


The art of application
for maximum germination.

The Ryan® Mataway®
Overseeder is simply better.

Better results begin with the
basics, like seed calibration. An
easy-to-read chart on the Mataway
Overseeder tells you the exact set-
ting for pounds of seed needed per
1,000 sq. ft. Just look it up, load it
up, select setting, and you're ready
to go.

Two-inch spacing between
rows gives you a dense pattern for
one-pass application. Gandy® pre-
cision metering and an easily re-
moved disc-type seed delivery
system places the seed directly
into the slits for uniform seed/soil
contact allowing maximum
germination.

The result is a lusher, thicker
lawn.

The Ryan Mataway Overseeder
gives you the flexibility to power
rake, overseed, or to do both at the
same time. Call today or contact
your nearest Ryan dealer for more
information and a free test drive
demonstration.

Call toll free 1-800-228-4444
for all the details.

RYAN'

BUILT TO LAST

9004 Cushman, OMC-Lincoln, PO. Box 82409, Lincoln, NE 68501
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EDITOR’S FOCUS

EXHIBITORS AND ATTENDEES

alike take special care when deciding
which industry trade shows to attend.
Without this critical decision making, the
arduous trade show circuit can easily
overtake the sole purpose of participating
in such shows.

The best example of this comes in a
three-week stretch in November when
more than a half dozen national and re-
gional trade shows vie for the attention
of similar vendors, speakers and attendees.

But a positive step in trade show con-
solidation came recently when three na-
tional organizations, representing the core
of the lawn and landscape maintenance
industry, made a wise decision to com-
bine their efforts into one, developing
what promises to be a stable, financially
sound and educationally solid convention
and trade show.

The result of this act will culminate in
Nashville, Tenn., November 1990, when
the Professional Lawn Care Association

of America, the Associated Landscape
Contractors of America and the Profes-
sional Grounds Management Society pro-
duce the first Green Industry Exposition.
So none of the associations involved

will be stripped of their individual identi-
ty, separate educational tracks will remain
targeted to the members of each associa-
tion. The combined trade show, however,
will be overseen by a nine-person steering
committee representing the industry and
the three associations. The PLCAA will
act as show management.

The consolidation is not only natural,
but necessary, and comes just in time for
the 1990s — a decade which surely will
bring substantial changes to the lawn and
landscape maintenance industry.

As the industry’s trend toward service
diversification speeds up, it makes good
sense for associations representing in-
dustry leaders and shapers to design one
national show covering the needs of the
growing majority of their members. The
new show will enable attendees to pre-
view a much wider variety of products,
attend a medley of educational sessions
and share experiences with a wider range
of their peers. — Cindy Code bl
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What equipment will
you be using in

2001?

Will it be robot mowers? Remote-controlled seeders? Hover spreaders? Nobody
really knows, but at SALSCO we are very intrigued by the question. That’s because
we are a progressive and innovative company, about to embark on our Second
Generation of products. We want every new product we introduce to be what you,
the lawncare professional, really wants and needs. . . not what we think you want and
need. Because of this we urge you to come visit with us in Las Vegas, take a look at
our Past, Present and Future Product display, and discuss with us your thoughts and
ideas on new products and product modifications for the 1990’s. And if you have
some futuristic ideas for the year 2001 and beyond, let’s discuss those too! We look
forward to seeing you at:

BOOTH 458/460
P.L.C.A.A.
LAS VEGAS ¢ NOVEMBER 6-9

If you are unable to attend P.L.C.A.A. this November, but would like more informa-
tion on our Second Generation, please call or write:

Sa/sco..

CEALER BY B E o1 N

105 SCHOOL HOUSE ROAD e CHESHIRE e CONNECTICUT 06410
1-800-8-SALSCO o FAX (203) 271-2596 . (203) 271-1682
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SIMPLICITY BUYS
MIDDLESWORTH ENGINEERING

Simplicity Manufacturing Inc., Port Wash-
ington, Wis., recently acquired Middles-
worth Engineering and Manufacturing Inc.,

Greentown, Ind., for an undisclosed price.

Middlesworth produces a line of com-
mercial mowers, including several models
incorporating a patented hydro steering
design. The company had sales of ap-
proximately $500.000 in 1988.

“This purchase expands the Simplicity
product range to include highly maneu-
verable machines that appeal to both pro-
fessionals and the increasing number of
homeowners buying commercial-quality
equipment,” said Warner Frazier, Simpli-
city CEO. “It will enable Simplicity to
participate in the growing professional
turf maintenance market.”

Production of Simplicity’s new equip-
ment line will be moved to Port Wash-
ington this fall.

The units are designed for efficient
maneuvering around plantings and obsta-
cles common to parks, building sites and
large landscaped areas, Frazier said. All
machines in the line, ranging from 16- to
20-h.p., feature zero turning radius, al-
lowing operators to pivot the units in a
full circle around either drive wheel.

Simplicity will offer the units with eith-

er a lever control or steering wheel design.

A .y A T
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Simplicity now owns a full range of commercial mowers.

“The ability to offer this exclusive op-
tion and Middlesworth's reputation for
durable, high performance machinery, at-
tracted us to the company,” he said.

Founder and developer of the patented
steering design, Tom Middlesworth, will
join Simplicity in a senior engineering
position,

NEW TECHNOLOGY PROMISES
GRASS IN LESS THAN SIX WEEKS

Minute Grass, a lighter, more flexible
pregrown grass 1S expected to enter the
U.S. marketplace this year.

A world patented product,
Minute Grass uses a
technology involving the mix-
ing of a customer’s choice of
grass seed with bark contain-
ing natural resins. The seed
is then spread mechanically
over a perforated microplastic
film and watered daily as
needed.

Within a few weeks, Minute
Grass blooms into consistently
thick grass, remaining green
year-round without ever
touching soil. Because Minute
Grass is grown densely above
the ground’s surface, its root
system is not susceptible to
weeds and other impurities.

Developed in 1974 in Les Landes.
France, by inventor Michel Chamoulaud
and marketed under the French name
Gazon Minute by Darborne Corp..
Minute Grass has dominated the Euro-
pean marketplace and has been used on
stadiums, public roadways, parks, schools
and golf courses. In France. some 28
stadiums and 20 golf courses use Minute
Grass.

Minute Grass is three times lighter than
sod. three times more prolific in a grow-
ing season and reportedly has the ability
to be stored under 29 degrees refrigera-
tion for up to six months, compared to

TRU GREEN SELLS PRO TREE & TURF EQUIPMENT

PROFESSIONAL TREE
and Turf Equipment, Golden,
Colo., formerly Denver Leas-
ing and Manufacturing, is now
under new ownership.

Tru Green Corp., Alpharet-
ta, Ga., sold the company to
Steven Tangsrud and Dan Sun-
dquist Sept. 1 for an undisclos-
ed sum, Tru Green bought the
company about one year ago
with the acquisition of Ever-
Green Lawns, Golden. Colo.
Ever-Green s still owned by Tru
Green,

Tangsrud and Sundquist have
been with the company since
it was first started as Denver
Leasing and Manufacturing in
1983 by Ever-Green Lawns,
Tangsrud was manufacturing

manager and Sundquist was
sales manager and past general
manager of Pro-Turf Manufac-
turing.

In 1987, the name was chang-
edto Professional Tree and Turf,
a year after Ever-Green's buy
out of Pro-Turf Manufacturing
of Illinois.

The Illinois facility has since
been closed and the company's
headquarters are located in
Golden, Colo.

Professional Tree and Turf
specializes in the custom manu-
facturing of spray trucks, from
small units for pickups to full
size tanker trucks. In addition,
the company manufacturesa full
line of parts and accessories
such as spray guns, pumps and

reels.

Anexpanded parts inventory
at Professional Tree and Turf'is
planned by Tangsrud and Sund-
quist,

The new owners hope to in-
troduce a chemical injection
unit in December which will
enable operators to automatical-
ly mix pesticide products on
site. Prototypes of the unit are
now being tested, but a definite
distributiondate has not yetbeen
sel.

While there are similar units
on the market, Sundquist said,
this unit will enable the operator
to automatically mix products
atboth low and high volume and
low and high pressures — upto
1,000 psi.

traditional sod which has no
storage life.

Minute Grass’ lightweight
system makes it possible to
grow grass on elevated road
bridges, rooftop parking struc-
tures and any other place
where weight is a primary
consideration,

Because it's so easy to grow
and maintain, Minute Grass
significantly reduces downtime
at professional sports facili-
ties.

Mud-free, it can even be
grown indoors under artificial
light, making it ideal for
hotels, malls, halls, amuse-
ment and theme parks.

Minutegrass is available in 2
feet by 3 feet squares or in
seamless rolls of 15 feet in
length. Specific size dimen-
sions of the grass carpet may
be ordered in any size de-
sired.
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PETERS LEAVES ALCA POST;
REPLACEMENT SOUGHT

Terry Peters, former executive director of
the Associated Landscape Contractors of
America, has left the association to take a
similar position with another group.

The parting between ALCA and Peters,
who had been executive director for four
years, was amiable, according to Ron Ku-
Jawa, president of ALCA.

An ALCA search committee has been
established to find Peters’ replacement. but
the association is under no pressure to
find a successor, Kujawa said.

“We have a competent, dedicated, com-
pletely professional staff which gives us
the luxury we need in finding a replace-
ment,” he said,

The executive director should have
strong interpersonal skills, good marketing
abilities and the capability to lead the
association into the 1990s and beyond, Ku-
jawa said. The position is open to someone
in the landscape maintenance industry or a
similar industry.

Kujawa said the open position wouldn’t
have any affect on the association's na-
tional trade show, just one month away.

PLCAA SCORES WIN IN MILFORD
PESTICIDE REGULATION BATTLE

The Professional Lawn Care Association
of America gained some ground in its
fight against unreasonable regulation of
pesticides with a recent court win in
Milford, Mich.

The city of Milford, which was trying to
impose harsh regulations, was overruled
by the U.S. District Court in Detroit. The
summary motion issued by the court pre-
vents the city from enforcing its ordinance
because it was considered above and
beyond what Congress intended when it
passed the Federal Insecticide, Fungicide
and Rodenticide Act. Milford has the op-
portunity to appeal the ruling, but no such
petition had been filed at press time.

A Federal Court ruling in Maryland
more than two years ago stipulated that
such laws are unconstitutional when
enacted by muncipalities, but many cities
continue to oppose the decision.

Milford’s ordinance sought to regulate
activities of pesticide operators by requir-
ing them to annually register with the city,
costing them SIS each year: supply com-
pany decals to the business where an ap-
plication occurred, where it would be
posted for at least 90 days or until the next
application; orally notify residents who
have been determined to be “chemically
sensitive” 24 hours in advance of an ap-
plication: and post signs indicating a
residence has been sprayed, warning peo-
ple to remain off the yard for 72 hours.

PLCAA's suit against Milford is an in-

dication of what the association plans to
do in retaliation to ill-conceived and irra-

tional ordinances initiated by local govern-

ments. Steps have already been taken in

Michigan to institute some form of state-
wide posting regulation. Negotiations are
under way, but no regulations have been

set in place.

DOW SETS FOURTH QUARTER
MANAGEMENT SEMINARS

Business management seminars for lawn
maintenance operators have been an-

nounced for the fourth quarter of 1989 by
The Dow Chemical Co

Seminars are set for Oct. 18, in con-
junction with the Colorado Association of
Lawn Care Professionals, Denver; Dec,
I1, Rochester, N.Y.: Dec. 12, New Jersey;
Dec. 13, Pittsburgh, Pa.; and Dec. 14,
Harrisburg, Pa.

The one-day programs provide exten-
sive information on financial planning for
1990, creating a meaningful profit and
loss statement and landscape maintenance
bidding. They feature respected industry
consultants Ed Wandtke and Rudd Mc-
Gary, senior partners for All-Green Man-

Copyr ight Lawwrr ight . [
197 ALl Rights Demerad
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Computerized Lawn Industry

&RIP cuts paperwork faster

than you can cut the grass!!!

Does scheduling, routing, posting
and billing in minutes per day!

Other business modules for lawn services include:
GENERAL LEDGER, INVENTORY, ACCOUNTS PAYABLE,
PAYROLL, PURCHASING, ASSETS & PROJECT

For more information or to place orders, write or call:

TOLL
31433

1-800-635-8485

oo L=V SOftware.........

18761 North Frederick Avenue, Suite A

( “ Gaithersburg, MD 20879
(301) 330-0066

—
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agement Associates, a Columbus, Ohio-
based consulting firm.

Seminar leader Rudd McGary, Ph.D,
specializes in marketing and market de-
velopment systems and management
systems. He has been consulting for ser-
vice companies for more than 15 years
and has been CEO of two operating
companies.

Co-seminar leader Wandtke, CPA,
MBA, specializes in operations, acquisi-
tions, financial planning and compensa-
tion systems development. He has more
than 20 years of company operating ex-
perience, including serving as operations
manager and corporate financial manager
of ChemLawn.

For more information about the Octo-
ber meeting contact: Jack Watkins, 913/
451-2000. For the December meetings
contact: John Peterson, 609/234-0400.

JONATHAN GREEN EXPANDS WEST
COAST RESEARCH FACILITIES

Jonathan Green & Sons Inc. has ex-
panded its commitment to research and
development of quality grasses by moving
its Oregon division, Cascade International
Seed Co., into a new office and research
station.

TECUMSEH EXPANDS ENGINE LINE

TECUMSEH PRODUCTS CO. RECENT-
ly acquired Tecnamotor S.P.A. of Torino,
Italy.

Tecnamotor is Europe’s leading manu-
facturer of gasoline engines for lawn and
garden applications. Tecnamotor has more
than 700 employees in Italy, the United
Kingdom, West Germany and France and
supports its product through more than 5,000
authorized service dealers across Europe.

Sales in 1988 exceeded $78 million.

Tecnamotor has been alicensee of Tecum-

“Cascade is responsible for produc-
tion and contracting of new seed varieties
used by Jonathan Green & Sons Inc..”
said Irv Jacob, president of Cascade.
“This new facility will allow us to control
production of foundation seed and eval-
uate new varieties for seed yield capabili-
ty before they go into commercial pro-
duction.”

The new research farm is located one-
half mile south of Aumsville, about 10
miles south of Salem. The soil is ideal
for production of seed and comes com-
plete with its own irrigation capabilities.

One of the first projects will be to

seh technology since 1960. From 1982 to
the present, Tecnamotor has operated un-
der a successful 50/50 joint venture bet-
ween Tecumseh Products Co. and Fiat.

Tecumseh'’s President and Chief Executive
Officer Todd Herrick, said that the Tec-
namotor acquisition, together with the Dec.
30, 1988 acquisitionof L'Unite Hermetique
of France, establishes Tecumseh as a signifi-
cant Pan-European company in both the
compressor and engine sectors of its busi-
ness.

evaluate some 80 plant types of Kentucky
bluegrass. These new selections are being
screened for seed yield, quality, disease
resistance and sod growing.

Cascade will conduct research projects
for a number of other major organiza-
tions.

THORNTON, STEINER DONATE
EQUIPMENT TO OSU/ATI

The Ohio State University Agricultural
Technical Institute, Wooster, was the re-

(continued on page 10)
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* Pressure feeds from 2”
to 10” deep

® For use with JD9-C
Gun.

CHOICE OF

TOP OPERATORS
Heavy Duty ROOTFEEDER

* 2-hole tip included, 3
and 4 hole tips and
extensions available.

r TURFCO BANTAM

\

Sod-Cutter.
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\

M Cuts up to
5,000 sq.
ft./hr.

M Cutting
widths 12",
15", 16" and
18"

M Variable
depth’s %4"
to 22"

v green’
% ggarde

At Your Distributor or
Call Us at (312) 593-6464.

ENCAP PRODUCTS COMPANY
PO. Box 278, Mt. Prospect, IL 60056

Circle 25 on reader service card

As well as cutting new sod the Bantam is ideal for cutting
dead, worn or weed infested turf and preparing the
ground for installation of new sod. The design incorpo-
rates full complement of adjustment for blade depth and
angle to meet the demands of different applications. The
Bantam now features a 8HP Industrial/Commercial (I/C)
engine.

TURFCO MFG. INC.
3456 N. Washington Ave.
Minneapolis, MN 55412-2688

Write or call for
more detailed literature

Ph. 612/588-0741
Uelex 5106013762
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PROFESSIONAL LAWN CARE ASSOCIATION
OF AMERICA SPECIAL 10TH ANNIVERSARY
CONFERENCE & SHOW NOVEMBER 6-9, 1989

NEW DIRECTIONS!
NEW OPPORTUNITIES!
WHAT TO EXPECT

IN THE 90s

Don't let the future be a gamble! Plan for your company’s growth
into the next decade by being part of THE EVENT of the lawn care
season: the 10th Anniversary Conference and Show of the Profes-
sional Lawn Care Association of America. Bet on a sure winner —
PLCAA/Las Vegas '89! — four unforgettable days in the enter-
tainment capital of the world. Non-stop excitement, education, cele-
bration and jubilation await you November 6-9!

o1

SEND ME MORE INFORMATION ON:

I _l REGISTRATION _I _] MEMBERSHIP IN Pl

EXHIBITING

ADDRE

CLIP AND MAIL T
Professional Lawn Care Association of America, Suite C135
L1OOO Johnson Ferry Rd NE, Marietta, GA 30068-2112

e

r~

e CELEBRATE! PLCAA's Conference and Show is always the
lawn care industry’s event of the year, but PLCAA/Las Vegas 89
will be something special — the official 10th Anniversary celebra-
tion of the founding of the Professional Lawn Care Association of
America. You won't want to miss the exciting 4-day round of special
events planned to mark this milestone in lawn care history.

e EDUCATE! Three tracks of education will help you “Plan
Your Business” into the ‘90’s, with discussions of employment,
water, finances, government regulations, and pesticide safety. Ample
opportunities will allow for informal information exchange among
colleagues.

* EVALUATE! Thelatestinlawn care products and technology
await your inspection. Over 160 manufacturers, suppliers and dis-
tributors will be on hand, eager to answer your questions and dem-
onstrate the tools you need to keep a competitive edge.

Each morning of the Conference and Show we will present a New
Product Expo. Learn what will be state-of-the-art in the 1990s and
how your business can profit from new technology and new chem-
istry.

* PARTICIPATE! This 10 year celebration of lawn care comes
around only once, so don’t miss it! Don’t wait to hear about it from
your friends, be there to experience for yourself what all the excite-
ment is about. Experience Las Vegas, spectacular showplace of
America where the Stars come out to play every night.

Watch your mail in early sum-
mer for registration information,
or call PLCAA for information 1-
800-458-3466, and mark your
calendar for a trip to Las Vegas!

Symbol of Good Practice




News
(continued from page 8)

cipient of a Thornton Computer Manage-
ment Systems Slice system computer and
a Steiner 420 tractor with several attach-
ments.

Both hardware and software were do-
nated to the university by Thornton in
cooperation with Altos Computer, makers
of the hardware supplied with Slice
systems, making the OSU/ATI the only
university in the United States to have the
complete system.

Steiner leased the state of the art tractor
to the university at no cost for use in the
newly established Horticulture Power and
Equipment technology department.
Steiner expects to replace the equipment
on a yearly basis.

In addition to the tractor, Steiner do-
nated a model RM74 triplex reel mower;
MR473 rotary mower; BD260 power
angle blade and DEI60 disc edger.

MORE THAN 180 GROWERS ATTEND
PURE SEED/TURF-SEED FIELD DAY

Grass seed producers, distributors, educa-
tors and turf management professionals

. \

Warren Kronstad speaks to attendees at the recent Turf-Seed/Pure Seed Testing field day.

Inc./Pure Seed Testing Inc. Field Day in
Hubbard, Ore.

The first day featured seed yield trials
highlighting new, cool-season turfgrasses
and a presentation on endophyte. More
than 180 growers attended the trials.

Day two followed with a tour of the
105-acre research facility and view-

ryegrass, fine fescue and tall fescue
maintenance trials as well as wildflower
plantings.

The eighth annual field day will be
June 20-21.

For more details and a registration
card, call Turf-Seed at 800/247-6910. Or
write: Turf-Seed, PO. Box 250, Hubbard,

attended the recent two-day Turf-Seed

ings of Kentucky bluegrass, perennial

Ore. 97032. #

IMLER MEASURING WHEELS

The
Professionals’

r
Choice. '

REDI- / To order or
FOLDING MEASURE /for information

WHEEL

call toll free
1-800-433-1764

In Ohio call
(614) 486-9068

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

IMLER
INDUSTRIES Q) INC.

ORIGINAL
WHEEL

A New Computer System for the
Lawn and Tree Care Industry
which Provides a Competitive
Advantage where it Counts—
Marketing, Customer Service

and Production Management

Developed by

EN

L]
PRACTICAL
SOLUTIONS INC.

500 W. WILSON BRIDGE RD.
WORTHINGTON, OH 43085
(513) 323-5982

Circle 22 on reader service card

Scheduling Solutions for
the Service Industry
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ASSOCIATION NEWS

THE AMERICAN ASSOCIATION OF
Nurserymen assisted U.S. Senator Wyche
Fowler Jr., D-Ga., with writing the Mu-
nicipal and Industrial Water Conservation
Act of 1989.

Intended to respond to the water crisis
of the 1980s by making wiser use of
water resources, the bill proposes the es-
tablishment of the Office of Water Con-
servation in the Environmental Protection
Agency. The bill includes emphasis on
the water efficiency of landscaping and
vegetative cover.

The AAN’s involvement in the bill rep-
resents another step toward the recogni-
tion of the nursery industry as an advo-
cate of more cautious water use in the
United States, said Ben Bolusky, AAN's
director for government affairs.

“This legislation will send an important
message to the American people: That
landscaping is a vital way to participate in
water conservation activities, over and
above the fact that it adds beauty and
value to one’s property,” he said.

Similar legislation has been introduced
in the House of Representatives.

The Professional Lawn Care Associa-
tion of America has adopted a new pol-
icy for franchise operators and interna-
tional companies to join or renew their
PLCAA memberships.

Franchisors can join or renew by pay-
ing annual membership dues based upon
the systems-wide sales dollar volume of
the franchise while franchisees can join
or renew by paying a reduced fee, based
on the direct costs of supplying member-
ship mailings.

Any lawn maintenance company based
outside the United States will be consid-
ered eligible for a PLCAA membership
as an international member. They will be
eligible for privileges and voting rights of

FOR MORE INFORMATION...

AAN PLCAA LI

1250 1 St.. NW 1000 Johnson Ferry Rd. NE County Line Rd.

Suite 500 Suite C-135 PO. Box 108

Washington, D.C. 20005 Marietta, GA 30068-2112 Pleasant Hill, Tenn. 38578
202/789-2900 404/977-5222 615/277-3722

NTIS ILCA ISLCA

5285 Port Royal Rd. 2200 S. Main St. PO. Box 481

Springfield, Va. 22161 Lombard, Tll. 60148 Carmel, Ind. 46032
T03/487-4650 312/932-8443 317/575-9010

the regular membership, provided that all
the criteria for the regular classification
of membership has been met.

International members are eligible for a
flat rate membership fee, rather than one
based on sales volume. The policy will
allow international members to support
local or national organizations concerned
with national lawn maintenance issues
and professional development.

The Environmental Protection Agency
has developed the *‘Personal Protective
Equipment for Pesticide Applicators:
Guide to Sources.”

The guide is intended to help pesticide
applicators and those involved in training
or assisting applicators, especially state
pesticide coordinators and regulatory of-
ficials. It was developed in response to
studies showing that a lack of information
about where personal protective equip-
ment could be purchased was a con-
tributing factor to occupationally related
skin diseases.

