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WHEN YOU'VE GOT GRUB 
CONTROL THAT'S THIS GOOD, 

WHY NOT SPREAD IT AROUND? 

When it comes to grub control, 
there's nothing faster or more 
effective than DYLOX® Insecticide 
from Mobay. 

Now, thanks to DYLOX 6.2 
Granular Insecticide, there are 
two great formulations of DYLOX 
to tackle tough grub problems. 

DYLOX gives 
you the fast-acting 
protection you've 
come to depend on, and 
now the new granular formulation 
makes it even easier to use. 

So find out 
more about 
DYLOX 80 Turf 
and Ornamental 
Insecticide and 
DYLOX 6.2 
Granular today. 
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DYLOX IS a Reg TM of Bayer AG, Germany 
©1991 Mobay Corporation 911355 
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Because the only thing faster than 
DYLOX at work, is the way its 
reputation for grub control has 
been spreading. Mobay Corpora-
tion, Specialty Products Group, 
Box 4913, Kansas City, MO 64120. 
(800) 842-8020. 

A Bayer USA INC COMPANY 
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Editor's Focus 
YOU KNEW SOONER or later it had to 
happen. If pesticides are the scourge of 
the earth (as environmental activists are 
fond of saying), then chemically treated 
clippings are bound to cause similar con-
troversy as have pesticides applied to turf, 
trees, rights-of-way and so on. 

Anticipating this concern, we randomly 
surveyed landscape contractors and muni-
cipal workers only to find that the over-
whelming majority faced no restrictions in 
their attempts to compost waste from 
lawns treated with chemicals. 

And through further conversations, we 
found that city and independent compost 
facilities have reported no significant ex-
posure problems and/or leaching problems 
at well-run compost facilities. 

Several reputable universities and private 
companies are in the midst of evaluating 
turf clippings for signs of residue, but re-
sults, for the most part, are varied and 
premature. 

One such study found detectable levels 
of pesticides in fresh clippings and, in one 
reported instance, small levels in com-
posted clippings. But with levels far below 
those established by the Environmental 
Protection Agency, the research empha-
sizes that the benefits of composting far 
outweigh possible risks. 

Short half-lives and rapid decomposition 
by sunlight or water quickly reduce the 
rate at which a pesticide remains active. 
Additionally, the high temperatures at 
which clippings are composted virtually 
eliminates any pathogens from the finish-
ed product. 

Nevertheless, skepticism rears its ugly 
head. 

Best exemplifying the thought process 
of those uneducated about pesticides in 
general, is a recent phone conversation I 
had with a resident of an affluent Cleve-
land suburb. The woman applauded in-
dustry efforts to deal with grass clippings, 
but felt that most municipalities failed to 
address concerns of pesticide residues. 

Namely, she said, if grass has been 
treated with "toxic" lawn chemicals, those 
practicing composting should not put the 
clippings in compost piles, especially if 
the compost will be used to grow vege-
tables which will be eaten. 

She went on to say that any application 
of an insecticide or a weed killer raises 
doubts about the safety of composted grass 
clippings. 

"All cities are encouraging people to 
compost, but it's not that cut and dry," 
she said. "I feel that cities should warn 

their residents that it is an issue, so they 
can be aware that it is a concern." 

She said most of her concern stems 
from the fear of the unknown. "As long as 
I hear of people getting violently ill from 
being exposed to pesticides sprayed on 
lawns, trees, flowers and shrubs, I want 
no part of them." 

In her mind, notification of an impen-
ding pesticide application isn't enough 
unless it gives her the right to reject 
use of the product on neighboring proper-
ties. 

The long and short of the conversation 
was that she would rather accept the alter-
native — sickly trees, weed- and insect-
infested yards and mosquito-ridden parks 
— than deal with "questionable" chemi-
cals. 

Here is yet another opportunity for pro-
fessional lawn maintenance operators to 
proactively address customer concerns. 
Whether you have started your own com-
post facility, are working with a munici-
pality or are just thinking about an alter-
native source for your clippings, you 
should be sharing your thoughts with your 
client base. 

Get involved with them through custo-
mer newsletters and response cards. Get 
them involved at city council meetings 
when issues concerning our industry 
arise. And, by all means, don't try to hide 
anything from your customers. Present 
them with the best information you have 
to address their questions. 

And in those cases, such as residues in 
clippings, where not much research is 
available, refer customers with questions 
to your county extension agent or univer-
sity representative. — Cindy Code • 
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The Irrigation 
Association's 
1991 International 
Irrigation Exposition and 
Technical Conference 

E N O U G H 
F è O é R 
TOMORROW 

November 10-13,1991 
Convention Center 
San Antonio, Texas 

The place to be if you're involved in irrigation... 
This is the only Exposition that is devoted 
Exclusively to Irrigation... 
It's the showcase for the industry's finest products and services. 

The best event of the year for the 
irrigation professional... 

The conference offers the latest information on irrigation 
technologies and business strategies... 

These in-depth sessions are given by the industry's leaders 
and cover the issues that matter to you... 

r 
Name 

Company. 

Address _ 

City _ 

State . Zip. 

Country. 

Tel/Telex/Fax 

. Also send exhibitor information. 
L. J 

Tbc Irri&atton Association 

For more information contact: 
The Irrigation Association at (703) 524-1200 

Return to: The Irrigation Association 
1911 North Fort Myer Drive, Suite 1009 
Arlington, VA 22209-1630 
Tel: (703) 524-1200 • Fax: (703) 524-9544 
Telex: TWX 910-250-8332 IRRIG ASSOC UQ 



, ..Lawn & Landscape 

MAINTENANCE 
News in Brief 

NEWS DIGEST 

Program Guarantees 
Speedy Delivery 
Ransomes' new "Priority Parts" program 
guarantees parts delivery to a Ransomes 
dealer within two working days — or Ran-
somes pays the tab for freight and parts costs. 

The "Priority Parts" program is in ef-
fect in the continental United States, and 
covers parts for Ransomes turf care equip-
ment sold within three years of April 1991. 

Sandoi Introduces 
Bilingual Labels 
Sandoz Crop Protection is providing bil-
ingual labels on three of its major special-
ty products — Mavrik,® Pentac,® and En-
star.® 

The bilingual labels will save time and 
money in translation and avoid potential 
mistakes occurring through applicator mis-
interpretation. 

Computer Awarded 
'Package of the Year' 
Thornton Computer Management Systems 
received the "Package of the Year" award 
from International Spectrum magazine. 

These awards are given in recognition 
of excellence in application software de-
veloped with the databased computer 
management system. Winners are chosen 
from the results of an extensive annual sur-
vey sent to end users all over the world. 

Ingersoll Buys 
Graier Division 
Ingersoll Equipment Co., Winneconne, 
Wis., purchased the Grazer Division of 
M&W Gear, Maple Hill, Kan. The tran-
saction price was not disclosed. 

The Grazer Division produces a line of 
commercial front cut mowers with zero 
turning radius maneuverability. The sale 
lets M&W Gear focus on the production 
of agricultural equipment. 

M&W Gear is primarily known for its 
agricultural attachments sold through farm 
implement dealers. 

Ingersoll is a Northern Wisconsin 
manufacturer of riding lawn and garden 
equipment and known for its hydraulic 
drive garden tractors. 

Supreme Court Decision 
Has Immediate Ramifications 
THE SUPREME COURT'S decision to give local governments the right to regulate the 
manufacture, sale and use of pesticides has already hit home for lawn and landscape 
maintenance contractors. 

Since the June 21 ruling, a number of cities have dusted off regulations setting restric-
tions in place that had once been shelved pending the Supreme Court ruling, or set the 
ball rolling on new legislation to severely restrict or even ban the use of pesticides in 
various cities across the country. 

The high court's unanimous ruling interpreted the Federal Insecticide, Fungicide and 
Rodenticide Act to permit local governments the 
right to impose more stringent pesticide use regula-
tions of their own. The decision stems from Wis-
consin Public Intervenor v. Mortier. A somewhat 
similar case involved Milford, Mich. Sent to but 
not heard by the Supreme Court, it was reversed at 
the state level. 

The ruling affects all applications of pesticides by 
lawn and landscape maintenance operators and 
structural pest control operators as well as opera-
tors caring for rights-of-way, aquatic weed control, 
golf courses, public mosquito control programs and 
so on. 

"I don't think cities understand the extent of the 
ruling," said Tom Delaney, director of state govern-
ment affairs for the Professional Lawn Care Association of America. "What the Supreme 
Court is saying is wreak havoc until Congress comes up with something better." 

Delaney is referring to what many in the pesticide industry feel is the Congressional 
need to amend FIFRA to clarify the preemption situation. 

"The Supreme Court ruling makes it doubly important that Congress closely re-examine 
the issue of local preemption, and once and for all expressly state in FIFRA that local 
jurisdictions are preempted from regulating the sale and use of pesticides — products 
that are already heavily and effectively regulated under federal and state law," said Ralph 
Engel, president of the Chemical Specialties Manufacturers Association. 

The issue of pesticide regulation is far from settled. Controversies will now arise be-
tween states and cities. For instance, a city can't pass an ordinance that conflicts with 
state law. "We may see lawsuits between states and local governments," Delaney said. 

West Virginia is the only state which retains complete preemption over its localities. 
States most likely to pass pesticide restrictions or licensing: Ohio, Michigan, Pennsylva-
nia, Wisconsin, Maryland, New York, Massachusetts, Illinois and to a lesser degree 
Washington, Colorado and Oregon. 

Licensing fees will also be an issue as many state governments are in financial straits. 
Ohio recently passed a sales tax on lawn care and landscaping services which is expected 
to generate $19.2 million. 

A sampling of regulations which have made headlines in recent weeks: 
An ordinance was recently introduced in Lake Winnebago, Mo., that would regulate 

and prohibit the use of "certain lawn and tree chemicals within the city.. .and require the 
licensing of all lawn and tree sprayers and pest control applicators." 

The proposed ordinance approved 17 chemicals for tree and lawn maintenance and pest 
control; and outlawed the use of 50 chemicals, including Dursban, Roundup and 2,4-D. 

According to Section 4 of the ordinance, "No person shall engage in the business of 
lawn maintenance and tree spraying or pest control application within the City without 
first obtaining a license therefore." 

In addition, licensing would not be approved without proof of insurance and a complete 
listing of all chemicals intended for use within city limits. 

The ordinance was tabled, according to Lake Winnebago Police Chief Steve Untrif. 
"There was a lot of opposition to it from people in the industry and a lot of residents." 

Mayfield Village, a suburb of Cleveland, Ohio, put a 1987 ordinance into effect that 
had been on hold pending the Supreme Court ruling. The ordinance calls for 24 hour 

(continued on page 8) 
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The art of application 
for maximum germination. 

POUNDS OF 

TYPE 

BENTGRASS 

KENTUCKY 
BLUEGRASS 

FESCUE 

RYEGRASS 
PERENNIAL 

MIXTURE 

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 lusher, thicker 
turf. 

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. 

RANSOMES 

Built to Last 

SEED PER 1000 SQ. F 

SEED 
BRAND 

PENNEAGLE 
PENNCR0S 
ASPEN 
RUGBY 
PARADE 
SCALDIS 
RUBY CRE 

7036 Cushman, P.O. Box 82409. Lincoln, NE 68501 c Cushman Inc. 1991. A Ransomes Company. All rights reserved. 
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News In Brief 
(continued from page 6) 

written prenotification to abutting proper-
ties of the intended application. The pre-
notification includes homeowners as well, 
according to Phil Fogarty, president of 
Crowley Lawn Service, Cleveland, Ohio. 

The law is stringent, but there's no way 
to enforce it because it doesn't indicate 
how the notification should be delivered, 
Fogarty said. Currently, the ordinance is 
on hold until the state law concerning 
pesticide applications is consulted. 

Meanwhile, Lyndhurst and Euclid — 
two more Cleveland suburbs — are con-
sidering prenotification and possible laws 
to eliminate pesticides. 

The potential ramifications of the Sup-
reme Court ruling are staggering when 
you consider that Crowley Lawn Care 
operates in more than 20 cities around 
Cleveland. 

Dealing with the Supreme Court ruling 
will be difficult, but it doesn't mean the 
situation is hopeless. The PLCAA recom-
mends that individuals begin monitoring 
local ordinances — newly created or re-
cently uncovered — notify the PLCAA 
and prepare to testify. 

GREEN NOTES 
Technic Tool Corp. markets product overseas. Technic Tool is marketing its power 
pruner in Europe, Africa and the Middle East through an exclusive marketing agree-
ment with Blount Europe S.A., Nivelles, Belgium, a wholly owned subsidiary of 
Blount Inc. 

Wildlife center accepts equipment donation. Husqvarna Forest & Garden Co. has 
donated several pieces of lawn maintenance equipment to The North American Wild-
life Health Care Center in Black Mountain, N.C. The wildlife center is an educational 
and hands-on teaching facility and health center, currently serving students at the 
University of North Carolina and Warren Wilson College. 

Small firm wins big honors. The Colorado Chapter of the American Society of Land-
scape Architects has named G.E. Enterprises of Louisville, Colo., landscape contrac-
tor of the year. The award was presented to David Gray, president and founder, at the 
Landscape Industry Conference and Trade Show in Denver. 

Turf and Ornamental Conference. The Independent Turf & Ornamental Distributors 
Association, a group of U.S. distributors who market products and services to the 
lawn maintenance industry, will hold its second annual conference in Hilton Head, S.C., 
Oct. 23-27. For more information call Herb Lea at 301/899-3535. 

Locke mower graces "Diamond of the Year." A Locke reel mower was donated to a 
New Jersey high school to maintain its infield. The coach and his team have been 
working with the school's horticulture program to build and maintain the award-
winning diamond. 

LAWN MAINTENANCE SOFTWARE 

•AUTOMATIC SCHEDULING 
• INVOICES and/or DETAILED STATEMENTS 
•AUTOMATIC POSTING TO CUSTOMERS'JOURNAL 
•GEOGRAPHICALLY EFFICIENT ROUTE SHEETS 
•ACCOUNTS RECEIVABLE SYSTEM INTEGRATED 

General Ledger, Payroll, Payables 
and other modules also available. 

CUP is now in use at hundreds of companies across the U.SAand 
abroad References are available Find out how these companies 
have cut their office work to a small fraction of what it was. 

CALL NOW FOR FREE 
CUP DEMO DISK! 

We'll send you sample printouts and a com-
plete description of CLIP'S powerful features. 
Just put the disk in any IBM• or compatible computer to see CLIP in 
action. (It you don t have a computer any computer dealership would 
be glad to let you try it on a showroom computer.) 

CALL 1-800-635-8485 

Please be ready with disk size: 

• « V I 

For more information call: 
1-800-635-8485 

L-W Software, division of Lawn-Wright. Inc. 
18761 N. Frederick Ave., Suite A 

Gaithersburg, MD 20879 
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Hitch A Ride On AVelke 
The incredible mower attachment that instantly 
turns any walk-behind into a ride-behind. 

Greatly Increases Profit And Productivity. 
It just makes dollars and sense that someone will 
cover a lot more ground riding instead of walking 
behind a mower. 

Goes Anywhere. 
Forward, backward, sharp turns, circles, hills— 
Velke effortlessly maneuvers even the tightest 
lawn area. 

For a free video demonstration, additional 
information or to place an order call: 

(301) 330-0066 
Between 7am and 5pm EST Mon-Fri 

Simple to transport. 

Simple to attach. 

Simple to use. 

Simply essential for covering 
serious ground. 

From Lawn-Wright, Inc., The Makers of Grass Gobbler 
Seneca Industrial Park, 18761A North Frederick Avenue, Gaithersburg, Mary land 20879, (301) 330-0066 

'Velke sulky Patent #5,004,251. 
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A significant tactic to reduce the 
chances of unreasonable regulation is to 
get your customer base involved, accord-
ing to Delaney. As members of the com-
munity, they can and should have impact 
on what happens in their city. 

The PLCAA is working with the Na-
tional Pest Control Association on a how-
to book to stay informed of legislative issues. 

Joint Venture Targets 
International Market 
Ecolab Inc. and Henkel KGaA, Dussel-
dorf, Germany, have formed Henkel-
Ecolab, a joint venture of their respective 
European institutional cleaning and sani-
tizing businesses. 

Ecolab and Henkel each have a 50 per-
cent economic interest in the joint ven-
ture, which operates throughout Europe. 
Henkel will serve as managing partner. 
The joint venture employs approximately 
3,500 people and is expected to initially 
have about $750 million in annual reve-
nues. 

Ecolab is the parent company of Chem-
Lawn Corp., Columbus, Ohio. 

In addition, Ecolab has acquired Hen-

kel's institutional cleaning and sanitizing 
businesses in 19 countries in the Latin 
American and Asia Pacific regions. This 
adds approximately $50 million in annual 
revenues to Ecolab's international operations. 

Administrative and technical head-
quarters for Henkel-Ecolab are located in 
Dusseldorf, Germany. While the joint 
venture has its own manufacturing, training 
and R & D facilities, it also has access to 
the basic technology of both Ecolab and 
Henkel. 

Foster Named 
Group Manager 
Christopher Foster recently was promoted 
to group manager of Lawn & Landscape 
Maintenance 
magazine and 
Pest Control 
Technology 
magazine. 

As group 
manager, Foster 
is responsible 
for overseeing 

Foster 

production, circulation, sales, editorial 
and future growth of the publications. 

Foster started with GIE Publishing in 
August 1989. He has a BBA in business 
administration and international marketing 
from Schiller University, Heidelberg, West 
Germany, and is pursuing an MBA in fi-
nancial information systems. 

Herbicide Gets 
Federal Permit 
BAS 514, an experimental product for the 
control of annual grasses and broadleaf 
weeds, has received a 1991 federal experi-
mental use permit for more than 4,000 
acres. A limited amount of product will 
be sold to cooperating researchers and 
commercial turf specialists for trials in 
selected states. 

The experimental herbicide is based on 
a new active ingredient, proposed com-
mon name quinclorac. An application for 
full registration has been submitted to the 
Environmental Protection Agency. 

BAS 514 is said to have shown good to 
excellent postemergence control of crab-
grass, dandelions, clover and other broad -

(continued on page 60) 
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PESTICIDE 
MARKERS 
(A 

UNTIL DRY 
COMPANY NAME 
PHONE NUMBER 

PESTICIDE 
APPLICATION 

Banner Style 
• 11 Hag colors 
• 7 ink colors 
• 4 flag sizes 
• Hangs vertically 

lor easy reading 
• Custom print 

available 

Rigid Style 
• Durable 
• Weatherproof 
• Completely 

assembled 
• Attached PVC 

"Safety Staff" 
• Low Cost 

ORDER FACTORY-DIRECT TOLL-FREE 

UNTIL DRY 
COMPANY NAME 
PHONE NUMBER 

West of Rockies 
800/552-FLAG 
P.O. Box 276 
Cambria, CA 93428 
Fax: 805/927-1601 

East of Rockies 
800/942-5816 

EXCLUSIVE 
1992 GIFT 

CALENDAR FOR 
YOUR CLIENTS 
Keep your name in front of every customer 

and prospect every day with the new, full color 
Garden Environments Gift Wall Calendar. 

• 15 beautiful color landscape photos 
• Exclusive green industry design 

• Your custom imprinting in 5 locations 
• Exclusive coupon-postcards on back 

cover, with your message or offer 

• Limited time early order discounts 

Call or FAX today for our 
new color catalog /pricer 

1 800 525 6999 
FAX: 5 1 3 85 1 5 993 • CINCINNATI, OHIO 

FocalPoint 
C O M M U N I C A T I O N S 
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Association News 

For More Information. 
FTRF 
302 S. Graham Ave. 
Orlando, Fla. 32803-6399 
407/898-6721 

ALCA 
405 N. Washington St., 
Suite 104 
Falls Church, Va. 22046 
703/241-4004 

AAN 
1250 I Street, NW 
Suite 500 
Washington, D.C. 20005 
202/789-2900 

CLCA 
2021 N Street, Suite 300 
Sacramento. CA 95814 
916/448-CLCA 

ONA 
2021 E. Dublin-Granville Rd. 
Columbus, Ohio 43229 
800/825-5062 

STMA 
1455 E. Tropicana Ave. 
Suite 390 
Las Vegas, Nev. 89119 
702/739-8052 

The Florida Turfgrass Research Founda-
tion received $350,000 in matching funds 
from the state for its new Envirotron 
research facility. 

Approved by the State of Florida's capi-
tal facilities trust, the money will be used 
to construct a laboratory dedicated to the 
development of methods to improve the 
environment. 

The University of Florida campus in 
Gainesville will house the new facility. 
Construction is slated to begin later this 
year. 

The Envirotron is the state's first en-
vironmental research unit. Scientists at the 
facility will investigate and study the ef-
fects of pollutants in groundwater; the ef-
fects of herbicides, fungicides and insec-
ticides on the environment; the breeding 
of new grasses requiring less water; and 
biological control methods for turfgrass 
pests. 

Water conservation strategies and the 
use of recycled water for irrigation will be 

studied at the facility. 

Jay Conrad Levinson is the keynote speaker 
for two events sponsored by the Asso-
ciated Landscape Contractors of America: 
the annual Conference and Trade Show of 
the Interior Plantscape Division, Nash-
ville, Tenn., Oct. 22-25; and the Land-
scape and Grounds Management Con-

ference in Tampa, Fla., Nov. 17-21. 
Levinson, an award-winning former vice 

president and creative director at J. Walter 
Thompson Advertising and at Leo Burnett 
Advertising, encourages small businesses 
to do inventive marketing based on small, 
but powerful ideas. 

The Landscape and Grounds Manage-
(continued on page II) 

©lathe TURF CARE EQUIPMENT 
Field Proven Olathe Equipment 
For The Landscape Professional! 
For over 18 years, Olathe has offered a full line of 
durable and reliable equipment to help improve 

and maintain beautiful turf areas! Model 84 

Model 84 
Aerator/Slit 

Seeder 
Walk-behind unit 
powered by an 18 hp 
engine, equipped with 
squeeze handles for 
forward and reverse 
action to increase pro-
ductivity. Accurate seed 
delivery, remote seed 
shutoff with simple and 
convenient operator 
controls. Ideal for heavy-
duty renovation jobs. 

Model 12 
Brush Chipper 

Trailer mounted or 3-pt. 
hitch chipper quickly 
reduces brush, limbs and 
branches up to 7" dia-
meter at a 10:1 ratio into 
a mulch type chip. PTO-
powered, with a 500 lb. 
cutter drum and a spring-
loaded safety throwout 
clutch stops feed instantly. 
Fold-up discharge chute 
& feed table. 

Model 88 
Core Aerator 

Walk-behind 21" swath 
unit powered by a 
rugged 3 hp Briggs & 
Stratton or 3'/2 hp 
Honda engine that can 
aerate 19,000 sq. ft. per 
hour. Self-propelled in 
working and transport 
positions. 30 coring tines ^ 
on 3/2" centers penetrate 
the ground every 3!hT 
by m" . 

Model 88 

OLATHE MANUFACTURING, INC. 
100 INDUSTRIAL PARKWAY, INDUSTRIAL AIRPORT, KANSAS 66031 
913-782-4396 FAX 913-764-1473 
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EARLY PREEMERGENCE 
2 weeks 

PREEMERGENCE 
5 weeks 

DIMENSION - 1 3 Week Application Window 

Pre-M1 or Team2 - 7 Week Application Window 

Break-through chemistry allows w 
preemergence and postemergence 
crabgrass control. 

Season-long 
crabgrass control with 
one application. 

New DIMENSION® turf herbicide helps you take your 
busiest season in stride. Break-through chemistry 
makes Dimension the only herbicide on the market with 
both preemergence and postemergence activity. This 
wider application window gives you up to 13 weeks to 
apply Dimension, instead of the normal five to seven.* 

No other herbicide gives you so much flexibility. 
With Dimension, you'll have more time to serve more 
customers — more efficiently. 

Advanced chemistry also makes 
Dimension the first turf herbicide to 
allow true season-long control of 
crabgrass. Unlike competitive 
products, Dimension keeps 
working, month after month. So 
you won't have to waste time on 
re-treatments to maintain great-
looking turf. Plus, you'll have 
happier customers and fewer 
call-backs. 

*Based on a single application. "For control of tillered crabgrass, tank mix Dimension with Acclaim' or MSMA 



POSTEMERGENCE-PRE-TILLERED 
3 weeks 

POSTEMERGENCE-TILLERED** 
3 weeks 

Spurge 

Controls more 
than crabgrass. 
Dimension herbicide doesn't 
stop with crabgrass. Its broad 
spectrum activity targets a 
variety of annual grasses and 
broadleaf weeds. This 
control includes foxtail, 
goosegrass, spurge 
and oxalis. 

Easy on turf, 
permits fall overseeding. 
A wide variety of cool- and 
warm-season turfgrasses show 
exceptional tolerance to Dimension. 
When used according to label 
directions, this herbicide does not 
cause injury to turf or a reduction 
in turf quality. You can also overseed 
with confidence three months after 
an application of Dimension. 

DIMENSION 

Low rates, easy handing. 
Dimension does not require you 
to put down as much herbicide 
as you would with other pre-
emergent herbicides. That means 
there's less material to mix. And 
there's no settling in liquid fertilizer. 

