus 

it's labeled for use on most major 

turfgrass species. With The 

Andersons superior formulating 

capabilities you get clean, free-

flowing products for consistently 

great results. Use The Andersons 

Professional Turf fertilizers with 

Team arid make your customers 

friends for life. 
\ 

the professional's 
partner® 

H i e , « C E C * 
Andersons 

I® 

For more information 
about our Professional 
Turf products, call toll-
free 1-800-225-ANDY 

% 
™ TEAM is a registered t rademark^ DowElanco 

© 1994 The Andersons 



Bobcat Excavators Work 
Everywhere You Turn! 
Bobcat compact excavators work with 360 degree 
maneuverability. Work close to existing 
structures and in muddy conditions. 
And, they're American-made. 

; 

bobcat 
P.O. Box6019»Fargo. NO 58108-6019 
Phone: (701) 241-8700 

Choose from three models with 
digging depths ranging from 80" to 120". 
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Orkin's 
Steve 
Derrick: 
industry 
needed a 
credible 
outside 
source 

into 14 chapters. Review questions at the 

end of each chapter prepare the techni-

cian for the four open-book mail-in tests. 

These are then graded and returned to 

the technician. 

At the end of Chapter 7 the techni-

cian must take a monitored, closed-book 

exam; then, a second monitored exam at 

the completion of the notebook. The 

technician must score 70 percent or bet-

ter to earn the CTP designation and 

patch. The U.Ga. will arrange exam 

details with a university or college in 

the technician's geographical location. 

Mills says a technician can take as 

long as 12 months to complete the 

course. "It's up to the students to let us 

know when they want to take the exams," 

she says. 

PLCAA Government Affairs Director 

Tom Delaney believes the certification 

program may help companies retain 

employees better. "Technicians can feel 

better about themselves," he says. 

Delaney says he's alerting regulators 

in every state to the new program. "I feel 

a lot of them are going to jump on this." 

The enrollment fee is $275 per per-

son. Discounts for mul t ip le enroll-

ments from the same company are 

available. Cost to PLCAA members is 

$225 per person. 

For information on course enroll-

ment, call the University 

of Georgia at (706) 

542-1756. PLCAA 

members should 

call (800) 458-

3466 for infor-

( CERTIFIED ' 
TURFGRASS 

^PROFESSIONAL 
mation concern-

ing special mem-

ber rates. 

—Ron Hall 



ILORGANITE 

S INCE 1926 . . . 

TRUST. C O N F I D E N C E . 

RELIABILITY. N O G I M M I C K S , 

EXAGGERATED CLAIMS, O R 

UNKEPT PROMISES. 

SUPERINTENDENTS AT TOP 

N O R T H A M E R I C A N GOLF 

COURSES DEPEND O N 

M I L O R G A N I T E TO DELIVER 

PROVEN RESULTS. 

• NATURAL O R G A N I C 

• SLOW RELEASE 

• N o BURN 

• M I C R O N U T R I E N T S 

• VERSATILE 

CONTACT YOUR. MILORGANITE 

DISTRIBUTOR OR OUR STAFF 

AGRONOMISTS FOR FURTHER 

INFORMATION. 

NATURAL ORGANIC 

SOLID AGRONOMY Milorganite 

MILORGANITE DIVISION - M M S D 

1101 NORTH MARKET STREET - MILWAUKEE, W I 53202 

4 1 4 - 2 2 5 - 3 3 3 3 



Choose Bayleton this year for the same 

ON 
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® fun-

gicide has controlled the tough dis-

eases. 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. 

MILES ^ 

Our new water 
soluble packets give 
you consistency in formulation and control. 
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Route for profit 
• You might be losing profits from sloppy 

routing. 

Ric Moore, president of Green Up 

Lawns and Landscapes, Inc. of Salem, Va., 

realized when he hit his 500th customer 

that it was time to organize his routing 

method. (Good thing he did it then, rather 

than try to organize his current 3000!) 

During the first few years in business, 

Moore says he, like many new business-

men, concentrated more on growing the 

business first, and making money second. 

But the more a company matures, 

growth has to take a back seat to prof-

itability, for the sake of the company's 

existence. 

Moore believes routing serves three 

functions: 

• It divides the total number of cus-

tomers into small groups; 

• It defines or determines the treat-

ment sequence; 

• It determines profitability, or plays a 

major part in profitability. 

"Poor routing can lead to cancellations, 

poor production, poor profitability, over-

worked—and unhappy—employees and 

high turnover," says Moore. 

"Efficient routing means you have 

happy customers, maximum production 

and profitability." 

This kind of routing, based on cus-

tomer "Stock Numbers," also makes 

invoicing a snap. 

"The computer prints invoices in 

sequence, and we don't have to print them 

all at once," says Moore. They might run 

all the commercial seeding accounts first, 

then aeration clients. It's a nice luxury. 

Moore assigned a production manager 

to supervise the routing scheme. His 

responsibility is to see that the yards get 

done on schedule and in sequence, and 

eliminates technician's temptation to 

route in a way that's convenient to them-

selves, rather than to the system. 

Moore's routing system is lately chal-

lenged by the "call ahead" customer, and 

the neighbors who want to be notified 

prior to lawn care applications. These peo-

ple, believes Moore, are here to stay. 

Moore has a part timer come in after 

hours to handle the "call aheads," who by 

the way pay an extra buck for the courtesy. 

(One green industry colleague charges 

$5; a more realistic tariff, Moore believes.) 

—Terry Mclver 

OUTDOOR 
PROFESSIONALS 

NEED 
PROFESSIONAL 

SUN 
PROTECTION 

D E F L E C T 
OCCUPATIONAL SUNSCREEN 
DEFLECT Occupational Sunscreen protects you from 
the sun's harmful ultraviolet rays. The kind which 
are responsible for long te rm tissue damage. 
DEFLECT is waterproof, greaseless and PABA and 
fragrance-free. It won't rub off or run into your 
eyes. And, it lets your skin breathe. The SPF-15 
formulation provides fifteen t imes your skin's normal 
protection f rom the sun. 
Don't get burned by inferior products or exorbitant 
retail prices. Call today for your nearest distributor. 

mmrn 
Thtm Total 8k incur et Company 

1-800-248-7190 

STEPS TO RIGHT ROUTING 
1. Define your service area. Let 

the crew know where you will and 
won't go. "You just can't treat every 
lawn," says Ric Moore. 

2. Define territories within service 
areas, with one technician in charge 
of each territory. Moore has Roanoke 
divided into five territories. For exam-
ple: southeast; northeast; commercial 
territory; residential territory. 

3. Define routes within those terri-
tories. It will normally take one tech-
nician three or four days to finish the 
route. Moore uses map coordinates, 
like "K-5," or "west of Main St." 

4. Service customers in 
sequence. Moore assigns each cus-
tomer a Stock.Number. The techni-
cians service those lawns in 
sequence, without fail. 

—T.M 



How goes the green industry? 
Early indications good as 1994 golf and 
landscape growing season begins. 

CLEVELAND—According to statistics from various sources, the green 

industry is alive and well and enjoying the recent slight upturn in the 

overall economy. 

For instance, according to the Outdoor Power Equipment 

Institute, all categories except rear engine riding mowers are 

expected to show increased shipments in both the 1994 and 1995 

model years. 

The OPEI's forecast predicts positive increases in housing starts 

and disposable income to be contributors to the overall outdoor power 

equipment growth. Additionally, foreign economic growth among 

major trading partners and a somewhat weaker dollar should help an 

already strong power equipment export market grow, the OPEI notes. 

From Irwin Broh & Associates comes its ninth annual survey of 

more than 900 landscape contractors and lawn maintenance services. 

Of the six product categories studied, the intention to buy for 1994 

was highest for string trimmers. 

Finally, from Green Exports USA comes 

word that export sales of U.S. nursery products For m o r e in fo rmat ion , o r to purchase studies, contact: 
exhibited a two percent increase over last year's 

sales during the first half of 1993. 

Sales to the European Economic 

Community (EC) more than offset lower sales 

to Canada. Cut foliage and fresh cut flowers 

exhibited some of the strongest gains with 

increases of 18 and 23 percent, respectively. 

Outdoor Power 

Equipment Institute 

341 South Patrick St. 

Old Town Alexandria, 

VA 22314 

(703) 549-7600 

Irwin Broh & 

Associates Inc. 

