
WHEN IT COMES TO 
GUARDING AGAINST WEEDS, 

THINKOFUSAS . 
MAN'S BEST FRIEND. 

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

25-3-8 
Fertilizer 

20-2-6 
Fertilizer 

20-5-5 
Fertilizer 

with Team with T e a m wi th T e a m 

Professional 
Turf" Products 

Professional 
Turf" Products 

Professional 
Turf" Products 
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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 and make your customers 
friends for life. 
\ 

the professionars 
partner® 

T h e ^ E E S * 
A n c 1 e r s o i l s 

I® 

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

% 
™TEAM is a registered t r a d e m a r k s DowElanco 
© 1994 The Andersons 



Good news.The 

days of "one-size-

fits-air light-

weight fairway 

mowing just ended. 

Now, with the new John 

Deere 3215 Turf System I and 

3235 Turf System II Mowers, 

you get the ground hugging 

benefits of 22-inch cutting 

units regardless of what 

turf surface you work on. 

The 3215 with standard 

cutting units is a 25.5-hp 

machine designed to perform 

well on any turf type, but 

especially on the more delicate 

cool-season grasses. Cutting 



units are 5 inches in diameter 

and feature 7-bladed reels. 

The 32-hp 3235 can be 

equipped with standard or 

heavy-duty ESP" cutting units. 

The ESP units are 7 inches in 

diameter, have 3-inch rollers, 

and feature 8-bladed reels. 

The ESP's wider mouth, 

extra weight, and higher-

capacity hydraulic motors allow 

them to work well where light-

weights never have before-

long grass, wet conditions, 

tough warm-season grasses, 

and scalping for overseeding 

operations. 

For the name of your nearest 

distributor, or free literature, 

call 1-800-544-2122. Or write 

John Deere, Dept. 956, 

Moline, IL 61265. 

NOTHING RUNS 
LIKE A DEERE* 



VIDEOS continued from page 22 
"Floating Fountains" 
no time specified, no price specified 
Lesco Inc., Attn. Art Wick 
20005 Lake Rd. 
Rocky River, OH 44116 
(800) 321-5325 

"Floyd Perry's ABCs of Grounds 
Maintenance" 
softball 40 mins.; baseball 55 mins. 
$49.95 + $5.99 S&H each tape 
GM Video 
P.O. Box 617018 
Orlando, FL 32861 
(800) 886-2006 

"Irrigation Maintenance and 
Troubleshooting" 
no time specified, no price specified 
Lesco Inc., Attn. Art Wick 
20005 Lake Rd. 
Rocky River, OH 44116 
(800) 321-5325 

"Knowing Mowing Safety" 
90 minutes 
$20 includes S&H 
Briggs & Stratton 
606 E. Wisconsin Ave. 
Milwaukee, WI 
(414) 223-7520 

"Landscape Irrigation Maintenance 
& Troubleshooting" 
no time specified, no price specified 
VEP Video Productions 
California Polytechnic State Univ. 
San Luis Obispo. CA 93407 
(800) 235-4146 

"Landscape Maintenance Estimating" 
25 minutes 
no price specified 
Visual Education Productions 
Caly Poly State University 
San Luis Obispo. CA 93407 
(800) 235-4146 

"Lawn Management—In Balance with 
Nature" 
free 
Monsanto Fulfillment 
1325 N. Warson Rd. 
St. Louis, MO 63132 

"Pesticide Safety, Introduction to" 
15 min. 
$34.95 includes S&H 
DeKalb Extension Service—Video 
101 Court Sq. 
Decatur, GA 30030 
(404) 371-2821 

"Planting Procedures for Woody 
Ornamentals" 
15 min. 
$34.95 includes S&H 
De Kalb Extension Service—Video 
101 Court Sq. 
Decatur, GA 30030 
(404) 371-2821 

"Power Blower Maintenance" 
10 min. 
$49.95plus $5 S&H 
Advanstar Marketing Services 
7500 Old Oak Blvd. 
Cleveland, OH 44130 
(216) 826-2839 

"Power Shear Maintenance" 
12 min. 
$49.95plus $5 S&H 
Advanstar Marketing Services 
7500 Old Oak Blvd. 
Cleveland, OH 44130 
(216) 826-2839 

"Professional Hazmat Solutions" 
free 
Safety Storage 
2301 Bert Dr. 
Hollister, CA 95023 

"Professional Shrub Trimming 
and Pruning" 
40 mins. 
$59.95 plus $5 S&H 
Progress Products 
8652 W. Progress Dr. 
Littleton, CO 80123 
(303) 973-1011 