You'll also like the fact that 
Dimension is compatible with all 
common herbicides, insecticides 
and fungicides. And, unlike other 
postemergent products, it is not 
affected by temperature at 
application time. In addition, 
Dimension does not stain. 

Turf Herbicide 
* Monsanto 



Join the professionals who 
have stepped up to Dimension. 

David Hanus 
Herwald Lawn Care 
Bryan, TX 

Mike Kowalchuk 
Owner 

Gro-Control Inc. 
Westland, Ml 

Ml like Dimension because 
there is no staining and it 
mixes easily. Also, you can 

spray it late in Round 1 and kill any emerged 
crabgrass, while putting a barrier down for the rest." 

"Dimension works very well 
for me on crabgrass, mainly 
because it is flexible. The 
wider window allows us to 
visit a customer in March or 
April with a one-time application and get lasting 
control. Having that flexibility is a big benefit." 

Randy Zweifel 
President and Owner 
Lawn Managers 
St. Louis, MO 

"We used Dimension on 
lawns with crabgrass in the 
two- and three-leaf stages 
and were very pleased with the results. The one 
application eliminated the existing plants while 
keeping the new ones from emerging. It's nice to 
have the option of applying a product with both 
preemergent and postemergent activity." 

Call Monsanto toll-free 1-800-323-1421 

DIMENSION 
Turf Herbicide 

* Monsanto 

The toughest thing to emerge since crabgrass. 

Ray Sammis 
Technical Manager 

Professional 
Grounds 

Lorton, VA 

"The worst time of the year 
for every LCO is the spring 
burst; trying to get the pre-

emergent down with a very narrow window. 
Dimension doubles that window. It takes you out of 
the push, saves you overtime and saves wear and 
tear on your equipment. It literally takes the pressure 
out of the chemical maintenance program." 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR DIMENSION TURF HERBICIDE. 
© Monsanto Company 1991 Dimension* is a registered trademark of Monsanto Company. 

1 PreM is a trademark of LESCO, Incorporated. -Team is a trademark of DowElanco. 'Acclaim is a trademark of Hoechst AG. DMP-1-257 



Association News 
(continued from page 10) 

ment Conference will be held in Novem-
ber in conjunction with the Green Indus-
try Expo, co-sponsored by ALCA, the 
Professional Grounds Management Society 
and the Professional Lawn Care Associa-
tion of America. 

The American Association of Nurserymen 
recently teamed up with Rotary Interna-
tional and Mothers Against Drunk Driv-
ing in support of President Bush's Ameri-
ca the Beautiful Tree Planting initiative. 

In April, AAN, Rotary and the U.S. 
Forest Service launched "Trees Around 
the World," with help from President 
Bush, who planted a tree with AAN 
President Rick Henkel at the White 
House. The program is part of Rotary's 
"Preserve Planet Earth" environmental 
platform. AAN provided technical infor-
mation and AAN members provided trees 
and advice for local plantings across the 
United States. 

A second program, "We're In It For 
Lives," links AAN members with MADD 
chapters nationwide for ceremonial tree 
plantings. 

AAN is currently documenting member 
participation in the Rotary and MADD 
programs and in similar programs by mem-
bers at the local level. Participants are en-
couraged to report their experiences to 
AAN so they may be shared with the in-
dustry. 

Contestants are awaiting results of the 
Trophy Awards Program, sponsored by the 
California Landscape Contractors Associa-
tion. Themed "Fiesta of Color" the pro-
gram will award prizes to contestants in 
28 categories — 20 in landscape installa-
tion and eight in maintenance. 

Eight special awards will be given for 
best overall projects. Presented for the se-
cond year will be the Landscape Enhance-
ment Award, honoring up to three com-
panies that most successfully enhance the 
environment through landscaping. 

An awards ceremony will be held Nov. 
15 during CLCA's annual convention at 
the San Diego Hilton Beach & Tennis 
Resort. The association invites all those 
interested to attend. 

The Ohio Nurserymen's Association re-
cently adopted a $500,000 goal for the 
Ohio Research Endowment Fund to bene-

fit the Horticultural Research Institute. 
According to Jim Reese, ONA presi-

dent, "HRI represents our industry's na-
tional commitment to research. Ohio has 
certainly benefitted from HRI-sponsored 
research, and we wanted to demonstrate 
our continued commitment by adopting 
this goal." 

The Ohio fund is currently at $145,000, 
the largest state association fund within 
HRI. 

Since 1975, HRI has awarded more than 
$52,000 to support research projects in 
Ohio. Funds given to HRI can influence 
federal dollars invested in research as well 
as attract additional state funds. 

Sports turf managers from the Southeastern 
United States met in Clemson, S.C., for 
the second annual Carolina Sports Turf 
Institute. The event was sponsored by the 
Sports Turf Managers Association and its 
South Carolina chapter in cooperation 
with Clemson University. 

The two-day institute emphasized athle-
tic field weed and insect control, drainage 
and maintenance. It also offered a prac-
tical problem-solving seminar and provid-
ed solutions for low budget athletic field 
maintenance. B 

TERRACARE AERATORS 
TERRA 98 

Reasonably Priced 
This unit is ideal for football fields, or large turf areas. Built like 
the big ones, it can be pulled with any 12HP garden tractor. 1 
Acre per hour 22" aerating width—low maintenance. 

3-GANG 
Within Your Budget 

The Terra 98 set up as a 3-gang 
is capable of 3 acres per hour. 
These can be taken apart and us-
ed as individual units as well. 

WRII 
Low, Low Price 

What pleasure to ride instead of walking. This high production unit will 
pay for itself in a very short time. 3 speeds forward and 1 reverse. 5HP 
Briggs & Stratton engine. With 70 self cleaning tines. 

TERRACARE PRODUCTS CO. INC. not too earlyto Iorder 
pn Rnv 9Aft for Fal1 delivery. Stop by and 

DorH^il^ VA7| CQOĈ  S0e US B°° th 3t th6 
Pardeev.lle, WI 53954 0utdoor p^er Equipment Show 

608/429-3402 FAX: 608/429-2889 ¡n Louisville KY 
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m cLawn&Landscape 
MAINTENANCE 

Irrigation News 

DROUGHT CONDITIONS FORCE NEW 
LANDSCAPING TECHNIQUES 

WESTERN LANDSCAPERS and gar-
deners have three things on their minds — 
water, water and water. Or, rather, the 
lack of it. The pale shadow of a dusty 
drought continues to extend over most of 
California. 

I'm no stranger to drought. My first 
after moving here was the Big Drought of 
1975-77. Our current version, which 
already has lingered for five long, parched 
years, has exceeded that earlier period in 
its impact on wildlands, suburbs and 
cities. 

The 1970s forced me to learn how to 
(continued on page 14) 

As drought and water availability concerns 
linger, drip irrigation has filled a niche. 

Attn. Hydroseeders: 
Put Some Profit In Your Tank 
FINN products add value and prevent callbacks . . . 

• Hydro-Stik - A gum based tackifier that does not "gumbalT. Improved slurry 
mixing. Quick setting for working under adverse conditions. 

• Green-Plus - A mulch enhancing colorant for improved visibility. More uniform 
coverage patterns. Used in hydroseeding and mulch tacking slurries. 

• Fiber-Plus - A synthetic fiber additive for hydraulic mulch. Provides a tenacious 
bond between soil and mulch. Optimum conditions for seed germination. 

• Hydro-Set - An acrylic emulsion for erosion control through soil stabilization. 
Application rates can be adjusted to meet individual project requirements. Also 
excellent for dust control. 

• Hydro-Gel - A plant watering aid, which absorbs and releases moisture as 
needed. Reduces plant stress. Excellent bare root dip. 

Dealerships Available 

POSTING 
SIGNS 

PROMOTES 
and 

NOTIFIES 

• Custom Signs 
• State-Regulated 

Signs 
• Stock Signs 
• Quality Stakes 

FOR YOUR 
FREE SAMPLE 

AND 
PRICE QUOTATIONS 

PHONE FREE: 
1-800-328-4009 

In MN-1-612-926-1315 

j j Signs 
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4908 West 35th Street 
Minneapolis, MN 55416 
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SOMETIMES BIG ISNT 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 landscaped areas...for many jobs the maneuverable MID-SIZE 
WALKER MOWER does the whole job saving time, labor, and equipment investment. And Walker offers 
high productivity without sacrificing a quality cutting job, sure to please the most discriminating customer. 

Walker Mfg. Co., 1839 E. Harmony Road, Dept. LC, Fort Collins, CO 80525 • (303) 226-1514 



Droughf 
(continued from page 12) 

live with a drought. This time around, I'm 
honing my skills — focusing on gray-water 
systems, drip irrigation and xeriscape (dry) 
landscaping techniques. 

Looking back on my first experiments 
with gray-water systems 15 years ago, I 
realize they were a Rube Goldberg collec-
tion of tubes, hoses and other contraptions 
tapped into my house's plumbing system. 
Few people then were willing to consider 
the use of gray water — "waste" water 
from sinks, showers and laundries — to 
irrigate their ornamental landscaping and 
fruit trees. Many thought it was unsani-
tary, and the California Department of 
Health is still a major source of resistance. 

But now reasonable government officials 
have allowed common sense to triumph 
over no-risk health policy. In 1989, Santa 
Barbara county became the first in the na-
tion to permit permanent gray-water use 
by contractors and homeowners, and last 
July the city of San Luis Obispo in south-
ern California followed suit. 

You'll have no problems with installing 
and operating gray-water systems if you 
remember the following: 

• Always distribute gray water to the 

landscape as soon as it is generated. Stor-
ing it can breed bacteria. 

• Don't allow gray water to puddle on 
the surface. Pipe it through minileaching 
fields of gravel, or a drip-irrigation system 
that is covered with four inches of mulch 
to prevent exposure to the surface. 

• Use simple soaps and detergents (no 
products containing boron or borax) and 
greatly reduce or eliminate bleach in the 
laundry. 

In my experience, and in that of many 
people I know, gray water is not a crisis 
intervention scheme, but one of the tools 
that help our gardens flourish: Plants ac-
tually grow better than they do with water 
from other sources. 

The Big Drought also taught me how to 
get the most out of fresh water with drip 
irrigation, a new idea then that's now 
commonplace. To my mind, the techno-
logical advances with this method have 
practically exceeded the revolution in 
computer technology. The greatest of 
these is the redesign of the emitters them-
selves, the gadgets that control the release 
of water — as little as half a gallon per 
hour. (By contrast, a conventional garden 
hose releases 300 to 600 gallons an hour.) 

In-line emitters, my favorites, come 
prefabricated inside the drip-irrigation 

hosing. Because they're protected, they 
aren't damaged by rough handling when 
you plant, weed and mulch. 

But the most important lesson I've 
learned from the Big Drought is to choose 
plants that practically eliminate the need 
for irrigation. Many ornamental Mediter-
ranean plants are more drought resistant 
than a lot of native California varieties. 

These truly dry plantings feature san-
tolinas, lavenders, a ground cover of sum-
mer lilac, various kinds of rosemary and a 
chartreuse perennial spurge, to name only 
a few of the attractive possibilities. 

Has all this experimentation been wor-
thwhile? Judge for yourself: My current 
water use, including all indoor needs and 
some 800 square feet of landscaping, 
averages less than 30 gallons a day year-
round. That compares to a national aver-
age of 70 gallons and a typical California 
average of 150 to 280 gallons. 

My goal is to drop this water use to less 
than 20 gallons by the year 2000. — Robert 
Kourik a 

The author is a former landscape contrac-
tor who now makes his living as a free-
lance writer. Based in Occidental, Calif, 
the author's work has also appeared in 
New Choices magazine. 

Find the help you need to solve your 
various envrionmental problems! 

The Environmental Directory 
The complete guide to the environmental industry 

We publish eight easy to use regional directories 
that are designed to be a quick resource guide to 
help you find those companies in your area that 
provide all the products & services you need! 

25% Discount with this ad! 
On the purchase of any one of our 

seven regional directories! 
Call or write today! 

The Environmental Directory 
National Sales Office 

PO Box 1681 Capitola, CA 95010 
Tel: (408) 476-0218 Fax: (408) 476-2536 
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OLDHAM CHEMICALS 
COMPANY, INC. 

A. 200-gal. poly tank in a metal frame. 
B. 5 -HP Honda engine coupled to a Hypro D-30 Pump. 
C. Electric hose reel with 300 ft. of 1 / 2 " hose mounted 

curb side or to back of truck. 
D. Unit is Pre tested & ready to use. 

Call for details 
1-800-888-5502 

9 0 1 - 7 9 4 - 0 0 8 4 
Or write. P.O. Box 18358 

Memphis, TN 38118 
44EVERYTHING FOR THE LAWN MAINTENANCE INDUSTRY' 
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YOU 
SUPPLY 
THE 
GAS WE'LL SUPPLY 

THE TRUCK! 
Valued at $18,000 (see coupon below for details) 

Win a 1992 Chevrolet Truck in 
LLM's Service Vehicle Give-a-Way. 

ENTRY FORM 

WIN! 
-a - .Lawn & Landscape 

MAINTENANCE 
A brand new 
1992 CHEVY 

Name 

Company Name 

Address 

City State Zip 

Phone Number. 

Driver's License Number 
OFFICIAL RULES 
1. NO PURCHASE NECESSARY 
2. The contest is open to licensed lawn and landscape maintenance contractors, their employees 
and suppliers. Only persons who, as of the date of the drawing for the prize, are 18 years 
of age or older, with a valid driver's license, and are legal residents of the U.S. are eligible to enter. 
3. This sweepstakes is not open to employees or the families of the Chevrolet Motor Division, 
Chevrolet Dealers, Lawn & Landscape Maintenance magazine or other GIE Publishing Co. 

SERVICE VEHICLE SWEEPSTAKES 
publications, and affiliated companies. 
4. Enter by completing and mailing the official entry form available in the monthly issues 
of LLM magazine, your local distributors or at various locations at the Green Industry Expo'91, 
Tampa, Fla , November 18-20,1991, or by printing your name, address, city, state, zip code, 
phone number and driver's license number on a plain 3-in. by 5-in. piece of paper and mailing 
it to LLM's "Service Vehicle Sweepstakes," 4012 Bridge Ave., Cleveland, Ohio 44113, Attn: 
Fran Franzak, or depositing it in one of the official entry boxes located at the GIE exhibition 
hall before noon, November 20,1991. Not responsible or liable for lost, late, stolen, mutilated, 
illegible, incomplete, postage due or misdirected entries. No mechanical reproductions 
permitted. 
5. PRIZE — one 1992 Chevrolet truck of your choice valued at $18,000.00. The winner will 
be determined by a random drawing of all entries received, to be conducted 1:00 PM on 
Wednesday, November 20,1991 at the GIE exhibition hall. The winner will be announced 
and notified by U.S. mail and/or telephone. Prize notification returned as undeliverable as 
addressed will result in an alternate winner being drawn and notified until a qualified entrant 
is awarded the grand prize. Only one grand prize will be awarded. 
6. No cash equivalent or prize substitution offered. Prize is not transferable. 
7. All federal, state and/or local taxes and vehicle registration fees, if any, are the sole respon-
sibility of the winner. Winner will be required to sign an affidavit of eligibility and liability/publici-
ty release (allowing the sweepstakes sponsor to use the winner's name and likeness for publicity 
purposes) as a condition of being awarded the prjze. Failure to do so will result in an alternative 
winner being selected. 
8. Void wherever prohibited or restricted by law. 
9. Odds of winning will be determined by the number of entries received. All entries will become 
the property of LLM magazine and GIE Publishing Co. 
10. By participating, you agree to these rules and decisions of the judges which shall be 
final in all matters relating to this sweepstakes. 
11. To obtain name of the winner of this sweepstakes, send a self-addressed, stamped envelope 
to LLM's "Service Vehicle Sweepstakes," 4012 Bridge Ave., Cleveland, Ohio 44113, Attn: 
Fran Franzak. 



COVER STORY 

PRICING 
STRATEGIES 

ARE KEY 
TO SUCCESS 

IN LAWN 
MAINTENANCE 

Changing the 
perceived value of 
lawn maintenance 
services is high on 

the agenda of 
Neal DeAngelo. 

By Kevin Tanzillo 

18 

NEAL DEANGELO WAS SURE of two things when he graduated from 
high school. He wanted to be his own boss and he wanted to work outside. 

He started Lawn Specialties in his hometown of Hazleton, Pa., with a 
lawn mower and a dream. That was 13 years ago, and now the company 
he nurtured may be heading for its first million-dollar year. 

As a senior in high school, DeAngelo began cutting lawns. That was the 
extent of his business for the first three years. It wasn't until 1981 that he 
began complete lawn care. 

"At 18 years old, analyzing my possibilities, two factors contributed to 
my decision. One was that I enjoyed working outside. The other was that 
I didn't have any money, so I needed something that required a limited amount 
of capital." 

His assets were a lawn mower and a pickup truck, and his first year's 
sales were, in his own words, "peanuts." 

"I don't even remember a figure. How many lawns could a guy mow in 
the summer? What could we have done, maybe a couple thousand dollars?" 

He continued to live with his parents, enabling him to channel all his 
profits back into the business. The quality of his work built his customer 
base up to 250 within a couple of years. It was then that he decided to get 
into chemical lawn care. In the winter, he pumped home heating fuels for 
a local oil company. In return he was able to use the oil company's tank 
trucks for lawn spraying in the summer. 

About the time that Lawn Specialties went heavily into chemical lawn 
care, it quickly cut back its mowing business, quitting that entirely within 
two years. 

"We wanted to invest as much of our time and efforts into chemical lawn 
care as possible. We were working with limited money, and we had to direct 
it to one area. Chemical lawn care was the more profitable, and a bigger 
growth area." 

DeAngelo's younger brother Paul, 26, joined him in the business in 1981. 
DeAngelo is president and his brother is secretary-treasurer in the partner-
ship company that posted sales of $900,000 in 1990. 

The goal for 1991 is an even million dollars. 
Lawn Specialties has eight year-round employees, 30 seasonal employees, 

and a fleet of 18 vehicles, ranging from a minivan to 600-gallon tank trucks 
for residential lawn care and a 1,500-gallon tank truck for industrial weed 
control. 

The firm serves a residential market within a 50-mile radius of Hazleton 
and within a 10- to 15-mile radius in Allentown, Pa. 

In its commercial and industrial work, Lawn Specialties serves customers 
up to 150 miles away, from the Maryland state line to northern New Jersey. 

LEVELS OF SERVICE. Lawn Specialties offers residential customers three levels 
of care. 

Standard care is a basic five-application program that consists of fertilizer, 
weed control, surface insect control and preemergent crabgrass control. 
Premium care is the next step. That includes guaranteed grub control and 
a lime application. 

The Gold Club program includes all the standard and premium services 
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Lawn 
Specialities 
targeted the 
lawn mainte-
nance market as 
its focus be-
cause of its 
growth potential 
in the '80s. Phil 
Voystock over-
sees the lawn 
care division. 
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The industrial weed control 
division serves customers up 
to 150 miles away, from the 
Maryland state line to northern 
New Jersey. 

1 
LAWN 

SPECIALTIES 
HEADQUARTERS: 

Hazleton, Pa. 
BRANCH OFFICE: 
Allentown, Pa. 

FOUNDED: 
1978 by 

Neal DeAngelo. 
OWNERS: 
Neal and 

Paul DeAngelo. 
PRIMARY SERVICES: 

Residential and 
commercial lawn care, 

primarily chemical 
applications, industrial 
weed control and tree 

and shrub care. 
EMPLOYEES: 
8 year-round; 
30 seasonal. 
1990 SALES: 

$900,000 
IL J 

plus aeration, slit-seeding of the 
lawn as many times as is needed, 
crack and crevice spraying and 
disease control. 

"Since we have had this three-
tiered program, the number of 
premium and gold customers has 
increased," he said. "Right now 
we have about 5 percent in the gold 
club, 20 percent in premium and 
75 percent on standard." 

Standard or premium custom-
ers can buy individual gold club 
services without moving to the 
next level, DeAngelo added. 

The company also offers tree 
and shrub care, evolving from a 
single late fall application into a 
full five-application program, as 
well as shrub bed weed control. 

The same range of services are 
offered on the commercial side 
of the business, along with non-
selective weed control in parking 
lots or other areas. 

Lawn Specialties has about a 
50/50 commercial-residential 
split, and plans to keep the ratio 
that way, DeAngelo said. 

The first few years were tough 
ones for Lawn Specialties. 

"My age worked against me in 
the early '80s," DeAngelo recalled. 
"It was more difficult for me, in 
my early 20s, without having the 
people skills to find and keep good 
people. But experience is the key. 
The first few years as I hired peo-
ple to help me out on the side, 
I saw what I did wrong and just 

developed the skills. 
"I attended a lot of seminars and 

listened to a lot of tapes — per-
sonal improvement is very big 
with me — but most of it just came 
through pure experience." 

Lawn Specialties grew fastest 
from 1983 to 1986. "Our biggest 
problem then was being able to get 
the money to buy enough trucks 
and hire and train enough guys 
fast enough. There was more 
work out there than we could do," 
DeAngelo said. "They were boom 
years in the lawn care industry and 
in this part of the country. Chemi-
cal lawn care was new, too." 

ALWAYS A MARKET. Could an 
other ambitious high school sen-

ior out there today duplicate De-
Angelo's success? His answer is 
a qualified yes. 

"There are always customers 
out there for someone who is will-
ing to work hard and who pro-
vides good service for what they 
charge," he said. "But it would 
be different today because when 
I went into it, the market had just 
opened for chemical lawn care. 

"Someone starting out now 
would have to become a more 
diversified company and stay that 
way. It could be done again, but 
the growth won't be there like it 
was in the '80s. 

There isn't much that DeAngelo 
would change if he had it to do 
over. He said he always managed 
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to keep on top of the industry and 
the local economy and made the 
right decisions at the right times. 

Lawn Specialties has reached 
a point, DeAngelo conceded, 
where "The only way we can grow 
is through acquisitions or expand-
ing into new markets. In our cur-
rent market we feel we have done 
everything we can to maximize it." 

Right now, the strategy is to ac-
quire companies in the existing 
market. DeAngelo said he's look-
ing at a couple of possibilities and 
may make a move in the next six 
months. 

In residential lawn care, Lawn 
Specialties controls about 20 per-
cent of the market in their service 
region, DeAngelo estimated, and 
about 70 percent in Hazleton itself. 

"Our major advantage is that 
we are one of the oldest companies 
in our area. We still have that local 
flavor, and we employ all local 
people. Our manager, for instance, 
has been with us eight years," he 
said. "Also, I think that we run 
a very customer service oriented 
program. We tend to go out of our 
way for customer satisfaction ra-
ther than looking at it from a 
profit-making standpoint. Our 
competitors also don't offer the 
range of services we offer." 

PRICE WARS. DeAngelo said his 
competitors often use price as a 
weapon against Lawn Specialties, 
but that doesn't bother him. 

"We have always been the 
highest priced or nearly highest 
priced company in the area. Small 
companies and national com-
panies have come in and tried to 
really undercut prices, but I never 
changed our company philosophy 
and went to that low-ball pricing. 

"I priced my services for the 
market. People who didn't want 
to pay our prices went to the com-
petition. I wasn't trying to be all 
things to all people." 

Bringing up the subject of pric-
ing to DeAngelo is like waving 
a red flag in front of a bull. Some 
contractors' pricing strategies 
rankle him. 

"Because of our pricing strate-
gies, we as an industry have 
changed the customer's percep-
tion about the value of our ser-
vice," DeAngelo said. 

"We charge the same for a cor-
rective treatment as we do for 
maintenance. That is one of the 
biggest mistakes the lawn care in-
dustry has made over the years. 
If we charge $50 for the first treat-
ment to correct the lawn, we go 
ahead and keep charging the same 
price per application. What we 
should do is come in at $75 or $80 
for that first remedial treatment 
and then charge $50 per applica-
tion. We create a perceived value 
of staying with lawn care." 

It s important 

that everyone in 

this business pull 

together •and 

pay their fair 

share of the tab. 

Discounting the first treatment 
is an incentive to leave rather than 
stay with the program, he added. 
"What we are doing is shrinking 
our own market. 

"I don't know that I'm ever go-
ing to change this perception. I 
haven't seen one company change 
yet. But if I accomplish nothing 
more than stopping people from 
discounting the first application, 

maybe I will have accomplished 
something," he said. 

LEARNING TO DELEGATE. Like 
most people who start and nur-
ture a business, it took DeAngelo 
a while to learn the art of dele-
gating responsibility. 

"I was the type of person who 
was always a perfectionist and 
wouldn't delegate," he recalled. 
"But as I got involved with pro-
fessional associations, it took time 
away from the business. That 
forced me to delegate responsi-
bility to employees who were 
capable; I just hadn't given them 
the chance. 

"Once they accepted that re-
sponsibility, they all did a better 
job in each of those areas than I 
could have done because I just 
couldn't do it all." 

Joining DeAngelo and his 
brother, Paul, on the management 
team are: Phil Voystock, lawn care 
manager, who oversees training 
programs and is in charge of cus-
tomer sales and service; Danny 
Pozniak, who handles the tech-
nical end of the business, doing 
all tank mixing at the end of the 
day and arranging all routing; and 
Wayne Hug, who oversees Lawn 
Specialties' industrial weed con-
trol business. 

Applying himself as energeti-
cally to the Professional Lawn 
Care Association of America as 
he did to his business, DeAngelo 
won a spot on the association's 
board in 1988, after five years of 
membership. 