1011 East Touhy Ave. 

Des Plaines, IL 60018 

(708) 297-7515 

Green Exports USA 

300 West America St. 

Orlando, FL 32801-3614 

(407) 843-3487 



HOT 
STUFF 

Landscaping marketing stuffers 
RESTON, Va.—The Associated Landscape Contractors of America 

offers six marketing stuffers, designed specifically for the exterior 

landscape professional. 

The full-color promotional stuffers focus on selling landscape 

services. They are: 

• "Making a splash" • "Irrigate" 

• "Creating curb appeal" • "Create an environment" 

• "Colorful landscapes" • "Making light of it" 

The stuffers can be enclosed with sales letters, inserted in your 

company brochure, included with invoices, mailed with a direct 

mail piece or handed out in person. They are available in individu-

al quantities of 50. For more information, phone ALCA at (703) 

620-6363 or (800) 395-2522. 

Free compliance program 
WEST PALM BEACH, Fia.—RGF Environmental Systems has a 

program containing pertinent information on total EPA compli-

ance standards and technology for the turf maintenance industry. 

The program contains practical solutions, alternatives and 

plans for: 

• storm water management; 

• waste problems related to rinsing and pressure washing of 

turf maintenance and pesticide application equipment;; 

• mixing and loading facilities; 

• pesticide storage; 

• storm water runoff of pesticide spills; and 

• other related pollution problems. 

For a free copy, contact RGF at (407) 848-1826 or (800) 842-

7771. 

Scholarship established 
TANGENT, Ore.—The late William Kent Wiley Jr., one of the 

founders of Pickseed West, was honored when the company 

endowed a fellowship through Oregon State University. 

The Wiley Memorial Fellowship is designated for graduate stu-

dents in the Grass Seed Science program within the Department 

of Crop and Soil Science at OSU. 

"The $50,000 we have contributed is enough to get the fellow-

ship established," says Dr. Gerry Pepin of Pickseed West, "but 

more is needed. We hope that others in our industry will step for-

ward to add to this endowment, which will produce future leaders 

in the grass seed industry." 

Wiley was a well-known green industry personality, a founder 

of Pickseed West who retired in 1990 and died late in 1992. 

For more information, contact the Office of Development, 

OSU, Snell Hall, 517, Corvallis, OR 97331-1650. 

CONVERT UNWANTED TREES AND BRUSH INTO USEABLE WOOD CHIPS.. 

WITH A BANDIT CHIPPER 
All units are equipped 
with a powerful, 
hydraulic feed system 

The units produce 
dimensional chips 
that are ideal for 
mulch, compost, and 
pathways 

Discharge chips in 
any direction with a 
360° swivel discharge 

CALL OR WRITE TODAY FOR 
UTERATURE, VIDEO TAPES OR A 

DEMONSTRATION. MODEL 60 - 6" DIAMETER CAPACITY UNIT SHOWN. 

6", 9" and 12" diameter capacity chippers are 
offered, either as engine driven or PTO driven. 

BANDIT INDUSTRIES, INC. 
6750 Millbrook Rd., Remus, Ml 4 9 3 4 0 
Phone: 517-561-2270 • Fax: 517-561-2273 
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Certifying landscapers 
RESTONr Va.—Landscapers can now 

receive national certification for profes-

sionalism from the Associated Landscape 

Contractors of America. 

The organization offers a six-hour 

exam with five sections tailored to the 

industry: (1) business planning, account-

ing and management; (2) health safety 

and human resources; (3) produc-

tion/operations and horticulture; (4) risk, 

law and contracts; and (5) sales, market-

ing, communications and public relations. 

Those who pass the exam are designat-

ed "Certified Landscape Professionals." 

For more information, phone ALCA at 

(703) 620-6363. 

About a recent cover 
CLEVELAND—LM mistakenly failed to 

give credit for the cover photo on the 

December, 1993 issue. The slide came to 

us from Redwood Landscaping of north-

ern California. 

The picture features Smith Ranch 

Homes, an exclusive retirement commu-

nity in Marin County, Calif. The home 

sites include unique water features, 

putting/sporting greens and lush gardens. 

Redwood Landscaping maintains the 

community. 



Air Tunnel 
or Fiat Deck? 

Both Come Bush Hog® Tough 
Some mowing jobs require only flat deck finishing mowers. Others are served better 

with air tunnel designs. They all demand rugged, long-lasting equipment and a quality, 
non-streak cut you can count on year after year. 

Now you can be sure you get it. Because Bush Hog® has made the choice easy by 
expanding its line of flat deck and air tunnel mowers to include overlapping models in 
sizes from 48 to 90 inches wide. 

Bush Hog's flat deck TH Series models for normal cutting conditions now come in 
48-inch, 60-inch and 72-inch wide models. Bush Hog air tunnel mowers for heavy-volume 
and wet conditions come in 60-inch, 72-inch and 90-inch models. All feature Bush Hog 
designed gearboxes, modern design and Bush Hog tough materials and construction. 

See them and the 17 other new products from Bush Hog at your Bush Hog dealer. 
They are part of Bush Hog's full-time commitment to designing and building the best 
support line equipment. 

BUSH HOG 
CORPORATION 

Building the Legend. 
Dept. LM-2 • P.O. Box 1039 • Selma, AL 36702-1039 • 205/872-6261 



Particle distribution pattern for typical blended product. 

For maximum 
you need the finest par 

SCOTTS, fertilizer-based pendimethalin products are the 

most widely used preemergent combinations. And for 

three very fine reasons. 

^ ^ The particles are smaller and more consistently 

sized than typical competitive physical blends, reduc-

ing segregation potential while providing up to 8 times the 

coverage per square inch. That better coverage means 

fewer application breaks with more effective control of 

grassy and broadleaf weeds. Field tests show that 

poorly formulated combination products may sacrifice 

preemergent weed control by up to 15% or more. 

^ ^ No other preemergent herbicide can match pendi-

methalin's combination of broad spectrum weed control, 

control effectiveness and season-long performance. 

Preemergent Control Comparison 

Crabgrass Goosegrass Foxtail Poa Annua Oxalis Spurge Henbit Chickweed 

pendimethalin H H H M H M H H 

prodiamine (Barricade)* H M H M M M M M 

dithiopyr (Dimension)* H M H M H M M M 

H- High M - Medium (Based on Scons/university data) * Barricade and Dimension are trademarks of Sandoz Limited and Monsanto Company respectively. 



Particle distribution pattern for Scons^methylene urea 
fertilizer/pendimethalin product. 

weed control, 
tides money can buy. 

Season-long crabgrass control is just one consider-

ation, and pendimethalin answers it. But pendimethalin 

also outperforms other preemergent herbicides on 

tough-to-control weeds like goosegrass and oxalis. 

• N o w SCOTTS fertilizer-based pendimethalin line 

also features Poly-S„technology, the most efficient and 

cost-effective turf fertilizer ever developed. This exclu-

sive technology offers programmed, flexible release 

rates and more predictable response. It's virtually dust-

free. And it's available only from SCOTTS. 

Offering a broad line of different fertilizer/pendi-

methalin products, your ScoTTTech Rep is ready to help 

you select the formulation that best meets your needs. 

For more information, contact your SCOTT Tech Rep 

today. Or call 1-800-543-0006. 

Scotts 

Pendimethalin Plus Fertilizer 



FEBRUARY 
14-16: Pennsylvania Nurserymen and 

Allied Industries Conference, Hershey 
(Pa.) Lodge and Convention Center. 
Phone: (717) 238-1673. 

15-16: Associated Green Industries of 
Ohio Trade Show and Educational 
Meeting, Strongsville, Ohio. Phone: (614) 
261-1221. 

15-17: Landscape Contractors Assn. 
MD/DC/VA Winter Workshop, Holiday Inn 
Crowne Plaza, Rockville, Md. Phone: (301) 
948-0810. 

15-18: International Erosion Control 
Association Conference and Trade 
Exposition, Reno (Nev.) Hilton. Phone: 
(303) 879-3010. 

16-17: California Landscape Industry 
Show, Long Beach (Calif.) Convention 
Center. Phone: (916) 448-2522. 

16-17: IPM in Landsapes Conference, 
Tsawwassen Inn, Canada. Phone: 
Georgena Good, (604) 980-9735. 

16-17: New York State Turf and 
Grounds Exposition II , Suffern, N.Y. 
Phone: (800) 873-8873. 

17-18: Nevada Landscape Conference 
& Trade Show, Reno-Sparks Convention 
Center, Reno, Nev. Phone: Steve Williams, 
(704) 856-1150. 