"Professional Turf Management" 
no time specified, no price specified 
VEP Video Productions 
California Polytechnic State Univ. 
San Luis Obispo, CA 93407 
(800) 235-4146 

"Research—Practically Speaking" 
4 videos!yr. 30 min. each 
$25.00 each 
International Society of Arboriculture 
P.O. Box 908 
Urbana, IL 81801 
(217) 355-9411 

"Rotary Edger/Trimmer Maintenance" 
13 min. 
$49.95plus $5 S&H 
Advanstar Marketing Services 
7500 Old Oak Blvd. 
Cleveland. OH 44130 
(216) 826-2839 

"Rotary Mower Maintenance" 
14 min. 
$49.95plus $5 S&H 
Advanstar Marketing Services 
7500 Old Oak Blvd. 
Cleveland, OH 44130 
(216) 826-2839 

"Rotary Spreader Calibration" 
no time specified, no price specified 
Lesco Inc., Attn. Art Wick 
20005 Lake Rd. 
Rocky River. OH 44116 
(800) 321-5325 

"Safety Training from John Deere" 
72 minutes 
$15.00 includes S&H 
Deere & Company 

Distribution Service Center 
Safety Films Dept. 
1400 Third Ave. 
Moline, IL 61265 

"Snow Plowing" 
27 min. 
$59.95plus $5 S&H 
Progress Products 
8652 W. Progress Dr. 
Littleton. CO 80123 
(303)973-1011 

"Soil Fertility" 
10 videos, 15-25 mins. each 
$20 each or $150 for all 10 
Potash & Phosphate Institute 
655 Engineering Dr., Suite 110 
Norcross, GA 30092-2821 
(404) 477-0335 

"String Trimmer Maintenance" 
' 13 min. 
- $49.95plus $5 S&H 
, Advanstar Marketing Services 

7500 Old Oak Blvd. 
' Cleveland, OH 44130 

(216) 826-2839 

"Success with Bedding Plants" 
20 minutes 

\ $130 ($100 PPPA members) 
Professional Plant Growers Assn. 
P.O. Box 27517 
Lansing. MI 48909 

"Tree Care" 
• five-video set 
t $25 per video plus $5 S&H per order 
(ISA, NAA members) 
International Society of Arboriculture 
P.O. Box GG 

, Savoy, IL 61874 
or National Arborist Association 

1 P.O. Box 1094 
' Amherst. NH 03031 
I (603) 673-3311 

"Turfgrass Renovation" 
' no time specified, no price specified 

Lesco Inc., Attn. Art Wick 
, 20005 Lake Rd. 
( Rocky River, OH 44116 
' (800) 321-5325 

"Using Pesticides Safely" 
, 6-video set, 68 minutes total time 
$120 includes S&H 
University of Maryland Video Resource Center 

' 0120 Symons Hall 
» College Park, MD 20742 

(301) 405-3928 or 405-3913 

"Video Campus: Beginning Irrigation" 
• four videotapes, workbooks 
, no price specified 

Rain Bird Sales Inc. 
145 N. Grand Ave. Glendora, CA 91740 

I (800) 247-3782 



TRAINING cont.from page 20 
ticular process; 

• be technically correct and com-
plete; and 

• be free of any sales pitches. 
Setting up the training room: 
• Flat-screen monitors like those 

manufactured by Sony are the best; they 
allow you to fan the seating wider—as 
much as 45 d e g r e e s — t o the sides. 
However, if you must fan seating too far 
laterally using one monitor, two moni-
tors placed in the corners of the room, 
at opposite inward angles, are better 
than one. 

^ Monitors should be placed slightly 
higher than eye level to offer all viewers 
good sightlines. 

If you have a large training room, 
you might want to wire addit ional 
speakers near the back of the room. 

^ Avoid glare. Use lights that can be 

How to select 
an accountant 
by Dan Sautner, 
Padgett Business Services 

• If you're in business for yourself, at the 
very least you'll need an accountant to 
help prepare your tax return, unless taxa-
tion is a major hobby of yours. 

Use an accountant to prepare monthly, 
quarterly and annual reporting. Not fol-
lowing the government's strict regula-
tions, can mean heavy fines, so it's best 
left to people who work with it every day. 

The government has devised a tax sys-
tem that places a large burden on the 
independent business owner. With few 
exceptions, the reports required of a five-
person operation are similar to those 
required of much larger organizations. 

Besides complying with government 
demands, a good accountant should also 
help with other financial considerations. 
This leads us to the major criteria for 
selecting an accountant: 

(1) Will you and your accountant 
understand each other? 