Divided into seven sections with each
section broken down by state, the guide's
information includes: suppliers and distri-
butors, manufacturers and their sales rep-
resentatives, sources of available chemical
protective clothing and gloves by fabric
type and sources of certified respirators.

The guide costs $28.95 and can be
ordered from the National Technical In-
formation Service.

The Lawn Institute’s Board of Direc-
tors elected its executive committee at its
annual meeting held recently in Washing-
ton, D.C.

The new president is Mike Robinson,
president of Seed Research of Oregon
Inc., Corvallis, Ore. Elected vice presi-
dent was Doug Toews, product production
and advertising manager
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for International Seed Co. Inc., Halsey,
Ore. Doyle Jacklin, Jacklin Seed Co.,
Post Falls, Idaho, was re-elected secre-
tary/treasurer.

Others on the executive committee are:
Robert Peterson, R J Peterson Enter-
prises, Hillsboro, Ore.; Norman Roth-
well, Rothwell Seeds Ltd., Lindsay, On-
tario Canada; and Robert Russell, J & L
Adikes Inc., Jamaica, New York.

The Indiana State Lawn Care Associa-
tion is actively involved in a training pro-
gram for lawn maintenance applicators.

Before commercial applicators apply
turf pesticides without on-site supervi-
sion, they must obtain a registered techni-
cian license from the state chemist. To
get that, they must finish a 14-day on the
job training program supervised by a cer-
tified applicator in their company. After
that they must pass a workbook exam
related to turf pesticide applications.

The ISLCA publishes a training manual
to prepare for the exam. It covers intro-
ductory information in about a dozen
areas of lawn maintenance ranging from
grass identification to the legal obliga-
tions of pesticide applicators to calculat-
ing the size of turf areas.

The ISLCA schedules the review and
testing days throughout the state to coin-
cide with the normal fluctuations in hir-
ing in the lawn maintenance industry. Ex-
am results are available about 10 days
later and a registered technician creden-
tial is issued. The license is good for one
year.

The 29th Annual Illinois Landscape
Contractors Association Summer Field
Day recently attracted 1,550 participants.

Hosted by Kankakee Nursery, Aroma
Park, Ill., the event included 185 booths
from 146 exhibiting firms representing a
wide range of landscaping
supplies of plants, equipment,
containers, hardgoods, in-
surance and various ser-
vices.

Activities included narrated,
open-wagon tours around
Kankakee's 900-acre produc-
tion site. Tractors, hydro-
seeders, mowers and chain
saws were among products
shown at the equipment
demonstration.

Next year’s event will be
hosted by Ball Seed Co. ™
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FOCUS ON:
LANDSCAPE

LANDSCAPING FIRMS RECOGNIZED WITH BEAUTIFICATION AWARDS

Pardee & Fle;ning Landscape Design Corp. won
the Judge's Award for best residential landscape.

KOYAMA LANDSCAPING OF TEM-
ple City, Calif., received the top land-
scaping award and other landscape in-
stallation and maintenance contractors
were honored at the 33rd Annual Land-
scape Beautification Awards Banquet
hosted by the California Landscape Con-
tractors Association.

Special awards were presented to: Koy-
ama Landscaping, Temple City, which
received the. Sweepstakes Award for the
best in all categories; Tierra Verde, Ar-
cadia, was the recipient of the Excelsior
Award, recognizing the best entry by a
new member; Pardee & Fleming Land-
scape Design Corp., Malibu, received the
Judge's Award for the best residential
landscape: and Kono Landscape Service,
Los Angeles, was awarded the Presi-
dent’s Award for the best maintenance

Arboretum Landscape, Los Angeles, Calif., won the design and build award for a residence in Los Angeles.
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project overall.

In addition, Bettina Plantlife, Culver
City, was the recipient of the Colorscape
Award for best use of color; Statice Land-
scape & Design, Los Angeles, received
the Special Effects Award and the Land-
scape Lighting Award for the best use of
unique materials and the best use of light-
ing at night; and Arboretum Landscape,
Los Angeles, was awarded the design and
build award.

Other award winners for landscape in-
stallation included: Cornell & Wiskar
Landscaping, Los Angeles; Britton Land-
scaping, Pasadena; Bettina Plantlife, Cul-
ver City; multiple award winner Statice
Landscape & Design, Los Angeles; Ross-
moyne Landscaping, Glendale; Brian
Johnson Landscape, Los Angeles; Koy-
ama Landscaping, Temple City; Gar-
den View, Sierra Madre; Iwasaki Land-
scaping, Los Angeles; double award win-
ner Mariposa Landscape, South El
Monte; and L. Barrios & Associates,
Irwindale.

Toddco Landscaping Co. Inc. of Venice
was recognized for its work at the new
pavilion for Japanese Art at the Los An-
geles County Museum of Art.

In the area of special landscape instal-
lation, winners included: Cornell &
Wiskar, Los Angeles; Mariposa Land-
scape, South El Monte; and Plantique,

Inglewood.

In the field of landscape maintenance,
winners included: Mike'’s Landscaping,
Torrance; Bettina Plantlife, Culver City;
Mariposa Landscape, South El Monte;
triple winner L. Barrios & Associates, Ir-
windale; and triple winner Iwasaki Land-
scaping, Los Angeles.

Robert Sapien of Robert E. Sapien &
Associates, Culver City, was awarded the
second annual Rose Marie Head Humani-
tarian Award.

The Rose Marie Head Humanitarian
Award was created in memory of Head,
former founder and president of Four
Seasons Gardens in Compton, and past
president of the California Landscape
Contractors Association. She was the on-
ly woman to serve in that capacity in the
statewide association.

The community service recognition
award was presented to Four Seasons
Gardens for outstanding contributions to
the community in the elaborate relocation
of a 100-year-old magnolia tree trans-
planted to Secoombe Lake Park in San
Bernardino. Four Seasons Gardens do-
nated more than 50 percent of the labor
and materials in the project.

The judging panel consisted of Don
Hill, Don Hill Nurseries, Reseda; land-
scape architect Steven Ormenyi, Steven
Ormenyi & Associates, Los Angeles;
and Wally Weaver, Associated
Irrigation Consultants, Los
Angeles.

The 36-year-old Los Angel-
es/San Gabriel chapter of the
CLCA is part of a Sacramen-
to-based statewide organiza-
tion, which is also affiliated
with the National Association
of Landscape Contractors in
Washington, DC.

The association actively
promotes public awareness of
landscape contracting in addi-
tion to establishing profession-
al standards, working closely
with the state legislature and
developing continuous educa-
tion programs. Chapter Presi-
dent Robert Cornell said the
awards ceremony underscores
the dynamic activity of the
LA/SGV chapter of the CLCA
with its recognition of out-
standing achievements. 1)
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Add Chipco 26019 toyour
spray program, and you may add
anew truck toyour fleet.

The best way to build bigger profits dependable. /}gplied in a preventative pro-

into your existing customer base is to add gram, CHIPCO?® 26019 provides the kind of reli-
CHIPCO?® brand 26019 fungicide to your able disease control that eliminates
regular spray program. - customer complaints and costly call-backs.
Here’s why! CHIPCO® 26019 provides more effec- : Best of all, by upgrading your service with
tive control of more damaging diseases than any CHIPCO® 26019, you keep your current
other fungicide you can use. So, your customers ¢ & customers satisfied and build additional busi-
Sget greener, healthier, more beautiful lawns. &85 ness through word-of-mouth.

econd, CHIPCO?® 26019 delivers this broad- = S Add CHIPCO® brand 26019 fungicide to your

spectrum control for a long time—uptoa = 2sms spray schedule today, and you may just have

Ao '
full month from a silr_l{gle application. g to make room for a new truck in your fleet.
That means it fits perfectly into your u . .
regular spray schedule. CO
Third, CHIPCO® 26019 is
- Fungicide
@ RHONE-POULENC
As with any crop protection chemical, always read and follow instructions on the label. CHIPCO is a registered trademark of Rhone-Poulenc. © 1990 Rhone-Poulenc Ag Company
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FOCUS ON:
SEEDING

DEEP ROOT SYSTEMS MAKE BUFFALOGRASS ATTRACTIVE FOR TURF USE

Becausednslow-tnam\:nmmquﬁwnema buf

falograss has generally been used in the less popu-
lous Central and Great Plains regions of the country.

BUFFALOGRASS, A FINE-LEAVED
variety, is native to the Central Plains and
Great Plains — stretching from the Da-
kotas to Texas — because it does well in
alkaline soils and adapts well to other low
fertility soils. It's also resistant to cold,
heat and drought.

Advantages of buffalograss include fine-

textured leaves and excellent root systems
— much deeper than bluegrasses — that
make it attractive for lawn and turf uses.
Maintenance studies have shown that
mowing every three weeks at a 2 1/2-inch
height is good. Most seed heads form in
June so mowing is important at that time.

Buffalograss is spread by stolons, elon-
gated horizontal stems that grow above
the soil surface and root at the joint of
the stem. New shoots elongate above-
ground rather than below as with grasses
spread by rhizomes.

Disadvantages, though, are noteworthy.
Seed cost is high because the seed is born
close to the ground making the harvest
difficult and costly.

A slow establishment period of one to
three years, depending on competition,
often results because the roots grow first
before the tops develop. It has a short
growing season of about three to four
months, which is halted by the first frost.

Color is a deterrent to some people.

During dormancy, it's brown and be-
comes only a light green during its peak
growing season.

The Texoka variety can be seeded at a
rate of one pound of pure live seed per
1,000 square feet. There are about 50,000
seeds per pound of one-quarter inch
burrs. The seed is about two millimeters
in length and each burr usually has five
to six seeds. Cost varies from about
$10.50 to $11.25 per pound.

Relatively light fertilization is needed.
About one pound of nitrogen per 1,000
square feet applied annually is adequate
and two pounds at the most is needed. Ac-
tually, in many cases no nitrogen is needed.

Buffalograss is propagated by plugs,
sprigs, sod and seed.

Selections are now being made to im-
prove a number of buffalograss character-
istics,

These evaluations are taking place in
Nebraska. Texas, Colorado and New
Mexico. — The Lawn Institute L]
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Eusively -
Vours.

mm PRO LIME ==

I PELLETIZED DOLOMITIC LIME wmm
Neat Little Nuggets of Dust-Free, Quick Dissolving Lime.

Now we offer you, the professional, big savings with PRO LIME, the pelletized dolomitic lime packaged
exclusively for the lawncare industry. PRO LIME cannot be purchased by the public and must be ordered
direct from The Georgia Marble Company in truckload guantities only. PRO LIME is the same high quality
dolomitic lime used by lawncare and landscape

specialists for over a century. Now, it is pelletized c geo.-gla ma.-ble

and packaged in 50 Ib. paper bags for real savings Company

to you, the professional,
f\-'lor orde‘r)ing or more information, call collect consumer” pl'Odl.lCt sales
L/ ' 1201 roberts boulevard, buichng 100 « kennesaw, georgia 30144-3619

(404) 421-6535 [@04) a21-5500
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COVER STORY

‘““Monster Begonias’ Create
Spectacular Landscape Site

HE'S NO DR. DOOLITTLE, BUT BOB BARNES' ABIL-
ity to communicate with nature has raised the level of flower
growing to new heights — world-record heights as a matter of fact.

Barnes, the horticulturist version of the famous storybook animal
doctor, has made growing “‘monster begonias and impatiens™ a way
of life — an extremely successful one at that.

“If they're not talking to me, we're in trouble,” said Barnes of his
flowers. “But if everyone’s talking, then we're OK.”

Begonias and impatiens are almost like children to this self-named
“floral architect.”” He prepares their beds, carefully places them in
their living quarters, supervises their health and growth and knows
when to call it a season — a season which runs from late May until
the year’s first frost.

His tallest offspring have reached the lofty heights of 52 and 32
inches, respectively, for his impatiens and begonias.

The fondest greeting Barnes has for his flowers is a shake on the
head. If they respond with a clatter, similar to a crisp head of lettuce,
he knows they're doing OK, and that’s all he needs to know to keep
the flowers, his customers and himself satisfied.

Barnes started his landscape career working for his dad’s maintenance

. business. Since he's been old enough to pick up sticks and stones,
Barnes has been communing with nature.

Working with his dad through high school, Barnes learned a variety
of skills including mowing, installation and an
assortment of maintenance services, He earned
his first solo break after graduation when he was
hired as an assistant groundskeeper at the Village
in the Park apartment complex in Westlake, Ohio.
His chief responsibilities were 1o oversee the com-
plex’s tree and turf programs, but it wasn't long
before he gradually began working in his artistic
flair for growing flowers.

“They were looking for something different
and I was looking to be noticed.”” Barnes said.
His first attempt resulted in a small, but eye-
catching display. It was in his second year, how-
ever, that he started receiving the publicity which

CREATIVE ANNUALS today has put him in high demand.

Before he knew it, the word of Barnes' **flower

Headquarlers; North Ridgeville, Ohio. magic” spread quickly, particularly through his
employer, Western Reserve Property Manage-
Founded: 1983 ment Co., an owner of a number of apartment
and office complexes. He was soon on his way
Owner: Bob Barnes. to developing and maintaining flower beds on

R fin i o ; avariety of commercial and residential properties.
ana'y Services: Design, installation and Over a six-year-period, the demand for his

maintenance of begonias and impatiens. Limited flowers and masterfully designed flower beds
tree and turf maintenance. grew so large that he couldn’t maintain both his

: : groundskeeper job and his real avocation. So in
E,"!p on ees: Three during peak months. 1983, he left Western Reserve and formed Creative

1988 Sales: More than $100.000. Annuals located in North Ridgeville, Ohio.
S TR While he still does some tree and turf trouble-

shooting for Western Reserve, Barnesisn’tinthe
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business of tree and turf care for the majority of his customers. And
even though the two parted ways, Barnes remains loyal to his first
employer, installing and maintaining flower beds on several Western
Reserve properties.

Employing only two others during peak season, Barnes plants more
than 150,000 flowers in a three-week period. “We're good at it,” he
said. “With our soil, we can plant about 14 to 15 plants a minute.”

Creative Annuals now has about 10 commercial customers totaling
75 flower beds and about four residential customers. Residences don’t
fit into the company’s regular scheme unless the homeowner agrees
to give Barnes free rein over the flowers.

When planting begins at the end of May, the begonias are about
4'4 inches tall. Flower beds are generally prepared the fall before
planting so Barnes doesn’t have to worry about an excessively wet spring.

In the fall, Barnes puts down some soil and shrubs, and will even
planttulips if the customer desires spring coloring before the begonias
are installed.

Noauthentic Barnes flower bed is complete without a specially design-
ed stone wall — something which, next to the begonias, has become
a company trademark.

But the secret to his success is not his plants, installation techniques
or even his good fortune, but a soil-less mix containing a top-secret
amount of fertilizer.

Barnes uses a completely organic mix consisting mainly of leaves,
manure, grass clippings, pine needles, wood chips and a precise amount
of fertilizer, whose quantity has been developed over a two- to three-
year period.

“I'm real big on high fertilization,” he said. ““I pump them with
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One of Bob Barnes' favorite
design sites. Here he sits among
his colorful begonias at the Plaza
South office complex, Middieburg

Heights, Ohio. The property is
owned by the Flair Corp.
Photos: Mickey Jones
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alotoffertilizerand alotof water.
It makes them a lot more suscep-
tible todisease, but I keepaclose
watch on them.”

It's for this reason that Barnes
designs elevated flower beds to
give maximum drainage.

“That’s basically all itis. If you
have too much (fertilizer) it'll
burn, and not enough and nothing
will grow,” he said. “Begonias
and impatiens are organic loving
plants, whereas petunias and mar-
igolds would rather have a soil.”

Barnes’ first fertilizer treatment
comes before the plants even reach
the ground. Once the flowers are
planted, they receive adose of li-
quid fertilizer about every four
weeks.

Without revealing any top-sec-
retinformation, Barnes explain-
ed the process behind his soil-less
mix. He begins the mix with sep-
arate piles of each of his main in-
gredients. Once a year, he com-
bines them into one large mound
where they remain until spring
when the ingredients are mixed
twice and dumped in trucks for
distribution at each site.

The organic mix isthen rototill-
ed into the flower bed’s existing
soil. Every other year, Barnes
said, he has to replace all of the
dirt at every site because the or-
ganic materials rot away.

“Idid thisevery yearat Village
in the Park. After four years, the
dirt got so good; it was mostly
organic. | decided to forget the
dirt and go with the organic,” he
said. “It’s hard to grow monster
begonias indirt; the soil held too
much nutrients. In soil-less,
there's less chance of it (fertilizer)
burning because it goes through
the soil so quickly.”

A clay soil may provide the
plant with more water in the first
inch of its root zone, but the soil-
less mix promotes deep root
growth, requiring long and deep
watering, rather than frequent
watering.

“When we first plant them, we
water every otherday, butby July
1, the root system is half the size
of a basketball,” he said.

Because the soil-less mix ren-
ders the flowers more suscepti-
ble to disease, Barnes said, he
sprays the begonias and impatiens
onapreventive basis. He spreads
one application of Subdue at the
beginning of the season and fol-
lows, if needed, once every three
to four weeks with another com-
mercially available fungicide.
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Bob Barnes said his begonias have no problem develop-
ing deep roots in his organic soil-less mix. All his begonia
beds, like this one at Westgate Mall, Fairview Park, Ohio,
are irrigated. Barnes said the begonias thrive on long
and deep waterings, rather than frequent, short waterings.
The property is owned by Jacobs, Visconsi & Jacobs Co.

“Disease can wipe out the
flowers in six days. When flow-
ersare two-feet-high, you can get
stem rot, the flowers will then fall
over and die,”" he said.

Unlike diseases, Barnes said,
he has few insect problems with
begonias and impatiens.

Despite a few fungus problems
and learning to control fertilizer
applications through trial and er-
ror, Barnes said, he has never real-
ly experienced a bad season. In
fact, while the Drought of 1988
was a nightmare to many land-
scape contractors, it was a boon
to Barnes.

“It probably was our best year
because begonias love hot weath-
er, but we had to make sure they
had plenty of water,” he said.
“Some tiny beds without irriga-
tion died.”

Barnes has set world records
for the height of his begonias and
impatiens, but prefers to keep
them in check, averaging 24 to

Photo: Mickey Jones

30inches high. Atthis height, the
flowers can better withstand
rainstorms without falling over.

Rather than grow flowers him-
self, Barnes buysall of his flowers
from a local nursery. At the cur-
rent maturity level of the com-
pany, Barnes said, he would rather
buy the flowers than add a com-
pletely different set of problems
to his business.

“When I'm selling $1 million,
then I'll have a flower range of
my own,” he said.

The cost of the flowers are add-
ed into the customers’ fee, a
charge which includes a main-
tenance fee covering April 15 to
Nov. 15.

Creative Annuals is only clos-
ed down about 2% months out of
the year. From new bed proposals
in March to pulling out flowers
in November, the company keeps
busy, In the off-season, Barnes
and his brother, Richard, own a
logging business. Richard is also

one of the three mainstays at
Creative Annuals.

Barnes has achieved alot of suc-
cess from his organic mix —
almost too much in some cases
as his good fortune with flowers
spills over into luck with weeds.

“It’s an unbelievable job to
weed. The weeds come up like
grass,” he said. “In the beginn-
ing we weed twice a week, but
as they (flowers) grow, we weed
once a week — we don't jerk the
flowers around looking for weeds,
we just pull the weeds in sight.”

While it takes nearly the im-
possible to stay ahead of weeds
75 flower beds can create, Barnes
said, he hasn’t yet experimented
with any of the industry’s com-
mercially available herbicides
choosing, instead, to keep first-
hand contact with the weeds at
this stage of the game.

Appropriately, it remains a
secret as to whether Barnes will
market his soil-less mix. He said
he would never make it available
in large quantities to landscape
contractors in order to maintain
his company’s creativeness and
uniqueness. He has considered,
however, possibly marketing itin
small doses.

Barnes goal isto plant one mil-
lion flowers in one season and
have them look as good as if he
had planted two. He estimates it'll
take five to 10 years and 30 em-
ployees to get there, but for now
he's happy where he's at. He'd
reach that goal a lot sooner if he
gave into the tremendous demand
for his services but, Barnes said,
that would defeat the purpose of
his company’s creativeness.

“Ourcompany remains true to
ourclients. Although we've been
asked, we won't work for (our cus-
tomers’) competitors, we'd just be
cutting our own throat,” he said.

Barnes takes pride in the fact
that Creative Annuals isn't just
any flower company. He prefers
to refer to it as a monster begonia
company.

“I've made a business out of
begonias and impatiens and that's
whereIplantostay,” Barnes said.
Andifacustomertriestotalk him
into experimenting with new
varieties, “*We'll consider it only
if a customer asks us to, and then
we'll talk them out of it.”” — Cin-
dy Code o

The author is Editor of Lawn &
Landscape Maintenance maga-
zine.
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For Precise, Non-Stop Application Over Any lerrain...

Hit "1 ' he Switch, And

BOOM!

Now, tackle all your
tough spraying jobs from
a new angle. An all new
boom for both the Hahn
Multi-Pro 418 and Maxi-Pro
435 features independent
electric controls to raise
and lower boom extensions
with a flip of a switch.

Without leaving the
operator’s position, adjust
boom height to follow the
terrain or avoid obstacles.

Raise boom to vertical position automatically,
to avoid obstacles.

Optional electric reel
carries 150 feet of hose
for added flexibility.
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Boom extensions raise independently to any
angle for convenient, non-stop operation,
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Optional pivoting feature absorbs shock to
help minimize boom “‘bounce."

Maintain proper boom height even in the most
severe situations.

And our new boom will
retro-fit all Hahn work
vehicles previously
produced.

Accuracy, efficiency, and
convenience from Hahn, the
leaders in application
equipment.

FMHahn

TURF PRODUCTS DIVISION
1625 N. Garvin Street, Evansville, Indiana 47711-4596
Call Toll Free (800) 457-HAHN
In Indiana (812) 428-2020 Telex 27-8429
FAX (812) 428-2049

Circle 1 on reader service card

Booms fold forward manually for low clearance
and compact storage.




CONVENTION PREVIEW

Exclusive Trade Show Hours
Highlight PLLCAA’s Anniversary

HE PROFESSIONAL

Lawn Care Association of
America celebrates the 10th an-
niversary of its annual conference
and trade show in Las Vegas,
Nev., Nov. 6-9.

Last year's show in New Or-
leans, La., attracted 185 exhi-
bitors and 1,301 attendees. More
than 180 exhibitors and about
1,500 attendees are expected at
this year’s show.

Exhibit hours during the trade
show have been cut back some-
what, but will all be exclusive
hours, not competing with educa-
tional sessions for attendees’ time.
Trade show hours this year run
from 10:30a.m. to 3:30 p.m. both
Tuesday and Wednesday for atotal
of 10 hours, down from 14 last
year. i

The reduction was made be-
cause some of the feedback from
attendees and exhibitors at last
year's New Orleans show said
there were too many hours and
too many things going onatonce,
said Jim Brooks, PLCAA execu-
tive director.

“We'll see how things go this
year,” he said. “We'll see if they
like it or if they don't.”

Running a trade show without
having educational sessions sched-
uled for the same time should make
for abetter show, said Mike Pack-
er, vice president of sales for Bun-

ton Co., Louisville, Ky.

“You can’t run a trade show
while a lot of people are at the
educational sessions.” he said.
“There’s no use having display
people standing around twiddl-
ing their thumbs because there’s
nobody coming by the booths.”

Bob Brophy, manager/lawn
care product sales for Cushman,
Lincoln, Neb., said the reduced
hours will benefit exhibitors.