20-23: Outdoor Power Equipment 
Distributors Assn. Annual Meeting. 
Disney's Yacht Club Resort, Orlando, Fla. 
Phone: (215) 564-3484. 

21-23: MexiGolf '94, Mexico City, 
Mexico. Phone: Boris J. Franchomme, 
(510) 526-6922. 

22-24: ProGreen Expo, Denver (Col.) 
Convention Center. Phone: (303) 756-
7282. 

22: PLCAA Business Management and 
Risk Survival Workshop, Albany, N.Y. 
Phone: (800) 458-3466. 

23-24: Southern Illinois Grounds 
Maintenance School, Gateway Convention 
Center, Collinsville, 111. Phone: (618) 236-
8600. 

23: New Jersey Landscape *94, 
Meadowlands Convention Center, Secau-
cus, N.J. Phone: Jim Stewart, (201) 664-
6310. 

23: PLCAA Business Management and 
Risk Survival Workshop, King of Prussia, 
Pa. Phone: (800) 458-3466. 

When it's got to be 
working today. 

NAPA Delivers. Parts for regular maintenance. 
Parts for emergency repair. When you're 

counting on power equipment every day, you 
need parts —and parts people — you can 

count on. That's why no one equals the parts 
coverage your local NAPA Auto Parts store 
provides. And why no one works harder to 

get the right part to you right now. 

See for yourself. When you don't have 
to sit and watch the grass grow, 

no one delivers for you like NAPA. 

) 1993 NAPA Small Engine Parts, an Echlin Company. 

mm 
Power Equipment 
Specialists, too. 

24: PLCAA Business Management 
and Risk Survival Workshop, Worcester, 
Mass. Phone: (800) 458-3466. 

28 -Mar . 2 : Massachusetts Turf 
Conference, Springfield (Mass.) Civic 
Center. Phone: Mary Owen, (508) 892-
0382. 

28-March 3: Vertebrate Pest Confer-
ence, Westin Motel, Santa Clara, Calif. 
Phone: Dr. Terrell Salmon, (916) 757-
8623. 

MARCH 
3-4: Sports Turf Management Sem-

inars. Gainesville, Fla. Phone: (414) 733-
2301. 

4-5: American Landscape Maintenance 
Assn. Trade Show, War Memorial Aud-
itorium, Ft. Lauderdale, Fla. Phone: (305) 
925-7996. 

4-5: Golf Course Wastewater Sym-
posium, Newport Beach, Calif. Phone: Dr. 
Kim Erusha, (908) 234-2300. 

4-5: Muni-Golf Course Developments. 
Atlanta Marrriott Marquis. Phone: (800) 
285-2332. 

4: Midwest Chapter/STMA Annual 
Meeting and Awards Luncheon, Avalon 
Banquets, Elk Grove, 111. Phone: Mike 
Schiller, (708) 439-4727 or Mike Trigg, 
(708) 360-4750. 

5-8: Canadian Turfgrass Conference 
& Trade Show, Calgary (Alberta) Conven-
tion Center. Phone: (905) 602-8873 or 
(800) 387-1056. 

5: Ohio Arborist Foreman Training 
Meeting, Holiday Inn Lane Avenue, 
Columbus, Ohio. Phone: (615) 876-3694. 

6-7: Tampa Bay Horticultural Trade 
Show, Tampa (Fla.) Convention Center. 
Phone: (813) 920-4393. 

6: Women in Horticulture Conference, 
Bellevue (Wash.) Conference Center. 
Phone: Terri Arnold, (206) 935-7951 or 
Deb Powers, (206) 524-1672. 

7-8: Sports Turf Management Sem-
inars, Lincoln, Neb. Phone: (414) 733-
2301. 

9-10: CALCP Spring Training Con-
ference, Jefferson County (Col.) Fair-
grounds. Phone: (303) 224-2293. 

9-10: Shade Tree Short Course, Iowa 
State University, Ames, Iowa. Phone: Dr. 
Paul Wray, (515)294-1168. 

9-10: Sports Turf Managment, 
Riverside, Calif. Phone: (714) 787-5804. 

10: "Building Success in the Work-
place," Holiday Inn Sports Complex, 
Kansas City, Mo. Phone: Terry Ann 
Turner, (314) 882-4087. 

10: "Building Success in the Work-
place," Radisson Hotel, St. Louis. Phone: 
Terry Ann Turner, (314) 882-4087. 

10: Integrated Pest Management 
Conference, Swarthmore College. Phone: 
(215)489-4315. 

12: Turf Management Seminar, 
Cuyamaca College, El Cajon, Calif. Phone: 
Diana Landis, (619) 670-1980, ext. 262. 
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INFO 
CEHTER 

VANDER KOOI ON LANDSCAPING...Six titles from Vander 

Kooi & Assoc. tell landscapes how to better run their business-

es: "Estimating and Management Principles," "Labor & 

Equipment Production Times," "Completing the Circle," "The 

Employee Packet Sample," "Growing and Selling a Business," 

and "The Idea Book" (2 volumes). To receive an order form, 

write or phone Vander Kooi at P.O. Box 621759, Littleton, CO 

80162; (303) 697-6467. 

ELECTRICAL HAZARDS...The International Society of 

Arboriculture is offering "Trees and Overhead Electric Wires: 

Proper Pruning and Selection." The nine-page booklet contains 

full color pictures and diagrams on every page. Each booklet 

costs $2 plus shipping and handling. Utilities wishing to place 

orders of more than 2,500 should contact the ISA office for pos-

sible discounts. To order, send Visa or MasterCard number with 

expiration date to: ISA, P.O. Box GG, Savoy, IL 61874. 

IPM TACTICS..."Handbook of Integrated Pest Management 

for Turf and Ornamentals" is available from Lewis Publishers 

for $95.00. The book quotes more than 40 experts. It is aimed at 

urban landscaping with special considerations for golf courses. 

To order, write Lewis Publishers, 2000 Corporate Blvd. NW, 

Boca Raton, FL 33431 or phone (800) 272-7737. 

EPA STANDARDS...The U.S. Envi-

ronmental Protection Agency has two new 

pesticide publications dealing with worker 

protection. One is for employers: "The 

Worker Protection Standard: How to 

Comply, What Employers Need to Know." 

The other, for workers, is printed in both 

English and Spanish: "Protect Yourself 

from Pesticides." The publications are 

available free from John Forwalter, U.S. 

EPA Region 5, Environmental Sciences 

Division, Pesticides Section SPP-14J, 77 

W. Jackson Blvd., Chicago, IL 60604. 

MORE ON STANDARDS...Gempler's, 

which provides the protection and compli-

ance equipment to the horticultural mar-

ket, has a 154-page guide to the new EPA 

worker protection standards. For more 

info, phone (800) 382-8473. 

WOOD STUFF...An updated version of 

the eight-page booklet "Guide to the 

Characteristics, Use and Specifications of 

Pressure-Treated Wood" is available from 

the Western Wood Preservers Institute. It 

contains recommended specifications for 

lumber, plywood, glued-laminated tim-

bers, foundation piling and building poles. 

For your free copy, write Western Wood 

Preservers Institute, 601 Main St., Suite 

401, Vancouver, WA 98660. 

i n i i v v v n i ta 

MANAGEMENT BOOKSTORE 

MANAGERS' 
HANDBOOK 

by Daniel and Freeborg 
Entirely updated! Chapters on grasses, growth 

regulators and diseases have had extensive 

modification to keep up with today's technology. 

Innovations resulting from research and practice 

have been added to reflect the current techniques 

now available to turf managers. Truely a practical 

guide for the professional turf practitioner. 

LM110-$39.95 

CALL TODAY! IT'S EASY TO ORDER! 
Credit Card Orders Call Toll Free 800-225-4569, x839; 
or fax 216-891-2726. Or mail check to Advanstar 
Data, 7500 Old Oak Blvd., Cleveland, Ohio 44130. 
Please add $4.00 per book for postage and handling, 
and allow 3 to 4 weeks for delivery. 

02QF2M 

With Formulating Plants located in Florida and 
Wisconsin KOOS* SHORE can fill all your needs: 

Fertilizer Blends featuring 
Nutralene, sulfate of potash 
and minor elements. 

Fertilizer Blends formulated 
with pesticides from an 
extended list of turf labels. 

Plus... 
Mini Size homogeneous 
fertilizer products for the 
golf course. 