The lines of communication must be 
clear, and the accountant must take time 
to review the financial information provid-
ed. A good accountant drops the jargon 
and speaks conversationally. 

Select someone who appears interested 
in your business and someone with whom 
you feel you can develop a rapport. 

Make sure you know your contact per-

dimmed, if possible. The best lighting is 
low, but not so dark that trainees can-
not take notes. 

^ Check noise levels. Make sure 
heating, air conditioning, ringing tele-
phones, and/or outside construction do 
not interfere with video viewing. 

^ Be especially careful with chairs, 
as your employees are not people who 
normally sit for long periods of time. 
Chairs should be comfortable, but not 
too comfortable. Contoured wood, plas-
tic or fabric with schoolroom-type desks 
a t tached are best ; cushioned seats 
should be avoided. 

^ Test your equipment. Then cue 
the video before showing it. You'll save 
valuable time—and, sometimes, embar-
rassment—by not having to fast-forward 
or rewind in front of the trainees. 

Showing the training videos: 
1 ) Before the video begins, write its 

son. Also: how will the communication 
work? On what schedule and under what 
circumstances will your calls be returned? 
Your new accountant cannot be available 
24 hours a day, but it is reasonable to 
expect a return call within 24 hours. 

(2) Can you get good turnaround? 
To be useful, accounting information 

must be on time. Find an accountant who 
can set a delivery schedule that gets you 
the information near the end of the peri-
od. If it's a monthly P&L, you need the 
information within 10 days. If it's quarter-
ly information, it can still be useful within 
20 days of the quarter's end. If it's annual 
work, the information should be available 
within 45 to 60 days. 

To truly run your business properly, 
get accounting information every 30 days. 
A good accountant tells you what informa-
tion to supply, when—and then will stick 
to the schedule. 

(3) Where do you fit in the accoun-
tant's scheme of things? 

Your business will have to be impor-
tant to the accountant. In the business, 
the largest clients are served first, because 
they generate the largest fees. Find out 
where your organization will fit into this 
scheme. If you are the smallest client your 
accountant is handling, can you really 
expect timely service? Look for a company 
that has selected your size of company as 
its target client. 

(4) What is the accountant's educa-
tion/experience level? 

Look beyond education and experience, 
to experience in your field, in your indus-
try, or in businesses of your size. 

main points on a board or provide summa-
ry notes to each trainee. Go over the points. 

2) Encourage note-taking. The best 
teaching method is see/write/say/do. 

3) Stay in the room as a proctor 
during the video, if possible. Actively 
supervise; you'll be sending a message 
that the in format ion is important 
enough for you to watch (again). 

4) Trainees should not view videos 
for longer than 20 minutes without a 
break of some kind. Sometimes, it's not 
a bad idea to pause the video every 10 to 
12 minutes and lead a short discussion. 
It keeps viewers involved and interested. 
During the discussions, personal experi-
ences help the viewers relate to each 
other. This is also a good time to reiter-
ate key points. 

5) Afterward, give the trainees a 
written exam. 

—Jerry Roche 

Good accountants are able to answer 
technical questions. Since no one practic-
ing taxation can ever claim to know every-
thing, your accountant should have the 
ability and resources to ask others for a 
second opinion. 

(5) What services will be provided? 
You should know exactly what will be 

provided, and how often. Be skeptical of 
the following offers: 

(a) A person who says he or she will do 
everything. (No one can.) Worse, "every-
thing" can be defined by the accountant. 

(b) The accountant who wants to build 
your tax return into the price. This may 
mean that your return will be competing 
with "cash" returns when it is due. 

(c) An accountant who says he or she 
will do the tax return for free. (In your 
own business, how much importance do 
you place on "free" work?) 

(6) What is the basis for fees? 
Fees should be based on a combination 

of the volume and the condition of the 
accounting information. Also, you should 
not have to pay for extras that have not 
been discussed beforehand. You have the 
right to approve any fee increase before 
the work is done. 

Fees should be affordable. For smaller 
companies, it depends on your location 
and volume of work. Shop for value. When 
comparing two different fees, make sure 
that you also compare the level of service. 

—The author is chairman of Padgett 
Business Services, Inc., of Athens, Ga. This 

is the second in a series of basic account-
ing articles he is writing for LANDSCAPE 

MANAGEMENT. 



Choose Bayleton this year for the same 

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. 

Our new water 
soluble packets giv* 
you consistency in formulation and 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 A 

Circle No. 116 on Reader Inquiry Card 

©1994 Miles Inc. 94S10A0008 



• Plant growth regulators (PGRs) aren't 
just for turfgrass growth control any 
longer. The newest generation of products 
has become a tool to help keep turf healthi-
er, denser and greener. They can help turf 
managers deliver the high aesthetic quality 
demanded by today's homeowners, golfers, 
park patrons and other sports participants. 