"I wanted to be on the board 
for two reasons. This was the in-
dustry that was treating me so 
well, and it was time to take my 
turn and do something in return. 
Also, what I could learn from it 
would be worthwhile," said De-
Angelo, now PLCAA president. 

"Once I got on the board, as 
with most things I do, I dug in 

and dedicated my time and made 
a commitment to the association. 
My fellow board members elected 
me secretary-treasurer, then re-
warded me again by putting me 
in as president." 

DeAngelo is also president of 
the Lawn Care Association of 
Pennsylvania, which he helped 
found a year and a half ago. 

Interviewed just after the U.S. 
Supreme Court's decision permit-
ting local governments to impose 
more stringent regulations con-
cerning the use of pesticides than 
set forth in the Federal Insecticide, 
Fungicide and Rodenticide Act, 
DeAngelo talked about what the 
decision means to the industry: 
Q. How should lawn mainte-
nance contractors deal with this 
decision? 
A. What is important is that 
everyone in this business pull 
together. Everyone has to realize 
that it will take some battles to 
get through this. They have to be 
willing to pay their fair share of 
the tab and the time commitment 
it will take. 
Q. What will that involve? 
A . Well Just because there might 
be a battle in the western part of 
the state that doesn't affect me, 
that doesn't mean I shouldn't get 
involved. I have to be willing to 
put money into a state or national 
fund and take my own time to 
fight these battles. 

We are going to have many in-
stances where municipalities are 
going to legislate. It is nice to know 
that someone is out there, an 
association or group of indivi-
duals you can call on who have 
an organized effort in place. 
Q . What if it happened to you? 
A. If I was the lucky guy and 
Hazleton wanted to pass anti-lawn 
care regulations, it would cost 
thousands of dollars to fight it and 
lots of time spent at council 
meetings. I am willing to pay my 
share of the dues, and I will look 
to other people for help. 

People on the other side of the 
state may not be so willing to help, 
but they have to realize that the 
whole industry, across the entire 
country, must be willing to com-
mit. Independently we will all 
struggle. Collectively, it will be 
easier on all of us. 
Q. Do you expect many cities to 
start enacting anti-lawn care re-
gulations? What kinds of regula-

Brothers and partners, Neal and 
Paul DeAngelo. 
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tions can we expect? 
A. A lot of cities have been waiting for the 
outcome of the Supreme Court decision. The 
ones that have attempted regulations in the past 
will be the first to try again, followed not far 
behind by others. 

I think the regulations will mainly deal with 
prior notification and posting, but there will 
be some attempts to completely ban pesticide 
applications. 
O. What kind of a burden would prior notifica-
tion put on contractors? 
A . It depends. When you talk about prior 
notification, are you talking about the cus-
tomers, the neighbors or anyone within 1,000 
feet? Is prior notification OK in writing, or 
does it have to be a verbal notification? 

Is it enough to say we will be there next week, 
or do we say we'll be there in 24 hours or 72 
hours? From a practical standpoint, with the 
weather and truck break downs, will it be possi-
ble to call everyone for tomorrow's applica-
tions? 
Q . What can contractors do to prevent efforts 
to enact local laws? 
A . The first thing to do is try to eliminate hav-
ing dissatisfied people. Take the time that is 
required to satisfy the concerns of customers 
or non-customers. 

If it's a matter of someone with a cat they 
say is sensitive to chemicals, refer them to 
veterinarians. Refer customers to technical 
people at the county level or at a state university. 

But once those people have gone to the city 
council, the only thing you can do is try to 
get to the council as much information as you 
can about the industry, its success and our track 
record. Also, call on the associations to assist 
you in what kind of approach to take. 

But do something. The earlier you act, the 
more effective you can be at defusing it. 
Q . What will be the worst thing to come out 
of the Supreme Court's decision? 
A. In addition to all the local regulations that 
will have to be fought, we will have negative 
media coverage to go along with it. 

That is what is difficult to respond to. You 
can educate your customers, but how do you 
reach the people who will never become cus-
tomers because they read all these negative 
reports? 

What do you do about that? I ask that ques-
tion not because I have an answer, but because 
that is the big question. It is difficult to answer. 
All you can do is be ready to respond to ques-
tions from your customers, non-customers and 
the media. Also, keep educating your custo-
mers so when they read something negative 
they have at least had the chance to hear the 
facts. 
Q . As far as pesticide application goes, what 
do you see as a workable method of certifi-
cation? 
A. The way I see it working best is the way 
Pennsylvania does it. A business itself gets 
a license by category, such as lawn, tree and 
shrub, right of way, industrial weed, etc. For 
a business to be certified, it must employ at 
least one certified applicator and have ade-

quate insurance. 
The next level is the commercial applicator, 

the individual who can apply basically any 
product in one of those categories. The next 
level is a technician, who has to be trained 
for at least 30 days by a commercial applicator. 
He is also licensed in just one category and 
can only apply general use pesticides, nothing 
restricted, and he can only apply them while 
working for the company that has certified him. 

This three-tiered system seems like a nice 
approach. A technician does not require state 
testing, but to get the commercial applicator's 
license you need to pass a state test. 
Q . How should the PLCAA fit into this? 

A . We have been looking at a national cer-
tification and training program for two years 
now. Whether it will ever come into being or 
not, I don't know. It is a difficult thing to try 
to accomplish — training and certification 
that's acceptable to all states. 

Once you do get certification in place, who 
is the overseeing body? Certainly PLCAA 
would have an active role, whether in the ac-
tual training itself or in distribution of train-
ing materials. To what level depends on what 
comes out of the program itself. • 

The author is a free-lance writer based in Nor-
walk, Ohio. 
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C U P cuts paperwork faster 
Computerized Lawn Industry Program 

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 
FREE 1-800-635-8485 

L-W Software 

m 

A Division of % W W S i l W e Lawn-Wright. Inc 

18761 North Frederick Avenue, Suite A 
Gaithersburg, M D 20879 

(301)330 0066 
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ENVIRONMENTAL OUTLOOK 

GRACE 
UNDER PRESSURE 

Self-regulation, proactive 
postures and increased communications 

are all methods of improving the 
cloudy pesticide atmosphere. 

By Julie A. Evans 

Increasingly in the spotlight, the push is on to better train profes-
sional applicators. 

POSTING. ADVERTISING. Lo-
cal regulations. Certification. The 
list of pesticide-related issues is 
long and growing. Increasingly, 
landscape maintenance profes-
sionals are finding that change is 
the only constant in an industry 
besieged with regulatory and leg-
islative affairs. 

The easy thi ng to do, of course, 
would be to dodge the issues and 
run for cover. But many in the in-
dustry, especially the Professional 
Lawn Care Association of Ameri-
ca, have chosen a more proactive 
stance on pesticide issues. 

Education, not avoidance, is the 
tonic to what ails the industry. By 
facing the issues head on, the pru-
dent professional can anticipate 
and field questions with confi-
dence. A thoughtful response 
goes a long way in building client 
relations. 

Presented here are a sampling 
of some of the issues facing the 
industry, and what professionals 
and associations are doing to ad-
dress them. 

UNDER SIEGE. Pesticide use is in-
tegral to success for many in the 
industry. In fact, more than half 
of Lawn & Landscape Mainte-
nance readers offer pesticide ap-
plication (turf) services and plan 
to spend nearly $350 million on 
pesticides in 1991. 

If pesticides are so popular, 
then why are they under attack? 
Some blame the media, with news 
stories often biased against pes-
ticide use. Others point to Earth 
Day awareness and the movement 
away from chemical-laden pro-
ducts. Both points are valid. 

But many look within the land-
scape industry itself and see a ba-
sic communications flaw. 

"Communications is one of the 
areas in the industry where we're 
not doing a good job. We're very 
good technically, but we're not 
good communicators," said Tim 
Doppel, president of At wood 
Lawn Care, Sterling Heights, 
Mich. 

To promote professionalism, 
Doppel said, he constantly re-
minds employees that they are in 
the public eye. He also advises 
them to watch out for unprofes-
sional acts committed by others. 

"The people who are doing a 
good job have to turn in the ones 
who are not," he said. "Unless 
we police ourselves, we are go-
ing to be in all sorts of hot water." 

Don Burton, manager for Lawn 
Medic, Bergen, N .Y., agreed that 
a proactive communications 
stance is important in building 
client trust. 

"There is a more heightened 
awareness due to media that pes-
ticides could cause problems. We 
address pesticide safety head on 
and provide customers with the 
most recent information to show 

them that their fears are un-
founded," he said. 

Disseminating positive infor-
mation to the media is another 
successful strategy to combat pes-
ticide illiteracy. Rick Steinau, 
president, Greenlon Lawn Care 
Services, Cincinnati, Ohio, posi-
tions himself as a willing media 
source. When pesticide-related 
questions arise, he makes himself 
available for interviews. 

But Steinau doesn't just sit 
around and wait for the press to 
contact him. He aggressively 
seeks media attention through a 
public relations campaign. 

"We do a lot of public relations 
and talk about positive events," 
Steinau explained. "I send press 
releases to major newspapers, tele-
vision stations, business maga-
zines, selected radio stations. Top-
ics vary, but they focus on the 
positive things that pesticide ap-
plicators are already doing and 
that are not being reported." 

Steinau cautioned that careful 
preparation is needed before ap-
proaching the media. "You just 
have to be very careful and re-
member that they are working on 
soundbites. If you're really smart, 
you can sit them down before the 
interview and talk about what is 
going to be covered before the in-
terview. Give them certain guide-
lines." 

ADVERTISING. The lawn and 
landscape maintenance industry 
is trying to implement a few 
guidelines of its own, as lawn care 
advertising is under scrutiny these 
days. Currently, five cases are 
pending at the Federal Trade Com-
mission. Four of those cases in-
volve companies providing or-
ganic lawn care. 

As state attorneys general con-
sider a resolution about false and 
misleading lawn care advertising, 
PLCAA is working with the FTC 
and the Environmental Protection 
Agency to come up with guide-
lines of its own. The guidelines 

(continued on page 24) 
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Definitely 
Darker 

New Rebel Jr. — Darker by far than other turf-type tall fescues. An offspring of Rebel 
and Rebel II, it's bred especially for its darker color and moderately low growth habit. 

But darker color and lower growth aren't the only reasons to use Rebel Jr. You'll get a 
dense, persistent stand that's resistant to diseases and insects. And whether the area is 
sunny or shaded, low-medium maintenance is all it needs. 

Insist on Rebel Jr. for sod, home lawns, parks, roadsides or golf course roughs. Unlike 
other tall fescues, Rebel Jr. ___ 

Lofts Seed Inc. 
World's largest marketer of turfgrass seed 
Bound Brook, NJ 08805 
(908) 356-8700 • (800) 526-3890 • (800) 624-1474 (NJ) 

gives you top performance, 
slower growth and a turf 
that's definitely darker. LOFTS 

Lofts/New England 
Arlington, MA 
(617)648-7550 
(800) 648-7333 

Lofts/Maryland 
Beltsville, MD 
(800) 732-3332 
(800) 732-7773 (MD) 

Lofts/Great Western 
Albany, OR 
(503) 928-3100 or 
(800) 547-4063 

Sunbelt Seeds, Inc. 
Norcross, GA 
(404) 448-9932 or 
(800) 522-7333 

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

To locate the Lofts' distributor nearest you, call 
(800) 526-3890 (Eastern U.S.) • (800) 547-4063 (Western U.S.) 
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Pesticides 
(continued from page 22) 

apply to all communications with 
the general public, written and 
spoken. 

Environmental/health and 
safety issues. The PLCAA recom-
mends that their member lawn 
care companies use the follow-
ing language in communications 
with their customers: "These 
products have been reviewed by 
EPA and have met criteria for the 
registered use(s)." The EPA does 
not officially "approve" a prod-
uct, rather EPA registers products 
for use according to label in-
structions. 

When using the statement 
"EPA-registered," always include 
the definition "Registration in-
dicates that the pesticide, when 
used according to label directions, 
will perform its intended function 
without unreasonable adverse ef-
fects on the environment. EPA 
defines unreasonable adverse ef-
fects as any unreasonable risk to 
man or the environment, taking 
into account the economic, social 
and environmental costs and bene-
fits of the use of any pesticide." 

Avoid any statement that charac-
terizes any pesticide as "safe," 
"nonpoisonous," "low in toxici-
ty," "biodegradable," "non-toxic" 
or "harmless," and do not use any 
terminology that is false or mis-

leading or in violation of federal 
or state law, with or without a 
qualifying phrase such as "when 
used as directed." 

In legal circles, the word 'safe' 
indicates the absolute absence of 
risk. Since nothing meets that de-
finition, it should never be stated 
that "a material is safe." Avoid 
safety comparisons between li-
quid and dry applications, or or-
ganic, natural and synthetic prod-
ucts. Such comparisons include, 
but are not necessarily limited to, 
references to toxicity, drift, odor 
and exposure. 

When referring to organic or 
natural fertilizers and/or pesti-
cides, a breakdown of the fertilizer 
and/or pesticide analysis should 
be given. This breakdown should 
include percentage of natural (de-
rived from animals or plants) vs. 
synthetic (man-made) compo-
nents contained in the fertilizer 
and/or pesticide. 

The term "integrated pest man-
agement" should only be used to 
describe programs designed to in-
tegrate to the extent possible the 
basic management areas of ferti-
lization, irrigation, mowing and 
cultural, cultivar selection and 
pest control, to achieve custom-
ers' expectations. 

Consumers should be guided 
away from the concept of a per-
fect, pest-free landscape. Rather, 
they should be guided to unders-

tand and accept integrated pest 
management practices, which 
control/manage unwanted weeds, 
insects and diseases. 

Consumer issues. Before 
reaching an agreement with cus-
tomers, state what services are in-
cluded. Disclaimers, if any, 
should be in a type size no more 
than one point smaller than the 
body of the text in print advertis-
ing. When no body text is incor-
porated, disclaimers should be no 
smaller than 9-point type. 

Disclaimers for broadcast 
media should be made at the same 
decibel level and speed as the ma-
jority of the commercial. 

When discussed, price of the 
service should be fully dis-
closed. The existence of taxes, 
surcharges or other applicable 
service charges, if any, will be 
revealed. 

All advertising should comply 
with the appropriate regulations 
and restrictions of federal and 
state laws. 

SENATE HEARINGS. The PLCAA 
has tossed its hat into more than 
one regulatory arena. Perhaps 
nowhere was its proactive stance 
better exemplified than during the 
Senate hearings on posting and 
prenotification earlier this year. 

Appearing before a Senate sub-
committee, Ann McClure, ex-
ecutive vice president of PLCAA, 

testified t h a t . .our members are 
prepared to work with Congress 
and other interested parties to 
assure that any legislation ulti-
mately adopted protects both 
human health and the environ-
ment, while at the same time 
recognizes the practicalities of 
providing lawn care services." 

The jury is still out as to if and 
when regulations will be set in 
motion; but the industry appears 
to have emerged from the ex-
perience as a consolidated voice 
in Washington and on the home 
front. And that voice will need 
to be heard again, as the industry 
now faces a devastating blow from 
the nation's highest court. 

'WE LOST.' On June 21, the Sup-
reme Court handed down a deci-
sion that will have long term ra-
mifications for the landscape 
maintenance industry. In Wiscon-
sin Public Intervenor v. Mortier, 
the Court ruled that the Federal 
Insecticide, Fungicide and Ro-
denticide Act does permit local 
governments to impose more 
stringent regulations of their own. 

Allen James, executive direc-
tor of Responsible Industry for a 
Sound Environment, said that a 
coalition is being developed to 
represent agricultural and non-
agricultural interests impacted by 
the decision. The broadbased 
coalition will evaluate how in-

DOES ODOR CREATE NEGATIVE PERCEPTION? 
CONSUMERS OFTEN associate pesti-
cide use with strong odor. But does that 
odor create a negative perception of the 
product? 

Well...yes and no, according to industry 
sources. 

"Some people demand odor, some peo-
ple hate it," said Rick Steinau, president, 
Greenlon Lawn Care Services, Cincinnati, 
Ohio. 

"Some people expect odor. If they don't 
smell it, they don't think you're putting 
anything down." 

Mark Laube, vice president for develop-
ment, Lawnmark, Hudson, Ohio, offered 
a similar explanation: "The smell of 
products can be a negative, or it can 
definitely be a positive. It's a signal that 
something has been applied and to stay off 
the lawn." 

"It used to mean that if the product 
smells, it works," said George Raymond, 
sales manager of the professional products 
group, Lebanon Chemical Corp., Leba-
non, Pa. "Now it means that a chemical 

has been sprayed and could be dangerous. 
That's the consumer perception. Profes-
sionals realize that's not the case." 

Jim Budzynski, Dimension product 
manager for Monsanto, St. Louis, Mo., 
agreed that odor is a perception issue. "If 
I can smell it, I must be injured — that's 
the perception, and anything a manufac-
turer can do to minimize that would be a 
plus. That's one of the reasons for the 
trend toward more granular applications." 

Solvent-based formulations tend to have 
higher odor, Raymond explained. Granu-
lar formulations don't contain solvents, so 
they tend to have lower odor. Budzynski 
said that this may be one of the reasons 
for the trend toward granular applications. 

So do odorless pesticides have the mar-
keting edge? "It's not going to be an ad-
vantage to be odorless; it's a disadvantage 
to have an odor," Budzynski said. 

"We generally try not to decide on a 
product on odor alone," Steinau said. 
"Cost effectiveness and best overall results 
are more important. If low odor happens 

to be a bonus, we'll take it. But it's very 
difficult to base product choice on low 
odor." 

Laube said he would "definitely choose 
a product that had low odor as opposed to 
one that had a foul odor" — provided that 
both products were effective. 

Certain basic landscape maintenance 
practices will reduce odor problems, Ray-
mond said. These include selecting ap-
propriate times for spraying; reviewing the 
compounds you're using for objectionable 
odor; and testing to see if a masking or 
control agent would help. 

Bart Sheeler, president of ProLawn Pro-
Scape, Cincinnati, Ohio, said the inte-
grated pest management approach goes a 
long way in minimizing odor, thereby al-
laying customers' fears of pesticides. 

"If the grass is green and weed-free, the 
customer knows the grass is healthy," 
Sheeler said. "Most of our customers are 
results-oriented. Just knowing they're not 
getting as much pesticide on the lawn 
gives them a good feeling." 
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STATES REQUIRING COMMERCIAL FIRMS TO 
PROVIDE NOTIFICATION WHEN APPLYING PESTICIDES 

TO RESIDENTIAL LAWNS 

dustry can best respond at the 
federal and state levels. 

"FIFRA needs to be amended 
to accomplish uniformity of 
pesticide regulations at state and 
federal levels," James said. "It's 
unfortunate that the nonagricul-
tural industry, particularly those 
most involved in municipalities 
like lawn care, are going to be the 
groups negatively affected by the 
rulings." 

Mark Laube, vice president for 
development, Lawnmark, Hud-
son, Ohio, put the ruling into per-
sonal perspective: "In Northeast 
Ohio alone, there are over 100 dif-
ferent communities that could 
potentially write different regula-
tions, which we have the burden 
to follow. That becomes a night-
mare. 

"Hopefully, local organizations 
can have a voice in the commu-
nities to explain our concerns and 
put information in front of the de-
cision makers." 

George Raymond, marketing 
manager for Nor-Am Chemical 
Co., Wilmington, Del., expressed 
deep concern that local municipa-
lities are ill-equipped to determine 
pesticide regulations. He also not-
ed that the ruling presents com-
plications for the manufacturer. 

"It's difficult enough to label 
requirements that meet all federal 
and state requirements," Ray-
mond said. "If we have to go down 
to county and city requirements, 
that may be impossible. 

"The thing that is bothersome 
is that there is no real benefit to 
the consumer. There are a lot of 
fears about things that are not a 
concern. The consumer thinks 
this ruling will protect him from 
all sorts of environmental conse-
quences, when in fact they aren't 
occuring at all." 

Already, some municipalities 
have taken the initiative to enact 
restrictive regulations against 
pesticide use. An ordinance was 
recently introduced in Lake Win-
nebago, Mo., for example, that 
would regulate and prohibit the 
use of "certain lawn and tree chem-
icals within the city.. .and require 
the licensing of all lawn and tree 
sprayers and pest control applica-
tors." 

The ordinance was tabled, ac-
cording to Lake Winnebago Po-
lice Chief Steve Untrif. "There 
was a lot of opposition to it from 
people in the industry and a lot 
of residents." 

The Lake Winnebago incident 

Direct Notification Posting Registry 

Advance When applied 

State Customer Neighbor Customer Neighbor 

AZ X 

CO X X X 

CT X Xa X X b 

DE x a Xa Xa Xa 

FL x a Xa X X 

IL Xa X Xa X 

IN X X 

IA x a Xa Xa Xa X 

KS X 

KY X Xa X xa X 

ME Xa X 

MD Xa X X X 

MA x a X X 

MN X Xe 

NH X 

NJ X xa X 

NM x a 

NY X X 

OH xa X xa X 

PA xa xd 

RI X xa X xa X 

VT X" xa X xa X 

Wl xa X Xe 

Note: Montana and South Carolina require notification for restricted-use pesticides. Hawaii may require posting when 
highly toxic pesticides are used. North Dakota requires posting if required by label or if re-entry period is 48 hours or 
more. 

Notification provided upon request. 
bAII individuals on the registry including, but not limited to, chemically sensitive. 
cState statute allows home rule cities to pass posting ordinances. 
dParticipation by commercial firms is voluntary. 
eWhen pesticide label prescribes time interval for safe re-entry into treated area. 

highlights the need for public edu-
cation to combat consumer mis-
conceptions about pesticides. 

It also shows how industry co-
operation can bring positive re-
sults — in this case, a tabled or-
dinance. 

CERTIFICATION. Certification 
presents yet another aspect of pes-

LAWN & LANDSCAPE MAINTENANCE • AUGUST 1991 

ticide use that may soon see some 
changes. The EPA is now in the 
process of upgrading its certifica-
tion requirements for applicators 
of restricted use pesticides. (Un-
der FIFRA, EPA does not cur-
rently have the authority to require 
certification for general use pes-
ticides.) 

According to Tom Delaney, di-

Source: State regulatory officials. 

rector of state government affairs 
for PLCAA, the landscape main-
tenance industry doesn't use many 
restricted use pesticides — but 
that could change. He said that 
the EPA may eventually classify 
more pesticides as restricted, ra-
ther than general use, especially 
in light of increased environmen-

icontinued on page 62) 
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ENVIRONMENTAL OUTLOOK 

TESTING 
THE 

WATERS 
FOR 

CONTAMINATION 
While the EPA 

aggressively pursues sources 
of contamination to the 

groundwater, turf pesticides are 
receiving a clean bill of health 

from university research. 
By Julie A. Evans 

AS SURE AS OLD Faithful 
erupts on the hour, another news 
story about pesticides and ground-
water will spring from the pages 
of the consumer press. But not 
all news is bad news these days. 
University researchers are con-
ducting studies that show that well-
maintained turf improves water 
quality, contrary to public per-
ception. 

Researchers Thomas Watschke 
of The Pennsylvania State Univer-
sity, Martin Petrovic of Cornell 
University and Harry Niemczyk 
of The Ohio State University have 
set out to prove that healthy, well-
maintained turf actually serves as 
a deterrent — rather than conduit 
— to pesticide runoff. 

Their research may help stem 
the growing tide of negative pub-
licity that ultimately tarnishes the 
image of those who apply the pes-
ticides — including the lawn and 
landscape maintenance profes-
sional. 

26 

GROUNDWATER. Why the wide 
spread fuss about pesticides and 
groundwater? Because ground-
water comprises 96 percent of the 
world's total water resources. In 
fact, 90 percent of rural residents 
and 50 percent of people in the 
United States rely on groundwater 
as their drinking water source. 

Groundwater forms when wa-
ter moves below the earth's sur-
face and fills in empty spaces 
around rocks and in porous ma-
terials. It moves slowly, as little 
as inches per year. Rainfall re-
plenishes groundwater supplies 
as it seeps through the ground or 
joins surface waters. 

Pesticides enter water several 
ways. They may reach water ac-
cidentally when area land has 
been sprayed, or they may be ap-
plied directly to the water for 
aquatic plant control. Also, pes-
ticides attached to soil may wash 
into streams, and some chemicals 
may enter the water after being 

washed out of the air by rain. 
Groundwater contaminants are 

difficult to remove and remain in 
the water for several years. Thus, 
concern for groundwater is 
heightened by knowledge that 
contaminants applied today will 
persist for a long time. 

EPA STEPS IN. Last November, 
the Environmental Protection 
Agency published its five-year 
National Survey of Pesticides in 
Drinking Water Wells. The results 
were encouraging: Although 10 
percent of the nation's communi-
ty drinking water wells and about 
4 percent of rural domestic drink-
ing water wells have detectable 
residues of at least one pesticide, 
less than 1 percent of the wells 
have pesticide residues above lev-
els considered protective of hu-
man health. 

The survey also studied nitrate 
levels. EPA estimated that more 
than half of the nation's wells con-

tain nitrates, with about 1.2 per-
cent of the community wells and 
2.4 percent of the rural wells 
showing detections above the 10 
parts per million maximum con-
taminant level established to pro-
tect human health. 