W h e n y o u r grass is o n the line cal 

roaus I UHDHE 
Midwest 

1 -800-558-5667 

I I I I I I I I I 

Southeast 
1 -800-329-2203 

I I I I I I 
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JOB TALK 
A new way to control 
weeds in ponds, lakes 
Some spec ies o f aquatic vegetat ion are 
beneficial to water features . Here 's 
which, and why . 

by Dave Murray, 
Limnion Corp. 

• It took the participants of the conference 15 minutes to quit 

laughing...bentgrass was a weed and this guy is suggesting we 

deliberately plant it in our fairways and greens. 

Thus, the entry of what was previously known as a nuisance 

weed made its unflattering debut into the everyday lives of most 

golf superintendents. Bentgrass, of course, is now the most 

accepted and respected grass for golf courses in the world. 

Other species of vegetation also became widely used after the 

beneficial characteristics of the plant were demonstrated. The 

previous treatment of these species was widespread eradication 

when the proven, logical solution to them has been management 

and proper use. 

Today, the golf and landscape industries continue to eradicate 

aquatic vegetation in water hazards, ponds and lakes. There are, 

however, numerous examples of aquatic weed species that are ide-

ally suited to the golf course superintendent, landscape architect 

or landscape contractor. 

The market for aquatic plants has been small and limited to 

the decorative backyard fish pond. The benefits of aquatic vegeta-

tion have seldom been examined because their dense growth pat-

terns don't appear to be potentially valuable. 

Aquatic vegetation now offers, however, a unique solution to 

one of the problems we all face: algal blooms that are typically 

dense and often consume the entire pond or lake. 

For example, the bottom sediments of lakes and ponds are fre-

quently contaminated with 10 or more years of copper sulfate 

treatments. Vegetation, even if desirable, might not survive the 

sediment contamination levels. However, certain aquatic vegeta-

tion types are capable of withdrawing the metal contaminates 

from the sediment. The absorption technique does not even allow 

the vegetation to become a hazardous waste itself. 

Another type of aquatic vegetation is capable of getting ade-

quate sunlight and nutrients through the algal growth. This 

species of vegetation, Ceratophyllum demersum, grows no roots 

and thus competes directly for nutrients the algae also needs. 

Introduce that vegetation and the algal blooms disappear. 

Finally, the shallows of lakes have, in the past, required herbi-

cide treatment or physical removal to stop the growth of aquatic 

vegetation. If the nuisance perimeter vegetation could be replaced 

with a low-growing plant, no herbicide treatments would be need-

ed. Eleocharis coloradoensis does precisely that. It will grow only 

two inches tall and actually emit a chemical from its roots to 

drive off its larger and annoying cousins. 

Proper planting of a lake or pond needs be done only once. The 

present budgets of lake managers, golf course superintendents 

and maintenance contractors can be re-examined. The finished 

product not only can have improved aesthetics but eliminate the 

liability exposure of water-borne herbicides that migrate. 

—The author is president of Limnion Corp., a company provid-

ing beneficial aquatic vegetation to the golf and landscape indus-

tries. Limnion's address is P.O. Box 736, Bay view, ID 83803; 

phone number is (800) 638-9933. 

The Bell Canada Enterprises Directory Publishing Group Is Compiling 
THE MOST COMPLETE SOURCE BOOK 
FOR THE GOLF INDUSTRY! 
%/Over 1 0 0 headings with complete listings of manufacturers and 

suppliers for the golf industry. 
%/Complete listing of courses and resorts throughout the 

United States and Car\ada. 

l / S e n t free of charge to every golf course superintendent, club 
manager, and pro throughout the United States and Car\ada. 

For orders or further information call Tom Booher at 1-800-864-2754 



Our full-time staff has 

more than 75 years 

combined publishing 

experience. Each lends 

his particular area 

of expertise in producing 

a magazine that is 

current, concise and 

applicable to our 

readers' needs. With a 

thoroughness of research 

that is unexcelled in 

the field, making 

Landscape Management 

a pertinent, practical 

tool for the industry. 

UMSCAPE 
MANAGEMENT 

We Know Your Turf 

Jerry Roche 



CREEN INDUSTRY 

SHOWCASE 
Fungicide effects long lasting 

Sentinel fungicide 

from Sandoz Agro 

has received EPA reg-

istration for use on 

golf course turfgrass. 

Sentinel offers 

s u pe r i n t e nden t s 

long-lasting protec-

tion against 14 major 

turf diseases, includ-

ing brown patch, dol-

lar spot and summer f 

patch, at rates lower 

than any commercially-available fungicide, 

Sandoz says. 

"Sentinel averaged 20 to 35 percent 

longer control than other systemics in 

1993 trials," says Dr. Bryan Delp of 

Sandoz. 

The fungicide also 

controls rust, south-

ern blight, red 

thread, copper spot, 

anthracnose, stripe 

smut, necrotic ring 

spot, gray and pink 

snow mold, and gray 

leaf spot. 

It comes in easy-

^ ^ ^ ^ ^ ^ ^ ^ ^ ^ to-use water-soluble 

packaging. Each 3.6-

oz. bag treats VA to lA an acre. For control-

ling additional diseases, it can be tank-

mixed with other fungicides like Daconil 

or Chipco 26019. 
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Specialty mower adapts for tall grass 
Garden Way has expanded its spec 

Mower for larger-than-average lawns, 

grass and difficult terrain. 

The mowers are backed by 

Troy-Bilt's seven-year warranty. 

The wide cut mower fea-

tures 50 percent more cutting 

width than conventional mow-

ers, 33 inches. 

The Wide Cut mower's differ-

ential steering provides easy 

maneuverability around yards. 

The front-mounted deck lets oper-

ator cut evenly without wheel 

marks. The unit reaches easily 

under shrubs, trees and fences. 

Circle No. 192 
on Reader Inquiry Card 

76-inch cut and hydrostatic 
drive are main features of 
new large-area mower 

Yazoo's new YHRLK23 mower is pow-

ered by a 23 hp Kohler engine and fitted 

with a 76-inch cutting deck. 

The mower features hydrostatic drive 

for smooth changes between forward and 

reverse gears, without shifting. 

A single-pedal foot control manages 

speed and direction, and easy-to-turn, 

rear-wheel steering affords smooth 

maneuvering in tight spots. 

mower line with the Troy-Bilt Wide Cut 

he Troy-Bilt High Wheel Mower for high 

The company has also brought in a new 

instrumentation design and a direct-link 

steering construction for more operator 

efficiency and responsive steering control. 

The deck is made of 11-gauge, formed 

steel and features front edge reinforce-

ment for added durability. 

A full-floating design and three heat-

treated, alloy steel, high-lift blades deliver 

a manicured look. 

Cutting heights are adjustable, from 

1.5 to 4.0 inches. 
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Tractors come with mulch-
ing blades, chute blocks 

Two Husqvarna yard tractors the 

YT180 and YT180H, are equipped with 18 

hp Kohler engines and feature 42-inch air 

induction decks that draw air into the 

underside of the deck area from a vent. 

This allows the cutting deck to be 

operated at lower cutting heights or 

in lush green areas—while still main-

ta in ing excellent vacuum and dis-

charge velocity. 

Both models come with an easy-to-

install mulching blade and chute block, 

making bagging and raking unnecessary. 

The two models can move earth and 

snow year-round with the easy-to-mount 

snowblade, blower and tiller. 

The YT180H also comes with hydro-

static drive, a fluid drive system which 

allows a full range of "shift on the go" for-

ward or rear ground travel by moving just 

one lever. 

No clutching is necessary with this 

"automatic," as a hydrostatic has a built in 

neutral position between forward and 

reverse speeds. 
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More deck and engine 
options added to line of 
zero-turn riding mowers 

Scag Power Equipment has added 

three more deck options to its rugged SSZ 

Zero-Turn Rider line. 

Available in 42-, 48-, 52-, and 61-inch 

cutting widths, the SSZ's floating cutter 

deck is unmatched by the competition in 

delivering a smooth, manicured cut, Scag 

contends. 

Driven by twin hydrostatic transmis-

sions, the compact Scag SSZ Super Z 

gives commercial cutters the benefits of 

zero-radius performance in a durable, eco-

nomical package. 

Engine options include: 

• 16 hp Briggs & Stratton Vanguard; 

• 18, 20, or 22 hp Kohler Command 

models. 

Engine features: 

• a convenient electric blade engage-

ment clutch; 

• durable taper roller bearing spindles; 

• oversized 5-gallon gas tank. 
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PRODUCT 

Deicer has low toxicity, low 
corrosion; loves the cold 

Select liquid deicer from Ossian, Inc. is 

a new product for use near landscape 

planting and aquatic life. 