Ken 
Wentland of 
Lied's 
Landscapin 
g used 
PGRs last 
year to slow 
growth for 
up to six 
weeks on 
the lawns of 
commercial 
accounts. 

For Ken Wentland, ornamental pest 
specialist at Lied's Landscape in Sussex, 
Wis., PGRs help his crews keep turf 
growth under control, even during 
peak growing periods. Wentland used 
PGRs during the Midwest's unusually 
wet 1993 spring and summer, when 
Lied's mowing schedule was squeezed 
between rain and rapid turf growth. 

"Some of our commercial accounts are 
mowed on alternate weeks—just enough 
to keep them looking respectable," says 
Wentland. "Last year, our wet spring 
caused tremendous growth, which slowed 
mowing considerably." 

To help his crews keep up, Wentland 
applied Primo, one of the newest PGRs on 
the market, to a bluegrass/fescue/ryegrass 
turf mix. "The PGR helped tremendously, for 
about six weeks," Wentland explains, "and 
when we did mow there were fewer clip-
pings. That saved us a lot of time." 

How they work- Although they share a 
common goal of controlling turf growth, 
the two types of PGRs work in different 
manners. 

Type I or mitotic toxicants are cell initi-
ation inhibitors and suppressors such as 
Embark and Limit. They inhibit plant 
growth by suppressing cell division. 

Type II are gibberellic acid (GA) 
inhibitors that reduce GA biosynthesis, 
which results in shortened stems and leaf 
blades. Primo, Cutless and Scott's TGR are 
members of this group. 

The way PGRs enter turf plants also 
varies. Some, like Primo, are foliar absorbed 

Plant 
growth 

regulation 
of 

mowing 
time 

"Primo made the fairways appear highly 
groomed. In fact, after the first couple of 
applications, the turf seemed denser. And 
the Poa annua stood straight up, which 
made it very easy to cut off." 

Healthier tu r f Another benefit of 
PGRs is healthier turf. Roger Sudbury of 

With labels for all 
major warm- and cool-
season turf, PGRs are 

used for growth 
management, trimming 

and edging. 

Sudbury: 
healthier, 
stronger 
turf with 
good color 

directly into the leaf upon application and 
do not require watering in. Others may 
require irrigation or rain to activate absorp-
tion through the root system. 

Improving appearance The PGRs on 
today's market claim varying rates of 
growth reduction and control, with some as 
high as 50 percent growth and clipping 
reduction. But Wentland also appreciates 
the turf enhancements provided by PGRs. 

"We noticed a darker green turf color," 
he says. "And clippings reduction also was 
important. Our workers were much happier 
because they could mow quicker and didn't 
have to bag clippings." 

Clipping reduction was the reason John 
Yakubisin, the superintendent at Rolling 
Rock Club in Ligonier, Pa., used PGRs on 
his fairways last year. "I wanted the most 
playable golf surface possible without any 
debris or mess from clippings," he says. 

Yakubisin: 
the Poa 
annua 
stood 
straight 
up 

Winter Haven, Fla., notes stronger, 
healthier turf after using them. He 
oversees Willowbrook Golf Course 
and Chain of Lakes Complex, a base-
ball stadium and five practice fields, 
spring training home for the 
Cleveland Indians. 

"The PGR allows us to keep up 
with turf growth during some mon-
soon-type rains last spring," says 
Sudbury. "With all that growth, we 
would have had to double- and 
triple-mow and could have had 
scalping. We didn't have any of 
those problems. What we did have 
was healthier, stronger turf with 

good color." 
A short history When PGRs were 

introduced in the 1950s, they were primarily 
used on low-maintenance areas due to their 
inconsistent performance. As new products 
were developed, PGRs became more widely 
accepted in most turf locations. 

Depending on individual product labels, 
PGRs are available for all major warm- and 
cool-season turf. The products can be used 
for turf growth management on residential 
and commercial sites as well as for trim-
ming and edging. They can control turf 
growth throughout golf courses and on 
other sports fields. 

"They saved us a tremendous amount of 
time," says Sudbury. 

Since time equates to money, PGRs save 
money through the hours they save and 
other benefits. They are an interesting, effec-
tive alternative for astute turf managers. 



In this upscale central Ohio 
school system, public support 
and versatile crews help stretch 
shrinking dollars. 

