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If the paper boy can hit it, so can we. 
Maybe you don't know that a little bit of TEMPO 

insecticide can cover a whole lot. We're talking 

trees, shrubs, bushes, flowers. Even lawns. 

The reason is simple. TEMPO uses an advanced technology 

to give you the flexibility to effectively control both 

leaf-feeding and surface insects - including 

deer ticks, the main carrier of Lyme disease. Sir® 

TEMPO also provides the fast knock-

down, and the residual control, you'd expect 

from a top insecticide. And TEMPO does it all with 80% less 

active ingredient than the insecticide you may be using now. 

And get this. TEMPO has a low odor. That alone should help 

you start breathing easier about your next job. 

If you'd like to give TEMPO a shot, contact 

Miles Inc., Specialty Products, Box 4913, Kansas 

City, MO 64120. (800) 842-8020. 
BB*— 

Tempo 

M I L E S 
935641 ©1993 Miles Inc. 

2 U S E R E A D E R S E R V I C E #68 JUNE 1993 • LAWN & LANDSCAPE MAINTENANCE 



VOLUME 14, NUMBER 6 

, _ Lawn & Landscape 
MAINTENANCE JUNE 1993 

Cover Illustration: 
Bob Novak, 
Middleburg Heights, Ohio. 

DEPARTMENTS 

78 
Advertisers' Index 

FEATURES 

18 Sculpting A 
Consistent Image 

Synergism is needed to foster an industry image worth emulating. Attaining 
this stature is discussed by our roundtable participants. 

24 Competitive Research 
Breaks New Ground 

Seed breeders continue to pump out new turf grass varieties, but say 
conceptual piracy, saturated markets and forced price cuts threaten to incite 
an industry shakeout. 

28 Dealing With 
Stressed Turf 

The causes and appearances of stress vary widely, but the most common turf stress 
often results from improper plant growth. 

32 Choosing a Large-Deck 
Walk-Behind Mower 

Large-deck walk-behind mowers offer the ground-covering capacity of comparably 
sized riding units, but also boast increased maneuverability. 

42 Aggressive Contractors 
Stick Out Orlando Slump 

Orlando enjoys a thriving tourist trade and diversified business economy. Still, land-
scape contractors report a competitive commercial market as new construction sags 
and pricing plummets. 

A C Resisting Microbial 
4 0 Infections With Healthy Tlirf 
Building a collection of references and field experiences on turf grass 
diseases assists maintenance managers in properly diagnosing and treating 
turf maladies. 

C O OPEI EXPO Commemorates 
\J£m 10th Anniversary 
EXPO 93 offers less exhibit space in its new location, but more convenient 
access to the outdoor demo area. 

C 7 The Hydraulics 
0 / Of Electricity 
Lesson 12 of our irrigation training series discusses computing the 
consequences of electrical hydraulics. 

74 
Calendar 

8 
Inside Washington 

64 
People 

14 
Association News 

76 
Classifieds 

16 
Irrigation News 

72 
Product Profile 

6 
Business Watch 

4 
Editor's Focus 

9 
News in Brief 

65 
Products 

LAWN & LANDSCAPE MAINTENANCE (USPS 657-470 ISSN 1046-154X) is published 12 times per year. Copyright 1993 G.I.E., Inc. Publishers. 4012 Bridge Ave., Cleveland. Ohio 44113. All rights reserved. 
No part of this publication may be reproduced or transmitted by any means without written permission from the publisher. One year subscription rates, $25 in the United States, $29 in Canada and $82 in other foreign 
countries. One year foreign airmail rate: $182. Two year subscription rate: $35. Subscriptions and classified advertising should be addressed to the Cleveland office. Second class postage paid at Cleveland. Ohio, and 
additional mailing offices. Postmaster: Return form 3579 to LAWN & LANDSCAPE MAINTENANCE, 4012 Bridge Ave., Cleveland, Ohio 44113. 

LA H.Y & LANDSCAPE MAINTENANCE • JUNE 1993 3 



Editor's Focus 
SENSITIVITY, DEFENSE shields, us 
against them attitudes...it's all received a lot 
of play during the relatively short existence 
of the lawn and landscape service industry. 
And somehow, through it all, green industry 
professionals have let the negativism get the 
best of them. 

Industry spokesmen and associations have 
fought for a voice at all levels of government 
— more often than not rejected in favor of 
grim stories of illness and death — but have 
only recently gained some clout to begin 
offering a platform based on everyday ex-
perience rather than supposition. It 's cer-
tainly a step in the right direction, but more 
of the lawn and landscape industry needs to 
get involved; not just association executives, 
presidents and boards of directors. 

Additionally, the industry needs to find a 
way to sustain momentum. Just when we 
send representatives to participate in the En-
vironmental Protection Agency's Lawn Care 
Pesticide Advisory Committee, it folds. Not 
only that, but the EPA decides to forego all 
recommendations from industry liaisons and 
forge ahead with its own posting and 
notification guidelines. 

The green industry avoided one obstacle 
— so far — when Sen. Joseph Lieberman 
was not able to prepare his notification bill 
or schedule lawn care hearings to coincide 
with the introduction of the beginning of the 
season. Regardless, we saw our share of 
sensation articles appear in the consumer 
press. 

One of the more distressing articles ap-
peared in the Detroit News last month. The 
story's headline read, "Parents say tree spray 
killed son; city settles," and went on to des-
cribe how an 8-year-old boy died from a 
blood disorder after allegedly being covered 
with an insecticide as he slept under an open 
window. 

Apparently, the incident took place in 1984. 
The report said the boy woke up and found 
himself covered with a sticky substance, 
later identified as an insecticide. After weeks 
of uncontrollable diarrhea, his body became 
covered with huge bruises and his bone 
marrow stopped making blood cells. He died 
in less than three months of complications 
associated with aplastic anemia. 

The City Council agreed to pay the family 
$100,000. As far as the product manufac-
turer is concerned, the matter is still tied up 
in the court system. 

Incidents like this are reported all across 
the country. And whether it 's happened to 
you or not isn't the issue. With the publica-
tion of each report, new reports seem to 
surface. Consequently, no lawn and 
landscape professional is exempt from 
participating in the shaping and spreading of 
a positive industry image. 

With this in mind, and an aggressive and 
deliberate attitude toward getting to the 
bottom of this image issue, Lawn & Land-
scape Maintenance magazine recently in-
vited industry leaders — from both the 
supplier sector as well as the field sector 
— to discuss prevalent issues pertaining to 
the manufacturing and use of specialty 
pesticides, and to weigh the best means by 
which to convey the industry's many 
benefits. 

And while the answers don't come 
easily, the roundtable attendees brought up 
a number of incidents in which every 
professional can participate — from 
helping shape environmental education 
programs to speaking to state legislators. 

A report from the roundtable meeting is 
found in this issue. 

This month's issue introduces a bi-
monthly column by Lawn & Landscape 
Maintenance magazine's new Washington 
correspondent, Stephen Barlas. Barlas has 
been covering Capitol Hill and environ-
mental and related pesticide issues since 
1981. He has written for a number of 
chemical industry publications and at one 
time served as a consultant to the National 
Agricultural Chemical Association. 

Barlas' column will keep you up-to-date 
on such issues as the reauthorization of the 
Federal Insecticide, Fungicide and 
Rodenticide Act, transportation regula-
tions, the effects of the disabilities act, 
family leave bill and related legislation, as 
well as an inside look at the new players in 
the Clinton administration. 

We welcome questions concerning these 
issues as well as your personal viewpoints 
on any of these subjects. — Cindy Code • 
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A comprehensive business insurance package 
designed for ALCA* 

By working together, the Associated Landscape 
Contractors of America a n d the CNA Insurance Com-
panies have deve loped a comprehens ive bus ines s 
insurance package specialized to suit your particular 
bus iness needs . 

This program, underwrit ten by CNA, includes 
commerc ia l property, commerc ia l liability, commerc ia l 
au to a n d workers compensa t ion , p lus opt ional 
coverages s u c h a s l a n d s c a p e archi tects a n d eng ineers 
liability, commerc ia l crime, bus ines s interruption 
a n d commerc ia l umbrella. There 's even eligibility 

for a safety g r o u p dividend.** 
CNA w a s carefully se lec ted a s your associat ion-

e n d o r s e d insu rance carrier b e c a u s e of its personal ized 
loss control services a n d respons ive c la ims handl ing 
that n o l a n d s c a p e contract ing or nursery b u s i n e s s 
shou ld b e w i thou t It's the kind of service that h a s m a d e 
CNA the n u m b e r o n e marketer of bus ine s s insu rance 
for t rade groups . 

Take advan tage of this c o m p r e h e n s i v e insu rance 
p a c k a g e des igned especially for ALCA. Call 
1-800-CNA-6241. 

'Also available to non-members. " B a s e d on efficient control of losses. Safety group dividends, available in most states, are declared by CNA's Board of Directors and cannot be guaranteed. 

O V A 
For All the Commitments You Make® 

The CNA Insurance Companies underwriting this program will vary according to the coverage. Available in the Continental U.S. only. These companies include: Transportation Insurance Company, 
Valley Forge Insurance Company, Continental Casualty Company, National Fire Insurance Company of Hartford, Transcontinental Insurance Company or American Casualty Company of 

Reading, Pennsylvania. CNA Plaza/Chicago, IL 6 0 6 8 5 
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ECONOMISTS ARE scaling down expec-
tations for growth in the second quarter af-
ter receiving disheartening first-quarter finan-
cial news. Some predict job growth will snap 
back in the construction and retail industries, 
but improve only slightly in other areas. 

Abnormally heavy snow fall in March 
slowed construction in the East, but better 
weather buoyed April's job market some-
what. One economist forecasted a gain of 
175,000 non-farm payroll jobs last month, a 
substantial improvement over the 22,000 
lost in March. 

Though final figures were not available at 
press time, residential construction was 
poised for a big comeback in April, after a 
nationwide loss of 93,000 jobs in March. 
Continued low mortgage rates, fair weather 
and renewed buyer demand were expected 
to boost home construction. 

Gross domestic product increased 1.8 
percent in the first quarter, compared to a 
4.7 percent, fourth-quarter hike in 1992. 
Economists fear the low growth figures 
could indicate another potential stall in the 
economy. 

UNEMP LOYMENT RAT 

LU 

JAN. 
7.1 

FEB. 
7.0 

MAR. 
7.0 

APR. 
7.0 

Source: Bureau of Labor Statistics 

FIXED MORTGAGE RATES* 
JAN. 
7.83 

FEB. 
7.56 

MAR. 
7.20 

APR. 
7.04 

'Posted yields on 30-year mortgage commit-
ments for delivery within 30 days. 

Source: Bureau of the Census 

Source: Bureau of the Census Source: Bureau of the Census 

ECONOMIC REPORT: SERVICE G R O W T H 
THE BUZZ word among landscape contractors across the nation 
continues to be diversification. The types of services offered depend 
on customer needs and demands, which can be molded by anything 
from regional conditions to individual whim. 

In the East, numerous contracting companies are beginning to im-
plement or expand design/build services, according to Landon 
Reeve, president of Chapel Valley Landscape Co., Woodbine, Md. 
"The economy is tight. People don't want outside consultants. They 
are looking for a full-service company. In the Maryland/Virginia 
marketplace, general contractors are providing design/build, looking 
to offer quality service at a lower price." 

In regions engulfed in heated debate over diminishing wetlands, 
companies like Chapel Valley and Bland Brothers of West Jordan, 
Utah, are jumping on the bandwagon to offer wetland mitigation. 
"Maryland has a new reforestation law. It's kind of a far-reaching 
area of interest for us, but it's one people are getting into," Reeve 
said. "It 's becoming a major focus for our company." 

Both Chapel Valley and Bland Brothers have some mitigation 
projects underway and plan to take on others. 

In the area of individualized services, Bland Brothers, which spec-
ializes in landscape and irrigation for commercial sites, plans to 

begin supplying its own top soil, sand and gravel for jobs at golf 
courses, parks and schools "because of the cost of getting it from any-
one else. Do it ourselves, it 's so much cheaper," said Linda Gittins, a 
company spokeswoman. 

Carson Landscape in Sacramento, Calif., plans to expand its fertili-
zation and weed control programs into the residential market, but re-
mains adamant about not delving into residential maintenance. "It's 
not cost-effective for us," said Kathy Pipis, vice president of adminis-
tration. 

Tom Demi, manager of landscape operations for Somers Companies 
of Wisconsin, Stevens Point, Wis., said the company, which offers 
design/build, lawn maintenance and retail, has heavily increased its 
supply of perennials this year, hoping to use them in clients' land-
scapes. "Each year we see more interest in perennials from clients, so 
we decided to expand our supply. It 's lucrative enough to make the 
investment worthwhile." 

Other companies such as TechScape in Richardson, Texas, have 
peaked in terms of growth and are now focusing on increasing sales 
with current staff, equipment and services. "We've just gone through a 
large expansion. Right now we're trying to even out again before we 
do anything else," said Chris Sipes, vice president of TechScape. • 
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Pos-A-Drive eliminates 
slipups on the way to the top 

I S 

Detaif 
of cog belt 
drive system/ 

Mowing in difficult conditions can be an uphill battle with standard belt drive equipment. 
Not so with Ransomes Pos-A-Drive™ mower. The Pos-A-Drive is the only mower on the 
market that features cog belt drive and a sealed clutch system. As a result, the Pos-A-Drive 
can take on hilly terrain without slipping. 

And because it offers true positive forward and reverse drive—as opposed to reverse 
assist—operating the Pos-A-Drive is a snap. From top to bottom, the Pos-A-Drive is 
designed to help you on your way up. No matter what the conditions. 

For a free on-site demonstration or the name of the dealer nearest you, call 1-800-228-4444. 

* Offer gixxJ at participating dealers only. See your local dealers for details. Qualified buyers only. 

6220 Ransomes America Corporation, 7900 West 78th Street, Suite 105, Minneapolis, MN 554 39 
© Ransomes America Corporation 1993. All rights reserved. 

U S I READER SERVICE #50 
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Inside Washington 
ADVISORY COMMITTEE FOLDS, EPA PRESSES FOR STATE REGULATIONS 

ARE LAWN SERVICE companies rogue 
operators? 

Mary Ellen Setting, the chief of pesticides 
regulation in Maryland, thinks not. Mary-
land's law requires lawn maintenance 
companies to post a 4-inch by 5-inch sign at 
the time of application. 

"The biggest problem we've had is that 
maybe six times a season lawn service com-
panies make a mistake and spray the wrong 
address," said Setting, who was one of the 
16 members on the Environmental Pro-
tection Agency's Lawn Care Pesticide Ad-
visory Committee. "Some people don't 
even mind that." 

Nonetheless, there is a perception, pro-
moted by environmental activist groups, 
that lawn care companies need to be reigned 
in, and it is the states that have to do the 
"whoaing." That is why the EPA is writing 
a "guidance document" for states. It will 
contain recommendations on what state 
laws should include on the subjects of 
posting, notification and registries. 

This guidance document flows out of 
meetings held during 1992 and 1993 by the 
LCPAC, which was composed of environ-
mental activist, state, industry and EPA rep-
resentatives. Green industry members in-
cluded Tom Delaney of the Professional 
Lawn Care Association of America and 
Russ Frith, president of Lawn Doctor. 

Steve Johnson, director of field operations 
at the EPA office of pesticide programs, 
was the deputy chairperson of the LCPAC, 
which has gone out of existence as a result 
of President Clinton's desire to terminate 
what he considers to be an excessive num-
ber of federal advisory committees. But 
John-son is leading internal EPA efforts to 
come up with a posting/notification guide. 

Johnson said the EPA hopes to have a 
draft this fall, which it will share with in-
dustry and activists in an effort to get com-
ments. The document will be altered based 
on those comments. 

Delaney thinks a guidance document is a 
bad idea. It stops short of a federal law, 
which PLCAA favors. PLCAA wants all 
states to have the same posting, notifica-tion 
and registry requirements. 

Right now, 26 states, like Maryland, al-
ready have notification laws. Their provi-
sions vary all over the place. Almost all the 
laws require a lawn service company to no-
tify a customer, either in advance or at the 
time of application. About 10 states re-quire 
the applicator to notify the neighbors of a 
customer. Sixteen states require a sign to be 
posted at the time of application. Seven 
states have registries specifically for 

"chemically sensitive" individuals. 
Delaney said he has talked with EPA 

officials and is comfortable that the con-
tents of the guidance document — even 
though PLCAA would prefer a federal 
regulation — will be something the 
association can live with. 

But the fact that PLCAA wants a nation-
al standard does not mean it supports the 
legislation Sen. Joseph Lieberman, D-
Conn., is developing. Lieberman has spon-
sored an ambitious posting, notification 
and registry bill in previous Congresses. At 
the final meeting of the LCPAC in Feb-
ruary, Sarah Walzer, Lieberman's aide, 
distributed a draft of the latest version of 
the Lieberman bill. It was not well re-
ceived by industry groups. 

When asked why it has taken so long for 
Lieberman to formally introduce his bill, 
Walzer said cryptically, "We are doing 
things in the order that they need to be done." 

Because it has not been introduced, the 
viability of the Lieberman bill in the 
Senate has not been tested. It is interesting, 
though, that Sen. Harry Reid, D-Nev., who 
has co-sponsored the bill in the past, and 
who chairs a key Senate Environment and 
Public Works subcommittee, has not been 
involved in the drafting of the Lieberman 
bill. Jerry Reynoldson, the staff director of 
Reid's subcommittee, said he has not seen 
the Lieberman draft, nor has Walzer ap-
proached him. 

Reynoldson has asked for information 
three or four times, he said, but has never 
received anything. Some observers specu-
late that Reid was annoyed during the 1992 
hearings on lawn care by some of the 
seemingly more radical aspects of 
Lieberman's bill. So maybe the two 

former allies are keeping their distance this 
time around. 

Actually, when and if Lieberman's bill is 
introduced, it will probably be referred to 
another Environment and Public Works 
subcommittee chaired by Sen. Frank 
Lautenberg, D-N.J. Rick Erdheim, an aide 
to Lautenberg, said he has not talked with 
Walzer about the lawn care bill in a year 
and a half. 

2,4-D LABELS RAISE QUESTIONS. Nothing 
better illustrates the potential confusion 
surrounding posting and notification than 
the voluntary agreement signed in October 
1992 by the seven technical registrants of 
2,4-D and the EPA. 

The EPA "encouraged" the registrants to 
make some changes on their labels in ex-
change for not pulling the registrations of 
2,4-D, which has been a suspect human car-
cinogen. A major EPA-sponsored meeting 
on May 1-2 in Washington, D.C. undercut 
cancer concerns, however. 

Anyway, the new labels say that children 
and pets must be kept off lawns treated with 
2,4-D "until the spray dries and the dust 
settles." That raises the question of how ap-
plicators should prevent access. Posting and 
notification is not specifically required 
when using 2,4-D, but many applicators are 
putting up signs just to be on the safe side. 
The EPA has not issued any kind of 
compliance guidance on this question. 

AA FOR PESTICIDES. Speculation on a 
nominee for assistant administrator for pes-
ticides and toxic substances at the EPA cen-
ters on Lynn Goldman, a pediatrician who 
works for the California Department of 
Health Services. Besides being an M.D., 
Goldman is an epidemiologist. Although 
the health department does not regulate pes-
ticides in California, Goldman is a member 
of the environment committee of the Asso-
ciation of State and Territorial Health Of-
ficials. 

David Fischer, the executive director of 
the ASTHO, said Goldman has worked 
closely with the California EPA. Carol 
Browner, the EPA administrator, has 
moved slowly to fill that job, which was 
held in the Bush administration by Linda 
Fisher. It may not be Browner's fault. The 
personnel people in the White House have 
been moving slowly on nominations 
throughout the federal bureaucracy. • 

Stephen Barlas is Lawn & Landscape 
Maintenance magazine's Washington-based 
correspondent. 
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News in Brief 
Gene Discovery Brings New Meaning 
To Drought-Resistant Turf grass 

IN A FEW YEARS, the word drought might not cause the same fear in lawn and landscape 
professionals as it does now. That is if researchers at The Ohio State University, Columbus, 
are able to take a gene they have isolated and incorporate it into turfgrass. 

The drought-tolerant effort was initiated through the university's Biotechnology Center. There, 
researchers have isolated a gene that controls the production of proline, a common amino acid 
associated with drought tolerance in many plants. 

The discovery by Desh Pal Verma, a professor of molecular genetics, will help jump-start 
the production of proline, which helps hold water and 
prevents damage in the cell so it remains alive during a 
drought. While all plants have proline genes, not all proline 
genes are exactly the same. The lentil gene (Verma first 
discovered the proline gene in 1991 in lentils) is 10 times 
more effective against drought than the gene found in a 
bacteria strain. 

Ohio State has applied for a patent for the gene. In the 
meantime, Verma is studying its use in helping rice grow 
in salinated water with the help of a $ 125,000 Rockefeller 
Foundation grant. 

Taking the discovery one step further, Alan Paau, asso-
ciate director of the Biotechnology Center and Karl Dan-
neberger, a turf specialist in the university's agronomy 
department, want to see what the gene will do in turf. The 
pair's research is financed with a $ 100,000 grant over two 
years from the Ohio Turfgrass Foundation. 

"Everybody's looking for a high-quality turfgrass that re-
quires less maintenance," Danneberger said. "Especially water — there are some areas of the 
nation that can only use non-potable water on grass. This project is really opening doors to allow 
us to reduce inputs on turf." 

If successful, other possibilities include the development of pest-resistant turf varieties or 
aiding plants in making better use of nitrogen. 

N E W S DIGEST 

Biosys Buys AgriSense; 
Supplies Bt to Ciba 
Biosys acquired AgriSense, a Delaware 
general partnership formed in 1988. The 
acquisition includes the wholly owned 
AgriSense European subsidiary. Biologi-
cal Control Systems and the U.S. opera-
tions headquartered in Fresno, Calif. 

The transaction is expected to cost bio-
sys $3.5 million in cash and 400,000 
shares of biosys common stock. 

In a separate deal, Biosys and Ciba signed 
a multi-year contract granting biosys ex-
clusive rights to produce a variety of strains 
of Bacillus thuringiensis, the active ingre-
dient in Ciba's biopesticide product line. 

Brings & Stratton 
Offers Maintenance Tips 
Briggs & Stratton offers the following tips 
on maintaining four-cycle engines in walk-
behind mowers, tillers, riding mowers and 
chipper/shredders: 

Change the oil after 25 hours of opera-
tion, using a high-grade detergent automo-
tive oil. Thirty weight is recommended 
when operating above 40 degrees F; use 
clean, fresh, unleaded gasoline; insert 
large-capacity pleated paper air cleaners or 
oil foam air cleaner to help keep the engine 
clean; and clean under the blower housing 
to prevent grass and debris buildup. 

NX. Forms 
Composting Council 
The North Carolina Composting and Or-
ganics Recycling Council recently formed 
to support beneficial uses of compost and 
recycled end products. 

The council plan to, among other things, 
develop a product locator guide for compost 
and recycled organic products in North 
Carolina; sponsor educational events 
promoting composting; and evaluate and 
provide input into existing and proposed 
federal, state and local legislation. 

Crop Plus Invites 
Field Participation 
Crop Plus is seeking seed breeders to 
participate in field demonstrations of 
Natur-all, its bio-organic growth propaga-
tor. Natur-all, mixed with inoculants or 
surfactants and water when seed treating, 
is designed to increase germination of any 
seed to produce disease-resistant plants and 
increase fertilizer efficiency. 

For more information contact: Crops Plus 
Inc., 3204 Arlene Way #C, Las Vegas, N V 
89108; 702/645-6710. 

Ciba-Geigy Takes 
On New Identity 
Ciba-Geigy Corp. changed its logo and 
corporate identity to Ciba, and its turf and 
ornamental division to Ciba Turf and Orna-
mental Products. 

The name change is part of a worldwide 

program designed to reflect the changing 
face of the company. It also unites the 
company's 14 divisions and helps position 
the company for future growth, according 
to Bill Liles, director of Ciba Turf and 
Ornamental Products. 