The deicer is biodegradable, has low 

toxicity, low corrosion and is effective at 

temperatures below -15° F. 

Especially suitable applications include 

around entrance ways to reduce tracking 

and maintanance costs, near plantings or 

ponds, on or near metal surfaces and mov-

ing equipment like escalators, elevators 

and automatic doors and on diagonal or 

vertical surfaces. 

Select is a high-performance potassium 

acetate-based liquid deicer. 
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New mower has a 30-inch 
cut, zero turning radius 

Dixon Industries now offers a new 

heavy duty 30-inch ZTR commercial riding 

mower, the ZTR 2301. 

The 2301 features a 30-inch cutting 

deck, compact design and zero turning 

radius mobility which allows the operator 

access to areas previously only mowed by 

walk-behind mowers. 

The ZTR 2301 completes Dixon's com-

mercial riding mower line with cutting 

widths to 60 inches. 

Designed with ease of maintenance in 

mind, the ZTR 2301 features a tilt-up 

high density polyethylene body allowing 

quick access to control and drive train 

adjustments. 

The laser cut steel frame can be disas-

sembled for easy frame-part replacements. 
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Dethatcher removes all 
thatch, leaves sprinklers 

Encore's Power Comb is a dethatcher 

that removes all the thatch from the truf 

and passes over underground sprinkler 

heads without damaging them. 

The Power Comb shaft is designed with 

spring tines molded into a rubber mount-

ing. The combination of rubber and high 

carbon wire gives the tines an exceptional 

lifespan. 

The Power Comb rotates in the direc-

tion of travel to eliminate tearing grass 

while removing thatch. 

The design also prevents the unit 

from throwing maintanance tool for 

removing thatch with minimal distur-

bance to the grass. 
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Hooded sprayer allows 
for precise applications 

The Course Air pneumatic applicator is 

the ultimate in precision application for 

golf courses, recreational fields and 

estates, Course Air says. 

The choice of 16- or 20-foot swaths 

allows the Course Air to fit any applica-

tion needs. 

The boom system is easily maneuvered 

into tight areas. The foam marker system 

gives the operator a visible marker to 

assure proper overlap of spread patterns. 

There is no estimating swath width, there-

by eliminating double applications or 

missed areas. 

The hooded boom design adds to the 

safety of application in and near residen-

tional areas. 

Wind is no longer a deciding factor 

when considering whether or not to spray. 
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Tractor/loader/backhoe 
has good mobility, power 

Kubota Tractor Corp.'s new L35 trac-

tor/loader/backhoe displays more power 

than most compact tractors, while offer-

ing greater mobility than full-size indus-

trial models. 

Powered by a 35 hp gross hp. engine, 

the L35 is equipped with a full-scale back-

hoe and loader specifically-designed to 

handle heavy excavation and fill work, 

especially in narrow spaces. 

The L-35 has a 3-cylinder Kubota E-

TVCS (Emission Three Vortex 

Combustion System) diesel engine that 

delivers high output, powerful low-speed 

torque and a high torque rise. 

The ETVCS engine also delivers low 

noise levels and meets emissions regula-

tions. The Glide Shift Transmission boosts 

productivity by permitting clutchless 

Steering system uses single lever control 
Excel Industries has intro-

duced Trim Steering to the green 

industry. 

The steering system replaces 

the one-hand twin-lever control on 

all the company's Hustler commer-

cial mowers. 

Designed with the operator in 

mind, the control system features a 

comfortable, molded hand grip 

mounted on a single T-lever. With 

one hand, you have complete con-

trol of turning, braking and drive 

speed control. The driver just points 

in the direction he wants to go. 

A benefit of the Trim Steering, 

says Excel, is that it allows the oper-

ator to finish the job in less time. 
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PRODUCT 

Improved hydraulics, groomer new with mower 
Jacobsen's LF-100 is equipped with an improved hydraulics system that the company 

says is more dependable. 

A heavy-duty, high pressure hydraulic filter has been added, along with an improved 

coupling between the engine and 

hydraulic pump, for greater reli-

ability. 

The patented Turf Groomer 

fairway conditioner has proven 

its value to the most demanding 

superintendents at the best golf 

courses in the world. 

An intersecting roller and 

powered knives lift and cut hori-

zontally growing grasses—bent-

grass or bermuda—to produce a 

dense, vertical stand of turf. 

Circle No. 207 on Reader 
Inquiry Card 

shifting while moving, through all eight 

speeds in forward and reverse, without the 

power-loss common to other types of 

transmissions. 
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New transmission has 
infinite speed control 

John Deere has packed its new version 

of the STX38 lawn tractor with a lot of 

goodies: 

• hydrostatic "no clutch" transmission 

with infinite speed control; 

• a 12.5 hp overhead valve engine 

packs more power into a compact size; 

• pressure lubrication for longer 

engine life; and 

• oil filter is standard. 

The rear tires are larger and wider, and 

there is a new push/pull PTO switch to 

engage the mower blades. The electric 

PTO clutch never needs adjustment. 

A higher seat back is more comfortable 

for the driver, and a three-spoke automo-

tive-type steering wheel gives a clear view 

of the dash board. 

Both versions of the new STX38 

include a 38-inch two-blade mower deck, 

an adjustable seat, and seven cutting 

heights from 1 to 3.5 inches. 

Both lawn tractor models come with 

two-year warranties. 
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UnHoader skid steer has 
50 hp, 13504b. load rating 

Case has a new skid-steer uni-loader, 

the 1838. 

The 1838 offers 3066 lbs. of breakout 

force for superior performance in a variety 

of loading applications. 

The unit is powered by a four-cylinder 

Kubota diesel engine rated at 46 net horse-

power at 2800 rpm. 

Hydrostatic ground drive on the 1838 

features infinitely variable speeds within a 

range of 0-6.5 mph in forward and reverse. 

A choice of hand or optional foot con-

trols provide responsive control of loader 

or other attachment functions. 

A new automatic control lockout sys-

tem is designed to enhance operator com-

fort while ensuring ease of entry and exit. 

Upon entry, the operator lowers an 

improved seat bar to activate the hydraulic 

system and disengage the parking brake. 

Raising the seat bar prior to exit automati-

cally locks the hydraulic loader controls 

and activates the parking brake. 
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Fungicide receives 
California registration 

California golf course superintendents, 

lawn care operators and nursery managers 

now have another weapon for fighting turf 

disease: Curalan. 

Curalan fungicide, from BASF, recently 

received registration for use in California 

from the state's EPA. 

Curalan, with the actiive ingredient 

vinclozolin, is labeled for use on all turf 

grasses and ornamentals, and prevents and 

controls dollar spot, brown patch, leaf 

spot, pink and gray snow mold, red thread, 

pink patch and melting out. 
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Safety gear company makes 
new line for green industry 

The McGuire-Nicholas Co. of City of 

Commerce, Calif, markets the "Protect" 

line of body safety gear designed for sup-

port and protection. 

"'Protect" back supports meet and 

exceed the performance demanded by the 

most discriminating safety professional or 

end-user. Each has been designed and 

manufactured with attention to sound 

orthopedic principles along with the com-

fort of the wearer. 

Products include protective clothing 

for shoulders, elbows, upper arms, wrists, 

hands, upper legs, hips and knees. 
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Fertilizer with herbicide is 
made for golf course market 

Lebanon Turf Products has introduced 

two new granular fertilizer pre-emergence 

control formulations, Country Club 18-5-9 

and 7-3-22 with Dimension turf herbicide 

for use on fairways. 

Lebanon says it is the only national 

manufacturer to offer Dimension turf her-

bicide on a homogeneous fertilizer base. 

Country Club 18-5-9, with 50 percent 

organic nitrogen and 5.5 units of WIN, is 

available with .09 percent Dimension 

turf herbicide. 

Country Club 7-3-22, with 100 percent 

sulfate of potash, is available with either 

.19 percent or .13 percent Dimension turf 

herbicide. 
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NEXT MONTH: 

WEED CONTROL 

WHAT IS PROFESSIONALISM? 