“With the shorter hours, visi-
tors will have to make a concen-
trated decision about what they
wanttosee,” said Brophy, amem-
ber of the show’s planning com-
mittee. “They'll have to see what
they really want and need. So the
exhibitors will be talking to peo-
ple who are directly interested in
their products instead of friends
just stopping by to chat.”

Rather than a keynote address,
Brooks said, he is planning a
multi-media presentation Mon-
day afternoon that will highlight
theassociation’s past, present and
future. He hadn’t put the presen-
tation together yet, but said it will
present the history of lawn
maintenance and issues the in-
dustry may expect to face.

QUTDOOR DEMO. Back for a
fifth year is the outdoor equip-
ment demonstration which will
be held from 9:30 a.m. to 1:30

A GLIMPSE INSIDE PLCAA:

p.m. Thursday at Cashman Field
Center.

About 30 companies will have
theirequipment exhibited. Shut-
tle buses will run from Caesar's
Palace, about three miles away.

Outdoor exhibitors include: B
& W Sales, Billy Goat, Bunton,
C & S Turf Care, Classen,
Cushman, Demaco, Encap Pro-
ducts/H.D. Hudson, Exmark,
Gravely, Grazer division of M &
W Gear, Hahn, Jacobsendivision
of Textron, Kwik Trench Ditch
Digger. Lawn-Boy, LESCO, Min-
nesota Wanner, Monsanto, North
American Micron, Olathe, Per-
ma-Green Supreme, Professional
Tree & Turf Equipment, Promark
Products, Salsco, Smithco/Na-
tional Mower/Turfco, Walkerand
Westheffer.

Changes to the demonstration
this year include a barbecue lunch
and the demo’s timing. The dem-
onstration is not the last schedul-
ed event of the conference as it
has been in past years, said Doug
Moody, PLCAA’s deputy execu-
tive director.

By scheduling an educational
session after the demonstration,
attendees are being encouraged
to stick around that evening to take
some time to enjoy the entertain-
ment Las Vegas has to offer.

“With Vegas being so far west
and the travel times being what

What: Professional Lawn Care Association of America 10th Anniversary Conference

and Show.

When: Monday Nov. 6 to Thursday Nov. 9.
Where: Cashman Field Center and Caesar's Palace Hotel, Las Vegas, Nev.
Exhibitors: 142 registered as of early September.

Next year’s show: PLCAA will join with ALCA and PGMS to host the Green In-
dustry Exposition, Nashville, Tenn.

they are, we thought it'd be good
to end in the afternoon in hopes
that most people will spend the
evening and fly out on Friday
morning,” Moody said.

Moody said the demonstra-
tion has gotten a good turnout in
the past and he expects that to re-
main true this year.

“It’s always been a good draw.”
he said. “People seem to enjoy
crawling around on the equipment
and putting it to the test.”

If past years are indicative of
the interest in the demonstration,
even inclement weather won't
keep people away. In the past. at-
tendees have dealt withanimpen-
ding hurricane in Tampa, 20-de-
gree temperatures in Baltimore
and thunderstorms in San Anton-
10. Only last year, did the weather
cooperate fully in New Orleans.

Moody said he expects about
600 to 800 people to take advan-
tage of the demonstration.

SILENT AUCTION. Returning
forasecond year isthe silentauc-
tion designed to raise money for
PLCAA’s issues management
fund. Introduced last year, the
auction raised $22.000. It's ex-
pected to raise $50,000 this year,
Brooks said.,

The silent auction allows at-
tendees to bid for a product, ser-
vice or piece of equipment from
an exhibiting company. The auc-
tion is silent because bid boards
are located at participating com-
panies’ booths. At the end of the
trade show, the highest bidder
becomes the buyer for the donated
product. A major benefit to ex-
hibitors is increased booth traf-
fic, Brooks said.

All involved benefit from the
auction, Besides the increased
booth traffic, exhibitors are able
to support the association’s issues
management program without
making an outright cash contri-
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bution

Funds from the issues manage-
ment program will support the
association’s increased concen-
tration on local, state and federal
regulatory and legislative issues.

Jarticipating companies can
also write off the donated product
or service as an advertising, pro-
motion or trade show expense —
all acceptable to the Internal Rev-
enue Service as ordinary business
expense deductions

Bidders can receive the pro-
ductsorservicesthey need most,
often at a discounted price, de-
pending on how competitive the
bidding becomes.

EARLYBIRD WORKSHOPS. Be-
fore the trade show opens, two
special 2 1/2-day management
training seminars will be held
Saturday and Sunday, continuing
Monday morning.

“Recruiting and Hiring,” pre-
sented by Denis Liggins, Employ-
ment Insights, isdesignedto help
managers create an action plan for
hiring employees. It will include
information on how to attract
quality employees and where to
find them.

In addition to offering ways to
improve 4 manager’s interview-
ing. screening and advertising for

jobs, Liggins will cover strategies
for manpower planning in a sea
sonal business.

Lawrence Kokkelenberg re-
turns to the PLCAA show to pre-
sent the second preconference
seminar, ‘““Training the Trainer.”
Barry Troutman, PLCAA's edu-
cation director, called Kokkelen-
berg a “consummate trainer.” The
sessions will include information
and tips on how to make company
training programs more effective
and creative. Also included will
be information on how adults
learn and process information.

Monday's session will have
each participant perform a train-
ing session which will be evalu-
ated by the other participants and
videotaped to take home.

Monday's Earlybird Work-
shops are scheduled for 8:30a.m
to 1l a.m. and again from | p.m.
10 2:30 p.m

LAWN & LANDSCAPE MAINTENANCE * OCTOBER 1989

EDUCATIONAL TRACKS. Edu-
cational sessions throughout the
conference will follow the popular
three-track programming.

In the business track, schedul-
ed sessions include: *Considera-
tions for Full Maintenance™ with
Phil Christian, All Green Man-
agement Association, discussing
how lawn maintenance com-
panies should evaluate the benefits
and expenses of moving in that
direction

Other sessions will tackle how
individuals can develop a career
path for themselves and a dicus-
sionabout drug and alcohol abuse
agreements.

Liggins also returns for a ses-
sion on employee evaluations.

In the water management track,
sessions include: Larry Keesen,
an independent consultant, dis-
cussing “Spotting and Correcting
Irrigation Problems' and “Drip

Exhibitors demonstrate equipment
at last year's outdoor demo (above
and far left). An exhibitor describes
his products to show attendees (left).

Irrigation of Landscapes.” Linn
Mills, Nevada Extension Service,
will be the speaker for *“Water Ef-
ficient Plant Materials.” He will
provide information about what
types of plants are best for each
region of the country. “Overview
of Water Availability™ presented
by Jay Lehr, National Water Well
Association, will round out the
track.

The pesticide training track will
include six presentations. “*Mak-
ing Effective Applications” will
be covered by Jeff Lefton, Pur-
due University. “Considerations
for Calibration™ will feature Dave
Hanson of Environmental Care
Inc. A discussion of how regular
maintenance such as mowing and
fertilizing can cut down on the
need for pesticide applications
will be given by John Hall from
the Virginia Polytechnic Insti-
tute.

Martin Petrovic, Cornell Uni-
versity, will present “*Protecting
Groundwater from Pesticides.”
Roger Funk, Davey Tree Expert
Co., will be the speaker for
“Where We Are in Biological
Controls.” Harry Niemczyk will
present “Injection of Insecticides.”

At press time, at least 20 states
will allow attendance at these ses-
sions to apply toward pesticide ap-
plication recertification, Trout-
man said. He's hoping that by
show time that number will have
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PLANNING STRATEGIES TO GAIN THE MOST FROM TRADE SHOWS

MORE THAN 41 MILLION PEOPLE ATTENDED 2,700 OF
the largest trade shows in 1987, with exhibitors spending nearly
$11 billion and attendees $12 billion just to meet with one
another. However, many attendees waste valuable time and
money by arriving at these shows unprepared.
Stanplamm\gyouranmdanoemwgymdaysmadmwe,nf

risen to at least 30 states.

The show begins Tuesday and
Wednesday at 7:30 a.m. with the
New Product Expo where dis-
tributors will have about three to
five minutes to show slides and
explaintheir lastest products. It's
a way for exhibitors to highlight
what they have displayed during
the show. Troutman said.

Later in the morning a general
session featuring Al Calibria,
Quigley and Associates, will
highlight how todevelop a vision
for your business. Quigley has
helped large corporations with
strategic planning and will show
how itisalsoimportant for smaller
companies.

“Everybody needs a vision for
their business.” Troutman said.
“Without it you can't do good

planning. Al has a lot of know-
ledge and experience to share.”

Wednesday's morning sessions
will tackle issues in-depth. The
tracks will be government and
health, people and water and
technology.

In the people track, Judy La-
nier, Softel Systems, will share
the results of a recent survey she
performed which questioned 200
lawn maintenance companies
about characteristics their top per-
formers possess.

Don Aslet, CEO of Aslet-
Browning Inc., will share his
ideas and theories of how to de-
velopemployee self-esteem in ad-
dition to motivating and retain-
ing workers. At the helm of an
industrial cleaning company.
Troutman called him the “*nation’s

possible. Write down any ideas you may have and be open to

input from your co-workers.

Once you're walking down one of those crowded aisles,
avoid the tendency to overload yourself with brochures. Talk to
exhibitors instead, and take a lot of notes.

Finally, know what to ask.

top janitor.” He added that Aslet
has tackled these issues success-
fully inanonglamorous business
and can apply his experiences to
the lawn and landscape mainte-
nance industry.

The government and health
track will include the latest infor-
mationand regulations regarding
the laundering of uniforms, De-
partment of Transportation and
nonpesticide regulations. An af-
ternoon session will cover the
hazards and benefits of pesticides.
Speakers will be John Law, Chem
Lawn; Richard Lehr; Arty Wil-
liams, EPA Field Services: Chris
Wilkinson, Riskfocus Versur
Inc.: and Paul Skorupa, Pesticide
Public Policy Foundation.

Topics inthe water and techno-
logy track will be the public rela-

tions of water regulations and pro-
tecting groundwater at ware-
houses. Featured speakers will
be: Jay Lehr; Perry Petersen,
Terra International Inc.; Glenn
Patch, North American Micron.
Also included will be a discus-
sion of recycling by three lawn
maintenance operators who have
faced municipality enforced re-
cycling ordinances.

The general session Wednes-
day after the outdoor demo will
bring back Caliglia to demon-
strate how todevelop action plans
for addressing the issues and pro-
blems discussed throughout the
show. — David Westrick £

The author is Assistant Editor of
Lawn and Landscape Mainte-
nance magazine,

A. 2-200 poly tanks.

diaphram pumps.

OLDHAM CHEMICALS
COMPANY INC.,

OLDHAM’S LAWN UNIT

B. 2-300 ft. x 1/2 in. PVC hose on a electrical reel-Gun
that pulls off passenger side of truck.

C. 2-5 HP Honda engines connected to 2- D 30 Hypro
D. Mounted on a metal frame with many options.

Call for details
800-888-5502
901-794-0084
Or write: PO. Box 18358
Memphis, TN 38118

“EVERYTHING FOR THE PEST CONTROL INDUSTRY"
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When Rick Steinau moved up
to the performance of
TURFLON, his customers
gave him a big thumbs-up.

-

-

o

“TURFLON" herbicides
give us about 95%
control of problem
weeds. The standard
three-way products
give control in the
80-85% range’—

Rick Steinau, president
Greenlon Lawn Care Services
Cincinnati, OH

In the lawn care business, you
know that exceptional perfor-
mance reduces callbacks and
cancellations—and costs less

in the long run.

Less callbacks.

“We started using TURFLON
three years ago,’ explains Rick
Steinau. “TURFLON simply does
a better job on the hard-to-
control weeds like spurge, oxalis,
ground ivy and wild violets.
These are the problem weeds
that customers usually complain
about most. With TURFLON,
we've seen a 25% reduction in
weed-related callbacks and a
15% drop in cancellations”
More savings.

“We are definitely saving money
by using a premium herbicide;’
continues Rick. “We know that
a treatment with TURFLON costs
about 50¢ more per lawn than
a standard three-way herbicide,
but we actually realize a 30%
savings in our herbicide program”
Rick Steinau knows that the
performance of TURFLON herbi-
cide has made a big, big dif-
ference in his business. Just
think what it can do for yours.
Call us to find out more. 1-800-
373-2DOW (2369).

Move up to TURFLON

Circle 5 on reader service card




CONVENTION PREVIEW

Gaining the ‘“Winner’s
Edge’’ Theme of 4th Green Team

WHILE IT WON'T
reach the lofty goal of

doubling in size from last year,
the 1989 Green Team Conference
and Trade Show at the Cervantes
Convention Center, St. Louis,
Mo., Nov. 9-12, will provide at-

tendees with a wide range of

educational sessions and close to
90 exhibitors.

This is the fourth and last Green
Team show sponsored in tandem
by the Professional Grounds Man-
agement Society and the Asso-

ciated Landscape Contractors of

America. The groups reached an
agreement in August with the Pro-
fessional Lawn Care Association
of Americato combine efforts for
one trade show next year.

This year's 13,000-square-feet
of floor space is up just slightly
from last year, but less than what
was anticipated for the trade show,
said Allan Shulder, executive di-
rectorof the Professional Grounds
Management Society.

This 1s mainly because atten-
dance hasn't escalated much inthe
four years since the show was in-
troduced. Shulder said three other
major industry trade shows that
take place in November vie for
many of the same exhibitors.

“It'sahorrendousthing. There
are just too many shows inathree-
week period,” he said. “There’s
a lotof competition for exhibitors.
The irrigation show costus about

Attendees talk to exhibitors and view products at the trade show.

six exhibitors.”

To make the show more attrac-
tive, last year was the first time
it ran through a weekend rather
than all weekdays.

“The jury’s still outonthat, but
we thought it was a good idea,”
Shulder said. “This way people
aren’t away from the office as
many business days.”

But Shulder was quick to point
out that most of the expected 500
people attending the show will be
managers from large facilities
suchas universities and parks who
are buyers, which will make the

show worthwhile for the exhibi-
tors.

Both Friday and Saturday will
start with the Breakfast of Cham-
pions introduced last year.
Shulder said the event was well
received and will be included as
part of each attendee’s registra-
tion. Last year an additional
charge was required to partici-
pate.

Each 90-minute breakfast pro-
vides an opportunity for parti-
cipants to share ideas and talk

about problems in a series of

round table discussions.

A GLIMPSE INSIDE GREEN TEAM:

What: 1989 Green Team Conference and Trade Show
When: Thursday Nov. 9 to Sunday Nov. 12

Where: Cervantes Convention Center, St. Louis, Mo. and the St. Louis Sheraton Hotel.
Exhibitors: About 90 expected.

Next year: Nashville, Tenn. To be combined with the Professional Lawn Care Asso-
ciation of America trade show.

Topics to be included are: re-
cruiting, screening, hiring and
motivating employees; branching
out; keeping customers happy;
identifying trends for the future
of landscape management; train-
ing field personnel; marketing
landscape management services;
selling additional services; and
equipment purchasing and main-
tenance.

Thetrade show hoursare 2 p.m.
to 7 p.m. Saturday and 9 a.m. to
2:30 p.m. Sunday. Of the 86 ex-
hibitors at the 1988 show, about
one-third were equipment manu-
facturers, less than one-third were
chemical manufacturers, about
eight were nursery wholesalers
while parts and supply companies
made up the balance. Shulder said
the percentages should be about
the same this year.

KEYNOTE ADDRESS. The key-
note address on Friday night will
be “The Winners Edge and the
Goal Mind" given by Dayna
Waitley, who was nominated by
the President’s Council as woman
ofthe year for 1985. She has adoc-
torate in psychology from the
University of California at San
Diego.

Not much information on
Waitley's speech was available at
press time — only that she will
discuss how to developcritical at-
titudes for the 2lst century.

EDUCATIONAL SEMINARS.
Educational seminars are sched-
uled three per time slot so the at-
tendees’ varied interests and con-
cerns are addressed without large
gaps of time between seminars
they want to attend.

All of Friday's events will take
place in the St. Louis Sheraton.
Scheduled seminars include:

*“How to Save Money on In-
surance” presented by Tom Gar-

(continued on page 28)
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For the costof a candybar
Bob Kapp made the
sweet move up toTURFLON.

“Our customers expect
and demand quality
—and we deliver.

If it costs an extra
50¢ a lawn to keer
customers, it's well
worth it"—

Bob Kapp, President and CEO
Kapp'’s Green Lawn
Munster, IN

How much is customer satis-
faction worth? For Bob Kapp
of Kapp's Green Lawn, it's worth
the performance difference that
TURFLON" herbicide can provide.
What price customer
satisfaction?
“We switched to TURFLON two
years ago because we weren't
pleased with our previous her-
bicide;" says Bob Kapp. “Cost
has never been a deciding factor
in the products we use. The extra
50¢ per lawn for a treatment
with TURFLON herbicide doesn't
make a bit of difference. In this
day and age, you simply have
to retain customers—it costs
too much money and time to
replace them”’
Its rewards.
“TURFLON did a much better
job, particularly on our problem
weeds like wild violets, ground
ivy and spurge;’ Bob continues.
“Since switching to TURFLON,
we've reduced our weed related
callbacks and service cancella-
tions by 50% from a year ago"
With performance like that,
you'll be able to add some sweet-
ness to your bottom line. Call
us to find out more. 1-800-
3-2DOW (2369).

Move up to TURFLON

Circle 6 on reader service card



Green Team
(continued from page 26)

ber, president, Colorado Land-
scape Enterprises Inc.: Gary
Borgman, vice president of fi-
nance, Clarence Davids & Sons;
Charles Glossop, Green Masters
Industries Inc.; Brian Janek of
Day, Webband Tayler; and Marla
Rabritch, CNA Insurance Cos.

*“Multipurpose Functions of
Hydroseeding" presented by Don
Sharp, Finn Corp.; Norman Gray,
Transit Seeding Inc.; and Joe
Carpenter, Landmasters Inc.

*“Trees — Energy Systems,
Phenology™ delivered by Alex
Shigo, considered to be one of the
foremost authorities on trees in
the world. During 30 years of
working as anarborist researcher,
he has studied thousands of trees
worldwide. Because of his efforts,
a new tree biology based on de-
velopments relative to microbial
succession, compartmentaliza-
tion and genetics has emerged.

**“Plants Old and New — An
Examination” featuring Robert
Bowden, Missouri Botanical Gar-
dens.

*“Developing a Corporate
Identification’ headed by Alan
Hanson, Bellwether Communi-
cations.

*“Sales and Contract Techni-
ques for Design/Build” presented
by Rick Doesburg, Thornton
Landscape Inc.; and Joe Skelton,
Lifescapes Inc.

Friday's sessions will close
with a 90-minute **Workshop for
Solving Tree Problems” showcas-
ing Shigo's expertise on the topic.

Saturday’s events are schedul-
ed for the Cervantes Convention
Center. Seminars include:

*“Large Tree Transplanting
and Moving" with Tom Kessler,
Otto Damgaard Sons Inc.; Kip
Lankenau, Lankenau-Damgaard
& Associates Inc.

*"Discipline Works Wonders"
presented by Phyllis Jackson and
Greg Pacini, human resource
specialists in the education de-
partment at the Jewish Hospital
of St. Louis.

*“Creative Landscape Designs
forthe *90s" featuring Ken Miller,
president, Horticultural Con-
sultants. Miller formed his firm
in 1982 and offers services in

specialty design, plant research,
landscape management and pro-
fessional landscape training. The
firm has reached more than 9,000
professional and amateur garden-
€rs, property managers, owners
and designers.

*“Concrete Paving and In-
stallation Details’ presented by
Jim Bowman, Bowman Con-
struction Co.

“Grounds Management Over
the Next 10 Years™ with speakers
John Michalko, Case Western Re-
serve University; Jeff Bourne,
Howard County Parks and Rec-
reation; Thomas Smith, Spring
Grove Cemetery & Arboretum;
and Robert Berry, Lancaster
Landscapes Inc.

*“Recruiting and Retaining
Issues™ by Peggy Simonsen, di-
rector, Career Directions Inc.,
Rolling Meadows, Ill. A human
resources development specialist,
she consults with organizations
to develop human resources pro-
grams and provides on-site train-
ing for businesses and organiza-
tions.

An all-day session will be “A
Look at the ALCA Operating

® LOW CENTER OF
GRAVITY

® SELF-PROPELLED -
QUIET RUNNING

® STRAIGHT UP-AND-
DOWN MOTION FOR
BETTER PENETRATION

® EASY MANEUVERING
e LOW MAINTENANCE

CORE AERATORS

® ROLLER BEARINGS - \»
CASE HARDENED SHAFT 25
 THREE MODELS: ¥ e
pst ush
Model 400 Model 500 Model 600 Lo Ay
24,000 sq. ft./hr. 26,000 sq. ft./hr. 36,000 sq. ft./hr. i 0o
pos® g 1%
“.“““.\‘\ St 11
1600 W Ton 910 oy
Classen Mfg. Inc. AT
rret 3
1403 Pine Industrial Road * Norfolk, NE 68701 1o e 1%

Cost Study™ presided over by
Frank Ross. The seminar requires
preregistration for materials.

Ross, co-founder of Ross-Payne
Associates, Barrington, 1L, is
certified by the Institute of
Management Consultants and
listed in Who's Who in Finance
and Industry. He is respected as
an astute construction economist
and financial adviser known for
his innovative techniques for
financial modeling and informa-
tion system design.

CLOSING SESSION. Sunday’s
closing session will have Thomas
Hoogheem, manager for en-
vironmental concerns at Monsan-
to, speaking on *“Environmental
Issues of the Future.”

Ron Kujawa, ALCA president,
said the Green Team conference’s
strength is the education portion.

*“We have a wide appeal in our
educational seminars,” he said.
“We pay a lot of attention to the
business, technical, construction
and maintenance segments of the
industry. There's something there
for everybody.”

(continued on page 67)

Ph.402/371-2294
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When Tim Doppel moved up
to TURFLON, his bottom line
followed.

“The first year we used
TURFLON, we realized
a $1,200 savings on
service call costs!—

Tim Doppel, president
Atwood Lawncare, Inc.
Sterling Heights, Ml

Keeping a lid on expenses be-
comes more and more important
as your business continues to
grow. Do things right, and pro-
fits will rise while the cost of
servicing each new customer
falls. If that's the kind of lawn
care firm you want to run,
maybe it's time you moved

up to TURFLON® herbicide.
When more is less.

“Even though the product costs
more, I still end up saving money
by using TURFLON' explains
Tim Doppel. And he has three
years' worth of documented
results to prove it pays to
broadcast spray TURFLON

at about $9.50 per acre. “The
first and foremost advantage
of using TURFLON is its effec
tiveness. It works!'

Reducing callbacks and
cancellations is the key.

“The first year we used TURFLON,
we had a 20 percent reduction
in callbacks and that has held
steady over the years,' Tim
says. “We've also seen an in-
crease in customer retention in
the three years we've been using
TURFLON."

And using TURFLON has one
more advantage, Tim adds. It's
the reason he’s been able to
reduce callbacks and cancel-
lations: “My customers are
happier”'

Isn't it time you moved up to a
better herbicide for better weed
control? Call us to find out more,
1-800-373-4DOW (4369).

Move up to TURFLON
DOw_
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CONVENTION PREVIEW

Water Conservation
Concerns Fuel Interest in 1A

HE IRRIGATION AS-

sociation will celebrate 40
years of service Nov. 12-15 at its
10th annual International Irriga-
tion Exposition and Technical
Conference, Anaheim, Calif.

More than 300 exhibitors will
display their wares for anexpected
4,000 attendees.