"Ciba represents the new face of our 
company, a more open and ambitious char-
acter," Liles said. 

The firm's new identity reinforces Ciba's 
commitment to economic growth, social 
responsibility and environmental protec-

tion — all part of the company's "Vision 
2000" plan. 

The legal name for the U.S. company 
remains Ciba-Geigy Corp. The logo change 
will be phased in over the next several 
months. 

Byers Leaves Buntonf 
Starts Own Business 
Stan Byers, former president of Bunton Co., 
left the position to form Byers Gold Inc., an 
outdoor power equipment manufacturing 
company in Louisville, Ky. Bunton had not 
filled the vacancy at press time. 

The Bunton family sold the company to 
two local investors in 1990, Byers said. "I 
stayed on under a manager's contract...but it 
was time for me to move on. I enjoy running 
my own operation and I think I know how 
the commercial mowing industry works by 
now." 

Byers Gold Inc. has five full-time em-
ployees "with 125 years of experience bet-
ween us," and plans to manufacture mowers, 
leaf blowers, "and other equipment strictly 
for commercial lawn service people," Byers 
said. 
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The company hopes to have its first 
mower on display at the July International 
Lawn, Garden & Power Equipment Expo in 
Louisville 

Franchises Charge 
Breach of Contract 
One year after TruGreen purchased Chem-
Lawn Services Corp., wrinkles are still 
being ironed out between the parent com-
pany and its franchises. 

Problems arose after the buyout due to 
ServiceMaster Consumer Services, Tru-
Green's parent company, owning branches 
and franchises that overlapped in about 35 
markets. All of the ChemLawn franchises 
had contracts containing non-compete 
clauses, meaning the franchiser (now Tru-
Green) could not operate a competing 
business within a certain radius. 

ServiceMaster has handled each branch 
and franchise dispute individually, usually 
offering one of three options: trade markets 
with another TruGreen or ServiceMaster 
branch or franchise, operate the franchise in 
the same market or become an independent 
operator. 

Most franchise owners have agreed to some 
type of settlement, according to Bob Von 

Grubben, vice president of counsel for 
TruGreen/Chemlawn. DickThoma, who 
formerly owned the largest ChemLawn 
franchise covering operations in Wisconsin, 
Michigan and Pennsylvania, said he reached 
an adequate agreement with the company. 
"We solved the overlap problem. We traded 
some markets. It worked out to my benefit," 
he said. 

Thoma now operates a franchise in Pitts-
burgh under the ChemLawn name. Service-
Master runs another operation in the same 
vicinity under the ServiceMaster/Chem-
Lawn name, however. Thoma anticipates 
having to change his operation to Tru-
Green/ChemLawn. 

One Midwestern ChemLawn franchise 
owner claims TruGreen breached its contract 
with the franchisee, but would not offer 
specifics for fear of hindering efforts to settle 
the dispute. 

Only one TruGreen franchise purchase 
agreement contained a non-compete 
clause, which allegedly was not supposed to 
be included. Donn Smith bought his 
TruGreen franchise in Oklahoma City, Okla., 
in 1991. His contract states Tru-Green "shall 
not operate any lawn care operation within a 
100-mile radius of Ok-lahoma City " 
according to Smith. 

"Their lawyer admitted a year ago they had 
made a mistake by including the non-compete 
clause," Smith said. 

TruGreen acquired a ChemLawn branch 
in Smith's market last year, and has contin-
ued its operation. Smith's lawyer asked Tru-
Green to settle or face a lawsuit. TruGreen 
in turn sued Smith, charging him of break-
ing his franchise agreement, Smith said. 

The lawsuit maintains that TruGreen is not 
a wholly owned subsidiary of ServiceMas-
ter and that the franchise agreement Smith 
signed is "for a non-exclusive franchise." 

Smith countersued, claiming ServiceMas-
ter's ChemLawn in Oklahoma City com-
petes against his franchise, in violation of 
the non-compete clause. No settlement had 
been reached at press time. 

"This is going to get more heated," Smith 
said. "I hope to get it settled. I just want it to 
be reasonable." 

OPEI Forecasts 
Sales Through '94 
Front-engine lawn tractors are projected to 
show the highest increase in outdoor power 
equipment sales, according to a recent report 
from the Outdoor Power Equipment Institute. 

Front-engine lawn tractor sales peaked at 

TO BUYOUR 
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Our innovative Quick7te/ handle system allows the operator to pivot 
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885,000 in 1990, and are expected to jump to 
929,310 this year and 1,003,589 in 1994. 

The OPEI report shows a projected sales 
increase of 4.7 percent in walk-behind 
mowers for 1993, jumping from 5,150,000 
in 1992 to 5,391,711 this year. That num-
ber is expected to increase to 5,730,239 in 
1994. 

Rear-engine riding mower sales will drop 
8.5 percent this year, from 205,000 to 
187,619, and then dip to 180,943 in 1994, 
according to the report. 

Tiller sales increased 15.9 percent in 
1992 from the previous year, while riding 
garden tractors gained 3.9 percent. 

Tiller sales are expected to reach 343,195 
in 1993 and 364,828 in 1994. Garden trac-
tors will jump 15 percent in sales to 
152,893 this year, and up to 163,266 in 
1994. 

Since 1985, rear-engine riding mowers 
sales have dropped sharply, from 355,000 
to 205,000 last year. In contrast, the pro-
jected 1994 sales of front-engine lawn 
tractors sales almost doubles 1985's 
548,000 sold. 

The report, prepared by Association 
Research Inc., has been revised to reflect 
current national economic conditions. 

Association, the symposium aimed to educate 
government officials about the value and 
benefits of pesticides used for specialty 
purposes, including lawn and garden care. 

Dr. Joseph Neal, a researcher at Cornell 
University, led off the presentation, citing 
numerous statistics on the value Americans 
place on well-maintained landscapes. 
Among those facts, he said gardening is 
America's number one leisure activity, home 
lawns and landscapes constitute 20 million 
acres, 56 million Americans maintain their 
own lawns and more than 500,000 people 

work in turf care. 
Neal advocated an inte-

grated approach to landscape 
management, but added that 
when a major pest outbreak 
occurs, there are no effective 
alternatives to pesticides. 

Speakers at the half-day 
forum included several 
university experts, industry 
members specializing in turf 
management and Rep. Robert 
Smith, R-Ore., the ranking 
Republican on the House 
Agriculture Subcommittee on 
Department Operations & 

issues. Nutrition. • 

RISE Takes Pestidde 
Issues to the Hill 
Well-maintained landscapes improve quality 
of life, abate noise, control erosion, modify 
temperatures and retard fires, industry 
experts told government representatives 
attending the Specialty Pesticide Federal 
Symposium in Washington D.C. 

Sponsored by the Responsible Industry 
for a Sound Environment, the Professional 
Lawn Care Association of America and the 
Chemical Producers and Distributors 

Symposium participants discuss lawn care 

THE PROS CHOICE. 
Tuflex offers you a full line of 
tanks to solve your pest control 
problems, big or small. The 
experts at Tuflex carefully 
research and analyze your 
needs and assist you in 
designing and engineering the 
right tank and pump system to 
your specific requirements. 
Anything less would be a 
compromise solution. 
Tuflex is the only manufacturer 
to specialize in seamless 
fiberglass spray tanks built 
specifically for the pest control 
and lawn care industry. The 
exclusive Tuflex process allows 
a full five-year warranty on all 
hand-crafted seamless 
fiberglass tanks. 
Our tanks from 100 gallon to 
1200 gallon are ready to solve 
your toughest challenges. 

1406 S.W. 8th St. 
P o m p a n o B e a c h , FL 33060 

l ift! RKAI 

Call TOLL-FREE for economy prices and 
more information on our complete line of tanks. 

1-800-327-9005 

SERVICE #28 
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THE NORTH CAROLINA Turf grass Foun-
dation for Research & Education and the 
South Carolina Turfgrass Foundation are 
receiving up to $5 donations for every case 
of Blazon® spray pattern indicator sold in the 
Carolinas. 

Milliken Chemical, the manufacturer of 
Blazon, and Smith Turf and Irrigation, Bla-
zon's authorized distributor, agreed to do-
nate a combined $5 for each case of original 
Blazon or new Blazon E-Z Paks sold before 
Nov. 1. 

The SCTF will announce final donation 
numbers at the Carolinas Golf Course Super-
intendents Association's mid-November 
Clemson Turfgrass Conference in Myrtle 
Beach. Contributions to the NCTFRE will 
be announced at the 32nd Annual North 
Carolina Turfgrass Conference Jan. 5-7, 
1994, in Winston-Salem. 

More than 300 students attended the Asso-
ciated Landscape Contractors of America 
Student Field Days, the largest turnout ever. 
The three-day event, held at the State Uni-
versity of New York, Cobleskill, allowed 
horticulture and landscape architect students 
at colleges and universities nationwide to 

For more information\ 
NCTFRE 
P.O. Box 289 
Southern Pines, NC 28388 
919/695-1333 

PNA 
1924 N. Second St. 
Harrisburg, PA 17102 
717/238-1673 

••• 
CLCA 
2021 N St. 
Sacramento, CA 95814 
916/448-CLC A 

ASPA 
1855-A Hicks Road 
Rolling Meadows, IL 
60008 

ALCA 
12200 Sunrise Valley Drive 
Suite 150 
Reston, VA 22091 
703/620-6363 

compete in their respective trades. 
Thirty events tested students' skills in im-

plementing landscape contracting practices 
and principles. California Polytechnic State 
University, San Luis Obispo, took first 
place overall. California Poly tech State 
University, Pomona, placed second; and 
State University of New York, Cobleskill, 
finished third. 

This year's Superstars — students who ac-
cumulated highest overall individual scores 
— were Deborah Zimmern, Richland Col-
lege; Andy Perrino, Cincinnati Technical 
College; and Gary Nagaoka, California Poly-

technic State University, San Luis Obispo. 
ALCA president Gary Thornton keynoted 

the opening event's mixer, focusing his 
presentation on changes in the industry. 

The Pennsylvania Nurserymen's 
Association' s wage and hours issue 
conference reached 11 sites concurrently 
through a teleconference broadcast from 
Hershey Nursery in Hershey, Pa. 

Using new technology, PNA broadcast 
presentations by Fred Atterbury, the Ameri-
can Association of Nurserymen's wage and 
hour consultant, and John Johnson, Esq. of 
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Buchanan Ingersoll Professional Corp. The 
conference focused on the U.S. Department 
of Labor's decision to redefine 1989 
amendments to the Fair Labor Standards 
Act (Wage & Hour Law). Violators of 
minimum wage and/or overtime require-
ments can now be fined up to $1,000 for 
each repeated violation. 

Tests conducted before and after the pre-
sentation showed participants on average 
gained a 26 percent increase in knowledge. 
Of those who took the test, 97 percent said 
they would attend future teleconferences. 

PNA education director Corrine Shearer 
said the conference was implemented to 
promote statewide training by national 
experts at a much lower cost than several 
individual workshops statewide. 

"Employers using this technology like the 
fact that employees are spending less time 
away from the job as the sessions are 
brought close to the place of employment," 
she said. "We believed this type of educa-
tional delivery would be very effective for 
the horticultural industry." 

Landscape contractors who pass certifica-
tion tests in California, Washington, 
Oregon or Colorado can use their creden-
tials anywhere in those states. 

The Washington Association of 
Landscape Professionals and Oregon 
Landscape Contractors Association 
purchased licenses from the California 
Landscape Contractor's Association. 
enabling landscapes in those states to 
become certified in any West Coast state and 
Colorado. 

Oregon and Washington have already 
held certification tests under their California 
licenses. Washington held its first test in 
April. Oregon's next test is scheduled for 
August. 

The Associated Landscape Contractors 
of Colorado purchased rights to the CLCA's 
maintenance and construction certification 
tests five years ago, and only recently be-
came licensed for the irrigation test. The 
association plans to hold its next test at the 
Front Range Community College, Larimer 
County Campus, in Fort Collins, Aug. 7-8. 
CLCA will hold its next certification test Oct. 
16-17 at the American River College in 
Sacramento. 

The American Sod Producers Association 
expects 700 visitors to attend its Summer 
Convention and Field Days at the Opryland 
Hotel in Nashville, Tenn., July 14-16. Events 
on July 14 include an educational session on 

credit and collections, and the ASPA annual 
business meeting. 

The field days July 15-16 will provide 
close-up looks at the latest large-scale turf 
management equipment, including "fairly 
recently developed sod-laying machines that 
take the manual labor out of the process and 
save time," said Tom Ford, ASPA's meetings 
administrator. 

The field days will be held at the Thomas 
Brother Co. 's 105-acre farm 30 minutes 
southwest of the Opryland Hotel. The farm 
includes test plots for tall fescues, blue-
grasses and ryegrasses, bentgrass plots and a 
sod production operation. 

IN BRIEF The Professional Grounds 
Management Society offers its 1993 
membership directory free to members; $38 
for non-members. For a copy, contact PGMS, 
120 Cockeysville Road, Suite 104, Hunt 
Valley, MD 21031 ; 410/584-9754...The 
Michigan Nursery and Landscape 
Association offers its 1993 Membership 
Directory and Advertiser's Buyers Guide. Cost 
is free for members' first copy; $20 for 
additional copies and $40 for non-members. 
For more information, contact the MNLA, 819 
N. Washington Ave., Suite 2, Lansing, MI 
48906; 517/487-1282. • 

RIDE A WALKER 
2>¿lcaa&t Qo+npeiitiue, Pnx^itcUde Mowing 

Most commercial mowing operations are using walk-behind mowers 
because they have concluded no rider mower is compact or 
maneuverable enough to mow landscaped areas. Now maintenance 
operators all across the country are discovering the compact, 
maneuverable Mid-Size Walker Mower fits their job and saves 
labor (usually cuts labor 1/2). The labor saving Walker looks good 
whether your business is trying to produce profit or is operating on a 
budget. Write or call for a free brochure. Ask for a demonstration. 
Walker Manufac tur ing Company , 5 9 2 5 East Harmony Road , Ft. Coll ins, C O 8 0 5 2 5 
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Irrigation News 
IA Sets Its Sights 
On San Diego 
THE IRRIGATION Association will hold 
this year's International Irrigation 
Exposition and Technical Conference Oct. 
31 through Nov. 3 at the San Diego 
Convention Center. More than 75 percent 
of the booth space is already sold. 

The show features more than 400 booths 
and draws more than 3,500 attendees 
worldwide. The technical conference 
features three days of presentations by 
industry experts on a multitude of issues. 

To increase show attendance, the IA is 
lowering registration rates by 30 percent 
and is initiating an expanded advertising 
campaign. For more information about 
exhibiting or attending, call the Irrigation 
Association at 703/524-1200. 

Hunter Establishes 
Student Program 
Five college students have been selected 
by Hunter Industries to participate in a 
new, one-year Fellowship Program. 

The students, all preparing for careers in 
the landscape industry, will participate in a 
wide range of activities and events 
including a 160-hour internship sponsored 
by Hunter and attendance at major industry 
functions and trade shows, including the 
Irrigation Association conference and the 
annual Hunter distributor's meeting. 

They will also attend irrigation design 
training seminars and tour various educa-
tional institutions. 

"The new Hunter Fellowship program is 
designed to create a partnership between 
talented students and the green industry," 
said Lynda Wightman, Hunter sales 
education manager. "Hunter believes the 
future of landscape irrigation depends 
upon the involvement of educated, 
professional members. As conservation of 
water and energy resources becomes more 
important, the development of industry 
leaders with sophisticated technical skills 
becomes critical." 

The students were selected based on 
scholarship and work experience, and 
represent colleges and universities 
throughout the United States and Canada. 

Water Issues Highlight 
3-Day Teth Conferente 
The 1993 National Conference on Irrigation 
and Drainage Engineering, sponsored by 
the American Society of Civil Engineers, 
will be held July 21-23 in Park City, Utah. 

Two-hour sessions over the three-day 
conference will deal with water transfers, 
water rights, consumptive use computations 
and urban-agricultural water management, 
among others. Additionally, a one-day 
workshop is planned for July 23 by the 
Water Resources Planning and Manage-
ment Committee on Model State Water 
Codes. 

All papers presented at the Irrigation and 
Drainage Conference will be published in 
conference proceedings by the ASCE. 

For more information on the conference, 
contact Launa Godfrey, Dept. Biological 
and Irrigation Engineering, Utah State 
University, 801/750-2785. For more 
information on the Model State Water Code 
Workshop contact: Dr. Ray Davis, Brigham 
Young University Law School, Provo, Utah, 
801/378-4274. 

• 
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• 12' break away spray boom. 
• 150 lb. capacity; 3 speed electric spreader. 
• Designed for residential and commercial properties. 
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C O V E R S T O R Y 

Sculpting 
A Consistent 
Image Synergism is needed to 

foster an industry image 
worth emulating. Attaining 
this stature is discussed by our 
roundtable participants. 

By Cindy Code 

THE SPECIALTY PESTICIDE in-
dustry provides a vital link to the 
health of turf, trees and ornamentals, 
yet is a source of frustration to profes-
sional service operators struggling to 
run their businesses amid protest from 
activists and government interven-
tion. 

It's not enough that service con-
tractors have to deal with unlicensed operators, fly-by-night companies, 
tax burdens and legitimate environmental issues, not to mention the 
challenges of conducting business through an economic recession. Most 
of that comes with the territory of running a business. 

But no other industry is as visible to the public undergoing daily scrutiny 
not only from its customers, but the next door neighbor, school officials 
down the street, the local council, state officials, the federal government, 
the media and so on. 

There's no question the lawn and landscape industry needs to improve its 
public perception. With an onslaught of legislation coming from local, state 
and federal governments and continued pressure from various activist 
groups, representatives of the specialty pesticide industry need to pull in 
their reins, polish their image and present the proper message about specialty 
pesticides. 

The right approach, however, is anybody's guess. Many firms have hired 
lobbyists to sway the federal government to their mindset. National associa-
tions have written sample bills to usurp unconscionable legislation proposed 
by Congress. And others have chosen to put blinders on hoping the pesticide 
frenzy won't affect them. 

In an ideal world, all green industry factions would synergize, generate 
one message and spread the good news about specialty pesticides. While 
good efforts have taken place to date, a consistent industry image will take 
this profession a step beyond. 

With this in mind, we decided to go straight to the source. We invited 14 
leading industry representatives to attend our third business roundtable — 
the first to debate the issues of specialty pesticides — in an effort to gain 
some insight, muster a few plans of attack and generate*some enthusiasm. 
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Building a 
consistent 
image is 
relatively 
easy 
compared 
to the task 
of deliver-
ing the 
message 
to the pub-
lic. Never-
theless, 
it's a task 
which 
must be 
taken 
seriously 
by the 
green in-
dustry. 
Illustra-
tion: Bob 
Novak. 
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W H O CAN AFFORD SPECIALTY PESTICIDES? 
MARKET SATURATION, higher research costs and quagmired 
registration laws are driving up specialty pesticide prices, leaving 
manufacturers and lawn maintenance operators wondering if they 
can afford to continue producing or using minor-use products. 

Manufacturer representatives at the pesticide roundtable agreed 
specialty products with limited markets, which includes a large 
segment of lawn care pesticides, are the first products dropped. The 
decision essentially comes down to cost/benefits analysis, explained 
Andy Seckinger, product manager for Rhone-Poulenc Ag Co., Re-
search Triangle, N.C. 

"You look at the dollar value generated vs. expenses. The specialty 
market doesn't compare to a $60 million soybean market. To make 
revenue in smaller usage patterns, you have to increase prices." New 
products face even higher financial hurdles than existing products, he 
added. 

"From our standpoint, you're going to see a lot of products in the 
next several years fall out because we can't afford to invest the 
dollars to keep them there," said Steve Chaney, turf and ornamen-
tal product manager for Miles' specialty products group, Kansas 
City, Mo. "You look at what it costs to register, what you are going 
to have to pay years from now for products you put in the market-
place today, and it's an extremely high risk." 

Congress is considering a Minor Crop Protection Assistance Act 
that would remove certain hurdles for re-registering minor-use pes-
ticides and provide incentives to keep them on the market, according 
to Ben Bolusky, director of government affairs for the American 

Association of Nurserymen. 
Scott Moffit, product manager, turf and ornamental department, 

Ciba, Greensboro, N.C., said increased communication from contrac-
tors on product acceptance would enable manufacturers to make 
better marketing decisions. "We look at new product screenings 
and when we're not going to have the budgets, we need market 
information from (contractors) to get things done for the end user." 

Manufacturers find keeping organic products on the market espec-
ially difficult. "The biological business is probably one of the least 
profitable for Sandoz, to the point where we're not sure long-term 
that we can survive in that business," said Ron Fister, director, turf 
and ornamental, Sandoz Agro North America, Des Plaines, 111. 
"We launched the Bts (Bacillus thuringiensis) in the turf markets. I 
can tell you it wasn't worth our effort to print the material." 

Fister maintained manufacturers will continue offering new 
chemistry for turf, however. "I think all of us probably have 
product chemistry that would eventually make it into turf because, 
in most cases, there are no food residue studies required, and we 
can enter the turf market first in some cases," he said. 

Contractors voiced concern over being able to afford higher 
prices for specialty products, such as those used in controlling 
weeds in ornamental beds. They, like manufacturers, predict 
having to pass added costs on to customers. "You offer those 
services, you get priced out of the market," said Ewald Altstadt, 
director of operations for Lawn Doctor, Matawan, N.J. — Cathy 
Hoehn 

Attendees included: Steve 
Chaney, turf and ornamental prod-
uct manager, specialty products 
group, Miles Inc., Kansas City, 
Mo.; Scott Moffitt, product man-
ager, turf and ornamental depart-
ment, Ciba, Greensboro, N.C.; 
Ron Fister, director, turf and orna-
mentals, Sandoz Agro North Am-
erica, Des Plaines, 111.; Sam Bar-
rick, product marketing manager, 
specialty products, DowElanco, 
Indianapolis, Ind.; Andy Seck-
inger, product manager, CHIPCO, 
Rhone-Poulenc, Research Trian-
gle Park, N.C.; Ewald Altstadt, 
director of operations, Lawn 
Doctor, Matawan, N.J.; Steve 
Derrick, technical manager, Or-
kin Lawn Care, Atlanta, Ga.; Erica 
Santella, regional technical man-
ager, TruGreen/ChemLawn, Lees-
burg, Fla.; Doug Halterman, ex-
ecutive vice president, Leisure 
Lawn, Dayton, Ohio; Chuck Mc-
Intire, technical director, All Green 
Corp., Dallas, Texas; Roger Al-
brecht, president, Nitro-Green, 
Fairfield, Calif.; Michael Coun-
selman, president, Stiles Land-
scape Service Co., Pompano 
Beach, Fla.; and Ken Wentland, 
production superintendent, Lied's 
Nursery Co., Sussex, Wis. 

Bob Yount, executive director 
of the Florida Turfgrass Associa-
tion, Orlando, was moderator. 

While our basic mission was a 
success, strategy implementation 
was a more difficult nut to crack, 
particularly in the face of Sen. 
Joseph Lieberman' s proposed na-
tional posting bill, plans by the 
U.S. Environmental Protection 
Agency to issue state guidelines 
on posting, notification and state 
registries and the elimination of 
certain specialty pesticides be-
cause of current re-registration 
proceedings. 

"I do believe that a lot of this 
new legislation, rather old legisla-
tion reborn, has caused a lot of 
LCOs to band together more," Al-
stadt said. "But I think some other 
ideas have also come out — the 
fact that there's a large, signifi-
cant customer base that we really 
haven't tapped to help us support 
the fight against legislation." 

The industry is—andhas been 
for several years — in a mode of 
defending the products it uses 
rather than mustering support from 
the consumer, the lawn mainte-
nance operator and the suppliers 
of specialty pesticides. 

"I think each group has to take 
at least its own individual re-
sponsibility and say 'This is how 
I'm going to support or defend 
my products,' " he added. 

Additionally, a second look 
should be taken to organize the 

efforts of major groups, who by 
their vested interest, can act in a 
synergistic, proactive manner. 

