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W Olathe Equipment Helps Keep
Your Turf and Business Healthy.

Olathe has been proving itself a New dimensions in plugging with
valuable part of your business for the MODEL 88 AERATOR with rug-
years. ged 3 hp industrial engine, 2-40Ib.

removable weights if needed, 30
coring tines enter the soil every 34"
across a 192" path.

Setting Industry standards, like the
MODEL 84 SLIT SEEDER with
patented clean-cut shatter blades,
18hp electric start, 3" centers, easy Rugged reliability, learned from
grip handle controls, ground speed  over 25 years in the sweeper busi-
that accommodates up to 15,000 sq.  ness, has gone into the MODEL 42
ft. per hour. No competitor has 5HPTOW-BEHIND SWEEPER. Tired
matched the short distance between  of breaking apart so called commer-
blades and seed drop for accuracy.  cial brooms? Try this rugged, rubber
finger sweeper with easy pull remote

Innovative new additions, like the dump from tractor.

MODEL 85 ‘SEED N THATCH" for
spot seeding and/or thatching. A Proof is seeing. Call your local
low-cost efficient unit for smaller Olathe/Toro commercial dealer fora

areas. free demo. Or write or call:
Circle 2 on reader service card

' OLATHE MANUFACTURING, INC.
100 INDUSTRIAL PKWY, INDUSTRIAL AIRPORT, KS 66031
1-800-255-6438 » 913-782-4396




BOOST YOUR
PROFITS ...



WITH AQUATIC
WEED CONTROL
APPLICATIONS.

follow this card to
build your business.
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If you don’t mind getting your
feet wet, you can make money
in aquatic weed control.

(Cover photo by Barney Taxel)
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Put more Nin the turf,
less inthe air and more
green inyour pocket.

With N-SURE.
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This new and patented nitrogen
source has low urea. And that
means less nitrogen lost to the

Here, at last, is the one and only
triazone nitrogen source with low
urea. Which means you no longer
have to make excuses for poor
ferfilizer response due to urea
volatilization—or loss to the
atmosphere. Or worry about angry
call-backs and lost dollars.

That’s because new N-SURE from
Arcadian is the unique slow-release,
non-burning nitrogen source that
contains the new technology of
friazone nitrogen. With its high
concentration of triczone and low
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ureq, there'’s not only far less chance
of burn, but no plugged nozzies or
clogged screens. You geta more
consistent green over time because
N-SURE provides a nitrogen release
pattern that's ideal for custom lawn
applications. What's more, you geta
product that's stable, storable for the
long term, and compatible with
most commonly-used herbicides,
insecticides and fungicides.

N-SURE s perfectly suited for low-
volume applications. So less water
and less handling are required. And

that franslates into greater efficiency,

easier application, more lawns per
man per day which means lower
labor and equipment costs.
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Best of all, because N-SURE works
like no other fertilizer you've ever
used, it means better plant nutrition.
Nufrition that stays where you put it
rather than losing it to the
atmosphere and that's the kind of
nutrition that can green up a lot
more than lawns. To learn more
about N-SURE and the new
technology of triazone, write or call
Arcadian Corporation, One
Gatehall Drive, Parsippany, New
Jersey 07054 1-800-524-0135.

CORPORATION
Circle 3 on reader service card




INSIDE STORY

Ithough we have chosen it as our

cover story, aquatic weed control

is probably not a service that lawn

care professionals have con-
sidered as an auxiliary service. Most of
those who have investigated aquatic work,
or even attempted it, have found it hostile
territory. For one thing, insurance com-
panies that are already nervous about the
idea of applying pesticides to lawns
become absolutely livid when presented
with the prospect of applying pesticides
to ponds and lakes. Obtaining liability
coverage for aquatic weed control work
is difficult, to say the least.

There is also the problem of gearing up
to offer this service — hiring trained per-
sonnel, purchasing equipment, and deal-
ing with the extensive certification re-
quirements. But for the professionals will-
ing to clear these hurdles, the rewards can
be considerable. The sheer lack of com-
petition in most states could insure
success.

Unfortunately, the article ‘‘Regulatory
Review’’ has become an almost annual in-

stallment. However, there is a new
wrinkle in the old lawn pesticide regula-
tion issue. This year the emphasis has
shifted from ordinances enacted at the
local level to laws being drafted by state
legislatures. Many lawn care businessmen

are finally beginning to realize that they
have to take a ‘‘proactive’’ role by writing
their legislators and speaking on behalf
of the industry at public hearings.

“‘Commercial Mower Safety’’ concerns
the set of safety standards that is in place
for commercial mowing equipment.
Assistant Editor Vivian F. Rose found
that the group of manufacturer’s represen-
tatives who help decide the standards are
beginning to change their minds about
what constitutes built-in safety features
for commercial operators. It may no
longer be enough to assume the commer-
cial operator needs fewer safety
accommodations.

And of course, we have an educational
selection of technical articles. This time
on spreader maintenance and South-
western grub control basics. Enjoy!

s o

IMLER MEASURING WHEELS

The
Professionals’
Choice.

To order or
for information
call toll free

1-800-433-1764

In Ohio call
(614) 486-9068

or write
Imler Industries Inc.,
1117 Broadview Ave.,
Columbus, Ohio 43212

REDI-
MEASURE

FOLDING
WHEEL

ORIGINAL
WHEEL

INDUSTRIES Q) INC.

Circle 9 on reader service card
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Summer Factory Special $1,900.00!

Aerates one acre per hour.
387,000 holes per acre
Can be pulled with 12 HP vehicle
Overall width 35"

g& itacante

PRODUCTS CO., INC.
P.O. Box 506
Pardeeville, WI 53954
(608) 429-3402

Circle 10 on reader service card
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Sometimes Big on’t Better

Deiscoven, the IMid-Size Ualher Mower

¢

Accepted practice in the lawn maintenance business has been to use
the BIG commercial rider mower for open areas and walk-behinds for
trimming. Now maintenance operators all across the country are discov-
ering a new, fast efficient way to mow landscaped areas... for many jobs
the maneuverable MID-SIZE WALKER MOWER does the whole job
saving time, labor, and equipment investment. And Walker offers high
productivity without sacrificing a quality cutting job, sure to please the
most discriminating customer.

WALKER MANUFACTURING CO., 1839 E. HARMONY ROAD,
DEPT. AL, FORT COLLINS, CO 80525 (303) 226-1514

Circle 11 on reader service card

INCREASE CUSTOMER AND PUBLIC GOODWILL WITH

LAWN MARKERS

LOW COST — EASY TO INSTALL

(Available in quantity)

Lawn Markers customized
with your company name
and available in two
styles, with your logo
or with the interna-
tional symbol for
“stay off the grass.”
Includes, plastic
dowels that fit
into markers.

PLEASE STAY OFF
GRASS UNTIL DRY

VOUR COMPANY NAME HERE

ANOTHER vOu % CO CUSTOMER SERVICE

CALL OR WRITE TODAY FOR A QUOTE
1-800-354-9877 or (606) 581-5444

KINDUELL SCREEN PRODUCTS

110 CENTER STREET-WILDER NEWPORT. KY. 41071
PHONE (606)581-5444
Circle 24 on reader service card
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GET OUT

OF THE DARK.

Open your eyes and see just how many
subjects are covered in the new edition of
the Consumer Information Catalog. It's
free just for the asking and so are nearly
half of the 200 federal publications de-
scribed inside. Booklets on subjects like
financial and career planning; eating
right, exercising, and staying healthy;
housing and child care; federal benefit
programs. Just about everything you
would need to know. Write today. We'll
send you the latest edition of the Con-
sumer Information Catalog, which is up-
dated and published quarterly. It'll be a
great help, you'll see. Just write:

Consumer Information Center
Department TD
Pueblo, Colorado 81009




Not everyone wants the same
spreader...So LESCO
gives you a choice.

AT LESCO, we listen and respond to customer needs.
That’s been the company philosophy for more than 20
years and it's the reason why we've expanded our
spreader product line.

In addition to our standard push-type rotary — with
either baked-on epoxy or stainless steel frame — and
electric truckstermount spreaders. we now offer two
new models.

For easier product application on taller grasses,
choose the new LESCO Hi-Wheel Spreader. Equipped
with 13-inch wheels — compared to the 10-inch wheels
on our standard spreader — this new design is easier to
push and provides greater stability.

For precise application on commercial and other
large turf areas, we are introducing the LESCO Gas-
oline-Powered Hydraulic-Driven Spreader. Because it
operates at a constant speed, this innovative design
insures accuracy and uniformity — and that means
less waste, fewer callbacks and more profit.

Select a LESCO Spreader and you'll also have a
choice of optional accessories. We offer the patented
Jet-Action Deflector — a LESCO exclusive — for
straight spreading along driveways, sidewalks and

ornamental beds, as well as an elasticized. vinyl
hopper cover and easily attached gear cover.
Choose your spreader.

Item LESCO No. Price
LESCO Gasoline-Powered

Hydraulic-Driven Spreader
LESCO Electric Truckster

020085 $995.00 ea.

Mount Spreader 006300 235.00 ea.
LESCO Hi-Wheel Spreader

w/Epoxy Finish Frame 020092 194.00 ea.
LESCO Hi-Wheel Spreader

w/Stainless Steel Frame

(not shown) 020093 234.00 ea.
LESCO Spreader w/Epoxy

Finish Frame (not shown) 006000 174.00 ea.
LESCO Spreader w/Stainless

Steel Frame 009800 214.00 ea.

Spreader packages and quantity discounts also

available.

Put a LESCO Spreader to work for you.
Call toll-free to order.

(800) 321-5325 (800) 362-7413
NATIONWIDE IN OHIO

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

Circle 96 on reader service card



VIEWS ACROSS THE TURF INDUSTRY

HAVE YOU CONSIDERED AN AQUATIC WEED CONTROL SERVICE?

*“We offered aquatic weed control at one
time, but the liability risk far outweigh-
ed any potential profits. It was some time
ago, probably back in 1976, and we were
actively engaged in it for a couple of years
but we didn’t feel the market was big
enough in this state to offset the liability,
and since we were engaged in the lawn
care end of it, we backed away from it.
Aside from that, it was relatively simple.
It involved purchasing a boat, custom-
rigging it, and putting spray equipment
into the boat. It wasn’t very difficult at
all, and it was very much in keeping with
any applicator training.”” — Ron Collins,
R.W. Collins, Satellite Beach, Florida

**No, to be perfectly honest I haven’t
given it any thought because it never oc-
curred to me as being a market. We're
in an area with a lot of lakes, and a lot
of farm ponds, and a lot of ponds in front
of commercial buildings, but we haven’t
gotten any customer requests at all. So in
other words, I'm not getting any calls and
I don’t have any real motivation to go out
and try to sell something that no one’s try-
ing to buy from me anyway. I bet that it’s
regional and that there’s a much bigger
market in the South and Southeast than
we have up here in the Midwest.”” — Jay
McNallis, Turftreet/Country Gas Co.,
Crystal Lake, Illinois

“Yes I have. In fact, I went to aquatic
weed control certification class last
December and added it to my certifica-
tion. It’s a separate certification in Loui-
sianna. But I have not really pushed it all
that much. I haven’t run any ads pro-
moting it; not many of my customers have
ponds or anything like that. I think I've
had one call, since I've been in business,
from a guy who was going to start a cat-
fish farm. I think it’s the industrial
customers and municipalities who’d be
more likely to use it than the
homeowners.”” — J.L. Miller, Green
Grass Chemical Lawn Care, Lacombe,
Louisianna

CALENDAR

July 27-29

OPEI Expo ‘87, Kentucky Fair and Exposition
Center, Louisville, Kentucky. Contact: Outdoor
Power Equipment Institute, 1901 L Street, NW,
Suite 700, Washington, D.C. 20036;
202/296-3484.

July 29-31

American Sod Producers Association Summer
Convention and Field Days, Westin Hotel, Seat-
tle, Washington. Contact: Doug Fender, Ex-
ecutive Director, ASPA, 1855-A Hicks Road,
Rolling Meadows, Illinois 60008; 312/705-9898.

Aug. 11
Rutgers Turfgrass Research Field Day, Rutgers

Soils and Crops Research Center, Halls Mills
Road, Adelphia, New Jersey. Contact: Dr. Henry
W. Indyk, Soils and Crops Department, Cook
College, New Brunswick, New Jersey 08903;
201/932-9453.

Aug. 27-30

ALCA Exterior Landscape Contracting Division
Conference, Red Lion Inn, Portland, Oregon.
Contact: Rebecca Crocker, Associated Landscape
Contractors Association, 405 North Washington

Street, Falls Church,
703/241-4004.

Virginia 22046;

Aug. 28-30

Farwest Trade Show sponsored by the Oregon
Association of Nurserymen, Portland Colosseum,
Portland, Oregon. Contact: Rebecca Crocker,
Associated Landscape Contractors Association,
405 North Washington Street, Falls Church,
Virginia 22046; 703/241-4004.

Sept. 10
Ohio Turfgrass Research Field Day, Ohio State

University, Columbus, Ohio. Contact: Dr. John
Street, Ohio State University, 234 Kottman Hall,
2021 Coffey Road, Columbus, Ohio 43210;
614/292-2601.

Sept. 22-23

Virginia Tech Turfgrass Research Field Days,
Virginia Tech, Blacksburg, Virginia. Contact:
J.R. Hall, III, Virginia Polytechnic Institute,
Virginia Cooperative Extension Service,
Blacksburg, Virginia 24061; 703/961-5797

Oct. 6
Ohio Turfgrass Foundation Golf Tournament,

Columbus Country Club, Columbus, Ohio. Con-
tact: Dr. John Street, Ohio State University, 234
Kottman Hall, 2021 Coffey Road, Columbus,
Ohio 43210; 614/292-2601.

Oct. 24-29

ALCA Interior Plantscape Division Conference,
Hyatt Regency Crystal City Hotel, Arlington,
Virginia. Contact: Rebecca Crocker, Associated
Landscape Contractors Association, 405 North
Washington Street, Falls Church, Virginia 22046;
703/241-4004.

Oct. 25-28

1987 International Irrigation Exposition and
Technical Conference, Orlando, Florida. Contact:
Irrigation Association, 1911 North Fort Myer
Drive, Suite 1009, Arlington, Virginia 22209;
703/524-1200.