MARKE 
Rates: $226 per column inch for 1x insertion; $215 for 3x insertion; $204 torr- -
a Reader Inquiry Number, add $35 to the total cost of the ad per issue 
Send ad copy with payment to: Bill Smith, LANDSCAPE MANAGEMENT, 500 
MASTERCARD and AMERICAN EXPRESS accepted 

OWCASE 
insertion $183 for 12 • insertion (one inch minimum). Frequency based on calendar year. For ads using 

s •: dard red blue, giet jr yellow only, add $75 to the total cost of the ad per issue. 
Ivd Cleveland, Ohio 44130. or call (800) 225-4569 ext. 670 outside Ohio; (216) 891-2670 inside Ohio; FAX (216) 826-2865 VISA 

EQUIPMENT FOR SALE BUSINESS OPPORTUNITIES 

PERFORMANCE 
Heavy-duty, reliability with a 
minimum of maintenance! 
I TAPER LOCK PULLEYS 
I REINFORCED DECK 

SIX-INCH BRAKE DRUMS 
I MATCHED DUAL V BELTS 

TO EACH WHEEL 
I YOKE-STYLE 

CASTERS 
I BOLT ON RIM 

PULLEYS & 
DRUM 

Five-speed Peerless 
transmission. True Reverse. 
Welded steel deck. Front 
bumper. Radial cut, .203 
thickness, high-left bladed. 
Gear drive and hydrostatic 
models. 

Encore Manufacturing Co., Inc. 
P.O. Box 888 • Beatrice, NE 68310 

CIRCLE READER # 306 
ON INQUIRY CARD 

SOFTWARE 

LAWN 

T o g e t a F R E E p a g e i n f o r m a -
t i o n b o o k l e t o n t h e #1 s o f t w a r e 
f o r t h e l a w n a n d t r e e 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 - 8 0 0 - 4 2 2 - 7 4 7 8 

Real Green Computers 
1970 Winn«r Str.«L Walled Lake, Ml 48390 

PICKUP INSERT DUMPER 
For FREE brochure, call toll free 24 hr. 

1-800-755-3867 
WF SHIP NATIONWIDE 

I -A*** LANDSCAPING 
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Advertising in 
LM's Marketshowcase 

Works for You! 

Reserve Your Space Today! 

Call Bill Smith at 
2 1 6 - 8 9 1 - 2 6 7 0 

COMMERCIAL EQUIPMENT 

30,x40'x10' 
$4,195 

BUILD IT YOURSELF AND SAVE MONEY 5.000 SIZES. ALL STEEL. 
CALL TODAY FOR BROCHURE AND PRICE QUOTE 

HERITAGE BUILDING S Y S T E M S 
800-643-5555 

• TRAIN AT HOME for exciting hobby or career Start your own spare or 
full time contracting business, work in the garden/nursery field f 

I or landscape your own property—we show you how FREE 
| BROCHURE describes opportunities No salesmen 
• Lifetime Career Schools. Dept LF01X2 
1 101 Harrison St.. Archbakf. PA 18403 

CALL TOLL FREE 1-800-326-9221 M0N-FRI9-5 E.S.T. 

FOR SALE 

COMMERCIAL INSURANCE 
FOR LAWN CARE FIRMS 

"GREEN INDUSTRY SPECIALISTS" 

M.F.P. Insurance Agency is dedi-
cated to providing comprehen-
sive insurance programs to the 
Green Industry at compet i t i ve 
prices. We back up this dedica-
tion with a staff of professionals 
who understand every facet of 
your business, from marketing to 
customer service. We know how 
to properly insure your company 
whether you're a sole proprietor 
or a multi-state operation. 

Just as your customers look to 
you for lawn care advice, people 
come to us for insurance advice 
because they do not want to 
become insurance experts them-
selves. If you want good advice, 
the right coverage, and competi-
tive rates, please contact: 

Richard P. Bersnak, President 

Jill A. Leonard, V.P. 

1-800-886-2398 
FAX: 614-221-2203 

M.F.P. Insurance Agency, Inc. 
50 West Broad Street, Suite 3200 

Columbus, OH 43215-5917 
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Landscape Management Market Showcase 



MOT C L A S S I F I E D S 
RATES: $1.45 per word (minimum charge, $46). Bold face words or words in all capital letters charged at $1.75 per word. Boxed or display ads: $226 per column inch-1x (one inch mini-
mum); $215-3x; $204-6x; $194-9x; $183-12x. (Frequencies based on a calendar year.) Agency commissions will be given only when camera-ready art is provided by agency. For ads 
using blind box number, add $23 to total cost of ad per issue. Send ad copy with payment to Bill Smith. LANDSCAPE MANAGEMENT, 7500 Old Oak Blvd., Cleveland, OH 44130 or call 
216-891-2670. Fax Number 216- 826-2865. VISA MASTERCARD and AMERICAN EXPRESS accepted. 

BOX NUMBER REPLIES: Mail box number replies to: LANDSCAPE MANAGEMENT, Classified Ad Department, 131 W. 1st St., Duluth, MN 55802-2065. Please include box in address. 

POSITIONS WANTED 
FREE CLASSIFIED AD 

To al l1POSITION WANTED Classified Advertisers! 
• Maximum 40 words • Maximum 2 issues 

Offered as an industry service - Let LANDSCAPE MANAGEMENT 
help you with your employment needs. For more information contact: 

Bill Smith 
LANDSCAPE MANAGEMENT 

7500 Old Oak Blvd., Cleveland, OH 44130 
216-891-2670-Phone 216-826-2865-Fax 

Over 25 years experience in management and 
estimating of landscape and engineering con-
tracts. B.S. Degree in ornamental horticulture. 
Seeking a management position with bottom line 
responsibility. Contact Frank Wolfe, P.O. Box 
710372, Santee, CA 92072-0372. Phone 
(619)788-1797. 3/94 

I specialize in taking problem jobs, companies, 
landscape and/or golf projects and making them 
run smoothly and profitable. Exp. as golf course 
supt., landscape architect, construction manag-
er and contractor. No job too big or too hard. 
Travel anywhere worldwide. Reply to LM Box 
507. 3/94 

BUSINESS FOR SALE 

PREMIER L A N D S C A P E NURSERY FOR 
S A L E Loca ted on B E A U T I F U L HIGH 
GROWTH COASTAL AREA of Florida/Alaba-
ma. 3.5 million in revenues with consistent 18% 
EBIT. Excellent cont inued growth potential. 
Young professional owner will continue with 
operation for a reasonable period of time to 
ensure a cont inued success. Price: 4.2MM, 
possible long term owner f inancing. Broker: 
Frank Burgett, Denniston and Co., Inc., 205-
433-5253. 2/94 

BUSINESS OPPORTUNITIES 

NOW ...LEARN PROFESSIONAL LANDSCAP-
ING AND GARDENING at home Accredited 
program provides thorough training in all phases 
off commercia l and residential landscaping. 
Diploma awarded. Free brochure describes pro-
gram and opportunities in detail. Call 1-800-326-
9221 or write Lifetime Career Schools, Dept: 
LF0124, 101 Harr ison Street, Archbald, PA 
18403. 4/94 

send a Classified Advertising message...write here. 
(Please Print) 

1. Number of insertions: (circle) 1 
2. Start with (month) 
3. Amount enclosed: $ 

3 6 12 TF (Till Forbid) 
Jssue. (Copy must be in by 1st of month preceding). 

(To keep our rates as low as possible, payment must accompany order) 
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_DATE_ 
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CITY _STATE _ZIP CODE 
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Mail ad copy to: Bill Smith, Landscape Management, 7500 Old Oak Blvd., Cleveland, OH 44130 or call 216-891-2670. 
RATES: $1.45 per word (minimum charge $46). Boldface words or words in all capital letters charged at $1.75 per word. Boxed or 
display ads $226 per column inch, one time; $215, three times; $204, six times; $194, nine times; $183, twelve times (one inch mini-
mum). (Frequencies based on a calendar year.) For ads using blind box number, add $23 to total cost of ad per issue. 