About halfof the exhibitors will
be from the turf industry, while
the other half will be represent-
ing irrigation interests in agri-
culture.

Although not the original focus
of the IA, the turf segment of the
show has grown rapidly in recent
years, said Mark Williams, [A’s
communications director.

“It has grown dramatically in
the last several years.” he said.
“The association was originally
founded for agriculture, butas turf
(contractors) became more in-
terested (in irrigation) we began
tailoring for that segment.”

Concerns about water conser-
vation are fueling the turf in-
dustry’s interest in irrigation, he
added.

In fact, water conservation will
be the topic of several educational
seminars throughout the four-day
show.

For the technical conferences,
15 speakers will be addressing
topics from management to the
latest developments in turf and
lawn irrigation.

SHORT COURSES. Four special
short courses will be held Satur-
day and Sunday prior to the ex-
position’sopening. These are de-
signed to improve professional ex-
pertise and contribute to the pre-
paration for IA certification pro-
grams.

The sessions, which will be held
in the Anaheim Marriott, include:

***Landscape Contracting and
Installation™ covering trends and
practices along with trouble-
shooting inthe areas of electrical
and hydraulic problems.

*“Designer Preparation” deal-
ing with pressure controls, air
vents, pipe sizing strategies, de-
signing for uniformity and other
designing tips.

o“Water Management” will
cover preparing to perform site
inspections, evaluating irriga-
tion systems and developing effi-
cientirrigation systemsonacom-
puter.

*“Landscape Irrigation Sys-
tems Operation/Maintenance,”
geared toward parks and recrea-
tion superintendents, will include
presentations on components and
technology, irrigation system
design, system maintenance and
irrigation scheduling.

The exhibit opens at 4 p.m.
Sunday in the Southwest Hall of
the convention center and is fol-
lowed at 8:30 p.m. by a reception
for exhibitors at the Marriott.

A GLIMPSE INSIDE IA:

KEYNOTE ADDRESS. Monday's
sessionbegins at 10a.m. withthe
keynote address delivered by
David Kennedy, director of the
California Department of Water
Resources. Kennedy has been at
his current post since 1983. Before
that he was general manager of
the Metropolitan Water District
in southern California. In the
1960s he was an engineer with
the Department of Water Re-
sources.

The California Department of
Water Resources will present two
days of technical sessions cover-
ing recent developments in turf
and landscape irrigation.

Monday’s session, moderated
by the DWR's Marsha Prillwitz,
will concentrate on the tools
available for surviving dry times,
Information about the water
management program, Xeriscap-
ing, residential water audits and
landscape ordinances will be in-
cluded in the presentation.

Speakers will include Gary
Kah, president, Agtech Asso-
ciates Inc. and a Green Industry
Council representative.

Topics and speakers for Tues-
day’s session include: **Xeriscape
and the Irrigation Industry™ by
Bruce Adams, president, Na-
tional Xeriscape Council Inc.;
“Urban Landscape Water Man-
agement” with Gary Robinette,
alandscape architecture director;

What: 1rrigation Association’s 1989 International Irrigation Exposition and Technical

Conference.

When: Sunday Nov. 12 to Wednesday Nov 15.
Where: Convention Center, Anaheim, Calif.
Exhibitors: More than 300 expected.

Next year’s show: Phoenix, Ariz.

30

“CADD Design of Landscape Ir-
rigation Systems” and *‘Land-
scape Irrigation with Effluent
Water” presented by Stephen
Smith and Robert Beccard of
Aqua Engineering; and “‘Water
Saving Micro-Irrigation Solu-
tions for Urban Landscapes’ de-
livered by Bob Galbreath, owner,
Drip Irrigation Specialties.

MANAGEMENT SEMINARS.
Two comprehensive management
seminars are scheduled for Tues-
day and Wednesday. The first will
have Robert Franciose, manager
of marketing for development of
wholesale services industry at
IBM, discussing ** Using Techno-
logy to Gain Competitive Advan-
tage” and Ingrid Gudenas, presi-
dent, Applied Scholastics Inc.,
covering “Communicating Effec-
tively Under Stress.”

The second management semi-
nar will feature Bruce Merrifield,
Merrifield Consulting Group.
discussing “Marketing Strategies
fora Glut Economy" and **Mak-
ing Perfect Service Happen."

AUCTION. The highlight of a
40th birthday party planned for
Monday night will be the auction
of a rare piece of kaleidoscope art
“Irribundance 40™ dedicated to
irrigation. Theartwork colorful-
ly depicts irrigation’s finest —
from agriculture to landscap-
ing.

The piece was crafted by Betty
Tribe, wife of Glenn Tribe, [As
president-elect. Kaleidoscope art
consists of a progression of
geometric patterns that look the
same at any angle, as in a kal-
eidoscope.

Money raised from the auction
of the original and 200 limited
signed and numbered prints of Ir-
ribundance 40 will go to [A's
Water Conservation Develop-
ment, ]
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Olathe sLIT SEEDERS & AERATORS

IMPROVING TURF AREAS WITH THE MOST
DEPENDABLE THATCHING, SEEDING &
AERATING EQUIP

kX

You've been using Olathe designed Aerators and Seeders for over 25 years, but we
never stop trying to improve our units for your work. Olathe offers the full package
for your needs, like the Model 84 SlitSeeder with 18 hp engine for heavy duty
renovation jobs. The Model 85 5hp Seed ‘N Thatch for spot seeding and thatching
jobs, or the Model 88 3hp walk behind Plugger with new plug ejector tines. Find
out what thousands of users know..."Profit with Olathe Products’”

Write or call your local Olathe/Toro dealer for free demo or call 1-800-255-6438.

OLATHE MANUFACTURING, INC. 800-255-6438 NP
100 INDUSTRIAL PARKWAY, INDUSTRIAL AIRPORT, KANSAS 66031 ~ FAX: 913-764-1473  913-782-439%6 |7
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PREVENTIVE ST RATEGIES

Avoiding Freezing,
Crystallization in Spray Rigs

A FUNDAMENTAL
principle in urban pest
control is the need to apply pes-
ticides to target sites: locations
where they will be highly effi-
cacious with noadverse effecton
nontarget organisms and the
environment.

To accomplish this, chemical
and equipment manufacturers
have supplied our industry with
a wide variety of pesticide for-
mulations and application equip-
ment to satisfy the specialized
needs of lawn maintenance and
horticultural integrated pest man-
agement specialists.

Dusts, granulars, aerosols,
emulsifiable concentrates, wet-
table powders, microencapsula-
tions, etc., are all designed for use
under specific environmental
conditions, on various substrates
(surfaces), directed toward the
unique biological and physical
features of the target pest, and any
specialized requirements the
customer may have.

There doesn't seem to be any
one perfect formulation that is
right for all situations. However,
most insect control problems (but
certainly not all) can be solved
witheitheradry ora wet pesticide
formulation (Table 1) used as a
tool within the context of urban
IPM.

With today’s modern techno-
logy there are many superior wet
formulations from which to
choose. Historically, though, the
most commonly used *“wet" for-
mulations are those designed to
be dissolved in water (i.e. wet-
table powders and emulsifiable
concentrates). As far asour needs
inthe urbanenvironmentare con-
cerned, water-based formulations
are a double-edged sword: their
benefits are great, but their defi-
ciencies are often based on the
special properties of water.

Because of its unique physical

and chemical properties, water
has been called the universal sol-
vent. In the lawn maintenance
and horticulture industries, water
is an excellent pesticide solvent
(or more correctly, a carrier) for
several reasons:

1. It's readily available.

2. It's nonflammable and rela-
tively noncorrosive

3. With minimal precautions it
will neither evaporate nor freeze
during use.

4. It won't add to the toxicity
of the active ingredient.

However, many of the attributes
that water possesses are also de-
triments in our business:

1. Its ready availability (espec-
ially as rain or in irrigation or
sprinkling use) can degrade
residual deposits, or remove them
from their target site.

2. If not carefully applied,
water can translocate active in-
gredients away to nontarget sites.

3. If subjected to subfreezing
conditions, suspended active in-
gredients may precipitate out,
crystallize and damage applica-
tion equipment or ice crystals may
form and damage the equipment.

4. Active ingredients may
stratify or settle out unless pro-
per agitation is supplied.

5. If not used in a reasonable
time (defined for each active in-
gredient on the pesticide label),
water may split the pesticide mol-
ecule (hydrolysis) rendering it
useless.

6. The pH (acidity or alkalini-
ty) of the water is suspected to im-
pact the residual life of some ac-
tive ingredients.

In urban pest management,
water is one of the most common-
ly used tools, and at the same time,
one of the most commonly mis-
understood. Its features are sel-
domdiscussed inany of our train-
ing programs, yet its chemistry
has asignificant impact onthe ser-
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vice quality, safety and even the
economics of our industry.

For these reasons, a basic un-
derstanding of the properties of
“the universal solvent™ are essen-
tial to success in this industry. In
this article, I can only describe
some basic properties of water
whichdirectly impactapplication
equipment and application pro-
cedures. With an understanding
of these properties, the mainte-
nance specialist can protect his
assets while providing his cus-
tomer with a safe, effective and
economical service.

Some properties of water that
have caused managers greatcon-
cernin recent years are those con-
tributing to crystallization of ac-
tive ingredients in spray rigs and
freeze damage. But like
most business prob-
lems, these issues can
only be managed when
people are trained to
recognize their causes.
Afterdescribing some
of the properties of
water that may impact
these tank freezing and
crystallization issues, |
will describe specific
preventive measures
that will allow you to avoid these
expensive and dangerous prob-
lems.

WATER-BASED INSECTICIDES.
Water is a chemical compound
with properties unlike those of any
other material. It is the “stuff of
life” found inall living organisms,
and because of its unusual chem-
ical structure, water hasbeencall-
ed the universal solvent. (A sol-
ventisaliquid into which another
substance is dissolved, forming
a chemical mixture called a sol-
ution.)

At standard temperature and
barometric pressure, pure water
is colorless, tasteless and a poor

material.

Water is a chemical
compound with
properties unlike

those of any other
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electrical insulator (meaning it
readily transmits electricity).
Water is also known as a heat
“stabilizer” because it absorbs
and releases heat very slowly.
This phenomenon is best observ-
ed in the moderating effect that
large bodies of water (lakes,
rivers, etc.) have on the climate.

Any fisherman can tell you that
lakes gradually warminthe spring
(slow toabsorb heat) and gradual-
ly cool in the autumn (slow to
release heat). This physical feat-
ure is important to urban pest
management specialists; itallows
tank mixes to remain relatively
stable (no change in state) under
fluctuating temperature extremes.

It'sa well known fact that water-
based systems are more heat stable
than organic solvent systems.
Evidence to this fact can be found
on many aerosol insecticide
labels, for instance, requiring
their use away from open flames
and storage at temperatures below
130 degrees Fahrenheit. Aerosol
formulations and oil solutions
have many advantages intheirown
right, but because of their organic
solvent and propellant systems,
they are much more sensitive to
temperature fluctuations thanare
water-based systems. With minor
attention, water based systems are
very temperature stable. Without
attention, serious problems can
occeur,

Atany given time, water inthe
urban environment exists in one
of three different states or phases
of matter: solid, liquid or vapor
(Figure 1). Unlike most other
compounds, water has the unu-
sual property of expanding when
going from the liquid phase into
its solid phase (freezing).

Inother words, liquid water ex-

Table 1. For the most part, all pesticide formulations used by lawn maintenance operators fall into one of two categories:
wet (liquid) or dry. Formulation choice depends on several factors, including the target pest, application site, available
application equipment, cost and safety. This classification is greatly simplified for demonstration purposes only.
There is a significant overlap between these various categories, and modern science has developed many other
sophisticated formulations that fit specific lawn maintenance control situations.

posed to temperatures below 32
degrees Fahrenheit (or air move-
ment which causes a wind chill
effect of below 32 degrees) will
increase in size to such a scale that
few solid vessels (plastic, steel,
brass and even solid rock) can
withstand the pressure. Thisisan
unfortunate situation since urban
pest management specialists, in
the course of their work, oftenen-
counter temperatures and wind
chill conditions sufficient to
freeze water-based insecticides,
or that force the solidified car-
rier (ice) to separate from the
“suspended’ active ingredient.

Another interesting property of
water which impacts its use as a
solvent/carrier for pesticides is its
surface tension. Because of its
physical structure, water mole-
cules have a strong attraction for
one another, such that at its sur-
face the molecules are so tightly
bound together that the surface
itself is elastic in nature. Like the
bed of a trampoline. it stretches
and bends and is relatively im-

pervious to puncturing.

Surface tension makes it possi-
ble for small insects to glide on
the water surface, and is respon-
sible for the fact that many com-
pounds (talcum powder, oil and
some pesticides) float on the sur-
face rather than dissolve.

Finally, an important feature of
water that directly impacts its
utility as a pesticide solvent/car-
rier is a phenomenon I call the
“*Small Droplet Effect.” Again,
because of the physical and
chemical make-up of water, less
energy is required to bring about
a change in phase for a small
amount of water (i.e., one drop)
than for a large quantity of water
(i.e. a standard spray rig). (Fig-
ure 2).

For example, a snowflake re-
quires less heat energy to melt
(change phase from solid to li-
quid) than does ablock of ice. And
conversely, freezing (heat loss)
occurs more easily in a small
amount of water (such as that left
in a coiled hose, a hose fitting or

anozzle) than in a large tank full
of water. I know this sounds very
complicated, but this phenome-
non must be understood since it
hasadirectimpactontheefficacy
of many pesticides and the integri-
ty of your applicationequipment.
All these points will be further
defined in the following sections
of this article.

INSECTICIDES IN WATER. As
previously noted, water can serve
as either an insecticide carrier or
solvent, dependent upon the
chemical features of the formula-
tion chosen. Many pure, technical
grade insecticides (active ingre-
dients) are solid, while others are
liquid, some are volatile, cor-
rosive, unstable in light or solu-

ble only in organic solvents.
Inother words, all active ingre-
dients have their own physical and
chemical peculiarities, and must
be processed intoa form thancan
be safely, economically and ac-
curately used. As aresult, insec-
(continued from on 36).

Figure 1. Water can existin any of three physical states (phases): solid (ice), liquid or vapor. Changes in the state are brought about by the addition or reduction
of heat. Lawn maintenance operators use water as a pesticide solvent or carrier inside closed containers) especially expensive spray tanks). Lawn maintenance
operators must take special precautions to avoid freezing conditions because water expands with great force with a change in state from liquid to solid.
In such instances, the small droplet effect (see Figure 2) must be considered.
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40 WONDROUS YEARS
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The Irridation Assodation

The 1989 International Irrigation
Exposition & Technical Conference
Anaheim, California

November 12-15, 1989

In 1989 the Irrigation Associa- Technical Conference, Nov. 12-15,
tion is celebrating 40 years of at the Anaheim Convention Center.
service to the irrigation industry. The world’s largest show devoted

There is no better place to com-  exclusively to irrigation includes:
memorate ‘40 Wondrous Years of * Over 400 Exhibits
Irrigation” than in the wonderful, * Technical Presentations
star-studded city of Anaheim, * An International Business
California. Center

You are invited to participate in * Short Courses
one of the Irrigation Association’s * Certification Programs
most significant contributions to * The Wonder of Disneyland
the industry: The Annual Interna- * Many More Exciting
tional Irrigation Exposition & Extras

Return to: The Irrigation Association,
1911 N. Fort Myer Drive, Suite 1009, Arlington, VA 22209
Tel: 703/524-1200 Fax: 703/524-9544
Telex: TWX 910-250-8332 IRRIG ASSOC UQ

1989 International Irrigation Exposition & Technical Conference

Name

Company

Address

City State __ Zip

Tel/ Telex/Fax

Country ____

(] Also send exhibitor information
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Spray Rigs

(continued from page 34)

SMALL DROPLET EFFECT

ticide formulations designed tobe
mixed in water could fall intoone
of two broad categories: suspen-
sions or solutions.

As previously noted, water is
the universal solvent, meaning it
will dissolve more substance
varieties than any other solvent
known. Unfortunately, water does
not readily dissolve any of our
commonly used insecticides. It
does, however, dissolve (by
breaking the surface tension) the
emulsifiers and wetting agents
that are added allowing the sus-
pension of our insecticides in
water.

Thisisa very important distinc-
tion. Our commonly used, water-
based insecticides are not true
solutions, they are merely suspen-
sions. Wettable powders are

Requires little energy (heat) input

N e mmmmammekmﬁggme-

put or removal to change

Figure 2. Lawn maintenance operators should be mindful that a small quantity of water will evaporate or freeze (change
phase) much more easily than a large quantity of water. Why? Because freezing will occur in portions of a spray
tank (i.e. hoses, valves, nozzles, etc.) under temperature drops that will have absolutely no effect on the water in
the tank itself. Furthermore, the *‘wind chill effect’’ may cause freezing in these ‘'small droplet zones'* at ambient
temperatures above 32° Fahrenheit when unprotected spray tanks are being transported.

important, and the answer is yes. gaskets, etc.), theymaynotremix  tremely important under condi-

nothing more than extremely
small dust particles mixed in
water, and emulsifiable concen-
trates are simply minute oil
droplets suspended in water. You
may ask if this distinction between
solution and suspension is really

True solutions are uniform in
nature and do not settle out.
Suspensions, onthe other hand,
react quite differently — they may
have to be agitated to remain sus-
pended. They canabrade applica-
tion equipment (hoses, nozzles,

if the wetting agent/emulsifier has
hydrolyzed and, finally, they may
separate (crystallize) from the
water carrier if the freezing point
of the active ingredient is different
from that of the carrier.

This last point becomes ex-

tions of the “‘small droplet effect™
and wind chill, and is very im-
portant to the prevention of tank
freezing and crystallization of ac-
tive ingredients during cold
SCasons.

(continued on page 38)

from METKO, INC.
1251 MILWAUKEE DRIVE
NEW HOLSTEIN, Wi 53061

R
rRAVIE

Designed especially for
the lawn care industry

CAUTION | :gmacowrs

90° bend in staff
Shipped straight. You bend when
used

18" or 24" PVC staff (Va"
diam.)
Custom printed if you like

M-100 Standard Ramp — built for
standard size American made
pickup trucks. Loading capacity
13004,

PESTICIDE APPLICATION

M-200 Mini Ramp — built for mid
size and mini imported pickup
trucks, trailers and vans. Loading
capacity 10004.

M-300 Porta Ramp — built for any
size vehicle, trailer or van. Stores
in vehicle while in transport. Load-
ing capacity 800#.

M-400 Cab Guard — protects
driver and pickup truck cab win-
dow. Mounts in minutes. Allows
maximum bed space and rear win-
dow visibility.

ALL PRICES INCLUDE FREIGHT

= 414-898-4221

Circle 15 on reader service card Circle 16 on reader service card
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KEEP OFF

CUSTOMER: PLEASE REMOVE AFTER 72 HRS.

BLACKBURN

Less than 6¢ ea.

(Min. 1000)
MANUFACTURING COMPANY

TOLL-FREE
800/942-5816 East of Rockies
800/552-3524 west of Rockies
P.O. Box 276 » Cambria, CA 93428
AX# 805-927-1601

Actual Size:
4”x5" flag

P.O. Box 86 = Neligh, NE 68756
FAX# 402-887-5171




New Gemini hydrostatic direct Specifically designed apurf tough,” Grasshopper's new Gemini direct drive
drive, with smooth “pnatural” brings new standards of time-cutting performance, lower maintenance and
fingertip controls, combines longer service life to profess'\ona! grounds maintenance

our distinctive outfront design, With time-zexo responsiveness the new Gemini direct drive gIves instant
zero-turn-mdius maneuver command with a softer touch” of the dual-lever contro system to enhance the
s you the ultimate time- instinctively natural control of spe turns, braking an instant forwar
cutting per formance reverse...all from the palm of your hand.

This new integrated direct drive system as been thoroughly tested for three
years and proven last year in our high-performance Model 721. 1t is now
available in all our new 700 Series mowers for 1989.

] Model 718 - 18 hp B & S Gas ] Model 718D - 165 hp Liquid-CoO\ed Diesel
1 Model 718K - 18 hp Kohler Gas 1 Model 721 - 21 hp Liquid-CoO\ed Gas

Of course, You will continue t0 find - and profit from the other popular
Grasshopper features. Qutfront PTO-driven decks and zero-turn-radius
maneuverab'\\ity let you trim under low-hanging trees and shrubs and between
and around monuments Of other obstacles. You can mow square corners or
square out perpend'\cu\ar to walls or fences. And, all is done quickly, easily and
with totally unrestricted visibility.

Ask your Crasshopper dealer 10 demonstrate why Grasshopper isa
Naturally Better value.,.0T, write for additional information.
Grasshopper offers a complete fine ofua\l-scason
attachments, including Qui\g-D-Talch

Grasscatchers (above), multi-purpose dozer Py
blade, snowthrower, rotary broom, ROPS and %

cab enclosure- 3

OUTFRONT SINCE 1970

= GRASSHOPPER

YOUR NEXT MOWER

Circle 47 on reader service card

)

The Grasshopper Company
1 Grasshopper Trail * PO. Box 637 Moundridge, KS 67107
Telephone 716-345-8621 ¢ Telex 5106017571 * FAX 116-345-2301




Spray Rigs

(continued from page 36)

Furthermore, because of its
physical nature, a suspension ex-
hibits a very interesting “freez-
ing” property not experienced
with true solutions: seeding. Ice,
like other crystals, forms more
easily inacooling liquid medium
when particulate matter is pre-
sent. (Anyone who has ever made
rock candy by suspending a string
in a saturated solution of sugar
water can attest to this fact.)

Particulate matter (minute
pieces of active ingredient, dust,
dirt or other foreign material)
serve as a point of attachment for
crystal growth. Once this growth
process begins from a *“particu-
late seed,” additional crystals can
grow using the initial crystal as
a substrate or template. In es-
sence, suspended matter can pro-
mote crystalline (ice) formation.

As I have already stated, the
water-based insecticides we use
are suspensions of “‘seeds,” and
as such may be able to promote
freezing unless preventive meas-
ures are taken. Anunderstanding

of this principle (the need to
minimize points of attachment for
crystals) is essential to solving the
problems of tank freezing and
crystallization experienced by
many urban pest management
practitioners.

STRATEGIES TO PREVENT
TANK FREEZING. Like any other
aspect of running a business, the
best way to solve a problem is to
prevent it from happening in the
first place. Most often, a problem
can only be prevented by fully
understanding its causes, and tak-
ing appropriate actions before the
fact. Hopefully, this article has
given you more insight into the
troubling and expensive problems
of tank freezing and crystalliza-
tion.

Armed with this understanding
you can devise your own preven-
tive program for the formulations
and application equipment you
use in your operation. There are
no standardized, textbook solu-
tionsto these problems, but many
urban IPM specialists have been
able to almost completely elimi-
nate these problems from occur-

ring by using the following pro-
cedures during freeze season:

*Tanks and spray equipment
must be cleaned and repaired on
aregular basis (no less than week-
ly during peak seasons). This eli-
minates excessive particulate ac-
cumulations and leaks (leaks are
indicative of unwanted openings
and fissures in the system) which
provide crystal “‘seeds.”

*Where possible, spray rigs are
stored inside when not in use,
especially on weekends.

*To overcome the wind chill
and small droplet effect, freeze-
sensitive spray equipment (hose
reels, nozzles, pumps and spray
wands) canbe shielded withinthe
locked compartments of a utility
bed.

*Try to prepare only the
amount of emulsion/suspension
thatcanbe used on each job. This
way, youdo not leave any chemical
in the tank system at the end of
the day to freeze or settle out as
“ice seeds.”