Phase II of the National Survey 
of Pesticides in Drinking Water 
Wells is expected to be released 
later this year. 

In response to EPA findings, 
The Professional Lawn Care As-
sociation of America countered 
that the community drinking wa-
ter wells in the survey are typically 
located in agricultural, not subur-
ban communities where lawn care 
services are much more typical-
ly used. Also, PLCAA cited re-
search at Penn State University, 
which demonstrated that high 
quality turfgrass inhibits percola-
tion and may even provide water 
treatment. 

PLCAA concluded that the re-
sidues found in the survey are not 
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Groundwater comprises 96 percent of the world's total water 
resources. Therefore, it's a highly visible — and often controver-
sial — subject. Photo: Dave Miethke. 

the result of products used by lawn 
maintenance companies. Rather, 
PLCAA said, they may be caused 
by product dumping, unsound 
wells or some other yet-to-be dis-
covered source." 

Nevertheless, Henry Habicht, 
EPA deputy administrator, said 
the EPA was "more determined 
than ever to push ahead aggres-
sively to prevent further conta-
mination of drinking water." 

EPA is expected to publish a 
groundwater strategy later this 
year. A preliminary outline re-
veals that the agency's overall goal 
is "to prevent adverse effects to 
human health and the environ-
ment and protect (the) integrity 
of (the) nation's groundwater 
resources." 

To achieve its goal, EPA has set 
forth several principles, including 
giving states the lead role in set-
ting priorities and managing risks. 
EPA said it "wants to keep the 
door open for flexibility and case-

by-case decisions at the state level, 
because we think that is the best 
approach to managing ground-
water risks." 

The groundwater strategy em-
phasizes prevention over reme-
diation, and recognizes that both 
regulatory and nonregulatory 
measures need to be taken. 

As part of its proposed preven-
tion policy, the EPA said, it will 
use its existing authority to call 
in testing data to identify leachers. 
The agency also plans "to mini-
mize risks to the extent possible 
through labeling, or restricted use 
classification or, in an extreme 
case, we can suspend or cancel." 

Finally, EPA calls for indivi-
dual State Management Plans to 
provide a less extreme alternative 
to national cancellation. The SMP 
is an assessment of the state's ac-
tual risk situation, and what that 
state proposes to do about it. 

The groundwater strategy 
awaits approval. 

RESEARCH. While the EPA studies 
groundwater prevention strate-
gies, university researchers are 
examining a much more elemen-
tary, but no less important ques-
tion: Do pesticides contribute to 
groundwater contamination. 

"If there are data to support the 
conclusion that pesticides ap-
plied to turfgrasses pose a real 
potential for contributing to 
groundwater contamination, I'd 
like to see it," said Harry Niemc-
zyk, professor of turfgrass en-
tomology at OARDC/Ohio State 
University. "There are too many 
assumptions this is the case with-
out any data to back it up." 

For more than six years, 
Niemczyk has been studying the 
vertical mobility of pesticides us-
ed in turfgrasses with and without 
thatch. The bottom line of his re-
search, Niemczyk said, is that 
those insecticides applied to turf 
with thatch pose little or no poten-
tial for downward mobility. 

"Thatch is one of the best pes-
ticide filtration systems that we 
have. It's a natural pesticide filtra-
tion system " 

Niemczyk's study included 
nine insecticides and evaluated 
their vertical mobility to the first, 
second, fourth and in some cases, 
tenth inch below the thatch. 

For turf without thatch, 
Niemczyk found that if the turf 
has been established for any 
length of time, the organic level 
for at least the first two inches of 
soil often exceeds 10 percent. He 
said that pesticides moving 
through that zone have a great pro-
bability of being tied up by that 
organic matter. 

"Even though the leaching po-
tential in turf without thatch is in-
creased to some degree, the pro-
bability for groundwater con-
tamination is still minimal, if at 
all," he said. 

Last year, Niemczyk com-
pleted a study of the vertical mo-
bility of six preemergent her-
bicides, including Dacthal and its 
two metabolites. DC PA, whose 
parent compound is marketed as 
Dacthal, and atrazine were the two 

pesticides detected most frequent-
ly in the EPA National Survey of 
Pesticides in Drinking Water 
Wells. 

According to Niemczyk, pre-
emergent herbicides applied to 
turf with or without thatch are not 
mobile. "The tenth inch com-
monly showed zero residue of the 
parent compound," Niemczyk 
said. "The diacid metabolite of 
Dacthal was found at low levels 
in the tenth inch zone. It's only 
the metabolite that moves, not the 
parent compound." 

Niemczyk concluded that "the 
parent compounds of the six pre-
emei^ent herbicides studied show 
no potential for contributing to 
groundwater contamination." 

At Penn State University, 
Thomas Watschke also has been 
examining pesticides and ground-
water. His findings have been 
published in "The Effect of Nutri-
ents and Pesticides Applied to 
Turf on the Quality of Runoff and 
Percolating Water." 

Watschke's research looks at the 
movement of pesticides and nu-
trients that have been applied to 
runoff areas and turfed areas that 
are sloped. His strategy has been 
to irrigate heavily, capture the 
runoff and analyze samples for 
substances that may or may not 
have moved. 

To date, Watschke said, they 
haven't detected any pesticides in 
as low as a part per billion; in those 
instances where they did detect 
some amount of pesticide, "in al-
most all cases they're below the 
public drinking water standards." 

Watschke concluded that the 
impact of well-managed turfgrass 
on water quality actually appears 
to be positive. He based his con-
clusion on experiments that 
showed that "dense, quality turf-
grass stands.. .affect the overland 
flow process to such a degree that 
runoff is insignificant" even un-
der the most extreme weather 
conditions. 

In addition, Watschke found 
that not only does high quality 
turfgrass inhibit the percolation 
of fertilizers and pesticides into 
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groundwater, but "the ability of 
this type of vegetative communi-
ty to allow water to infiltrate and 
promote the metabolism of solutes 
suggests that it might even possess 
the ability to be used as a water 
quality medium." 

What this suggests is that good 
management practices, which in-
clude pesticides and fertilizers, 
contribute to the development of 
thatch. The organic layer of thatch 
is so effective at breaking down 
chemicals, Watschke said, that a 
common practice in agriculture 
is to use grass filter strips to pre-
vent pesticide runoff. 

Two leaching studies, (fall 1989 
and summer 1990) conducted by 
Martin Petrovic at Cornell Uni-
versity, also examined pesticide 
movement from turfgrasses. 
Study treatments included the ap-
plication of four turf pesticides 
(dicamba,2,4-Damine salt,car-
bary 1 and chlorothalonil) to three 
different soils (sand, Arkport san-
dy loam, Hudson silt loam). 

Two irrigation regimes were 
followed: a three times per week 
irrigation program, which began 
two days after pesticide treatment; 
and an once a week irrigation pro-
gram which began seven days 
following pesticide application. 
All plots were irrigated to satura-
tion to force drainage. 

According to Petrovic, pesti-
cide recoveries from leachate 
samples in the fall study were low 
(0 to 1.8 percent of the amount 
appl ied). The highest leaching oc-
curred with dicamba in a sand plot 
that received the high irrigation 
treatment (1.8 percent). 

Again in the summer study, the 
sand plots had the greatest amount 
of pesticide leaching (0.004 to 4.31 
of applied pesticide). 

Petrovic concluded that the 
sand plots had the greatest degree 
of pesticide leaching due to high 
hydraulic conductivity, low sorp-
tion onto organic matter and li-
mited biodegradation by soil mi-
crobes. 

"Bottom line is that if you're 
managing turf on sand, you have 
to be careful with what you're put-
ting down and how you're irri-
gating," Petrovic said. "Ifyouget 
away from sandy soils, you don't 
have to be as careful, because the 
turf system is good at tying up 
these pesticides. 

"Make sure you properly iden-
tify the pest you're working with. 
Part of sound pest management 
is integrating practices that reduce 
the potential of environmental im-
pact of pesticides. I think people 
are going to have to start looking 
at products which are most likely 
to leach, and make that a deci-
sion when choosing a pesticide," 
Petrovic said. 

Products with high water so-
lubility are more likely to leach 
into the soil than those with low 
solubility, Petrovic said. Also, se-
lect products that decompose 
quickly and that bind themselves 
more readily to organic matter. 

HOME FRONT. When customers 
ask questions about pesticides and 
groundwater, the key is to be forth-
coming with facts. A good exam-
ple of a company that tackled the 
groundwater and pesticide debate 

is Lawn Medic of Bergen, N.Y. 
The company publishes Grass 

Roots, a newsletter that addresses 
customer concerns head on. A re-
cent issue of the newsletter fea-
tured groundwater and pesticides, 
and included information about 
the studies conducted by Petrovic, 
Watschke, Niemczyk and others. 

"Our literature is the most im-
portant thing going out the door," 
said Don Burton, manager. "Our 
literature has to be presented in 
a way that's literate and shows 
competence and knowledge. 

"The key is anticipating the 
potential problem or question in 
advance and having the ammuni-
tion to react," he said. 

Tim Doppel, president of At-
wood Lawncare, Sterling Heights, 
Mich., also noted the importance 
of customer education. 

"The main thing I think custo-
mers are concerned about is that 
products are appropriate for use 
where they're being used," Dop-
pel said. "If you are articulate and 
can answer questions at a level 
customers can appreciate, then 
nine times out of 10, the customer 
will be relieved of any anxiety." 

Mark Laube, vice president of 
development for Lawnmark, 
Hudson, Ohio, said that his num-
ber one concern is to educate the 
consumer that not every applica-
tion has chemicals in it. 

The typical customer, Laube 
said, often equates all lawn care 
treatments with pesticide applica-
tions. To combat this misconcep-
tion, Lawnmark promotes its 
need-based program, based on the 
judicious use of pesticides. 

GRASS ROOTS. Practice what you 
preach is an old cliche, but it has 
meaning when applied to ground-
water and pesticide use. Educa-
ting customers will invariably 
make them feel better, but it's 
never enough. Sound turf mana-
gement practices really do make 
a difference in protecting the na-
tion's drinking water supply. 

Some of the ways pesticide 
users can help reduce the poten-
tial for contamination include: 

• Select products that decom-
pose quickly and that offer low 
water solubility. 

• Follow label directions 
exactly. 

• Dispose of waste properly. 
• Control surface water to avoid 

runoff. 
• Consider soil characteristics. 

As Petrovic pointed out, pesticides 
are more likely to leach into 
groundwater through sandy soils. 

• Incorporate integrated pest 
management practices (IPM) to 
ensure that pesticides are used on-
ly when and where needed. 

For a better understanding of 
the importance of healthy turf on 
groundwater quality, PLCAA of-
fers a videotape, "The Value of 
Turf — For Today and the Future." 
The tape includes interviews with 
Watschke, Petrovic and Niemc-
zyk and lists other resources for 
further education. The tape is 
available from PLCAA, 1000 
Johnson Ferry Rd. NE, Marietta 
Ga. 30068-2112; 404/977-5222. 

The author is Associate Editor of 
Lawn & Landscape Maintenance 
magazine. 

DO EARTHWORMS AFFECT GROUNDWATER? 
EARTHWORMS CAN ENHANCE plant growth by making soil 
porous so it drains and aerates well. 

But researchers are questioning whether the underground chan-
nels they create speed the downward movement of pesticides. 

The North Appalachian Experimental Watershed at Coshocton, 
Ohio, has been the site of a 27-year no-till experiment. 

No-till — planting crops without First plowing to clear the 
residue of the previous crop — was designed to reduce surface 
runoff of soil and agricultural chemicals in water that flows into 
lakes and streams — not specifically to preserve groundwater 
quality, said William Edwards, leader of conservation tillage re-
search at Coshocton. 

In the last couple of years, Edwards has turned most of his at-
tention to pesticide movement. For his studies, he brings cubic-
foot blocks of no-till cornfield topsoil into the lab and exposes 
them to artificial rainstorms of various intensities. During and 
after each rainstorm, water drains through the soil and is col-
lected in funnels below each block. 

Edwards found that the amount of atrazine and alachlor her-
bicides collected in funnels below nighcrawler burrows depended 

on the sequence of rainstorms. If the initial rainstorm was minor, 
it carried the herbicides just far enough down to mix with and 
bind to organic matter. Very little moved downward if a major 
rain then followed. But if a major storm came first, more of the 
herbicides moved downward. 

In an Agricultural Research Service study at St. Paul, Minn., 
scientists also studied the relationship between earthworms and 
groundwater. They grew crops in several ways: in soil with no 
crop residue; with incorporated residue or surface residue; and 
with or without a common earthworm near the soil surface. 

The scientists then applied potassium bromide to the soil sur-
face and slowly applied simulated rainfall. 

They found that the surface residue provided a major food source 
for worms, helping them to form stable burrows that were open 
to the surface. The burrows allowed rapid water infiltration, but 95 
percent of the bromide was retained in the top six inches of soil. 

In soil with incorporated residue, that same amount of bromide 
went down 5.3 inches as more of the water was soaked up near 
the soil surface. — Agricultural Research Service, U.S. Dept. of 
Agriculture. 

28 reader service AUGUST 1991 • LAWN & LANDSCAPE MAINTENANCE 



The Quadra 
Bubbler® From 
Pepco Provides 

A More 
Effective Way 

To Save Up Tc 
70% Of Your 
Water Use-

o 

Since it's first design, the 

Quadra Bubbler from Pepco 

has set forth to make better 

use of our water. 

Only the Quadra Bubbler 

moves forward on an 

intelligently planned path, 

delivering greater water 

savings, in less time. 

The Quadra Bubbler 

delivers water in gallons per 

hour. Quads are available in 

2, 6, 10 or 20 GPH flow rates 

and can be used on systems 

with KMOOPSI. 

Better, the Quadra Bubbler 

is flow regulated and does not 

require expensive filters or 

pressure regulators. The best 

solution for RETROFIT or 

new systems. 

Everything 

you need to 

ftjB^ know can be 

k C A found in our 

| fully 

illustrated, 

easy to 

understand 

"WATER CONSERVATION 

HANDBOOK." The 

handbook is free for the 

asking. Simply call 

(800) 247-8138 or circle the 

reader response card number! 

Balance 
With Nature. 

ONLY YOUR 
IMAGINATION 

LIMITS THE 
POSSIBILITIES. 

For instance, design your 

system with PVC. Using two 

Quadra Bubblers and the 

Pepco P7750T Tee 

on 1/2" risers, 

you'll 

deliver 

the water to eight plants and 

not waste a single drop. This 

configuration also works well 

for retrofit applications. 

For corners or hard to 

reach 

areas, use 

the Quadra 

Bubbler and the Pepco 

P7550E Elbow on 1/2" 

risers. You'll deliver from four 

ports to the root base of four 

trees or shrubs. Above or 

below ground. 

At times a single 

installation is 

needed where some 

plants are not 

getting proper water. 

By using the FPA640 

adapter, any 1/2" 

riser accommodates 

the Quadra Bubbler. 

For landscape beauty, 

install the entire riser 

with bubbler under ground 

along with the tubing. 

If polyethylene tubing 

is part of your plan, 

specify Quadra 

Bubblers with the 

new FPA630B 

Barbed Adapter. This 

allows greater flexibility 

and design patterns. 

The latest 

and easiest 

retrofit option 

now available 

is the QB2 

from Pepco. The QB2 

simply replaces existing 

spray heads with four ports. 

All 

Pepco 

TOTAL QUALITY SYSTEM p r o d u c t s 

Lmaintain the highest 

standards in 

manufacturing and 

quality control. In 

addition, the ecological 

design for above or below 

ground installation creates a 

sense of natural beauty 

without detection of where 

the water is coming from. 

WATER CONSERVATION PRODUCTS, INC. 
Quadra-Bubbler is a registered trademark of Pepco Water Conservation Products, Inc., Fresno, California 93722. 
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COMPOSTING 

ARE PESTICIDE D T? CTTYi TIT C l i n g e r i n g 
I V L / u I L f U £ / k J I N COMPOST? 
/m'ftYz/ research shows that composting is a non-risk venture to 
both handlers and end users of pesticide-treated clippings. 

By Cindy Code 
AS WITH ANY NEW kid on the 
block, yard waste composting is 
beginning to be scrutinized for its 
quick rise to the head of the class. 

While sewage sludge com-
posting has seen significant 
growth since the early 1970s, or-
ganic waste composting — yard 
waste — can still be considered 
in its infancy. 

The popularity of yard waste 
composting has brought new tech-
nology, alternatives to land filling 
and business to entrepreneurs, but 
it has also brought some concerns 
about its possible effects on 
human health and the environ-
ment. 

Obviously, odor poses the most 
conspicuous obstacle. But that 
can be easily avoided by proper 
composting procedures. So too 
can the possibility of leaching if 
a site is kept clean and orderly. 

Nevertheless, there are those 
who enter the business simply to 

and those dispersing and using the 
end product. Questions remain, 
however, regarding the safety of 
pesticide-treated clippings. 

Most herbicides and insecti-
cides appl ied to turf and ornamen-
tals break down quickly because 
of their short half lives — the 
period during which the pesticide 
is active. In most cases, pesticide 
residues can't be found 10 to 14 
days after application. Addition-
ally, much of the material applied 
to the turf doesn't remain on the 
grass blades but is volatilized or 
makes its way into the thatch layer. 

While preliminary sampling 
finds traces of pesticide residues 
on cl ippings being dropped off at 
compost facilities, there appears 
to be no cause for alarm. The ma-
jority of residue breaks down 
when compost temperatures 
reach between 140 and 170 de-
grees Fahrenheit. 

More definitive research is un-

Windrow, static and in-vessel composting 
methods have been identified by the 

EPA as pathogen-reducing. 

make a buck, disregarding the 
long-term effects they may have 
on those who are in the business 
to stay. 

With little research to go on, 
the general consensus in the lawn 
and landscape maintenance in-
dustry is that yard waste com-
posting is a non-risk venture to 
both handlers of grass clippings 
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der way at several Midwest uni-
versities, but is not yet ready for 
publication. 

RESEARCH. Bruce Fulford of the 
Tellus Institute, Boston, Mass., 
recently completed a three-year 
study in conjunction with Woods 
End Laboratory, Mt. Vernon, 
Maine, evaluating pesticide resi-

dues and nutrient leaching from 
clippings at a compost site. 

Pesticide residues were present 
in the clippings as they were 
brought into the site, but in fairly 
low quantities, according to Ful-
ford, who is director of organic 
waste management at the institute. 
Low levels were also found in the 
finished product. 

"I suspected that we would find 
more than we did," Fulford said. 
"I suspect there will always be 
residues, but they register in parts 
per billion which is very low and 
within acceptable EPA stan-
dards." 

2,4-D, pendimethalin and some 
dinitroanaline were among resi-
dues identified in the clippings. 

Fulford wouldn't go so far as 
to say that clippings previously 
treated with pesticides are safe 
under all circumstances, but said 
when residues are present, they're 
typically in fairly low levels and 
shouldn't present much concern. 

In addition to pesticide resi-. 
dues, some pesticide containers 
brought to the site by commer-
cial contractors still had pesticides 
in them. "It's unfortunate, but 
true," he said. "The container 
situation has improved with bet-
ter enforcement." 

The tested clippings were said 
to be fresh, probably no more than 
three to five days after a pesticide 
had been applied, Fulford esti-
mated. 

Fulford worked with Chem-
Lawn and The Lawn Co., two 
firms in the area where the clipp-
ings were generated, to determine 
what chemicals were applied to 

the clippings and in what quan-
tities. 

Despite appearances of low re-
siduals, Fulford said, he has re-
ceived no information of compost 
handlers suffering from skin 
rashes or other out-of-the ordi-
nary events. 

"It may be a legitimate concern, 
but exposure to pesticides is much 
more prevalent at the time of ap-
plication than at the time clip-
pings reach a compost site," Ful-
ford said. "In my opinion, nutri-
ent leaching from a compost site 
is a more significant problem than 
pesticide residue in a windrow 
compost system. In an enclosed 
compost system, pesticide residue 
could conceivably pose a threat 
to workers, but there's not enough 
evidence to establish this." 

Fulford's state-funded report 
was expected to be completed ear-
ly this month. It was commission-
ed by the Massachusetts Depart-
ment of Environmental Protection 
to assess the environmental im-
pact of yard waste compost sites, 
and completed independent of the 
Tellus Institute. 

The study was conducted at one 
site and is not necessarily repre-
sentative of the whole industry. 

"It's safe to assume that a per-
centage of clippings coming in are 
going to be treated with pesticides. 
If people have concerns about us-
ing the end product...it's more 
than likely there aren't even meas-
urable levels when finished," he 
said. 

If there's real reason for con-
cern, Fulford recommended that 
the compost be tested periodical-
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THE COMPOSTING PROCESS 

Oxygen Microorganisms Moisture 

Raw Materials: 
Nutrients, 

Carbohydrates, Fats, 
Proteins, Amino Acids, Nitrogen 

Cellulose, Lignin, Minerals 

Carbon 
Dioxide 

Water Compost 
Humus 

Development of 
New Microorganisms 

ly. Whether a municipality or 
private operator thinks the testing 
is justified, they should be pre-
pared to spend a lot of money. And 
if testing is to be done, a broad 
enough sample should be taken 
to get accurate results. 

According to Eliot Epstein of 
E & A Environmental Services, 
Stoughton, Mass., end-users are 
most concerned about compost 
stability or the degree of organic 
matter decomposition. It's been 
reported that poorly stabilized 
compost can inhibit plant growth. 

Yard waste may contain certain 
pesticide residues such as aldrin, 
municipal solid waste compost 
may contain household hazardous 
wastes and sludge compost may 
contain industrial organic com-
pounds. In these cases, the level 
of potential toxic organics is low, 
Epstein said. 

DowElanco, Indianapolis, 
Ind., is in the first year of its study 

LAWN & LANDSCAPE MAINTENA 

of pesticide-treated clippings. Co-
ordinated by Bruce Branham at 
Michigan State University, the 
research is focusing on two areas: 
grass clippings used as mulch 
in vegetable gardens and the 
fate of pesticide-treated clippings 
through the compost process, ac-
cording to Mike Shaw, a member 
of the research and development 
team at DowElanco. 

One part of the study will look 
for any effects of pesticide-treated 
clippings on vegetables, while the 
second part will follow the fate 
of pesticide residue through time 
including the disappearance rate. 

"I expect it to be relatively fast; 
most of the breakdown comes 
from microbial decomposition or 
by hydrolysis," Shaw said. "In 
composting, we're basically put-
ting it in a biological oven." 

Shaw added that DowElanco 
has quite a bit of data on dis-
lodgeable residues and environ-
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mental fate studies on most of its 
actives since it's generally re-
quired for registration. 

"We're quite surprised by how 
fast chlorpy rifos disappears from 
the leaf surface," Shaw said. "The 
majority of the residue is gone 
within a day; most of it (chlorpy-
rifos) is tied up in the thatch zone." 

The U.S. Environmental Pro-
tection Agency has established 
guidelines regulating the use of 
all products of solid waste which 
specifically limit pathogens, 
heavy metals and PCBs contain-
ed in those products. As far as 
composting is concerned, the 
EPA requires owners or operators 
of commercial compost facilities 
to maintain temperatures greater 
than 131 degrees Fahrenheit in the 
compost process for several days 
in order to effectively eliminate 
viral, bacterial and parasitic 
pathogens. 

Windrow, static and in-vessel 

composting methods have been 
identified as pathogen-reducing 
methods by the EPA. 

The EPA is expected to release 
regulations addressing the land 
application, distribution and 
marketing of any products deriv-
ed from sewage sludge, including 
composts, in January. They are 
expected to cover a variety of areas 
including odor, pathogen and vec-
tor reduction, application rates 
and labeling requirements. 

The federal regulations are not 
likely to address yard waste, ac-
cording to Epstein. 

Kurtz Brothers, which runs a 
state-of-the-art composting facili-
ty in Cuyahoga Falls, Ohio, has 
received no complaints from its 
workers handling grass clippings, 
said Ed Janesz, organic recycling 
department manager. 

"Most residue in grass cuttings 
is small and, once taken through 

(continued on page 34) 
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Split LeveL 

• Two-tier loadbed. 

• More standard horsepower than Ford F250 4x4. 

• More standard payload than Ford F250 4x4. 

• Best standard gas mileage of any full-size, 3A-ton 4x47 
*K2500 4x4 with standard 4 3 Liter V6 and 5-speed 
manual transmission EPA est MPG city 16, highway 20 



Chevy K2500 4x4. Two-tier loading lets you carry tools in the cargo box and 
supplies on top. Just put 2 x 6 s in the built-in notches to make a second load platform. 

Chevy's higher payload rating can handle it. Whatever your business, 
Chevy's 3/4-ton has the power, payload and towing for the job. 

14 r e a d e r serv ice 27 



Pesticide Residues 
(continued from page 31) 

high temperatures, should be in-
significant," he said. "If a yard 
is mowed right after a pesticide 
has been applied, it's possible to 
get a reaction; it depends on the 
individual." 

It's an area that still needs to 
be researched, he added. 

Phil Fogarty, president of 
Crowley Lawn Service, Cleve-
land, Ohio, said it's almost im-
possible to rub pesticide residue 
off cl ippings or branches because 
it is absorbed into the plant fairly 
quickly. 

"With granulars, as long as they 
are watered-in and left alone for 
24 hours, there should be no run-
off or exposure," he said. "If the 
fears are that homeowners aren't 
following label directions; that's 
a tough one." 