"Until we think about changing 
the general public perception, ev-
erything we talk about here today 
has little or no meaning," Chaney 
said. "Until they (consumer) per-
ceive (our business) as a value, 
they see no need for us." 

"And what benefits they do see 
are outweighed by the risk they see 
inherent to that," Mclntire added. 

POSTING. "Legislation is not a 
threat to us if it's fair, common-
sense legislation," Mclntire said. 
"What the industry needs to look 
at right now is that we get fair 
legislation for everybody. Not just 
for the lawn care operator, but 
also for the homeowner so that 
everybody is treated the same. I 
think that's where the industry has 
to unite, be strong and make sure 
that all legislation is clear and 
common sense." 

Statistically, homeowners may 
be responsible for a larger share of 
pesticide applications, but the is-
sue of homeowner posting has 
been an ongoing source of contro-
versy among manufacturers, as-
sociations and even end-users. 

Among national associations, 
the Responsible Industry for a 
Sound Environment is opposed to 

legislation requiring homeowners 
to post, while the Professional 
Lawn Care Association of Amer-
ica favors it. 

"We at Sandoz have always 
been in favor of homeowner post-
ing," Fister said. "We think it's a 
chemical issue, not an applicator's 
issue, and we believe if you're 
certifying your pesticide, why not 
put the label on the bag making it 
a homeowner requirement to post 
as well. 

"I don't know why everybody 
is dragging their feet on that issue. 
We've surveyed some large re-
tailers and the general feeling is 
that it's not a negative to put a sign 
in their store causing homeowner 
posting to occur." 

Wentland and a group of pro-
fessionals in Wisconsin tried, un-
successfully, to get homeowners 
included in a state bill. But be-
cause they worked diligently and 
cooperatively, their efforts were 
rewarded with legislation virtu-
ally written by lawn care industry 
professionals. 

"We tried very hard to get 
homeowners included, but they 
would not write it in because they 
said they couldn't enforce it," 
Wentland said. "They did, how-
ever, direct garden centers and 
others selling pesticides to pro-

(continued on page 22) 
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Use the Turf Care Pros for any 
number of growing problems. 

138 to be exact. 

And round out your program using Frigate® 
with Roundup* to control perennial and 
annual weeds. Together with Daconil 2787, 
they all create a comple te profess ional 
management program. 

W h e n it comes to turf and ornamental 
care, coun t on the Turf Care Pros. And 

I count out labeled diseases and weeds 
| | | — 138 to be exact. 
™ — ISK Biotech Cor-

p o r a t i o n , Turf & 
Specialty Products 
Division, 5966 Heisley 
Road, P.O. Box 8000, 

Always follow label directions carefully when using turf chemicals. Mentor, O H 44061-8000. 
•Roundup is a registered trademark of Monsanto Company. ® Registered trademark of ISK Biotech Corporation. 

Professionals count on the Turf Care Pros. 
To treat diseases, Daconil 2787® fungicide is 
the cornerstone of your management program. 
The broadest-spectrum fungicide on the 
market, it controls 18 disease-causing organ-
isms on turf and 55 major ornamental diseases. 
And there's never been a documented case 
of disease resistance to Daconil 2787. 

For pre- and post-emergent 
herbicide control of 
a n n u a l grasses and 
broadleaf weeds, it 's 
Dacthal® and Daconate® 
6. On pesky broadleaf 
weeds, use 2 Plus 2. 
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vide free posting signs to anybody 
buying the products, with a strong 
recommendation that they post." 

While some don't see the advan-
tages of requiring homeowners to 
post, particularly since it's nearly 
impossible to enforce, Fister said 
he believes it could take away 
some of the negativism directed 
toward professional operators. 

"It will create somewhat of an 
even playing field, neutralize the 
impact of 'You're the bad guy 
and I'm the good guy,' " he said. 
"One thing for sure is that we'll 
never take the pesticides out the 
hands of the homeowner, but 
comparable legislation gets us 
off the hot seat, so to speak. 

"I think what happens is we 
preach to ourselves so long that 
we think we're the bad guys," Fis-
ter said. "We're not the bad guys, 
just the message has not been dis-
played properly to the consumer." 

Orkin is among a number of 
firms that maintains a posting 
policy whether or not it 's re-
quired by state law. Derrick said 
the firm sees it more as a benefit 
to its customers, letting them 
know an application was made 
to their property. And like other 
firms operating in multiple loca-
tions or on large commercial 
projects, Orkin wants to see some 
standardization of sign sizes and 
quantities required to be posted. 

"(The lack of uniformity) is 
indicative of a lot of legislation 
that 's written. It 's written by 
people who really don't under-
stand what the situation is, but 
they want to get some legislation 
in there," Derrick said. 

The bottom line is that lawmak-
ers have to be educated as much or 
more than lawn care customers. 
They need to be told about the 
difficulties haphazard legislation 
creates. If posting requirements 
cannot be eliminated or modified, 
with the proper urging, a national 
standard could be implemented. 

"One of my concerns is that 
federal legislation sets a mini-
mum standard for the state to fol-
low and the states can pass legis-
lation more restrictive than what 
the federal government estab-
lishes," Halterman said. "We have 
to make sure what we get passed is 
what we can actually live with, 
knowing that a lot of states are 
going to come up with something 

more restrictive than what the fed-
eral government is going to put 
through." 

PERCEPTION. Another wide-
spread concern centers around the 
exclusion of pest control operators 
from proposed national legisla-
tion. Essentially, if pest control 
operators are using a number of 
the same products as the lawn main-
tenance industry, they shouldn't 
receive any different treatment. 
"The perception is that lawn care 
has no value to the general public, 
whereas pest control does from a 
hygiene point of view," Chaney 
said. "Until we change the per-
ception in this country — at the 
general population level — that 
there are definitely economic ad-
vantages in maintaining turf and 
ornamentals, we probably will 
not see a lot of support." 

Much of the perception 
problem can be traced back to 
the start of the lawn care in-
dustry when 1,200-galIon tank-
ers were a common sight on 
neighborhood streets. 

"We wanted to be seen and 
we did a darn good job of 
that," Derrick said, "but we 
not only alerted them, we 
scared the heck out of them. 
The perception was that there's 
hundreds of gallons of raw 
chemical in there." 

The reality that the tank is not 
100 percent pesticide is often 
taken for granted by lawn and 
landscape personnel, when in fact 
explaining to customers that it's 
not could tremendously benefit 
the industry. Barrick said his wife, 
who is a teacher, was a critic of the 
pesticide industry, particularly be-
cause she didn't understand what 
lawn maintenance personnel were 
carrying in their trucks. 

While the huge tanks are no 
longer commonplace, technicians 
and/or field level personnel are 
not as attuned to the concerns of 
the customer as necessary. 

"One of my personal observa-
tions is that most technicians are 
very uncomfortable (when ad-
dressed by a customer) because 
they have been approached by 
activists in the past, and their im-
mediate reaction is extremely de-
fensive," Seckinger said. "If that 
guy's a professional he should 
have a set of facts to sit down and 
discuss with the customer. And 
that's not just to pick on the appli-
cators because I believe we as 

chemical manufacturers are guilty 
of the same thing. 

"We have all been so sensi-
tized to it when somebody outside 
of our group starts asking us ques-
tions. Immediately the shields 
come up and we try to find out 
'Who are you with? Who do you 
belong to?' " 

Public relations or community 
efforts can help put a positive spin 
on lawn care. For instance, Santella 
said a TruGreen/ChemLawn branch 
in Florida participated in an Earth 
Day event in which they set up a 
booth, gave away annuals and 
answered questions. 

"We didn't convert some of 
those people, but we had other 
people come by that were im-
pressed we were there," she said. 
"It doesn't have to be a major 

" I think each group 
has to t a k e individual 
responsibility and say 

'This is how I ' m 
going to support 

or defend my 
products/ " 

project, but you need to make sure 
everyone in your organization 
understands the benefits (of lawn 
care) and feels comfortable talk-
ing with the public about our 
products and services." 

It's a challenge hiring people 
who can be conversant with the 
customer and maintain a "cus-
tomer comes first" attitude. 

"You have to hire people with 
the mentality that they can re-
member that the customer is par-
ticular about his roses by the back 
fence and so on," Albrecht said, 
as well as remembering who 
doesn't want to see a different 
technician each time. 

TRAINING. Perhaps at the core of 
creating a positive impression is 
the proper training of not only 
field, but all personnel. Employ-
ees are not only integral to the suc-
cess of all business efforts, they 
represent the largest chunk of a 
firm's overhead. Subsequently, 
many firms hire people who will 
work for minimum wage when in 
reality, business owners should 

consider paying a good wage, 
training them properly and im-
proving the quality of people who 
are working in the industry. 

Halterman said one of the prob-
lems inherent to the industry is the 
"summer job" mentality. If a spe-
cific career path or predetermined 
program can be shared with new 
employees, lackluster perfor-
mance and ultimate turnover can 
be reduced. 

"We run mostly two men per 
truck and I'd say our turnover is 
about 30 percent," he said. "Our 
main goal is to permanently keep 
at least one of those people on that 
truck, and we've done a good job 
of that. Unfortunately, it gets ex-
pensive." 

"It's expensive, but it's our re-
sponsibility," Altstadt said. "It's 

got to be a constant job. It's not 
just training a new employee. 
It's aconstant educational pro-
cess for applicators." 

Alstadt added that a large 
part of this responsibility 
should fall on the shoulders of 
the field technicians them-
selves. "It's not some kind of 
responsibility that can be del-
egated to somebody else. As a 
group, maybe we can refine 
some of our tools that they can 
use, but it is the individual 
responsibility of the LCO." 

Orkin reduced turnover by 
24 percent at the technician level 
in 1992 by implementing a one-
week training session. Employ-
ees were required to stay at a hotel 
throughout the training, attending 
classes by day and completing 
homework at night. 

In some cases, manufacturers 
and end-users work together on 
the training issue by bringing tech-
nical representatives into a firm 
for seminars, or sending repre-
sentatives on the road with lawn 
and landscape crews. 

Synergism was evident among 
those attending ZZA/'s business 
roundtable, as was a sincere inter-
est to relay the appropriate mes-
sage to the industry at large. We'll 
continue to bring you more of 
their comments in future issues 
of LLM. Watch for articles on the 
subjects of integrated pest man-
agement, organics and biologicals, 
2,4-D, licensing and more to ap-
pear. • 

The author is Editor/Co-Publisher 
of Lawn & Landscape Mainte-
nance magazine. 
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We're committed to you 
from the ground up. 

United 
Horticultural Supply« 

The name and the organization 
are new — United Horticultural Supply — 
designed specifically to serve golf 
course superintendents, landscape and 
lawn care professionals in addition to 
the nursery and greenhouse industry. 

United Horticultural Supply provides 
a broadbased line of premium quality, 
environmentally sound products. 

Our professional turf product line 
includes fertilizers, chemicals and 
seed. Many of these items will be mar-
keted by United Horticultural Supply 
under the TURFGO™ brand name. 

GROWER'S CHOICE ™ will be the 
brand label for many of our nursery, 
greenhouse and non-turf specialty 
market products. 

Each geographic division of United 
Horticultural Supply is backed by the 
United Agri Products company and is 

part of a strategically designed system 
of warehouses, inventory and transpor-
tation networks. 

These divisions are designed to 
provide you with unparalleled service 
by being tailored to meet local needs 
while at the same time uniting 
together on national concerns. 

If United Horticultural Supply is the 
type of company you are interested in 
doing business with, call (503) 390-9473 
for information on the representatives 
in your area. 

U n i t e d 
H c r t k a i l t u r a l S u p p l y 

Work ing To Enhance Our Wor ld 
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S E E D R & D 

Competitive 
Research 

Breaks 
New 

Ground 
C O N S I D E R I N G 
it takes the same 
amount of time to 
research, develop 
and market a new 
turf seed variety as 
it does to pay off a 
"small" mortgage 
on a condo or 
house, earthshatter-
ing discoveries re-
main a rarity in the 
seed breeding do-
main. 

Like any indus-
try in which simi-
lar products vie for 
dwindling consum-
er dollars, breeders 
attempt to insulate 
trade secrets from 
preying competi-
tors. But once turf 
varieties hit the mar-
ket, the technology 
and research behind 
them essentially become a free-
for-all, according to breeders. 

"You release a new variety 
that's unique and special, any 
one of your competitors can go 

Seed breeders 
continue to pump 
out new turf grass 

varieties'but 
experts say 
conceptual 

piracy saturated 
markets and 

forced price cuts 
threaten to incite 

an industry 
shakeout. 

By Cathy Hoehn 

and copy it," said 
Mike Robinson, 
president of Seed 
Research of Or-
egon, Corvalis. "It's 
discouraging in a 
way. It discourages 
companies f rom 
putting money into 
special breeding 
programs." 

Federal laws im-
plemented to pre-
vent plagiarism have 
failed in their mis-
sion, according to 
breeders. 

The Plant Variety 
Protection Act gives 
seed companies full 
control overproduc-
tion of a new variety 
for 17 years, and pro-
hibits competitors 
f rom selling the 
same variety or us-

ing the variety's name on its own 
product. A company must apply 
for protection within one year of 
commercial release of a seed prod-
uct, said Virgil Meier, seed re-

search manager for O.M. Scott & 
Sons, Marysville, Ohio. 

A common practice, however, 
is for other companies to usurp 
the original developer's research 
and technology to breed and mar-
ket a slightly altered variety. The 
second brand usually hits the 
market one to two years after the 
original, and the developer can 
afford to peddle it at a much lower 
price, since little was spent on 
research. 

This "midnight breeding" is an 
area of concern for all the major 
seed companies, said Doug Brede, 
director of research for Jacklin 
Seed Co., Post Falls, Idaho. 
"Small, one-man operations are 
coming in and taking a good vari-
ety and copying it. It's taking place 
in almost all species, except blue-
grass which takes too long to 
grow," Brede said. 

The conceptual piracy also con-
tributes to another industry di-
lemma: market saturation. Steve 
Tubbs, general manager of Turf 
Merchants, Tangent Loop, Ore., 
believes too "many companies 
Fighting for commercial recogni-

tion results in a "confused, satu-
rated market." The fierce compe-
tition will force small companies 
to consolidate or go out of busi-
ness, he said. 

"It's been a battle trying to put 
an end to varietal proliferation. 
You have 30 identical products on 
the market, and the only differ-
ence between them is price. The 
only way to get an edge is to lower 
your price," he said. 

Tubbs also contends the influx 
of European products on the 
United States market only cre-
ates more confusion, but Craig 
Edminster, research director for 
International Seeds Inc., Tan-
gent, Ore., said foreign compa-
nies bring research to the table, 
which "I see as very good. You 
just have to be selective in what 
you bring on-line from foreign 
markets." 

Amid the gloomy market re-
ports, some breeders see a legisla-
tive light of hope. Industry groups 
are pushing for regulations to force 
companies blatantly copying oth-
ers' products to pay royalties to 
the original developer. An inter-
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Hybridization of turfgrass varieties is taking place within pollen bags 
in the greenhouse. Just one of a multitude of research projects taking 
place today in the seed industry. Photo: Jacklin Seed Co. 

national group called UPOV is 
working on developing interna-
tional standards to ease unfair 
competition in seed development. 

"Regulations in place in Eu-
rope will make their way here. I 
see our system evolving into one 
similar to Europe's — more strin-
gent, improved performance," 
Tubbs said. "It won't happen in 
the next year, but it will happen." 

NEW RESEARCH: Despite com 
plaints about market saturation 
and time-consuming research, 
seed companies continue to im-
prove varieties each year. With 
the onslaught of upgrades, prod-
ucts well-known 12 years ago 
are yesterday's bargain. 

"I divide turf into three gen-
erations," said Mike Cline, vice 
president of Green Seed, Nash-
ville, Tenn. "Those varieties from 
1980 are generation 1, from 1985 
generation 2 and, from 1990 and 
after, generation 3. Generation 1 
is nearly completely historic. 
Generation 2s are going by the 
way side. Generation 3s are the 
new thing. Popular seed names 

people were familiar with 10 
years ago are out of the picture." 

Disease resistance appears at 
the forefront of seed research for 
new varieties. Environmental and 
cost concerns govern what other 
factors receive wide attention. 

"From the practical standpoint, 
diseases tend to do more damage 
on turf than a lot of other things, so 
we look at disease resistance," 
Meier said. "If you're in Kentucky 
bluegrass, leaf spot is critical. With 
perennial ryegrass, there's not a 
lot of resistance to red thread. 
Getting into tall fescue and maybe 
southern St. Augustine, brown 
patch is an important disease. If 
you can obtain disease resistance, 
you probably have half the battle 
won as far as coming up with the 
next variety. 

"And then the consumer — a 
professional or a home owner — 
looks at the economics. Most 
people will pay for a less expen-
sive variety, so seed yield is very 
critical." 

Other varietal characteristics 
influenced by environmental con-
siderations, such as low mainte-

nance and low growing, are also 
stealing the spotlight. Matt Herb, 
sales manager for Barenbrug 
USA, Tangent, Ore., named tall 
fescue. Fine fescue, ryegrass and 
Kentucky bluegrass as species 
with the most improved varieties 
in those two critical areas. 

"With all the concerns over 
water shortages we're looking at 
things requiring minimal amounts 
of irrigation," said Mike Mc-
Carthy, director of research for 
E.F. Burlingham & Sons, and co-
owner of McCarthy-Burlingham 
Research, Forest Grove, Ore. "I 
think you can grow some of the 
tall fescues under climactic con-
ditions with no water. They will 
just go dormant... Minimal main-
tenance, fertility and irrigation 
give you the kind of turf that 
hopefully fits the needs of envi-
ronmentally conscious buyers." 

Green Seed plans to launch Azo-
Green, a new bacterium Azo 
Spirillum, in test markets this fall. 
The bacterium allows plants to 
colonize their own root systems to 
use atmospheric nitrogen, accord-
ing to Cline. "It's like a natural 
fertilizer. It has great potential. 
It's environmentally sound and 
provides significant improvement 
in growth in the seeding stage." 

Several researchers contend 
strong interest remains in low 
growth, but that dwarf research 
has seen its heyday. "We've passed 
the dwarf concept — that was the 

concept of the '80s," Brede said. 
"High density is the grass of the 
'90s. It's the difference between 
shag and plush carpeting. The 
higher-density plants are more at-
tractive. They cover every square 
millimeter and are more uniform." 

Cline agreed dwarf varieties fall 
short of expectations. "The real 
fear is that the root systems become 
too dwarfed and are not able to 
withstand drought conditions, par-
ticularly in the Southeast on non-
irrigated turf," he said. 

Barenbrug plans to market a 
dwarf variety tall fescue called 
Lexus in 1994. "It's a new genera-
tion of dwarfs. Dwarfs in the past 
had problems with disease resis-
tance and drought," Herb said. 

In cool-season grasses, Turf-
Seed Inc., Hubbard, Ore., plans to 
focus on salt tolerance — for ar-
eas that either use reclaimed water 
or have heavy levels of salt in the 
soil — and pesticide resistance. 
"We look to have plants where 
you can spray a cross section with 
herbicides and they will still live. 
That's an exciting area," said seed 
breeder Crystal Flicker. 

O.M. Scott's Meier agrees her-
bicide resistance may have appli-
cation in turf, but cautions that it 
can be risky on mixed turf. "If you 
only have one variety that is herbi-
cide tolerant, you have to be sure it 
makes up the majority of turf. Be-
cause if you spray with a herbi-
cide and kill all herbicide-suscep-

- ... . — wm - ^ • - , - v . — 
A breeder block for selected plants to be balled and transplanted to 
cross-pollinate for fine and tall fescues and ryegrasses. The wheat 
border protects the plot's purity. Photo: E.F. Burlingham & Sons. 
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D O E S C E R T I F I E D S E E D G U A R A N T E E Q U A L I T Y ? 
tible plants, you may not have 
any turf left." 

According to Herb, seed R&D 
efforts in the next 10 years will 
focus on development of regional 
varieties: low/no maintenance turf 
and ground covers; niche grasses 
to fill specific needs and/or condi-
tions as the consumer becomes 
more environmentally aware; and 
native and specialty grasses which 
will play a larger role in turf and 
landscape schemes. 

INDIVIDUAL PLANT TYPES. In 
the area of tall fescues, Gerry 
Pepin, executive vice president 
and general manager of Pickseed 
West, Tangent, Ore., believes the 
last five years have brought new 
tall fescue varieties that are "much 
darker, shorter, denser, more at-
tractive. And they continue to 
improve," he said. 

In the bluegrass arena, there's 
little room left for improvement 
"until gene splicing and available 
biotechnology improves," Pepin 
said. "Varieties we have now will 
be around a long time unless new 
technology comes along." 

The main area of focus for 
Jacklin Seed is perennial ryegrass. 
"We've seen a very big leap in 
dark green color compared to the 
past," Brede said. "Not just a subtle 
shade. Darker than the darkest of 
Kentucky bluegrass varieties, 
which translates into less need for 
nitrogen fertilization." 

A few companies are vying to 
be first in marketing a seeded 
bermudagrass, an improvement 
over types that are propagated 
from root stolons, according to 
Brooks Pennington of Pen-
nington Seed, Lebanon, Ore. 
"You'll see more and more of 
this as time goes on. It's so ex-
pensive to sod an area when you 
can plant the seed," he said. 

Jacklin Seed already has sam-
ples of Jackpot, its new seeded 
bermudagrass, available. The 
turfgrass is mainly for use on golf 
courses, however. 

Companies are also racing to 
improve common type zoysia-
grass. "Probably six companies 
will hit the market with 
zoysiagrass at the same time. It's 
not a question of mechanical han-
dling as much as a challenge of 
breeding," Brede said. 

Turf-Seed is collecting new 
types of fine fescue "from old 
parks and cemeteries where we 
can find surviving plants virtu-

A RECENT SURGE in litigation against companies accused of selling falsely labeled seed products has 
caused landscape contractors to question whether or not certified seed guarantees quality. The answer is 
no, according to experts. 

"Certification doesn't guarantee high quality seed. I call it a birth certificate. It's a guarantee of 
parentage," said Art Wick, vice president of research and development for LESCO, Rocky River, Ohio. 

A state, university or other third-party certifying agency verifies the genetic origin of a plant variety, 
and tests for a minimum standard of purity and germination. Those standards vary state to state. Seeds 
containing a trace of noxious weeds considered certifiable in one state, for example, may be unacceptable 
in another. 

Industry observers voice doubts about the adequacy of current certification standards, or whether cer-
tification programs are properly enforced. "I'm not sure the whole thing is policed appropriately," Wick 
said. "Although if somebody wants to be a crook, they'll always figure out a way to be a crook." 

Malcolm Sarna, chief of turf and seed division, Maryland Department of Agriculture, agreed some state 
certification programs are not adequately enforced. 

"I personally feel when you get to the supervised mixing of different lots, the only way to do it is to 
have an inspector physically there. You can't do it on a paper trail," he said. "I'm not suggesting everyone 
is a seed crook. The majority of companies out there are reputable. But there are companies that will do 
what they need to do to make a sale." 

Seed breeders claim most certified seed is high quality, with only a few instances of abuse. They advise 
landscape contractors to go through a reputable supplier and seed company to ensure they're getting what 
they ask for. 

Trust only goes so far, however. "Seeds are being misrepresented sometimes. You want brand X and 
what you're really getting is brand Y. That's come up in the last few years," said Mike Cline, vice 
president of Green Seed, Nashville, Tenn. 

A few companies, such as O.M. Scott & Sons, Marysville, Ohio, offer mostly uncertified seed. "We buy 
straight from the farmers and market our own seeds, eliminating going through a wholesaler, so we reduce 
the need for certification," said Virgil Meier, Scott's seed research manager. 

Some researchers contend that species and variety of turfgrass often dictate whether certification is 
pertinent. A pure strain of creeping bentgrass, for example, will most likely be certified because of market 
demands. Perennial ryegrass, an easy seller, often remains uncertified. 