Others have proposed the ad-
dition of antifreeze to their tank
residues to prevent freezing. Be-
cause of the cost of antifreeze and

the possible contaminating effect
it may have on your next applica-
tion, I can’t recommend this as
a viable solution.

Furthermore, this approach is
not a real solution to the prob-
lem — it smacks of lethargy and
masks the real solution which is
to “‘take care of your equipment.”
Other techniques that you may
need to employ in your specific
operation include the use of truck-
mounted heaters (available at
most recreational vehicle outlets
or automotive parts stores) to be
placed inside acamper shell, elec-
trical heat tapes to wrap around
the pump and other sensitive ap-
plication equipment, quick re-
lease brackets (i.e., installed on
the hose reel and pump brackets)
and quick hose disconnects in-
stalled at several locations
throughout the system (i.e., bet-
weenthe pump and hose reel, not
just at the hose ends).

This last point is a subtle one
that could pay big dividends in
your preventive maintenance pro-
gram. The ability to easily dis-
mantle equipment into manage-

(continued on page 67)

-NEED

SERVICE?

LANDSCAPE
TECHNICAL
ASSISTANCE?

Winter Training Seminars
for Lawn, Tree & Shrub Care.

Will definitely improve the ex-
pertise and professionalism of
all your employees.

Expanding into a NEW

We can help develop the right
program tailored to your
geographical area.

Call or write Bill Eubank,

GROWSCAPE
CONSULTANTS, INC.

9137 Spring Branch Dr.
Suite 303, Houston, TX 77080

Phone: 713-465-3222

Circle 13 on reader service card

Finally—A Spray System That
Won’t Give You A Workout.

The ProTank Electric Spray
System is the only true com-
mercial electric sprayer on the
market today. Instead of giving
you the workout gas engines
and other spray units do, it gives
your customer’s turf a workout
and saves you valuable time. The
ProTank Electric Spray System is
equipped with a 2 horsepower
motor capable of spraying 6 to

7 gallons a minute at up to 150
p.s.i. And all you lose are bulky
pull-start engines, and the in-
convenience of gas, oil, spark
plugs, noise problems, and nox-
ious fumes. The ProTank Electric
Spray System will also take the
crunch out of those expensive

We offer a complete line of electric and gas spray equipment
and can custom design a spray system to fit your specific needs.

’ (216) 453-0770
C&S Turf Care Equipment, Inc.
3425 Middlebranch Road, N.E.
Canton, Ohio 44705

downtime repair bills. It's built by
C&S Turf Care—leaders in rug-
ged, reliable turf care equipment.

We can show you how you can
spend more time building your
client list, and less time building
muscles. Call today for complete
information on the ProTank Elec-
tric Spray System.

‘“‘Dealer Inquiries Welcome”’

Be sure to visit us at:
The PLCAA in Las Vegas
The OTF in Columbus
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AN AWARD
FOR PROFESSIONALISM

P P P D AT T M A Y

Mail in Nominations by Dec. 31, 1959

n our continued effort to promote professionalism, be involved in community
awareness and help our industry create a positive public image, Lawn and Land-
scape Maintenance magazine is sponsoring its 4th Annual Award for Professionalism.
The winner will be presented a plaque with the company’s name and location in-
scribed on it, and camera-ready art indicating they were chosen to receive an”Award
for Professionalism suitable for reproduction in advertisements, brochures and let-
terheads. In addition, a brief article about the company and the award will be sent
to the winner’s local newspapers. Lawn & Landscape Maintenance will also

write a feature article on the winner in a future issue.

Previous winners include Atwood LawnCare, Sterling Heights, Mich.;
Greenlon Lawn Care Services, Cincinnati, Ohio;
and J] & D Landscape Contractors, Newton, Mass.

If you know of a lawn or landscape maintenance company that deserves to be
recognized for efforts in operating a professional business and its operation is
respected in the community and by its peers, then why not nominate the business
for Lawn & Landscape Maintenance’s Award for Professionalism?

To nominate a company, read over the ballot on the following page. If you work
for, or know of, a company that meets most of the criteria, then nominate your
choice by completing this form and returning it to us. All information must

be verifiable and nominations must be received no later than Dec. 31, 1989

to be eligible. A company need not meet all criteria to win. The winner of

the contest will be announced in the March issue of

Lawn & Landscape Maintenance magazine.
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[ am nominating: Name
Company._ & & o1

Addtees:. e E 1 i

Phone:

for Lawn & Landscape Maintenance’s Award for Professionalism because I think this company

fulfills most of your criteria for nomination.

CRITERIA:

1. Supports the local community in the following way(s):
—_sponsors youth sports program
_donates to scholarship program
_volunteers labor to community project
donates to local fund-raisers
—other (please explain)

2. Belongs toatradeassociation. (If so, please name them. )
_ local __ state ___ national

3. Has the following employee benefit programs:
____insurance plan

_paid vacation

___savings or retirement plan
__company-funded education plan
_____incentive program

__other (please explain)

4. Is supportive of, and involved with, industry problems
at the:

—local level

state level

national level

(Explain)

14. Additional comments if any:

Your name: -}
YObrcompany’s:aaine: i o bewe v ot iy Dan
Address:
Phone:

5. Monitors customer satisfaction with some form
of “quality assurance™ system.

6. Equipment is kept clean and in good operating
condition.
7. Safety shields and/or guards recommended by

the manufacturer are still in place.

8. Employeesare informed of and educated on poten-
tial hazards associated with the use of all equipment and
materials being handled.

9. - Hasinstituted acomprehensive training program
for employees.

0. Chemicalsthat would constituteahazardous waste
arebeing disposed of inaccordance with local and/or federal
regulations.

1. Lawn care chemicals are being used according
to manufacturer’s recommendations.

12._ Trees,ornamentals, sodand seed are being used
inlocations specified by growers, and are installed accord-
ing to their recommendations,

13._ Company’s place of business is kept neat, clean
and well-maintained.

Please remove this ballot from the magazine and mail to: Award for Professionalism, Lawn & Landscape Mainte-

nance magazine, 4012 Bridge Ave., Cleveland, Ohio 44113.
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DECEMBER 4-7, 1989
THE OHIO CENTER
COLUMBUS, OHIO

¢ Featuring Workshops, Educational Sessions
and over 200 Exibitors

¢ For Golf Turf, Lawncare, Grounds Maintenance
and Sports Turf Managers.

Detach and mail to:

OHIO TURFGRASS FOUNDATION PLEASE SEND INFORMATION ABOUT
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PRODUCT PACKAGING

Packaging, Disposal
Innovations Track Pesticide Use

I HE PACKAGING OF
pesticides has become

more user-friendly to the com-
mercial applicator in recent years.
But it's just the beginning. Char-
acteristics of present and future
packaging will benefit end-users
with the meansto handle, measure
and monitor pesticides.
Consumer household products
provide the commercial industry
with an indication of the market-
ability and acceptance of creative
packaging. Justlike the consumer
market, our industry has special
needs and should therefore be
especially receptive to innova-
tions in pesticide packaging.
The use of a pesticide requires
that the packaging provides the
user with convenience, product
stewardship and, ultimately, con-
tainerdisposal ina manner which
allows “cradle to grave” tracking.
User preference for types of
packaging will vary, based on the
area of greatest concern with a
particular product. With some
pesticides, forexample, the fore-
most concern is with handling and
mixing properties. Forother pro-
ducts, container disposal is of
greater concern,
Whatever the case may be, for-

mulators and manufacturers have
both recognized primary con-
cerns for specific products, and
are concentrating their efforts to
adjust to these industry needs.

As pesticide users, however, we
must realize that manufacturers
and formulators are limited to the
type of formulation available for
a specific product. Even though
we may prefer adifferent formula-
tion for handling purposes or
other reasons, the chemistry and
resulting effectiveness of the pro-
duct dictate whether it is available
in granular, wettable powder or
liquid form.

Creative packaging, however,
may compensate for a formula-
tion which is otherwise difficult
to handle. For example, water-
soluble packaging isan inventive
and effective method of handling
products which are dusty and dif-
ficult for the applicator to meas-
ure.

It's important for end-users to
identify priorities of concern with
a particular product and its for-
mulations. The manufacturers
and formulators must determine
if these concerns are resolvable.
If so, how can changes be eco-
nomically implemented? Some

CONTAINER DISPOSAL OPTIONS AFTER RINSING

changes may be cost-effective for
the manufacturer or formulator,
yet end-users must also be will-
ing to absorb costs in order to
receive the benefits of new for-
mulations.

The level of concern shifts dur-
ing the “cradle to grave" concept
of a pesticide: however, it can be
segmented into different stages:

*Accountability and Inven-

tory.

*Handling Characteristics and
Exposure.

*Transportation.

*Proper Regulatory Informa-

tion and Labeling.

*Container Disposal.

ACCOUNTABILITY AND IN-
VENTORY. Certain states have
reporting requirements for quan-
tities of pesticides used in a
specific time frame. Thus, spe-
cific packaging sizes can ease the
reporting process.

It can sometimes be difficult
todetermine exact usage of liquid
pesticides, particularly those in
large drum quantitites. Many
companies have resorted to cali-
brated measuring sticks or me-
tered pumps to establish the pro-
duct usage.

On-Site Disposal
Container Type Burn Bury Landfill Recycle Recondition Incinerate
Plastic Jug Yes' No! Yes Yes? Yes* Yes
Metal Pail No No' Yes Yes Yes? No
Plastic Pail Yes' No! Yes Yes Yes? Yes
Plastic Drum Yes! No! Yes Yes? Yes Yes
Metal Drum No No! Yes Yes Yes No
Paper/Plastic Bag  Yes' No' Yes No No Yes

LEGEND: Yes — recommended, No — not recommended, * — allowed by federal law only if approved by state and local authorities, * — allowed by
federal law but may not be practical for technical or economic reasons.
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NQCC

national agricultural chemicals association
1155 fifteenth street, n.w. * washington, d.c. 20005

As pesticide packaging becomes more
user-friendly, associations like the
National Agricultural Chemicals As-
sociation and others as well as a
variety of manufacturers and for-
mulators are developing methods
for better labeling, handling, use
and disposal of pesticides. The
industry has recognized that
proper pesticide handling and
use must coincide with the pri-
mary concerns of specific pes-
ticides and continues to make
improvements as technology

permits.

While sight gauge systems may
be impractical forone-way drums,
it may be cost-effective to imple-
ment such a system on drums
which are returnable for recycl-
ing purposes. With the increased
use of poly drums, a sight gauge
may be potentially molded direct-
ly into the container. Alternative-
ly, a see-through level indicator
could be made available on
drums.

HANDLING CHARACTERIS-
TICS AND EXPOSURE. The
foremost concern of pesticide
packaging is the dispensing or
mixing of the concentrated pes-
ticide to the delivery system.
Manufacturers and formulators

recognize the im-
portance of both the accurate
measuring of the product and the
need to minimize exposure to the
applicator. As aresult, they're de-
veloping effective packaging in
accordance with both needs. Sev-
eral have adapted their packag-
ing for a given formulation and
handling characteristic.

A recent innovation has been
the packaging of wettable powders
mto packets which dissolve when
dispensed into the tank. Water-
soluble packaging offers exact in-
ventory control, measuring ac-
curacy and minimal applicator
exposure,

This type of packaging will in-
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crease in use,
and will benefit from cer-
tain newer pesticides with
chemistries that have higher
modes of activity and ultra-low
rates. Itis essential thatultra-low
rate products be measured ac-
curately. The capsule or blister
packaging compliments the pre-
measured accuracy.

Typically, wettable powders
have presented the most difficul-
ty in measuring and handling.
Certain wettable powder formula-
tions have been packaged as a
flowable product to reduce the
dust and exposure to the appli-
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cator. They are also measured
more easily than dry powders.
The soluble packets and flowable
wettable powders have extra costs
to the end-users; however, the
benefits prove worthwhile.

Liquid pesticides are becom-
ing more commonly packaged in
plastic drums. While this change
is probably due to disposal prob-
lems, the handling characteris-
tics of these containers have also
beenimproved asaresult. Smaller
containers are often formed with
wider pouring spouts designed to
provide easier dispensing than the
metal containers which were pre-
viously used.

TRANSPORTATION. Tradition-
ally, pesticide packaging has been
designed with the warehouse in
mind. However, with increasing
trends of custom application, in-
tegrated pest management and
see-and-spray programs, trans-
portation of pesticides by appli-
cators on trucks is becoming more
common.

Many formulators have packag-
ed granular formulations with the
recognition that they will be sub-
jectedtotransportationonservice
vehicles. Granular products pack-
aged in cellophane or aluminum
lining reduce the dustand damage
associated with moisture or
wetness.

Because many companies carry
bagging materials on trucks for
applicationto home lawns, a spout
or chute could be developed to
dispense bags into spreaders. This
would be of benefit for bags which
have been ripped or torn. The
spout could also be interchanged
from bag to bag for cost-effec-
tiveness.

The liquid formulations present
the biggest transportation prob-
lem, since they often must be
decanted into smaller containers
for service trucks. The “tip-and-
pour” containers which provide
storage and self-contained meas-
urement are frequently used for
this purpose.

The federal Department of
Transportation requires that spe-
cified information (product name,
address of manufacturer, signal
word, EPA registration, name and
address of the end-user) be
transferred from the original con-
tainer to the one on board.

Preprinted labels with blank
spaces for company name and ad-
dress (or sample labels for
photocopying) could be produc-
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RINSE
PESTICIDE CONTAINERS

RINSE and WIN!

Applicators have begun to recognize the potential liability resulting from im-

properly disposed containers.

ed by the supplier for the benefit
of the end-user. Placed on the
smaller containers, these would
ensure compliance with DOT
regulations. Identification stick-
ers or tags could also be supplied
in pesticide packages for use on
hand cans and backpack sprayers.

REGULATORY INFORMATION
AND LABELING. The container
specifications for the packaging
of pesticides are mandated by the
federal DOT. Packaging must ful-
fill requirements of the Code of
Federal Regulations (CFR 49).
Additionally, the proper ship-
ping papers (bills of lading)
and Material Safety Data Sheets
are required to provide the trans-
porter with the necessary in-
formation regarding the product
in the event of emergency res-
ponse,

The personincharge of receiv-
ing shipments should become
familiar with the documents and
package markings which identify
the pesticide during shipping. The
two most important forms of iden-
tification are the common name

Photo courtesy NACA.

and DOT identification marking.

The shipping documents and
packaging will often be stamped
or labeled with these DOT iden-
tification markings. Twocommon
examples of these markings would
be NA 2765 and ORM-A. These
package markings provide iden-
tification for emergency response
teams in case of a spill or dis-
charge of the product.

From time to time, a shipment
may be received indamaged con-
dition. Insuchanevent, the com-
mon carrier should be contacted
immediately. Though a company
may be understandably reluctant
to receive a leaking drum, the
DOT requires that they accept it,
so supplies necessary to receive
a damaged shipment should be
keptondock. A 55-gallon “‘over-
pak" or salvage drum oversized
to hold a damaged drum is an
essential item to have in the load-
ing dock area.

Inmany minds, the label on the
pesticide package is the compo-
nent which is in need of revision.
The applicator has historically
viewed this document for instruc-

tion and information, a resource
for the best way to apply the
pesticide and to avoid any reper-
cussions from its application.

From this viewpoint, the label
serves the trained applicator well.
Inthe future, however, labels may
become cluttered with additional
or amended instructions. When
read by someone unfamiliar with
the information, labels may lead
10 inaccurate interpretations or
create questions regarding the
product and its use.

Ultimately, pesticides may be
accompanied by splitlabels, with
sections targeted at the informa-
tion requested by users and var-
ious public groups.

CONTAINER DISPOSAL. Con-
tainer disposal has become an in-
creasing problem because of
many factors, including hazar-
dous waste generation laws and
acceptance of used containers by
waste haulers and sanitary land-
fills. Applicators have also begun
to recognize the potential liabili-
ty resulting from improperly
disposed containers.

Granular and wettable powder
formulations packaged in cor-
rugated cardboard, paper and
plastic bags have presented
minimal problems for disposal.
The pesticide container disposal
problem is typically oriented to
liquid formulations. Many sup-
pliers have initiated returnable
drum programs for recycling
plastic pails and drums to be refill-
ed with the same product.

Priortoeither recyclingorrec-
onditioning, the drums must be
properly rinsed and prepared ac-
cording to state and federal laws
and the conditions of the vendor
receiving the drum. For drums
with removable heads, manufac-
turers can assist in recycling by
placing a plastic liner inside the
drum if possible.

Pesticide packaging has under-
gone great advances in recent
years. These changes have vastly
improved convenience of storage,
transportation and use, while
minimizing exposure to the ap-
plicator. It is expected that man-
ufacturers and formulators will
continue to produce innovative
products and packaging in
response to industry needs. —
Gary Clayton u

The author is vice president of
operations for Perma-Green,
Boise, Idaho.
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SOMETIMES BIG ISN’T BETTER
Discover The Mid-size Walker 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
discovering a new, fast efficient way to mow Lmdsupcd areas...for many jobs the maneuverable MID- SIZE
WALKER MOWER does the whole job sav ing time, labor, and equipment investment. And Walker offers
high productivity without sacrificing a quality cutting job, sure to please the most discriminating customer.

Walker Mfg. Co., 1839 E. Harmony Road, Dept. LC, Fort Collins, CO 80525 + (303) 226-1514
e e R N e =
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POWER RAKES

Have Dethatching Tools

Taken a Back Seat to Aerators?

Power rakes can be
either walking equip-
ment for tight areas

or riding equipment

for open spaces.

A MONG THE VARIETY
of available landscape
tools, the power rake, or dethat-
cher, doesn't stand out with any
special glamour.

Though the power rake has
been in existence a good number
of years, it has not, from the day
of its inception, gone through
any major design changes and
it's not likely to be used on any
single property more than once
a year.

The main purpose of a power
rake is to remove thatch, which
is composed of intermingled
layers of living and dead stems,
stolons, rhizomes and roots bet-
ween the green vegetationand the
soil surface. A thin layer of thatch
is normal, even healthy, since it
retains some moisture in the soil
and increases wear
tolerance. But a half-
inch layer or more of
thatch blocks air, light
and water from reach-
ing root zones.

Thick thatch isn't
necessarily a result of
neglect. In fact, it's of-
ten the well-kept lawn
that suffers the most —
as fast-growing turf
produces more thatch.

What harm can thatch do? In
addition to starving a lawn by
preventing water and fertilizer
from seeping down to the turf’s
root zone, thatch can also suf-
focate a lawn by preventing oxy-
gen from reaching the roots and
causing grass to take root closer
to the surface, even in the thatch
itself. And, thatch can also be-
comea breeding ground for harm-
ful insects and disease organ-
ISMS.

EQUIPMENT DIFFERENCES.
Some power rakes operate with
a recoil spring on a reel, others
with a solid bar that flails the

ground and others with a vertical
knife for slicing, typically on fine
lawns.

Catherine Duckworth, secre-
tary/treasurer, Tine Rake Co,,
Rayton, Mo., said that what is im-
portant in power rake usage is
the adjustment of the tines, or
the tiny prongs “that work like
fingers back and forth digging out
the thatch. If they just touch the
top of the grass they don’t reach
the thatch, but if they 're too heavy
they go too deep and tear out the
grass.”

Power rakes can be either walk-
ing equipment for tight areas or
riding equipment for open spaces.
**Both back and front mounts are
available,” Duckworth said. “If
it's in the back you'll have to go
over the lawn again with a
sweeper, But if it's in the front,
it can dethatch, mow and bag all
at once.”

Robert Brophy, manager/lawn
care product sales for Cushman,
Lincoln, Neb. , said, “the greatest
improvement indethatchers over
the pasttwo to three years has been
the addition of seed boxes to im-
plement overseeding and verticut-
ting at the same time.”

He added that the primary dif-
ference indethatchers is whether
the blades rotate clockwise or
counterclockwise. “It’s the coun-
ter-rotating or upmilling blades
which do the better quality job,”
he said.

Over the years there have been
minor developments in terms of
the introduction of different
drive trains, types of blades and
handles.

*Power rakes were introduced
about 25 years ago, but, in terms
of the real business end, that por-
tion of the rake that actually digs
the thatch out of the ground, they
haven'tchanged that much,” said
Jerry Jones, president. E-Z Rake
Inc., Lebanon, Ind.
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With few exceptions, the com-
pany's first power rakes, manu-
factured in 1962, have changed
little.

Jones sees power raking as
analogous to vacuuming. “A lot
of people believe you don't need
to pick up grass to have a beautiful
lawn. When my father-in-law
started vacuuming, everybody
looked at him as if he had a screw
loose. ‘Why pick up grass?" they
asked. Needless to say, vacuum-
ing has become important. It'sthe
same with dethatching.”




POWER RAKE SALES. Jones said
that 90 percent of the dethatching
business is done through home-

owners renting equipment
through rental supply houses
Because power rakes generally
cost from $500 to $1.000, it’s not
the type of implement a home
owner would need to buy for a
once-a-year project

The commercial landscaper,
however, represents a relatively
new aspect of this market. “We're
seeing anincrease inthe commer-
cial market, though not as much

as we would like,” Jones said.

Duckworth said the commer-
cial market has been a gradual,
hard-to-sell market, though last
year was Tine Rake’s best year.

Brophy, onthe other hand, said
that power rake sales **have been
relatively stable for the past few
years, butis now beginning to fall
off.” The reason, he explained is,
“dethatching is labor intensive
and most people are turning to
aeration, which takes away the
need to pick up the thatch. So the
total dethatching market is declin-
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ing while the aeration market is
increasing.”
Brophy explained that if a yard

has more than one-half inch of

thatch, dethatching is necessary,
butaddsthat regularaerationcan
prevent the thatch from building
up to unacceptable levels.
Aeration is the naturally occur-
ring process of air exchange bet-
ween the soil and its surrounding
atmosphere. More specifically,

core aeration is the process of

mechanically removing small
plugs of thatch and soil from the

Thatch removal permits better
lawn aeration and irrigation. Easy
Rake has preset height adjust-
ments (far left). A front-mounted
dethatcher from Tine Rake (top
left). A variety of tine styles from
Ryan (top right). The results of a
Tine Rake dethatcher picked up
by a sweeper (above)



lawn to improve soil aeration.

Brophy said core aeration
benefits the lawn in three impor-
tant ways. It breaks through dense
thatch and opens up the soil to per-
mit free movement of water, fer-
tilizer and air. By extracting cores
from every square foot of the
lawn, it relieves soil compaction
and gives grass roots room to
grow. And it breaks down and in-
tegrates into the thatch to speed
up its decomposition.

The type of aeration equipment
used influences the benefits ob-
tained from the aeration. Equip-
ment with hollow tines remove
soil cores. Equipment with open
tines divot the soil surface. Aera-
tionequipment varies intine size,
generally up to 3/4-inch and in
depth of penetration. Penetration
depth depends on soil type,
moisture, tine diameter and the
weight and power of the aerator.
For example, tines penetrate san-
dy soils easier than heavy clay
soils, and penetration is better in
moist soils than dry ones.

Robert Shearman, turfgrass
professor at the University of
Nebraska makes the following
observations about core aeration:

In general, turf responds best
when core holes are close and
deep. A 3/4-inch aeration tine
with 6-inch spacing and a
penetrating depth of 3 inches
removes about 1.2 percent of the
soil’s volume in that 3-inch pro-
file. The same tine spaced 2 in-
ches apart removes about 10 per-
cent of the soil inthe same 3-inch
profile.

The closer tine placement
removes more soil, exposes more
soil surface area for waterand fer-
tilizer uptake and alleviates com-
paction quicker than the wider
tine spacing. Immediately after
aeration, the lawn will be dotted
with these small plugs pulled from
the soil. Withina week or sothese
plugs or thatch and soil break
apart and disappear into the lawn.