CHEMICAL REACTIONS? Some 
thing fishy is going on at Brown-
ing-Ferris Industries. 

Pamela Harris, director of loss 

control services at BFI, a waste 
management firm, said several 
employees handling grass clipp-
ings have come down with rashes. 
The outbreak wasn't severe — a 
fairly simple raised, reddened 
area — and work conducted by 
the firm's industrial hygienist 
hasn't shown anything, yet. 

"We had some employees with 
rashes, but it's difficult to know 
if it's a heat rash from handling 
plastic bags or if it could be 
chemical exposure," Harris said. 
"We've done skin wipe tests and 
air analysis tests and haven't found 
anything. It appears to be asso-
ciated with warm weather, but so 
are clippings. It's hard to tell. 

"If it stemmed from pesticide 
residue in the grass, you would 
expect to see compost people with 
a problem. But the rashes have 
appeared only with those handl-
ing curbside, not at the compost 
facility. So this would support the 
heat rash theory" she said. 

Composting on this level is fair-
ly new for BFI and Harris admit-
ted that it may be a problem that's 

always been there, but just now 
realized because of the attention 
BFI has been directing toward 
composting. 

Treatment and long sleeves 
seemed to solve the rash mystery 
which only appeared on two 
workers. The firm employs 50 
people in its compost facility. 

The firm will do additional tests 
until it can determine if the prob-
lem stemmed from heat rash or 
otherwise. "If it's chemical in 
nature we need to address it," Har-
ris said. "We'll keep at it until we 
know what it is or its statistical 
significance." 

BFI's enigma is not all that un-
common. Until more research is 
dispersed, unanswered questions 
are perceived as the equivalence 
of danger. 

The San Francisco League of 
Urban Gardeners is a 10-year-old, 
nonprofit organization which of-
fers a compost education program 
for residents of the city. 

Carl Grimm, director of horti-
cultural education, said although 
conventional wisdom says that the 

compost process renders most 
chemicals harmless, persistent 
pesticides like chlorinated hydro-
carbons won't break down under 
any circumstances. 

A lot of people tell others not 
to worry. We tell them not to use 
chemicals in the first place," 
Grimm said. "We tell them to 
send it to the landfill if you're deal-
ing with a large area treated with 
pesticides, but if a broadleaf her-
bicide was used in small amounts 
and it's a small portion of the com-
post then...The main thing is to 
avoid pesticides in the first place. 
There are alternatives." 

In Lakewood, Ohio, a city pub-
lication encouraged residents to 
be aware of grass clippings treated 
with pesticides and to use caution 
when putting them in gardens. 

Some municipalities, on the 
other hand, see no danger in 
chemically treated grass clip-
pings. Grass and leaf composting 
has been going on for three years 
in Tenafly, N.J. John VariVorst of 
the city's parks department said 

(continued on page 36) 

COMPOST DIGEST 
Loekport Opens Automated 
Composting Facility 
The $4.8 million combination yard waste and sewage sludge 
composting facility in Loekport, N.Y., processes 100 tons per 
day of material, according to International Process Systems Inc., 
Glastonbury, Conn. IPS, a subsidiary of Wheelabrator Techno-
logies, itself a subsidiary of Waste Management Inc., Oakbrook, 
111., operates five other in-vessel composting facilities in New 
England. 

Loekport Mayor Tom Rotondo expects the city to save some 
$300,000 in the first year of operation. "Not only do we save 
money over the current method of disposal at the landfill, but 
we are doing something that's environmentally desirable and we 
are producing a safe, valuable end product that is beneficial to 
the city," he said. 

The 42,000-square-foot facility contains 12, 252-foot-long 
composting bays and a biofilter to control odors. The computer 
system monitors and controls the composting process designed 
to handle up to 19,000 wet tons of sludge and 13,000 tons of 
shredded yard waste annually. 

Mayors Propose Research 
For Composting Projects 
The U.S. Conference of Mayors, Washington, D.C., formed a 
program in conjunction with Procter & Gamble, Cincinnati, and 
the Solid-Waste Composting Council, Washington, D.C., to pro-
vide information about compost and promote its acceptance as a 
viable component of solid-waste management. In addition, the 

three-year project intends to assist local governments in planning 
and constructing composting facilities. 

According to the SWCC, "The initiative provides assistance to 
cities developing model composting facilities. These demonstra-
tion projects will educate the public about the value of com-
posting and assist other municipalities to design and implement 
similar programs." 

Illinois Releases Five 
Yard-Waste Brochures 
The Illinois Department of Energy and Natural Resources, 
Springfield, released five publications prepared by the Universi-
ty of Illinois Department of Horticulture and the Cooperative 
Extension Service. Available through the ENR Information 
Clearing House, the publications detail methods to reduce and 
recycle landscape wastes. 

"A Homeowner's Guide To Recycling Yard Waste" describes 
composting and mulching techniques for the homeowner. 

"Controlling Thatch In Turfgrasses" targets anyone responsi-
ble for lawn maintenance and explains the factors contributing to 
thatch. 

"Turfgrass Management Strategies For Reducing Landscape 
Waste" recommends and explains mowing, fertilizing and pest 
management techniques to maintain healthy yards with minimum 
yard waste. 

"Integrated Pest Management For Home Lawns" is a discus-
sion of pest management techniques and provides tools a home-
owner can use to produce a healthy lawn. 

"Organic Mulches" provides guidance on the value and use of 
organic material such as mulch and describes how to apply and 
what to expect from organic mulches. 

For information call: 800/252-8955 in Illinois or 217/785-0310. 
(continued on page 61) 
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D O N ' T M I S S THE N A T I O N ' S L A R G E S T R E G I O N A L TURF S H O W 

25TH ANNUAL CONFERENCE & SHOW 
The Ohio Turfgrass Foundation is 
proud to sponsor the 25th Annual OTF 
Conference And Show in Cincinnati, 
Ohio, December 2-5. This year marks 
the silver anniversary of the OTF show 
and is sure to be the most exciting ever. 

THE REGIONAL SHOW THAT APPEALS 
TO PROFESSIONALS NATION-WIDE 
In 1990, professional lawn care, golf 
course, maintenance, athletic field, 
and public turf managers came to 
Cincinnati from 35 states. 

They'll be in Cincinnati again this 
December to learn from the industry's 
top experts, to share ideas with over 
4,000 other pros like themselves, and 
to take a close look at one of the 
nation's largest displays of equipment, 
turf care products and supplies avail-
able to the turf industry. 

OTF 
OHIO 
TURFGRASS 
CONFERENCE 
& SHOW 

FOUR OF THE MOST ACTION-PACKED 
DAYS OF THE TURFGRASS YEAR 
Whatever your business or career, you'll 
find what you need at OTF. The huge 
show floor of the Cincinnati Convention 
center will be filled with all the tools of 
your trade. The educational conference 
includes university researchers and 
industry professionals offering sessions 
and workshops on: 

• Golf Turf 
• Lawn Care 
• Grounds Maintenance 
• Sports Turf 

Many of these sessions qualify for pes-
ticide recertification credits. 

NEW! FOR THE '91 OTF SHOW 
New for 1991 will be Buckeye Beer 
Garden on the show floor, and a 
Silent Auction to give you the chance 
for some fantastic bargains. Be there, 
and join the fun! 

25 YEARS OF STEADY OTF GROWTH 

1967 1971 1981 1990 

Steady growth for 2 5 years has attracted over 4 5 , 0 0 0 

green industry profess ionals to the OTF. Plan n o w to 

be in Cincinnati December 2 - 5 to help celebrate 2 5 

years of industry excellence. 

Y E S ! PLEASE SEND MORE INFORMATION 

ABOUT THE 1991 OTF CONFERENCE & SHOW. 

Check appropriate boxes: 

• I 'm interested in exhibiting 

• I 'm interested in attending 

• I 'm interested in OTF membership 

Name 

Company 

Address 

City State 

Phone 

DETACH AND MAIL TO: Ohio Turfgrass Foundation 

2 0 2 1 Coffey Road 

Columbus, Ohio 4 3 2 1 0 

6 1 4 - 2 9 2 - 2 6 0 1 

CINCINNATI, OHIO • DECEMBER 2-5, 1991 



Pesticide Residues 
(continued from page 34) ORGANIC COMPOUNDS IN COMPOSTS* 

Type of Compost 

Parameter Yard Waste Solid Waste Sludge 

Aldrin <7.8 <0.13 <50 

Benzene <300 < 0.5 <300 

Benzo (A)pyrene 450 < 0.8 125 

Chlordane 87 < 240 <50 

Dieldrin 130 <2.7 <50 

Heptachlor 7.8 <.23 <50 

Hexachlorobenzene <4100 < 0.6 95 

Lindane <7.8 < 1.0 <50 

Total PCB <70 <330 <250 

Toxaphene <160 <170 <50 

DDD <16 < 7.0 <50 

DDE <16 <4.3 <50 

DDT < 15 <8.2 <50 
7in parts per billion) 

x.x indicates that compound w a s not detected at or above x.x level. Source: E & A 
Measurements are site specific and do not necessarily represent a typical compost. Environmental Services. 

they haven't experienced any such 
problems or concerns. 

Workers pick up the clippings 
in 20-gallon garbage cans — 
preferably galvanized — dump 
them in a truck and transport the 
loads to be weighed and dumped 
into windrows with a front-end 
loader. No handling by the em-
ployees is involved, VariVorst 
said. Leaves are raked to the curb 
and vacuumed up. 

CONTROLLING COMPOST? Since 
composting is the biological de-
composition of organic matter 
under controlled conditions, the 
need for control is important. 

To compost successfully, it is 
necessary to control several key 
factors in the compost pile: oxy-
gen , the ratio of carbon to nitrogen 
in the materials, pH, moisture and 
temperature, according to Robert 
Gillespie, DK Recycling Systems, 
Lake Bluff, 111. 

The goal of control is to create 
a hospitable environment for the 
populations of bacteria, protozoa, 
actinomycetes and fungi that 
break down organic matter. If 
conditions are favorable, these 
populations multiply rapidly and 
there are more workers to do the 
job of decomposition. 

A well-run compost operation 
doesn't generate any leachate, 
Gillespie said. It will handle all 
the water naturally. 

"We handle several thousand 
yards of material with no reten-
tion basins and we don't see any 
runoff after heavy rains," he said. 
"If a facility is improperly run, 
then leachate can occur. For in-
stance if someone tries to run a 
compost site in a wetland area or 
similar surroundings, it will 
create a swamp-like atmosphere." 

Compost piles seldom need 
water added to them because 
there's almost always sufficient 
internal moisture to complete the 
process. Grass itself is about 80 
percent water. 

But, like others, Gillespie rea-
lizes there's been little research 
on the subject of runoff and 
residues. 

"In analyses that I've seen done, 
there's no residue that approaches 
EPA tolerance levels," he said. 
"We have 150 people working in 
our landscape company and we've 
never heard of any problems of 
skin sensitivity, etc." 

DK receives materials from 
homeowners and municipalities 
in paper bags or loose clippings. 
There's no distinction as to where 
the clippings originated and whe-
ther they have been treated with 
pesticides. 

The clippings are immediately 
mixed with a carbon source and 
brush (or similar product) and put 
into large windrow piles 9 feet 
long by 18 feet wide. They remain 
undisturbed for four to six weeks 
and reach a high temperature of 
170 degrees Fahrenheit. One of 
the effects of that cycle is to ste-
rilize everything in the pile. No 
pathogens survive those tempera-
tures. 

DK handles 75,000 yards of 
grass, brush and leaves by volume 
annually; 50 percent of which are 
leaves, 30 percent grass and 20 
percent brush. The firm works 
with 110 customers. 

In North Carolina, concerns 
focus on environmental fate. 

Tom Glendinning, president of 
Wastek, Pittsboro, N.C., a com-
posting consulting and marketing 
firm to local governments, said 
leachate concerns from con-
sumers are frequent, but not 
enough to require regulation from 
the government to date. 

"If you're stacking clippings in 

a huge pile in the back of a lot, 
you're not doing anything more 
than a landfill would do," he said. 

"Leachate from that has the 
potential to enter the water table 
or soil, but the concentrations are 
so small. 

ODOR. Because it's hard to avoid, 
odor, more than any other symp-
tom, may be responsible for the 
fear of chemicals on grass clip-
pings. As a result, state govern-
mental agencies are starting to 
crack down on compost facilities 
spewing bad odors. 

The Illinois Environmental 
Protection Agency has embarked 
on its first broad crackdown of 
yard waste composting facilities 
that allow foul-smelling gases to 
float through neighbors' homes 
and yards. The agency charged 
six composting facilities in five 
counties with violations of pollu-
tion laws against creating bad 
odors. 

The charges resulted mostly 
from neighbor complaints. 

"It puts the compost operations 
on notice that they have to operate 
their facilities as good neighbors," 
according to Rich Warrington, an 
attorney for the I EPA. "If they 
can't, we intend to use the court 
system to compel compliance." 

But the crackdown has had in-
criminating effects on properly 
run facilities. 

"We have extraordinarily high 
credibility with the EPA," Gilles-
pie said. "We're devoting time and 
capital into this technology, but 
our problem is the number of 
amateurs who are jumping into 
the business." 

Gillespie said there should be 
no unpleasant odors to a well-run 
compost facility. 

"We let nature work its own 
will. People unnecessarily act as 
intervenors in windrow turning. 
When turning a pile at 140 degrees 
it releases volatile gases into the 
air," he said. 

DK reoxygenates piles every 30 
to 40 days, then lets them sit for 
approximately 40 days. 

CONCLUSION. Epstein and others 
believe that stable, carefully pro-
cessed compost of any type poses 
virtually no public health concerns 
when it is used for its designated 
purpose. Groundwater concerns 
and pesticide exposure are much 
more likely to occur at the time 
of application, Fulford added.« 

The author is Editor of Lawn & 
Landscape Maintenance maga-
zine. 
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Thanks to GSL Sulfate of Potash, this healthy expanse 
of turf is exhibiting HIGH STRESS RESISTANCE. 

Potassium—if it works on the golf course, it'll work on your 
customer's lawn. 

Fertilizing with increased levels of potassium builds stress 

turtgrass nutrient in sulfate form, but it also has the lowest 
salt index of any potassium source. 

You can apply the high rate of potassium necessary for 
resistance to drought, tolerance to cold and wear, stronger 
roots, and improved nutrient uptake, without the risk of 
"turf burn" a higher salt index can cause. 

So, for class grass that stands up to stress, keeps home-
owners happy, and reduces costly callbacks, specify GSL 
Sulfate of Potash. 

resistance and reduces 
risk of turf damage. But all 
potassium sources are not 
the same. 

From nutrient-rich 
natural ponds fed by the 
Great Salt Lake comes 
GSL Sulfate of Potash. 

It's the perfect source of 
potassium for turfgrasses. 
Not only does it contain 
essential sulfur, a valuable 

The Natural Sulfate of Potash Producer 
P.O. Box 1190 • Ogden, Utah 84402 • 1-800-453-4515 
Great Salt Lake Minerals & Chemicals Corporation 

read< 23 



FERTILIZER FOCUS 

FERTILIZERS 
WITH MORE 

'STAYING POWER' 
MEET 
CONTRACTORS' 
NEEDS 

Whether it's a liquid or granular; synthetic or organic, 
varying fertilizer formulations with better control have made 
easier for the lawn and landscape maintenance contractor. 
By Bob Gitlin 

JIM WINGO, PRESIDENT of 
Jim's Lawnscape, Orlando, Fla., 
said his application philosophy 
parallels University of Florida 
recommendations: four times a 
year. 

Today's fertilizers, using slow-
release nitrogen, do a better job 
than their counterparts of 10 years 
ago, he said. 

"The chemicals' staying power 
is better. Today's products are 
more efficient, reducing burn and 
excessive growth," he said, par-
ticularly important as contractors 
try to reduce yard waste — and 
landfilling. 

In Wingo's estimation, less 
burn results from the use of li-
quid than from granular fertili-
zers, and liquid applications ap-
pear more even, he said. "With 
liquid we're able to do other things 
easier, like weed control. We can 
put out a fungicide or herbicide 
at the same time," he said. 

"In southern Ohio," said Steve 
Leisring, vice president of opera-
tions for Greenlon Lawn Care 
Services, Cincinnati, "we have 
two major grass varieties: blue-
grass and turf-type. We go any-
where from three and a half to four 
pounds of nitrogen per thousand 
square feet." 

Greenlon's program consists of 
five applications. Most nitrogen, 
60 percent, is applied in Septem-
ber, October and November. 

Leisring said the main improve-
ment in fertilizers over the 15 years 
he's been in the industry has been 
the proliferation of slow-release 
liquid formulations. 

"Ten years ago, it was difficult to 
find liquid fertilizer in controlled 
release. All the product would be 
used up in four to six weeks," he 
said. "Today's urea formalde-
hydes last upward of 14 weeks. 
They're agronomically better, 
easier and safer for appl icators to 

put down without risk of injury 
to turf. Liquid fertilizers 10 years 
ago were more temperature- and 
moisture-sensitive." 

Citing The Ohio State Univer-
sity and other studies, he said the 
ultimate difference in perfor-
mance between liquid and granu-
lar products is negligible. It all 
comes down to carriers. 

"Let's take a 20:10:10 fertilizer 
as the raw material. Manufac-
turers of granular fertilizer im-
pregnate, or coat, that product 
with an inorganic material, such 
as limestone, to make a dry fer-
tilizer. Put the same product in 
liquid form, and the only dif-
ference is we put it into water to 
apply it. From a turf-quality 
standpoint, there is no dif-
ference," Leisring said. 

Nor does he see any functional 
difference between organic and 
inorganic fertilizers. Greenlon 
has begun using a 10:2:6 product 

as part of a new "organic pro-
gram" offered to customers. "We 
are evaluating the turf quality of 
organic vs. man-made fertiliza-
tion. The jury's still out." 

Rich Grigalus, branch manager 
for Ruppert Landscape Co., head-
quartered in Ashton, Md., said 
homogenized blends distinguish 
the panoply of offerings from 
those of a decade ago. 

"The biggest differences are 
formulations available in different 
types of nitrogen, especially dif-
ferent blends that give you better 
control over release of nitrogen," 
he said. "We use liquid for ground 
covers and flowers. It's simple to 
use; you throw it in the backpack 
sprayer. But it's easier to apply 
a granular to get it consistent. If 
you miss with liquid, your ap-
plicator's not real good — it 
shows." 

Environmental activists com-
plain about haphazard application 

NPK RATIOS DEPEND ON SEASONAL PLANT NEEDS 
OVER THE YEARS, Rich Grigalus of Ruppert Landscaping, 
Ashton, Md., has developed some hard knowledge about NPK 
ratios. Flexibility and a watchful eye are the keys in treating both 
turf and ornamentals. 

"You can't just say T'm going to go with an 18:5:9 on all my 
rounds.' Each time of year requires something different," he said. 
"In the spring, you don't want to fertilize because that promotes 
shoot growth, not root growth. You just want to put some color in." 

In late May or early June, Grigalus likes to treat irrigated sites with 
a 37:0:0 sulfur-coated urea, which keeps color on the turf and keeps 
vital nutrients in the turf. 

If you are overseeding, high phosphorus is called for. 
In the fall, Ruppert goes to a separate fertilizer, usually around 

a 10:20:10. Raising the phosphorus, while maintaining "a decent 

amount" of nitrogen, creates the requisite balance. 
In Maryland, cool-season tall-fescue turfs dominate, although 

there is still plenty of bluegrass. 
"A tall fescue wants anywhere from 2 to 4 pounds of nitrogen a 

year per thousand square feet," Grigalus said. "When you have 
irrigated sites, you have to go to the high side of that in order to 
keep it green throughout the season." 

When treating ornamentals or annual flowers with liquid fer-
tilizers, he said, landscapers must remember that it is the phos-
phorus that helps rooting and blooming. 

Sometimes a NPK makeup depends, simply, on what the client 
has to spend. "Some people say, 'Hey, I can't afford that, give me 
three rounds: a half pound in the spring, and two and a half 
pounds in the fall.' And that's basically the way we'll do it." 
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of liquid fertilizers in conjunction 
with pre and postemergent pes-
ticides; however, a professional 
applicator doing it at the right 
time, making sure to stop if wind 
conditions aren't right, solves this 
problem, Grigalus said. 

"With liquid on a turf, you need 
someone experienced to calibrate 
the machine to put out the proper 
amount of water and chemical," 
he said. "Granulars give more 
flexibility; you can send out a re-
gular maintenance supervisor 
with a calibrated spreader." 

The logic applied to turf ap-
plication is not too different from 
that used in treating ornamentals. 
Each time of the year requires 
something different. 

Nitrogen is the most important 
macronutrient needed to retain 
color. Phosphorus may be the 
number to watch, Grigalus said. 

"When you use a liquid on or-
namentals, phosphorus helps 
rooting — it's what you used when 
you seeded. Same with flowers. 
If you're planting annuals and 
want them to root and bloom bet-
ter, phosphorus is the important 
number," he said. "Nitrogen is 
fine for greenup, but if you take 
an impatiens and put down a 
granular 37:0:0 — people actual-
ly do this — you get a green plant 
with no bloom." 

Timing is everything. "If you 
are overseeding, you want high 
phosphorus. In fall, we go down 
with, say, a 10:20:10 to get the stuff 
going," he said. 

Generally speaking, spring ap-

A green lawn 
is still the 
American 
dream and 
newer, more 
versatile fer-
tilizers and 
spray equip-
ment are 
aiding pro-
fessionals. 

plications should be slow-release 
and low-nitrogen, to somewhat 
impede growth. In fall, when root 
growth is desired, phosphorus 
should go up, he said. 

"For most home lawn situa-
tions, we look at anywhere from 
four to six applications per year," 
said Doug Masters, sales mana-
ger, Lawn Products Division, The 
Andersons, Maumee, Ohio. To-
day's fertilizers are typically 
higher in nitrogen, he said — now 
in the 25 percent to 32 percent 
range, unlike yesterday's 18:5:9s, 
10:10:10s and triple 12s. And for-
mulations are being offered that 
are more balanced overall. "Ana-
lyses of 25:5:15, 18:3:10 and 
32:3:10 are common," he said. 

LIQUID VS. GRANULAR? They 
both have good and bad points," 

Masters said. "Liquid lets you put 
down a number of different things 
at once. You can spray liquid fer-
tilizers, iron, herbicides, insec-
ticides — all in one application. 
But they have a little more poten-
tial to burn turf. We provide both; 
if you use any of the products cor-
rectly, you'll do fine. Granular is 
typically higher in nitrogen con-
tent. We and others apply her-
bicides and insecticides to those 
as well. With granular, you can 
apply preemei^ent crabgrass con-
trol insecticide and fertilizer with 
one of our products. Liquid still 
provides the best weed control." 

Harry Mathis, national sales 
manager, landscape and lawn care 
products, Lebanon Turf Products, 
Lebanon, Pa., recommends four 
applications of fertilizer a year for 
typical needs. "We say to look at 

preemergent applications, before 
crabgrass germinates, early in 
April. A second feeding comes 
sometime after or before Memo-
rial Day, a third in early fall, then 
a dormant feed around Thanks-
giving." 

Customer formulations are 
more advanced now, he said. 
"The biggest advance is in diverse 
combination products: fertilizers 
with crabgrass control, insect con-
trol and so on. The number of 
those products has increased, as 
has their quality and versatility." 

The argument for liquid? Fast 
application due to tank mixing and 
lower relative cost of the fertilizer 
itself, he said. 

Granular's advantage: minimal 
capital investment. No spray rig 
or truck is needed. Just take the 
spreader around. More and more 
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You can 
When your No. 1 job is cutting grass, your success depends on cutting 
more grass; cutting it easier, faster, better. You take a fundamental 
approach to your equipment purchases, and look for an investment 
focused on value, not trends. You need a YAZOO! 

spend more. 
Yazoo's YHR riders offer a first-quality cut, high visibility, easy 
handling, and operator comfort to increase productivity. Industrial-
grade components provide dependable operation and longer service 
life at maximum efficiency. Superior performance on every job. 

The question is 
Take a closer look. Our YHR riders offer you the quality you want-and 
the features you need-at a price that may surprise you. You can't buy a 
better value. Why spend the extra money trying? 

Why? 

Game for anything. YHR riders are available with 48", 60", and 76" in mower decks. 
To find out more about all the benefits of owning a YHR, please write or call! 

YAZOO 
"Something Worth Shouting About!" 

G. S. A. Contract No.: GS-07F-3362A 
Yazoo Manufacturing Company, Inc., 3650 Bay Street, P. O. Box 4449, 
Jackson, MS 39296-4449 Phone: (601)366-6421 Fax: (601 )981-5008 

operators are going to dry applications to avoid 
spray drift — a media-fed scare, he said, way 
out of proportion to actual danger. 

There's a grow ing movement toward organic 
fertilizers, which like synthetics, are also said 
to be slow-releasing. So what's the difference? 

David White, director of marketing of 
CoRoN Corp. the Saudertown, Pa., manufac-
turer of a liquid controlled-release nitrogen 
source said that, in a sense, there is none. "The 
plant doesn't know the difference between a 
molecule and a synthetic molecule." 

Like many such products, CoRoN is sold 
as an ingredient to fertilizer formulators, who 
mix in the phosphorus, potassium and whatever 
else customers may need. 