Sarna said contractors can protect themselves from buying bad seed by purchasing only certified seeds 
(although he concedes uncertified can be just as high quality) and, if dealing with a commercial supplier, 
by asking for the test report on the seed lot in question. 

ally untouched by fertilizers and 
pesticides," Flicker said. "I think 
we'll have some interesting things 
in the future." 

International Seeds, Tangent, 
Ore., is studying low mainte-
nance characteristics of fine fes-

Federal laws imple-
mented to prevent 

plagiarism have 
failed in their mis-
sion, according to 

breeders. 

cues. "There's a litany of differ-
ent problems. We need to edu-
cate the end user on the attributes 
of each species," said Craig 
Edminster, director of research, 

INDUSTRY TRENDS. The future 
of turf seed will largely be molded 
by the development of biotech-
nology, according to Meier. New 

innovations in that technology 
could open doors to major vari-
ety improvements. "At this point, 
I don't know anyone that has 
actually improved a turfgrass 
variety by the new biotechnol-
ogy techniques. Those techniques 
are so new, only those compa-
nies in markets with huge poten-
tial for gain — corn, soybeans, 
wheat — can afford the risk of 
switching genes from one spe-
cies to another," Meier said. 

"In most cases, you're right on 
the borderline of feasibility for 
turfgrass species that have a rela-
tively small market. If you knew 
you had a gene that worked, put-
ting it in would be OK. Finding 
the gene is so expensive, we can't 
do it at this point." 

Such technology won't develop 
overnight. "Somebody will do 
something with the new biotech-
nology in turfgrasses probably in 
the next five or six years. If every-
thing is successful, it takes an-
other two or three years to pro-
duce commercial seed from it. We 
will see a new variety out in an-

other 10 years," Meier said. 
Meier pointed to intercrossing 

perennial ryegrass and tall fescue 
as an example of where biotech-
nology may come into play. 
"Fairly closely related turf spe-
cies can intercross to some ex-
tent. But if you could have deeper-
rooting perennial ryegrass, that 
would make ryegrass more 
drought tolerant. Or if you con-
ferred the finer texture of peren-
nial ryegrass to tall fescue, you 
would have a much better grass," 
he said. 

Though equipment will remain 
costly, biotechnology could cut re-
search time significantly. But, Me-
ier cautions, "let's say you put in-
sect tolerance in plants. You have 
to make sure all other characteris-
tics are there as well. Just because 
you put in one great characteristic 
doesn't mean you can forget all 
the others you've been working 
on for the last 20 years." • 

The author is Associate Editor of 
Lawn & Landscape Maintenance 
magazine. 
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Your keys to locking 
and other tarf 

W h e n w h i t e g r u b s g e t i n t o tu r f , t h e y c a n c a u s e e x t e n s i v e a n d 
cos t ly d a m a g e . T h a t ' s w h y y o u n e e d t o c o n t r o l t h e m 
fa s t — w i t h TURCAM® o r PROXOL® I n s e c t i c i d e s . 
T U R C A M p r o v i d e s o u t s t a n d i n g c o n t r o l o f a b r o a d 
r a n g e o f s u b s u r f a c e i n s e c t s in tu r f , i n c l u d i n g w h i t e 
g r u b s , a n d it a l s o p r o t e c t s o r n a m e n t a l t r e e s , 
s h r u b s , flowers a n d g r o u n d c o v e r s f r o m m a n y 
s u r f a c e i n s e c t s . A v a i l a b l e a s a w e t t a b l e p o w d e r 
a n d a s a g r a n u l a r , T U R C A M o f f e r s y o u versa t i l i ty 
fo r m o r e e f f e c t i v e p e s t c o n t r o l . U n l e s s p e s t 
p o p u l a t i o n s a r e e x t r e m e l y h i g h , a p r o p e r l y 
t i m e d s i n g l e a p p l i c a t i o n is all y o u n e e d 
fo r s e a s o n - l o n g p r o t e c t i o n . 
PROXOL 8 0 S P is a n e x t r e m e l y d e p e n d -
a b l e s o l u b l e p o w d e r t h a t c o n t r o l s s ix 
des t ruc t ive s p e c i e s of w h i t e g r u b s a n d 
s e v e r a l s u r f a c e p e s t s . P R O X O L is a l s o 
c o m p a t i b l e w i t h m o s t c o m m o n l y 
u s e d i n s e c t i c i d e s . 

t White Grabs 
insects 

F o r m o r e i n f o r m a t i o n o n 
h o w t o lock o u t w h i t e g r u b s 
a n d o t h e r t u r f i n s e c t s w i t h 
TURCAM o r P R O X O L , 
p l e a s e fill in t h e c o u p o n 
b e l o w a n d r e t u r n it to : 

N O R - A M C h e m i c a l 
C o m p a n y , 6 M o u n t V e r n o n 

S t r e e t , S u i t e 2 4 9 , 
W i n c h e s t e r , M A 

0 1 8 9 0 

Yes ! I w a n t t o l o c k o u t W h i t e G r u b s a n d o t h e r tu r f i n s e c t s in m y • t u r f • o r n a m e n t a l s . 

NAME 

TITLE _GOLF COURSE 

ADDRESS 

CITY 

STATE ZIP 

Specialty Products Division 
A Schering Berlin Company 

3 5 0 9 Si lverside Road . P O. Box 7 4 9 5 , Wi lmington. D E 19803 

IMPORTANT: Please remember always to read and follow carefully all label directions when applying any chemical. 
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U N H E A L T H Y T U R F 

Dealing With 

Stressed Turf 
The causes and appearances of stress vary 
widely; but the most common turf stress often 
results from improper plant growth. 

By Bob Gitlin 
TURF STRESS takes on different 
forms depending on the environ-
mental and cultural influences of 
varying geographical locations. 
Universally, core aeration, revised 
watering practices and targeted 
fertilization strategies lead the list 
of methods to Fight back. 

When turf stress has choked off 
life, overseeding becomes neces-
sary. But the astute professional, 
by careful planning and proper 
lawn care — and by proper cus-
tomer education to create the 
proper follow-through — is prob-
ably able to significantly reduce 

this dire eventuality. 
The thatch layer is the first thing 

Tecza Brothers professionals are 
trained to look for when diagnos-
ing stress. 

"Probably the most common 
stress that we come up against is 
stress due to improper growth of 

Snow mold, more prevalent in Northen climates, is a common turf disease. Photo: Bruce Branham. 

the grass plant itself," said Ed 
Reier, sales manager for the Elgin, 
111., company. "That can be caused 
by many things including im-
proper soil availability for the 
plant. We see this a lot in new 
construction, where an inadequate 
amount of topsoil was put down 
and a grass plant is trying to grow, 
believe it or not, sometimes within 
an inch of topsoil, with hard, com-
pacted clay below." 

Even if you keep it alive by 
artificially fertilizing it, you have 
nothing but top growth. He de-
fines an alarmingly heavy thatch 
layer as one that's more than 
three-quarters of an inch thick. 

"This is very detrimental to the 
plant. It's almost like a snowball 
effect. As soon as that thatch layer 
begins to get too heavy, we come 
across all kinds of diseases like 
brown patch, summer patch and 
fusarium blight and insects like 
grubs, sod webworms and others 
that thrive in or just above the 
thatch layer." 

AIRING IT OUT. Steps can be 
taken to break down the subsoil. 
Core aeration is highly recom-
mended, he said. If the cause of 
the problem is an extremely com-
pacted subsoil, an entire lawn is 
sometimes ripped up and another 
4 to 6 inches of topsoil is applied. 

"It's going to be a long process 
of core aeration once or possibly 
twice a year, and changing over 
possibly to an organic fertilizer," 
Reier said. 

The organic fertilizer will be-
gin to add nutrients to the soil and 
break down compacted subsoil. 
Proper fertilization does not mean 
bombarding the lawn with nitro-
gen. That can be a shoddy practice 
for quick green-up and getting out 
with a customer 's short-term 
thanks. But long-term, the lawn 
will struggle for survival as the 
root system can't keep up. 

Watering is also crucial here. 
(continued on page 30) 
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Introducing Our Latest 
Pesticide Development.. 

Crusader. 
Actually, Crusader isn't even a pesticide at all! 
Crusader is a mixture of three wendophyte 

enhanced" turfgrass var ie t ies—SR 3000 hard fescue, 
SR 4200 perennial ryegrass, and SR 5000 Chewings 
fescue. In addit ion to rapid establ ishment and out-
s tanding turf quality, these varieties offer natural 
resistance to insects and diseases. This means that 
now you can significandy reduce your use of 
chemicals and still maintain top quality turf. 

W h e n you plant Crusader, 
you'll appreciate many other 
oenefits provided by the pres-
ence of the endophyte enhanc-

SEED V RESEARCH 
OF OREGON, INC. 

ing fungi, such as: increased vigor, reduced weed 
invasion, rapid recovery f rom injury, improved per-
sistence, greater density, and increased heat a n a 
drought tolerance dur ing periods of stress. 

Crusader is the leading, environmental ly safe turf 
p roduct that takes the time, cost, and worry ou t of 
controll ing turf insects and diseases. And best of all, its 
available now. 

To find ou t how you can start us ing Crusader, and 
reduce your chemical use, 
contact your local Seed Research 
distr ibutor or call us at 
1-800-253-5766. 

PO Box 1416 • Corvallis, OR 97339 
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Turf Stress 
(continued from page 28) 

Tecza Brothers personnel often 
recommend, in situations like this, 
that customers water less fre-
quently but longer, to let the mois-
ture down deep into the roots. A 
schedule of frequent but short 
waterings merely nurtures top 
growth at the expense of subsoil, 
he said. 

And core aeration is a must. In 
conjunction with the revised irri-
gation schedule, the top 2 to 4 
inches is aerated by pulling plugs. 
The moisture then soaks down 
into those cavities and is available 
for the roots. 

"Core aeration has proved to be 
a good way to reduce stress in 
turfgrass," said Mark Cozine, act-
ing project manager for Cushman 
Inc., Lincoln, Neb. (Cushman is a 
division of Ransomes America 
Corp.) "Aeration reduces com-
paction, opening up the roots to 
air, moisture and fertilizer." 

The technique was developed 
by the golf course industry before 
it became common in the home 
lawn area. 

COMMON PROGNOSES. If we 
see that there's a good enough 
layer of growing medium, then 
we can always bring it back with 
overseeding or slit-seeding, which 
we do a lot. And core aeration is 
crucial, as is getting them (cus-
tomers) on a proper fertilization 
and watering schedule. 

"The only time we have to take 
the step of major renovation is 
when we've worked with it for a 
season. W e ' v e pulled cores, 
we've taken soil samples and it's 
a lost cause because there is not 
the growing medium to work 
with. We can't grow turf in clay." 

Another common form of win-
ter stress takes the form of pink 
mold, or snow mold — a result 
actually more of stop-and-start 
thawing than of snow itself (see 
sidebar for scientific explanation). 

"We rake those (patches) by 
hand or with a machine, power 
rake them," said Rich Gaffney, 
owner of Gaffney Landscaping, 
South Euclid, Ohio. "Those spots 
clean up as soon as they're broken 
up. Because as soon as air gets to 
them they die; it's a moisture thing, 
a mild fungus. A lot of them will 
come back on their own with the 
weather. Rain will clean them up." 

Aerating, Milorganite and lime 

are also used to fight this prob-
lem, he added. 

Out West, drought leads the list 
of turf stressors, said Russ 
Harbaugh, director of landscape 

services for Perma-Green, which 
fertilizes and, increasingly, mows 
out of seven Western locations, 
including Reno, Spokane and its 
Boise headquarters. 

Cultural management of turf, the 
thatch layer and its soil creates 
a healthy turf less susceptible 
to stress. Photo: Ryan. 

Aeration, fertilization and wa-
tering is the firm's three-pronged 
attack strategy. Harbaugh has an 
intriguing, and heartening, lesson 
to relate to anyone operating in 
drought-prone areas. 

Last season, on the heels of a 
devastating drought in Reno, cus-
tomers were educated on a new 
watering practice — which hap-
pens to be the exact opposite of 
what saves the day for Reier's 
people in Elgin, 111. Rather than 
have customers use excessive 
amounts of water occasionally, 
Perma-Green had customers 
water frequently but in small 
quantities. Otherwise, Harbaugh 
said, the baked ground was run-
ning the water off anyhow. 

The revised watering practice 
— supported by handbills circu-
lated to customers, and forced by 
limits placed by public officials 
— actually created many lawns 
that had never looked better, the 
Reno manager told Harbaugh. The 
demonstration of hands-on con-
cern also kept Perma-Green from 
losing customers through what 

A TYPICAL SCENARIO 
"STRESS REFERS to an environmental condition of some kind, which could be heat, drought or cold," 
said Dr. Bruce Branham, professor of crop and soil science at Michigan State University, East Lansing. 
"But it's also anything that may adversely affect the growth of turf, so it could be chemicals, herbicides or 
chlorine." 

So stress can come from overzealous or ignorant practices of man as well as acts of nature. 
Winter injury symptoms associated with Northern climates can involve desiccation (drying) on open 

sites, he said. And then there are the typical freezing injuries. A lot of "winter kill" took place last 
winter, particularly on golf courses, he said. 

"Snow is actually good, it provides a cover and some insulation," Branham said. "But in, say, March, 
the temperatures started to rise and the plants began to lose their winter hardiness. They got ready for 
growing. When you get a couple of warm days with ice melting, water, particularly on poorly drained 
soils, will collect around the plant, which absorbs some water." 

Then if you have a series of freeze-thaw cycles, those plants will take up a high volume of water they 
won't be able to get rid of. Water inside plant cells freezes and bursts, resulting in cell death. 

"If you kill enough cells you'll start to see some significant damage to the plant which can often result 
in loss of individual plants. That's the typical 'freezing injury' that occurs," Branham said. 

The "pink mat" that accompanies this mold-inducing injury need not be caused by snow. Any cover of 
standing water or ice can cause the stress. 

What to do? 
"First you have to determine if the turf is simply stressed and maybe not coming out of dormancy 

quickly, or if it's dead. That's fairly easy, but sometimes looks can be deceiving. In other words, you 
may have had some damage to all the top growth but the crown of the plant may still be fine. So it will 
come back, in which case you probably want to give it just a little shot of soluble nitrogen to help get 
some growth going. But you wouldn't want to overseed. 

"Now if you determined that the plants are actually dead, then you would want to go ahead and overseed 
as quickly as possible. One way, if you're not sure, to determine whether it's actually dead or just not 
coming out of dormancy is to take a plug inside, keep it moist and in a couple days if you don't have some 
green tissue emerging you're pretty much out of luck." 
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was, for the most part, a tough 
period. Many stressed lawns had 
to be mowed of their tortured top 
weight. 

Boise itself goes for 60 or 90 
days with above 100-degree tem-
peratures, Harbaugh said, though 
its drought stress does not quite 
rival that of the Nevadan account 
to the south. 

It's hard sometimes to keep 
cool-season turfgrasses — Perma-
Green 's main type — going 
healthy in that kind of environ-
ment. 

"We're mulching more," Har-
baugh said. "We're trying to put 
more nutrients back into the soil. 
And we're letting the lawns grow 
longer, about 3 inches, to create 
more shade." 

Echoing Reier's observation, 
Harbaugh said customers still want 
green carpets, and will cancel if 
insects are not taken care of. "We 
get billbugs, chinch bugs, sod 
webworms and cranberry root 
girdlers (a white grub)," Harbaugh 
said. 

Perma-Green's 150 trucks and 
17,000 fertilization accounts 

haven't slacked off of late. 

CREATIVE STRATEGIES. With 
the variety of bluegrasses and the 
fescues used around here in Boise, 
most lawns replenish every year 
by themselves. We don't have 
the overseeding that you might 
have in the South, or in the Mid-
west; areas where you have dif-
ferent types of grasses like 
bermudas," Harbaugh said. 

Robert Bowden, director of 
landscape services at The Land-
marks Group, Atlanta, comes from 
a botanical-garden background, 
and espouses a slightly different 
philosophy about grass. 

Trying to grow tall fescues in 
climates that can be awfully hot 
and humid in the dead of summer 
is fraught with difficulty. So you 
learn to strategize. When you use 
fescue, you might strategically 
blend it with something else. 

"We do a lot of Class A office 
buildings, skyscrapers, interiors 
and exteriors," he said. "We also 
do high-end residential and stand-
alone Class B office parks. Tall 
turf-type fescue requires a great 

deal of water, which we're con-
cerned about." 

Zoysia, which does well in 
Atlanta and is widely used there, 
is more maintenance-free to 
people like Bowden. It doesn't 

When turf 
stress has 
choked off 

the grass's l i fe, 
aerat ion and 
overseeding 

become 
vi tal cures. 

need to be fertilized as often as 
tall turf-type fescue, doesn't need 
to be watered as often and is 
virtually impenetrable to pests 
and diseases. But it, too, goes 
dormant from October through 
May. 

The only way out is to use 

strategic design blends, such as 
was the case at Promenade II, a 
high-profile commercial job de-
signed by award-winning At-
lanta landscape architect Roy 
Ashley, who combined bermuda 
and tall turf-type fescue. 

"So when you see these gar-
dens from up top, they're very 
geometric in shape and the col-
ors during those seasons when 
they're dormant are absolutely 
gorgeous. You play the brown off 
the dark green," Bowden said. 

Frankly, Bowden thinks that in 
many cases there are fitting, pref-
erable alternatives to grass, such 
as when a customer insists on 
greenscape abutting all the tree 
trunks. Ground covers such as 
ivy, pachysandra and lamiastrum 
(yellow archangel) are often bet-
ter suited to the aesthetic demand. 

"I find that these alternatives 
are better suited to withstanding 
drought stress," he said. • 

The author is a Contributing Edi-
tor to Lawn & Landscape Main-
tenance magazine and is based in 
Shaker Heights, Ohio. 

USE READER SERVICE #29 

200gal. poly baffled tank 
5.5 Honda with D-30 
Electric reel 

300 ft. 1/2" hose 
Unit pre-tested & ready to use 
Custom built units available 

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

C O M P L E T E S U P P L I E R O F T & 0 C H E M I C A L S 

1 -800-888-5502 
Or write: P.O. Box 18358, MEMPHIS, TN 38118 

USE SERVICE #30 
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Creative curb marketing 
Permanent Landscape Borders 

The Creative Curb Marketing 
line of concrete curb and 

border equipment is 
easy to use and an 
important addition 

to your 
bottom 

line. 

26041 Pala 
Mission Viejo, CA 92691 
(714) 587-8488 
(800) 292-3488 
FAX: (714) 951-2656 



M O W E R S E L E C T I O N 

It's important to run a few trial tests before selecting the right walk-behind mower for your crews. Photo: John Deere. 

Choosing A 

Large-Deck 
Walk-Behind Mower 

Large-deck walk-behind mowers 
offer the ground-covering capacity per 

pass of the comparably sized riding unit, 
with the increased maneuverability ex-

pected from a walk-behind. 

By Steve and Suz Trusty 

TIME IS MONEY when it comes 
to cutting grass. No matter how 
large or small the commercial 
mowing operation, accurately 
matching mowing equipment to 
the site is a prime factor in deter-
mining profit or loss. 

Mowers would be easier to 
choose if all the properties under 
your care had nothing but flat, 
open expanses of turf. In real life, 
you must deal with differing con-
ditions on every lawn. Your ac-
counts may range from the small, 
highly landscaped, single-fam-
ily residence to the high-profile 
business with showplace-level 

lawns and plantings. Turf areas 
may be flat, gently undulating, 
rough or bumpy. There may be 
berms, gentle slopes and steep 
embankments. 

Besides the traditional trees, 
shrubs and flower beds, land-
scape features may include 
fences, walls, pools, fountains, 
patios, parking lots, driveways, 

sidewalks, storage sheds and 
compost bins. 

Your company may have to 
deal with multiple grass variet-
ies, sometimes on the same prop-
erty. Clients may enthusiastically 
embrace the grasscycling con-
cept, or insist that all clippings 
be removed from the lawn. Cus-
tomers set their own expecta-
tions concerning the "finished 
look" of their landscape follow-
ing mowing. Among the options 
available for handling these 
widely varying sites, large-deck 
walk-behind mowers are be-

(continued on page 34) 
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Mother Nature severely tested 
NuStar before its discovery. 

Jacklin Seed Company found the mother plant of its NuStar Kentucky bluegrass in the unlikeliest 
place — a roadside in eastern Washington 40 miles from civilization. An environment so arid 
that less than ten inches of precipitation fell each year. NuStar was green — all other plants 
around it were brown from drought. 

After years of official testing at Rutgers University, NuStar passed with flying colors. 
In fact, this moderately dense, dark green bluegrass ranked in the top ten out of 
228 varieties in overall turf quality during the Rutgers trials. NuStar received 
top marks against powdery mildew and summer patch, plus excellent 
resistance to leafspot, melting out and leaf rust. NuStar also scored high 
against wilting due to drought. 

For impressive turf performance under your toughest / W J ^ ^ AMI j 
conditions, insist on NuStar from Jacklin's. / M / e m L 

Another fine, quality-controlled product of 

Jacklin Seed Company 
5300 W. Riverbend Avenue • Post Falls, ID 83854-9499 

208/773-7581 • FAX: 208/773-4846 • TWX: 5107760582 Jacklin PFLS 
U S E R E A D E R S E R V I C E # 4 1 

T h e G r e e n Sea l marks NuStar 
as a world premium 

turfgrass variety. 



Walk-Behind Mowers 
(continued from page 32) 

coming increasingly popular. 
Obviously, many crew mem-

bers would rather ride than walk. 
It's easier to spend an 8- to 12-
hour day sitting on a riding mower 
than pushing any size walk-be-
hind. Ride-on equipment can be 
run at much greater ground 
speeds, resulting in significantly 
less operator fatigue. Where site 
conditions allow it, larger lawn 
service companies use riders be-
cause they get more productivity 
— and because employees just 
prefer riding. 

But ride-on mowers are no 
more efficient for every situation 
than 21-inch walk-behinds. For 
many companies, a combination 
of units ranging from large-deck 
riders through small walk-be-
hinds provide the most produc-
tivity and profits. For other com-
panies, the demands of specific 
site conditions and the limita-
tions of transportation or crew-
size make the large-deck walk-
behind a wise substitution. 

Large-deck walk-behind mow-
ers offer the ground-covering ca-
pacity per pass of the compara-
bly sized riding unit, with the 
increased maneuverability ex-
pected from a walk-behind. 

Commercial walk-behind mow-

Adjustable mowing height 
allows the operator to cut turf in 
a variety of conditions. Photo: 
John Deere. 

ers have zero-turning radius and, 
in many cases, eliminate the need 
for additional trimming. They also 
are easier to transport over curbs 
or in the smaller pickup trucks 
used by many commercial lawn 
service operators. Larger deck 
sizes can greatly reduce cutting 
time in wide open areas. Less than 
40-inch decks provide additional 
maneuverability, particularly in 
tight, highly landscaped areas. 

These mowers are finding a 
special niche in a wide range of 
commercial mowing situations. 
They're used to mow sports turf, 
commercial properties, industrial 
complexes, condominiums and 
residential lawns. 

One landscape contracting 
company reported its mowing 
units include 144-inch and 72-
inch tractors, as well as 54-inch, 
38-inch and 21-inch walk-be-
hinds. A mowing contractor said 
his company bought three basic 
mowers: 72-inch riders and 48-
inch and 21-inch walk-behinds. 

The owner of a full-service 
lawn service company, with 
"more mower sizes than I care to 
admit," determined that a two-
person crew equipped with two 
walk-behinds is the most effi-
cient and cost-effective combi-
nation for mowing apartment 
complex , condominium and 
motel accounts. 

EVALUATING PERFORMANCE. 
On-site tests can help determine 
which mower types and deck 

sizes perform most efficiently for 
your crews. Use a stopwatch to 
time the mowing of a specific 
area under "typical" conditions 
using the type and size units you 
believe would meet your needs. 

Have the same operator use 
another mower the next time; 
another the next; and so on until 
you have compared the logical 
options. You probably want to 
run tests at two or three similar 
sites for each type of area you 
mow. You also should run tests 
with operators at different expe-
rience levels. 