Because dethatching puts stress
onthe lawn, it usually is best done
once a year in the fall. In many
cases, however, aeration can be
performed beneficially twice a
year.

Both spring and fall are good
times to aerate cool-season turf-
grass such as Kentucky bluegrass
and perennial ryegrass. Aeration
before or at the time of late season
fertilization enhances root growth
responses and improves spring
green-up and growth.
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The Ryan Ren-O-Thin in use.

Itis best to aerate warm-season
turfgrasses such as zoysiagrass
and bermudagrass in midspring
to summer. Avoid aerating when
warm-season grasses are dor-
mant. This may encourage cool-
season weed competition. In ad-
dition, avoid aerating warm-
season grasses during spring
green-up. It is best not to aerate
warm-season lawns until after
they have received their first mow-
ing in the spring.

Althoughaeration is beneficial
for lawns, it can also open up
spaces for weeds such as crab-
grass and annual bluegrass to in-
vade the lawn. Although it was
once thought best to aerate before
applying preemergence herbi-
cides, rather than after, recent stu-
dies have shown that spring aera-
tion doesn’t result in serious re-
duction in chemical performance.

Applying fertilizer after aera-
tion helps the lawn compete
against weeds. Water the lawn
after aeration, particularly in

market hasn't gotten to that point
yet,” he said. **For thatch control
we're still at the level of catching
the clippings with a bag."

Adsitsaid the few times he's had
areal need for either dethatching
oraerating he’s subcontracted the
work out to someone else. “I think
as this market matures, we'll see
more of this type of lawn care,”
he said. “Dethatching and aera-
ion are like seasonal color bulbs.
Five years ago they were a lux-
ury. Now they're a necessity.”

Eric Keesen, president, Allen
Keesen Landscape Inc., San An-
tonio, Texas, pointed out that since
aeration machines run from
$1.500 to $3,500, as opposed to
$500 to $1.000 for power rakes,
aeration may never completely re-
place dethatching.

Onthe other hand, he personal-
ly uses neither. “We scalp or
super-cut close to the ground to
remove the thatch, then goin with
a verticutter to get the rest,”” he
said, “Scalping seems to act as

As the industry continues to

grow and become more sophisti-

cated, it appears that an increas-

ing number of contractors will

find a use for both machines.

areas where drought and high
temperatures are common.

CONTRACTOR PREFEREN-
CES. Depending on the area of
the country, landscape contrac-
tors hold differing opinions on the
use of dethatchers and aerators.

For Russell Adsit, president,
Adsit Landscape & Design Firm,
Memphis, Tenn., neither pieces
of equipment are an issue. *“We
don’t feel the need for them, for
the maturity of the Memphis

a vacuum cleaner for the thatch,
then verticutting drives the rest
into the soil. Verticutter blades
cut about an inch down into the
soil and can be adjusted to go
down about 1% inches: so it is
a form of aeration. You can get
a good power-driven verticutter
for about $3,000.”

Whenasked whether he felt his
methods compromise the quali-
ty of the lawn, he replied, **No,
what we do accomplishes the
same thing as dethatching and

aeration, maybe not to the same
degree, but enough for our pur-
poses. Wedoitevery yearsowe're
able to getenough thatchout, and
use it in conjunction with over-
seeding in the fall.”

Mark Gemmer, operations
manager, Tecza Brothers Inc.,
Elgin, Ill., said, “If you come
across a new client with a severe
thatch problem, then you have no
choice buttodethatch. However,
95 percent of our clientele have
been with us for a long time. So
our lawns are never at the point
where the boundary line is
overstepped and dethatching is
needed rather than aeration.”

Gemmer added that aeration
“provides the soil with air and
nutrients so the grass can thrive
better, as well as removes the
thatch, where as power raking on-
ly removes the thatch.”

Donald Croson, president, Ac-
cent Landscaping, Winfield, Ill.,
said he believes aeration and de-
thatching can compliment each
other, “Inthe process of aeration,
you end up with plugs remaining
on top of the turf area,” he said.
“A power rake following will burst
those little plugs, thus disposing
of them while getting rid of the
excess thatch.”

Tom Mann, president, The
Caretakers, Inc., Eagan, Minn.,
also said aeration and dethatching
compliment each other and feels
there is a need for both. **Power
raking is the cure after you get
the disease, while aeration is the
shot you take before you get the
disease,” he said. “Aeration can
prolong the intervals between
dethatching. butinourareathere
is still definitely a need for de-
thatching.”

Mann aerates twice a year, then
dethatches every twoto five years.

“We're as pleased as could be
with our power rake, except for
the fact that it spends much of its
time sitting in the shop,” he said.
“What we have done, however,
isincorporate our pull-behind unit
so that the dethatching knife can
be replaced with a flailing knife,
extending the use of the equip-
ment.”

As the industry continues to
grow and become more sophis-
ticated, itappears that an increas-
ing number of contractors will
find a use for both machines. —
Michael Major -

The author is a free-lance writer
based in Port Townsend, Wash.
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Here, natures constantly
pulling out all the stops to
make life difficult. In this
neighborhood, turf doesn’t
survive on good looRs
alone. What makes you
think you can bandle a turf
test this tough?

Lebanon

TOTAL TURF CARE

A division of Lebanon Chemical Corporation
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PLANT FERTILIZATION

Mediocre Growing Conditions
Accentuate Need for Fertilization

: I 'HE NEED FOR SUP-

plemental care of land-
scape trees and shrubs becomes
evident when we consider the
growing conditions these plants
are faced with.

Subsoil is the all too common
growing medium and even that is
usually compacted. Other prob-
lems include poor drainage, re-
stricted root zone area, air pollu-
tion, deicing salts, competition
from turfgrass for water and nut-
rients and poor soil fertility. Fer-
tilization is not a panacea, but is
one of the most important tools
available for maintaining healthy
landscape plants.

Forest trees are perceived to
thrive without the addition of fer-
tilizer (not necessarily true),
which can give the erroneous im-
pression that trees do not require
fertilizer. Forest soils are rich in
humus which is replenished by
the decay of plant residues.

Leaves are relatively highinac-
cumulated nutrients, and their
decomposition is an important
source of returning nutrients to

Most arborists
fertilize all trees
and shrubs
with a com-

plete fertilizer.

the soil. Organic matter increases
the retention and availability of
most plant nutrients and improves
the soil structure by “cementing”
or aggregating soil particles.
In contrast, urban soils are
usually very low in humus and
fertility. Leaves and other debris
are removed, thus interrupting
nature’s recycling program for
nutrients and preventing the ac-
cumulation of organic matter. The
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soil elements which were absorb-
ed and used in the formation of
plant tissues are not returned to
the soil and should be replaced
with supplemental fertilization.

Benefits of fertilization include:

* better resistance to insectand
disease pests,

* improved plant appearance,

* increased growth, and

* improved tolerance of stress-
ful growing conditions such as
drought.

Mostarborists fertilize all trees
and shrubs with a complete fer-
tilizer containing nitrogen, phos-
phorus and potassium. Since ar-
borists are concerned with the
health of trees and shrubs grow-
ing in a wide variety of soil con-
ditions, the most practical ap-
proach is to provide an effective
fertilizer formulation that satisfies
the needs of most plants rather
than tailoring a fertilizer program
for each individual plant.

Specific soil or plant deficien-
cies, such as extremely acidic or
alkaline soil or the unavailability
of micronutrients, can be address-
ed on an individual basis.

RATE AND FORMULATION.
Research has shown that a fer-
tilizer ratio of 3:1:1, such as a
30-10-10 analysis, produces the
best growth response for trees and
shrubs.

This ratio indicates the relative
importance of nitrogen over phos-
phorus and potassium for stimu-
lating plant growth. Whatthe ratio
doesn't tell you is the rate or type
of nitrogen that should be used
for tree and shrub fertilization.
Don’tassume that every fertilizer
with a 3:1:1 ratio is the same.

Nitrogen should be applied at
the rate of three pounds per 1,000
square feet of root area per year
or six pounds every other year.
For stressed, declining or general-
ly unhealthy trees and shrubs, use

a rate of five to six pounds per
1,000 square feet per year until
plant growth and appearance im-
prove.

Consider using half of these
amounts for fertilizer-sensitive
plants and broadleaf evergreens
if using a quick-release fertilizer
or, instead, use a slow-release,
low-burn fertilizer at full rate.

The amount of fertilizer to be
applied per 1,000 square feet of
root area can be calculated by di-
viding the nitrogen analysis into
the desired nitrogen per 1,000
square feet. Forexample, todeter-
mine the amount of 30-10-10 fer-
tilizer required to apply six
pounds of nitrogen per 1,000 feet,
divide six by 0.30, which equals
20 pounds.

There aren’t many fertilizers
available that can safely apply the
previously indicated rates without
causing the plant injury. A fer-
tilizer's salt index and water-in-
soluble nitrogen (WIN) content
are the best indicators of fertili-
zer quality and safety. The saltin-
dex is an indicator of the burn
potential of a fertilizer. The lower
the salt index, the lower the burn
potential.

The percentage of WIN deter-
mines nitrogen residual inthe soil.
The higher the percent WIN, the
longer the nitrogen remainsinthe
soil. Ureaformaldehyde nitrogen
sources offer the desired com-
bination of low-burn and slow-
release properties.

APPLICATION TIMING. Al-
though the roots of woody plants
may elongate throughout the grow-
ing season, active root growth
most often occurs in early spring
and late fall when soil tempera-
tures are relatively cool and there
is little competition from leaves
for water and nutrients.
Fertilization is most effective
when supplemental nutrients are

available during these periods of
optimum root growth. Soluble
nitrogen fertilizers, because of
their short residual in soils, should
be applied between October and
December and/or between Feb-
ruary and April.

Slow-release nitrogen ensures
availability in the root zone for
arelatively long period, depend-
ing upon the solubility of the
nitrogen source. The application
timing of these fertilizers may not
be a major concern.

APPLICATION TECHNIQUES.
Fertilizer for trees and shrubs
basically involves either a surface
or a subsurface application.

Surface application. Nitrogen
fertilizers can be applied (o the
soil surface because nitrates are
highly mobile in soil solutionand
will move downward in the root
zone. This method of fertilization
is still frequently recommended
despite the fact that it’s based upon
university research under nursery
conditions.

This technique is not recom-
mended for those practicing com-
mercial fertilization under land-
scape conditions. Turfgrass with-
inthe application zone may be in-
jured or respond with undesirable
succulent growth.

Also, surface applications of
phosphorus provide no benefit to
the tree or shrub because phos-
phorus is bound tightly to soil par-
ticles and doesn't move downward
to contact the absorbing roots. If
you decide to use this method,
apply no more than three pounds
of nitrogen per 1,000 square feet
from a slow-release source.

Drill hole. Fertilizer can be
placed in the root zone by drill-
ing holes in the ground and di-
viding the recommended amount
of fertilizer equally among the
holes. For trees, the holes should
be drilled in a grid pattern 12
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inches deep and 18 to 24 inches
apart using a two-inch diameter
drill bit or auger. Begin two to
three feet from the trunk and ex-
tend two to three feet beyond the
drip line.

To prevent turfgrass injury the
fertilizer level should be at least
four inches below the soil surface,
The holes can be leftopen or fill-
ed with sand, pea gravel or perlite.
In quality lawns, a plug of grass
can be removed before drilling
and replaced after adding ferti-
lizer.

Soil Injection. Liquid soil in-
jectionisa fast, economical alter-
native to the drill hole technique
for applying nutrients within the
root zone.

The injection equipment con-
sists of a hydraulic sprayer oper-
ated at 150 to 200 psi and an in-
jector probe that inserts about 12
inches into the soil, The injections
are normally in a grid pattern
about three feet apart within and
slightly beyond the dripzone. The
nutrientsare distributed through-
out the root zone, providing max-
imum root contact while aerating
the soil

Oxygen is necessary for root
growth and is often limited in
compacted urban soils. Soil in-
jection helps alleviate compaction
and improves oxygen penetration
into the root zone.

Soil injection provides more
thorough nutrient distribution
than the vertical hole technique
and generally canbe done inabout
one-fourth the time, Eitherasolu-
ble or suspension fertilizer, or a
combination of the two, is nec-
essary for this method. Unfor-
tunately, many soluble fertilizers
have a relatively high burn poten-
tial and soluble nitrogen may be
leached fromthe root zone before
it is used

Soluble methylol and methy-
lene ureas have a lower burn po-

Liquid soil injection is a fast, economical alternative to the drill hole technique.

tential than urea or other soluble
nitrogen sources, but will last for
only about six to nine weeks in
the soil.

Because of limitations of liquid
soluble fertilizers, suspension fer-
tilizers are the best choice for soil
injection use. Suspended in water,
powdered ureaformaldehyde can
be injected into the soil and dis-
persed laterally by hydraulic
pressure. At least 60 percent of
the total nitrogen in these sources
is water-insoluble nitrogen and
becomes available over a one- to
two-year period.
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Since the nitrogen salts are re-
leased gradually as the com-
pounds degrade, suspension-type
ureaformadlehydes have a signif-
icantly lower burn potential than
soluble nitrogen sources and can
safely supply the recommended
annual rate of three to six pounds
of nitrogen per 1,000 square feet
in a single application.

Other methods of nitrogen,
phosphorus and potassium fer-
tilization such as spikes driven in-
tothe ground, trunk injections or
foliar sprays are of minimal value

because inadequate amounts of

Photo: The Davey Tree Expert Co.

nutrients are supplied.

The type of fertilizer and appli-
cation technique that you choose
should reflect the quality of ser-
vice that your customers pay for
and expect. Soil injection of a
complete fertilizer with a high
WIN content and low salt index
is clearly the best choice for main-
taining vigorous and beautiful
trees and shrubs in today’s land-
scapes. — David Whitworth ®

The author is a horticulturist with
The Davey Tree Expert Co., Kent,
Ohio.
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TURF MANAGEMENT

Winter Weed Control In

Warm-Season Turfgrasses

l | NLIKE AN ANNUAL

crop, such as most
vegetables, turfgrasses are sub-
ject to weed infestations during
the entire year. As a result, turf-
grass managers learn early that
ahealthy, actively growing dense
stand of turfgrass is the first line
of defense against weed infesta-
tions.

Good weed control comes with
education. Warm-season turf-
grasses such as bermudagrass,
centipedegrass. St. Augustine-
grass and zoysiagrass enter a state
of suspended growth called dor-
mangcy during the winter months.
As growth slows with the onset
of cool fall temperatures, warm-
season turfgrasses become less
competitive with weeds.

It's during .this slow-growth
period — late summerto early fall
— that a group of plants called
winter annuals exhibit a major
period of seed germination. This

_ Common Name

Atrazine
Benefin

Benefin + Oryzalin
Benefin + Trifluralin
Bensulide

DCPA

Napropamide
Oryzalin
Oxadiazon
Pendimethalin

Pronamide
Simazine

peak period of winter annual seed
germination coincides with the
time that warm-season turfgrass
growth is declining. As a result,
warm-season turfgrasses are
readily infested with a wide var-
iety of winter annual weeds.

After germinating, winter an-
nuals tend to grow slowly during
the late fall and early winter
months, but initiate rapid growth
and development as temperatures
warm in the early spring. After
the rapid growth period, winter
annuals produce seed and die with
the onset of high summer tem-
peratures.

Warm-season turfgrasses are
dormant during a large portion
of the time that winter annualsare
present. Aside from the fact that
winter annuals are unsightly in
dormant turfgrasses, is there a
bona fide reason to control winter
annual weeds? The answer is
definitely yes.

~ Trade Name(s)
Aatrex
Purge 11
Balan
2.5 Benefin Granular
XL
Team

Betasan
Lescosan
Weedgrass Preventer

Roysan
Bensumec 4LF
Dacthal
Dacthal
Devrinol
Surflan
Ronstar

Southern Weedgrass
Control

Turf Weedgrass Control
Weedgrass Control
PRE-M

Pendimethalin

Kerb
princep

A dense infestation of winter
annuals can be extremely damag-
ing to warm-season turfgrasses
during spring green-up (transition
from winter dormancy to active
turfgrass growth). Competition
for sunlight, soil moisture, grow-
ing space and, perhaps, plant
nutrients can be intense during
this time period.

Shade produced by winter an-
nual weeds impairs turfgrass
photosynthesis at a time that car-
bohydrate production is needed
for rapid spring growth. Addi-
tionally, winter annual weeds con-
sume large amounts of the
available soil moisture that is
needed by warm-season turf-
grasses during the spring green-
up process.

Asdense infestations of winter
annual weeds die in the late
spring, turfgrass cover may be
severely reduced or have large
openings that are easily infested

by summer annuals such as
crabgrass and goosegrass. There-
fore, a failure to control winter
annuals usually leads to increas-
ed summer weed problems.

Winter weeds may be classified
into two categories that are based
ontheirlifecycle. Winter annuals
complete their life cycle in less
than one year and reproduce on-
ly by seed. Examples include an-
nual bluegrass, common chick-
weed, henbit, parsley-piert, lawn
burweed and corn speedwell.

Winter perennials live for more
than two years and reproduce by
seed and underground vegetative
structures. Examples include wild
garlic and wild onion. Regrowth
from underground bulbs is the
primary means of reproduction
by wild garlic and wild onion in
turfgrasses.

PREEMERGENCE WEED CON-
TROL. In warm-season turf-

~ Formulations' -, Company
80W, 90DG, 4L Ciba-Geigy
2L Security
2.5G. 60DF Elanco
2.5G LESCO
2G Elanco
2G Elanco
2 9E, 4E, 36G. 7G. 12.5G ICI
4E, 7G, 12.5G LESCO
8.5G Scotts
4E, 12.5G Royalgard
4E PBI/Gordon
W SDS Biotech
5G LESCO
S50W. 2G ICI
4AS Elanco
S0W, 2G Rhone-Poulenc
245G Scotts
171G Scotts
60DG Scotts
60DG LESCO
60DG Clean Crop
S0W Rohm-Haas
80W, 90DG, 4L, 4G Ciba-Geigy

Table 1. Directory of preemergence herbicides that may be used for winter annual weed control in labeled warm-season turfgrasses. ‘W = Wettable powder;
DG = Water dispersable granule; L = Liquid; E = Emulsifiable concentrate; G = Granule.
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grasses that are not fall-over-
seeded, numerous herbicides can
be used to control winter annuals
(Tables 1, 2)

Depending upon the geograph-
ical location, late summer to ear-
ly fall applications of preemer
gence herbicides will control cer-
tain winter annual weeds. Com-
mon chickweed, henbit and an
nual bluegrass are easily controll-
ed with atrazine, benefin, benefin
plus oryzalin, oryzalin, pendi-
methalin and simazine

Additionally, common chick-
weed can be controlled with
DCPA, napropamide and pro-
namide. Preemergence herbi-
cides that have effectively con-
trolled parsley-piert are atrazine,
bensulide, oxadiazon and sima-
zine. Atrazine, napropamide and
simazine are effective for lawn
burweed control. Good to excel-
lent corn speedwell control has
been obtained with atrazine,
benefin, DCPA, napropamide,
pendimethalin, oxadiazon, pro
namide and simazine.

Of the preemergence herbi-
cides, atrazine and simazine pro
vide the broadest control spec
trumof winter annual weeds. Ad-
ditionally, atrazine and simazine
have good postemergence activi-
ty on winter annual weeds. Pre

emergence and postemergence
activity enable these herbicides
to be applied over a wide time
period

Research conducted in Georgia
has shown that atrazine or sima

zine applied from October
through February will control
winter annual weeds in bermu-
dagrass. Current label restric-
tions for atrazine allow applica-
tions at 1.0 pound a.i./acre to
hybrid bermudagrass from Oct.
I to April 15. Simazine is labeled
for applications from Sept. 1 to
June | on hybrid bermudagrass
at 1.0 pound a.1./acre.
Inourwork, 1.0pounda.i./acre
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of atrazine or simazine applied
in the fall has occasionally failed
to control winter annual weeds.
However, when the fall applica-
tion was followed with an addi-
tional 1.0 pound a.i./acre applica-
tion in February, winter annual
weeds were effectively controll-
ed. Atrazine and simazine may
be used as a split application at
1.0 pound a.i./acre or as a single
2 0pound a.i./acre application in
centipedegrass, St. Augustine-
grass or zoysiagrass for winteran-
nual weed control.

Another preemergence her-
bicide that has postemergence ac-
tivity on certain winter annuals

Winter perennials such as wild garlic
(above) live for more than two years

Winter annuals like annual bluegrass
(left) live less than one year.

is pronamide. Postemergence ap-
plications or pronamide will con-
trol annual bluegrass, common
chickweed and corn speedwell.
Pronamide is labeled only for
bermudagrass.

POSTEMERGENCE WEED
CONTROL. Postemergence her-
bicides that contain 2 4-D, dicam-
ba, MCPP, MCPA or dichlor-
prop, or combination products
that contain two or more of these
herbicides can also be used for
winter annual broadleaf weed
control

Similar to preemergence her-
bicides, postemergence her-
bicides vary in their effectiveness
for winter annual control. Forex-
ample, at recommended rates, a
single application of dicamba will
provide excellent control of com-
mon chickweed. In contrast, two
applications of 2.4-D plus MCPP
plus dicamba at recommended
rates are required toachieve alevel
of control similar to dicamba.

The best results with phenoxy-
or dicamba-containing herbicides
are when applications are made
tosmall, actively growing weeds
at temperatures above 60 degrees

N
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Common Name Trade Name (s) Formulations' Company
24D Numerous Numerous Numerous
MCPP Turf Herbicide MCPP 20 Ibs./gal. Rhone-Poulenc
Mecomec 4 4.0 Ibs./gal. PBI/Gordon
ESCO 2.5 Ibs./gal. LESCO
dicamba Banvel 4.0 Ibs./gal. Sandoz
Dicamba 4 40 Ibs./gal. PBI/Gordon
24D + 24-DP Weedone DPC Amine 185 + 1.85 Ibs./gal. Rhone-Poulec
Weedone DPC 1.85 + 185 Ibs./gal.
2.4-D + dicamba Eight-One 3.1 + 04 Ibs./gal. LESCO
Phenaban 801 30 + 04 lbs.g PBl/Gordon
24-D + MCPP LESCOpar 10 + 2.0 Ibs./gal. LESCO
Turf Kleen 10 + 10 Ibs./gal. Rhone-Poulenc
Phenomee 2+ | 10 + 2.0 Ibs./gal. PBI/Gordon
2.4-D + MCPP + dicamba Trimec Classic 20 + L1 + 02 Ibs./gal, PBI/Gordon
Three-Way 24 + 1.3 + 0.2 Ibs./gal. LESCO
2.4-D + MCPP + dichlorprop Weedestroy Triamine 13 4 13 + 1.3 Ibs./gal. Riverdale
2,4-D + dichlorprop + dicamba Super Trimec 20 + 20 + 0.5 Ibs./gal. PBI/Gordon
imazaquin Image 1.5 Ibs./gal. LESCO
MCPA + MCPP + dichlorprop Weedestroy Triamine I1 1.3 4 13 + 1.3 Ibs,/gal. Riverdale
Sabre 13+ 13+ 13 mgl. Royalgard
MCPP + 24-D + dicamba Southern Trimec 28 + L5 + 0.3 Ibs./gal. PBI/Gordon
metribuzin Sencor 75 Turf 75 WP Mobay

Table 2. Directory of postemergence herbicides that may be used for winter annual weed control in labeled warm-season turfgrasses. WP = Wettable powder.