"We take CoRoN," said Tom Fister, sales 
manager for Tyler Enterprises, El wood. 111., 
"and blend a liquid fertilizer. We create a wide 
range in terms of analysis. Some common ones 
would be 15:3:3and L5:3:6; we call those stock 
items." Tyler handles granular formulations 
as well, using other sources. 

A mainstay of Midwest horticulture since 
1926 has been M ilorganite, a fertilizer recycled 
from Milwaukee sewage sludge. Terry Ward, 
marketing director, Milorganite Division, Mil-
waukee Metropolitan Sewage District, said 
more and more cities are consulting with 
Milorganite for its knowledge in the area of 
sewage sludge. 

Fertilizers are far more sophisticated now 
than they were 10 years ago, he said. "We are 
seeing a new wave of exotic organics, some 
produced in a wide range of composting ven-
ues. We're getting away from manures and go-
ing to composts. We're going to synthetic-
organic byproducts of the petrochemical in-
dustry; some are very good combinations 
which, if properly handled, produce stunning 
results." 

Ward said liqu ids are easier than granulars. 
"For the professional, liquids are the most 
reasonable way to go. Granular forms are also 
simple, but you're talking a whole lot more 
handling, more product to be put out; it's more 
time-consuming and labor-intensive." 

"We have a trace of K but unless it's a per-
cent or more we can't claim it. It also has 4 
percent iron for greening. When professionals 
are taking a look at the NPK index, they ought 
to test their soil on a regular basis to get a good 
feeling of what the pH is, what's needed for 
the designated crop, whether turfgrass or fruit 
tree or whatever — and use the fertilizer in 
a sensitive manner to avoid any potential for 
runoff or leaching." 

Milorganite, at90percent water-insoluble, 
releases very slowly. The movement to slower-
releasing fertilizer nutrients is understandable. 
Ward said. 

"You get more nutrient value for the money; 
it hangs around. Some of the more soluble 
nitrogen sources, such as urea, do a great job 
growing grass, but you're growing it on top 
rather than on the roots," he said. "You get 
a heavy crop of clippings. EPA said 20 percent 
of what's going into landfills is yard waste. 

(continued on page 62) 
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Dark blue-green MowLess blend stands out against a Southern 
California background. Drought and heat tolerant Mow-less 
offers year-around color in areas not before considered possible. 

MOW-LESS SAVES YOU MORE 
Lower vertical growth 
means less clipping 
removal! 
Darker blue-green color 
requires less nitrogen. 
Dense growth habit 
reduces competitive weeds. 
Natural insect and disease 
resistance reduces 
chemical tools. 
Heat, drought and shade 
tolerance mean wider 
range of adaptability. 

Mow-Less Brand Tall Fescue blend was devel-
oped to save conscientious turf managers 
time, money and clippings. 

Mow-Less is a blend of the latest genera-
tion of dwarf tall fescues. Today, Mow-Less is 
composed of Silverado, Tomahawk (5DX), 
Monarch and EIDorado. As newer varieties are 
developed, like 5PM and 59D, they will be 
included in Mow-Less. 

The components of 
Mow-Less all contribute 
dark blue-green color, 
heat, drought , shade 
and insect tolerance ... 
naturally. Mow-Less has 
made inroads into areas 
that tall fescue has not 
t rad i t i ona l l y been 
adapted. Is this the start 
of something big? We 
think it's the start of 

| something small... with 
a big savings in mowing. 
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TECHNOLOGY m 

ACCESSING 
INFORMATION 

IN ONE QUICK STEP Sophisticated 
radio and 

scanning systems 
can eliminate 

paperwork and 
create a more 

business. 
By Susan 
Bleznick 

A SUMMER thunderstorm 
dumps a lot of water on the 
ground, breaks power lines and 
causes dozens of trees to topple 
over. Your crews are out trying 
to clean up the mess, but it's tough 
to know who is where and who 
needs help. 

In such a scenario, you want to 
respond quickly. Reliable com-
munications systems are crucial. 
Sophisticated communications 
technology currently on the mar-
ket can expedite handling emer-
gencies. 

And in non-emergency situa-
tions, communications systems 
can relieve lawn and landscape 
maintenance professionals of 
some of the tediousness of their 
daily routine. The amount of time 
spent on mundane tasks — record 
keeping, billing and communicat-
ing with crews out in the field — 
can be dramatically reduced with 
some newer devices on the mar-
ket. 

Eldon Dyk, president of the 
Associated Landscape Contrac-
tors of America, said he believes 
effective communications sys-
tems are the key to success in the 
maintenance industry. 

"I think the trend is you have 
to go to more sophisticated com-
munications systems," he said. 
"The quicker your response, the 
better your service helps you hold 
on to customers. Since landscape 
maintenance contractors operate 
with 'mobile offices' in the field, 
they need to be able to connect 
with the company's main office 
and with other technicans out in 
the field." 

How does a business decide 
what is best for them in the way 

of communications systems? 
After all, technological advance-
ments during the last few years 
have snowballed. Cellular tele-
phones, faxes, satellites, radio fre-
quency — all of these could be 
helpful to contractors, but are they 
cost effective? 

For Ron Kujawa, a quick re-
sponse to customer needs is im-
perative. He is president of Ku-
jawa Enterprises, Cudahy, Wis., 
a landscape management service, 
and has been in the industry for 
20 years. The company employs 
about 40 full-time people year-
round and as many as 100 people 
seasonally. 

Kujawa relies on a combination 
of pagers, two-way radios, cellular 
telephones and a 24-hour answer-
ing service to help his business 
run smoothly. 

"We can reach operators in the 
field just about anytime. Response 
is very important," he said. The 
sales staff and managers use 
cellular telephones and two-way 
radios. Five vehicles are equip-
ped with cellular telephones, and 
24 employees — crew leaders, 
sales people and managers — 
carry pagers. Most of the pagers 
are mounted in trucks, but a few 
are hand held. With pagers, crews 
in trucks can talk to the base and 
to each other. 

Although it all sounds good, 
Kujawa offers one obstacle: Com-
munications devices can breed 
dependency. "There is a tenden-
cy when people get radios, tele-
phones or pagers that they use 
them as an excuse not to make a 
decision. You have to use the 
equipment as a way to facilitate 
decisions." 

What about the cost involved 
in buying and renting those de-
vices? The company pays about 
$9 per month to rent pagers, 
which, he said, he has used "as 
long as they've been around." 

Kujawa purchased two-way 
radios nearly 10 years ago for 
about $1,000each. He had cellular 
telephone units installed about 
four years ago, each unit costing 
about $500. He also bought one 
portable cellular unit about the 
size of a briefcase that cost close 
to $1,200. It is handy for com-
municating from a site, such as 
from a trailer. 

Kujawa finds communications 
systems vital to the company's 
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snow removal operations. If a 
truck veers off the side of the road 
during the night, the driver can 
call a wrecker to come tow him 
out. "The systems are especially 
helpful, without a doubt, in the 
snow season. There's a great sense 
of urgency with snow removal. 
And there's a greater propensity 
for a breakdown in snow because 
it's hard, heavy work." 

Although some companies can 
operate effectively without com-
munications systems, Kujawa 
said, he considers them integral 
to his business. He said few 
hassles arise from using so many 
communications devices. Once in 
a while a pager is stolen, but in-

surance covers the losses. 
"The advantages of having 

these devices far outweigh the 
disadvantages. It's still worth the 
expense. If we want to contact 
someone, or they want to contact 
us, it's easy. We pride ourselves 
on being quick responding to our 
customers," Kujawa said. 

While Kujawa doesn't use hand 
held or portable computers, other 
people in the lawn and landscape 
maintenance industry do. Rick 
Steinau, president of Greenlon 
Lawn Care Services, Cincinnati, 
Ohio, began using portable scan-
ners four or five years ago. 

"To the best of my knowledge," 
he said, "we may be the only 

lawn care company that uses hand 
held scanners." 

The scanner reads bar codes 
and collects information about 
customer accounts, such as pric-
ing, inventory numbers and ac-
count names. The device is pro-
grammed, but alternate pricing 
can be entered manually in the 
scanner. For example, Steinau 
said, "If a customer says only do 
half of the yard, it doesn't throw 
us for a loop." 

And the advantages of having 
the scanners are numerous for 
Greenlon. Paperwork is minimal 
because technicians enter all of 
that information into their scan-
ners, including reports of "every 

The Laser-Wand is a non-
contact scanner from Hand 
Held Products. Such scanners 
can reduce paperwork and 
mistakes to a minimum. 

ounce (of chemicals) that you put 
down," Steinau said. "This is an 
integrated system. Youdon'thave 
to keep a handwritten account. All 
the information is attached in the 
customer file." 

Greenlon uses about 35 scan-
ners for field operations. They are 
about the size of a small walkie-
talkie and cost about $800 per 
unit. Technicians only carry on$ 
piece of paper to each job, a pre-
printed invoice that has a bar code 
on it. He scans the bar code and 
then enters information about the 
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job he performed, such as mate-
rials used and time spent. He 
leaves a copy of the invoice with 
the customer and walks away 
without any paperwork. He has 
entered all pertinent information 
about the account into the 
scanner. 

At the end of a workday, the 
technician brings his scanner in-
to the office and plugs it into a 
small personal computer in the 
office. "The technician hits a cou-
ple of buttons and seconds later 
it downloads to the mainframe 
computer and updates the cus-
tomer file," Steinau explained. 
The scanner can also store infor-
mation for a couple of days. 

Steinau's system is pro-
grammed to perform analytical 
functions. For instance, Greenlon 
technicians use scanners to keep 
track of daily activities, such as 
their daily schedules, starting and 
finishing times on an account and 
travel time. Even the odometer 
reading of the technician's truck 
is recorded in the sophisticated 
computer. 

Why, you might wonder, would 
such information be helpful? 

"The technician has to enter the 
reading; otherwise the system 
won't let him go on to the next 
stop," Steinau said. With records 
of mileage and the amount of time 
spent driving, the computer can 
calculate miles per hour. If a tech-
nician drives beyond the speed 
limit, the computer flags the num-
ber. That information is high-
lighted in reports that managers 
review. 

Other criteria are programmed 
into the computer, such as how 

long it takes to apply chemicals 
to a 6,000-square-foot lawn. If too 
much time is being spent, accord-
ing to the established criteria, then 
the computer flags it. In that way, 
management keeps track of em-
ployees and can talk with tech-
nicians about job efficiency. 

"Using scanners makes our 
technicians more efficient and 
saves time and money," Steinau 
said. "It's saving us hundreds of 
hours a year and we are able to 
keep our administrative services 

Service companies are realiz-
ing high gains with mobile 
data communications. Photo: 
RAM Broadcasting. 

very thin." 
Technicians don't generate 

volumes of written invoices to be 
re-typed — all of that informa-
tion is entered on the job into the 
scanner. As a result, at least two 
hours of paperwork is slashed 
from the daily schedule. 

Steinau is quick to point out a 
potential drawback for a company 
that wants to use a system similar 
to his. When problems with the 
scanners arise, an in-house data 
processor solves them. The data 
processor was instrumental in set-
ting up the system and continues 
to make refinements to it. Many 
maintenance businesses would 
have to look outside their com-
pany to find technical assistance 
for their communications sys-
tems. And that could be costly. 

Steinau said most smaller land-
scape maintenance companies 
would not need such a sophisti-
cated system. And some of the 
larger companies might find the 

(continued on page 46) 

Limited Time Special !' 
Recurring Billing Software 

You've seen our ads for months telling 
you about the latest version of our recurring 
billing software, which normally sells for 
$179. However, we know the 
recession is affecting every small 
business in this country, including 
the lawn & landscape industry. To 
show our commitment to the lawn 
care industry, we are having a recession 
fighting special price of only $79 plus $8.50 
shipping/handling.through August 31,1991. 
This special price is for exactly the same full 
featured program we normally sell for $ 179. 

«79 
Our philosophy is to make billing 

software so easy to use that most people 
really don't need to be computer or 

accounting experts. Compare 
The Billing Clerk with Accounts 
Receivable™ features below 
with other programs you've seen 
advertised which sell for $500 

and up. It's a bargain at the normal price, let 
alone the special price. Call us today to see 
just how easy your monthly billing can 
become. Be sure to act today and mention 
this ad to get the special price* 

Compare Some of Our Features 

Unlimited number of customers 
Recurring billing mode for automatic 
billing of maintenance fees (weekly, 
monthly, quarterly or any other cycle) 
Unlimited service/product codes 
Save and recall service invoice detail 
Prints on forms, blank paper and self-
mailers. 

Late charges, past due notices, aging 
report, sales reports, sales tax, 
discounts, customer ledger, labels, 
Rolodex® cards, plus much more 
Custom modifications available 
PC/MS DOS 3.0 or higher compatible 
with 640K RAM and hard disk required 

WVREDJC 

Call 1-800-880-0887 
213 Congress Avenue, Suite 200 • Austin, Texas 78701 • (512) 629-7400 

# 30 Day Return does not apply to special pricing • Fax (512) 629-4341 
* all guarantees and warranties subject to written restrictions 
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way to acquire 
equipment for your 

business is to lease it. We 
specialize in tailoring leases to 
lawn care professionals. Con-
tact us to see how easy it is to 
expand your business. 

FOR DETAILS CONTACT: 
Mike Bush 

LEASING, INC. I 
185 Park Dr. 

Wilmington, OH 45177 

(513) 382-5502 or 
(800) 766-BUSH 
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THOUSANDS OF SUPER CLEAN, 
WELL MAINTAINED 1418; 22' & 24' 
CLOSED BOX MODELS AVAILABLE. 

USED TRUCK SPECIFICATIONS 

ITEMS MEDIUMS 1-TON 

ENGINE 366 V8 366 V8 366 V8 3 5 0 V8 
FRONT AXLE 7 , 0 0 0 7 . 0 0 0 9 . 0 0 0 — 

REAR AXLE 1 7 , 0 0 0 1 7 , 0 0 0 1 8 , 5 0 0 7 , 5 0 0 
TRANSMISSION 5-SPEED 5-SPEED 5-SPEED AUTOMATIC 
BODY 18' FRP 22' FRP 24' FRP 14' FRP 
STEERING POWER POWER POWER POWER 
FUEL TANK 5 0 GAL. 5 0 GAL. 5 0 GAL. 33 GAL. 
DOORS ROLL-UP ROLL-UP ROLL-UP ROLL-UP 
TIRES 1 0 - 2 2 . 5 1 0 - 2 2 . 5 11R-22.5 8.75 R16-5 
WHEELS DISC DISC DISC DISC 

"LOTS O F M I L E S LEFT" 

6.0 LITER V8 ENGINE 
All of the Medium used 
trucks are equipped with 
this proven engine 
generating 200 SAE Net 
Horsepower at 3800 
RPM. Combine that with 
300 (lb/ft) of torque at 
3200 RPM (SAE Net) and 
you have a truck that 
can meet some of the 
most demanding load 
requirements." * 

LET US LOCATE AND PROVIDE 
THE RIGHT TRUCK FOR YOU... 
NOW WITH AVAILABLE 9.9% 
FINANCING FROM GMAC* 
GMC Truck not only can find the right used truck for your 
job requirements, but now c a n provide this attract ive 
9.9% APR GMAC financing rate (to qualif ied buyers) to 
make these used trucks even more affordable to you. 

DRIVER MINDED 
COMFORT 
All of the Medium trucks 
were designed to support 
the driver during those long 
hours on the road. Each 
truck is equipped with a 
full bench seat, full gauge 
instrumentation, sound 
deadening materials to 
reduce noise. 3 safety 
belts and a forward 
folding seat back. 

CALL NOW AND LET US FIND THE RIGHT TRUCK FOR YOU 

1-800-843-6900 
* Trucks equipped with California emissions have 

slightly different net H P and net torque ratings 
' CALL 1-800-843-6900 FOR QUALIFICATION DETAILS. 

Dealer financial participation may affect purchase cost. 
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Accessing Information 
(continued from page 44) 

system beneficial, but they would be unable 
to afford the cost incurred in setting up and 
maintaining them for a large number of em-
ployees. 

Businesses must be cautious about purchas-
ing such sophisticated equipment, Steinau 
warned. 44You better really know what your 
return on investment is. If you put in $30,000 
and it only saves you $10,000, then you've made 
a major mistake," he said. In Steinau's case, 
his system paid for itself in a little less than 
two years. 

reader 
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Some communications systems are even 
more advanced than the one Steinau uses. 
Radio frequency, for example, allows field 
technicians to send and receive information 
from computers in their trucks. 

RAM Mobile Data, New York, N.Y., pro-
vides a network that enables people to send 
and receive messages through computers that 
operate on radio communications. Technicians 
can send each message to the office and to 
other people in the field without actually talk-
ing to them. Technicians can even access in-
formation in the office computer system, when 
they are stuck in traffic or from a customer's 
office. 

ice 21 

Consider one example of how the system 
might work. Ted the technician completes a 
job, climbs into his truck and as he pulls out 
of the driveway hears a tone that signals an 
emergency. The message says that a sprinkler 
line broke and is causing a flood at the univer-
sity. "All he has to do is hit one key on his 
keyboard that says T m on my way,' " said 
George Dennis, RAM's manager of corporate 
communications. 

A dispatcher at the office knows Ted is driv-
ing to the emergency site. But if Ted gets stuck 
in traffic, he can punch another key that sends 
a message that says he will be delayed. Mean-
while, the office can contact the customer to 
apprise him of Ted's unavoidable delay. 

Once at the site, if Ted needs to research 
the past history of that sprinkler system, he 
can tap into the computer terminal at the of-
fice. His unit links up with standard computer 
equipment at the office, which is connected 
to the network by a leased data line. Often a 
business employs a dispatcher to constantly 
keep track of the vehicles out in the field. That 
person can "see where everyone is, what 
they're doing and where they need to be sent 
next," Dennis said. 

Ted's truck has a computer terminal mounted 
in the dashboard and a full keyboard. He can 
enter and read information on a display; a radio 
and modem are stashed in the trunk or under 
his seat. Some companies prefer to mount a 
status keyboard in the dashboard. It is com-
parable in size to a calculator and has about 
12 buttons instead of a full keyboard. When 
the buttons are punched, specific messages 
are automatically send, such as "I'm on my 
way to a job" or "I'm at the job and working." 

By sending radio messages, paperwork is 
eliminated. "A clerk does not have to look at 
a piece of paper the technician wrote and re-
write everything," Dennis said. Customer in-
formation is sent directly to billing. And cre-
dit card transactions can be handled by the 
technician too. 

RAM provides the technology and works 
with a systems integrator who develops the 
software and hardware for a particular com-
pany's needs. "It's a team deal," Dennis said. 
The systems integrator designs and sets up 
the system, usually trains people on it and 
handles problems customers encounter after 
the initial setup. 

Such a technologically advanced system can 
be expensive. "It's not a lightweight sale," Den-
nis admitted. Users pay "not less than $3,000 
to $4,000 per vehicle," he said. They also are 
billed three cents for each character that is 
delivered per message. However, he said, "The 
system usually pays off in less than two years, 
if you really needed it in the first place." 

Dennis said the system saves his customers 
time and money. A cable company increased 
its number of sales calls from eight to 12 visits 
per day, Dennis said. Productivity increases 
of 30 percent to 50 percent per day can be ac-
complished, he maintained. 

While RAM's network is used by many dif-
ferent types of industries, others market com-
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munications systems specifically designed for 
the green industry. 

Thornton Computer Management Systems, 
Maineville, Ohio, recently introduced a new 
computer device made by Psion that runs a 
program for taking inventory counts in the 
field. The unit looks like a calculator and can 
be held in one hand. In a garden store, for 
example, an employee simply glides the scan-
ner over the bar code. 

"It's a handy 1 ittle gizmo. It's a tool that allows 
you to record the inventory in a much more 
simple and accurate method," said John Hau-
brich, Thornton sales manager. Each unit costs 
$595 and a program pack costs $2.95. 

The unit only works for lawn maintenance 
professionals who already use Thornton's 
SLICE computer system. Haubrich hopes in 
the future the unit will be designed to handle 
customer service transactions as well. 

Hand Held Products, Charlotte, N.C., de-
signs and manufactures portable bar code scan-
ners. In fact, the company markets its scan-
ners to a major shipping company that is "the 
biggest user in the world of portable scanners," 
said Jeff Osborne, director of marketing at 
Hand Held. Museums, blood banks, textile 
manufacturers and telephone companies also 
use the company's scanners. 

Studies show that "a remarkable decrease 
in errors" results from using scanners, Osborne 
said. With manual data entry, one error is made 
every three hundred characters. But with the 
bar code scanner entry, the error rate is one 
per three million characters entered, he said. 

"I've seen companies that have literally paid 
for their systems the first day they used it," 
Osborne said. For example, a chemical plant 
in South Carolina closes down for three days 
to do its quarterly inventory. The cost to shut 
down the plant and hire an inventory team is 
$68,700. But when the company purchased a 
bar code system, they spent $50,000 and paid 
for their system the first time they used it. 

Hand Held's bar code scanners can be pro-
grammed and are compatible with standard 
computer equipment, such as a PC or main-
frame system. The company sells more than 
25 different scanner models, which feature 
different technical capabilities and vary in size 
and price. All of the scanners are designed 
to be held in one hand. 

One type of Hand Held scanner, an eight-
ounce microcomputer, reads bar codes by 
touching them. It costs from $1,095 to $1,595, 
depending on the model. Another model scans 
bar codes without contact and weighs 22 
ounces. The laser wand series is designed for 
use in warehouses to perform a variety of func-
tions such as item tracking, receiving and ship-
ping. One laser wand model can scan from 
as far as six feet away. Prices for the Laser-
Wands range from $2,495 to $4,295. 

Hand Held also makes a 32-ounce scanner 
that combines a microcomputer, laser scan-
ning system and real-time radio frequency data 
communications. It eliminates the time lag be-
tween field data entry and downloading to a 
computer. Those scanners range in price from 

$3,695 to $5,095. 
Hand Held recommends to customers a 

systems integrator who takes the company's 
hardware and designs software to fit the needs 
of a particular company. The systems integrator 
provides customer support even after the bar 
code system is established, Osborne said. 

Selecting a communications system is a high-
ly individual decision for a lawn and landscape 
maintenance contractor. Each business has 
many variables to consider. How technologi-
cally sophisticated do you want to become and 
how much money are you able to spend and 
still maintain a cost-effective business? 

Dyk sums up the dilemma with advice on 

how to select communications systems that 
are best for your business. "You always have 
to analyze whether or not a communications 
system is going to be useful for you. There 
are a lot of gadgets on the market. You have 
to make sure it's something that will pay for 
itself." 

Dyk and other lawn maintenance profes-
least one thing in common — it's difficult for 
them to imagine what it would be like conduc-
ting business without their communications 
systems. And they wouldn't want to find out. 

• 
The author is a free-lance writer based in 
Toledo, Ohio. 
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Turf and Ornamental Products 
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Use Prentox' brand insecticides to prevent insect damage 
to turf and ornamentals. Products include Chlorpyrifos 

(Dursban ), Diazinon, Lindane, Malathion and 
Methoxychlor Emulsif iable Concentrates, wettable 
powders and granules. Call your local distributor 

for further information. 
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prentiss 
INCORPORATED 

C.B. 2000 Floral Park, NY 11001 • (516) 326-1919 
15 S. Prospect Ave., PO. Box 701, Park Ridge, 

IL 60068-0701 • (708) 825-0020 
PO. Box 40301, Fort Worth, TX 76140 • (817) 293-9649 
PO. Box 55, Roswell, GA 30077 • (404) 552-8072 
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cLawn& Landscape 
MAINTENANCE 

SUMMER FIELD DAYS 
Lawn and landscape maintenance contractors, 
distributors, university researchers and others made 
the annual trek out West to view the latest on 
the tuf seed front. 

Turf Merchant s Fred Ledeboer walked 
attendees through turfgrass trials at the 
company's Oregon research site. 

BONSAI 
ENTERS SECOND 
PRODUCTION YEAR 
Showcase '91, sponsored by Turf Mer-
chants, gave attendees a first-hand look at 
its Research Station in Aurora, Ore. 

Research Director Fred Ledeboer led at-
tendees through a tour of the grass trials 
and discussed such topics as dwarfism, en-
hanced endophyte levels and lower main-
tenance grasses. 

Much of the attention zeroed in on Bonsai, a dwarf, turf-type tall fescue in its se-
cond year of production. Bonsai offers a high endophyte count for increased insect 
tolerance. Endophyte is a fungus that lives within the plant. It is transmitted by seed 
through the maternal parent. The fungi gets nutrients from the plant, then secretes a 
toxic compound to insects and other herbivores. 

Bonsai is characterized by a dark color, high density and improved performance 
under humid conditions. 

Advantages of Bonsai extend to maintenance, Ledeboer said. The dwarf turf-type 
tall fescue conserves energy through reduced mowing. Clippings are significantly re-
duced in the spring and fall. 

Other featured grass varieties included Twilight and Julia bluegrasses. According 
to Ledeboer, Julia features good texture and dollar spot resistance. Twilight offers a 
good yield and dark green color. 

Aquatic II and Alar II perennial ryegrasses were also presented. The ryegrasses 
are a "natural" for coastal climates, and perform in colder climates as well, 
Ledeboer said. The ryegrasses also show good response to fertilizers and good re-
sistance to annual bluegrasses. 