For another method of com-
parison, use the "Estimating Mow-
ing Time" formula developed by 
John Deere. (See April issue, p. 
50.) In this formula, all areas are 
assumed to be flat, with no land-
scaping details. 

Using the formula, a ride-on 
unit with a 72-inch mower deck 
operating at 4 mph can mow an 
acre of turf in 25 minutes. A 54-
inch walk-behind mower at a 3.3 
mph ground speed can mow an 
acre of turf in 41 minutes. A 38-
inch walk-behind mower at a 3.3 
mph ground speed can mow an 
acre of turf in 58 minutes. A 21-
inch walk-behind mower at a 3 
mph ground speed can mow an 
acre of turf in one hour and 55 
minutes. 

Obviously, when it comes to 
covering flat, open turf, bigger is 
better, and the formula lets you 
see just how much better in min-
utes saved per acre. What the 

formula doesn't reveal is the qual-
ity of cut, the efficiency of the 
unit on uneven or highly land-
scaped properties, and the per-
formance of the mower under 
less than ideal situations. 

Depending on each manufac-
turer's specific model, there are 
many other options to consider 
besides deck size. The key to effi-
ciency is matching the mower's 
features with mowing conditions. 

POWER PREFERANCE. Using a 
ride-on unit enables an operator 
to do a job quickly, but it may 
reduce the quality of the cut. With 
a walk-behind unit the limiting 
factors are power and transmis-
sion speed. 

Traditionally, commercial walk-
behind mowers have used drive-
belts to not only transmit power to 
the drive wheels, but to brake the 
wheels for turning and maneuver-
ing as well. Engine power is trans-
mitted directly to the machine with 
little power loss. The exterior belts 
on either side of the drive wheel 
tend to slip in wet conditions, 
making mowing difficult or im-
possible. The exposed belts are 
also subject to wear. 

Hydrostatic drive units elimi-
nate the slippage problem of ex-
posed belts and the "jump" associ-
ated with sudden gear changes. 
But hydrostatic drive does require 
extra power to operate, and the 
only place to get that power is to 
"rob" it from the machine. 

Another option is an enclosed 
gear transmission, where the 
brakes and clutches are fully en-
closed and run in oil. This elimi-
nates the possibility of belt slip-
page and wear, while transmit-
ting engine power directly to the 
machine with little power loss. 

Drive systems, engine power 
and ground speed options should 
be evaluated in relation to mow-
ing conditions. Consider the types 
of grasses being mowed and the 
thickness or lushness of the turf. 
In areas such as Florida, where 
heavy dew lingers into mid-morn-
ing, consider the operation of the 
unit in wet conditions. Compare 
efficiency of operation under your 
mowing conditions to the costs of 
the machines with various drive 
system options. 

With any walk-behind mower, 
but especially with large-deck 
units, examine the convenience 
of the controls from the operator's 

(continued on page 36) 
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WITH THE NO DOWNTIME PROGRAM, 
YOUR TORO PROLINE DEALER WILL 

KEEP YOU MAKING IT INSTEAD 
OF LOSING IT. 

At Toro, c o m m e r c i a l cu t t e r s ac ros s t h e n o t b e r e p a i r e d r i g h t away, a l o a n e r u n i t 
c o u n t r y tell u s j u s t w h a t a b r o k e n m o w e r c a n wi l l b e m a d e ava i lab le t o y o u at at a n o m i -
d o to bus ines s . T h e y tell u s t h a t d o w n t i m e H L I J l \ U n a l c o s t . 
means: . . ."People in the field, s tanding a round" H | H I It's j u s t tha t simple. N o w w h e n e v e r your 
.. ."Loss of profi ts" . . . "Not b e i n g ab le to se r - - « Toro P roLine m o w e r n e e d s repair, you don ' t 
vice a cl ient w h e n t h e y w a n t serv ice" a n d P l O U H C have to lose t ime or profits. Visit you r par t ic i -
"Reputa t ion . . . d o w n t i m e c a n cos t s o m e o n e pa t ingToro ProLine dealer for all t he details, 
their good reputation." I [ O i l To in t roduce you to N o D o w n t i m e , Toro 

That 's w h y your part icipatingToro dealer is offer ing a n o t h e r great r e a s o n to visit y o u r 
offers the N o D o w n t i m e P rog ram to his qual- B | ^ | f T 7 T B Toro P roLine s h o w r o o m : N o Paymen t s , N o 
ified cus tomers . W i t h Toro ProLine a n d the M A « 1 J i i m Interest for 9 0 days o n the p u r c h a s e of a n e w 
N o D o w n t i m e Program, you c a n b e a s su red fc I I T | Toro ProLine mower. Visit you r par t ic ipa t ing 
of m o r e t h a n the m o s t reliable c o m m e r - ' 1 i J F ^ Toro ProLine dealer today a n d l ea rn w h y 
cial m i d - s i z e w a l k m o w e r s in t h e b u s i n e s s ; there's never b e e n a be t te r t ime for N o D o w n -
you can b e assured of the No Downt ime Promise. ^ ^ ^ ^ ^ t ime. But h u r r y - o u r 9 0 day, N o Payments , N o 
If a Toro P r o L i n e m o w e r n e e d s se rv ice , a n d c a n - ^ ^ ^ Interest p r o g r a m e n d s soon . 

T h e P r o f e s s i o n a l s t h a t k e e p y o u c u t t i n g . 
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Walk-Behind Mowers 
(continued from page 32) 

point of view. The easier the 
machine is to operate, the less 
likely the operator is to misuse or 
abuse it. Rider fatigue is also 
reduced. 

Other features to consider in-
clude: Are controls mounted on 
the handlebars or handlebar con-
sole? Is it easy to tell which con-
trols affect engine operation and 
which engage the mowing unit? 
Do the controls offer multiple 
options? Can the operator stop the 
drive unit and keep the blade turn-
ing if so desired? Using the opera-
tor presence control, when the 
operator releases the handle and 
the blade stops, does the engine 
continue to run ? How handy is the 
parking brake? If the operator must 
stop the mower on a slope, will a 
second step be required to set the 
parking brake? 

Is electric start a standard part 
of the mower, or is the option 
available at an additional charge? 
The larger the horsepower of the 
engine, the more welcome the 

electric start feature becomes to 
your crews. 

A seemingly small feature can 
make a tremendous difference in 
the operator's ability to complete 
the job quickly and efficiently. 
Varying mower speed in tough 
conditions rather than gearing 
down (known as the "feathering 
technique") shaves minutes off 
mowing time. Operating the 
mower at the highest ground 

speed turf conditions allow in-
creases productivity. 

Quality of cut is always impor-
tant. Your clients may want one 
set of standards maintained for 
high visibility areas, another for 
occasionally observed spots and 
still a third for out of the way lo-
cations. Whatever the criteria used, 
your aim is to meet or exceed 
client expectations. Examining 
options offered on large-deck 

Three-blade configurations cut 
a smoother circle around trees, 
shrubs and flower beds. Photo: 
Jehn Deere. 

walk-behind mowers helps 
achieve high quality and produc-
tivity. 

DECK FEATURES. The mower 
deck must follow the contours of 
the ground in order to put the 
blades in proper contact with the 
grass. With large-deck mowers, 
look for features that allow the 
deck to move or "float" in re-
sponse to high and low spots in the 
terrain. Check wheel placement 
and the flexibility of motion within 
the horizontal plane. How much 
variation in height across its width 
can the mower deck tolerate with-
out scalping grass or leaving un-
cut grass on one side of the mow-
ing swath? 

Large-deck mowers with a 
three-blade configuration offer ad-
vantages. The middle blade is set 
in front of the deck with the other 
two blades close to the right and 

(continued on page 38) 

Z HANDY RAMP ENDGATE Walkover 
Sprayers 

Patented ground driven p u m p design 
provides accurate spraying with 

no noise or fumes. 
Commercial quality sprayer 

for even patterns * 
at any speed. 

Call today about our other models in-
cluding the " P A D D O C K M A S T E R 1 ' 

for $340. 

( Z ^ Z y C a n a a n \ 
I n d u s t r i e s , Inc . 

I J P.O. Box 8 0 9 7 • Dochan. AL 3 8 3 0 4 I 
V 800-633-7560 J 

Slips on and off like a regular endgate, no drilling required! Takes less than 30 seconds 
to install! Weighs less than 110 lbs. yet loads any object up to 2,000 lbs. without needing 
extra personnel. It mounts on the same latching system currently used on all full size 
xh - 1 ton pickup trucks and folds out into a ramp that allows any item to be loaded 
without backing into a ditch or using planks that can slip. Easily load: Riding lawn 
mowers, snowmobiles, ATV's, motorcycles, core aerators, etc... 
100% all steel construction. 
100% USA materials 
and labor. 

Creative 
Automot ive 
Products Inc. 1 
435 Wilson St. N.E., 
Minneapolis, 
MN 55413 

(612) 331-8600 
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Granular control for insects. 
Because you never know 

which way 
the wind will blow 

To control surface and soil insects as you feed, 
nothing works harder than Lebanon granular fertilizers 
with DURSBAN* insecticide. They spread evenly, with-
out drifting or leaching through, to eliminate chinch 
bugs, ants, weevils and fleas, as well as ticks that can 
carry lyme disease. 

Apply the homogeneous, balanced feeding of 
Greenskeeper 20-4-10 with DURSBAN insecticide for 
even growth and color. Or the economical, yet highly 
effective, SCU blended Lebanon Pro 20-3-5. Available 
with DURSBAN insecticide in 1% and 0.6% formulations. 

For more information, contact your Lebanon sales 
representative or local Lebanon Turf Products distributor. 
Or simply call 1-800-233-0628. 

Lr « »-3-5 m ^ 

o 
DURSBAN* and the DURSBAN logo are trademarks of DowElanco C1992 Lebanon Turf Products 

o 
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Walk-Behind Mowers 
(continued from page 36) 

left drive wheels. The closer the 
blades are to the drive wheels, 
the smoother the circle you get 
around landscape features. 

With a two-blade deck, the 
two blades must overlap. The 
left blade is set in further from the 
drive wheel while the right blade 
placement remains about the 
same to facilitate discharge on 
the right side of the deck. 

Height of cut is another factor 
that greatly affects mowing qual-
ity. Consider the ease of height 
adjustment in relation to the types 
of grasses you mow. Cutting height 
options should range from the low-
est to the highest recommended 
heights for those grasses. Since 
turf vigor is maintained most ef-
fectively when no more than one-
third of the grass blade is cut, 
crews may need to adjust mower 
height many times throughout the 
day. The cutting height may even 
need to be changed several times 
at one job site. Obviously, the 
easier it is to adjust mower deck 

height, the more frequently the 
adjustments will be made. 

Consider the alternatives avail-
able with the various large-deck 
walk-behind mowers. Because 
you maintain a wide range of prop-
erties under differing conditions, 
the operator's ability to adjust one 
mowing unit to mulch, discharge 
or bag grass, depending on site 
conditions, greatly increases the 
machine's productivity. 

Examine the efficiency of each 
option. Does the mower have suf-
ficient power to mulch effectively 
in tall, thick or damp grass? Is the 
discharge chute well positioned to 
resist clogging under the same 
condit ions? Is the chute con-
structed of a material that reduces 
damage to trees, etc., in case of 
operator care lessness? Is the 
chute dent and scratch resistant? 
What is the grass catcher's ca-
pacity? Is it easy to attach, detach 
and dump? Is it made of material 
that allows good air flow? 

To make sure your service per-
sonnel like the large-deck walk-
behind mowers as well as the 
mow-ing crews do, consider the 

features that reduce downtime. 
Your service department knows 
what problems crews encounter 
and what features minimize those 
problems. Have your service 
manager check out the equip-
ment that you are seriously con-
sidering. 

Again, time is money. With any 
options you consider, higher up-
front costs that translate to im-
proved productivity and reduced 
downtime over the life of the ma-
chine will cut overall costs. After 
you've researched and tried the 
various comparable large-deck 
walk-behind mowing units, put a 
pencil to the "what i f ' factor for 
each of the options. For example, 
"what i f ' you could mow an ad-
ditional 10 hours a week with 
hydrosta t ic or enclosed gear 
transmissions? How much in-
come would those additional 10 
hours generate over one mowing 
season? How much income over 
the life of the machine? How 
quickly does that additional in-
come "pay back" higher upfront 
costs? At what point does it gen-
erate increased profits? 

Also compare the costs of dif-
ferent units. How does the cost of 
a riding unit compare to that of a 
walk-behind machine with com-
parable deck size? How does the 
cost of a large-deck walk behind 
mower compare to that of two 
smaller-deck walk-behind units? 
Would the higher cost of the riding 
unit pay off in faster mowing of 
open areas? Are your client's prop-
erties so highly landscaped a large-
deck walk-behind can effectively 
replace a comparably sized ride-
on unit? Will one large-deck walk-
behind mower be able to cover 
nearly as much ground in a day as 
two smaller walk-behind units? 

The commercial mowing busi-
ness is complex. When it comes to 
mower selection, there is no one 
right answer to fit all situations. 
But, the steadily growing sales of 
large-deck walk-behind mowers 
show this is definitely one option 
that can fit a variety of needs. • 

The authors are partners in Trusty 
& Associates, Council Bluffs, 
Iowa, and are consultants to the 
horticulture trade. 

Preferred by Professionals. 
For years professionals have relied on for their turf care equipment requirements. 

A relationship earned by /^feas an innovator and throughout almost 20 years of 
building commercial midsize mowers. Our 119 years of tradition and dedication 

to building quality products has made a leader of turf care equipment, 
preferred by professionals, to meet professional demands. 

M i d s i z e M o w e r s 

• Shift on-the-go 36" and 48" Gear Drive. 
• KEVLAR* reinforced double-wide cog drive belts. 

• Large five gallon fuel tank. 
»Scissor Idler System eliminates downhill 

runaway and provides steerable reverse. 
»Exclusive ULTRATRAC adjustment for 

increasing traction, from the operator 
position, in wet conditions. 

See the NEW 
HYDRO 

at E X P O 9 3 

For your nearest Kees dealer call or write: Booth 1665 

F.D. Kees Mfg. Co. • 700-800 Park Avenue • Beatrice, Nebraska 68310 • Phone 402-223-2391 • FAX: 402-228-2258 

Since 1874 
built for professionals 

by professionals 
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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 
traditionally been 
adapted. Is this the start 
of something big? We 
think it's the start of 

• something small... with 
a big savings in mowing. 

U S E R E A D E R S E R V I C E # 1 3 

TURFSEED 
1-800-247-6910 
PO Box 250 
Hubbard, OR 97052 
505-981-9571 
FAX 505-982-5626 
TWX 510-590-0957 



All other utility 
just become ena 
I N T R O D U C I N G T H E G A T 0 R" 6 x 4 

The utility vehicle, 
as we know it, lies on the verge 
of extinction. 

Traditionally, there have 
always been two types of utility 
vehicles: either they were built 
for rough, off-road work, or for 
on-turf applications. 

But now, two new vehicles 
threaten to send them the way 
of the dinosaur. 

The Gator 6x4 and 4x2 from 
John Deere.Utility vehicles 
made to take on the off-road as 
well as work on turf. 

Like their namesake, the 
Gators are rugged 
and durable. 
A heavy-duty, 

arc-welded body and a ribbed-
box construction create a tough 
hide. And, in wet and swampy 
situations, they rely on high 
flotation tires and a differential 
lock to pull them out. 



vehicles have 
angered species 
A N D 4 x 2 F R 0 M J 0 H N D E E R E 

NOTHING RUNS 
LIKE A DEERE* 

Once on grass, however, these 
Gators turn into gentle creatures. 

The reason is low compaction. 
Even fully loaded, the Gators 
have only 7.1-7.5 pounds per 

square inch (psi). Compare that 
to the 20 and 22 psi of our 
competitors and you'll under-
stand why Gators are the only 
utility vehicles making impres-
sions by not leaving any. 

For more about the Gator 
6x4 and 4x2, see your local 

John Deere dealer. Or call 
1-800-544-2122. 



M A R K E T R E P O R T 

Aggressive 
Contractors 
Stick Out 

Orlan« 
Slump 

si »/» / J / i / i i / i i i n / i 
THINK ORLANDO AND what 
comes to mind? If you're like 
most people, you' 11 think of Disney 
World, golf and Cypress Gardens 
— or any one of a number of en-
tertainment-related destinations. 

Approximately 12.8 million 
tourists visited Orlando in 1992, 
injecting more than $5 billion into 
the region's economy. The tourist 
industry alone employs more than 
120,000 people, and one in five 

jobs in the area is tourism-related. 
But Orlando wants to be taken 

seriously for its other business 
sectors. The city is home to sev-
eral major manufacturers, includ-
ing Martin-Marietta (which em-
ploys more than 9,000), Siemens 
Stromberg-Carlson, Westing-
house Electric Corp., AT&T Mi-
croelectronics and ECC Interna-
tional Corp. On average, Orlando 
has gained nearly 2,500 manufac-
turing jobs every year since 1980. 

A diversified and healthy eco-
nomy is good news for the lawn 
and landscape sector, which al-
ready stands to gain from a tour-
ism-driven economy that places a 
premium on appearance. 

Warm temperatures for most of 
the year help too. As Barry Trout-
man, director of lawn care train-
ing and technical for Massey's 
GreenUp, explained, "We have an 
advantage over our northern breth-
ren in that we have pest popula-
tions here almost year-round." 

Orlando enjoys a 
thriving tourist trade 

and diversified 
business economy. 

Still, landscape 
contractors large 
and small report 

a competitive 
commercial market 
as new construction 

sags and pricing 
plummets. 

By Julie A. Evans 

But landscape contractors 
large and small report a less than 
glowing scenario in the commer-
cial market, especially new con-
struction. Resort and office con-
struction are down, resulting in 
some rather fierce bidding wars. 
Pricing has followed that down-
ward trend, according to many 
landscape contractors, with no 
true relief in sight. 

HIGH HOPES. Orlando consis-
tently makes the top 10 list of re-

spected business and industry 
roundups, including Fortune 
magazine's 1992 ranking of the 
best cities for business. 

Among its many other distinc-
tions: Ernst & Young's 1993 Na-
tional Real Estate Forecast survey 
placed Orlando among its top 10 
major urban areas that will gener-
ate the highest returns through 
1995. World Trade magazine 
ranked Orlando number five in 
the top 10 U.S. cities for interna-
tional companies. And a survey of 
more than 400 CEOs by Cushman 
& Wakefield's Monitor rated Or-
lando as one of the three most 
attractive emerging U.S. markets 
in which to locate a business. 

What makes Metro Orlando 
so attractive to business? Num-
ber one is quality of life, said 
Melanie Forbrick, public rela-
tions director for the Economic 
Development Commission of 
Mid-Florida. 

A relatively low cost of living 
is another key factor. Housing, 
taxes and service costs all rank at 
or below those of competitive 
cities, Forbrick said. Despite high 
marks from national business and 
trade publications, Orlando ap-
pears to be grappling with some 
of the same economic issues fac-
ing the rest of the nation. 

PRICE WARS. New building 
starts remain sluggish. Disney 

World, a major source of con-
struction work, has hit the brakes 
on many new projects. Hotel 
construction was put on hold by 
skittish investors. And the of-
fice market is at a virtual stand-
still. 

The halt in new construction 
has turned up the heat in the 
landscape construction market, 
as some of the biggest players 
find themselves competing head 
to head with smaller-size firms 
for the same landscape projects. 
Worse, the crowded market has 
forced prices on competitive bids 
down to unacceptable levels, said 
Mark Yahn, president of Ground 
Control, a $6 million landscape 
maintenance and installation 
firm that derives most of its busi-
ness from multi-family and of-
fice properties." 

So now there is not only less 
work, but the 'big guys' are com-
peting for every last crumb as 
well," Yahn said. "The trend 
continues with ridiculously low 
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pricing, not only with Disney 
and resort work — those jobs run 
in the millions of dollars — but in 
public and multi-family residen-
tial work as well. We're seeing 
numbers that rival the late 1970s, 
and we don't see an end to it." 

He added that Ground Control 
was cushioned somewhat by a 
good backlog of work from fa-
miliar clients. "But even as 1991 

came to a close, projects began 
dropping off; and in 1992, we 
joined others in this slowdown." 

Smaller jobs — in the $30,000 
to $150,000 range, along with 
some design/build work have 
helped the company remain com-
petitive. But the company also has 
resorted to pursuing accounts more 
aggressively outside of the metro 
Orlando area, Yahn said. 

Downshifting of larger firms 
is not the only reason pricing has 
dropped, according to Jim Oyler, 
president of Dora Landscaping, 
a $9.5 million landscape mainte-
nance and installation firm. 

"New firms enter the market, 
bid low and break even or lose 
money to establish market share," 
he said. "Some stay, some can't 
make it and go away. But you 
always have two or three people 
on the bid list from out of town." 

The bottom line, Oyler said, is 
that everyone has to be more effi-
cient. "Good contracts are still 
making profits. In a tight com-
petitive market, you can still show 
a profit if you handle your jobs 
right and employ the right people." 

Frank Smith, operations man-
ager for Valley Crest Landscape, 
said he doesn't expect a steady 
increase in new construction for 
about three years. Until then, 
"skinnier" profit margins will con-
tinue. "I don't think we're expe-
riencing the recession of other 

The market may be competitive 
but the results are eye-catching. 
AAA Headquarters in Orlando, 
left, and one of the multifamily 
properties maintained by Ground 
Control Landscaping, bottom. 
Top Photo: Environmental Care. 

POPULATION: 
(1992) 1,178,101 

DAILY INTERNATIONAL FLIGHTS: 
25 to 49 

LABOR FORCE: 
Skilled 40.7 percent; foreign 

employed 4.6 percent 

INTERNATIONAL 
PRESENCE INDEX: 

75 

MANUFACTURING 
COMPETITIVENESS INDEX: 

124 

PRO-BUSINESS 
ATTITUDE: 
rank 12 

Source: Fortune magazine 

marketplaces, but it's here." 
Disney Development Co. of-

fers little hope for short-term re-
lief. According to Robert Boos, 
senior project manager, the com-
pany has no major projects under-
way, save for a new highway 
project that recently went to Val-
ley Crest Landscape for $1.18 
million. Like others, Disney is 
tightening its belt. 

" I t ' s the general economy. 
There's some concern about future 
demand and the company has to be 
prudent about how it spends its 
dollars," he explained. 

But Disney construction is not at 
a standstill, and most major play-
ers report some work for the en-
tertainment giant. Reinhold Land-
scape, for example, a $1.5 million 
landscape installation firm, has a 
one-year, renewable master agree-
ment contract with Disney that 
allows it negotiate many projects. 
"After a certain dollar amount the 
work goes out for bid," explained 
part-owner Gary Outlaw. 
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Disney accounts for about 60 
percent to 70 percent of Rein-
hold's work by volume. 

MAINTENANCE. As for mainte 
nance, Disney performs "99 per-
cent" of its maintenance in-house, 
Boos said. But commercial main-
tenance in Orlando has never been 
as competitive as construction, 
said Ground Control's Yahn. 

"We had national competitors 
here in maintenance before con-
struction. The competition has co-
existed very well, selling similar 
services. We all seem to be mak-
ing money on the business that we 
get," he said. "The construction 
market here was lucrative for so 
long and we all made good money. 
When it went, it went all the way." 

Mid-range companies have 
been hurt most by commercial 
maintenance competit ion, he 
added. The best strategy is to 
offer comprehensive services 
since more clients are demand-
ing full-service landscaping. 

"Cus tomers are becoming 
more sophisticated," Yahn said. 
"They want one company to do 

sprays and remedial work. This 
vertical demand has forced us to 
consider new services such as 
arbor care." 

Gary Tungate, vice president 
of Environmental Care's Orlando 

office, said the maintenance mar-
ket in Orlando is competitive but 
strong. "I think there is a decent 
economy and we're somewhat 
insulated from the rest of the coun-
try, but we still feel it (the reces-
sion). Our clients are still pursu-
ing austerity measures. We're not 
able to sell upgrades as easily as 
a couple of years ago. But be-
cause of the tourism industry, 
we're afforded more opportuni-

ties that provide momentum for 
growth." 