Nov. 7-11

ALCA Landscape Management Division Con-
ference, Hyatt Regency Crystal City Hotel, Arl-
ington, Virginia. Contact: Rebecca Crocker,
Associated Landscape Contractors Association,
405 North Washington Street, Falls Church,
Virginia 22046; 703/241-4004. E
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SUBSCRIPTION ORDER

| Do you wish to receive or continue receiving ALA monthly? (JYES [INO
Signature Date
[(OPayment Enclosed OBill Me

I (1 Year-$18.00 [J2 Years-$26.00 [J1 year Foreign-$60.00
0 1 Year Canada $21.00

What is your Primary Business/- Facilities, Government Grounds, IV Others:
Industry? Parks, Military Facilities, Housing CExtension Agent, Federal, State, and
(Please check only one) Developments, Condominium Community Regulatory Agencies
| Contractor or Services: Compl Private E Com- CJAgronomist, Teacher, Student
OChemical Lawn Care C mercial/lndustrial Parks.) COTrade Association, Library, and
OTurf and Ornamental Insect Con- Others Allied to the Field
trol Specialist Il Distributor/Manufacturer:
[OWeed Control Specialist CJChemical Dealer/Distributor What is your title?
COMowing/Maintenance Service COEquipment Dealer/Distributor
OLandscape Contractor/ OManufacturer/Formulator
Maintenance Service
CINursery or Garden Center/ Name (Please Print)
Lawn Care Service
[JPest Control/Lawn Care Service Title
OTree Care/Maintenance Service
[CJOther Contractor/Service
(Please specify) Company

Il In-House Lawn Care/Maintenance:
Oin-House Grounds Care/Mainte-
nance (Schools, Colleges, Univer- City. State Zip
sities, Hospitals, Health Care “Allow 4 to 6 weeks for delivery of first issue."”




I I | :

S31V1S Q31NN
3HL NI
a3NvN JI
AHVSS303N
39V1SOd ON

6656-10 PP OIHO ‘ANVIIATTD
L18S X08°0°d

4 4

Ag pied 9Beisog

HO ‘ONV13A310 22€1 'ON LIWH3d SSV10 1SHId

1IVIN A'ld34 SSINISNE




NEWS IN BRIEF

ROLLINS ACQUIRES
NEW ENGLAND

If you haven’t already noticed, big
business has gotten into the business of
buying-out lawn care companies. On
March 20, Ecolab, Inc. began the process
which resulted in the successful takeover
of ChemLawn. On May 1, New England
Green, Inc. was acquired by Rollins, Inc.,
the structural pest control/security
systems giant of Atlanta, Georgia. With
the New England Green buy-out, the
Orkin Lawn Care Division of the Rollins
family has repositioned itself as one of the
top five largest lawn care operations in
the country.

‘“This acquisition is an important step
forward in our strategy to expand Orkin’s
lawn fertilization, insect, and weed con-
trol service business,’’ says Gary W.
Rollins, President and Chief Executive
Officer. ‘‘Our future plans call for con-
tinued growth by internal expansion and
by acquisitions.”’

Rollins’ interest in the lawn care in-
dustry has not developed overnight. Steve
Derrick, Orkin Lawn Care’s Technical
Director/National Sales Director, says
Orkin has always intended to make lawn
care an important part of the business.
“‘Gary Rollins has made those statements
to investors on Wall Street over the last
couple years,”’ says Derrick. ‘“We are
just now seeing the fruits of those ef-
forts.”’

Rollins actually bought Amcare, Inc.,
which is the holding company that own-
ed Turf Pro Industries, Inc. of Plymouth,
Michigan and New England Green, Inc.
of Springfield, Massachusetts. Turf Pro
and New England Green had merged
earlier this year under the name New
England Green, Inc. Rollins issued $6-1/2
million in stock to purchase the combin-
ed companies. New England Green's
1986 revenues were approximately $13
million, according to Jim Hicks,
Secretary/Treasurer of Rollins.

Hicks says Orkin’s lawn care operation
and New England Green’s operation are
very much alike in that they represent
“‘the upper end’’ of the lawn care in-
dustry. Both companies also utilize the
same type of equipment and marketing
program. ‘‘We were on a friendly basis
with the key people at New England
Green for some time and had shared a lot
of operating ideas together,”’ says Hicks.
He says the acquisition has expanded
Orkin’s lawn care business to 24 markets

Gary W. Rollins

and doubled the lawn care division’s size.
Orkin Lawn Care was operating 19 of-
fices in the Southeast before the New
England Green acquisition, according to
John Raymond, Orkin Director of Ac-
quisitions. He says the division’s 1986
revenues were about $6 million. But this
buy-out bumped Orkin into the big
league. ‘“We think we are the third or
fourth largest lawn care company in the
country right now,’’ states Raymond.
New England Green has approximate-
ly 80,000 customers in seven Midwest

states, serviced from 24 branches. ‘‘The
company we bought was doing very fine
and the present managers are going to stay
with it,”” asserts Raymond. He says Mike
McKee and Dan Chopp, former Chair-
man of the Board and President, respec-
tively, will continue to operate the com-
pany. They will report to Orkin manage-
ment as regional vice presidents.

McKee is pleased with the arrange-
ment. ‘‘New England Green has done a
nice job of positioning itself in the in-
dustry and now that it is affiliated with
the Rollins organization, we expect to be
a major player,’’ says McKee. ‘“We are
excited about our future.”” He reports that
the company will continue to service its
customers under the New England Green
name for ‘‘an unknown period of time,”’
but will eventually do business under the
Orkin banner.

CLCA LANDSCAPE SHOW
IS “ANOTHER SMASHING SUCCESS”

‘‘Another smashing success’’ were the
words CLCA President Nelson Colvin us-
ed to describe the April, 1987 Landscape
Industry Show in Long Beach, Califor-
nia. Approximately 5,000 buyers stream-
ed through the doors of the Long Beach
Convention Center during the three days

On hand to cut the show'’s ribbon, were (from left to right): Alex Rosa, show committeeman; Yvonne
Fenner, show coordinator; Nelson Colvin, CLCA President; Don Pagano, show committeeman; Richard
Angelo, show committeeman; Walt Young, show committeeman; and Greg Meyer, show chairman.
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that the show was open to green industry
professionals. They were treated to a
capacity slate of 312 exhibition booths.

Each year the exhibits are judged and
awards are given for creativity and
design. In the open space competition,
this year’s winner was Valley Crest Tree
Company of Sylmar. The winner in the
20-foot by 20-foot size category was The
Rock Yard of Visalia. Winning in the 10
by 20 category was Olsen Irrigation of
Santee. The 10 by 10 award was
presented to Foster Farms/Organic Farms
of Delhi. The judges were Richard Cohen
and Tony Amato.

The 1988 Landscape Show will return
to the Long Beach Convention Center on
April 20 to 22. The association already
has sold all available booth space,
although it maintains a waiting list should
vacancies develop. For more information,
call 916/448-CLCA.

LAWNMARK PURCHASES
SPRAY-A-LAWN

Lawnmark, Inc. of Peninsula, Ohio, a
wholly-owned subsidiary of Erbaugh
Corporation, recently purchased Spray-

J. Martin Erbaugh

A-Lawn of Orrville, Ohio. Both firms
specialize in program lawn care applica-
tions and service to residential and com-
mercial customers.

‘“This decision will benefit our
customers and employees,”’ said Jerry
Amstutz, President of Spray-A-Lawn.
‘‘Lawnmark has the resources to keep
Spray-A-Lawn growing. It’s a good fit for

all concerned.”” Amstutz will remain in
a consulting capacity with Spray-A-Lawn
and provide office and warehouse
facilities in Orrville.

“‘Lawnmark will operate Spray-A-
Lawn independently, retaining the Spray-
A-Lawn name and identity,”’ according
to J. Martin Erbaugh, President of Er-
baugh Corporation. ‘‘Spray-A-Lawn has
a solid base, particularly in Wayne and
Holmes counties. This acquisition
enhances our market share in Northeast
Ohio substantially.”’

Erbaugh Corporation provides service
for over 40,000 customers through branch
offices in 11 cities in Ohio, New York,
Pennsylvania, and Virginia. This year’s
annual sales are expected to exceed $7
million.

MAC DAVIS SLATED
AT PRO SHOW ‘87

One of America’s favorite entertainers,
Mac Davis, will be the featured performer
at Pro Show ‘87, the Professional Land-
scape Contracting Turf and Grounds
Maintenance Expo. Open only to Pro

(continued on page 16)

WE‘VE GONE TO

TO MAKE BETTER HOSE

*560 PSI WORKING PRESSURE
*1900 PSI BURST PRESSURE

*300° CONVENIENT LENGTH

GREAT LENGTHS

POLYURETHANE LINED CORE
*2 YEAR UNLIMITED CHEMICAL WARRANTY

*TEXTURED LONG WEARING COVER

SIZE 1-2 coils 3-5 coils 6 + coils
- $0.66 $0.61 $0.55
3/ LFT LFT LFT
1/2" $0.82 $0.75 $0.69
LFT LFT LFT

WAREHOUSE LOCATIONS

1-800-372-6526

HOSES * VALVES ® COUPLERS * CHEMICALS

California ¢ Florida * Illinois * New Jersey ®* New York

F RA"KCO INDUSTRIES INC.

2193 NW 53rd Street, Tamarac, FL 33309
In state call collect 1-305-739-1800
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T" RIS

IS YOUR CUSTOMER’S TURF
LIKE A BRICK YARD?

Hard? Non-porous? It’s hard to grow grass
on a brick. Almost impossible.

Hahn professional aerifiers are the answer
to your “brick yard™ problems.

Choose from self-propelled, walk behind,
tractor drawn or riding aerifiers. Hahn aerifiers
are designed and manufactured especially for
tough, professional use.

The JR-4 Aerifier 24-inch swath. Self
propelled when transporting and aerifying.

Easy to use controls. Aerifier reel holds 40 tines.

The EA-3 Aerifier 22-inch swath. Simple to
operate, maneuverable and small enough to get
into tight spots. Fingertip throttle. Powered

reel “‘walks™ EA-3. Aerifier reel holds 16 tines.

The TB-60 32-inch swath tow-behind.
Hydraulic cylinder for raising and lowering.
Aerifier reel holds 60 tines.

The TM-60 Same as above. Utilizes category
0 or 1 tractors 3 point hitch.

The TMV 30-inch swath. Optimum
professional machine. Riding aerifier with
34-inch overall width. Aerify more than

1 acre/hour. Electric start. Hydrostatic drive.
8 hp Kohler Magnum engine. Aerifier reel
holds 40 tines. The ultimate!

For more information or free product
brochure call 1-800/457-HAHN.
In Indiana, call 1-812/428-2027 (collect).
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Show participants, the entertainment
event will be held on November 19 at
8:00 p.m. at the Dallas Convention
Center. The Pro Show itself will be held
at the Dallas Convention Center on
November 18 to 20.

An all-around entertainer, Mac Davis
has established himself as an actor,
songwriter, singer, and performer. His
uniquely warm and engaging talent has
resulted in his being honored as the Coun-
try Music Academy’s ‘‘Entertainer of the
Year’’ and ‘‘Favorite Male Entertainer’’
at the People’s Choice Awards.

Sponsored by the Outdoor Power
Equipment Institute, Inc., Pro Show’s
debut will provide an opportunity for
landscape contractors, lawn ser-
vice/maintenance professionals, park and
recreation specialists, governmental pur-
chasing agents, and dealer/distributors of
commercial products and services to view
complete commercial product lines.

For information on attending Pro Show
‘87 and the Mac Davis show, write to Pro
Show ‘87, 101 North Seventh Street,
Louisville, Kentucky 40202. The toll-free
telephone number is 1/800/654-0349.
Within Kentucky, call 502/582-1672.

PABTR
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WEED CONTROL MANUAL
IS AVAILABLE

The 1987 edition of the ‘‘Nursery and
Landscape Weed Control Manual’’ by
Robert P. Rice, Jr. is now available. The
text explains the theories behind physical,

cultural, and chemical weed control prac-
tices used in the nursery and landscape in-
dustries as well as the use of small scale
equipment used in ornamentals. The book
also includes a complete listing of her-
bicides registered for ornamentals, plus
the mode of action, registered ornamen-
tal species, weeds controlled, and direc-
tions for use.

The manual is excellent for landscape
contractors, nurserymen, universities,
grounds maintenance professionals, and
others. The manual sells for $19.95 plus
tax. For ordering information, contact
Thomson Publications, P.O. Box 9335,
Fresno, California 93791; 209/435-2163.

The short-term Chase Econometrics
report issued to Outdoor Power Equip-
ment Institute members in March stated
that push mower unit shipments are pro-
jected to still remain above 5.4 million for
the third consecutive year. All riding unit
shipments are also projected to remain
above one million units for the fifth con-
secutive year. i

Sl

tanks the quality comes first, to last.

FIVE YEAR WARRANTY
The exclusive TUFLEX process allows a
tull five year warranty on all handcrafted

seemless fiberglass tanks

CALL RIGHT NOW!
Call TOLL FREE tor economy prices and
more information on our
complete line of tanks.

Circle 54 on reader service card

16 JULY 1987/ALA

ICK

1 - 64 users on CONTEL computers or IBM-XT compatibles

Tuflex introduces our newest addition to our
tank line. The 0040RF (Sidekick) 40 gallon capacity
auxillary spray tank. 60" long, 12" wide, and 15" high,
the 0040 RF mounts easily on the bed next to your
existing main tank, whether it fertilizes, herbicides
or fungicides the Sidekick can handle it,
greater diversity in your spray program. As in all Tuflex

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

Fla. Residents Call Collect

(305) 785-6402
1(800) 327-9005

SPECIAL FEATURES OF LAWN CARE MANAGEMENT SYSTEM

The system allows complete Lawn Production/Accounts Receivable control with Automatic
Invoicing and Statement Generation. Production figures both complete and remaining, are
available by round. Customer history is kept by treatment type for both Rounds and General
treatments.

REPORTS GENERATED BY LAWN CARE MANAGEMENT SYSTEM

o Delivery Report o Customer Statements
o Cash Receipts Journal o Customer Lists
® Sales Journal o Customer Lables

@ Held Invoice Report e Production Report
o Customer Invoices o Customer History Report
o Customer Aged Trial Balance

INTEGRATED MODULES AVAILABLE

o Tree Service e Accounts Payable
% 41 ® Payroll © Inventory
providing o General Ledger

CADO SYSTEMS of CINCINNATI
4015 Executive Park Drive, Suite 111
Cincinnati, Ohio 45241

(513) 563-2225

i COMPUTER
= SYSTEMS

™
)
i
|||||||

b
il

IBM PC/XT o registered trademark of
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PLCAA UPDATE

he new Defense fund has allow-

ed the Professional Lawn Care

Association of America (PLCAA)

to develop two significant projects
in its ongoing effort to tackle biased media
coverage.

PLCAA media consultant, Ford
Rowan, has been scheduled to conduct
training sessions for PLCAA officers and
key members of local affiliate associa-
tions. The intensive half-day workshops
are designed to prepare spokesmen for
media inquiries, enabling them to respond
in a positive, self-assured, factual
manner.