POLYMER COATED MATERIAL 
OFFERS PROGRAMMED CONTROL 
Recent technology from O.M. Scott & Sons Co. combines polymer and sulfur into a 
new coating for controlled-release turf fertilizers. 

The Poly-S™ technology was discussed at O.M. Scott's recent media day at its 
Marysville, Ohio, headquarters. 

For future use in a variety of fertilizer products, Poly-S allows controlled, pro-
grammed release of nutrients. Residual can be programmed from two to six months 
according to the application. The composition of the polymer, through which the nu-
trient is diffused, determines the rate of release. 

The low-cost product is expected to be available late next year. 
Scott's three new varieties — Sonesta seeded bermudagrass, Aztec tall fescue and 

Brigade hard fescue — will be available this fall or next year. Sonesta will see limited 
availability this fall, while Aztec and Brigade will be available next year. 

NATIONAL 
TURF TRIALS 
TOURED AT JACKLIN SEED 
MORE THAN 120 participants attended 
Jacklin Seed's fifth annual Discovery 
Tour in Post Falls, Idaho. 

Their tour began at the 75-acre Idaho 
Ranch where Jacklin maintains its field 
research facilities. 

The ranch is now the site of cool- and 
warm-season nurseries; trials that evaluate 
the effects of burning, herbicide and insec-
ticide applications; Kentucky bluegrass 
seed yield trial studies; and breeder seed 
fields. 

Other studies conducted at the Idaho 
Ranch include cheatgrass control, sod 
webworm control, ergot control, preem-
ergence herbicide trials, growth and yield 
enhancing studies and crossing blocks for 
new variety development. 

Research Director Doug Brede walked 

ENDOPHYTE 
PROVIDES 
GOOD INSURANCE POLICY 
More than 400 landscape contractors, golf 
course superintendents, sod growers and 
landscape architects attended Lofts' 15th 
annual field day in Bound Brook, N.J. 
The annual event was followed by the 
firm's first field day at its Wilmington, 
Ohio, branch facility. 

Wilmington is the newest of Lofts bran-
ches and serves Ohio, Indiana, Kentucky, 
West Virginia, lower Michigan and west-
ern Pennsylvania. 

This year's theme for the field days, 
"Concern for the Environment," address-
ed the growing fear by the general public 
about the potential health hazards of using 
chemical lawn care products. 

Jon Loft, president of Lofts, said the so-

4 ^ 
Lofts' Wilmington field day. 
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tour participants through the U.S. National 
test trials for Kentucky bluegrass, peren-
nial ryegrass, turf-type tall fescue, creep-
ing bentgrass and bermudagrass. Also pre-
sented were the shade and low maintenance 
trials, as well as the zoysiagrass seed de-
velopment tests. 

The company hopes to double its nursery 
acreage and have its own irrigation system 
within the next two to three years. 

At the Jacklin company headquarters, 
participants toured the greenhouse and re-

Seed breeding 
begins at Jacklin's 
greenhouse; a new 
seed takes five 
weeks to move from 
seedling to growth 
stage. 

search laboratory. Visitors learned about 
the Green Seal label, a program initiated by 
the company to set stringent standards for 
grass seed varieties. To qualify for a Green 
Seal of Quality rating, seed varieties must 
meet higher environmental quality require-
ments with better disease resistance, re-
quiring fewer chemicals and less maintenance. 

Research Laboratory Manager Virginia 
Kanikeberg explained a special test for 
endophyte screening for tall fescue and 
perennial ryegrass. 

lution revolves around the use of new turf-
grass varieties bred for improved resis-
tance to insects and disease. 

Many of Lofts' new varieties contain en-
dophytes, giving turfgrass a natural insect 
resistance to pests. 

New varieties include Jamestown II, Pal-
mer II, Prelude II, Repel II and Yorktown 
III. Ten new varieties will be available in 
1992. 

Dr. Richard Hurley, Lofts' director of 
research and development, discussed the 
evolution of endophytes in turfgrass. It's 
the first biological control turfseed com-
panies have capitalized on with seed 
breeding. It provides "a nice insurance 
policy" in perennial ryegrasses, tall fes-
cues and fine fescues. 

Jon Loft reviewed the blue tag certifica-
tion program which the firm's varieties 
participate in, guaranteeing the integrity 
of each variety. All varieties except for 
Kentucky 31 are eligible for certification. 

Lofts headquarters is one of only 37 of-
ficial sites used by the USDA for its an-
nual National Tall Fescue Tests, the re-
sults of which are reported by the Na-
tional Turfgrass Beltsville Agricultural 
Research Center. Other ongoing trials at 
the Lofts Farm include those for Kentucky 
bluegrass, perennial ryegrass, bentgrass, 
fine fescue, ornamental grasses and wild-
flowers. 

OREGON 
CONSIDERS 
FIELD-
BURNING 
BILL 
Oregon House and Senate negotiators 
have devised a compromise plan to 
gradually curtail field burning. 

The proposal also includes plans to 
generate about $1 million a year to 
develop alternatives to field burning, 
which grass seed growers rely on to 
clear fields of unwanted straw. 

The compromise must pass the 
House and Senate before moving to the 
governor for final approval. According 
to The Statesman Journal, provisions 
of the compromise include: 

• Propane-flamed acreage would be 
limited to 75,000 acres. From 1998 on, 
propane flaming would be allowed only 
if it met pollution standards. 

• Open field burning, propane flam-
ing and burning of straw stacks would 
be banned once "economically feasible, 
environmentally acceptable alterna-
tives" are developed. 

• Registration fees would increase 
from $1 to $2 per acre to be open 

(continued on page 62) 

PURE SEED OPENS NEW 

BREEDING 
CENTER 

Featured speaker Hank Wilkinson. 

Pure Seed Testing/Turf-Seed Inc. re-
cently sponsored its 10th annual Turf 
Field Day. The event was held at the 
Pure Seed Testing research farm near 
Hubbard, Ore., and featured turf-
grass, seed yield, forage grass and 
wildflower trials; as well as shade 
performance and turf breeding. 

Pure Seed Testing has been con-
ducting breeding and evaluation work 
at the Hubbard site for 16 years. At 
Field Day '91, attendees viewed many 
new products, including Quickstart, 
Navajo and GH 89 perennial rye-
grasses; Tomahawk, Virtue and Sa-
fari tall fescues; Livingston, Uni-
que and 4 Aces Kentucky blue-
grasses; 4DF and 4DR strong 
creeping fescues; 4CD and 4LD 
chewings fescue; and Elsie and 
Shawnee orchardgrasses. 

Pure Seed also announced the 
opening of a new breeding and eva-
luation center in Rolesville, N.C., 10 
miles north of Raleigh. Dr. Melodee 
Kemp, a recent graduate from Rut-
gers University, was hired to head 
up research at the new facilities. 

According to Bill Meyer, president 
of Pure Seed Testing, the company 
chose the North Carolina site due to 
the tremendous heat and disease 
pressures presented by the geographic 
location. Tall fescue, bermudagrass 
and zoysiagrass improvement will be 
evaluated there. 

Dr. Hank Wilkinson was the fea-
tured speaker at Field Day '91. Wil-
kinson, a turfgrass pathologist at the 
University of Illinois, discussed turf-
grass conditions in the Midwest. Ac-
cording to Wilkinson, bluegrass is 
still the grass of choice in midwes-
tern states, and root problems demand 
much of bluegrass research efforts. 
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People 
JOHN KRUSi JOINED O.M. Scott & Sons 
as a ProTurf schools/sports field technical 
representative. Kruse provides technical 
service, products and programs to school 
and athletic turf professionals in Georgia. 

Previously, Kruse was with the com-
pany's Hyponex division. Prior to joining 
the firm, he was a county extension agent 
for the University of Georgia Extension 
department. 

Pennington Enterprises appointed Brett 
Ellis as Midwest regional sales manager. 
Ellis brings to the company more than 10 
years of experience in marketing, handling 
and application of lawn and garden prod-
ucts. 

In his new position, Ellis is responsible 
for marketing all Pennington products, in-
cluding seed, fertilizers and lawn chemi-
cals. 

Michael Dietrich was named manager, 
lawn care sales division for LESCO. Die-
trich joined the company in 1988 as a lawn 
care customer account manager. 

Prior to joining LESCO, Dietrich was a 
senior buyer, research agronomist and 

lawn specialist for ChemLawn. 
Nine people were recently promoted at 

Rain Bird: Frank Busam to vice president 
of quality, Kris Freudenthaler to director 
of human resources, Pamela Kratzer to 
advertising assistant, Pat Loper to corpo-
rate parts service manager, Sally Prusia to 
MAXICOM sales specialist, Phil Vangen 
to area specifications manager in Northern 
California and Northern Nevada, Javier 
Cuellar to area specifications manager for 
three Southern California counties, Sheila 
O'Brien to Southern California district 
manager and Dean Wagoner to Florida 
contractor sales specialist. 

William Sherman is the new national 
sales manager for Ringer Corp. Sherman 
joined the company in 1990 as eastern 
regional sales manager. His new respon-
sibilities include all field sales, personnel 
and national accounts. 

Prior to joining Ringer, Sherman was 
Eastern regional sales manager for Lipha, 
Milwaukee, Wis. 

Vanessa Jensen joined Turf-Seed as 
Mid-Atlantic marketing manager and tech-

Cuellar Prusia 

nical service representative. In her new 
position, Jensen will assist distributors 
and dealers with technical questions and 
help introduce new products. 

Jensen has been involved with the turf-
grass industry for 19 years. She is imme-
diate past president of the Maryland Turf-
grass Council. 

Briggs & Stratton named Joe Lamer, 
outside sales representative from Diamond 
Engine Sales, its 1991 Golden Piston 
Award recipient. The award is presented 
annually to the Industrial Engine divi-
sion's most outstanding central service 
distributor sales representative. g 

1 Supply Co. 

EASY ORDERING! CALL TOLL-FREE 
1 800-553 9068 (USA) 

FAX YOUR ORDER 319-583-2701 

FÄRBER BAG & SUPPLY CO. IS A NATIONWIDE DISTRIBUTOR 
OF PROFESSIONAL NURSERY TOOLS AND NURSERY 
SUPPLIES. COMPANIES FEATURED IN OUR PRODUCT 
LINE INCLUDE: 

FELCO, CORONA, UNION, ARS, TRUE TEMPER, STRUCTRON, 
TRUE FRIENDS, AMERICAN STANDARD, VALLEY CRAFT, AMES, 
WW TOOLS, EARTHWAY, DUCKBILL, SANDVICK, TINA DEWITT, 
VICTORINOX, WESTERN PULP PRODUCTS, BRAUN WIRE BASKETS, 
ZARN, FÄRBER TOOLS AND MANY OTHERS. 

FELCO 2, 8& 9 ' ONLY$25.00 EA 
TRUE FRIENDS #512 ONLY $48.00 EA 
CORONA #8 ONLY $12.00 EA 
CORONA #32BN ONLY$32.00 EA 
SPYKER SPREADER#64 ONLY $60.00 EA 
AMES RAKE # 19-237 ONLY $10.00 EA 

ALL STRUCTRON SHOVELS & SPADES JUST $18.50 EA 

FÄRBER BAG & SUPPLY CO. 
8733 KAPP DR. P.O. BOX 78 
PEOSTA 'A 52068-0078 
NATIONWIDE 1-800-553-9068 
FAX 319-583-2701 

JUST CALL NATIONWIDE 1-800-553-9068 

STRONG ENTERPRISES, INC. 

SALES • PARTS • SERVICE • ACCESSORIES 
IN FLORIDA CALL COLLECT (305) 235-0967 , OUTSIDE OF FLORIDA -PH: 1-800-228-0905 

Q Ä o n WE ARE THE ONLY WHOLESALE SUPPLIER OF SPRAYER REPLACEMENT PARTS 
D C d M DIRECT TO THE LAWN CARE COMPANIES IN THE U.S. CALL US FOR QUOTATIONS 

Piston Pumps 
iT \ 

Hypro 
tiapnr S diaphragm 
pumps... «PLACEMENT PARTS 

Medium pressure diaphragm p 
to 660 psi «itti outputs to 13 g 

AY 

GLYCERIN 
, GAUGES 

SWITCHES FOR 
REWIND REELS 

High pressure diaphragm pumps, to 
860 psi with outputs to 60 gpm 

, REWIND MOTORS 
REEL SWITCHES 
$7.00 EACH 
REEL MOTORS 
$120.00 

FLUSH BA 
MOUNT 

REPLACEMENT REEL 
SWIVEL JOINTS 
1/2" $21.00 
1" $32.00 

BASE MOUNT 

PRICES SUBJECT TO CHANCE WITHOUT NOTICE 
PRICES GOOO ON COO SHIPMENTS ONLY 
SOME PARTS OR PUMPS MAY BE SUBJECT TO INBOUNO FKICHT CHARGES 
PRICES LISTED DO NOT INCLUDE OUTBOUND F«ICHT CHARGES 

WE SHIP THROUGHOUT THE UNITED STATES AND LATIN AMERICA 
for complete details and information write or call 

STRONG ENTERPRISES, INC 

14090 SW 144 Avenue Rd., Miami Florida 33186 
In Florida (305) 235-0967, Outside Florida (800) 228-0905 
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News from Monsanto 

0N21s! 
Always read and follow the label for Roundup herbicide. Roundup® 
is a registered trademark of Monsanto Company. © Monsanto Company 1991 RGP-1-170BR 

Monsanto has lowered the 
price of Roundup' herbicide 
by $22 on the 2Vz gallon 
container size! 

The price is even lower in 30's. 
Now you'll find even more value 
in Roundup and more places to 
use it more often. 

Think of the budget-stretching 
savings Roundup can bring you 
compared to time-intensive 
string trimming. Or the labor-
savings in using lower-priced 
Roundup to maintain weed-free 
beds and pine islands. Use it to 
eliminate brush, poison oak, 
poison ivy... in landscape site 
preparation and turf renovation. 

Figure your savings at the 
new lower 
price. Then r 

see your 
dealer or 
retailer to 
save on 
Roundup. 
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Oly-Ola Sales introduces Slim-Edg land-
scape edging. The flexible, UV-treated 
black polyethylene edging provides a 
durable, low-maintenance option for high-
traffic areas. 

Four horizontal grooves at the bottom 
and non-bending steel anchoring stakes 

Product Spotlight 
Dimension® turf herbicide from Monsanto Co. is designed to control crabgrass and 
other problem weeds. 

Its active ingredient, dithiopyr, comes from a new class of chemistry developed by 
Monsanto. Dimension offers both preemergence and early postemergent control of 
crabgrass. Dimension also controls a broad spectrum of annual grasses and broadleaf 
weeds, including goosegrass, foxtail, spurge and oxalis. 

Low use rates, safety to turf and nonstaining to desirable plant foliage, sidewalks or 
buildings are some of the product's features. 

The product is available in one-gallon containers. 
Circle 12S on reader service card 

help to eliminate frost heave problems. 
The edging has a 5-inch depth, 1/4-inch 
top width and 2-inch deep slim top. 

Super-Edg black rigid vinyl edging is 
also available. 
Circle 126 on reader service card 

The Olson Irrigation 6200 series shrub 
adapter converts standard sprinklers to 
micro-spray. The adapter is available in 
two outlet sizes: 6201 accepts all 10-32 
thread nozzles including the Olson O-Jet 

(continued on page 56) 

BROIM B U L L E T 
A new lightweight-high performance walk-
behind vibratory plow. FOR UTILITIES AND IRRIGATION. 

RWF BROIM 
RWF Industries 
1 John Street, Embro, Ontario, Canada 
Tel: (519) 475-4101 
Fax: (519) 475-4066 

Accessible 
operator 
controls 

Air-cooled low 
maintenance 
HONDA engine 

Quick detach 
blade assemblies 

Contact RWF BRON 
for dealer and end 
user inquiries. 

The new BRON BULLET. A high 
performance, multi-featured vibratory 
plow, is the perfect one-man machine 
for the installation of sub-surface cable 

and irrigation pipe. 

Powered by an air-cooled 
HONDA engine, the BULLET 

will provide fast, economical 
installations with minimal turf 

damage. 

Call today for more information. 

Hydrostatic drive 
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OFTANOL USERS KNOW THE 
BEST WAY TO OUTSMART GRUBS IS 

WITH A LITTLE EXTRA HOMEWORK. 

Getting rid of grubs that attack your cus-

tomers' lawns can be pretty tricky some-

times. Unfortunately, simply treating against 

these destructive pests doesn't always guar-

antee success. 

But many lawn care oper-

ators have learned that all it 

takes to outsmart grubs is a 

little preparation —finding 

the right product and the 

right time of year for appli-

cation. The product is 

OFTANOL® Insecticide. Studies show that 

time after time, OFTANOL provides consis-

tent grub control. And delivers superior 

control over widely used products 

such as Sevin® and Diazinon 

Insecticides. 

The right time to apply it? That 

will vary from region to 

region. But a good 

rule of thumb is 

©1991 Mobay Corporation 

PERCENTAGE O F 
C O N T R O L 

OFTANOL Sevin Diazinon 
Insecticide Insecticide 

SOURCE 18 trials conducted by Mobay in 1990 

to treat with OFTANOL when grubs are at 

the surface. An easy way to check is by just 

pulling back a bit of sod and looking for 

infestation. Or call your local Extension 

office to determine peak periods of grub 

feeding in your area. 

These are, of course, just the basics 

of effective grub control. If you'd like to 

learn more about OFTANOL and its 

proper usage, contact your local Mobay 

representative. Or just give us a call at 

(800) 842-8020. One of our trained pro-

fessionals will be standing 

by to answer your ques-

tions. Mobay Corporation, 

Specialty Products 

Group, Box 4913, 

Kansas City, MO 64120. 

So why let grubs continue 

to test your patience 

when the easy answer 

I 

Mobay $ 
is OFTANOL. A Bayer USA INC COMPANY 

reader service 
OFTANOL is a Reg TM of Bayer AG. Germany 
Sevin is a Reg TM of Rhone-FYnilenc Ag Company 
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Products 
(continued from page 54) 

and Mini-Sprinkler; 6202 accepts 1/4-28 
thread nozzles such as the Olson Hydro-
Jet. 

Both models are compatible with the 
Olson flow control modulator, which pro-
vides a uniform flow rate regardless of 
pressure. The adapter has applications on 
above ground risers in ground cover, shrub 
areas, planters and flower beds. 
Circle 127 on reader service card 

The M-C Big Tooth double roller pulverizer 
from Mathews Co. features two staggered 
rows of reversible heavy-duty teeth. Each 
tooth is 1/2-inch thick and 11 1/2-inches 
long, and is held by a single bolt for quick 
reversal. 

The unit is designed to scarify, pulverize, 
grade, level and ground and break clods. 
Three models, 5-, 6- and 7-feet, are avail-
able. 
Circle 128 on reader service card 

Dissolve, a water soluble phenoxy herbi-
cide combination, is now available from 
Riverdale Chemical. The product is a 
soluble, highly concentrated, dry formula-
tion of 2,4-D, mecoprop and dichlorprop. 
It offers economical weed control at low 
use rates with minimal risk of exposure 
during handling and mixing. 

Dissolve is non-foaming and tank-mix 
compatible. It is packaged in 10-ounce 
(treats V4 to xh acre) and 40-ounce (treats 
1-2 acres) sizes. 
Circle 129 on reader service card 

Midland LMR has introduced the MX 
Series of two-way FM portable radios, 
programmable for up to 16 channels. Out-
put power of both the VHF and UHF 

models is 5 watts, switchable to 2 watts to 
conserve battery life. 

VHF models (70-145MX) cover 138-174 
MHz in three frequency ranges. UHF 
models (70-245MX) cover 406-512 MHz 
in four frequency ranges. The radios have 
programmable tone-coded squelch. 

Options include front keypad, voice 
scrambling, external weatherproof speaker 

ELECTRONIC FLOWMETER PATENT PEND.NG 

N O M O V I N G P A R T S . . . 

. . .No rotating vanes or turbines . . . no delicate bearings 
to seize or fail. PCOs, LCOs and arborists can now monitor 
chemical usage, control costs and prove regulatory and label 
compliance with reliability & accuracy. 

Distinctive Features 
• Rugged Cast Aluminum Body 
• 500 PSI Operating Pressure 
• Portable — Hose End Attachable 
• Field Replaceable Battery (9V) 
• Measurement Accuracy of +/- 2% of Rate 

Technology Management Inc. 
3101 South Westnedge 

Kalamazoo, Michigan 49008 
616-388-8300 Fax 616-388-9300 
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FERTILIZING WITH EASE 
PUTTING LESS FATIGUE ON THE OPERATOR 

WILL IMPROVE THE PROFITS! 

Shown with optional 
liquid applicator. 

RS—36 RIDING FERTILIZER SPREADER 
•5.5 Honda O.H.V. Engine 
•13" Turning Radius 
• 5 Speed Transmission 

with reverse 
• Fits through 36"Gates 
• 100 lbs. Earthway 

Granular Spreader 

Optional Liquid Applicator 

• 100" Spraying Width 
• 2 Way Bendable Boom 
• 12 Gallon Tank 
• V Belt Drive to Pump 
• Can Be Used for Spot 

Spraying 

MANUFACTURING , INC. 

1403 So. Pine Industrial Road, Norfolk, NE 68701 
Telephone (402) 371-2294 Fax (402)371-3602 
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microphone with clip and choice of inter-
changeable batteries and chargers. 
Circle 130 on reader service card 

As part of an expansion that includes 12 
new products in the ProLine lineup. The 
Toro Co. introduced a hydrostatic-drive op-
tion for 14- and 18-h.p. midsize walk-
behind mowers. 

The hydrostatic drive features two Sund-
strand pumps and two Ross wheel motors 
with ball bearings and tapered output 

shafts. The unit also has a hydraulic oil 
cooling system for longer life. 
Circle 131 on reader service card 

Isuzu introduced its line of 1992 low cab 
forward commercial trucks. Features in-
clude increased horsepower and torque, 
intercooled turbo technology, a timing and 
injection rate control system (six-cylinder 
engines only) and redesigned piston heads. 

The intercooler cools the hot, com-
pressed air from the turbocharger before it 
enters the engine, providing increased 
horsepower, improved fuel economy and 
minimized exhaust emissions. Model NPR 
features a 4-cylinder engine; the NRR, F 
and E series trucks have 6-cyUnder engines. 
Circle 132 on reader service card 

The Spotlyte ApliCart I sprayer/applicator 
from Folkenberg offers an alternative to 
pump cans and backpack sprayers. The in-
terchangeable 10-gallon tank allows the 
operator to switch chemicals or continue 
after emptying the first tank. 

The product is designed to eliminate 
spillage, contamination and on-site mixing 
problems. Swivel casters and 15-inch tires 
make it highly maneuverable even with a 
full load. The extra long 30-foot, 3/8-inch 
nylon reinforced, chemical and petroleum 
resistant hose is designed for hard-to-
reach areas. 
Circle 133 on reader service card 

Acclaim 1EC herbicide is now available in 
2 1/2-gallon containers. The postemergent 
grass herbicide from Hoechst-Roussel 

helps control grassy weeds such as crab-
grass and goosegrass. 

One-gallon and quart sizes are also avail-
able. 
Circle 134 on reader service card 

OUR STANDARDS: 

TUFF 
TUFFER 
TUFLEX! 

Some spray tanks are tuff. Others are tuffer. Tuflex-built 
tanks are the toughest because of our uncompromising 
standards in design, materials and craftsmanship. 

Tuflex is the only manufacturer that specializes in 
hand-crafted seamless fiberglass tanks and spray systems 
for the pest control and lawn care industry. Our 10 to 1200 
gallon tanks won't leak, rust or pit, 
so they can handle your tough-
est jobs with little or no future 
maintenance. And 
we stand behind our 
tanks with a full five-
year warranty. 

After 20 years of 4
 w 

servicing the world's 
leading lawn care com-
panies, we've proven that 
nothing compares to Tuflex 
because nothing is tougher 
than our standards. 

Call toll-free 1-800-327-9005 for prices on our complete line of tanks. 
In Rorida, call collect (305) 785-6402. 

1406 S.W. 8th St.. Pompano Beach, FL 33060 
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FINALLY, 
DRIP IRRIGATION 

MADE EASY! 
With the VIBRA-CLEAN EH-12 System: 
•Al l the necessary drip components are in the head. 
•Simply screw the EH-12 onto any 1/2 inch riser*. 
•Lay out the distribution tubing to the area to be watered. 
•Install the stakes and bug caps. 
•Turn on the water! 
* Back flow prevention required in compliance with local code. 

The OLSON EH-12 contains 12 individually 
flow-regulated outlets with micro-tubing 

fittings, a micro filter, a method of 
opening or closing each outlet, and 
fertilizer application capability. 
Accessory items include bug 
caps, distribution tubing and 
fertilizer pellets. 

It's quick and easy to in-
stall. Your customers wil l 
find it simple to operate 
and easy to understand. 

LSON 
RIGA' 

SYSTEMS 
when water counts^ ION 

10910 Wheatlands Ave. 
• Santee, CA 92071 

(619) 562-3100 
(800) 776-5766 

FAX (619) 562-2724 
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Control? 

SEVIN®Hits 
The Jackpot 

With your turf care reputation at stake, 
don't take chances. For safe and effective 

insect control, your best bet is SEVIN® 
brand carbaryl insecticide with The 

Andersons' Tee Time fertilizer. 