EQUIPMENT FOR SALE 

REINCO HYDROGRASSERS and power 
mulchers in stock. Opdyke Inc., (Philadelphia 
Area) 215-721-4444. 12/94 

BUCKET TRUCKS: Straight Stick, Corner Mount 
and Knuckle Boom Cranes. Brush Chippers: 
New Morbark Disc and Drum Style. New Rayco 
Stump grinders. Best prices anywhere. Used 
Chippers: Asplundh, Morbark, etc. 2 to 8 usually 
in stock. Sprayers, Dumps, Stakes, Log Loaders, 
Crew Cab Chip Box Dumps, Railroad Trucks, 50 
in stock. Sold as-is or reconditioned. We also 
buy your surplus equipment. Opdyke's, Hatfield 
(Philadelphia Area). 215-721-4444. 
12/94 

PIPE LOCATOR INEXPENSIVE! Locates, traces 
underground drain, water pipe lines of clay, PVC, 
ABS, steel, cement. Finds sprinklers, valves, 
clogs. Bloch and Company, Box 18058, Cleve-
land. Ohio 44118. (216)371-0979. TF 

FINN HYDROSEEDERS AND MULCH BLOW-
ERS- NEW AND USED LARGE PARTS INVEN-
TORY- SAME DAY SERVICE. WOLBERT & 
MASTER, INC. 1 -800-234-SOIL. 12/94 

FOR SALE 

For Sale: Thriving southern California landscape 
co. Millions annually, with growth potential. Excel-
lent location, complete maintenance and construc-
tion with trucks, tools, yard and office. Busy year 
around. Sacrifice at $430,000. Landscape Indus-
tries 818-790-1502. 12/94 

FOR SALE: Vermeer TS 84" 6 Blade Tree Spade 
Mounted on 1979 S2200 International truck. 
Rebuilt motor, transmission, and rear. Spade and 
truck in good working condition. Dave Snyder 
804-288-2891. 2/94 

BROUWER EQUIPMENT NEW & USED. LARGE 
INVENTORY OF PARTS. ASK FOR BRIAN. 
ALSO "VIBRO-NETTERS" IN STOCK. HUBER 
RANCH POWER EQUIPMENT, SCHNEIDER, 
INDIANA, 1-800-553-0552. 2/94 

TROYBILT - GENUINE REPLACEMENT PARTS 
DISCOUNT CATALOG. KELLEY'S MANILLA, IN 
46150, 317-398-9042. 2/94 

BUCKET TRUCK: 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, 633 Cecilia 
Drive, Pewaukee, Wl 53072. 800-597-8283. 12/94 

FOR S A L E : 800/400 Split Tuf lex® Tanks 
w/mechanical agitation-front tank, sparge agita-
tion-back tank. Call TruGreen Chemlawn, 703-
550-7177. $700 or best offer. 2/94 

CLASSIFIED 
ADVERTISING IS 

* EASY 
* EFFECTIVE 

* ECONOMICAL CJse Our Blind Box Service for 
Confidential Replies to Classified Ads! 

RATES: $1.45 per word (minimum charge, $46). Bold face words 
or words in all capital letters charged at $1.75 per word. Boxed 
or display ads: $226 per column inch-1x (one inch 
minimum); $215-3x; $204-6x; $194-9x; $183-12x. (Frequencies 
based on a calendar year). 

Agency commissions will be given only when camera-ready art is 
provided by agency. For ads using blind box number, add $23 to total 
cost of ad per issue. 
Send ad copy with payment to: 

Bill Smith, 
LANDSCAPE MANAGEMENT, 
7500 Old Oak Blvd., Cleveland, OH 44130 
or call 216-891-2670. Fax Number 216- 826-2865. 

VISA MASTERCARD and AMERICAN EXPRESS accepted. 

A) 

BOX NUMBER REPLIES: Mail box number replies to: 
LANDSCAPE MANAGEMENT, Classified Ad Department, 
131 W. 1st St., Duluth, MN 55802-2065. 
Please include box in address. 

HELP WANTED 

LANDSCAPE MAINTENANCE DIVISION MAN-
AGER for aggressive, multi-faceted landscape 
contracting firm in Northern Virginia. Responsibili-
ties include scheduling and on-site supervision of 
multiple crews, quality control, training, and pro-
duction. Five years experience in all phases of 
landscape contracting required. Send resume, ref-
erences, and salary history to: Carpenter Land-
scape Services, Inc., 2804 Davis Ford Road, 
Woodbridge, Va. 22192-4099. EOE 2/94 

KT ENTERPRISES, INC., a commercial land-
scape management firm servicing the Washing-
ton, DC Metropolitan market, is now accepting 
applications for employment in their landscape 
maintenance department for the 1994 season 
and beyond. All positions offer excellent salary, 
health benefits, retirement and, most important-
ly, an incomparable opportunity to work in a 
quality organization that will continue to offer 
professional satisfaction. Please send resume 
to: Mr. Doug Sevachko, KT Enterprises, Inc., 
4001 Westfax Drive, Chantilly, VA 22021 if you 
are interested in any of the following positions: 
Pruning Department Supervisor, Maintenance 
Department Supervisor, Maintenance Depart-
ment Foreman, Pruning Department Foreman, 
Floral Installation Foreman, Turf and Ornamen-
tal Plant Specialist. 
2/94 

LAWN CARE SERVICES Marketing Manager & 
Lawn Care Technicians. Rapidly expanding com-
pany searching for talented communicators. We 
have offices in NH & MA. Soon to be opening 3rd 
Branch. To succeed with us you must be willing to 
leam, ambitious, customer-oriented, earnest, and 
hard-working. Major marketing plans underway. 
Must have two years experience in industry. Qual-
ified applicants send resume to: PARTNERS 
QUALITY LAWN SERVICE, INC., PO Box 1205, 
Easton, MA 02334 or call 508-238-8550. 3/94 

LEADING TREE AND SHRUB CARE COMPA-
NY, SEEKS AN AMBITIOUS MANAGER TO 
START A LAWN CARE DIVISION IN THE 
WESTCHESTER COUNTY, NEW YORK AND 
THE FAIRFIELD COUNTY, CONNECTICUT 
AREA. CANDIDATES MUST HAVE 5 YEARS OF 
EXPERIENCE IN SALES AND SERVICES AS 
WELL AS EXCEPTIONAL MANAGERIAL AND 
INTERPERSONAL SKILLS. THIS POSITION 
WILL OFFER A PROFIT SHARING PROGRAM 
PLUS A WIDE RANGE OF BENEFITS. EXPERI-
ENCED INDIVIDUALS SHOULD SEND A 
RESUME WITH SALARY REQUIREMENTS TO: 
HUMAN RESOURCES DEPT., C/O NATURE'S 
TREES INC., 360 ADAMS ST., BEDFORD HILLS, 
NY 10507, FAX 914-666-5843. 2/94 

PARTS 

FREE CATALOG. Commercial mower parts, Bob-
cat, Scag, Bunton, Exmark, and more. World wide 
manufacture and distributor of the Better Built 
Leaf Loader line of power equipment. Buy direct 
Preco Distributors, 97 Center St., Ludlow, MA 
01056, 1-800-428-8004 USA; In Mass call 1-800-
421-3900. 2/94 

EQUIPMENT FINANCING 

FINANCE your new or used EQUIPMENT acquisition 
through LEASING. Advantages include: no down pay-
ment, 100% tax deductible, flexible terms, fast 
approval. Call TRIDENT Leasing 412-325-3464 / FAX 
412-325-3466. 2/94 
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BUSINESS REPLY MAIL 
FIRST CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

POSTAGE WILL BE PAID BY ADDRESSEE 

I MFSTßßP 
MANAGEMENT 

•CM» IOTI LM (HI Imwmt ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9698 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

F A X N U M B E R ( 

H A V E A S A L E S R E P C A L L M E 18 • ( A ) 

101 118 135 152 169 186 203 220 237 254 271 288 305 322 
102 119 136 153 170 187 204 221 238 255 272 289 306 323 
103 120 137 154 171 188 205 222 239 256 273 290 307 324 
104 121 138 155 172 189 206 223 240 257 274 291 308 325 
105 122 139 156 173 190 207 224 241 258 275 292 309 326 
106 123 140 157 174 191 208 225 242 259 276 293 310 327 
107 124 141 158 175 192 209 226 243 260 277 294 311 328 
108 125 142 159 176 193 210 227 244 261 278 295 312 329 
109 126 143 160 177 194 211 228 245 262 279 296 313 330 
110 127 144 161 178 195 212 229 246 263 280 297 314 331 
111 128 145 162 179 196 213 230 247 264 281 298 315 332 
112 129 146 163 180 197 214 231 248 265 282 299 316 333 
113 130 147 164 181 198 215 232 249 266 283 300 317 334 
114 131 148 165 182 199 216 233 250 267 284 301 318 335 
115 132 149 166 183 200 217 234 251 268 285 302 319 336 
116 133 150 167 184 201 218 235 252 269 286 303 320 337 
117 134 151 168 185 202 219 236 253 270 287 304 321 338 