Rowan conducted two such seminars in
1986. He also spoke at the 1986 PLCAA
Convention, and has just completed a
Management Monograph for PLCAA titl-
ed ‘A Lawn Care Operator’s Guide to
Understanding the Media.”’

Additionally, PLCAA’s informative
color brochure summarizing the past
season’s news coverage of the green in-
dustry, ‘‘The News Media’s Lawn Care

Ford Rowan

reads:

e Fact or Fiction? If there are any health
risks at all from professionally applied
lawn chemicals, a green lawn isn’t worth
the risk.

® Fiction. News media misled people with
(several) errors.

The cost of the booklet is 10¢ per copy
in multiples of 100, plus shipping and
handling. The Defense Fund is supported
by PLCAA members and associate
members representing research and in-
dustry. For more information, contact
Doug Moody, 404/977-5222, or write
PLCAA, 1225 Johnson Ferry Road, Suite
B-220, Marietta, Georgia 30068.

In other news, Roger Staubach, the
winningest quarterback in the National
Football League, has been chosen as the
keynote speaker for the 8th Annual
PLCAA Conference and Show,
November 12-15.

After 11 seasons in the NFL, including
eight and one-half as the Dallas Cowboys
starting quarterback, Staubach has
established himself as one of the most
talented quarterbacks in NFL history. He
quarterbacked the Cowboys to two World
Championship victories in Super Bowls
VI and XII during the 1971 and 1977
seasons. In 20 playoff game starts since
1970, he led the Cowboys to 14 wins.m

Scare,”” is still available. An excerpt

TURF-PLUGGER

CORE AERATOR

o Self Propelled

¢ Quiet Running

o Easy Maneuvering

¢ Straight Up-and-Down
Motion for Better
Penetration

o All Roller Bearings -

3MODELS AVAILABLE

400-24,000 Sq. Ft./Hr.
500- 26,000 Sq. Ft./Hr.

Case-Hardened Shafts !
e Low Maintenance 600- 36,000 Sq. Ft./Hr.

Ask about major lawn care
companies who use it exclusively!

Classen Mfg. Co.

1403 Roach St. « Norfolk, NE 68701 « (402) 371-2294

Only from GPI:
A complete flow meter for
less than most turbines alone.

@ Self-contained Microprocessor with LCD read-out.

® Available in materials compatible with most fluids.

® Accuracy to + 0.5%.

® Models for 0.3 to 300 gpm and pressures up to
800 psig. Also available in metric equivalents.

® Totalizes in batch and cumulative with batch
reset. Flow rate also available.

® Permanent calibration in memory for instant recall.
Plus simple field calibration.

® Unique design permits more application flexibility.
For more information, contact your local

equipment supplier or call the toll-free number

below.

1711 Longfellow Lane wimarn
Wichita, Kansas 67207 USA. EFI PEI @
316-686-7361 ek

Telex 417 357 GTPLAINS WIC  ameer ALams mOOSTRES
1-800-835-0113 s
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For the long

Introducing a powerful
new force in riding
rotary mowers.

Now there’s more to Cushman
Front Line®™ Mowers than top cutting
performance. More power. More
operator comfort. More endurance.

Now there’s the new diesel-
powered Cushman model 807.

Its totally integrated power train
and new hydraulically-powered
steering gives you unmatched per-
formance over the long run. The
807 dispatches thick, wet grass on

rui.

We’ve included a heavy-duty
Donaldson air cleaner to keep
performance up and mainte-
nance down. A Stanadyne
water separator fuel filter
to protect injectors and
injection pumps. And
a new heavy-duty
Cushman PTO clutch
to keep your new
Cushman Front
Line running
longer.

tricky maneuvers around obstacles
without losing ground speed.
It’s factory-equipped with

wide 23 x 10.50-12 C
tires to accom- >
modate any '

accessory without
major modifications.

Precision
Performance.
At the heart of the new,
four-wheel 807 is a pow-
erful 21.5 horsepower, 3-
cylinder Kubota 950 diesel engine.



As with all Cushman Gas and
Diesel Front Line Mowers,
the 807 features a durable 60-
or 72-inch side or rear discharge
mower deck that leaves no grass
uncut. The under-deck baffle design
produces a positive lift and free
flow of air for the industry’s most
uniform discharge of clippings.

No other rotary mower gives you
a cleaner cut.

A complete family of Cushman
Front Lines and a wide range of
accessories are available to meet all
your needs. Choose a 3 or 4 wheel
design. Add the exclusive Cushman
Grass Caddy™ system, which lets
you cut, catch, and hydraulically
dump 16 bushels of clippings with-
out leaving the seat. Shut out the

3282 Cushman, OMC

Circle 33 on reader service card

elements with a
weather-tight cab.
Or keep your Front Line working all
year with a Snow Thrower, Snow
Blade, Tine Rake, Flail Mower,
Leaf Blower, or Rotary Broom.

In the long run the Cushman
Front Line is a cut above the rest.
For a convincing demonstration
contact your Cushman dealer today.
Or call toll-free: 1-800-228-4444.

CUSHMAN'

BUILT TO LAST

-Lincoln, P.O. Box 82409, Lincoln, NE 68501

© Outboard Marine Corporation, 1987. All rights reserved



PEOPLE

ary Jane Goldthwaite has

been promoted to chief ad-

ministrative officer of

ChemLawn Corporation and its
operating subsidiary, ChemLawn Ser-
vices Corporation. She will also continue
to serve as vice president — general
counsel and corporate secretary for
ChemLawn.

As chief administrative officer,
Goldthwaite is responsible for
ChemLawn’s legal, risk management,
and human resources departments. In ad-
dition, she will oversee the public and en-
vironmental affairs group, which is com-
posed of the corporate communications,
health and safety, legislative/public af-
fairs, and regulatory affairs departments.

A resident of Columbus, Goldthwaite
has been with ChemLawn since 1980. She
is a graduate of Smith College and receiv-
ed her juris doctor degree from the Ohio
State University College of Law in 1973,
where she was awarded Order of the Coif,
a legal honorary. Goldthwaite has been
a partner in a major law firm, and is cur-

Howard Peters

rently a board member of the Pesticide
Public Policy Foundation.

Clifford Helwig has been named na-
tional manager of the professional pro-
ducts division at Agro Chem, Inc. Helwig
has been involved for two years in
technical sales at Agro-Chem. His
background in the turf fertilizer industry

also includes 15 years with Swift and
Company’s Par-Ex Professional division,
where he held key positions relating to the
introduction of new products.

Howard Peters has accepted the posi-
tion of Plant Manager for the Fermenta
Plant Protection Manufacturing and For-
mulating Facility in Greens Bayou,
Texas.

In his new position, Peters will have
responsibility for overall management of
the company’s Greens Bayou Plant. At
present, Fermenta Plant Protection
manufactures and packages both liquid
and dry product formulations for distribu-
tion and sales in the world business areas,
including chlorothalonil, the active ingre-
dient of Daconil 2787® and Bravo®
fungicides.

During his 19 years of service with the
company, Peters worked in a number of
key areas within the Greens Bayou Plant
Production Area. A resident of
Kingwood, Texas, he received his
Bachelor of Science degree in chemistry
from Texas Southern University. w

Coat?

Only one small 350 gallon tank-load of seal
coating material each week can earn you

$110,000 each year!

AS FEATURED IN DECEMBER 1986 AL A MAGAZINE.

For more information, write or call today.

Associates, Inc.
12253 62nd St. North e Largo, Florida 33543
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COLLECT:
(813) 539-1296

(813) 539-8302

Lawn Care
Management
System

A Complete
Software Solution
for Chemical
Lawn and Tree Care
Companies

Demonstration Diskette
Available Upon
Request

PRACTICAL SOLUTIONS, INC.
500 West Wilson Bridge Road
Worthington, Ohio 43085

(614) 436-9066

=
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=
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BUSINESS FEATURE

REGULATORY REVIEW

One by one, states all over the country have begun to enact
laws that regulate the use of lawn pesticides.

ast year at this time,

relatively small

groups of lawn care

operators were busy
combating local ordinances
that restricted their business
practices in certain cities and
towns. This year the regula-
tory activity has escalated
from the local to the state
level with several state legi-
slatures enacting or at least
considering state-wide regu-
latory laws. Some states al-
ready have laws in place.
One such state is Massa-

LAWN
SPRAYED

KEEP OFF THE GRASS
FOR 24 HOURS.

LEGIBLE SIGNS, INC.

800/435-4177
815/654-0100

Date

PLEASE

Thank You.

‘“That was language we
were really hoping for,”’
says Ambroz. ‘‘It has been
pretty much a given as far as
we were concerned.”’ She
says prenotification didn’t
come up during the hearings,
so the legislators didn’t make
provisions for it in the law.

But just because Minne-
sota cities must now have
homogenous laws doesn’t
mean that they can’t be bru-
tal in their enforcement of
the law, just ask Reed An-
derson, Vice President/Gen-

chusetts.
The Massachusetts law

A whole new industry has sprung up in response to the need for posting signs,
like this one from Legible Signs, Inc.

eral Manager of Fertilawn,
Inc. in St. Paul, Minnesota.

took effect on April 1, accor-

ding to Bill Sherman, Ope-

rations Manager for New England Green
of Springfield, Massachusetts. The law
requires that the applicator provide the
homeowner with a written pesticide safety
and environmental statement, homeow-
ners must only be given the opportunity
to request prior notification, and appli-
cators must post a sign on the lawn which
will remain in place for 24 hours. Hap-
pily, Sherman can report that the new law
has had little effect upon his business thus
far.

‘‘For the most part, it really hasn’t af-
fected the way we go about doing busi-
ness,’’ says Sherman. ‘‘I prefer the post-
ing over the prenotification. In showing
good faith and going out and posting, it
leaves the regulators to believe that there
really is no reason for prenotification.’’

Because some people are now aware of
the stipulation in the law which spells out
their right to request prenotification,
Sherman says he has recieved 10 to 15
prenotification requests at their
Springfield branch. ‘‘But when you blend
that into 4,000 to 5,000 customers, it real-
ly isn’t a big percentage and it really
hasn’t hurt our business at all,’’ claims
Sherman.

Lawn care operators in Minnesota
didn’t get off quite so easily as their peers
in Massachusetts. The Minnesota law
went into effect on July 1, according to
Terry Ambroz, State Coordinator of Min-

nesota Pesticide Information and Educa-
tion (P.I.LE.), Prior Lake, Minnesota.
Licensing is one of the changes that will
affect lawn care operators. Minnesota law
used to dictate that only one licensed ap-
plicator per firm was necessary. Now,
Ambroz says the law requires that all of
the applicators in a firm must be licensed
individually. ‘‘They will have to take the
test, get certified, and attend continuing
education classes to keep that certification
up,’’ says Ambroz.

One positive development is a stipula-
tion in the law that says any city with a
population over 10,000 has the option to
pass an ordinance under new guidelines
proscribed by the law. ‘“They can require
a business license of the commercial lawn
care firms operating in their city, they can
require posting, but the posting must
simply state, ‘This lawn chemically
treated, keep children and pets off for 48
hours.””’

“It was a good compromise,”’ con-
cludes Ambroz. ‘‘Lawn care companies
can’t deal with thousands of different or-
dinances.’’ She says this part of the law
may even encourage firms to post on a
voluntary basis just to simplify things.
““This law does preempt any local muni-
cipality,’’ says Ambroz. She says it also
defines the Department of Agriculture as
the lead state agency and authority for
pesticide use in the state.

The St. Paul city posting or-
dinance was passed in 1986,
but this year the city declared that it would
enforce the ordinance to its fullest.

‘“We went in there this spring and made
633 applications and out of the 633 ap-
plications, we were cited on five lawns
because we did not post signs,”’ says
Anderson. Because Fertilawn overlook-
ed five lawns, the city council revoked the
company’s operating license.

‘I don’t think it has anything to do with
making an example out of anyone as
much as it is just enforcing the law,”’
reasons Anderson. ‘‘I think they were
quite harsh in the penalty they instituted
on this company.’’ He says the loss of the
St. Paul customers constituted 10 percent
of Fertilawn’s customer base. Fertilawn’s
management is now looking at all of its
options to fight the city’s decision, but
Anderson doubts that a legal battle would
be worth it.

‘“We might get our license back, but
they might revoke it two days down the
line for any reason,’”’ says Anderson.
‘“We could get our customer’s revenue
and our good name out of it, but for the
price it would cost, it just wouldn’t be
worth it in the short or long run.”’

As of April, Maryland also has a
posting law. The law states that ‘‘a
licensee or public agency applying
pesticides to lawns or exterior landscape
plants shall post at the time of applica-
tion,’” according to David Shriver, Chief
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of Pesticide Regulation Programs,
Maryland Deparment of Agriculture, An-
napolis, Maryland. The sign must re-
main in the lawn for 48 hours following
the pesticide application, after which the
customer is responsible for removal of the
sign. Shriver says the customer or ap-
plicator cannot be held liable if the sign
is removed prior to the 48 hour period by
outside parties.

‘“The sign shall be clearly visible either
from the principal place of access to the
property or clearly visible on the portion
of the property where the pesticide has
been applied,’’ quotes Shriver. He says
the wording for the signs has not yet been
decided upon by the Department of
Agriculture.

As in the case of the Massachusetts law,
prenotification is merely optional and not
mandated by the law. But Shriver says his
department is considering the establish-
ment of a registry of sensitive individuals
that would be managed by the state. ‘“We
are meeting with various agencies in the
state to try to come up with some kind of
program or registry,’’ says Shriver. ‘‘Any
pesticide that a person wants to be notified
of prior to application would be fair
game.’’

Connecticut lawn care operators are off
the hook as far as posting and prenotifica-

tion goes, according to Frank Reynolds,
Jr., President of Reynolds Lawn Care,
Inc., North Haven, Connecticut. The
Connecticut legislative session closed
June 3 and lobbying by the Professional
Pesticide Users of Connecticut (PPUC)
made possible the defeat of both pre- and
post-application notification wording in
the legislation. But Bill 5521 had three
parts, one of which called for an expan-
sion_of the label law.

‘‘Right now we are required to give
certain portions of the label to the
manager of the property and/or the occu-
pant,’’ says Reynolds. ‘‘But they wanted
to expand that to all occupants in the
building. So if you were in a con-
dominium or a commercial complex, you
would literally have to paper everyone in
the building.”” But Reynolds says the
pesticide user group was able to defeat
this expansion of the label law.

The third part of the bill requires end-
of-season submission to the Department
of Environmental Protection (DEP) of all
pesticide application records. PPUC was
able to modify this section of the bill.
*“The way they had written it initially, the
proposed bill was asking for a submission
of all records, we were successful in ob-
taining a summary statement of the
materials used over the course of the year,

which is not a difficult thing for us to con-
tend with,’’ says Reynolds.