Fahrenheit. Metribuzin, which is
chemically related to atrazine and
simazine, will control most winter
annual broadleaf weeds and an-
nual bluegrass in bermudagrass.
When wild garlic/onion is pre-
sent, herbicides that contain
2,4-Dordicamba will need to be
included in the winter weed con-
trol program.

Alternatively, imazaquin may
be used to control wild garlic/
onion in warm-season turfgrasses
(except bahiagrass). In addition
to wild garlic/onion control, im-
azaquin has shown good to ex-
cellent control of annual blue-
grass, common chickweed and
parsley-piert in experiments con-
ducted by the authorsin Georgia.

TURFGRASS TOLERANCE. The
ideal time to control winter an-
nuals with postemergence her-
bicides is when the warm-season
turfgrass iscompletely dormant.
Applications prior to spring
green-up will minimize the pos-
sibility of temporary turf injury.

Postemergence herbicides such
as2 4-Dplus MCPP plus dicam-
ba have been shown to slightly
decrease the quality of “Tifway”
bermudagrass when applications
were made three to four weeks
prior to or during the period of
active green-up. Although a de-
crease in quality occurred, the
decrease in quality was tempor-
ary. Inaddition, better turf growth
occurred in treated than in non-
treated turfdue to the elimination
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of winter annual broadleaf weeds.

Another reason to control win-
ter annuals while warm-season
turfgrasses are dormant is that the
weeds will be small and better
control will be achieved. At the
advanced weed growth stages that
usually occur in the latter stages
of green-up, the effectiveness of
most postemergence herbicides
decreases.

Similar to phenoxy- and di-
camba-containing herbicides, im-
azaquin can cause slight to
moderate delays in green-upifap-
plications are made during the
spring transition. As previously
discussed, all postemergence
herbicide applications should be
avoided during the spring tran-
sition of warm-season turf-
grasses.

The warm-season turfgrass
species vary in their tolerance to
preemergence and postem-
ergence herbicides. Reduced, or
often, only one-half rates of most
phenoxy- or dicamba-containing
herbicides are approved for use
on dormant centipedegrass and
St. Augustinegrass. The individ-
ual product label should be con-
sulted to determine the rate and
any application precautions prior
tousing any herbicide ona warm-
season turfgrass.

FALL OVERSEEDED TURF-
GRASSES. Weed control in warm-
season turfgrasses which are fall
overseeded with a cool-season
species, such as perennial rye-

grass, differs from non-over-
seeded situations in that the turf-
grass manager must consider the
tolerance of the cool-season as
well as the warm-season turfgrass
to herbicides.

With most preemergence her-
bicides, three to four months must
elapse between the last applica-
tion and any reseeding efforts.
Therefore, preemergence her-
bicides should not be applied in
the fall to areas that are schedul-
ed to be overseeded.

Two herbicides are available
that will control annual bluegrass
inbermudagrass that is fall-over-
seeded with perennial ryegrass.
Ethofumesate (Prograss) may be
used on dormant bermudagrass
15to 30 days afteroverseeding for
preemergence and early post-
emergence control of annual
bluegrass. Delays in spring green-
up can occur if bermudagrass is
not completely dormant at the
time of the ethofumesate appli-
cation.

Fenarimol (Rubigan), a com-
monly used turfgrass fungicide,
has preemergence activity onan-
nual bluegrass. Two to three ap-
plications, with the last applica-
tion two weeks prior to over-
seeding, will control annual blue-
grass in bermudagrass that is
overseeded with perennial rye-
grass,

Broadleaf weeds such as com-
mon chickweed and henbit may
becontrolled with 2 4-D, dicam-
ba, MCPP, MCPA and dichlor-

prop or mixtures that contain two
or more of these herbicides. Ap-
plications should be delayed un-
til the perennial ryegrass has been
mowed three to four times. Delay-
ing the application significantly
improves the tolerance of peren-
nial ryegrass to postemergence
herbicides.

SUMMARY. Winter annual and
perennial weeds can be effectively
controlled in warm-season turf-
grasses.

As the competitive ability of
warm-season turfgrasses with
weeds decreases during the dor-
mancy period, herbicides will be
needed to control winter weeds.
The use of a preemergence her-
bicide in non-overseeded areas
combined with supplemental ap-
plications of postemergence her-
bicides will enable the profes-
sional turfgrass manager to limit
the appearance and harmful ef-
fects of winter weeds on warm-
season turfgrasses. — Tim Mur-
phy and B.J. Johnson “

The authors are an extension ag-

ronomist/weed science and pro-

fessor, respectively, at the Exten-
sion Agronomy and Agronomy
Departments, The University of
Georgia, The Georgia Station,

Griffin, Georgia. Trade names
are used only for information.

Mention of atrade name does not
imply approval of any product to
the exclusion of others whichmay
also be suitable.
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One bhad Fall
Could change
a Child’s
whole Life

Young athletes need your help

Let's look at reality...many, maybe even most, of our sports
and playground surfaces are in deplorable condition. Many
of these are unsafe and even treacherous. We still tolerate
this even though we have the finest agronomic knowledge,
turfgrasses and equipment at our disposal. Add this to our
collective enthusiasm for physical activity... watching and
participating...and we have a powerful force to construct
quality fields, maintain them, and/or correct existing sports
field turf problems. We believe that lack of vital information
and blurred focus of intentions have slowed progress. NSTC
will take all of this talent, information and material, focus,
then project the essence into an active force for sports and
playground safety.

Who do we need to get involved? Support from
organizations, institutions and associations is essential, but
individual efforts from parents, teachers and coaches is
mandatory. We need input...emotional, testimonial,
technical, statistical and physical. Then we need funds to
fuel the mechanism. We need you.

We need community liaison, people who will grab the ball
on a local level and run with it. We need people in the right
places who can implement a plan to tackle a problem,
devise game plans in the community and make them work.
We need people of conscience who realize that falling is a
part of physical activity and that getting up and shaking it
off is a right, and pain and injury are not acceptable.

We need you.

You can help by joining today!

Become associated in some category with NSTC and with
affiliated organizations.

Give financial aid to NSTC to assure continuity of Safer
Sports Turf operations.

Help implement plans on a local/community level.

Talk to others...get them involved.

Join today.

The National Sports Turf Council

An educational, research, charitable,
non-profit, tax-exempt organization

Membership Application

B BORNOR. 5, .\ e i e ety e $500+
T A RN R e R $500
(] National Corporation ............ $250
L] Logal Commertibl . ... ... oo $100
(] Donor (not a member) Any Amount
[C] Contributor (Receives Mailings) .... $25

to any amount

| (We) wish to support NSTC in the above
category (check appropriate box)

Name

Business/organization name

Address

City State Zip

Phone

Please return this membership application and
your check to: National Sports Turf Council

USDA-ARS-BARC
Bldg. 001 Room 333
Beltsvi

e, MD 20705 naTiONAL svoms TURF COUNCIL
301 /344 3655




There is some turf even

DURSBAN cant protect.

Granted, DURSBAN* Turf Insec-

ticide won't do you much good
in a dark alley. But when it's
time to get tough on surface-

feeding insects, it doesn't make
any sense to take chances.
What makes sense is using the

industry standard—DURSBAN
insecticide.

More muscle for your
money. Nothing’s meaner on
Chinch Bugs, Billbugs, Sod
Webworms and other surface-
feeding thugs. Nothing. And

there’s simply no better value
for liquid lawn care applications.
One tough insecticide.
What's more, DURSBAN Turf
Insecticide offers excellent resi
dual, low odor and superb broad
spectrum control. The kind of
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control you've come to expect— keep surface feeders off your
and customers demand. turf. Wearing a black leather
So arm yourself with jacket during application is, of

DURSBAN Turf Insecticide. And  course, not recommended. ] :
“Trademark of

DURSBAN Turf Insecticide. The Professional Choice. n Ehe GO Ot

Circle 18 on reader service card



FINANCIAL CORNER

RETIREMENT PLANNING: WHEN YOU CAN'T TAKE IT WITH YOU

PEOPLE MAKE THOUSANDS OF
plans for life, but sometimes none for
death. Unfortunately, family and friends
may pay the price for those who die
without an estate plan.

People who die without a will, for ex-
ample, risk having their assets tied up for
years in probate. And when it's all over,
their intended beneficiaries might end up
with far less than intended. Worse yet, a
poorly planned estate means added frus-
tration and anguish for already distraught
family members and friends.

A good place to start is a will, which is
the cornerstone of estate planning; all
other factors revolve around it. One way
to drive home the importance of a will is
by examining how your estate would be
divided under your state guidelines if you
died without a will.
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Additional expenses that sometimes
result from not having a will stem more
from extra steps that are needed to settle
the estate in lieu of directions in a
will.

Besides dividing the assets, the will
usually spells out who would get custody
of the children, if there are minors in-
volved. It also names the person responsi-
ble for settling the affairs of the estate
(the executor), which is another decision
that sometimes can lead to disputes and
problems.

In addition to drawing up a will, estate
planning involves taking a look at invest-
ments and assets to make sure they are
properly placed. A common mistake is
not having enough readily available mo-
ney in an estate to pay the inheritance or
estate taxes survivors often face.

For example, a person may have a large
amount of his estate tied up in the family
house. Faced with a sizable inheritance
tax bill, survivors may be forced to sell
the house to obtain the money to pay the
bill.

A person can avoid this trap by grad-
ually converting stocks, bonds and prop-
erty into cash investments or by buying a
life insurance policy, which pays cash di-
rectly to a named beneficiary.

Another potentially costly mistake in-
volves people with estates worth more
than $600,000. As long as money is pass-
ed from one spouse to the surviving
spouse, the survivor pays no federal estate
tax regardless of the size of the estate.
However, when the surviving spouse dies,
other heirs face paying a federal estate tax
on the amount that exceeds $600,000.

One way individuals can
avoid large tax bills is by set-
ting up a trust, which is an ar-
rangement for a third party
(often a bank) to control assets
for another person’s benefits
until a specified time. One of
the best things about trusts is
that they can be used to trans-
fer just about any asset to
whomever you wish with
whatever restrictions you want
to impose. In addition, some
trusts can be used to reduce
taxes, both currently and upon
death.

Among their advantages:

® They allow the transfer of
assets without the money be-
ing subject to probate ex-
penses.

® They can reduce or elimi-
nate federal estate tax and in
many cases reduce current in-
come tax liability.

* They allow money to be
passed on to heirs gradually
or in installments instead of in
one lump sum.

With the help of your per-
sonal financial planner and the
advice of your attorney, you
can create an estate plan that
will allow the greatest amount
of wealth to pass to your
designated beneficiaries with a
minimum of difficulty.— /DS
Financial Services 13
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Lowell Wolfarth

KATHRYN GANGEL WAS AP-
pointed customer service representative
for Aquatrols. She will assist the sales
manager in developing and implemen-
ting the company’s sales plan and cus-
tomer services.

Her previous experience includes
work at The New Jersey Department of
Agriculture.

Taylor was previously manager of
Phoenix operations for The Grounds-
keeper, a Tucson-based corporation.

Kubota Tractor Corp. appointed Rob-

ert Lowell regional sales manager and
David Chapman consumer products
dealer development manager.

Lowell will be responsible for dealer
development, product training, inven-
tory management and new dealer re-
cruitment in Connecticut, Massachu-
setts and Rhode Island.

He has 14 years experience with J.I.
Case Co./Ingersoll Equipment Co. Be-
fore that he worked at International
Harvester Co. for eight years.

Chapman will be responsible for new
dealer recruitment and providing sup-
port to Kubota’s regional sales mana-
gers. He most recently served as dis-
trict manager for Deutz-Allis Corp. Be-
fore that he was territory manager and
dealer manager at Versatile Farm Equip-
ment Corp.

Ron Wolfarth and Bill Tullos have
been appointed central control sales
managers for Rain Bird Inc. Wolfarth
will serve the Eastern United States and

Tullos the West.

In their posts, they will supply ir-
rigation consultants and specifiers with
detailed information about Maxicom,
Rain Bird’s computerized control sys-
tem for multiple site irrigation projects.

Before joining Rain Bird in 1986,
Wolfarth worked as an independent ir-
rigation and water management consul-
tant with major landscape architecture
firms including Olson and Associates.

Tullos has worked in the landscape
and irrigation industry for 16 years. He
has been with Rain Bird for five years.
Previously, he was general manager of
Gator Pumping Modules Inc. and turf
sales manager for Florida Irrigation
Supply.

Alan Kulibaba has joined Lebanon
Total Turf Care, a division of Lebanon
Chemical Corp., as sales representa-
tive. He will be responsible for sales
and service of professional jurf ac-
counts in northern New Jersey. &

CHOICE OF

NO1

TOP OPERATORS

TOUGH BRAIDED PVC
High Pressure Neon SPRAY HOSE

* Braided reinforcement,
rated 800 PSI working
pressure, 3000 burst.

40 Years of Growing with
The New York State Turfgrass Association

/Dismvcthwldas /Ncwhoducls /NcwhoﬁtOppommiliu

* Worker’s favorite, easy
to work with, resists
kinking and memory
bend.

* 300’, 400, 600’ continuous lengths in multiple IDs
available.

Rochester Riverside
Convention Center
Rochester, N.Y.

Spedial One Day Seminars
® Charles Vander Kooi

Job Estimating
® Alex Shigo
Tree Biology and Inury
® 290 Booth Trade Show
® DEC Pesticide Credits

PVC OUTER TUBE
O NYSTA Membenship Application

POLYESTER BRAID
s - L20 Artd Jout v REINFORCING
N R I T . PVC INNER TUBE
e /L ey e ! At Your Distributor or
Gy B D T Call Us at (312) 593-6464.
: ENCAP PRODUCTS COMPANY

PO. Box 278, Mt. Prospect, IL 60056
D———

Circle 10 on reader service card Circle 12 on reader service card
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RANSOMES INC. HAS ANNOUNCED
an improvement in its Motor 180, one of
the industry’s most versatile triplex mow-
ers. The Motor 180 is now powered by a
16-h.p. Briggs & Stratton V-twin engine
for additional power in all mowing condi-
tions.

The Motor 180 cuts a 7l-inch swath. An
optional feature is 3-wheel drive, for ad-
ditional traction and climbing power.

The Motor 180's single-pedal hydro-
static drive creates responsive operation.
The operator’s foot controls forward and
reverse movements, allowing any speed
up to 6 mph without shifting.

Circle 127 on reader service card

LESCO INC. HAS INTRODUCED ITS
Tournament Turf Marking Paint for ath-
letic fields, irrigation, landscape installa-
tion and other turf uses.

Available in 16-ounce cans, the paint
comes in white, yellow, red and fluores-
cent red — all lead-free formulas.

The can fits all standard marking de-
vices and operates in an inverted position.
Circle 128 on reader service card

THE TYE CO. HAS INTRODUCED A
30-foot series V-folding drill featuring a
clear view, wishbone hitch and the latest
state of the art precision seeding system.

The wishbone hitch gives the operator
a clear, end-to-end view of the drill dur-
ing planting as well as a clear view of the
road behind him while in transport (pa-
tent pending). Tye's wishbone hitch de-
sign eliminates the cumbersome center
hitch used on most folding drills and
planters.

The new hydraulic system folds the
drill quickly and easily. Folding to a nar-
row 13.8-foot transport width can be com-
pleted in a minute — about two feet nar-

PRODUCT SPOTLIGHT

NISSAN KIZAI NICE INC.

PRODUCTS

Ransomes has added a Briggs & Stratton V-twin engine to its
Motor 180 triplex mowers to provide additional power.

rower than most other models. Operators
will also like the I5-inch ground clear-
ance.

Four lift-gauge wheels provide optimum
flotation to assure positive depth control.
Separate hydraulic lift and folding circuits
require only two tractor remotes.

Circle 129 on reader service card

SUPERGRO,™ A NEW EROSION CON-
trol product, is now available from Phil-
lips Fibers Corp.

Engineered to prevent surface erosion
while promoting rapid growth of freshly
landscaped areas, SuperGro is a flexible
composite. It consists of a nonwoven po-
lypropylene fiber mat reinforced by poly-
propylene netting.

SuperGro secures grass seed in place,
retains moisture for seed germination and
lets water, air and sunlight penetrate.

Because SuperGro is fire-resistant, it's
much safer than straw, wood shavings and
paper products. It doesn’t contain any
chemicals, and is timed biodegradable so

it will not harm the environ-
ment.

A versatile, economical pro-
duct, SuperGro features
numerous applications in land-
scaping and erosion control
along highways, recreation
fields and landfills.

Available from Phillips is a
four-page brochure including
information on availability,
packaging and installation.
130 on reader service card

THE DAN 2001 MICRO-
Sprinkler is now available from
Netafim Irrigation Inc. The
system regulates flow for all
terrain with high uniformity
and offers insect and sand protection.

The Dan 2001 is ideal for application in
orchards, vineyards, greenhouses, nur-
series and for microclimate control. It
easily retrofits many existing irrigation
systems. The large nozzle diameters and
self-cleaning design reduce chances of
clogging.

The Dan 2001 is fully flow compen-
sating over a pressure range from 20 psi
to 50 psi, assuring balanced water distri-
bution and a uniform, 13-foot to 21-foot
wetted diameter.

It's ideal for sloped terrain and longer
laterals, resulting in more efficient use of
water, energy and irrigation chemicals.
The Dan 2001 is available in the following
flow rates: GPH 5.5, 90, 14.5 and 18.5.
Circle 131 on reader service card

JCB INC. HAS INTRODUCED THE im-
proved model 930 rough terrain forklift.
The new 6,000-pound capacity design
stresses operator comfort, ease of opera-
tion and convenience.

The body and chassis
designs give operators new
front fenders and steps for
easier entry and exit, as well
as a new sloping hood design

has added anew model toitsline
of Mini Giant Excavators.
Model S & B 20 features an
articulating boom which per-
mits left to right movement
without the operator having to
move the machine itself. The
machine weighs 6,910 pounds
and is equipped with a 5-foot
by 14-inch backfilling blade.

60

Featuring economical diesel
fuel consumption with a Mit-
subishi 4-cylinder engine and
low rpm (rated output 24 at
2,300), the excavator works in
the tightest spaces where cost-
ly hand labor normally would
be the only answer.

It's the only 360-degree track-
ed excavator that can dig, turn
and dump within the width of

its tracks, while zero-degree tail
obstruction allows minimum
disruption to traffic.

It can also load any tandem
truck and dump spoils any-
where. Overhead skylight and
guard afford upward visibility
of wires, overhangs, etc. Rub-
bertracks preventdamage toturf
and sidewalks.

126 on reader service card

for greater visibility to the
rear. The 930 also offers a new
heavy-duty fuel tank and
hydraulic tank with easier
access.

In addition to redesigning
the exterior, JCB also improv-
ed the operator compartment.
Added features include an im-
proved instrument console,
hydraulic control levers angled
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toward the operator for easier reach, larger
door width, bigger grab handles and im-
proved Bostrum “U” series seat.

JCB provides a choice of 2-wheel or
4-wheel drive, four mast options and
either standard carriage or ITA Class III
carriage.

Circle 132 on reader service card

THE NEW B20 TRACTOR FROM KU-
bota Tractor Corp. is an industrial
strength compact tractor capable of being
equipped with a full-scale backhoe and
loader.

Powered by a 20-h.p. engine, the B20
was designed to meet the rigorous de-
mands of front loader. backhoe, trencher
and box scraper work while retaining the
versatility and maneuverability of compact
tractors

With its liquid-cooled 3-cylinder diesel
engine, the B20 features hydrostatic trans-
mission and standard 4-wheel drive for
greater traction and power.

Kubota's B20 is equipped with a power-
ful 12.7 gpm dual-pump hydraulic system
to provide ample volume for handling the
loader and backhoe. The integral power
steering, slanted hard nose hood and
stronger front axle serve to expand the
capabilities of this unit,

The B20 also features a rear PTO and

3-point hitch allowing for additional im-
plements such as a box scraper, rear

mount mower, rotary cutter, post hole dig-

ger and trencher to be quickly attached
and detached.

Operator comfort is maximized on
Kubota’s B20 model. A slide-adjustable,
high-back deluxe seat reduces operator
fatigue. The seat can be quickly reversed

with a single lock lever, properly position-

ing it for the operator to begin backhoe
work.

Circle 133 on reader service card

THE BROYHILL CO. HAS DESIGN-
ed a 30-gallon lawn and garden sprayer
with an exclusive low profile tank design

Broyhill's 30-gallon lawn and garden sprayer.
and 10-inch easy access lid for convenient
tank rinsing.

The tank holds 20 percent more than

standard 25-gallon sprayers. The design in-

cludes a garden tool/chemical container
storage area with drain to eliminate rain
collection. The unit can be towed with the
engine in front or back for less opera-

tor noise.

Standard features include by-pass agita-
tion, relief valve, 80-inch coverage boom,
filter. 150 psi roller pump and a 3-h.p.
Briggs &Stratton engine. All controls are
mounted on the spray gun holder for
easier operation.

Circle 134 on reader service card.

WOODS, A DIVISION OF HESSTON,
has introduced a three-model line of com-
mercial grade walk-behind mowers. Mow-
ing widths are 36 inches, 48 inches and 61
inches with adjustable cutting height from
1 1/2 inches to 4 inches in 1/4 inch incre-
ments.

A heavy-duty hydrostatic transaxle drive
provides smooth operation, fast response
and eliminates clutching. One lever con-
trols speed which ranges from 0 mph to 6
mph including up to 2 mph in reverse.
Dual disc brakes are employed for preci-
sion steering.

Large 16-inch diameter drive tires im-
prove traction. An oil bath gear drive is
used to drive both wheels to assure
straight tracking. The mower deck on
these units is welded from I()-gallon steel

P.O. Box 888 + Beatrice, NE 68310 « (402) 228-4255

Quality you'll ask for again and again.

Features you
can count on.

| Double V band wheel drive belt

7 5speed transmission with reverse
% 3 Lifetime warranty on the cutting deck
§ 4 Diagonal left deck trimming corner

9 Special high lift blades

Count on the Encore PRO-Line of 36"
and 48" commercial mowers to deliver

the features lawn and turf
maintenance professionals ask
for. And quality you'll ask
for again and again!

%

ENCORE

MANUFACTURING CO., INC

Circle 23 on reader service card
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CALL
TOLL-FREE
800-456-0707

To place a classified ad.

For display advertising
media information.
To order or renew

a subscription
or correct
your mailing address.

LAWN &
LANDSCAPE
MAINTENANCE
MAGAZINE.

Call us.
We're here to serve you.
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with double reinforced side skirts. Kohler
engines power the mowers, and fuel tank
capacity is 3 gallons.

Circle 135 on reader service card

RAIN BIRD HAS INTRODUCED

Night Bird, a new state of the art, low-
voltage landscape lighting system. Design-
ed for residential and light commercial ap-
plications, the system includes path, well,
flood and spotlights, as well as two weath-
erproofed timer/photo cell/transformer
units.

The line is designed with a standard
base and interchangeable heads, making it
easy to stock and install. Floodlights are
easily converted to spotlights with the ad-
dition of an optional snoot. Colored glass
lenses are available in blue, amber, green
and red. A 200-watt timer operates 10 20-
watt lights installed with simple loop wir-
ing. All lights are designed to blend into
landscaping and are constructed of corro-
sion-resistant, stainless steel and cast al-
uminum for durability.

Glass lenses assure true color and shape
under all climatic conditions. Specially
treated rubber gaskets provide a solid,
long-lasting seal. High-intensity halogen
bulbs guarantee true color and a bright,
diffused light.

Circle 136 on reader service card

A PRODUCT THAT PROTECTS SKIN
from outdoor plants, grasses and foliage is
now available from Stockhausen Inc.
Stokogard is an odorless, silicone-free
cream that forms an invisible shield on the
skin. When applied liberally before contact
with plant oils and other elements, its pro-
tection is effective for up to eight hours.
Virtually any job in which skin is ex-
posed to outdoor elements can benefit
from using the cream, including forestry,
farming, landscaping and contracting.