FEBRUARY 1994 
This card is void 

after Apnl 15,1994 
1 B U S I N E S S & I N D U S T R Y 
MY PRIMARY BUSINESS AT THIS LOCATION IS: 
(PLEASE MARK ONLY ONE IN EITHER A. B OR C) 
A . L a n d s c a p i n g / G r o u n d C a r a a t o n a of t h e f o l l o w i n g 

typos o f f a c l l l t l o s : 
01 • 0005 Golf courses 
02 ~ 0010 Sports Complexes 
03 • 0015 Parks 
04 • 0025 Schools, colleges, & universities 
05 • Other type of facility (please specify) 

B. C o n t r a c t o r s / S e r v i c e C o m p a n i e s / C o n s u l t a n t s : 
06 • 0105 Landscape contractors (installation & maintenance) 
07 • 0110 Lawn care service companies 
08 • 0112 Custom chemical applicators 
09 • 0135 Extension agents/consultants for horticulture 
10 • Other contractor or service (please specify) 

C. S u p p l i e r s : 
11 • 0205 Sod growers 
12 • Other supplier (specify) 
W h i c h of the fo l lowing best descr ibes your t i t le: 
(mark only one) 
13 • 10 EXECUTIVE/ADMINISTRATOR 
14 • 20 MANAGER/SUPERINTENDENT 
15 • 30 GOVERNMENT OFFICIAL 
16 • 40 SPECIALIST 
17 • 50 OTHER TITLED AND NON-TITLED PERSONNEL (specify) 

I w o u l d l ike to r e c e i v e ( r 
L A N D S C A P E 

Sipn?*-

- ° c e i v i n g ) 
nth: Y E S • NO • 



FAX NUMBER ( 
HAVE A SALES REP CALL ME 18 • (A} 
101 118 135 152 169 186 203 220 237 254 271 288 305 322 
102 119 136 153 170 187 204 221 238 255 272 289 306 323 
103 120 137 154 171 188 205 222 239 256 273 290 307 324 
104 121 138 155 172 189 206 223 240 257 274 291 308 325 
105 122 139 156 173 190 207 224 241 258 275 292 309 326 
106 123 140 157 174 191 208 225 242 259 276 293 310 327 
107 124 141 158 175 192 209 226 243 260 277 294 311 328 
108 125 142 159 176 193 210 227 244 261 278 295 312 329 
109 126 143 160 177 194 211 228 245 262 279 296 313 330 
110 127 144 161 178 195 212 229 246 263 280 297 314 331 
111 128 145 162 179 196 213 230 247 264 281 298 315 332 
112 129 146 163 180 197 214 231 248 265 282 299 316 333 
113 130 147 164 181 198 215 232 249 266 283 300 317 334 
114 131 148 165 182 199 216 233 250 267 284 301 318 335 
115 132 149 166 183 200 217 234 251 268 285 302 319 336 
116 133 150 167 184 201 218 235 252 269 286 303 320 337 
117 134 151 168 185 202 219 236 253 270 287 304 321 338 

FEBRUARY 1994 
This card is votd 

after April 15,1994 
1 BUSINESS & INDUSTRY 
MY PRIMARY BUSINESS AT THIS LOCATION IS: 
(PLEASE MARK ONLY ONE IN EITHER A. B OR C) 
A Landscaping/Ground Care at one ot the following 

types of facilities: 
01 • 0005 Golf courses 
02 • 0010 Sports Complexes 
03 ^ 0015 Parks 
04 • 0025 Schools, colleges, & universities 

Other type of facility (please specify) 05 • 

B. Contractors/Service Companies/Consultants: 
06 • 0105 Landscape contractors (installation & maintenance) 
07 • 0110 Lawn care service companies 
08 • 0112 Custom chemical applicators 
09 • 0135 Extension agents/consultants for horticulture 
10 • Other contractor or service (please specify) 

C. Suppliers: 
11 C 0205 Sod growers 
12 • Other supplier (specify) 
Which of the following best describes your title: 
(mark only one) 
13 • 10 EXECUTIVE/ADMINISTRATOR 
14 • 20 MANAGER/SUPERINTENDENT 
15 • 30 GOVERNMENT OFFICIAL 
16 • 40 SPECIALIST 
17 • 50 OTHER TITLED AND NON-TITLED PERSONNEL (specify) _ 

I would like to receive (continue receiving) 
LANDSCAPE MANAGEMENT each month: YES • NO • 
Signature: Date: 

BUSINESS REPLY MAIL 
FIRST CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

POSTAGE WILL BE PAID BY ADDRESSEE 

ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9698 



Use Vantage And The 
Grass Won't Be Greener 

On The Other Side. 
Once you try Vantage™ 

herbicide, you won't be 
longing for something 
better. That's because 
there's no grass herbicide 
that gives you as much. 

With Vantage, you get 
control of virtually every 
annual and perennial grass 
you're likely to see. You 
can use it on more than 
300 ornamental trees, 
shrubs, bedding plants 

and ground covers. 
And that's not all. 

There's no special equip-
ment needed when you 
use Vantage. You can treat 
only where and when you 
have a problem. 

Best of all, you can 
apply Vantage over-the-top 
during almost any stage 
of growth, eliminating the 
need for costly and time-
consuming hand weeding. 

So try Vantage on 
your ornamentals. Call 
1-800-878-8060 today. 
It could be everything you 
ever wanted for grass 
control. 

Simple Solutions To 
Complex Problems 

BASF 



Excellent Dark Color: When compared to other tall fescues, 
Rebel Jr provides the deep, dark color preferred by turf professionals. 

Thé darker color of Rebel Jr is apparent in these test plots comparing 
Rebel Jr to other tall fescues. 

Less Clippings: The lower, slower growth rate of Rebel Jr 
results in easier mowing and 30% less clippings. However, it is proven to 
have an advantage over the current, much-talked-about "extreme dwarfs"; 
as Rebel Jr does not grow so slowly that the plant's rate of establishment, 
vigor, tolerance to traffic and stress, or recuperative qualities are affected. 
The moderately slow growth rate of Rebel Jr is a distinct advantage over 
that of the extreme dwarf varieties. 
Rate of Establishment: While Rebel Jr displays moderately 
slow growth, its rate of establishment is faster than the extreme dwarf 
varieties such as Bonsai. 

The dense, slower growth of Rebel Jr can be seen one week after mowing. 

Top Performance with Less Maintenance: Rebel 
Jr from seed or sod is adaptable to full sun or moderate shade. It needs 
only low to medium maintenance and uses 25% less fertilizer than 
Kentucky bluegrass. 

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. 

Improved Drought Tolerance: A deep, extensive root j 
system allows Rebel Jr to display excellent drought tolerance. p 
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Recommended Seed Mixtures 
for Sun or Shade 

HOME LAWNS 
100% Rebel Jr Tall Fescue 

or 
90% Rebel Jr Tall Fescue 
10% Baron or Nassau 

Kentucky Bluegrass 
or 

34% Rebel Jr Tall Fescue 
33% Rebel II Tall Fescue 
33% Tribute Tall Fescue 

GOLF COURSE ROUGHS 
90% Rebel Jr Tall Fescue 
10% Georgetown Kentucky 

Bluegrass 
or 

30% Rebel Jr Tall Fescue 
30% Rebel II Tall Fescue 
20% Tribute Tall Fescue 
10% Palmer II Perennial 

Ryegrass 
10% Georgetown Kentucky 

Bluegrass 

ATHLETIC FIELDS 
80% Rebel Jr Tall Fescue 
10% Palmer II Perennial 

Ryegrass 
10% Baron or Nassau 

Kentucky Bluegrass 
or 

30% Rebel Jr Tall Fescue 
30% Rebel II Tall Fescue 
20% Tribute Tall Fescue 
10% Palmer II Perennial 

Ryegrass 
10% Baron or Nassau 

Kentucky Bluegrass 

UTILITY TURF 
100% Rebel Jr Tall Fescue 

or 
34% Rebel Jr Tall Fescue 
33% Rebel II Tall Fescue 
33% Tribute Tall Fescue 

GOLF COURSE BUNKERS 
Rebel Jr Tall Fescue Sod 

or 
Rebel Jr, Rebel II and Tribute Tall Fescue Sod 

Use Rebel Jr wherever a tall fescue is suitable. 
You'll get dark color, moderately slow growth 

and top performance in sun or shade. 

Lofts Seed Inc. 
Wor ld 's largest marketer of tu r fg rass seed 
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 

To locate the Lofts' distributor nearest you, call (800) 526-3890 (Eastern US) • (800) 547-4063 (Western US) 

Lofts/Ohio 
Wilmington. OH 
(513) 382-1127 
(800) 328-1127 