But batten down the hatches for the
1988 season, because Reynolds says DEP
has already informed them that they had
“‘bigger fish to fry this year,”’ but they
will resurrect the posting issue for the
1987-1988 legislative session. ‘“We are
trying to get our ducks in line now,’’ says
Reynolds. Part of PPUC’s strategy in-
cludes public relations efforts like exten-
ding invitations to members of the En-
vironment Committee to visit PPUC
members’ facilities and go out on the
routes with the applicators ‘‘to familiarize
them with the industry and what we are
doing,’’ according to Reynolds.

State-wide lawn care regulations are in
a holding pattern in Ohio, but Ohio lawn
care operators can expect some legisla-
tion as soon as the sponsoring senator can
get enough support for his bill. Last fall,
Jim Betts, Executive Director, Ohio
Pesticide Applicators for Responsible
Regulation (OPARR), Cleveland, Ohio,
and other members of OPARR, were
engaged in negotiations with Senator
Fisher and members of the Sierra Club
over the wording of Fisher’s proposed
bill. ‘‘He says he plans to introduce it
very soon, but he has been saying that for

(continued on page 23)

NOW AVAILABLE

A LOOK-ALIKE IMITATION of the
Green Garde® JD9-C Spray Gun

OUR PRICE

$19.95

Advertised Elsewhere
for $75.00

MODEL GES SPRAY GUN--Made in Taiwan

* Recommended only for occasional use such as:
washing your car, suburban lawn and ornamental

g%rca)yiggs\gatering your garden. NOT FOR
E IONAL USE!
e A Throw-Away Model. Parts not inter- Outside Georgia

changeable with JD9-C. WILL NOT WORK with
Green Garde Rootfeeders and Flooding Nozzles.

Encap Products Company,
P.O. Box 278, Mt. Prospect, IL 60056
* Reg. TM of E.P.C.
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(312) 593-6464

& post treated
lawns easily
and safely.

paper stock signs will
withstand outdoor
conditions, even daily

Central Ordering

1-800-241-6401 1-800-241-3136 (404) 455-0907

In Georgia In Atlanta
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Lawn Application

& 414" x 42" clay-coated

watering, over ten days.

& Space for date and time of application.

& Easily mounted on 24" spring wire-
post (included).

& Sold in packages of 50.

Order No. 131380A Package of 50

Special Introductory Price . ... .. $10.00
(Minimum order two packages of 50).

Shipping & Handling Charges (add to your
order): $215 per package of 50. Overpay-
ment will be refunded.




REGULATORY REVIEW

{continued from page 22)

several months,’" says Betts. *‘I know he
wants to deal with it during this session
of the Ohio General Assembly, which
began January 1 and ends December 31,
1988.""

Iowa has followed the example of Min-
nesota and enacted a law which requires
that all applicators in a firm be certified
rather than just one key employee. This
law took effect on July 1, according to
Daryll Johnson, All American Turf Beau-
ty, Van Meter, Iowa. The law also raises
the licensing fee and toughens renewal re-
quirements. Before, applicators could
take a test, pay $10 for a 3-year license,
and get their license renewed by attending
a recertification training course which
was conducted at the Iowa turf con-
ference. ‘**Now you take a test either an-
nually if you want a 1-year license, which
costs $25 a year, or you can get a 3-year
license for $75,"" says Johnson.

House File 631 is also designed to pro-
tect the groundwater from urban pesticide
applications. The law empowers the
Secretary of Agriculture to determine
prenotification regulations, set a schedule
to determine *‘the periods of application
least harmful to living beings,’’ and adopt
rules to implement these provisions.
Municipalities in turn are empowered to
implement this wording and report infrac-
tions to the Department of Agriculture.

This law also establishes civil penalties
for violations by commercial applicators,
according to Johnson. The Secretary of
Agriculture is instructed to designate
*‘pesticide management areas’’ based
upon the incidence of past infractions.

The law also mandates that commercial
applicators must have a pesticide dealer’s
license. ‘A pesticide dealer shall pay a
minimum annual license fee of $25 or an
annual license based on 1/10 of 1 percent
of the gross retail sales of all pesticides
sold by the pesticide dealer in the previous
year,”" says Johnson. It also requires
reporting of annual fertilizer and pesticide
use.

Johnson says the bill was prompted by
a combination of pesticides found in a
groundwater survey, a crusade by the
Des Moines Register, and a *‘group of
democratic legislators in the House whose
mission in life is to eliminate the use of
pesticides.”” He says the original bill
drafted by these legislators has been ton-
ed down a lot thanks to the united front
presented by a coalition of pesticide users
including farmers, petroleum interests,
nurserymen, golf course superintendents,
and lawn care operators.

‘“We are in the process of establishing
what we call Iowans for Food and the En-
vironment, which is patterned after
Oregonians for Food and Shelter,’* says

Johnson. This powerful lobbying force
pointed out to the legislators that they
didn’t have any federal standards and that
they didn’t have a stringency law so the
state could be more strict than the federal
government, according to Johnson.

““It still isn’t over yet,”" says Johnson.
**We still have to have hearings. We have
to be there in force to make sure they
don’t have prenotification. The rest we
can live with."’

These state laws which are pending or
have already passed are really just a
sampling of the state laws nationwide.
There are also laws that have passed or
are about to be passed in Rhode Island,
Missouri, Michigan, and California. The

fact that Ontario has lifted its moratorium
on the use of 2,4-D is an encouraging sign
that may influence legislators in this coun-
try, but not without intensive lobbying by
pesticide users.

It is already too late to hope that the big
lawn care companies and the chemical
manufacturers have enough political clout
to influence legislation on a state by state
basis. Every pesticide user, including the
smallest of lawn care companies, has to
get involved and communicate with their
state legislators in an effort to make pro-
posed legislation more livable. — 7im
Weidner L

The author is Editor of ALA magazine.
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BUSINESS FEATURE

COMMERCIAL
MOWER SAFETY

Outdoor power equipment manufacturers are very conscious
of safety and continually striving to make today’s
commercial equipment easier to operate and safer to use.

Imost everyone in this country is

familiar with standards of one

kind or another. A degree or level

of requirement, excellence, or at-
tainment is evidenced in many aspects of
daily life. For example, the Food and
Drug Administration has certain standards
which meats and other foods must meet
before being sold commercially. Prior to
obtaining a driver’s license, we are re-
quired to meet certain criteria, such as
passing an eye test, a written exam, and
an actual driving test. Our personal lives
are also influenced by standards — we
each have our own individual code of
ethics.

So it’s not surprising that standards ex-
ist for outdoor power equipment. While
safety standards are not new to the in-
dustry — retail or consumer mower safety
standards have been around for 25 years
or more — it wasn’t until 1980 that the
first commercial safety standards were ap-
proved by the American National Stan-
dards Institute (ANSI). Their approval
may have been recent, but their develop-
ment was initiated by the Outdoor Power
Equipment Institute (OPEI) in the mid
1970s. Prior to the introduction of the for-
mal commercial standards written and
sponsored by OPEI, outdoor power
equipment manufacturers established their
own safety requirements or relied on in-
dividual state standards, where they
existed.

One of the reasons consumer safety
standards preceded commercial stan-
dards, and by quite some time, was
because of the larger quantity of retail
mowers versus commercial mowers in the
marketplace. ‘“The consumer end is 90
percent of the business and the commer-
cial end is 10 percent,”’ notes Helmut
Adam, President of Ransomes, Inc.,
Johnson Creek, Wisconsin. ‘“So the thrust
was really in the consumer area. It was
assumed that the commercial user is much
more educated and much more aware of
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The remote pull-cord positioning is one safety
feature incorporated in many commercial mowers.

the use of the machine.”’

John Liskey, Statistical and Technical
Director of OPEI, concurs. ‘“The old
school of thought was that when you had
a piece of commercial machinery, it was
being operated by a ‘professional’
operator, somebody who was trained and
knew what they were doing.”’

While neither Liskey nor OPEI is asser-
ting that the industry does not have trained
or professional operators, the need for
commercial safety standards was pro-
mpted by an increase in the number of
general lawn care services which have
started to offer commercial mowing. So
in addition to the growth in mowing
maintenance companies, the market has
attracted many of the other lawn care
segments, including chemical applicators
and landscapers, over the last decade or
more.

‘‘Almost anybody out there is mowing
lawns in a commercial fashion,’’ explains
Liskey, ‘‘so there’s need for a more safe
machine.”’

That’s not to say that outdoor power
equipment manufacturers weren’t safety-

conscious prior to the establishment of
commercial mower standards. On the
contrary. According to Helmut Adam,
Ransomes did not have to make any
changes on the company’s commercial
mowing equipment when the first stan-
dards were introduced in 1980. The
mowers already complied with the AN-
SI/OPEI requirements.

““All the outdoor power equipment
manufacturers try to make sure that
they’ve considered all of the safety
aspects of the machine and have address-
ed them,”” Adam says. ‘“We all have
families, we all have employees, we all
have consciences. None of us wants to
build a machine that’s unsafe.’’

The proof is that the majority of the in-
dustry complies with the commercial
mower safety standards, which are volun-
tary. According to John Liskey of OPEI,
all of its members support the Institute’s
standards and the organization represents
70 percent or more of the outdoor power
equipment industry.

For the most part, consumer mower
safety standards are also voluntary.
However, the federal government has
mandated one requirement which applies
only to retail mowers at the present time.
Because people were getting hurt with
walk-behind consumer mowers, Liskey
explains, the Consumer Products Safety
Commission instituted an operator
presence control standard. In essence, he
says, all retail mowers must have a con-
trol on them that stops the mower blade
from running within three seconds after
the operator leaves the operator position.

‘‘People were cleaning out the shoot
with the mower running and they’d get
their hands either cut off or severely hurt.
So in 1982, an operator presence control
was added to the consumer standards.”’
Most retail units have the control built in-
to the lawn mower’s handle, he adds.

The commercial mower safety stan-
dards, which were revised in 1984 to in-



clude additional guarding requirements
and other general improvements, does not
currently include an operator presence
control. However, according to Liskey,
‘“We’re starting to look at the commer-
cial standards right now and one of the
major things under consideration to be
changed is putting requirements in the
commercial standards for operator
presence controls like those in the con-
sumer standards.’’

‘‘Again, there was never a thought to
need these type of things in the commer-
cial standard. You have a ‘professional’
operator. He knows not to put his hands
and feet in the blade,’” notes Liskey. ‘‘But
that thought process has changed
somewhat. A lot of commercial manufac-
turers are saying, ‘Why should a commer-
cial mower be less safe or less protective
of the professional operator than the con-
sumer one?’”’

Even without the requirements for an
operator presence control in today’s stan-
dards, some manufacturers have already
installed these devices on their commer-
cial walk-behind mowers.

‘““We went to a zone re-start engine
right away, which means that the engine
dies when you leave the operator posi-
tion,”” explains Helmut Adam of Ran-
somes, Inc. “‘It’s inconvenient and it’s
something some customers have come
back and complained about, but we do not
feel comfortable not doing it because of
the legal ramifications. When we go to a
jury trial, they're not going to care
whether it was a consumer or commer-
cial mower."”’

Liability is a key concern of outdoor
power equipment manufacturers, and
another reason why many of them sup-
port commercial mower safety standards.
‘“The reason you like to have standards
is so you don’t have, for example, so-
meone pushing the pedal with this foot to
go forward on machine X and then on
machine Y that same maneuver makes the
unit go backward. You’re really trying to
offer an engineering standard so that you
help with the safety of the machine for the
operator as he crosses from manufacturer
to manufacturer,”’ Adam explains. ‘“We
don’t want to end up like automobiles,
where the steering wheel is on one side
in England and in this country it’s on the
other side.”’

Today’s commercial mower safety
standards include guarding and shielding
requirements for either walk-behind or
riding mowers. ‘‘A guard must be in
place so that an operator does not get his
hand on the blade or any other rotating
part,”’ Liskey explains. ‘‘Some of the
commercial machines are huge with lots
of belts and gears.”’

In addition, he says, there are re-
quirements and certain tests to insure that
objects thrown from the machine are not

going to hit the operator or a bystander.

Commercial mowers must also be
labeled properly. ‘‘Manufacturers are re-
quired to put labels on the mower that say
something like, ‘Make sure you read the
owner’s manual before operating,” or
‘Keep away from this rotating part.’ Also,
there are general requirements as to what
categories should be covered in the
owner’s manual, such as operation, ser-
vicing, and maintenance of the machine.”’

Performance standards require
manufacturers to adequately test their
commercial mowers. ‘‘There are tests in
the standards for brakes. Commercial

mowers should have certain stopping
distances and certain holding abilities for
use on a hill, for example,’’ Liskey ex-
plains. ‘‘There are stability requirements,
too, meaning that the machine has to be
able to operate on certain slopes without
tipping over.”’

The operator controls must fit into a
certain zone so that they can be easily and
safely reached by the operator. ‘‘While
the standard does not specify exact dimen-
sions, it provides a safety range of where
controls should be,”’ Liskey explains.
‘““We don’t want our standards to be
design-restrictive. We want general
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guidelines that address safety but still
allow the manufacturer flexibility in
meeting the requirements.”’

To make sure that neither hands nor
feet can get into the rotating blade area,
manufacturers are required to perform
foot and finger probe tests. ‘“The finger
probe and foot probe are devices that look
like either a finger or foot, which man-
facturers use to probe different areas
around the mower’s moving parts to make
sure that a finger or foot cannot get into
the particular area.’’ These are only two
of almost a hundred different re-
quirements in the commercial mower
safety standards.

According to B. Duane Bustle, Presi-
dent of OPEI and Vice President of
Manufacturing for Trail Mate, Inc.,
Sarasota, Florida, the major difference
between the commercial and consumer
mower safety standards is the operator
presence control. While the commercial
safety standards are more detailed because
of the wide variety of commercial mow-
ing equipment versus consumer
machinery, both sets of standards are
quite similar. There are basic re-
quirements for control, labeling, thrown
objects, finger probe, foot probe, and
stability, he says. The commercial
machines, however, tend to have more

stringent requirements in these areas
because they are used in varied locations
and different situations. In addition, com-
mercial machines are used 40 hours a
week, unlike consumer mowers which
may not see that much usage in an entire
year.

That very issue generates concern
among outdoor power equipment
manufacturers. ‘‘After a commercial
machine is five or 10 years old, we have
to insure that it is still as safe as it was
when it came out of the box,”” notes
Helmut Adam. ‘‘We have concern when
the operator buys parts from somebody
else that don’t exactly fit and suddenly ex-
poses the blade. That has happened,’’ he
adds, ‘‘so we try to establish standards
that help insure that this product will re-
main intact for the duration of its life.””’