Ed Bacon, branch manager for 
ISS Landscape Management Ser-
vices, agreed that maintenance 
accounts are pretty conservative 

right now as building owners 
look for "better deals" and seek 
belt-tightening measures. 

Of all maintenance opportuni-
ties, the office market appears to 
be the most troublesome for land-
scape contractors. Metro Orlan-
do' s office market consists of more 
than 400 professional office build-
ings, occupying more than 21 
million square feet of space. More 
than 60 industrial parks and free-

standing sites encompass more 
than 20,000 acres and provide 
more than 63 million square feet 
of warehouse and industrial space. 
Overall vacancy rates for com-
mercial office space hit 33 percent 
last year in some metro areas, 
while the overall vacancy rate 
hovered near 20 percent. 

Despite a steady stream of new 
and expanding businesses, the 
continued glut of office space has 
put a halt to new office projects. 

Bruce Bachand, vice president 
of Carol King Landscape Mainte-
nance, said bidding maintenance 
jobs in the office market has be-
come very competitive. That's not 
welcome news for his firm, which 
specializes in commercial and real 
estate management. 

"The economic conditions are 
improving over what we've had 
the last two years, but the pri-
mary problem for us is the office 
market is still experiencing pains 
from the growth of the late 
1980s," Bachand said. 

"With occupancies down, own-
ers are very cost-conscious and 
bottom-line oriented, resulting in 

Despite a steady stream of 
new and expanding businesses, the 
continued glut of office space has put 

a halt to new office projects. 

Some tools require a lot of time and manpower. . • 
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contract awards to low bidders." 
That situation has resulted in a 

flurry of competition and down-
ward spiraling prices, he said. 
"We're in there competing with 
everyone and either holding the 
line on costs or cutting prices to 
save market share." 

The lack of new construction 
leads Bachand to believe that the 
market will improve — if slowly. 
"I think offices are slowly starting 
to fill up and there hasn't been any 
new construction. When the of-
fices see a return to profitability, 
they'll go back to shopping for 
quality in terms of price." 

While the office market remains 
depressed, Oyler and others see 
some opportunities in multi-fam-
ily residential and time-share prop-
erties. "Multi-family is picking 
up," Oyler said. "We have a 
couple of projects now and we're 
bidding three or four." 

Much of the multi-family con-
struction is lower-end residential, 
however, with no where near the 
landscaping demands of more 
upscale accounts. "The hot ticket 
for this area right now is in the 

$80,000 to $90,000 range. It's 
in-teresting: We've had great pro-
jects around town with $150,000 
and up housing, but it 's been 
going back to the lender. The 
upper end is sluggish in Orlando, 
but it's booming in other areas." 

EXPLORING NEW MARKETS. 
Yahn of Ground Control said he 
thinks he's found a niche in multi-
family housing that could further 
strengthen his firm's position in 
this market segment — currently, 
multi-family housing accounts for 
about half of the firm's business. 

According to Yahn, a trend has 
emerged in Orlando and across 
the country in which groups that 
once were developing multi-fam-
ily properties are now buying ex-
isting ones for renovation and 
possible resale. His idea is to offer 
these new property owners a "con-
struction-type loan" for renova-
tion and maintenance. 

Ground Control would provide 
a quotation for maintenance as the 
property sits today and for main-
tenance as it would evolve. The 
renovation cost would be divided 

into 12 units and paid with the 
first year maintenance contract. 
Ground Control would only be 
interested in such a deal if the 
building owner agrees to at least a 
two-year contract, preferably 
three, and maintenance fees would 
decrease after the first year's reno-
vation fees have been paid off. 

"The problem is that when the 
new owners get to the point where 
they renovate the property, there 
are cost overruns. And being the 
landscape contractor, by the time 
it gets to us, there's little money 
left and they can't borrow more 
money from the lender so they 
end up doing nothing or very little 
with the landscape. 

"We'll bury the cost so it looks 
like an expense to the lender, then 
maintain a continued relationship 
for the next two to three years." 

Landscape firms are also offer-
ing additional services like lawn 
care to remain competitive. 

As Bachand explained, "We're 
trying to pump up our chemical 
and liquid lawn care products 
and push renovation to get cli-
ents to spend some money. 

Chemical lawn care is very com-
petitive, but we're trying to sell 
new business with one all-en-
compassing contractor." 

Lawn care firms acknowledge 
the competition from the large 
landscape firms, but say they're 
holding their own. "Landscape 
firms offering lawn care have 
probably added to the competi-
tion as much as anything else," 
said Greg Clendenin, vice presi-
dent of Middleton Pest Control. 
"Some companies are getting ag-
gressive. We're after the com-
mercial business too, but we wel-
come the competition." 

He said business grew 10 per-
cent in the first quarter 1993 com-
pared to 16 percent the same pe-
riod last year. The decline is at-
tributed to skittish consumers. 

Troutman of Massey's Green-
Up held a more upbeat outlook. 
The bugs and grass don't know 
there's a recession, he said. • 

The author is a Contributing Edi-
tor to Lawn & Landscape Main-
tenance magazine and is based in 
Lakewood, Ohio. 

Some don't. 

Roundup® herbicide is the ideal management tool 

when budgets are tight or manpower is limited. 

You can cover more ground in the same amount 

of time it would take using mechanical methods or 

pulling weeds by hand. 

Better yet, Roundup gives you long-lasting 

control. So crews don't have to keep coming back. 

You'll be able to allot more manpower to other jobs 

and save wear and tear on equipment—getting the 

most out of your budget. 

If you're not already using 

Roundup, don't waste another 

minute. Ask for our FREE 

brochure telling how Roundup 

combines ecology and economy. 

Call: 1 8 0 0 332-3111. LOWEST PRICE EVER 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR ROUNDUP HERBICIDE. Roundup" is a registered trademark of Monsanto Company, e Monsanto Company 1993 IND-30003 2/93 
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D I S E A S E C O N T R O L 

Resisting 
Microbial 

Infections With 

Healthy 
Turf 

Building a collection of 
references and field experiences 
on turf grass diseases will assist 

maintenance managers in properly 
diagnosing and treating 

turf maladies. 

By Paul Vincelliy Ph.D. 

TURFGRASSES UNDER inten-
sive management are often sub-
ject to outbreaks of infectious dis-
eases. Diseases usually are most 
damaging when weather or cul-
tural conditions favor the dis-
ease-causing microorganism, si-
multaneously reducing plant 
growth and vigor. 

The best approach to managing 
diseases of turfgrass in the land-
scape is to use good turf mainte-
nance practices since healthy turf 
is better able to resist microbial 
infections. Furthermore, good man-
agement improves the turf s abil-
ity to recover should a disease 
outbreak occur. 

Serious disease outbreaks must 
be properly diagnosed for effec-
tive control. Lawn and landscape 
professionals should build a col-
lection of references and exten-
sion service publications on turf 
diseases, and make careful field 

Some root diseases such as 
summer patch are aggravated 
by close mowing. Photo: Paul 
Vincelli. 

observations on the development 
of the diseases they encounter. 
Observant managers will often be 
able to diagnose disease outbreaks 
if they have made a comprehen-

sive effort to learn about turf dis-
eases. For more difficult cases, 
diagnostic services are usually 
available from your local exten-
sion service. 

RESISTANT VARIETIES AND 
SPECIES. Lawn and landscape 
managers who seed, sod or reno-
vate lawns have an excellent op-
portunity to employ the most 
important disease control prac-
tice — resistant varieties or spe-
cies. Results of university tests 
for disease resistance are often 
available through local exten-
sion offices. 

Don't despair if your land-
grant university does not publish 
data specifically on disease re-
sistance of turfgrass varieties. 
Tests in which "turfgrass qual-
ity" is measured sometimes pro-
vide an indication of disease re-
sistance as well. 

Generally, the best perform-
ers in such tests have some resis-
tance to important foliar diseases 
in the region or else they wouldn't 
receive high quality ratings. 
Lawn and landscape profession-
als shouldn't just look at the 
average quality rating for the 

(continued on page 48) 
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Maintaining Immaculate Turf 
is a Complex Assignment 

• S u p e r T R I M E C " : U n p a r a l l e l e d broad lea f control 
f rom coo l -wea ther b roadcas t spray ing or s u m m e r spot 
t rea tments of hardened-o f f w e e d s , including spurge , 
oxal is a n d g round ivy. O n e ga l lon c o v e r s 4 acres . 
• T R I M E C " C l a s s i c : U n m a t c h e d ef f ic iency for con-
trolling b r o a d l e a v e s w h e n they a r e act ively growing in 
c o o l - s e a s o n turf. O n e ga l lon c o v e r s 2Vfe acres . 
• T R I M E C " P l u s : T h e ul t imate p o s t - e m e r g e n t 
herbic ide for outs tanding control of c r a b g r a s s a n d 
n u t s e d g e plus all the b r o a d l e a v e s control led by T r i m e c 
Classic . O n e ga l lon covers up to 1 acre . 
• T R I M E C " S o u t h e r n : Especia l ly d e s i g n e d to control 
b r o a d l e a v e s in 2 , 4 - D - s e n s i t i v e southern g r a s s e s . O n e 
gal lon covers 4 to 8 acres . 
• T R I M E C " 9 9 2 : T h e appl icator s fo rmula especia l ly 
d e s i g n e d for tank mix ing with liquid fertil izer or other 
combinat ions . O n e gal lon c o v e r s 2 . 6 6 to 3 . 5 acres . 
• T R I M E C ' E n c o r e " : A Tr imec C o m p l e x that rep laces 
2 , 4 - D with M C P A . O n e gal lon covers 1 .75 to 2 . 6 6 acres. 
• T R I M E C " B e n t g r a s s F o r m u l a : Especial ly des igned 
for use on bentgrass. O n e gal lon covers 2 to 2 . 6 6 acres, f 

Weed Control in the 
Environmental Age: 
As turf management has become more sophisticated and 
environmentally significant, it is absolutely essential for 

turf professionals to select a post-emergent 
herbicide that: Has a broad enough spectrum to 
control virtually all problem weeds; provides 

^ ^ maximum safety to turf and adjacent trees and 
ornamentals; contains products that are environ-
mentally sensitive; reduces overall expenses 
(chemical and labor) to an absolute minimum. 
Read why only Trimec Turf Herbicides can help 
you solve all of these problems. 

c 
E v e r e t t M e a l m a n 
C h a i r m a n a n d Ch ie f 
E x e c u t i v e Of f icer 
P B I / G o r d o n C o r p . 

Broad Spec t rum Control: The synergistic 
power of combining 2,4-D, MCPP and 
dicamba in a complex is so dramatic it 
earned Trimec a patent. Customers have 
told us t h a t they haven ' t yet found a 
broadleaf weed in their turf that a Trimec 
Complex couldn't control. Spray it right 
with Trimec and your reward is immacu-
late, weed-free turf. 

Maximum Safety: The fact that over 40 
million acres of turf have been treated with 
Trimec to date attests to its outstanding 
margin of safety to turfgrass as well as to 
adjacent trees and ornamentals. 

Minimum Active Ingredients : A broad-
cast spray of Trimec Classic at maximum 
label s t rength releases about one-third 
ounce 2,4-D; one-sixth ounce of MCPP; and 
four-one-hundredths ounce of dicamba per 
1,000 square feet. 

Reduced Expenses: Labor is the primary 
expense in turf management. Call-backs 
are the budget bus te rs . So today you 
absolutely must have a herbicide that does 
it right the first time. Dependability is 
without a doubt the most important aspect 
of an herbicide. 

From the very first day tha t we intro-
duced Trimec in America, it has been 
famous for dependability. Although other 
3-way herbicides are available, only Trimec 
gives you the absolute optimum in syner-
gistic performance time after time. Why? 
Because of t he way we m a k e Trimec 
Broadleaf Herbicides. 

In a s t a n d a r d 3-way t a n k mix, the 
droplets are not always identical, so there 
can be discrepancies in control. In a Trimec 
complex, every droplet is identical, for weed 
control you can count on — time after time. 

Ao- Ag 
grade grade 
2,4-D dicamba 

Ag-
grade 
MCPP 

Tech. Tech. Tech. 
2 ,4-D dicamba MCPP 
acid acid acid 

o 
3 - W A Y 

X 

A m 
C o l o r c o d e : R e d , 2 , 4 - D ; y e l l o w , d i c a m b a ; b l u e , 
M C P P ; a m b e r , C o m p l e x a c i d . N o t e : C o l o r s a r e 
f o r c o d e o n l y a n d d o n o t i n d i c a t e t h e c o l o r o f 
t h e p r o d u c t t h e y a r e i n t e n d e d t o i d e n t i f y . 

T h e s c h e m a t i c d r a w i n g a b o v e i n d i c a t e s tha t , in a 
f o r m u l a t o r ' s t a n k - m i x ( lef t ) , t h e m o l e c u l e s of 2 , 4 - D , 
M C P P , a n d d i c a m b a d o not c o m b i n e to f o r m a n e w 
m o l e c u l e . A c c o r d i n g l y , e a c h d r o p l e t will b e d i f fe rent 
a n d cont ro l m a y v a r y f r o m drop le t to d rop le t . 

In a C o m p l e x ( r ight) , t h e t h r e e a c i d s a r e r e a c t e d 
t o g e t h e r to f o r m a salt . E v e r y d r o p l e t is ident ica l , 
a n d t h u s p r e c i s e l y o p t i m i z e s t h e i n t e n d e d synerg is t i c 
act iv i ty . 

T h e d i f f e r e n c e s b e t w e e n a t a n k - m i x a n d a 
C o m p l e x b e c o m e s i g n i f i c a n t w h e n t h e g o a l is 
a e s t h e t i c e x c e l l e n c e . 

p b i / G Q R c l o n 
c o R p o R a t i o n 
1217 West 12th Street 
P.O. Box 4090 
Kansas City, MO 64101 
816/421-4070 

Trimec1» is a registered trademark of PBI/Gordon Corporation. ©1992. PBI/Gordon Corporation U S E R E A D E R S E R V I C E # 6 1 
HERBICIDE 

766-1292 



Disease Control 
(continued from page 46) 

year, but instead select varieties 
that are consistently in the top 
statistical group over a period of 
several years. Consistent perfor-
mance is more important than 
having the numerically highest-
average quality rating at the end 
of the test. 

In selecting a grass, consider 
that a destructive disease in one 
grass species may be absolutely 
benign in another. When seeding 
or renovating, mixing different 
grass species can increase the over-
all disease resistance of the turf. 

CULTURAL PRACTICES. 1 or an 
established lawn, proper mainte-
nance practices are key to disease 
management. Disease outbreaks 
in turf can often be controlled 
with cultural practices alone. For 
turfgrasses that suffer repeated, 
destructive outbreaks in spite of 
proper cultural practices, ques-
tion whether that site is seeded 
with the best species or variety. 

Fertilization practices can have 
a major impact on disease devel-
opment as well. Underfertilization 
makes certain diseases worse, 
whereas overfertilization aggra-
vates others. For the healthiest 
turf, test its soils and make sure 
the service program provides mod-
erate levels of fertility. Obtaining 
a copy of your state's turf fertility 
recommendations from your lo-
cal extension office is also recom-
mended. 

When turf is fertilized can be as 
important as how much it is fertil-
ized. For cool-season grasses, 
agronomists usually recommend 
applying most of the nitrogen 
during the autumn months. This is 
sound practice for disease man-
agement since autumn fertiliza-
tion promotes good root growth, 
enhancing disease resistance and 
recovery from root infections. It 
also avoids producing succulent, 
disease-susceptible growth fol-
lowing heavy springtime applica-
tions of nitrogen. 

Mowing practices can also play 
a role in disease management. 
Remember mowing, a fundamen-
tal turf management practice, is 
also a great stress to turf. It re-
moves photosynthetically active 
leaf tissue and creates a wound 
susceptible to invasion by micro-
organisms. In addition, guttation 
fluids accumulate at the cut leaf 

tip. Although not harmful to the 
plant, the nutrient-rich water pro-
vides a food source for some in-
vading pathogens. 

Lawn and landscape managers 
should know the recommended 
mowing height and frequency for 
the grass species they manage. 
Mowing too closely provides a 
severe stress, especially during 
unfavorable weather for turfgrass 
growth, and can aggravate certain 
root diseases. This is especially 
important since close mowing re-
duces rooting depth even in healthy 

turf. Maintenance professionals 
can add root diseases to this equa-
tion and see why close mowing 
can be so detrimental. 

Exceeding the recommended 
mowing height can also compound 
certain diseases. Disease problems 
in an overgrown turf occur be-
cause leaves stay wet longer 
(which stimulates leaf-infecting 

fungi), and because there is more 
leaf-to-leaf contact allowing some 
fungi to grow outward more eas-
ily from an initial infection. 

Does removing clippings help 
in disease management? Limited 
research on the subject is not de-
finitive one way or the other. 
However, some encouraging re-
search shows certain foliar dis-
eases were actually reduced when 
clippings cut by a mulching mower 
were left on the turf. 

Concerns over clippings arise 
when maintenance profession-

als realize some leaf-infecting 
fungi can colonize clippings and 
produce spores or other infec-
tious structures. Under certain 
conditions this can lead to in-
creased pressure. 

However, green Industry pro-
fessionals might want to consider 
these opposing arguments: Spores 
produced on clippings are only a 

Diseases such as dollar spot 
tend to be unsightly, but usually 
can be managed with proper 
cultural practices. Photo: Paul 
Vincelli. 

small fraction of the total number 
of infectious spores in the turf. 
Non-infectious microorganisms 
may often out-compete infectious 
fungi on freshly mowed clip-
pings. Clippings are a source of 
free fertilizer and, as a result, can 
better serve turf than landfills. 

All in all, the benefits of leav-
ing clippings more than outweigh 
any possible disease-control ben-
efit of removing clippings for 
most landscape situations. 

Irrigation practices also deserve 
consideration since they provide 
adequate moisture during periods 
of drought. Frequent, light wat-
erings should be avoided, how-
ever, since they encourage devel-
opment of a shallow root system 
and frequently provide the mois-
ture fungi need to infect the leaves. 
When watering, saturate the soil 
to a depth of 3 to 4 inches to 
promote deep rooting and check 
the watering depth by pushing a 
metal rod, screwdriver or probe 
into the soil. 

If a disease outbreak is evident, 
water early in the day so that the 
leaves dry by nightfall. If the turf 
is watered late in the day, the 
leaves may remain wet until morn-
ing, providing long periods of leaf 
wetness favoring infectious fungi. 

Thatch control is also an impor-
tant practice when dealing with 
turfgrass disease. While a little 
thatch is not harmful, accumula-
tion of more than about 1/2 inch of 
thatch can lead to increased stress 
and disease. 

When the thatch layer is thick, 
roots tend to grow within the thatch 
rather than reaching down into the 
soil. Such turf will be subject to 
extremes of moisture and tem-
perature because thatch does not 
hold moisture as well as soil, nor 
does it protect roots as well from 
temperature extremes. Thatch also 
serves as a reservoir for many 
infectious fungi, and can aggra-
vate several turf diseases. 

FUNGICIDES. Fungicides, pesti-
cides that control fungi, can some-
times play a part in a disease con-
trol program for an intensively 
managed turf. When confronted 
with a disease outbreak, however, 
lawn and landscape managers 

(continued on page 50) 

For an established lawn , proper 
maintenance practices a re key 

to disease management . 
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APM Perennial 
Ryegrass National 
Overseeding Victories 

Results of the 1990-91 Overseed-
ing trials in Florida and Mississippi 
have just been released, and Medal-
ist Amer ica ' s APM p e r e n n i a l 
ryegrass has claimed number one 
finishes in two national test sites! 

Medalist's newly released APM 
took the number-one spot in the Uni-
vers i ty of F lor ida's t r i a l s for 
o v e r s e e d i n g a T i f g r e e n 
bermudagrass putting green at the 
Gainsville, Florida location. APM 
scored ahead of 37 cultivars and 
mixes tested for turf quality based 
on winter overseeding. APM aver-
aged a 7.12 rating, out of a possible 9 
points for a seasonal mean on turf 
quality. APM's highest scores were 

for the biweekly ratings between No-
vember 1st and February 15th. 

APM's performance in the Missis-
sippi overseeding trials reinforced 
the Florida trial results with another 
first-place rating for APM's winter 
turf quality. Seeded on dormant Tif-
green bermudagrass putting greens 
in November through the following 
May, APM's seasonal mean was 
6.29, almost a full point ahead of the 
group's mean rating. 

APM is one of Medalist America's 
newest perennial ryegrass selec-
tions. APM's low growth, heat/ 
drought tolerance, and excellent dis-
ease resistance make it an outstand-
ing candidate for winter overseeding. 
APM has high density, moderately-
fine leaf texture, and superior qual-
ity to many of the top performing pe-
rennial ryegrass varieties currently 
on the market. In addition, APM 
shows good resistance to summer 

diseases including brown patch and 
pythium. 
Development: 

The APM population was formed 
from 23 selected plants from Pin-
nacle and other superior Rutgers 
lines. These lines were increased to 
from a p p r o x i m a ^ $ , 0 0 0 plants 
that were space.^ * in Albany, 
Oregon. Extend I %iing has re-
duced this nurt®^ I s than 6,00 
plants. Add\ft°; I is cont-

tmrac^eSj^o 

form the original base population 
field roguing for stem rust tolerance 
also eliminated many of the more 
susceptible plants. 
Probable Applications: 

APM is recommended for use on 
lawns, sports fields, parks and play 
areas. It should perform well when 
mixed with a blend of Kentucky 
b l u e g r a s s e s and for w i n t e r 
overseeding of dormant warm-sea-
son turfgrasses. 

Medalist America offers a com-
plete variety of improved Kentucky 
bluegrasses, turf-type tall fescues, 
perennial ryegrasses , creeping 
bentgrasses, bermudagrasses, and 
zoysiagrasses. 

For your complete guide to the 
Medalist America line of turfgrasses 
call the Medalist Marketing Depart-
ment at 800-568-TURF, or fax your 
request to 503-926-0665. 

APM Perennial Ryegrasses ...your 
first choice for winter overseeding! 

The Data is in. 
And Our Reputation 
is Growing. 

New APM Perennial Ryegrass 
from Medalist America. 
Trial after trial, test after test, it just 
keeps on winning. Call your Medalist 
America marketing representative at 
800-568-TURF and find out how APM 
can be a winner for you, too. 

t v e d M l i s t 
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AquaGro 20#Spreadable. 
More Concentrated, 

15% Less Expensive To Use. 

Spread The Word. 
Turf managers everywhere 

are spreading the word that 
the number one selling soil 
wetting agent costs less than 
ever before to apply. All the 
more reason to use the new 
AquaGro 20#S to solve your 
water related problems. 

New AquaGro 20#S gives 
you the same outstanding 
performance as the old for-
mulation, it's just more con-
centrated. And we're passing 
the cost savings on to you. 
What used to cost about 
$4.40 per 1000 sq. ft., now 
costs less than $3 75 — that's 
a 15% savings. 

Just like the other AquaGro 
formulations, AquaGro 20*S 
speeds the movement of 
water into dry spots, com-
pacted soils and slopes, drains 
wet areas and moves water 
soluble chemicals through 
thatch. 

riAQUATROLS 
The Water Management People 

5 N. Olney Avenue 
Cherry Hill, New Jersey 08003 

No other soil wetting agent 
manufacturer offers you the 
money-back performance 
guarantee that's printed on 
the front of every bag. 

Lower price, guaranteed 
performance — that's an 
unbeatable value. 

So when the heat is on, use 
AquaGro 20*S; it helps you 
make the most of available 
water. 

To find out how the new, 
economical AquaGro 20mS 
can make you a better 
water manager, call us for 
a FREE copy of the User's 
Guide. 

1-800-257 7 7 9 7 . 

Another 
Reason To 

Use AquaGro. 

Disease Control 
(continued from page 48) 

should ask themselves whether fungicides 
are the best solution. 