• Bob Meyer no sooner took over the 
grounds department for Upper Arlington 
City Schools than the Board of Education 
ordered cuts. His newness (six months on 
the job, after transferring from the plant 
ops department) didn't help at all. 

The grounds department was ordered 
to drastically reduce its workforce and 
budget last year, Meyer notes. "And it's 
something we struggled with, especially 
with a new person. Obviously, some things 
are going to suffer." 

The most obvious result of the budget 
cuts is Meyer's schedule. He has been 
known to be "on the phone, on the radio 
and in a meeting" all at once, according to 
his secretary. 

Another key to keeping seven athletic 
fields (four football, two soccer, one base-
ball) attractive and safe is parent and stu-
dent involvement, Meyer notes. "It would 
be near impossible to sustain our mainte-
nance program with half the people and 60 
percent of the money that we used to 
have," he says. "We have parent-teacher 
groups and boosters who are very con-
cerned. For instance, we didn't have 
enough money for all the weed treatments 
on the baseball field, so the parents pur-
chased some material to kill the clover for 
us. There's a lot of pride in athletics here." 

Field m a i n t e n a n c e — T h e person 
Meyer succeeded, Joe Herchko, developed 

an intensive maintenance pro-
gram over eight years. Thank-
fully, Herchko remains in 
school management. 

Usually, when the commu-
nity sees field maintenance 
falling off a little, "its reaction 
will be overwhelming," Her-

check believes. "They will take action on 
their own. That's not a good situation, but 
it happens. They'll let us know we're not 
getting the job done." 

Another way Meyer has addressed the 
cutbacks is through crew scheduling. 
"We've gone to fully mobilized crews," he 
says. "Nobody is stationary, and they do 
everything. The difficult thing is schedul-
ing where they'll be, especially accommo-
dating the athletic events and special 
events like the Fourth of July celebration." 

While he was in charge, Herchko 
defined three levels of field maintenance: 

1 ) High—fully irrigated and year-
round fertilization and weed control 

2) Secondary—"do as much as we can" 
3) Safety only 
"The levels change according to the 

season and according to the bigger pic-
ture: school priorities and manpower," 
Herchko notes. "At the minimum, we 
mowed each site once a week. We did that 
for four years, when we also set time apart 
for working on the fields' other priorities." 

At one time, the highest level fields 
received annual overseeding, topdressing 
and sub-soil conditioning; aerification four 
times a year; a full year-round fertilization 
program; and full irrigation with a Rain-
bird Maxi-Com system. The lowest level 
fields were mowed and lined prior to 
gametime, free of obstructions and pot-

Why are Bob Meyer (left) and 
Joe Herchko smiling? Because, 
despite cuts, the Upper Arling-
ton football field is often host to 
an Ohio high school playoff 
game in November. 

holes, and smooth. "We've tried to 
irrigate even at the lowest level," 
Herchko says. "We irrigated 80 per-
cent of everything the kids play on." 

Landscape maintenance—The 
school grounds are another story. All 
areas are mowed, bushes and shrubs 
trimmed, and sidewalks blown clear 
each week. "We may not be able to 
mow it all once a week like we used 
to," Meyer observes, "but we'll do the 
areas people see." 

The entire grounds is also given a 
weekly visual inspection by Meyer 

and head groundskeeper Roger Geers. 
"Ornamentals are done by a parent-teachers 
grounds committee at each school. And a 
lot of the elementary schools have student 
maintenance programs," Meyer relates. 

Geers himself has also accepted added 
responsibility. "Lately, I've had to also 
handle the playground equipment, basket-
ball hoop repair and replacement, picnic 
table and trash can maintenance." 

This is all new to Meyer. "I've worked in 
maintenance and management for many 
years, but this grounds thing at times is 
very intense and very busy," he says. 
"Everybody has an opinion because it's so 
visible." 

—Jerry Roche 

Fertilization 
schedule 

Upper Arlington City Schools 
H.S. baseball field 

H.S. softball field, if available 
Mid-May 22-0-22 
Early July 32-4-3 with Dicot III 
Early Fall 32-3-10 

H.S. stadium 
Mid-May 32-3-10 
Early July 32-3-10 
Mid-August 22-0-22 
Early Fall Starter 22-0-22 
Late Fall Starter Sports Turf 

Middle school football field 
Mid-May 32-3-10 
Early July 32-4-3 with Dicot III 
Mid-August 22-0-22 
Early Fall 22-0-22 
Late Fall Starter Sports Turf 

Jr. high football field 
Mid-May 32-4-3 with Dicot III 

Tremont soccer field 
Mid-May 32-4-3 with Dicot III 

High-view areas 
Mid-May 32-4-3 with Dicot III 