The need for a particular safety device
is determined by manufacturers
themselves. OPEI’s Technical Advisory
Committee has a subcommittee compris-
ed of engineers representing various out-
door power equipment manufacturers
which keeps abreast of the hazards
associated with their machinery. Once an
idea is suggested, it goes through a long,
involved process before becoming a
standard.

““There are a lot of meetings, a lot of

fights, and finally a consensus or agree-
ment,”” according to John Liskey. ‘‘From
the beginning to end of the development
of a voluntary standard, you can figure
on probably three to three and a half
years.”’ For example, he says, OPEI’s
subcommittee on commercial mower
safety standards has been working on its
latest revision for about a year and the
group is on its fifth draft. If an operator
presence control standard is approved, it
will be another two or three years before
it’s actually adopted, he says.

Even after the subcommittee agrees on
changes in the standards, they must be ap-
proved by OPEI's Technical Advisory
Committee, then OPEI’s Board of Direc-
tors, then OPEI’s general membership,
Liskey explains. And then they still have
to go through the American National
Standards Institute’s approval process,
which allows the general public to com-
ment on the standards, he adds.

““It’s an ongoing process. And that’s a
tribute to the manufacturer,”” Liskey says.
““They’re willing to work on these stan-
dards and constantly improve them. None
of our standards are stagnant.”” — Vivian
F. Rose @

The author is Assistant Editor of ALA
magazine.
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TECHNICAL FEATURE

SOUTHWESTERN GRUB
CONTROL BASICS

When you are talking white grub control in the Southwest,
you are probably talking June beetles. Control of these lawn
pests just requires a little know-how.

ome southwestern
lawn care operators
have reached a stale-
mate in their attempts
to control the white grub.
This pest, which is capable
of the complete devastation
of a lawn, can produce wide-
spread turf destruction with
an intensity that few turf

In many western states,
problems with June beetle
grubs are almost as predic-
table as clockwork, with at
least some form of the same
generation residing in a turf
soil for no less than 75 per-
cent of the calendar year.
Why then, if we know exact-
ly where the grub will be and

pests can match.

The white grub, which
could also be called the ‘*hidden menace’’
or ‘‘sudden death,’’ can produce damage
that goes largely unnoticed up to the point
from which turf recovery is doubtful.
This larval stage of several species of sca-
rab beetles is, surprisingly enough, one
of the few major turf pests whose infesta-
tions can be reasonably predicted from
season to season. While bionomic varia-
tions in their lifecycles may occur bet-
ween geographic regions, the presence of
the swarming adults can serve as a refe-
rence for implementing an effective con-
trol strategy.

BIONOMICS. In practically any area, large
swarms of the adult beetle can be observ-
ed in nightly flight, attracted to the op-
posite sex amidst the glow of street lamps,
patio lights, or almost any considerable
source of illumination.

Within a matter of days, the females
have laid eggs in the soil and the beginn-
ing of a new generation is signaled with
the sometimes massive accumulation of
the expired adults on lawns, sidewalks,
patios, and in swimming pools. Within a
few more days, the first instars of the lar-
val stage of this Scarabaeid beetle, usually

The larval stage of several species of scarab beetles is,
surprisingly enough, one of the few major turf pests
whose infestations can be reasonably predicted from
season to season. The presence of swarming adults
can serve as a reference for implementing an effective

control strategy.

Since white grub life cycles do vary
from region to region and from species
to species, for the purposes of this discus-
sion, we will concentrate on the Phyl-
lophaga complex of ‘‘June beetles’’ of
the Southwest. Unlike the annual life
cycles of the northern white grubs, the
southwestern June beetles develop over
a two- or three-year-per-generation life
cycle.

Phyllophaga spp. (or others such as Mac-
rodactylus spp.) are beginning to feed on
the tender roots of turf. These larvae will
eventually leave the grass plant devoid of
its last remnant of life-giving root surface.

The worst part of all, as with many hu-
man disorders, is that a grub infestation
is usually not recognized until the perma-
nent wilting point, and consequent death
of the turf has occurred.

when it will be there, do ap-
plicators have such difficul-
ty in preventing grub damage?

The answer may lie with the failure of
applicators to understand the rudiments
of this pest’s deceptively simple life cy-
cle and the relationship of the chosen in-
secticide to environmental conditions.

TIMING. Timing is the key to controlling
grubs before damage can be realized. The
critical control period extends from usual-
ly two weeks after the oviposition of eggs
is known to have occurred, and up to a
month after the presumed larval
emergence. This period may vary bet-
ween regions and species. It is within this
period that it is safe to assume that the
bulk of the young larvae are no longer
protected by their impervious eggs and
before any notable damage to turf has oc-
curred. In addition, the mortality rate of
the first larval instar is much higher per
unit dose of insecticide than with the
medium to fully developed grub.
While in the temperate regions, control
is usually possible anytime between mid-
June through October, although waiting
until after July can give the energy-
craving grubs an opportunity to do severe
damage, plus require the use of higher in-
secticide rates for adequate control.
After October, grubs found in
temperate areas may be from 75 to 90 per-
cent developed and will migrate deeper
into the soil to overwinter and get out of
range for economical control. As warm
weather arrives the following spring,
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these same individuals begin what is to
be their final surge of feeding in order to
regain energy lost during winter dorman-
cy and to facilitate pupation which usually
lasts from 40 to 60 days.

Control during this period would more
or less be futile since the primary damage
was incurred the previous summer and
because the feeding stage of this pest’s
development has all but passed. Consis-
tent with the common name of this pest,
the adult beetles then emerge from the
pupal stage in mid- to late-June to once
again initiate the next generation.

The pre- and post-winter feeding activi-
ty of the larval stage has led many an ap-
plicator to incorrectly assume that a stag-
gered, or two-generation-per-year life cy-
cle exists. Thus, they perceive that any
successive control efforts are essentially
ineffective. In fact, June beetles take two
or three years to complete a generation,
but there may be individuals from each
“‘cycle’ in a given site so that it looks like
there is overlap.

INSECTICIDES. Many of the shorter-
residual grub insecticides will provide an
acute kill of established grubs and must
be applied during an ongoing infestation.
Other insecticide types can be applied
prior to the larval emergence and, with
a higher degree of soil persistence, con-
trol the larvae as they emerge. With these

100 —
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80 —
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50 —

more residual insecticides, a grub infesta-
tion must be assumed beforehand and ap-
plications must be made soon enough
before the larval emergence to assure the
timely positioning of the product in soils,
but not so early as to allow degradation
of the active ingredient to occur.

The frequency of a scarab beetle's
reproduction does not favor development
of rapid genetic resistance to insecticides,
as is possible with the more prolific
reproducers. Ineffective grub control is
too often explained as grub resistance to
a particular product. Instead, the ap-
plicator should pay more attention to the
fate of the product after it has been
applied.

Besides poor application timing, failure
of applied insecticides to reach their target
constitutes the major grub control pitfall.
Any grub control product must resist soil
degradation and physical tie-up to the ex-
tent that it remains active until position-
ed in the zone of grub infestation. Unlike
the chlorinated hydrocarbons, this period
is considerably shorter for the modern in-
secticides and usually extends from only
a few days to several months for the
longest-lived of the available products.

Those insecticides intended to control
an established infestation are generally
more susceptible to rapid degradation than
are the more residual preventatives,
although they are usually more acutely

SEASONAL GRUB SUSCEPTIBILITY TO CONTROL
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toxic to grubs.

Between the time a grub control pro-
duct is applied and is assumed to contact
the target, environmental factors can
greatly alter the ultimate control strength
of the insecticide. It is therefore the
responsibility of the applicator to
recognize and compensate for these en-
vironmental antagonists in order to realize
a more effective grub control program.

THATCH. Thatch is the first obstacle an ap-
plied insecticide must encounter. A heavy
thatch build-up is much like a very large,
absorbent sponge capable of retaining ex-
tremely large volumes of a solution.
Besides physically retaining an applied in-
secticide, decomposing thatch layers are
virtual ‘‘factories’ capable of rapidly
decomposing organic matter and altering
groups of organic compounds, of which
modern insecticides are included. The
longer an insecticide is exposed to this en-
vironment, the more its efficacy is
suppressed.

The effect that thatch has on insec-
ticides can be minimized by:
* physical removal of thatch before an
application;
* moderate pre-irrigation to displace ab-
sorbent thatch surfaces with water, rather
than by the insecticide;
* and by increasing the allowable spray
volume to decrease the actual amount of
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Typical bionomics of the scarab beetle grub in temperate regions. a) Grubs first emerge. Early instars are most susceptible 1o treatments. Effectiveness
from any residual, pre-hatch insecticide is maximized at this point. b) Mortality may decline somewhat because grubs become larger and more resilient
to treatments. Control from pre-hatch insecticides becomes doubtful at this point. c) As temperature drops, control from post-hatch treatments will drastical-
Iy decrease as grubs migrate deeper into soil to overwinter. d) Grubs at maximum overwintering depth virtually exclude control from any conventional attempt.
¢) As soil temperature increases, grubs begin to migrate upward where control becomes possible. As feeding resumes, grubs become even larger and better
able to tolerate insecticide applications. f) As pupation begins, the number of susceptible larvae drastically decreases as impervious pupal cases are synthesized.

&) The majority of grubs will have become pupae or the emerging adult beetle. Mating and oviposition occurs.
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active ingredient absorbed in the thatch.

On heavily thatched turf, avoid using
the more concentrated insecticide rates
that may depend upon independent irriga-
tion for ultimate dilution. Also be aware
that some materials (such as Proxol® )
move through thatch more readily than
others.

SOIL. Ideally, a turf with sandy, low-
organic matter soil would exhibit the best
conduction of the full-strength soil-
applied insecticide. Unfortunately, the
tighter soils associated with many turf
areas provides a less than perfect medium
for solution movement. The tension of
many soils can greatly retard the
downward movement of insecticides by
lateral capillary movement. High organic
matter content can both absorb solutions
and enhance microbial breakdown of in-

soil chemistry otherwise. Specific recom-
mendations for chemical complements
should be supplied by the manufacturer
of the product in question.

The extent to which soil will hydrolyze,
adsorb, absorb, or affect an insecticide in
some way, is related to control effec-
tiveness. It is therefore the ultimate
responsibility of the applicator to assure
that the proper cause and effect of a soil-
related control problem is recognized.

IRRIGATION. The ultimate purpose of
grub control applications is to place an in-
secticide solution of adequate potency,
within the zone of grub occupancy. To ef-
fect both insecticide strength and position-
ing, independent irrigation should be con-
sidered a primary tool.

Whether a granular or liquid formula-
tion is used, subsequent irrigation will

As the soil types become more chemically and
physically inert, the possibility of over-irrigating in-
creases because of a more unimpeded solution move-
ment. Care should be taken in sandier soil or sandy

“‘hot spots.”’

secticides. If labeling permits, the use of
higher insecticide rates or carrier volumes
may be necessary for these soils of higher
clay content or organic matter.

To additionally assist the downward
movement of insecticide solutions, a pre-
treatment of tight soils with a commer-
cial soil penetrant or an appropriate sur-
factant may also improve insecticide posi-
tioning in the soil.

From a purely chemical point of view,
high pH soils such as those of many
western states, can adversely interact with
the active ingredient of some popular in-
secticides to reduce their strength or soil
longevity. It may be possible to counteract
these adverse effects by the addition of an
adjunct, such as iron sulfate, which will
temporarily lower the pH or improve the

reduce the concentration of active ingre-
dient as it is moved downward. The
degree to which irrigation affects the den-
sity of insecticide distribution throughout
soil is proportional to the initial concen-
tration of product at or near the soil sur-
face and the volume of subsequent irriga-
tion. Besides a proper active ingredient
concentration in the grub zone, the
chemical-to-grub contact must be main-
tained for a minimal period of time to
realize acceptable mortality rates.

As the soil types become more
chemically and physically inert, the
possibility of over-irrigating increases
because of a more unimpeded solution
movement. In sandier soil, or sandy *‘hot
spots,’” care should be taken to identify
grub zone depth and adjust either liquid

carrier or post-irrigation volumes
accordingly.

Because granules are totally dependent
on irrigation for ultimate dilution, the rate
at which a particular product is solubilized
should additionally be a consideration of
post-treatment irrigation volumes. Also,
both irrigation frequency and rate of pro-
duct application should be adjusted in ac-
cordance with soil texture and type, but
always within the ranges specified by the
manufacturer.

OTHER CONSIDERATIONS. Needless to
say, grub control applications should be
as uniform as possible with respect to
coverage and volume. When the shorter-
lived insecticides are used, any missed or
unaffected grubs can migrate into a
previously treated area to further cause
considerable turf damage. Likewise,
migration of grubs from untreated turf ad-
jacent to the treated area can quickly pro-
duce reinfestation unless physical soil bar-
riers are installed.

Applying insecticide to soil that is com-
pletely water-saturated should also be
avoided. Very little downward movement
of solution will occur and hazardous
runoff and puddling can create problems.

CONCLUSION. The soil and thatch through
which a soil-applied insecticide must
travel is by no means inert. Although ef-
fective insecticides may be employed, the
applicator must additionally perceive and
manipulate the environment through
which insecticides must pass in order to
protect the integrity of the applied pro-
duct until its purpose can be fulfilled.
The physical, biological, and chemical
factors specific to a particular location or
region must be examined and the causitive
pest species, along with its life cycle, has
to be determined so that effective and
economical grub control can become
possible. — Jim Ware &

The author is a structural pest control and
lawn care consultant residing in Hobbs,
New Mexico.
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TECHNICAL FEATURE

MAINTAINING YOUR

The best granular lawn care materials in the world
will not perform adequately in a spreader that
has not been properly maintained.

s lawn care professionals, you

spend a lot of money for fertilizers

and pesticides, and invest a lot of

time in applying them. You are
probably very careful about picking the
best products for your customers' needs.
Unfortunately, you may be neglecting a
critical part of the lawn care system —
your spreader. It doesn’t make any dif-
ference how good the fertilizer and pesti-
cide products may be if your spreader
doesn’t do a good job of applying the
products.

Previous articles in ALA magazine have
discussed spreader calibration and use
(Spreaders: Theory vs. Results, Decem-
ber, 1986; Is Spreader Data Reliable?,
January, 1986; Drop Spreader Complica-
tions, April, 1986; and Spread it Right,
July, 1985). This article will discuss pro-
per maintenance of your spreader for op-
timum performance and long life.

CLEANING. The most important thing you
can do for your spreader is to wash it
thoroughly and regularly. Most spreaders
should be washed completely after each
day's use. After washing your spreader,
it should be allowed to dry thoroughly
before use or storage.

Cleaning your spreader is important for
two reasons. First, it will greatly increase
the longevity of your spreader. Tests with
spreaders with metal hoppers have shown
that the useful life can be more than
doubled by washing after each use. The
increase in life is probably not as great
with plastic hoppers, but is still an impor-
tant consideration.