Let's be honest, maintenance profession-
als have a tough job. Often there is intense 
pressure to have picture-perfect grass, no 
matter how stressful the weather. The right 
fungicide, properly applied, will provide dis-
ease control in some cases when cultural 
practices aren't enough, but consider the 
opposing arguments as well. 

The disease must first be diagnosed cor-
rectly and the appropriate fungicide must then 
be selected to correct the problem. The appli-
cation must then occur before infections arise. 
It is important to recognize that no fungicide 
will make brown leaves green again. 

Once a disease outbreak occurs, all main-
tenance professionals can do is protect the 
new growth. They must also realize that by 
the time a disease is detected and diagnosed, 
the infection period may be over. The bottom 
line is that in many cases applying a fungicide 
often does nothing to speed recovery, but can 
prevent disease recurrence. 

Cost considerations also come into play 
when launching a disease control program. For 

Thatch control is 
especially important 
w h e n dealing w i th 
turfgrass disease. 

example, contact fungicides may need to be 
applied several times because of their short 
persistence on leaf surfaces. Systemic fungi-
cides may last longer, but can also be expensive 
when applied at curative rates. 

There are other, more complex consider-
ations maintenance managers must consider as 
well. Spot treatment vs. blanket applications, 
potential liability issues and possible non-tar-
get effects of fungicides must all be given 
careful thought. Benzimidazole fungicides 
like thiophanate-methyl, for example, are toxic 
to earthworms. Since earthworms play an 
important role in decomposition of thatch, 
reducing the number of earthworms in the turf 
may result in thatch problems down the road. 

There are times when fungicide use can be 
easily justified in a landscape setting. How-
ever, managers should consider all aspects of 
the specific turf situation before making the 
decision to apply a fungicide. It is important to 
keep in mind that even if a disease breaks out 
in your turf, a return to weather favorable for 
turf growth and vigor will often alleviate the 
problem. • 

The author is an extension specialist in the 
plant pathology department at the University 
of Kentucky, Lexington. 
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A PRE WITH OUR POST 
Crabgrass escapes are almost impossible to avoid, even when using the best 
preemergence herbicide. But unsightly crabgrass and costly callbacks can be 
avoided by using the best postemergence crabgrass herbicide available, Acclaim® 
1EC Herbicide. Crabgrass treated with Acclaim just melts away, leaving no ugly 
brown patches that the older arsenicals commonly leave in lawns. 

Acclaim controls from the 1-leaf stage to just before seed head formation, and 
can be used safely on tall and fine fescue, bluegrass, ryegrass and zoysiagrass. It 
also lets you reseed fescue and ryegrass immediately after the spray dries* Best 
of all, you can treat 1,000 sq.ft. with Acclaim for just small change. 

This year, be ready for crabgrass escapes. Be ready with Acclaim... Hoechst 
because no PRE is perfect. •Wait 3 weeks for bluegrass, zoysiagrass, bentgrass Rousse l A 

Follow label directions carefully ACCLAIM and the name and logo HOECHST are registered trademarks of Hoechst AG The name and logo ROUSSEL are registered trademarks of Roussel IJclaf S.A. 
Marketed by Hoechst-Roussel Agri-Vet Company. Some m I le, NJ 08876-1258 O 1993 
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E X P O P R E V I E W 

OPEIEXPO 
Commemorates 
10th Anniversary 

Viewing 
and 

demon-
strating 

products 
is the 
main 

attrac-
tion of 

the 
EXPO. 

t ' 

THE INTERNATIONAL Lawn, 
Garden & Power Equipment Expo 
celebrates its 1 Oth anniversary July 
25-27 at the Kentucky Fair and 
Exposition Center in Louisville, 
Ky. Show organizers are promis-
ing a more attractive setting, in-
depth seminars and a host of fea-
tures and special events. 

This year EXPO moves to the 
east side of the exposition center 
to use the complex's new South 
Wing, a state of the art addition 
boasting a dramatic atrium lobby, 
higher ceilings and wide-open 
exhibit space, said Stan Byers, 

chairman of the Expo Executive 
Committee. 

"With the change in location, 
the show will have an extremely 
different look. It will be more airy 
and open," he said. 

EXPO 93, sponsored by the 
Outdoor Power Equipment Insti-
tute, will provide 237,000 net 
square feet for indoor exhibits and 
750,000 net square feet of natural 
turf for outdoor demonstrations. 
"There's not as much square foot-
age of exhibit space available as in 
past years because of the move, 
but the show will be closer to the 

outdoor demo area. This floor plan 
is more convenient," said Polly 
Moter, communications director 
for EXPO 93. 

Additional exhibit space will 
be available next year after con-
struction on a second section of 
the South Wing is completed. 

Since this is the first time EXPO 
will use the South Wing, organiz-
ers are launching the show's 10th 
anniversary celebration at an open-
ing ceremony there Saturday, July 
25. An Anniversary Gala is 
planned for Monday, July 26, fea-
turing country singers Lee Green-
wood and Tanya Tucker. Charge 
for the concert and buffet dinner 
is $32. 

Soon after EXPO's debut in 
1984, exhibitor participation grew 
by leaps and bounds. The first 
year's show drew 210 exhibitors; 
that number nearly doubled to 
400 in 1985. Participation climbed 
steadily each year through the 
1980s, then plateaued at about 
550 in 1985. 

Booth space for this year's show 
sold out by late May. Additional 
exhibitor hopefuls are being placed 
on a waiting list in case of other 
exhibitor cancellations, Motor 
said. 

Attendance also rose fairly con-
sistently each year. The 1984 show 
drew 12,000 visitors. The most 
noticeable growth spurt occurred 
in 1986, with 20,420 in atten-
dance, up from 14,946 in 1985. 

More than 22,000 attended in 
1991 and in 1992; this year's is 
expected to pull in a record 
25,000. 

Byers believes the show has 
probably reached its peak in 
terms of size. "I don't envision 
the EXPO growing bigger and 
bigger, but it will continue to 
hold great importance. It is the 
place to be the last weekend in 
July for our industry," he said. 

Byers partially blames the 
participation stagnancy on eco-
nomic constraints, which he said 
have forced some manufactur-
ers to consolidate product dis-
plays. He cited The Toro Co. 
which did not exhibit last year 
due to budget cutbacks, but 
rented reduced booth space this 
year for Toro and Lawn Boy 
products. 

Show organizers point proudly 
to EXPO's steady increase in 
international participation. Ele-
ven foreign countries were rep-
resented the first year; that num-
ber has grown to 60. 

"We are quite pleased with 
how the international segment 
has developed," Byers said. 

Landscape contractors and 
commercial mowing operators 
constituted a fair portion of the 
1992 attendee list, at 15.5 per-
cent. The breakdown includes 
dealers/retailers, 36 percent; 
dis-tributors, 16 percent; manu-

(continued on page 54) 

EXPO 93 SEMINAR SCHEDULE 
SEVERAL SEMINARS are scheduled for dealers, commercial end-
users and, for the first time, rental dealers. All but one seminar are 
free and take place in the VIP Suite, second floor of the Exposition 
Center. 

A preview of some of the seminars includes: "Leaders in Selling: 
What They Know and Do Consistently," presented by Alan Sim-
mons and sponsored by the Outdoor Power Equipment Aftermarket 
Association. It will be held at the Gait House East, downtown 
Louisville. Tickets are $15 in advance, $20 at the door. 

"Marketing Opportunities Using Environmentally Safe Products." 
Panel discussion focusing on dealers and retailers using environmental 
concerns to their advantage. 

"EDI Networks — Moving in the 90s." Sponsored by the Engine 
Service Association. 

"The Servicing Dealer's Niche in the Modern Marketplace." Panel 

discussion sponsored by the National Equipment Servicing 
Dealer's Association. 

"More Mow for Your Money." Speaker Charles Vander Kooi 
explains a financially sound way to replace grounds maintenance. 

"Success Stories in Tough Times." Panel discussion illustrating 
how service and diversification can help a dealer remain profitable, 
even during a recession. 

"Demands and Rewards of the Rental Market." Panelists of 
successful private enterprises and large chain stores share insight into 
expanding industry opportunities. 

"Pricing for Profits, Bidding for Bucks." Following his '92 topic, 
"Bidding with Confidence," Charles Vander Kooi offers practical 
profit-making advice on estimating. 

"Successful Dealer Open Houses and Field Days." Panelists 
share experiences in how to plan successfully. 
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ECOLOGY & 
MANAGEMENT 

ï T. KARL BAMBERGER, Ph.D 

F I N A L L Y , A N A D V A N C E D T U R F G R A S S M A N A G E M E N T B O O K 
for the turfgrass professional which goes beyond the introductory level. 

T U R F G R A S S E C O L O G Y A N D M A N A G E M E N T ...is the first professional turf 
management text devoted to advanced environmental ecology. This pioneering work addresses the 
wave of the future and is a must for all professionals. Chapter highlights include discussions of light 
and nutrients as resources, physiological responses to temperature, population dynamics, predator 
disturbances and much more. 

RESERVE Y O U R C O P Y TODAY. Hardbound, single copies only $39 plus $5 ship-
ping/handling per copy. Quantity discounts available upon request. 

Y E S , I'm interested in purchasing copy(s) of TURFGRASS 
ECOLOGY AND MANAGEMENT. I understand my purchase will be 
shipped within six to eight weeks of payment. I also understand 
that I can return my book(s) within 15 days for 100 percent refund 
if I am not totally satisfied. 

• Bill me 
Charge my • VISA ED MasterCard 
Card# 
Expiration Date 
Signature 

Name: 

Title: 

Company Name: 

Address: 

City: State: Zip Code: 

- -Lawn & Landscape 
Published by: MAINTMNCE 

4012 Bridge Ave. 
Cleveland, OH 44113 
Call 800/456-0707 for information on 
volume, discount prices. 

ADVANCES l \ TURFGRASS SCIENCE 

ECOLOGYi 
MANAGEMENT 

Pü T. KARL DANNEBERGER, PIl.D 



LAWN-WRIGHT, INC. 
18761-A North Frederick Ave. 
Gaithersburg, MD 20879 

One of my employees^ 20wear ma ^ p a y c h e c k , 
goof-off. Numerous v e t ^ nowhere. 
even reducing his pay each weeKgoLmC , . n f p v t r a 

^rSSssar^ 
twice the worh done. M d mypreWem ^ ^ ^ 
the thing! He thmhs he s t o w j M ^ ^ SQ 
he's become one of my top penorm b u t a r a i s e . 
m u c h I've not only given him hack his P ^ 
N o w I just smile ^ ^ S t t S o ^ S g 
attitude. What more can I say except 
such a great product. 

_ Gratefully yours 

- SSSSoundsMaintonanre 

v e l k e 
For More Information Call 301-330-0086 

From Lawn-Wright, Inc., makers of the Grass Gobbler. 

OPEI EXPO 
(continued from page 52) 

facturer's representatives, 15 percent; trade visit-
ors, 12.5 percent; merchandisers/buyers, 3 per-
cent; and rental equipment dealers, 2 percent. 

Commercial representation at the show con-
tinues to increase slightly. About 15 percent of 
exhibitors displayed commercial products ex-

(continued on page 78) 

M A J O R P L A Y E R S 
P L A N T O A T T E N D E X P O , 

N O T EXHIBIT 

SOME POWER equipment manufacturers, 
while conceding the International Lawn, Gar-
den & Power Equipment Expo is the "show 
of all shows" to attend, are opting not to 
exhibit there. 

"It 's the industry function of the year. We 
have to be there in that regard," said Bill Peel, 
market development manager for Echo Inc., 
Lake Zurich, 111. 

Echo will have representatives at the show, 
but no display. "We just don't see the pay-
back from the show," Peel said. "We work 
exclusively through two-step distributors. We 
have all those in place. We're not seeking 
new customers." 

The EXPO is "a wonderful vehicle if 
you're looking for new customers. We highly 
endorse the show," Peel added. "Our com-
pany has good coverage around the U.S. and 
it's hard to justify paying multi-hundred 
dollar costs to exhibit." 

Scag Power Equipment, Mayville, Wis., 
also will have representatives at the show, but 
no exhibit. "We plan to take the same ap-
proach we took last year," said John Crow-
son, Scag's national sales manager. "We 
supported more local and regional shows, 
which put us in more direct contact with our 
customers. That approach allows us to be 
more cost efficient." 

Though some manufacturers have said 
EXPO is in itself becoming regionalized, 
Stan Byers, chairman of the EXPO 
Executive Committee, refutes that percep-
tion. "I think that's just a perception some 
people have. The statistics speak for 
themselves. We have attendees from every 
single state and 60 foreign countries at the 
show. There's nothing regional about it." 

The Toro Co., Minneapolis, will be return-
ing to exhibit at EXPO after skipping last 
year. "We're back to support the industry," 
said Jim Wallace, Toro's marketing manager. 
Last year's absence was "mainly a financial 
decision," he said. 

Snapper Power Equipment, McDonough, 
Ga., attended the show last year, but will not 
this year due to a distributor council meeting 
just prior to the show, according to Doug 
Grote, vice president of marketing and sales. 
Snapper may return to the show next year, 
according to a company spokeswoman. 
"There's no telling at this point," she said. 
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The 
only grub control 

fast enough 
to compete in the 
fifty-yard dash. 

sssra"" 

Nothing works faster than DYLOX insecticide. Plus it has no turf restrictions, it's 

low odor, and it's available in an 80% water soluble powder and 6.2% granular. So it's 

easy to apply as well. Which helps when you have to cover a lot of ground. For more 

information, contact Miles Inc., Specialty Products, Box 4913, 

Kansas City, MO 64120. (800) 842-8020. MILES fa 

01993 Miles Inc. 935639 
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Hunter I-40s At Comiskey Park 

T h e 1-40 A D S 
C o m p l e t e l y 
Ad jus tab le 

GETTING READY FOR A GAME 
In Chicago, White Sox turf manager Roger Bossard relies on Hunter 1-40 

sprinklers to keep his turf green and playable at the new Comiskey Park. 
'We selected I-40s because of their superior performance in a sand-based 

sports field. Comiskey Park has one of the latest irrigation and drainage 
systems of any professional league stadium because we need top field 
conditions within minutes of a Chicago downpour. 

"Hunter I-40s proved to be the best sprinklers to handle these sandy soil 
conditions. Heavy-duty retraction springs and stainless-steel risers give us 
positive pop-downs, greater player safety and reliability. 

"Hunters meet my major league standards." 
Play ball. 

A third-generation major league 
groundskeeper, Roger Bossard 
was recently named SportsTurf's 
Man Of The Year 

Hmiter The Irrigation Innovators 

1940 Diamond St. • San Marcos, CA 92069 • 619 / 744-5240 • FAX: 619 / 744-7461 
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THE 
HYDRAULICS 

OF ELECTRICITY 
team how to compute 

the consequences of electrical 
hydraulics. 

By tarry Keesen 

MOST IRRIGATION SYSTEMS are controlled 
by electrically activated timers, valves and 
sensors. The wiring for these components must 
be properly sized and connected to ensure 
proper operation of the irrigation system. 

If the conductor size is too small, the voltage 
at the valves and sensors may be inadequate 
to operate the equipment. Conversely, if the 
voltage is too high the equipment may be 
damaged. 

Water movement within piping systems is 
somewhat similar to the flow of electricity 
within wiring systems. Water pressure is like 
voltage or power. Accordingly, water volume 
and flow rate compares to electrical current in 
amperes, and water pressure loss to resistance 
is measured in ohms. 

> • « T 



I R R I G A T I O N T R A I N I N G S E R I E S 

V = I x R 
Where: 

V = Voltage in volts 
R = Resistance on ohms 
I = Inrush current in Amps 

and 
R = V/I 
I = V/R 

Voltage is the force 
applied to the flow of 
electrical current and 
is measured in volts. 
It can be compared to 
a pump or static wa-
ter pressure that 
supplies the irriga-
tion system. This 
force is measured in 
volts (V or VAC for 
alternating current 
vs. DC for direct cur-
rent). 

Alternating current 
is provided by elec-
tric utilities for most 
of the irrigation con-
trollers on the mar-
ket, and direct cur-
rent is used prima-
rily by solar and bat-
tery-powered control-
lers. 

Current is the flow 
of electricity and can 
be compared to the flow requirements 
(gpm) of a sprinkler head. Current is 
measured in amperes or amps (A). 
The solenoid on a control valve re-
quires a higher amperage inrush cur-
rent to actuate the solenoid. A lower 
voltage generally is required for a 
holding current to maintain the sole-
noid position during operation, and a 
dropout voltage of 6 to 12 volts at 
about 0.005 amperes or 50 milliam-
peres(ma)is needed. 

Voltage drop is the electrical resis-
tance found in wire and other compo-
nents. With water, friction loss causes 
a drop in water pressure as it moves 

through the pipe. The same is true 
with electrical conductors carrying cur-
rent and the voltage drop caused by re-
sistance. 

Voltage drop varies with wire length, 
diameter and the conductor material. 
Voltage drop or resistance is measured 
in ohms (R). A review of Ohm's Law 
will aid in the understanding of volt-
age, amperage and voltage drop. This 
shows the relationship between volt-
age, current and resistance: 

When the circuit resistance is con-
stant, the voltage can be changed by 
varying the current. When the current 
is constant, the voltage can change by 
varying the wire size and the resis-
tance. 

Most equipment is designed to oper-
ate at plus or minus 10 percent of its 
rated voltage. A device rated at 120 
volts has an operating range of 108 to 
132 volts. A solenoid rated at 24 volts 
has an operating range of 21.6 to 26.3. 

But beware. The lower voltage re-
quires more current or amperage to 
operate the equipment, and higher 
current produces more voltage loss in 
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L E S S O N T W E L V E 

When installing an irrigation system, it's important to look beyond 
the specific products to the effects inclement weather can have on 
the system. Early consideration will help maintain a pleasant 
landscape setting. 

the conductor. 
The power supply 

for the irrigation con-
troller is usually ob-
tained from the local 
electric utility which 
feeds 220-volt power 
though a meter to the 
circuit breaker box 
where it is then split 
into two separate 
power supply legs of 
120 volts each. In 
some areas of the 
country, this may only 
be 115 volts each. 

These two 120-volt 
power source legs are 
out of phase with 
each other. All con-
troller power supplies 
must be in phase with 
each other or they 
will cancel each other 
when connected to the 
same common valve 

neutral wire. 
Generally, all other breakers from 

top to bottom are in synch. If the volt-
age at the output connectors of the cir-
cuit breaker read 220 VAC, then that 
power source is out of phase. If it reads 
0 VAC then the source is in phase and 
can be used. 

The industry standard recommends a 
separate common valve neutral wire 
for each controller. 

Good design practices limit the volt-
age drop to 2 percent of the rated volt-
age. A device rated at 120 volts could 
afford a voltage drop of 2.4 volts, and 
an operating range from 117.6 to 

122.4 volts. Most controllers have an 
electrical input rating of 115 to 117 
VAC at 1 amp or less, and an output of 
24 to 27 VAC at 2 amps or less. 

WIRES. Sizing the wire requires the 
following information: wire circuit 
length, allowable voltage loss in the 
circuit and inrush amperage. The al-
lowable voltage drop is equal to the 
minimum voltage at the power source, 
less the voltage required by the equip-
ment. Equipment voltage and amper-
age requirements are available from 
manufacturers. 

For example, the wire length from 
the controller to the valve is 1,650 
feet. Double the length of the wire to 
complete the circuit and it equals 
3,300 feet. With a peak demand cur-
rent of 0.30 amps and a resistance of 
2.58 ohms per thousand feet of 14 
AWG wire equals: 

Total of both legs: 0.80 + 1.28 = 2.08 
voltage drop, which meets the 2 per-
cent standard. 

WIRE WIRE RESISTANCE IN OHMS 
GAUGE TYPE 1,000 FEET PER 

(AWG) (UF) 77F 149F 
18 Solid 6.51 7.51 
16 Solid 4.09 4.73 
14 Solid 2.58 2.97 
12 Solid 1.62 1.87 
10 Solid 1.02 1.18 
8 Solid 0.641 0.739 
6 Stranded 0.403 0.465 
4 Stranded 0.253 0.292 
2 Stranded 0.159 0.184 
0 Stranded 0.100 0.116 

Voltage drop = -
3,300' x 0.30 amps x 2.58 ohms 

Note: Use 77F temperature for wire 
buried underground and 149F for above 
ground wiring. The resistance in cop-
per wire increases with the rise in tem-
perature. 

Determine the maximum distance 
for a 12-gauge wire circuit using the 

formula at the 

= 2.55 
1,000 

A voltage loss of 2.55 is not within 
the allowable 2 percent loss of 2.4 
volts for a 120-volt supply. At 115 
volts, the allowable loss is 2.3 volts. 
To correct this problem the common 
wire size could be increased to 12 
gauge and calculated as follows: 

1,650 x 0.30 x 1.62 
Voltage drop i n i leg (#12) = = 0.80 

1,000 

1,650 x 0.30 x 2.58 
Voltage drop in 1 leg (#14) = = 1.28 

1,000 

top of page 60. 
If you want 

to avoid the 
formulas and do it the easy way, check 
design manuals for the allowable wire 
lengths for different sizes of wire and 
various amperage requirements. 

LIGHTNING. Lightning striking the 
ground can damage and/or destroy irri-

gation electri-
cal control sys-
tems. Light-
ning and 
surge protec-
tion are neces-
sary to protect 
these controls. 
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I R R I G A T I O N T R A I N I N G S E R I E S L E S S O N T W E L V E 

allowable voltage loss x 1,000 
Length = 

amp x resistance in ohms x 2 
or 

2.3 x 1,000 
Length = = 2,893 feet 

0.25 x 1.59 x 2 

A low-resistant earth ground should be 
used followed by surge protection on the 
power supply side of the controller. In 
lightning prone areas, surge protection 
should be provided for the 24-volt out-
lets at the controller. 

All 115 VAC irrigation controllers 
should be connected to an earth ground, 
whether they are installed inside or out-
side. In many situations the earth 
grounding can be achieved by grounding 
back through the three-legged power 
supply. 

Be careful. When controllers are a 
considerable distance from the 
power supply or pedestal mounted, 
they should be earth grounded at 

the controller location. This will pre-
vent you from being the "ground" or li-
able for an electrocution. This is also 
required by law in the National Elec-
trical Code. 

A ground, which is an electrical con-
nection with the earth, conducts elec-
tricity and provides a discharge path 
for short circuits, power surges and 
lightning. The earth ground is usually 
copper wire from the controller to a 
copper rod in the ground, or a copper 
wire connected to a metallic water pipe 

that originates in the earth. 
A ground is measured by its resis-

tance in ohms to the surrounding 
earth. A good ground is low in ohms. 
Accepted industry standards require 
that grounding not exceed 15 ohms of 
resistance in the earth ground. It's best 
to stay under 5 ohms when conditions 
permit it. 

If you can't meet these standards try 
one of the following steps: using longer 
or larger rods, setting the rods deeper 
in the ground, using parallel rod sys-
tems or chemically raising the salt 
level of the soil with nitrates. A good 
ground is usually less than 15 ohms 

(continued on page 62) 

K ] P C Irrigation Design 
In as little as 15 minutes have your parts list! 

-- FRIENDLY 
-- AFFORDABLE 
-- FAST 
-- ACCURATE 
-- POWERFUL 
-- PROFESSIONAL 

Write or cal l for a FREE d e m o disk, 5 1/4* or 3 1/2* 
Distr ibutors W a n t e d 

E n g l i s h / M e t r i c V e r s i o n s 
ALSO 

M A C V e r s i o n J u l y ' 9 3 

SOFTWARE 
SPECIALISTS 

1 3 9 1 8 W E S T H E I M E R , S U I T E 5 0 4 
H O U S T O N , TX 7 7 0 7 7 

J O H N P R U T Z M A N ( 7 1 3 ) 5 3 1 - 9 8 0 4 

Input Diagram: 
Fax, Scanner, Digitizer 

Let your PC with 
Windows do the 
placement, Output Diagram: Color or Black & Whi te 

U S E R E A D E R S E R V I C E # 3 6 
60 JUNE 1993 • LAWN & LANDSCAPE MAINTENANCE 



The Andersons 
High Quality fertilizers 
now with the benefits 

of TURCAM Insecticide 
Now you can control 22 Tough surface and 

subsurface pests including white grubs while you 
fertilize... This combination will provide you: 

Uniform 
particle size 

Fast acting 
grub control 

Good residual 

Will not tie up 
in thatch 

Easy application 

The Andersons. Uniformly the best in the business. 
the professionaFs 
partner 

T T i e « « * 
Andersons 

1-800-225-ANDY 
U S E R E A D E R S E R V I C E # 5 4 
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(continued from page 60) 
and may vary in resistance depending 
on soil moisture, soil minerals and soil 
temperature changes. Soil moisture 
should be kept at a minimum of 20 per-
cent. 