The Andersons Tee Time with SEVIN® con-
trols both surface and sub-surface insects while 
enriching turf. Available straight or custom 
blended, we have the right formula for you. 

Ask us about: 

• Tee Time SEVIN ® 8% Granule: Controls 
ants, armyworms, chiggers, chinchbugs, 
fleas, ticks, white grubs, and many more. 

• Tee Time 30-3-8: Incorporates SEVIN® 
brand carbaryl insecticide with turf 
enriching Andersons' fertilizer. 

These and many other "jackpot" turf care 
products are available now from your nearest 
Tee Time distributor. 

For more information call toll free: 
1-800-225-ANDY (2639) 

the professional's 
partner" 

The S i i » 
Andersons 

®SEV1N is a trademark of Rhône-Poulenc 
©1991, Tee Time is a trademark of The Andersons 

Calendar 
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AUG. 22 
Turfgrass Field Day, Trade Show and Equipment Auction, Han-
cock Turfgrass Research Center, Michigan State University. 
Contact: Bruce Branham, Michigan State University, Dept. of 
Crop and Soil Sciences, E. Lansing, Mich. 48824; 517/353-2033. 

AUG. 23-25 
Farwest Show, Oregon Convention Center, Portland, Ore. Con-
tact: OAN, 2780 S.E. Harrison, Suite 102, Milwaukie, Ore. 
97222; 503/653-8733. 

SEPT. 7-10 
RISE Fall Conference, Hyatt Regency Reston Hotel, Reston, Va. 
Contact: RISE, 1155 15th St. NW, Suite 900, Washington, D.C. 
20005; 202/296-6085. 

SEPT. 12 
The Ohio Turfgrass and Landscape Horticultural Field Day, The 
Ohio State University Turfgrass Research Facility, Columbus, 
Ohio. Contact: Dr. Karl Danneberger, OSU, 614/292-2001; or 
OTF, 614/292-2601. 

SEPT. 13 
Hazard Tree Evaluation Seminar, Graham Visitors Center, Wash-
ington Park Arboretum, Seattle, Wash. Contact: Center for Ur-
ban Horticulture, 206/685-8033. 

SEPT. 13-14 
National Horticulture Short Course, sponsored by the Florida 
Nurserymen & Growers Association in cooperation with Univer-
sity of Florida Cooperative Extension Service, Orange County 
Civic Center, Orlando, Fla. Contact: Uday Yadav, 407/323-2500, 
ext. 5559. 

SEPT. 15-17 
30th Annual Alabama Turf Conference, Auburn University Con-
ference Center, Auburn, Ala. Contact: Dr. Coleman Ward, 205/ 
844-5475. 

SEPT. 16-19 
Northwest Turfgrass Conference & Exhibition, Couer dAlene, 
Idaho. Contact: NTA, P.O. Box 1367, Olympia, Wash. 98507; 
206/754-0825. 

SEPT. 17-19 
Virginia Tech Turf and Landscape Field Days, Virginia Tech 
Campus, Blacksburg, Va. Contact: J.R. Hall III, 703/231-5797. 

OCT. 2-3 
Southern California Turfgrass Expo, Orange County Fairgrounds, 
Costa Mesa, Calif. Contact: Chuck Wilson, 714/951-8547. 

OCT. 3-6 
Plantec '91 International Horticultural Exhibition, Frankfurt Fair 
and Exhibition Center, Frankfurt, Germany. Contact: Messe 
Frankfurt GmbH, Ludwig-Erhard-Anlage 1, 6000 Frankfurt 1; 
(069) 75 75-0. 

NOV. 5-8 
New York State Turfgrass Association, Turf and Grounds Ex-
position, Rochester, N.Y. Contact: NYSTA, 800/873-TURF. • 
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Donnea NO SHOW at the ONE SHOW! 

GREEN INDUSTRY EXP091 
The Largest Laim/Landscape Show EVER! ! 
IN THE NEW TAMPA CONVENTION CENTER — NOV. 19-21,1991 

SPONSORED BY: 

Associated Landscape 
Contractors of America 

Professional Lawn Care 
Association of America 

ROMS 
Professional Grounds 
Management Society 

Two Great Educational Conferences 
Register and attend the program that targets the specific needs of your business. 

PLCAA 
EDUCATIONAL CONFERENCE 

ALCA/PGMS LANDSCAPE AND 
GROUNDS MANAGEMENT CONFERENCE 

'Meet The Challenge" "Network With Industry Leaders' 
EDUCATIONAL SESSIONS 

Keynote Address by Special Guest 
. "LAWN CARE INDUSTRY CHALLENGES" 

PRECONFERENCE WORKSHOPS SUNDAY NOV. 17 

EDUCATIONAL SESSIONS 

Keynote address by Jay Levinson. 
Author of "Guerilla Marketing Attack" 

WINNING BIG PROFITS FROM 
YOUR SMALL BUSINESS 

CONFERENCE INFORMATION (404) 977-5222 CONFERENCE INFORMATION (703) 241 -4004 

Get Details Now... complete and return this form or Call (404) 973-2019 
Send more details on: 
• I'm interested in attending the show • PLCAA Educational Conference 
D ALCA/PGMS Landscape and Grounds Management Conference • I'm interested in exhibiting 

NAME 
COMPANY 
ADDRESS (STREET, CITY, ZIP) 
PHONE( ) FAX ( ) 

Mail to: GREEN INDUSTRY EXPO. 1000 Johnson Ferry Rd„ NE, Suite C135, Marietta, GA 30068-2112 J 



News in Brief 
(continued from page 9) 

leaf weed species. Tank-mix studies indi-
cate BAS 514, combined with a grass her-
bicide, will provide a complete weed con-
trol program. 

Cool-season grasses as well as bermu-
dagrass and zoysiagrass have been deter-
mined to be tolerant to BAS 514 applica-
tion. The herbicide is currently formu-
lated as a wettable powder, packaged in 
water-soluble bags. 

BASF also reported that the California De-
partment of Food and Agriculture has re-
instated Basagran® herbicide for use on 
authorized crops in California, including turf. 

Basagran provides control of yellow nut-
sedge and other broadleaf weeds in turf. 
The reinstatement carries several restric-
tions, including a permit to use the re-
stricted use material. 

Placement Service 
Fills Labor Demands 
Companies who have experienced labor 
problems in the past now have an alter-
native when searching for dependable 
laborers and managers. 

Amigos Empleo Legal Inc., a placement 

service in Dallas, Texas, helps find 
employment for workers documented 
under the Immigration Reform and Con-
trol Act of 1986. Amigos also finds posi-
tions for managers in a wide range of 
industries. 

Workers are screened to determine their 
compatibility, background experience and 
level of knowledge of U.S. industries in 
need of laborers. Amigos has placed 
workers in a variety of jobs, including 
landscaping, construction, dairy, agricul-
ture, farms, horse ranches, restaurants, 
hotels and country clubs. 

"Most of our workers are willing to 
relocate if they can earn a reasonable sa-
lary," said Amigos president Bob Wing-
field. 

As a part of its service, Amigos will 
confirm that the worker has all documents 
required under the new law and include a 
completed 1-9 form and W-4 for each 
placement. 

Wingfield started his placement service 
in 1987 after running his own irrigation 
company for 15 years. Losing workers to 
immigration was a constant worry, parti-
cularly after the Immigration Reform and 
Control Act of 1986. 

To date, Amigos has placed workers in 
41 states. 

After receiving an order, the staff spends 

one to two weeks screening applicants for 
the best possible match. 

Displaced Execs 
Consider Franchises 
A nationwide survey of franchise com-
panies reveals that the downsizing of U.S. 
corporations has sent significant numbers 
of displaced executives shopping for fran-
chised businesses. 

Asked in a recent survey what percen-
tage of their franchise buyers are "corpo-
rate dropouts," the franchise companies 
reported that the segment accounts for an 
average of 35.2 percent of their buyers. 

Further, 82.5 percent of the respon-
dents who had been selling franchises for 
more than five years said that the number 
of former corporation executives who 
make inquiries has increased over the past 
five years. Nearly 80 percent say that the 
use of "golden parachute" money has in-
creased as a means of capitalizing fran-
chised businesses over the same five-year 
period. 

The findings are from a new study of 
265 U.S. and Canadian franchise com-
panies conducted by DePaul University 
and Francorp Inc., an Olympia Fields, 
111.-based franchise consulting firm. • 

A t Last A Solution for Watering Trees! 
The TREEGATOR is a portable, reusable, above ground 
irrigation system. It provides a careful controlled drip rate 
for consistent watering of trees for up to 32 hours. Designed 
to be used on the root ball of a planted tree, or a balled & 
burlapped tree for maintenance until planting. Works well 
for softening hard soils overnight making summer tree dig-
ging easy. Effortlessly zips around the tree trunk and can be 
filled with water and liquid fertilizers in less than 10 minutes. 

• Save on water— 
• Eliminate trenching 
• Comes in two sizes (25 gal. and 50 gal.) 
• Constructed of reinforced, UV coated polyethylene. 
• Heavy duty nylon zippers. 
• Zip in multiple configurations for big jobs. 
• Folds down flat for compact, easy storage. 

Save Time, Save Money, Save Water. 
Solve Your Tree Watering Needs — 
SPECTRUM PRODUCTS 
3425 Hipsley Mill Road • Woodbine, Maryland 21797 
FAX Us YourOrder: 301-442-1223 
For More Information Call: 1 -800-800-7391 
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, -.Lawn & Landscape 
MAINTENANCE 
Classifieds 

RATES 
All classified advertising is 75 cents per word. 
For box numbers, add $1 plus six words. All 
classified ads must be received by the pub-
lisher before the 1st of the month preceding 
publication and he accompanied by cash or 
money order covering full payment. Submit 
ads to: Lawn & Landscape Maintenance 
magazine, 4012 Bridge Avenue, Cleveland, 
Ohio 44113. Fax: 216/961-0364. 

BUSINESS FOR SALE 

LONG ISLAND FIRM 
Landscape business for sale. Location: Long 
Island, N.Y. Excellent reputation. If interested 
call: 516/928-6668. 

FOR SALE 

LAWN CARE EQUIPMENT 
Hannay reels new in-the-box, E1526s, E1530s, 
$359; lawn spray hose, 275 psi and 600 psi, all 
sizes; original Imler measuring wheels, $49.95; 
glycerin-filled gauges, 0-60 psi to 0-1,000 psi, 
$19.95; ChemLawn guns, $78.95; lawn spray 
boots, $16.95; lawn spray gloves, $1.75/pair. 
Coll Hersch's Chemical Inc. 
800/843-LAWN - outside of Michigan 
313/543 2200 

PIPE LOCATOR 
INEXPENSIVE. Locates, traces underground 
drain, water pipelines of clay, PVC, ABS, steel 
and cement. Bloch, Box 18058, Cleveland, Ohio 
44118. 216/371-0979. 

EQUIPMENT 
Specials: Walkover Gardener 12, $149.40; 30-
gallon, 12-volt skid, $393; Glycerin gauges, 
$12.50; SP Estate Keeper back paks, $64. Spray 
Systems, Hannay Reels, Green Garde, Raven 
tanks, Hypro, FMC, Udor, Delavan, Flo-Jet. 
FREE UPS on orders over $500. FREE 155-page 
catalog with order. CANAAN Sprayers, Custom 
Fabrication, WALKOVER Sprayers and Field 
Stripers. DEALERS WANTED. Canaan In-
dustries, 800/633-7560. 

COMPUTER SOFTWARE 
An integrated business management system for 
$495. A single dBASE Compiled EXE with A/P, 
A/R, G/L, payroll, job costing, laser labels and 

much more. Ideal for Serv. Business. Demos 
available. Dealers wanted. New Serv, 1615Gelhot 
Dr. #34, Fairfield, Ohio 45014; 513/829-1585. 

FINANCING 
Let the government finance your small busi-
ness. Grants/loans to $500,000. Free recorded 
message: 707/448-0270. (NK8) 

SKIDSTEER 
1986 Model 741 Bobcat Skidsteer. Excellent con-
dition, new paint, decals, tires, full work lights, 
blue strobe B/U alarm. $6,500. Call David 817/ 
461-5041, Fax: 817/460-3738, TENNETECH IN-
TERNATIONAL, Dallas/Ft. Worth, Texas. 

HUSTLER 251 
18-h.p. Kohler, edgers, with bag, low hours. 
Good condition $4,750. Call 609/627-2802; 36 
Sugarbush Drive, Sicklerville, N.J. 08081. 

HELP WANTED 

MAINTENANCE FOREMAN 
Top firm needs foreman. Quality conscious 
Texas-based landscape management firm has im-
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 to: Lawn 
& Landscape Maintenance, Box 325, 4012 
Bridge Ave., Cleveland, Ohio 44113. • • • 

LANDSCAPE MANAGEMENT 
FOREMAN/ASST. 

Manager needed for progressive, second genera-
tion, quality oriented Cleveland area company 
specializing in fussy residential work. Must be 
good with people and have a strong horticultural 
background. Irrigation knowledge helpful. Good 
compensation and full benefits. Great oppor-
tunity with growing, team oriented company. 
Send resume to: Schrauf Landscaping Inc., 35482 
Chestnut Ridge, N. Ridgeville, Ohio 44039. • • • 

ADMINISTRATIVE/PROFESSIONAL 
COMMERCIAL LANDSCAPE MAINTE-
NANCE FIELD SUPERVISOR for $6 million 
Arizona contractor. Duties: hire, train, schedule 
personnel, develop and direct site maintenance 
programs, interface with clients, etc. Qualifica-
tions: B.S. in horticulture or related, six years 
landscape management experience. Salary mid-
20s DOE, benefits. EOE. Mail resume and 
handwritten letter to: Landscape Manager, P.O. 
Box 44224, Tucson, Ariz. 85733. • 

Ad Index 
Andersons* 58 
Blackburn 9 
Bush & Cook 44 
Chevrolet 32,33 
Ciba-Giegy* 35 
Classen 56 
Cushman 7 
Dilloware 44 
DowElanco 64 
Environmental Direc 14 
Farberbag 52 
Finn 12 
Focal Point 9 
GMC 45 
Great Salt Lake 37 
Green Industry Expo 59 
Irrigation Association 5 
Jacklin Seed 63 
Kees 46 
Lawn-Wright 8,21 
Lofts 23 
Mobay 2,55 
Monsanto 10a,b,c,d,* 53 
OTF* 35 
Olathe 10 
Oldham 14 
Olson 57 
Pepco 29 
Prentiss 47 
RWF Industries 54 
RND Signs 12 
Spectrum Products 60 
Strong 52 
Technology Management 56 
Terracare 11 
Tuflex 57 
Turf-Seed 41 
Walker 13 
Yazoo 40 

*Denotes regional advertising. 

Composf Digest 
(continued from page 34) 

NX. Counties Join In 
For Composting Project 
The Coastal Regional Solid-Waste 
Authority, consisting of Carteret, Cra-
ven and Pamlico counties, N.C., issued 
a request for proposals for a 500-ton-
per-day composting facility. The coun-
ties plan the facility as part of a com-
prehensive, regional solid waste man-
agement system. 

Plans call for the facility to take in 
mixed waste and remove all the recyc-
lables from the waste stream before 
composting the remainder into a mulch-
like product, according to a represen-
tative. The counties expect to create a 
compost high in organic material and 
suitable for use as a soil amendment. 

The RFP is available from Malcolm 
Pirnie, Newport News, Va., the con-
sulting engineers on the project. • 
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Pesticides 
(continued from page 25) 

tal concerns. 
Arty Williams, of the certification and 

training branch in EPA's Office of Pesti-
cide Programs, explained that the require-
ments would upgrade the standards of ap-
plicator competency; and were proposed 
to protect workers, animals, groundwater 
and other health-related concerns. 

Currently, FIFRA mandates that a re-
stricted use pesticide may be applied only 
by a certified applicator or a noncertified 
applicator under direct supervision. The 
proposed regulations would create three 
tiers of restricted use pesticides. Each tier 
would require verifiable training of the 
non-certified applicator. 

The first level would consist of those 
products which EPA says require the clos-
est scrutiny. Application of these products 
would be allowed only by a certified ap-
plicator. 

For the second level of restricted use 
pesticides, a non-certified applicator could 
perform the service, but a certified appli-
cator must remain onsite and within five 
minutes of the job site. 

The third level would mirror the regula-
tions currently in place: Off-site supervi-
sion would be permissible. 

EPA is further considering a proposal 
that every state require recertification at 
least once every five years. States would 
have the option to recertify more 
frequently. 

Williams said that most states already 
require recertification and that the majori-
ty set a three-year program. 

PLCAA supports some of the proposed 
regulations, but doesn't think they go far 
enough in regulating pesticide use. PLCAA 
would like to see certification require-
ments for the use of all pesticides, not just 
those classified as restricted use. There-
fore, PLCAA recommends adoption, per-
haps through amendment to FIFRA, of a 
comprehensive certification and training 
program. 

"We think that certification should be 
required for any pesticide use, not just 
restricted," Delaney said. "And it should 
be extended to all commercial applications 
of that product." 

Delaney said that workers who maintain 
grounds as employees of private companies 
are not required to be licensed. And the 
do-it-yourselfers, who comprise the ma-
jority of pesticide users, are not even re-
quired to receive training. 

To strengthen FIFRA certification re-
quirements, PLCAA recommends that: 

• Congress mandate state or EPA-certi-
fied verifiable training for all commercial 
pesticide applicators, regardless of whe-
ther the pesticides applied are classified 
for general or restricted use. 

• State enforcement personnel be re-
quired to undergo the same training and 
meet the same standards as certified 
applicators. 

• Congress adopt a voluntary training 
or information program aimed at the "do-

it-yourselfers" who comprise the majority 
of pesticide users. 

Very few states require technician train-
ing, but that also may change as more 
states upgrade their standards for pesticide 
application. Michigan, for example, re-
cently enacted a law that requires every-
one applying pesticides to have state-
approved training as well as company train-
ing. Applicators must now take the core 
(general standards) portion of the certified 
applicator's exam, plus receive specific on-
the-job training. The law applies to insti-
tutional personnel as well as applicators. 

In 1990, Iowa began to require certifica-
tion for every applicator. Previously, Iowa 
had an 'under direct supervision' provision. 

According to Donald Lewis, extension 
entomologist, the changes to certification 
were the direct result of the 1987 Iowa 
Groundwater Protection Act. The act set 
standards for dealing with environmental 
pollution concerns related to pesticide use. 

Lewis said that he sees a trend toward 
more states beefing up their training re-
quirements. 

According to Delaney, this trend is simply 
the industry's response to more sophisti-
cated demands on the applicator. "Any 
program, as it goes on, needs improvement 
and upgrading. 

"In this age, an applicator has to be a 
more sophisticated applicator than 10 
years ago. More is expected of him." • 

The author is Associate Editor of Lawn & 
Landscape Maintenance magazine. 

Field Burning 
(continued from page 51) 

burned, and a new fee of $1 per acre 
would be levied on growers who plan to 
propane burn. Fees also would be levied 
when fields are actually burned. These 
fees would increase from $2.50 to $8 for 
every acre that is open burned in the 
Willamette Valley, and $4 outside that 
area. 

New fees for burning straw in stacks 
would be $2 per acre from 1992-97, in-
creasing to $4 in 1998, $6 in 1999, $8 in 
2000 and $10 from 2001 on. A new $2 fee 
also would be levied for propane flam-
ing. 

Money from these fees, estimated at 
$500,000 a year, would pay for regulation 
of field burning and research into alterna-
tives. 

• The state would pay $500,000 a year 
to subsidize the grower-financed research 
efforts from 1992-97. 

The Oregon seed industry is estimated 
at $280 million and supplies about 90 per-
cent of the lawn, field turf and pasture 
grass in cool-climate countries throughout 
the world. • 

Staying Power 
(continued from page 40) 

If we grow grass on the roots and keep it 
healthy with a slow-release combination 
— and keep it green thanks to the iron, 
without pushing it on top, which keeps it 
healthier — we're doing the environment a 
good turn." 

A growing market in organics is upon 
us. 

After World War II, America's chemical 
technology started showing up in the care 
of turf and ornamentals. Today, Mark Nu-
zum, president of Harmony Products, Chesa-
peake, Va., which makes and sells syn-
thetic and organic fertilizers, said he 
thinks alternatives should be considered. 
He said he doesn't want to throw away de-
cades of excellent technology; he just 
wants more contractors to investigate the 
possibilities of sensible mixtures of syn-
thetics and organics. 

Howard Terrel, president of the new 
Humus Research Institute, Grove, Okla., 
said he's looking into humates — the end 
product of decayed matter — as a source 
of fertilizer. 

His non-profit tax-exempt research cen-

ter will publish information on húmate 
classifications. 

"If you had to put down 46 percent nitro-
gen on a lawn, with humates you can reduce 
that to 6 percent — without contamination. 
We reduced water up to 50 percent and 
maintained the same moisture content in a 
test in Arizona and Utah," he said. 

Ringer Corp., Minneapolis, Minn., is 
another fertilizer producer involved in or-
ganics. Its fertilizers consist mostly of 
castoff products from food-processing in-
dustries. These recycled products include 
feather meal, blood meal, bone meal, 
wheat germ (used as a binder) and sun-
flower-seed hull ash (a potassium 
source). 

Scott Boutilier, director of commercial 
marketing, said Ringer products are re-
leased slowly. Also, he said, studies by 
Cornell, Michigan State University, and 
University of Rhode Island have shown 
that natural organic fertilizers can help 
reduce conditions that can lead to com-
mon patch diseases such as dollar spots 
and brown patch. • 

The author is a free-lance writer based in 
Cleveland, Ohio. 

62 reader service AUGUST 1991 • LAWN & LANDSCAPE MAINTENANCE 



títL 
Y . ' ' • 

.'Y.-"- . V. 

l i l l r 

Turf-Type Tall 
Fescue rated #1 
four consecutive 
years. 

Nationwide testing at 41 sites 
of turf-type tall fescues 
place ARID as #1, and the first choice 
for athletic fields, parks, playgrounds 
and public area lawns. 

The Green Seal KGREEN SEJ 
marks Arid as 
a work! premium 
turf grass variety 

Nationwide testing gives Arid the lead. 

Mean Turfgrass Quality Ratings of 
Tall Fescue Cultivars At Four Shade 

Locations in the United States 
Quality Ratings 1-9 9=Ideal Turf 

Name Mean 
Arid 
Finelawn I 
Trident 
Pacer 
Mustang 
Apache 
Tempo 
KY-31 
Falcon 
Houndog 
Adventure 
Jaguar 
Bonanza 
Olympic 
Maverick 
Willamette 
Rebel 
Clemfine 
Brookston 
Johnstone 
Kenhy 

6.0 
5.6 
5.4 
5.3 
5.3 
5.2 
5.1 
5.0 
5.0 
5.0 
4.9 
4.9 
4.8 
4.8 
4.7 
4.6 
4.5 
4.4 
4.4 
4.0 
3.4 

Data from USDA National Turfgrass 
Evaluation Program 

Drought Tolerance (Dormancy) Ratings 
of Tall Fescue Cultivars 

Dormancy Ratings 1-9 9=No Dormancy 

Name Mean Name Mean 
Arid 7.7 Chesapeake 5.7 
Olympic 7.7 Tempo 5.3 
Apache 7.3 Houndog 5.0 
Jaguar 7.3 Pacer 5.0 
Finelawn I 6.3 Johnstone 5.0 
Mustang 6.3 Kenhy 5.0 
Rebel 6.3 Maverick 5.0 
Bonanza 6.0 Brookston 4.3 
KY-31 6.0 Clemfine 4.3 
Adventure 5.7 Trident 3.7 
Falcon 5.7 Willamette 3.3 
Finelawn 5GL 5.7 

Data from USDA National Turfgrass Evaluation Program 

Be sure to order Arid from your 
seed wholesaler or sod distributor. 

Another fine, quality-controlled 
product of 

Jacklfn Seed Company 

Brown Patch Ratings of 
Tall Fescue Cultivars 

Brown Patch Ratings 1-9 

Name 
9=No Disease 

Mean 
Arid 
Adventure 
Jaguar 
Rebel 
Pacer 
Maverick 
Falcon 
Clemfine 
Apache 
Tempo 
Olympic 
Houndog 
Chesapeake 
Finelawn 5GL 
KY-31 
Mustang 
Bonanza 
Trident 
Johnstone 
Finelawn I 
Kenhy 
Willamette 
Brookston 

6.3 
6.2 
6.1 
6.0 
5.9 
5.8 
5.8 
5.7 
5.6 
5.6 
5.6 
5.6 
5.5 
55 
5.5 
5.5 
5.5 
5.5 
5.5 
5.3 
5.0 
4.9 
4.3 

Data from USDA National Turfgrass 
Evaluation Program 

C o - P r o d u c e r 

NORTHRUP KING 



W DowElanco 
•Trademark of DowElanco 

©1991 DowElanco 

14 r e a d e r serv ice 27 

Spray on new Confront* herbicide and within a week your fairways, lawns or parks will be clover free. 
In fact, a little Confront goes a long way toward giving you outstanding control of clover and other broadleaf weeds. 
And it does it without 2,4-D or dicamba. 

For a free Confront herbicide product label and brochure, call 1-800-729-3693, ext. 3112. 