An even more important reason for
cleaning your spreader is to maintain pro-
per performance. A spreader with mate-
rial built up around the impeller or near
the metering ports can deliver an incor-
rect rate and/or pattern. Even a small
amount of buildup on the impeller can
change the coefficient of friction of the
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Figure 1. Calibration of a professional rotary spreader using a calibrating pin provided by the
manufacturer.

granules sliding on the impeller, and thus
cause them to fly off the impeller at a dif-
ferent point.

Washing a spreader may be a simple
matter of turning a hose on the spreader,
or it can be considerably more compli-
cated — depending on the type of pro-
ducts you are applying. Fast-release fer-
tilizers are cold-water soluble and come
off easily with a hose. Most granular pest-
icide materials are also easily removed
with cold water. Many of the slow-release
fertilizers can be more difficult to remove.

Urea formaldehyde fertilizers are ba-
sically a partially-reacted plastic. If fer-
tilizer binds up in some parts of the
spreader (like under the agitator) the heat
resulting from friction can cause the
material to further polymerize and form
a hard plastic buildup. Hot water is the
best way to remove this buildup.

A hose delivering hot water works

well, but is frequently not available. A
good alternative is to shut the spreader
ports and pour a bucket of hot water into
the spreader. By the time the water leaks
out »f the spreader, the material is gene-
rally softened enough to allow easy re-
moval with a stream of cold water from
a hose. If the material is persistent, an ad-
ditional treatment with more hot water or
light scrubbing with a rag may be re-
quired.

Some of the encapsulated fertilizers
may be even more troublesome. Some
sulfur-coated-urea products have a coat-
ing of wax or some petroleum sealant.
Some (not all) of these materials have
been found to rub off on the spreader and
cause a buildup that is water-insoluble. If
this occurs on your spreader, you will
need to remove the material mechanical-
ly by scraping, or with a solvent. You
should check with your spreader supplier



to see what solvents are safe. With typical
polyethylene or glass-filled polyester hop-
pers, most solvents should be safe. The
same is true for epoxy-coated metal hop-
pers. Be particularly cautious with sol-
vents around styrene or ABS plastic parts.

It is important that you clean the spread-
er thoroughly. Not only the hopper must
be cleaned, but also the impeller, gears,
axle and bearing areas, and rate-adjusting
linkage. If your spreader has readily re-
movable parts such as gear covers or a
replaceable hopper bottom, by all means
remove them for cleaning. While washing
the spreader, it helps to operate all mech-
anisms such as the on/off lever to loosen
material that might be trapped under
parts.

One possible exception to the recom-
mendation for daily washing is the elec-
trically-powered rotary spreader. The mo-
tors on these spreaders are generally seal-
ed, but can still be damaged by excessive
water. Check your operator’s manual for
recommendations for protecting the motor
during washing, or for alternate cleaning
directions.

After the spreader is washed, it must
be allowed to dry before storage or reuse.
The best way of drying most spreaders,
is to let them sit in the sunshine for a few
minutes. In most cases, you will have to
turn the spreader over once to drain water
that stands in the hopper. Drying in a
warm, heated area is effective too. Blow-
ing hot air on the spreader can be harm-
ful, whether the spreader is metal or plas-
tic.

LUBRICATION. Lubrication is critical on
spreaders. Many spreaders have been
ruined because they weren’t lubricated.
On the other hand, the major cause of
gear failure on some models of profes-
sional rotary spreader is lubrication of
gears that shouldn’t be lubricated. The
main point, again, is: Follow the instruc-
tions in your operator’s manual for lub-
rication.

Axle bearings need lubrication on most
spreaders. If the spreader has zerk fit-
tings, use them; if not, you should gene-
rally apply oil to the bearing areas (but
check your operator’s manual to be sure).

On most professional rotary spreaders,
the gears should not be lubricated. On
most common models, the gear cover is
designed to keep dirt out, not to be a
grease reservoir. In most cases, the gear
support should be lubricated with oil or
grease, but the lubricant should not be
allowed to get on the gears. Oil or grease
on the gears allows gritty dirt to build up
— even with a dust cover in place. This

grit building up in grease or oil is the main
cause of gear failure. The plastics used
for most spreader gears are designed to
be self-lubricating. Some even contain a
molybdenum disulfide lubricant impreg-
nated in the plastic.

Other points on the spreader may also
need daily lubrication. On drop-type
spreaders with metal hoppers, it is usually
desirable to rub a few drops of oil across
the ports under the shut-off bar.

The choice of lubricants for a given
point on a particular spreader is critical.
The problem is that some of the plastics
used for spreader components are affected
by some of the solvents used in certain
lubricants. Since most spreaders use seve-
ral different plastic resins for different
parts, you do have to be careful and not
make an overall assumption about your
spreader.

Some lubricants act as solvents for cer-
tain plastics. Styrene and ABS are damag-
ed by some common aerosol lubricants.
A related problem is that certain lubri-
cants may be stress-cracking agents for
some plastics. This means that the plastic
becomes brittle and cracks easily when
exposed to the agent. Some oils affect
ABS this way.

The polyolefin resins such as polyethy-
lene and polypropylene tend to be more
resistant to chemicals than the styrenics
— but the polyolefins may be subject to
cold brittleness.

CALIBRATION. Checking the calibration
of your spreader and recalibrating as
needed is an important part of spreader
maintenance. Many spreaders have some
provision for checking the rate calibration
to be sure the port openings are correct
at some specified setting. Figure 1 shows
a calibrating pin being used to check the
port opening on a rotary spreader. The
manufacturer supplies the calibrating pin
and guidance as to what the setting should
be to give a particular opening.

In some cases, spreaders can be recalib-
rated if the calibration check indicates a
problem. In other cases, the calibration
check points out the need for replacement
of critical metering parts. Even if your
particular spreader has no means of recal-
ibration, you should check the calibration
periodically so that you can replace the
spreader before poor application causes
a problem for you.

REPAIR. Sooner or later, your spreader
is going to need repair. Professional lawn
care service is rough on spreaders. Parts
will wear out or break.

When your spreader needs repair, con-

tact the manufacturer for the proper re-
placement parts. It helps if you can pro-
vide the model number and serial number
if there is one. Ask for installation direc-
tions for the parts you purchase.

As you remove old parts, be sure to
note how the parts fit together. Many
spreader problems are caused by im-
proper reassembly. Even the location of
washers can be important when you re-
assemble the spreader. A very common
problem with rotary spreaders is to put
the axle through from the wrong side,
thus putting the large bevel gear on the
wrong side. This makes the impeller turn
backwards. The spreader will run, but the
pattern will be atrocious. Incidently, if an
operator even complains about an ex-
tremely poor pattern, this is the first thing
to check. On common professional rota-
ries, the impeller should turn counter-
clockwise when viewed from above.

Another critical area when reassembl-
ing rotary spreaders is to seat the axle
washers correctly. The wheels and gears
must turn freely without being sloppy,
and most importantly, the axle must be
shimmed properly to keep the impeller
shaft vertical.

Tightening up the spreader gear is im-
portant, too. The gear must engage posi-
tively, without being excessively tight.

STORAGE. The final consideration in
spreader maintenance is proper storage.
A spreader should be stored in a cool, dry
area with no load on it. A spreader hop-
per is not a storage bin. Plastics tend to
“‘creep’’ if left under long-term loads.
This means that leaving a plastic spreader
in a loaded or stressed condition can cause
the parts to take a permanent set.

Generally, the spreader ports should be
fully open while the spreader is stored.
This relaxes the load on the operating
spring.

A spreader should not be stored in
direct sunlight. Ultraviolet light can dam-
age most plastics. When storing a spread-
er for the winter, be aware that some
plastics do become brittle in cold weather.
It is easy to crack plastic parts if they are
bumped on a cold winter day.

SUMMARY. Proper maintenance is impor-
tant, not only to protect your investment
in your spreader, but more importantly,
to protect your investment in time and
products. Spreader maintenance is not dif-
ficult. It is a habit you definitely should
cultivate. — Richard L. Parish, PE. ®

The author is a Consulting Engineer bas-
ed in Baton Rouge, Louisianna.
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BUSINESS FEATURE

AQUATIC
WEED CONTROL

There is money to be made in aquatic
weed control, but it requires a serious
commitment to the service.

quatic weed control is big business. Consider this

statistic. In Florida alone, where a great deal of

aquatic weed control work is done, Dan Thayer,

researcher and extension agent with the Center
for Aquatic Plants in Gainesville, Florida estimates that
expenditures from public and private work total $20 mil-
lion annually.

That money is being made by a rather small, tightknit
group of professionals who grew up in the business
together. For the most part, commercial aquatic weed con-
trol businessmen discovered a need for their services in
the private sector after honing their skills in public works
departments where they controlled aquatic weeds for the
state.

*‘Almost everybody knows everybody else in the whole
state,”’ says Thayer. The business has experienced rapid
growth in the last 10 years. Ten years ago, the few aqua-
tics professionals who had acquired their expertise while
working for the state were making a killing. Then those
big businesses that serviced large areas of the state broke
up as their employees in turn began to realize that they
too could go into business for themselves and compete
for their former bosses’ customers.

Because the service is so specialized, Thayer says not

Thayer says that 90 percent of the job in-
volves PR. And yet, he can say that the in-
dustry has never suffered an environmental
suit in Florida because of misapplication.

many terrestrial plant professionals, like lawn care ope-
rators, have gotten involved with it. To offer the service,
Thayer says a professional must know what makes a lake
tick and then prove that to a Florida Department of Na-
tural Resources official to get a permit. “‘If you go out
there and treat at the wrong rate or treat too much of the
lake at one time, with some of these contact herbicides,
you can kill fish from a depletion of oxygen in the water,”’
warns Thayer. ‘“They have a system set up in Florida
where they fine you per fish. You could go out of business
quickly.”’

The aquatic weed control industry in Florida is polic-
ed by various agencies in various ways, agencies including
the Department of Natural Resources, the Department of
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Agriculture, and the Department of Environmental Regu-
lation. The industry also polices itself through the Florida
Aquatic Plant Management Society which currently has
1,000 members. The University of Florida also sponsors
an aquatic weed short course to which most of the ope-
rators send their new people, according to Thayer.

Because of the sensitivity of the work, Thayer says that
90 percent of the job involves public relations. And yet,
he can say that the industry has never suffered an envi-
ronmental suit in Florida because of misapplication.

But the potential is there, since Thayer estimates that
80 percent of the aquatic weed control work done in
Florida is done with herbicides. Hoever, he says there
is a growing trend toward the use of biological and
mechanical controls with increasing regulatory and en-
vironmental pressures. There has been renewed interest
in the use of mechanical harvesters which cut and dredge
weeds from an area. There are also some opportunities
to use the ‘‘draw-down’’ technique which simply involves
draining the lake or pond to the point that the weeds are
killed by dessication.

In recent years, professionals have acquired a new tool
with the legalization of the sterile grass carp. This fish
has proved itself an effective control of most submersed
weeds in small bodies of water.

Of the eight herbicides labeled for aquatic use, Thayer
notes five which are the most popular with professionals
in Florida: Sonar®, diquat, endothall, 2,4-D, and Ro-
deo®. Sonar is used primarily for submersed hydrilla
plant problems. He says 2,4-D has recently come under
fire from the local press, which is unfortunate because
he says it is especially effective for hyacinth control. Ro-
deo is the aquatic formulation of Roundup® .

“‘Rodeo is strictly for grasses and cattails, there are no
submersed plants on the label,”” says Thayer. ‘‘Endothall
and diquat are contact herbicides and if you have heavy,
dense weeds, we use a sinking agent, which is a polymer
designed to cut the surface tension of the water. We also
use inverting oils and inject them into the water with lead-
weighted trailing hoses.”’

Different bodies of water will react differently to her-
bicide treatments. ‘‘Deep, dark water might take the rest
of the summer to reach the same biomass as before it was
treated,”’ notes Thayer. “‘If it is clear and shallow, you
may have to treat that same area four times a year to keep
it open.”’ In general, when using contact herbicides for
submersed plants, at least two applications will be ne-



cessary.

Different aquatic situations
call for different treatment
techniques. In slow-moving
water, endothall and diquat
can be used to cut boat trails.
Diquat is very fast-acting,
while Sonar is slow-acting.
Sonar may take two months
to clear an area of weeds, but
Thayer says that area should
stay open all year and well
into the next year.

There are 75 to 100 com-
mercial applicators using
Sonar in Florida, according
to Dave Tarver, Aquatic
Specialist, Elanco Products
Company, Tallahassee, Flo-
rida. Sonar is available in a
liquid formulation and two
pelletized formulations —
one is a five-day release and
the other is a seven- to 14-
day release. The slower-re-
lease pellet was developed
for areas that have water
movement, according to Tar-
ver.

Sonar is especially effec-
tive on hydrilla, according to
Tarver, one of the most pro-
blematic aquatic weeds in
Florida. “‘In many ponds,
control has lasted a year or
two for hydrilla, but some of
the native plants are almost
tolerant,”” reports Tarver.
“It depends on which for-
mulation is used and what
time of year you use it."”’

Sonar is a systemic her-
bicide. Since it is translocat-
ed by the leaves and root-ab
sorbed, it kills the entire plant. Many of the other ma-
terials are contact herbicides that burn the plants down
to the soil surface, but allow them to grow back from root
stock, according to Tarver.

Tarver agrees with Thayer that most of the professionals
practicing aquatic weed control in Florida are specialists,
not operators who have gotten into the business as a
sideline. *‘I would say 95 percent of all the aquatic work
done in this state is done by professional aquatic people,
whether they work for the government or a private aquatic
application business,”’ states Tarver.

Tarver says most of the applicators use airboats with
a conventional spray rig mounted on board. But the boom
attached to the rig is fitted with weighted hoses that trail
behind the boat rather than spray nozzles. “*That is just
for putting material down deeper in the water than you
would get with a surface application,’’ explains Tarver.
“It is really most effective when you treat early in the
year when the plants are not on the surface.”

Commercial applicators price this service in a variety

of ways. Some applicators will treat only once per season
and charge from $50 to $200 just to make the applica-
tion, not including the herbicide cost. But more common-
ly, Tarver says applicators will treat once to get the plants
under control and then they sign a maintenance contract
— much like a lawn care business. A monthly treatment
may be necessary in the case of an algae problem, while
other weed problems will require quarterly treatments.
Most companies charge by the acres treated, but the cost
in traveling to the site and then reaching the area to be
treated is also factored into the equation.