Circle 137 on reader service card

BECKETT CORP. HAS CREATED A
submersible pump small enough to fit in a
6-inch pipe, but stout enough to drain a
basement.

The Versa King 1200A was developed
for those chores needing prime pumping
power in a precise package. The corrosion-
resistant Versa King is the smallest 1,200-
gallon-per-hour pump on the market.

For landscaping, the pump can be used
in fountains, statuaries, waterfalls and
large fish ponds.

The pumps can be ordered with an
automatic float switch, and are available
with either a 10-foot or 20-foot cord. The
Versa King V-1200A models are UL
listed.

Circle 138 on reader service card.

BILLY GOAT INDUSTRIES HAS AN-
nounced the availability of a 5.5-horse-
power Honda engine on its KD501 suc-
tion sweeper. It is the only suction

Billy Goat adds a Honda motor to its KD501.

sweeper in its class to offer the new over-
head valve Honda engine.

The sweeper features a high-capacity
bag with handles and an L-shaped side
zipper for emptying.

For maneuverability and efficiency, a
lightweight snout and 26-inch wide clean-
ing path are provided.

(continued on page 69).

e
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The Lawn
Solution

State-of-the-Art
Lawn & Tree Care

Management Software

Don’t buy any other system
until you have seen “The
Lawn Solution’. The
advantages will be obvious.

FOR MORE INFORMATION CALL

24175
Telegraph Rd.
Southfield,
Michigan 48034

NY
Circle 49 on reader service card

‘E

No More,

® spillage

change bottles

® throwing away partial tanks of expensive chemicals
® |ost time in cleaning tanks and remixing

With the “BCS” from Trebor you can,

® send out chemicals exactly pre-mixed at the plant
® change from one chemical to another quickly and easily — just

® get renowned Birchmeier quality!

TREBOR CORPORATION

4045-A Jonesboro Road ¢ Forest Park, GA 30050
404/366-0957 » Telex 759-353 ¢ (Outside Georgia) 1-800-331-1449

Circle 32 on reader service card
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Gateway
o the
"90s

Join the landscape professionals at the 1989
Green Team Conference and Trade Show,
“Gateway to the '90s.” This four-day
event is your entree to a two-day exhi-
bition of the industry’s finest products
and services. “Gateway to the '90s” is
sponsored by the Associated Land-
scape Contractors of America and
the Professional Grounds Manage-
ment Society and features three full
days of educational programs that:
® give you the most up-to-date
information on horticultural prac-
tices, management techniques
and business matters.
® cxamine in detail subjects
ranging from landscape design
build and hydroseeding to
sales and contract techniques.
It’s four days filled with
opportunities to learn — to
socialize — to exchange
ideas — to see and enjoy.
Plan to attend.

_ woR ' i xu- .

Green Team Confernce
and Trade Show

November 9-12, 1989 = St. Louis , Missouri
St. Louis Sheraton and Cervantes Convention Center

Need moreinformation on the 1989 Green Team Conference and Trade Show?

Contact
ALCA
Associated Landscape Contractors of America Professional Grounds Management Society
405 N. Washington St. #104 Suite 1E, 12 Galloway Avenue
Falls Church, Va. 22046 Cockeysville, Maryland 21030
(703) 241-4004 (301) 667-1833

See You Tu St. Lowis!



All Spray
Pattern
Indicators
are not
Created

Equal.
Even Ours.

Two spray pattern indicators for
different uses.

No one else gives you
a choice.

RESGAL

Circle 33 on reader service card

FOCUS ON:

PRODUCT PROFILE

PREVENTIVE MEASURES DETER CUSTOMER LOSS

S TS R SRR e S
Don Strauss takes a preventive approach to car-
ing for turf. Here he inspects a customer’s turf for
signs of insects.

DAN STRAUSS' CUSTOMERS HAVE
some pretty big lawns which can be a
challenge when it comes to insect con-
trol.

“My customer’s average lawn size is
15,000-square-feet,” said Strauss, owner
of a Spring-Green Lawn Care franchise in
Lancaster, Pa. Keeping those customers
happy is not easy so he considers every
available option.

A few years ago, Strauss attempted in-
sect control on a curative basis vs. a
preventive basis.

In 1986, he hired an employee to scout
the lawns of 350 customers in the Lan-
caster area. By tracking we found that
more than 80 percent of all lawns in our
territory had insect infestations.” Strauss
explained.

He chose to apply selective granular
treatments of diazinon and Oftanol. But
the number and size of lawns made it dif-
ficult to thoroughly inspect each property
and stop the insect problem.

LABOR INTENSIVE. *The problem with
the curative approach is it’s difficult to be
effective because it’s labor intensive — a
lot of inspections need to be made.”
Strauss said. *'1 believe in minimizing the
use of pesticides, but they're still valuable
tools in our industry.”

In 1987, he took a different approach.
During Round 2, Strauss tank mixed
Dursban™ turf insecticide with pendime-
thalin, Ferromec AC and fertilizer.

“A funny thing happened,” he said.
*“The phones stopped ringing with call-
backs for insect damage.”

He said the history of surface-feeding
insect damage in his area warranted his
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decision. “The two biggest pests are sod
webworms and chinchbugs, and Dursban
insecticides are excellent on them.”

IMPROVED BOTTOM LINE. *'I found by
tank mixing the insecticide, we were able
to concentrate more on customer educa-
tion, tree work and selling other ser-
vices,” he said. “The time and money we
saved preventing callbacks improved our
bottom line.”

“The best thing about this program is it
costs me 40 percent less, based on labor,
equipment and materials,” Strauss said.

In 1988, he refined the program. In
Round 3, if the lawn still had an insect
problem it received a liquid application of
Dursban turf insecticide and, depending
on the weather, a weed and feed custom
blend. If no insect damage was apparent.
lawn technicians proceeded with a granu-
lar application of sulphur-coated urea.

“For me, treating lawns in a preventive
manner means a smiling customer,”
Strauss said. And those smiling custo-
mers pass the word on. According to
Strauss. 23 percent of his business comes
through referrals.

CUSTOMER EDUCATION. Strauss has
fought back the wave of anti-pesticide
publicity by doing a lot of customer edu-
cation. “We never minimize what we do
and we give them terms they can under-
stand. It's difficult for consumers because
most have no chemical knowledge — no
relative understanding of what we're do-
ing."

“I feel confident using Dursban. It's
one of the most extensively studied
materials in our tool box and the only
one with human exposure studies,”
Strauss said.

Tests conducted by Dow show that “no
toxic effects have been observed in
humans exposed to chlorpyrifos during
operations requisite to application of
Dursban insecticides or in controlled
laboratory studies.”

Strauss discovered when it came to
treating his customers’ large lawns, a
preventive approach to insect damage was
best. “For me. the benefits of preventive,
broadcast treatments far outweigh cura-
tive, spot treatments,” he said. “It's less
costly. there are fewer callbacks and more
satisfied customers.” ]

Circle 150 on reader service card.




Green Team
(continued from page 28)

While Kujawa is looking forward to this
year's show, he’s also enthused about
what will result next year when the three
groups combine efforts for one trade
show.

“The original concept of the Green
Team was to bring groups together to
cooperate on one single entity — a trade
show,” he said. “ALCA and PGMS are
looking for bigger and better things when
we join PLCAA next year. When differ-
ent groups cooperate, they serve their
members and the industry better.”

Monday offers two optional tours.

The first is of Ralston Purina’s corporate
garden and the Missouri Botanical Gar-
den.

The afternoon tour will take attendees
to Monsanto World Headquarters, which
has a collection of native plantings in-
cluding prairie plantings and a perennial
garden. — David Westrick |

The author is Assistant Editor of Lawn
and Landscape Maintenance magazine.

Spray Rigs
(continued from page 38)

able pieces will allow you to store criti-
cal parts of the system indoors during in-
clement weather, and make it much
easier to blow moisture from sections of
the system (remember the “‘small drop-
let effect”) with a compressed air
blower.

SUMMARY. Many urban pest manage-
ment practitioners have experienced
serious problems with tank freezing, and
in recent years, tank crystallization in
their spray equipment. In this article I
have tried to share some of my under-
standing of the dynamics of these prob-
lems, and some of my philosophy with
respect to problem solving.

With the winter season just around
the corner, now is the time to review
your cold season operating procedures.
Like any other business problem, tank
freezing and crystallization are manage-
able, but you must be proactive in your
approach.

Armed with the knowledge of why
these problems occur will put you in a
much better position to prevent their
occurrence.

You owe it to your customers, your em-
ployees and to your bottom line to solve
these problems before they occur. —
Mike Holcomb #

The author is an urban and industrial en-
tomologist in Decatur, Ala.

CALENDAR

OCT. 21

Estimating and Management Principles,
sponsored by the Associated Landscape
Contractors of America, Milwaukee Area
Technical College, Milwaukee, Wis. Con-
tact: ALCA, 405 N. Washington St.,
Falls Church, Va. 22046; 703/241-4004.

OCT. 25-27

Annual Southwest Turfgrass Association
Conference, Albuquerque Convention
Center, Albuquerque, N.M. Contact: Bill
Keneipp, 7017 Kiowa, N.E., Albuquer-
que, N.M. 87110; 505/884-3125.

NOV. 6-9

The 10th Annual Professional Lawn Care
Association of America Conference and
Trade Show, Las Vegas, Nev. Contact:
Jim Brooks, 1000 Johnson Ferry Rd. NE,
Suite C-135, Marietta, Ga. 30068-2112;
404/977-5222 or 800/458-3466.

NoOV. 7-8

Second Annual Guelph Turfgrass Sym-
posium, College Inn, Guelph, Ontario.
Contact: Division of Continuing Educa-
tion, Room 160, Johnston Hall, Universi-
ty of Guelph, Guelph, Ontario N1G 2W1;
519/824-4120 ext. 3956.

NOV. 7-10

New York State Turfgrass Association
Annual Conference and Trade Show,
Rochester Riverside Convention Center,
Rochester, N.Y. Contact: Beth Seme, PO.
Box 612, Latham, N.Y. 12110; 518/783-
1229.

NOV. 8-11

International Trade Fair for Design,
Equipping and Care of Amenity Areas,
Cologne, West Germany. Participants in-
clude those interested in landscape con-
struction, plants and seeds, chemical and
biological products and golf course con-
struction. Contact: Koln Messe, 221/821-
2912.

NOV. 10-13

Green Team Conference and Trade Show,
Cervantes Convention Center, Omni
Hotel, St. Louis, Mo. Contact: Asso-

ciated Landscape Contractors of America,

703/241-4004 or Professional Grounds
Management Society, 301/667-1833.

NOV. 12-15

Irrigation Association Annual Conference
and Show, Anaheim Convention Center/

Marriott, Anaheim, Calif. Contact: R.C.
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Sears, 1911 N. Fort Myer Dr., Suite
1009, Arlington Va. 22209-1630; 703/524-
1200.

NOV. 14-15

1989 Indiana State Lawn Care Associa-
tion Conference and Trade Show, Indiana
State Fairgrounds, Indianapolis. Contact:
Robert Andrews, ISLCA, PO. Box 48l,
Carmel, Ind. 46032; 317/575-9010.

NOV. 16-18

Second Annual Landscape Maintenance
Association Meeting and Equipment
Demonstration, Orlando, Fla. Contact:
LMA, PO. Box 728, Largo, Fla. 34649;
813/584-2312.

NOV. 28-30

Turfgrass and Ornamental Chemical
Seminar, Purdue University, West La-
fayette, Ind. Contact: Barb Meyer, 317/
494-7221.

DEC. 4-7

Ohio Turfgrass Conference and Re-
gional Show, Ohio Center, Columbus,
Ohio. Contact: John Street, 2021 Coffey
Rd., Columbus, Ohio, 43210; 614/292-
2601.

DEC. 4-5

Second Annual Southern Grounds and
Turf Maintenance Exposition, Myrtle
Beach Convention Center, S.C. Contact:
Special Events Division, State Tech
Board, Columbia, S.C.; 803/737-9351.

DEC. 5-6

The 36th Annual Rocky Mountain
Regional Turfgrass Conference and Trade
Show, Holiday Inn, I-70 and Chambers
Road, Denver, Colo. Contact: Bill
Shrum, PO. Box 903, Parker, Colo.
80134; 303/688-2268.

DEC. 1I-13

20th Annual Georgia Turfgrass Con-
ference and Trade Show, Hyatt Atlanta
Airport at Georgia International Conven-
tion and Trade Center, College Park, Ga.
Contact: East Georgia Cooperative Exten-
sion Service, 2400 College Station Rd.,
Athens, Ga. 30605; 912/681-5189.

DEC. 13-I5

Desert Turfgrass/Landscape Conference
and Show, Riviera Hotel, Las Vegas, Nev.
Contact: Desert Turfgrass Show, 3376 S.
Eastern Ave., Suite 148, Las Vegas, Nev.
89109; 702/735-0000. =
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RATES

All classified advertising is 55 cents per word.
For box numbers, add $1 plus six words. All
classified ads must be received by the pub-
lisher before the 10th of the month preceding
publication and be accompanied by cash or
money order covering full payment. Submit
ads to: Lawn and Landscape Maintenance
magazine, 4012 Bridge Avenue, Cleveland,
Ohio 44113. Fax:216/961-0364.

ACQUISITIONS
WANTED TO ACQUIRE

Lawn care companies of all sizes in U.S. and
Canada being sought by national corporation.
Complete buy out or stay and grow with us. If
interested please call me directly: Don Karnes,
Senior Vice President, Tru Green Corp., 404/

442-8700. Strict confidentiality maintained.
Ll L]

WANTED T0 BUY

Lawn care companies of all sizes anywhere in
U.S. wanted to purchase by national corpora-
tion. If interested please respond to: Lawn &
Landscape Maintenance, Box 329, 4012 Bridge
Ave., Cleveland, Ohio 44113. Strict confiden-
tiality maintained.

FOR SALE

LAWN CARE EQUIPMENT

Hannay reels new in-the-box, E1526s, E1530s,
$349; 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; ChemLawn guns, $75.95; lawn spray
boots, $16.95; lawn spray gloves, $1.75/pair.
Call Hersch’s Chemical Inc.
800/843-LAWN — outside of Michigan
313/543-2200

LANDSCAPE TRAINING VIDEOS

CLASSIFIEDS

AND SPANISH. Write for free brochure: C.D.
Anderson Landscape Videos, 515 Ogden Ave.,
Downers Grove, Ill. 60515. 800/937-0399.

TURF SPRAYER

Wantthe hottest new sprayer on the turf market?
How about a unit that has NO gas engine, NO
12-volt system and NO noise, but is powered
by a gear pump which is ground driven by the
wheels. This is our WALKOVER sprayer which
features. 1. Accurate spray rates, 2.simple to
use, 3. Precision manufacturing. Call CHEM-
TEC today for more information 800/848-8507.

88 FORD 5610 NUNES MOWER

Designed to mow large areas of turfgrass, 17-foot
cutting width, cutting speeds upto 6 mph. Large
flotation tires. Excellent condition. Call Artistic
Maintenance, 714/458-2605.

FREE CATALOG
FREE CATALOG

i

COMPLETE TRANSMISSION

PART # JT-215
OTHER SPECIALS:
GEAR BOX REPAIR KIT (BOBCAT) 99.95
GEAR BOX REPAIR KIT (BUNTON) 99.95
BUNTON 10" COMPLETE ASSBLY 2395
SNAPPER 7" STEEL WHEELS a7s

16" HIGHLIFT BOBCAT/BUNTON BLADE 525
J. THOMAS DISTRIBUTORS, INC.
1-800-634-5463 ORDERS
1-313-427-8988 CATALOGS

HELP WANTED

Intermediate mower maintenance field and shop
repair; efficient/profitable mowing techniques;
professional shrub trimming, plant installation,
basic landscape plan drawing, etc. ENGLISH

FOREMAN POSITION

Top firm needs foreman. Quality conscious
Texas-based landscape management firm has im-

It pays to advertise in the

CIL.ASSIFIEDS

To place an order, write to LAWN & LANDSCAPE MAINTENANCE, 4012 Bridge Avenue, Cleveland, Ohio 44113

mediate opening for detail-oriented landscape
maintenance foreman. If you have outstanding
professional and horticultural skills and are not
afraid of hard and healthy teamwork, then you
could qualify for a top position with the finest
landscape firm in the Southwest. Outstanding
compensation and opportunity. Reply today to:
Lawn & Landscape Maintenance, Box 325, 4012
Bridge Ave., Cleveland, Ohio, 44113.

LANDSCAPE MAINTENANCE FOREMAN

Long standing company based in the Las Vegas
valley needs an experienced, responsible fore-
man. Needs full knowledge in all aspects of land-
scape maintenance, trees, lawns, irrigation and
controllers. Quality conscious firm has imme-
diate opening. Send resume and job salary history
to: JM Landscape Company, P.O. Box 92121,
Henderson, Nev. 89009.

— BRANCH/SALES MANAGERS

Locations inthe North Central, North-
east, Southeast and West. Use your |
outstanding leadership ability and
people-handling skills to establish a
career with a real future! As the rec- |
ognized leader in lawn care services
to both residential and commercial ac-
counts, we are expanding our market
penetration and need talented, self- |
motivated branch and sales managers
who can take us to the top!

You will receive:

® competitive salary

® complete training

e car allowance/company vehicle

* fantastic bonus potential

¢ comprehensive benefits

If you have:

* profit and loss responsibility exper-
ience

* sales or sales management exper-
ience

® supervisory experience

Start your future today by sending your
resume in complete confidence to:
Orkin Lawn Care, Pat Guy, 2170 Pied-
mont Rd., NE, Atlanta, Ga. 30324.
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Products tion, and an optional backing extension series, especially between crops on

(continued from page 64)

The KD50IH adds a convenient lever
on the handle to allow operators quick
adjustment of the front wheel height.

Circle 139 on reader service card

AN IMPROVED MODEL 2340-48
pull-behind core plug aerator in a 48-inch
wide swath is now available from Feld-
mann. Productivity is 47 percent faster
than a 25-inch aeration swath and 33 per-
cent faster than a 32-inch swath.

The unit design is similar to the
32-inch width 2340. To operate, simply
connect with hitch pin on draw bar. Core
plug lawn aeration is quick and the con-
verter is in a competitive position for ear-
ning greater profits.

The lift-up handles will promptly pop
the 10-inch pneumatic tires into position
for transport, and just as quickly let the
unit down to start core plugging. Penetra-
tion up to 2.5 inches allows air, water and
fertilizer to penetrate the root system, as
well as promote thatch deterioration.

In addition to the wider 48-inch width,
a gang bracket is available and will gang
three units together for an 82-inch swath
with model 2340 and a 132-inch swath
with model 2340-48 pull-behind core
plug aerators.

Circle 140 on reader service card

AN OPTIONAL DOZER BLADE

from Mustang Manufacturing Co. Inc.
turns Mustang models 930, 940 and 960
skid steer loaders into versatile machines
for landscaping uses.

Blade widths range from 5 feet to 8
feet and are made of reinforced welded
steel.

Optional hydraulic angle positioning
provides a 30-degree offset in each direc-

increases blade height.

Circle 141 on reader service card

GREEN-SHIELD, A NEW EFFECTIVE
greenhouse and nursery disinfectant and

algicide is now available from Whitmire
Research Laboratories Inc.

Green-Shield is a 20 percent quarter-
nary ammonium compound with broad
spectrum bactericidal, fungicidal, viral
and algal activity. Used regularly, the
product is designed to reduce plant losses
caused by disease, and eliminate algae
which harbor pests.

Green-Shield is more effective, but less
expensive to use than bleach which has
often been used as a disinfectant.

The product is useful in preventing
cross contamination by bacteria, fungi,
algae and viruses and is recommended
for regular use in greenhouses and nur-
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6T OF PRACTICAL TREATMENT

Whitmire’s new disinfectant and algicide.
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benches.
Circle 142 on reader service card.

STANLEY’S PROFESSIONAL MEAS-
uring Wheel is now available to perform
long distance measurements vertically,
overhead and around corners up to 1,000
feet without stooping or needing a helper.
The 39-012 model has a 1-foot wheel
circumference and extra wide tire for all
indoor and most outdoor measuring
needs. The 39-036 model has a 3-foot
wheel circumference and a Veeder-Root
counter for all outdoor measuring tasks.
Both models are compact and light-
weight. Both feature telescoping handles
with length variances from 19 inches to
38 inches, plus accurate counters with
push-button resetting. Each measuring
wheel is rimmed with a Neoprene tire pro-
viding excellent traction on most surfaces.

Circle 143 on reader service card.

PROFESSIONAL LANDSCAPERS

who have lost valuable time and money
collecting grass clippings now have
another option. SAK-VAC, a new product
invented by Robert Jarosak of New York,
can be attached to any large walk-behind
cutting machine.

SAK-VAC mounts on to any existing
equipment and provides the following
features: shreds leaves to a true 6-to-1 ra-
tion saving dumping costs and time, im-
proves the time and speed required to
mow any area in addition to cutting main-
tenance costs because of shorter operating
time, sturdy steel chute connects directly
to any walker’s outlet and heavy-duty 5
h.p. Briggs & Stratton engine with oil
alert features powers the SAK-VAC, enabl-
ing mowing in the rain with minimal clip-
ping buildup.

Circle 144 on reader service card
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Constant callbacksand  your profits— simply by re-  at controlling problem turf
retreatmentscandriveeven placing whateverinsecti-  pests, including white grubs
the best lawn carebusiness  cide you've been usingwith - and mole crickets.
right into the ground. Triumph® Forexample,inl0years of

Butyoucanreduceyour ~ Becausenootherinsecti- university testing, Triumph
callbacks —andincrease  cideisprovenmoreeffective has been shown to deliver
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turtpests,including these.

90 percent control of white  forafull 8-10 weeks.Soone  your clients.
grubs within just 2-3days  late summeror early fall ]ust that
of application. application isall youneed  they’ll more

And, unlike otherinsecti- for effective turf protection. often be the
cides, Triumph consistently ~ Whichdoesritmeanyou  green, nego-
provides lasting control worntstill collect notesfrom ~ tiable variety.

sale toand use only by certified applicators or persons under their direct supervision, and only for those uses covered by the applicator certification

Circle 30 on reader service card



For the long run.

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 model Cushman 807.

Its totally integrated power
train and new hydraulically-
powered steering gives you un-
matched performance over the long
run. The 807 dispatches thick,
wet grass on tricky maneuvers
around obstacles without losing

ground speed. No other rotary
mower gives you a cleaner cut.

At the heart of the new,
four-wheel 807 is a powerful
21.5 horsepower, 3-cylinder
Kubota 950 diesel engine. We've
also included a heavy-duty
Donaldson air cleaner and a new,
heavy-duty Cushman PTO clutch to
keep your new Cushman Front Line
running longer. A complete family
of Cushman Front Lines and a wide
range of accessories are avail-
able to meet all your needs all

year ‘round.
Choose a 3 or 4 wheel design
with 60- or 72-inch side or rear
discharge mower deck. Or add the
exclusive Cushman Grass Caddy ™
system, which lets you cut, catch,
and hydraulically dump 16
bushels of clippings without
leaving the seat.

For a convincing demon-
stration contact your Cushman
dealer today. Or call toll-free:
1-800-228-4444.

CUSHMAN

BUILT TO LAST

4002 Cushman, OMC-Lincoln, PO. Box 82409, Lincoln, NE 68501

Cushman, Inc. 1989, All rights reserved

Circle 41 on reader service card