Tarver notes that northern aquatic professionals are
‘‘more into total lake management than the private ap-
plicators are here. They survey the lake, tell the home-
owner what is there, test the water quality, and recom-
mend a weed control program.’’ He says aquatic weeds
grow so fast in the Southeast that operators have their
hands full just trying to keep their growth maintained.
‘I would guess that probably two-thirds of the aquatic
plant business in the United States is in the Southeast.”’
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Ecoscience, headquartered in Moscow,
Pennsylvania, is a prime example of the
northern aquatic weed control company.
President Russell James describes his ope-
ration as ‘‘environmental consultants who
specialize in lakes and ponds.’’ He does
both chemical and mechanical aquatic
weed control, and in addition to that he
does ‘‘septic leachate studies, nutrient
budgets, and bacteriological monitoring.”’
In other words, if you own or live on a
lake, he can take care of all your aquatic
needs.

creases in recent years. ‘‘Our insurance,
and other people in this business whom
I have spoken to, have experienced in-
creases of 500 to 900 percent over the last
two years,”’ says Gilbert. Although his
firm has 30 years of experience in the
field, it took him a year and a half to find
a carrier to cover him.

As bleak as the situation may sound,
there is a way to sidestep the liability and
regulatory hassles associated with
chemical aquatic weed control. While
herbicides are still the dominant control

Harvesting is a more expensive process. James
charges about $100 to $200 per acre for chemical
weed control, while he charges anywhere from $250
to $400 per acre for harvesting. He generally charges
for this service by the hour at $75 to $95 per hour,
depending on the amount of time required.

James discovered there was a market
for his service while doing an intership
with the state during the early 1970s. His
bachelor’s degree in freshwater biology
gave him the expertise to perform aquatic
weed control, but his business sense told
him that there was a void in his region that
he could fill. ‘“‘And I have been living
happily ever after,”’ reports James.

He currently does work in six states
with three spray crews and two
mechanical weed harvesting crews. At the
peak of his season he employs 15 to 20
technicians. ‘“We try to identify the
beneficial plants that you want to keep in
the lake and target the weed species for
control,’’ says James.

Needless to say, aquatic weed control
is a complex service which requires a
great deal of expertise to perform
thoroughly. ‘“The aquatic applicator can
magnify the concerns of the lawn care ap-
plicator one hundred-fold,’’ says James.
““For a turf company to really think
seriously about the aquatic business is a
major event. The bulk of them who have
thought about doing it just wrote it off.”’

Regulatory and insurance concerns that
are unique to the aquatic weed control
business would be major stumbling blocks
to the lawn care professional considering
a sideline in aquatics. ‘‘If they mention-
ed to their insurance company that they
were thinking of putting chemicals in
water, they would probably get their rate
increased,”’ says James. ‘‘A lot of the
people who did that 10 years ago used
firms like mine to give their clients that
service so they wouldn’t have the expense
and the liability associated with it.”’

Many aquatic weed control specialists,
according to Charles Gilbert, President of
Allied Biological in Newark, New Jersey,
have experienced huge insurance rate in-
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tools, are the least expensive alternative,
and are the only feasible alternative in
some situations, mechanical controls may
present attainable opportunities.

Mechanical aquatic weed controls like
harvesters or benthic screens have begun
to get a more favorable reception in light
of current environmental concerns. James
purchases his harvesters from a Wiscon-
sin company called Aqua-Marine. Their
harvesters have paddle wheels for propul-
sion and hydraulic cutting knives and con-
veyor meshes that cut the weeds down to
a depth of 6 to 7 feet. The cut weeds are
pulled up a conveyor mesh and dumped
into a bed on board which holds about 200
cubic feet. A separate off-loading con-
veyor transfers the weed cuttings to a
shore conveyor that in turn puts it in a
dump truck, according to James.

Harvesting is a more expensive pro-
cess. James charges about $100 to $200
per acre for chemical weed control, while
he charges anywhere from $250 to $400
per acre for harvesting. He generally
charges for this service by the hour at $75
to $95 per hour, depending on the amount
of time required to do the job. ‘‘If you
contract for a lot of hours, the rate is a
little lower,”’ explains James. The equip-
ment is expensive and more labor-
intensive, but it does solve the en-
vironmental sensitivity issue and the
liability associated with applying her-
bicides to bodies of water.

A second mechanical aquatic weed con-
trol alterative is benthic or bottom
screens. These screens are spread out and
fastened to the bottom of a lake or pond
wherever weed control is desired. James
uses a product called Texel. ‘‘It is denser
than water so it will sink,”’ explains
James. ‘‘It is gas-permeable so the bot-
tom gases do escape.’’ He says it is plea-

sant to walk on, unlike a mucky lake bot-
tom. There are no permits required for
those who install these materials and the
weeds won’t grow back.

*“‘Once you have put the screen down,
you have solved your problem for at least
10 years,’’ claims James. He says they
are so durable that they can even be
spread across boat launch ramps. They
are ideally suited for lakefront property
owners who want to cover a dock region.
James buys the material for 15 cents a
square foot, which means a roll 20 feet
by 50 feet would cost $150. If it remains
intact for 10 years, its cost is only $15
a year. He charges 35 cents per square
foot to install the screen, which includes
material, labor, and follow-up service —
to adjust the screens if they need it.

Despite the expense and difficulty in
maintaining insurance coverage, James
does offer his customers chemical aquatic
weed control. The three airboats he uses
are set up to apply chemicals in three dif-
ferent ways: liquids from spray guns, li-
quids from trailing hoses, and pellets from
an electric spreader mounted on the bow.
Which application method they use
depends on the body of water and the
weather.

““‘On a windy day, you wouldn’t want
to surface spray,’’ explains James. ‘‘If
you inject with the trailing hoses, you get
less drift. So if you want to treat certain
areas along the shoreline, you don’t want
it to drift down into the nursery areas
where the fish are spawning because if
you take the weed beds out the fishermen
are going to complain.”’

CONCLUSIONS. If you were considering
aquatic weed control as a sideline to your
lawn care or lawn maintenance business
(and have even continued reading this
far), you have probably become
discouraged. Because the service requires
a knowledge of a whole new environ-
ment, to successfully offer it would re-
quire a commitment to staff an entirely
new division of your company with at
least a core of trained aquatic specialists.

Given that level of commitment,
everyone we spoke with said an industry
outsider would still find the challenge of
finding and then funding aquatic liability
insurance a nearly impossible task.
However, while mechanical control tools
may not take the place of chemical con-
trols in every instance, it occurs to us that
a substantial reliance upon mechanical
rather than chemical controls could ease
the insurance crisis. At any rate, the un-
tapped potential of this market in many
areas would at least suggest that the start-
up pains could well be negated by
substantial long-term gains. — 7im
Weidner ]

The author is Editor of ALA magazine.
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MORE TOTAL SHOW HOURS,
MORE EXCLUSIVE VIEWING
HOURS.

ROGER STAUBACH TO
KEYNOTE.

COME SEE THE WHOLE WORLD OF

LAWN CARE —ALL IN ONE PLACE!

The best just keeps getting better.
The premier event of the lawn care
industry, the 8th Annual Con-
ference and Show of the Profes-
sional Lawn Care Association of
America, returns November 12-15
with an exciting lineup of new
features.

New Show Hours — More
exhibit space, and more exclusive
hours to view exhibits than ever
before. Add in the 3rd Annual
Outdoor Equipment Demonstra-
tion, and you have the one show
that offers the year’s best chance to
compare and try out lawn care’s
newest offering.

New Educational Format —
This year’s program packs in more
educational sessions than ever
before, organized into a 3-track
format — Business, Agron-
omics, and Landscape Manage-
ment. Attend one of each, or
focus on your specific interests.
And don’t miss the give-and-take

of the new “Meet the Experts”
roundtable, or the special hands-on
workshop on small engine repair.

New Weekend Dates —
PLCAA/San Antonio '87 moves to
a “weekend” format, beginning
Thursday, November 12, and ending
Sunday, November 15. This means
less time away from your business,
plus the savings of reduced week-
end airfares.

New Location — Discover
San Antonio, the cradle of Texas
liberty and the new showplace of
the Sunbelt. Bask in November’s
warm Texas sun, enjoy the easy
informality of Texas hospitality,
and sample a culture that combines
the best of both new and old.

Join us in San Antonio. Catch
the whole world of lawn care —
and Roger Staubach, too! Be there
when the Dallas Cowboy superstar
kicks off the green industry’s big-
gest week of the year as Keynote
speaker.

For more information, fill out

the coupon below and drop it in
the mail, or call us toll-free at
1-800-458-3466
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Professional Lawn Care Association of America

1225 Johnson Ferry Rd
Marietta, GA 30068

Registration

Exhibiting
Membership in PLCAA

NE, Suite B-220



PRODUCTS

onar® aquatic weed herbicide

from Elanco Products Company

kills water weeds by inhibiting the

plant’s ability to make food.
Specifically, it inhibits carotenoid syn-
thesis. Carotenoids (yellow pigments) are
an important part of the plant’s photosyn-
thetic (food-making) system. These
yellow pigments protect the plant’s green
pigments (chlorophyll) from
photodegradation (decomposition by
sunlight). When carotenoid synthesis is
inhibited, the chlorophyll is exposed to
photodegradation and is gradually
destroyed.

As a plant’s chlorophyll decreases, so
does its capacity to produce carbohydrates
through photosynthesis. The visual symp-
tom of fluridone action is bleaching or the
development of chlorosis on the terminal
bud or growing points of the plant.

During the typical treatment season, it
takes 30 to 90 days for Sonar to work.
Within seven to 10 days, injury symptoms
begin to appear. Target plants turn either
pink or white. Sonar controls target weeds

slowly, allowing other beneficial vegeta-
tion to reestablish itself, without oxygen

deprivation or fish kill.
Write 101 on reader card

Westheffer Company, Inc. introduces
the 200-052, a 12-volt ATV sprayer for
small jobs and hard-to-reach trees and turf
areas. This ATV sprayer features a 12
gallon, corrosion resistant, poly tank, a
12-volt diaphragm pump, a pressure
gauge, and a heavy-duty toggle switch
directly behind the operator’s seat. It has
a handgun and hose assembly for tree and
shrub spraying and a spray boom with a
80-inch spray swath for covering turf.
Circle 114 on reader card

Aqua-Kleen® granular aquatic herbicide
from Rhone-Poulenc contains 2,4-D for-
mulated as the low-volatile butoxyethyl
ester. This has been formulated on special
heat-treated attaclay granules that resist
rapid decomposition in water. This pro-
duct sinks rapidly to lake or pond bottoms
and releases the weed-killing chemical in
the critical root zone area.

For best results, spread Aqua-Kleen
granular in the spring and early summer.
This timing can be checked by sampling
the lake bottom in areas heavily infested
with weeds the year before. If treatments
are delayed until weeds form a dense mat
or reach the surface, two treatments may
be necessary. Make the second treatment
when weeds show signs of recovery, but

no later than mid-August.
Circle 103 on reader card

LESCO, Inc. introduces LESCO
Tracker, a blue spray dye indicator. The
new, economical spray dye indicator is
completely soluble in water and disperses

(continued on page 44)

Low-Volume Sprayers
& Injection Gun Systems

Call for information
800/346-2001
219/769-1630

Circle 64 on reader service card

COMING NEXT MONTH

In August we will show you what to look
for in computer hardware. We will talk
with computer manufacturers and lawn
care businessmen with effective computer
systems in place to discover the pros and
cons of selecting computer hardware. We
will also bring you the blow by blow ac-
count of a recent hearing in Buffalo, New
York that may have decided that state’s
regulatory fate. The August issue will also
feature a report on diesel versus gasoline
engines for riding mowers. See you then!

LIQUI

LIQUID FERTILIZER

HOHHHHH
sum ez
SN

777NN T 7 N

LAND

CORPORATION
(616) 684-8400

COMPLETE BLENDS FOR HIGH & LOW VOLUME:SPRAYING
123 MARMONT

P.O. BOX 547

NILES, MI 49120
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For more than
50 years we have helped
commercial arborists
succeed in business!

We're the National Arborist Association
(NAA), the only national trade organization
completely devoted to the professional and
management interests of the commercial
arborist. Our goal is to help members achieve
more success in business.

There is a difference

NAA members regularly receive
information on solving management
problems. Information and programs are
available on: professional self-improvement,
employee training, risk reduction techniques,
public issues, tree care standards, and
customer care.

Equally important is an outstanding annual
meeting and educational clinic. It a time for
learning and fellowship with other
commercial arborists.

NAA members are well represented on
national issues affecting tree care. The NAA is
recognized by legislators and regulatory
agencies on arboricultural issues in
Washington, D.C.

Please help me achieve more success in business.

[] Please send information about membership in the National Arborist Association.

[J I'm interested in NAA produced management aids.
[J I'm interested in NAA produced training programs.

Name:

The NAA maintains a full-time professional
staff who know the management side and the
technical side of tree care. They become a
valuable resource for:

® Up-to-date technical and business
information.

® Industry statistics on business and
operational practices.

B Individual counseling.

Join Now

Professionalism. We can help you achieve
technical competency in every aspect of
commercial arboriculture. Thats been our
goal at the National Arborist Association for
more than 50 years.

Reply to:
National Arborist
Association

174 Route 101,
Bedford, NH
03102

Firm:

Street:

National

City:

Arborist

Phone:__( )

o~ Association

Signature:

(603) 472-2255
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S controls
compared with 1ts other benelits.

True, nothing is more effec- webworms, and chinchbugs.  only a Toxicity Category 111
tive than SEVIN®brand SL But perhaps more impor-  Caution label.
carbaryl insecticide at control- tant,SEVIN® brand SL,unlike Because it’s low in mam-

ling turf pests like grubs,sod  other turf insecticides, carries malian toxicity, it’s ideal for use

Copyright 1987 Union Carbide Agricultural Products Company, Inc., Box 12014 T.W. Alexander Drive, Research Triangle Park, NC 27709, SEVIN® is a registered trademark of Union
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on lawns, parks, golf courses, or So ask your chemicals insect control. And
wherever people and animals  supplier for SEVIN®brand S so should you.
may be present. carbaryl insecticide. Because you
Which, to us, makes a lot of It's the one insecticide are responsible
sense considering how kids your customers have known for more than just

and pets and grass all seemto and trusted for more than 25 healthy plantlife.
naturally go together. years of dependable outdoor
From the turfcare

Carbide Agricultural Products Company, Inc. As with any insecticide or herbicide.always read and follow labe! instructions rou (I[ U’I’())I C(l,bld()
/ \

Circle 6 on reader service card




PRODUCTS
(continued from page 40)

quickly with mild agitation. The tem-
porary color of LESCO Tracker
dissipates with rain, heavy dew, water-
ing or sunlight.

The product is an inert liquid which can
be used with fertilizer, herbicide, insec-
ticide, and fungicide or other liquid ap-
plications to prevent skips or overlaps and
properly identify sprayed areas. Use of
LESCO Tracker can help spot nozzle and
pattern problems and will not affect the
performance of fertilizers or pesticides.

The dye leaves no permanent colora-
tion on equipment, clothing, or hands.
LESCO Tracker has been proven en-
vironmentally safe. Available individually
or in cases of two, the product is marketed
in a convenient 2.5 gallon size.

Circle 134 on reader card

Landscape managers or anyone with an
aquatic weed problem will benefit from
a new container size and marketing
system for Rodeo® aquatic herbicide
from Monsanto. The herbicide will now
be sold in a 1-gallon size container and
users will be able to buy it by telephone
for direct delivery to their doorstep. This

new container size will make it easier for
people who need to control labeled
aquatic weeds on a small scale and don’t
have easy access to or need the larger con-
tainers which are sold by herbicide
dealers.

The new package, along with registra-
tion for residential use, should expand the
customer base beyond larger users who
have had good success in the past using
the product in either 2-1/2- or 30-gallon
containers. Rodeo is a broad-spectrum
aquatic herbicide that provides effective
control of more than 160 emerged
grasses, brush, and broadleaf weeds.
When applied to actively growing foliage,
Rodeo is rapidly absorbed and circulated
throughout the entire plant, controlling

leaves, roots, and stems.

Although care must be used when us-
ing any herbicide, Rodeo is considered
essentially nontoxic to fish, wildlife, or
humans when applied according to label
directions. It has no residual activity, is
non-volatile, is biodegradable into natural
elements, and does not accumulate in the
food chain.

Circle 102 on reader card

Aquashade® from Agquashade, Inc.
prevents unwanted aquatic weeds and
algae all year around. By applying one
gallon of Aquashade per acre of water
with 4-foot average depth, the product
will remain effective in contained ponds
for up to 6 weeks. During the winter,
pour Aquashade on ice or snow. It ab-
sorbs sunlight and melts ice or snow,
dispersing in the water underneath — an
ideal way to control aquatic growth early.

In the spring, pour the product near the
water’s edge. Spring is an ideal time to
make the water look aqua-blue and
beautiful, and also prevent unwanted plant
growth. In the summer, prevent future
growth through a pond management pro-
gram — an effective way to control by
maintaining color.

Circle 104 on reader card

BANISH THEM!

STOPS ANIMAL DAMAGE FOR AN ENTIRE SEASON!
SAFE FOR PETS AND DOMESTIC ANIMALS.
HAS NO OFFENSIVE ODOR.

R®-PEL

ANIMAL, RODENT & BIRD REPELLENT

For additional information contact

BURLINGTON BIO-MEDICAL & SCIENTIFIC CORF.

91 CAROLYN BLVD.. FARMINGDALE. NY 11735-1527 « PHONE 516-694-9000 ® TELEX 6852289

COMPUTER
SOFTWARE

Designed to be “‘user friendly’
Simple enough for a child to operate

LAWN CARE
TREE CARE
LANDSCAPE MANAGEMENT

Capable of handling 110 different
types of services for IBM and
IBM PC compatibles

SYSTEM INCLUDES
STATEMENTS FORECASTING

INVOICING AGING REPORTS

RECEIVABLES MARKETING TOOLS

CUSTOMER & MUCH MORE
LISTS

INSTALLATION, TRAINING
& CUSTOMER SUPPORT

ASK ABOUT OUR MONEY BACK
GUARANTEE

REAL GREEN COMPUTERS
2775 Haggerty Rd.
Walled Lk., Ml 48088

(800)247-3128
Inside Mich. Call: (313)669-1118
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Symbol of Gooa Practice

1987 PLCAA Regional
~ Seminars Focus on
Environmental Awareness

The survival of your business into the ‘90s could well depend Applicator Safety Week
on your knowledge and management of safety regulations JUNE 1.5, 1987

and practices. That's the reason behind the Professional : ]

Lawn Care Association of America’s 1987 Regional Bring the message of Environmental

Seminar Series. Environmental safety is the theme for this AvisRennschoE Rl Splomet by
2 ¥ structuring your own Safety Week.

PROFESSIONAL LAWN CARE ASSSCIATION OF ABERICA

new format, and the educational sessions include guidance A PLCAA Guidebook on Bnvironmental
in business survival in a regulatory climate, and a workshop Awareness outlines an in-house
devoted to applicator training and awareness. training program for your employees,

including five 15 to 30 minute sessions
on safety. Alternately, run these

FOR THE OWNER/MANAGER : -
= sessions during the_: same week as
Risk Awareness and Management PLCANS ST Repiandt S
your area and you have the impact of
1 PM to 4 PM — An afternoon of intensive training for lawn care owners an entire week of safety awareness.

and managers. The focus is on up-to-date, practical information and
guidance in your safety concerns and solutions. The emphasis is on your a
area and your problems. Safety professionals, representatives from local EnVIronmental

regulatory agencies, and public health officials team up to discuss both Awareness

responsibilities and solutions. . gn -
Certification

FOR THE APPLICATOR/ TECHNICIAN: Upon completion of the Applicator
Seminar and a written test, applicators

Appllcator Tralnln Safet and will receive a PLCAA Certificate of

Emergency Procedure Tec nlques Applicator Environmental Awareness.

5:30 PM to 7:30 PM — This early evening session is targeted to the
applicator’s role in safety and hygiene, and features the latest in application Chuck wagon Dinner

techniques and approved emergency procedures. The emphasis is on

practical training, complete with demonstrations and role playing. A " PM to 5:30 PM — Enjoy Tex/Mex food
mock spill offers hands-on emergency training. The early evening whllle.wewmg th_e indoor and OPtdOOT
program format avoids cutting into regular work schedules. exhibits —a fun time and a preview of

the spirit of November's upcoming
s PLCAA Conference and Show in San
Outdoor Demonstration Atitome. Torae

4 PM to 5:30 PM — This is your chance to see what's new in lawn care
equipment. Local distributors will be on hand to display and demonstrate
their product line. Touch, try out and compare before you buy.

PRE'REGISTER NOW! FEES Name
ATTENDEES (indicate number)

Dates and Locations of PLCAA 1987 PLCAA MEMBERS C
Regional Seminars RS
(Check the box with your choice) — C)l\;'ggr/Manager(S) .

X a ea. LS ddres
OAtanta, GA  Junell [OISt.Louis, MO  July28 Mg
[ Waching K B 3 ___ Applicator/Technician(s)
3 Washington, DC June 18 Kansas City, MO  July 30 plr 7 i s City State Zip
{J Philadelphia, PA June 23 [ Oklahoma City, OK Aug 11
O Hartford, CT  June25 [ Dallas, TX Aug 13 TR MEMERIS Telephone No.
(J Rochester, NY June30 [ Minneapolis, MN Aug18 — Otv;ggr/Manager(s) $

a ea. ¥ L il tais

O Cleveland, OH  July2 O Bolder, CO Aug 20 Cutcutandumil to; s :
& : ye A ___ Applicator/Technician(s) Professional Lawn Care Association of America
U Detroit, MI July 14 [ Indianapolis, IN Sept 1 at $15'ea’ $ 1225 Johnson Ferry Rd., NE, Suite B-220
O Cincinnati, OH July 16 [ Oakland, CA Sept 22 Marietta, GA 30068
i) , ... TOTALAMT.ENCLOSED §$_____ Telephone: 404/977-5222
U Chicago, IL July23 U LosAngeles, CA  Sept24  (payable to PLCAA, U.S. funds only) S

MAIL TODAY! <



CLASSIFIED

Rates: All classified advertising is 35
cents per word. For box numbers, add $1
plus six words. All classified ads must be
received by the publisher before the 10th
of the month preceding publication. Sub-
mit ads to: ALA Magazine, 4012 Bridge
Avenue, Cleveland, Ohio 44113,

COMPUTER SERVICES
LAWN CARE INDUSTRY SOFTWARE

Fortunate Enterprises, Inc.
3365 Oleander Drive
Spring Hill, FL 33526

904/596-6347 or 596-0863

Nationwide network of service.
ACQUISITIONS
Wanted To Buy—

Evergreen Lawns, a Division of The
Hawley Group, Ltd., an international ser-
vice company doing in excess of a billion
dollars in sales annually, wants to acquire
lawn care companies of all sizes. All in-
quiries strictly confidential. Please con-
tact: Steve Hirshmugl, Director of
Finance and Acquisitions, Evergreen
Lawns Corporation, 1390 Charlestown
Industrial Drive, St. Charles, Missouri
63303; 314/946-9700.

HELP WANTED
Career Opportunities—

ChemLawn is now accepting applications
for the positions of Lawn Specialist in our
expanding Florida markets. Join the Na-
tion’s Leader in Lawn Care. Send resume
to ALA, Box 323, 4012 Bridge Avenue,
Cleveland, Ohio 44113.

HOT PROPERTY?—

We are looking for managers to fill key
positions in several locations throughout
the country. Lawn care, tree and shrub
care managers are needed now. Let us
help you find the management position
that fits your skills and salary needs. All
inquiries are confidential.

Cail or write: Beecher Smith,
301/253-5787. Green Industry Resources
Corporation 25230 Conrad Ct.,
Damascus, Maryland 20872.

Help Wanted?—

Does your company need qualified
managers to run new or existing opera-
tions? We can locate key personnel quick-
ly. Call: Beecher Smith, GREEN IN-

DUSTRY RESOURCES CORPORA-
TION, 301/253-5787.

Envelope Stuffing—

$1,000s WEEKLY POSSIBLE stuffing
envelopes. Rush stamped envelope to:
Success, Drawer 389, Clanton, Alabama
35045.

Lawn Care Equipment—

Hannay reels new in-the-box, E1526s,
E1530s, $339; lawn spray hose, 275 psi
and 600 psi, all sizes; original Imler
measuring wheels, $48; glycerin-filled
gauges, 0-60 psi to 0-1,000 psi, $19.95;
polypropylene ball valves, 1/2-inch to
2-inch; ChemLawn guns, $75.95; lawn
spray boots, $16.95; lawn spray gloves,
$1.25-pair.

Call Hersch’s Chemical, Inc.
800/843-LAWN -- outside of Michigan
313/543-2200

For Sale—

Stainless Steel Tank Bodies available.
Four pots each, 800 gallon and 1,000
gallon with dry storage to mount on your
chassis. $2,000—$3,000 or offer. Call
Jim Doll—301/840-5500.

Spray Truck - Three Chevy 1981 C-60D
Chassis, auto trans, stainless steel tank
body, 1,200 gallon (4 pot) with 4 reels,
2—12 horsepower Kohler pony engines,
and 1—9200 Hypro Cell with dry storage
capability.

Two Chevy 1983 C-70D, auto trans
with body and equipment stated above. As
is $14,500 or offer. Call Jim
Doll—301/840-5500.

Stainless Steel Tank Body - 1,200 gallon
(4 pot), 4 reels, 2—12 horsepower Kohler
pony engines, 1—9200 Hypro, 1—D-10
Hydro Cell with dry storage ready to
mount on your truck. As is $8,500 or of-
fer. Call Jim Doll—301/840-5500.

For Sale—

Salsco 30-6 core aerator $2150, excellent
condition, two years old, call or write:
Action Lawns, 605/665-8468, 1608 Pine,
Yankton, South Dakota 57078.

For Sale—

Hahn Multi Pro 44 Vehicle. 16
horsepower Kohler, 3-speed hydrostatic
drive, centrifugal pump, boom spray at-
tachment, 160 gallon tank, Vicon
Granular hopper 1,000-pound capacity,
only 82 hours on the machine. Sells new
for $13,000.00. Will sell for $7,500.00
with new tilt trailer. Delivery available.
Harmon and Sons Lawn Care Specialists,
Ogden, Utah; 801/776-5149. =
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. FINALLY o
o THE PROVEN, P
oo PROFITABLE [
o AND PAINLESS o
° WAY TO o
o COMPUTERIZE. P
o o
°|  SEE MORE GREEN WITH [°
o OUR AM+ LAWN CARE
MANAGEMENT SYSTEM.
O r " P O
o o
o o
o ey o
o QUINTESSENCE 0
COMPUTING
o) 3001 Lake Austin Blvd. o)
Austin, Texas 78703
(512) 477-9038
O| circle 37 on reader service card |°
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RODEO’ AQUATIC HERBICIDE

controls more than 160 types of
emerged grasses, brush and
broadleaf weeds

B Rodeo can be used in and
around aquatic sites, either flow-
ing or non-flowing waters.

M Rodeo is rapidly absorbed
and translocated throughout
plant tissues.

M Rodeo is odorless, non-volatile
and practically nontoxic to most
animals and the environment.

B Rodeo is biodegradable.

M Rodeo will not leach.

B There is no residual soil activity
with Rodeo.

B Rodeo does not bioac-
cumulate.

L - L

AQUATIC HERBICIDE
" Monsanto




RODEO' IS NOW
AVAILABLE IN
CONVENIENT
1-GALLON
CONTAINERS.

To place your order call us at 1-800-544-
6116. You can also use this toll-free
number to get more information on
Rodeo. (Rodeo is also available in
2Y2-gallon and 30-gallon containers
through our network of agents.)

No mail orders, please.




““The Pro’s son triggered the sprinklers during today’s tournament.
My brother wants me to co-sign a loan. And I just found out both my kids
need braces. But whitsreally concerns me 1s Pythium.’

There’s one sure way to avoid worrying about Pythium.Use Subdue’
fungicide. Subdue stops Pythium on contact. And once absorbed by
grass roots, Subdue protects your turf against further attack for up
to three weeks. So don’t let Pythium get you down. Get Subdue.
Because you’ve got other things to worry about. CIBA—GEIGY

1987 CIBA-GEIGY Corporation, Ag Divisi ox 18300, Greensboro, NC 2719 Always read and follow label directions

Circle 13 on reader service card




No matter what type of turf
you maintain, it deserves insect
protection.

w

LESCO Fertilizers with Dursban-
deliver that protection.

LESCO gives you the best of both  armyworms, cutworms, billbugs dense, healthy, insect-free turf.

worlds by combining quality slow- and a variety of other pests. If you prefer Dursban without
release sulfur-coated fertilizers LESCO offers several fertilizer/  fertilizer, LESCO has both granu-
with the effectiveness of Dursban  Dursban combinations. One is lar and liquid formulations.
insecticides. You get steady, grad-  right for the turf you maintain. Deliver the protection your turr
ual greening — while eliminating Save time and labor and get the deserves. Put LESCO Fertilizers
chinch bugs, sod webworms, results you expect and deserve —  with Dursban to work for you.

Call LESCO today to order. (800) 321-5325 NATIONWIDE
(800) 362-7413 IN OHIO

Circle 14 on reader service card

Dursban® is a registered trademark
of The Dow Chemical Company,

COLLECTION

LESCO, Inc., 20005 Lake Road, Rocky River, Ohio 44116 * (216) 333-9250