Either water the ground rod area 
with an extra pop-up sprayhead, or in-
stall the rod in a drainage swale or low 
area to maintain the 20 percent mois-
ture content. If the soil moisture con-
tent is zero, the soil is a perfect insula-
tor. 

Soil temperatures vary throughout 
the year. As the soil temperature de-
creases soil resistance increases, reduc-
ing the effectiveness of the earth 

ground. Below are the approximate lev-
els of resistance in ohms for various 
soil temperatures. 

sou RESISTANCE 
TEMPERATURE (F) OHMS 
68 7.2 
50 9.9 
32 13.0 
32 (ice) 30.0 

High water pressure can affect the 
operation of the solenoids on some 
valves. If the water pressure at the 
valve is more than 80 psi, check with 
the manufacturer to determine the 

(continued on page 78) 

IRRIGATION QUESTIONS 

1. Which wire has the smaller diameter, a 
#8 or #10? 

2. What is voltage? 

3. What is the industry standard for voltage 
drop? 

4. What is current? 

5. When should surge protection be in-
stalled on the 24-volt outlet of the con-
troller? 

6. What is inrush amperage? 

7. Does temperature affect the resistance of 
the conductor? 

8. What percent soil moisture is required to 
maintain a good ground? 

Answers appear on page 78 of June LLM. 

Look To. . . 
WATERMARK 

MOISTURE SENSORS 
FINGERTIP CONTROL 

IRRIGATION 
SCHEDULING I 

PREVENT 
RAIN 

SENSOR WATERMARK 

O V E R W A T E R I N G NO YES 

U N D E R W A T E R I N G NO YES 
WATER DURING 

RAIN YES YES 
ADJUSTABLE TO 

LANDSCAPE NO YES 

ASK YOUR SUPPLIER ( ® ) 
OR ASK US... 

Write for free literature. . , 

IRR6METER CO. 
Box 2 4 2 4 • Riverside, CA 92516 

909 /689-1701 • FAX 9 0 9 / 6 8 9 - 3 7 0 6 
V / 

USE READER SERVICE #48 

The Billing Clerk1 

•Plus $9.50 
shipping & 
handling. 
Texas 
residents add 
6.75% tax. 

Requirements 
Include: 
IBM or Compatible, 
640K RAM, 
PC/MS DOS 3.0 
or higher and a 
harddisk. 

Compare our features: 
• Unlimited number of customers. miscellaneous information like special 
• Recurring billing mode (up to 14 regular equipment needed, crew requirements, 

recurring cycles per customer) for automatic etc. 
billing of maintenance fees (weekly, * Recurring Invoices or Statements 
monthly, quarterly or any other cycle). print on preprinted forms, blank paper 

• Unlimited service/product codes for or post cards. 
flexible one-time invoicing of special jobs * Complete automatic accounts 
like fertilizing, tree trimming/removal, etc. 

One-time invoices can be 
saved and recalled for future 
reference. 
• Customer notepad for WARE ISC 

1395 FM 2722 
New Braunfels 

Texas 78132 
(210) 899-2100 

Fax (210) 899-2124 

Call^ow! 
1 - 8 0 0 - 8 8 0 - 0 8 8 7 

receivable as you bill, late charges, past 
due notices, aging report, sales report, 
sales tax, discounts, customer ledger, 
mailing labels, Rolodex® cards, 
envelopes, plus much more! 

•Special $99 offer 
expires 8/30/93 
Regular price $179. 
30 day return 
policies do not 
apply with special 
$99 pricing. 
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This publication gives 
you good reading, 
good writing 
and good arithmetic, 

We present the information in our articles clearly, accu-
rately and objectively. That's good writing. Which means 
good reading. 

We present the information in our circulation statement 
clearly, accurately and objectively. That's good arithmetic. 

BPA International helps us provide precise and reliable 
information to both advertisers and readers. 

An independent, not-for-profit organization, BPA Inter-
national audits our circulation list once a year to make sure 
it's correct and up to date. The audit makes sure you are 
who we say you are. 

This information enables our advertisers to determine if 
they are reaching the right people in the right marketplace 
with the right message. 

The audit also benefits you. Because the more a publica-
tion and its advertisers know about you, the better they 
can provide you with articles and advertisements that meet 
your information needs. 

BPA International. Circulation Intelligence for Business 
& Consumer Media. 

270 Madison Avenue, New York, NY 10016, 212-779-3200. 

VBPA 
• INTERNATIONAL 



People 
L.R. NELSON CORP. named Greg Natvig 
national sales manager of the turf division. 
Natvig previously served as marketing 
manager. 

Todd Martin was appointed product and 
quality assurance manager of Briggs & 
Stratum's large engine division. Martin 
joined the company in 1988 as quality 
foreman. 

ISK Biotech announced the following 
appointments: Gary Goolsby as East main-
tenance supervisor: Joseph Melancon P.E., 
as senior maintenance engineer; Mario 
Padroni as technical sales support in Milan, 
Italy; Raul Coto as sales manager for the 
Central American territory; Barbara Mur-
ray as retail products business manager for 
the industrial biocides division; and Shawn 
Kennedy as sales representative in South-
ern California and Arizona. 

Winco Inc. announced the following ap-
pointments: Peter Gallegos as director of 
sales, in charge of all domestic industrial 
sales and representative agencies; Clyde 
Veldhuizen as Western regional sales man-
ager, responsible for Western domestic in-
dustrial sales: Anthony Weir as CD ac-
count executive, in charge of key Western 

I 

Dfe A 

m m 
Ellison 

accounts: and Sara Pollard as marketing 
ad-ministrator, responsible for coordinat-
ing trade shows, literature production and 
market research. 

Bobby Lancaster joined Precision Lab-
oratories as manager of the wholesale divi-
sion. Lancaster formerly served in various 
sales and marketing positions for IMC 
Fertilizer. 

Husqvarna Forest and Garden Co. ap-
pointed David Mast Northeast territory 
manager. Mast is responsible for recruit-
ing, developing and servicing outdoor 
power equipment dealerships in Connecti-
cut and Rhode Island. 

Clair Ressler was promoted to vice 
president of sales and marketing for 
Novelty Manufacturing. Ressler joined 

Novelty in 1987 as sales manager. 
Daniel Kim joined Hardie Irrigation as 

test engineer. Kim formerly served as assis-
tant domestic water engineer at Coachella 
Valley Water District, Coachella, Calif. 

In addition. Hardie appointed Alan Dawn 
senior engineer, responsible for designing 
and developing turf irrigation products; and 
Tuan Le and Jack Nguyen as research and 
development engineers. Le develops Turf 
products; Nguyen works in product support. 

Jacobsen Textron named Diane McGee-
Roberts business development manager, in 
charge of establishing dealer and distribu-
torships worldwide, and forecasting and ad-
ministering sales. 

Jacobsen also appointed A r m a n d Almeida 
vice president of Finance. Almeida formerly 
served as Textron's group controller. 

International Seeds named Chuck Cramp-
ton research agronomist. Crampton con-
ducts turf quality and seed yield trials, data 
collection and analysis and provides 
technical support to sales and marketing. 

Isuzu Truck of America promoted Dick 
Ellison to director of marketing and sales 
administration, and named Mike Reardon 
national marketing manager. • 

McGee-Roberts 

At Pepco, 
We're Proud To Be 

On Your Team! 
With so many options in drip and low-flow irrigation, it's important 

to specify products that are designed from the very beginning to 

fulfill their precise function. At Pepco, we make it easy. 

Pepco parts and tubing are designed expressly for home and com-

mercial environments. Only when they 're 

perfectly suited to their roles do we 

release them to the marketplace. 

Plus, our Customer Care depart-

ment can help you specify the best 

products for your application. Because 

your satisfaction is our bottom line. 

So if you're not specifying or installing Pepco, maybe it's time to 

put us on your team! Call for our complete product catalog. 

W A T E R C O N S E R V A T I O N P R O D U C T S 

8 0 0 - 2 4 7 - 8 1 3 8 
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C & S T U R F C A R E E Q U I P M E N T , INC. 
BUILDING QUALITY EQUIPMENT 

FOR PROFESSIONALS, BY PROFESSIONALS 

C & S Protank8 Sprayers 
• ELECTRIC AND GAS UNITS 
• DESIGNED TO FIT IN 

A WIDE RANGE OF VEHICLES 
• FIBERGLASS AND 

POLY TANKS AVAILABLE 
• DIAPHRAGM, PISTON, 

OR ROLLER PUMPS 

Complete Sprayers...Ready to work 
(216) 966-4511 (800)872-7050 
6207 Dressier Fid., N. W„ N. Canton, OH 44720 

Custom Orders Welcome! j 



GROWTH PRODUCTS offers the liquid 
solution Essential, organic matter manage-
ment for the professional. 

Essential contains a blend of carbon mat-
erials to enhance organic decomposition of 
natural matter. Essential supplies decom-
posers and more complex forms that require 
a longer breakdown period and assist in 
rejuvenating the soil. The solution provides 

PRODUCT SPOTLIGHT 
PICKSEED INC. bills Express, its new-generation turf-type perennial ryegrass, as a 

slow-growing variety that displays the ability to germinate and establish rapidly. The 
company has completed turf trials throughout the United States and Canada. 

Express, a dark green, fine-textured variety, contains high levels of endophyte fungi to 
enhance insect, heat and drought resistance. The grass mixes well with other new-gene-
ration perennial ryegrasses, or with elite fine fescues and Kentucky bluegrasses. It also 
performs well as a monoculture perennial turf in the North, or in the South for golf course 
overseeding. 

Express is available in limited quantities through select Pickseed West distributors in 
the U.S. and Canada. Additional supplies are expected for fall. 
Circle 125 on reader service card 

nutrients that can be absorbed through leaf 
and root tissue to improve plant physiology. 

One hundred percent soluble, Essential 
can be mixed with N-P-K fertilizers and 
other technical products for foliar applica-
tion or soil injection. 
Circle 126 on reader service card 

The Cushman Fifth Wheel Sprayer from 
Ransomes has been upgraded to include a 
larger, 300-gallon tank, reducing time-con-
suming refills. Constructed of lightweight 

fiberglass, the re-designed tank has a 
lower profile than former models, 
providing improved stability on uneven 
terrain and reduced spillage. 

Six jet agitators, combined with an inter-
nal gel coating, help ensure even chemical 
mixture throughout the tank's three 
chambers. The "triple deuce" nozzle 
system produces high capacity agitator 
flow, even when wet boom or spray gun 
pressure is reduced or shut off. 
Circle 127 on reader service card 

Accounts Receivable • In-
voices • Statements • Sales 
Tax/Finance Charge Com-
putation • Aging Reports • 

Truck Routes • Chemical Ap-
plication Reports • Plant List • 
Plant Inventory • Lead Track-
ing • Proposals • Accounts 
Payable • Payroll • Check 
Writer • General Ledger • 
Mailing List • Equipment 

Maintenance • Completely 
Menu Driven • Simple to Use 
• Customization and Multi-

user Version Available 
Designed for landscape construction, ir-
rigation, chemical & maintenance com-
panies. 
We will setup the software for ANY type 
of form. 
Complete program $695.00. 
Demo available. 

SPS Consulting 
1032 Raritan Road-
Cranford, NJ 07016 

(908)272-1398 

THE SOUTHERN NURSERYMEN': 
JULY 30 - AUGUST 1,1993 • ATLANTA'S GEORGIA WORLD CONGRESS CENTER 
The World's Showcase of Horticulture. That's the SNA Trade Show, and this year the road is paved with more 
than 1,200 booths filled with exciting, new horticultural lawn and garden products to add $$$ to your bottom line! In 
addition, you could win a fabulous SNA Dream Vacation to Maui-Hawaii, Cancun-Mexico or Las Vegas-Nevada, as 
well as "Free Fly-Anywhere Tickets" on Delta Air Lines, plus., free "business-building" educational seminars 
conducted by major industry personalities. With Delta savings up to 5% off special fares and 10% off published fares, 
and special hotel accommodations as low as $49*. SNA is one show you can't afford to miss so make plans now 
to attend the 1993 SNA Horticultural Trade Show and Convention! Special events are also planned for Ladies, Youth & 
Teens. The Road to Success begins at SNA. 

T H U R S D A Y , Ju ly 29 th - The annual 
"SNA Kick-Off Reception" welcomes 
you to SNA '93, featuring the 
sophisticated sounds of the "The 
Rikki Lee Trio". 

F R I D A Y , Ju ly 30th - "The Souths 
Biggest Dinner & Show" sets the night in 
motion, featuring the legendary" Brenda 
Lee". Then dance the night away at the 
"Pit Stop Lounge" to the rock 'n roll beat 
of "The Fabulous Kays ". 

S A T U R D A Y , Ju ly 31st - The 
tradition continues with the 
annual "SNA Awards Banquet". 
This elegant tribute to SNA Past 
Presidents is celebrated with 
the piano and vocal sounds of 
"Don Discenza.". 

Southern Nurserymen's Association • 1000 Johnson Ferry Road, Suite E - 1 3 0 • Marietta, GA 3 0 0 6 8 - 2 1 0 0 • ( 4 0 4 ) 9 7 3 - 9 0 2 6 FAX (404) 9 7 3 - 9 0 9 7 
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When you're ready for a chipper/ 
shredder that can stand up to commercial 
use, turn to Bear Cat for power that lasts. 

Our shredding knives are serrated for 
cutting efficiency you won't find in a 
straight edge knife. They're heat treated for 
durability, reversible for double the cutting 
life. The chipping blades are tool steel — 
last up to three times longer than high 
carbon blades 

Bear Cats are built to last, with 7-gauge 
steel construction. Welded together, not 
bolted like other brands. With a 
dynamically balanced rotor for less 
vibration, less machine wear. 

Power. And the power to last. You'll find 
it all in Bear Cat chipper/shredders. Give 
us a call today. 1 -800-247-7335 

Solid Power Against Yard Waste 

=?CRARY== <02 

B E A R j y C A T 

ulupper/slireilder 
Crary Company, Box 849, West Fargo, ND 58078 

701-282-5520, FAX 701-282-9522 

Hardie Irrigation offers a full line of prod-
ucts for reclaimed water use. The products 
are molded, non-potable and colored purple 
to identify them as reclaimed water products. 

The line includes Hardie's 205TF-RW 
valves; 700 and 703 Ultraflow Series 
Valves; 100, 102 and 103 Century Series 
Valves; 100 model sprayheads; 533-RW 
bubbler; and the 530PR Rotors. 

The RW models with molded purple bon-
net and body indicate non-potable water sys-
tems. U.V. inhibitors and stabilizers ensure 
that the purple material maintains its struc-
tural integrity and color when exposed to 
sunlight. 
Circle 128 on reader service card 

Land Pride 's 10-foot primary seeder 
comprises a 30-bushel, water-tight seed box 
with double-wall lid and V-shape bottom. The 
seeder distributes seeds off the front roller 
where they are fanned evenly by a wind-

protected seed "splash board." 
The first row of cast-iron packer wheels, 

mounted loosely around a steel pipe, pulver-
izes dirt clods and pushes rocks down into the 
seed bed. The second row of wheels press the 
seeds firmly into the soil. 

The seeder's carrying wheels can shift from 
back to front to reduce the unit 's width, 
making it easier to plant close to trees and 
other landscape features. 
Circle 129 on reader service card 

LANDCADD International upgraded its Re-
lease 12 computer software modules, in-
cluding major changes to quadrangle, plant 
specifier and EZ-Estimate. 

Version 2 allows landscape professionals 
to customize databases and implement new 
graphic options and interfaces in their de-
signs. Modules are seamlessly integrated 
with AutoCAD and run with any of Auto-
CAD's foreign language versions. With cas-
cading menus and new dialogue boxes, the 
new interface is much more user friendly. 

Now operating with a standard DBASE 
format, EZ-Estimate works inside Auto-
CAD, using ASE to interface with the data-
base. There is no need to shell out to DOS. 
Circle 130 on reader service card 
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Takeuchi Manufacturing offers a com-
pact, full-feature track loader equipped with 
specially developed rubber tracks. 

The TL26 comprises a fully hydrostatic 
drive system coupled with heavy-duty, ele-
vated planetary final drives. The high-
ground surface contact of the long track 
base provides a stable platform for digging 
and loading on slopes, and stability for 
finish grading. The TL26's rubber track 
undercarriage also provides traction for 
excavating tough, heavy materials and the 
flotation for working in muddy, swampy 
areas or on loose materials. 
Circle 131 on reader service card 

The Maintenance Meter line from SenDEC 
Corp. includes more than 100 models of 
LCD hour meters, job timers, tachometers 
and service alarms with up to four 
functions. Input options include inductive, 
DC and REVTRAC for rotating shafts. 

The HMJTSA meter, geared for landscape 
professionals, offers an hour meter for total 
time, job timer for job costing and 
employee productivity checks, and service 
alarm for proper periodic preventive 
maintenance service. 
Circle 132 on reader service card 

The General All-purpose turf and Off-Road 
vehicles from John Deere, dubbed 
GATORs, offer low-center gravity and 
wide-stance front ends. 

The 10-h.p. GATOR 4X2 has four wheels 
with two-wheel drive and differential lock. 
Powered by a single-cylinder, air-cooled 

engine, the vehicle's 10-cubic foot cargo box 
can haul 500 pounds. Payload capacity with 
operator and passenger is 900 pounds. 

The 18-h.p. GATOR 6X4 has six wheels 
with four-wheel drive and differential lock. 

Powered by a twin-cylinder, liquid-cooled 
engine, the 11 -cubic foot cargo box hauls 
800 pounds. Total payload capacity with 
operator and passenger is 900 pounds. 
Circle 133 on reader service card 

Parmiter Flexible Harrows help promote 
turf and sod production by resisting wind 
and water erosion. For root aerations, the 
harrows help stimulate growth for better 
water infiltration and root development. 

Two harrow drawbars, 4 to 16 feet in 
length, are dragged over the soil, covering 
seed and firming soil for uniform 
germination, growth and distribution. Two 
harrows can be coupled together to 

provide a 24-foot working width. 
Parmiter harrows can be turned for ag-

gressive or passive tine deflections, or used 
with tines pointed upward to lightly crumble 
and smooth the soil. 
Circle 134 on reader service card 

Sandoz Agro Mavrik Aquaflow 
provides control of a broad spectrum of 
damaging insects and mites. 

Mavrik eliminates whiteflies, aphids, 
caterpillars, flea beetles, mealybugs, mites, 
thrips, Nantucket Pine and other tip moths, 
fleas, ticks and a variety of surface-feeding 
insects. 

Mavrik's recommended application rate 
is 8 ounces, mixed with 100 gallons of 
water per acre of turf. Application can be 
repeated every 10 days. 

For plant coverage, mix 5 ounces with 
100 gallons of water. Treated areas may be 
re-entered after the spray dries and any 
mist settles. 
Circle 135 on reader service card 

The gas-powered Partner Stump Grinder 
reduces stumps to below ground level fair-
ly quickly, preparing the soil for immedi-
ate re-sodding or landscaping. Even hard-
woods like live oak can be ground to a pulp. 

The 44-pound stump grinder is designed 
for easy walk-behind control and should 
be suitable for delicate landscaping. Its 8-
inch grinding wheel is specially designed 
for grating large stumps. Blades can be 
resharpened and replacement blades are 
readily available. 
Circle 136 on reader service card 

3 %SHJ narley 
P o w e r R a k e s 
For R u g g e d 
Versat i l i ty 

riarley Model 
Power Box Rake 

» B i - A n g u l a r \ ^ • Oi l B a t h D r i v e 
• H e a v y - D u t y C o n s t r u c t i o n 
Right- or left-throw raking. Drop adjust-
able end plates and rake simulates box 
scraper action. Move, pulverize, level 
more dirt in less time. Designed for 27-
45 hp range tractors. 

narley 
PR06 
Power 
Rake 

• O i l B a t h D r i v e • B i - A n g u l a r 
• D o u b l e Ro l le r • 3 - P o i n t H i t c h 
Here's the #1 rake of choice by land-
scape contractors for 27-45 hp range 
tractors. 

Harley PR08 
Power 
Rake 

» B i - A n g u l a r • O i l B a t h D r i v e 
» R u g g e d B r i d g e F r a m e C o n s t r u c t i o n 
» V e r t i c a l H y d r a u l i c F loa t C o n t r o l 
This rake is designed for heavy-duty 
work. Electric control box lets you 
make adjustments with a fingertip for 
perfect shaping, leveling and fine grad-
ing. Never before has there been so 
much versatility in a Harley rake for the 
35-55 hp range tractor. 

All Product ion Limited. Call For Availability. 

faunae 
J a m e s t o w n , N D 5 8 4 0 2 

7 0 1 - 2 5 2 - 9 3 0 0 / F A X 7 0 1 - 2 5 2 - 1 9 7 8 
1 - 8 0 0 - 4 3 7 - 9 7 7 9 
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Scientific Marketing Services offers Espoma 
Bulb-Tone with bone meal, which contains a 
balanced blend of nitrogen, phosphorous and 
potassium to provide a long-lasting food 
reservoir and to ensure a complete feeding. 

Bulb-Tone is ideal for all bulbs including 
tulips, daffodils, crocuses and hyacinths. It is 
available in 5-, 25- and 50-pound bags. 
Circle 137 on reader service card 

The PeCo model 40/30H mid-size hydraulic 
brush chipper offers variable hydraulic feed, 
to 170 feet per minute. Powered by a 40-h.p. 
diesel engine, the 300-pound fly-wheel has 
two, 10-inch cutting blades with 9-inch 
cutting capacity. 

The PeCo chipper features a 360-degree 
rotating base and discharge chute, two pivot-
ing jack stands, a heavy-duty chip deflector, 
reversible blades and a hinged fly-wheel 
cover. Electric or surge brakes are optional. 

The chipper's weight is evenly distributed, 
making it maneuverable and easy to tow, 
according to the manufacturer. The trailer 
offers a torsionally sprung axle for smooth 
tracking behind the tow vehicle. 
Circle 138 on reader service card 

Stihl 's FC 72 professional landscape edger 
features a depth-adjustment wheel for 

u I 

accurate edging along sidewalks and curbs. 
The unit includes an electronic ignition 
system, replaceable wear guard, easy-access 
blade nut and flexible debris guard. An 
extra-wide depth wheel for increased 
stability in soft grass is optional. 

The FC 72 weighs 12.6 pounds and is 
equipped with a shielded, extra-baffled 
muffler and loop handle. • 
Circle 139 on reader service card 

FYL. 
Developing a whitef ly control program. The Pest Management Bulletin from 
Whitmire Research Laboratories outlines seven key areas for growing poinsettias and 
other crops. 
Circle 140 on reader service card 

Installing plastic plumbing. The NIBCO Plastic Plumbing Handbook provides a 
reference guide for installing plastic fittings, valves and pipe for residential, irrigation, 
pool/spa and light commercial markets. 
Circle 141 on reader service card 

Training Technicians. The Landscape Horticulture Center for Personnel Develop-
ment published a manual for training landscape management technicians. The manual 
can be used for training in the field, tailgate talks and in-house training sessions to 
help develop a company-wide standard of performance. 
Circle 142 on reader service card 

STRONG ENTERPRISES, INC. 

SALES • PARTS • SERVICE • ACCESSORIES 
IN FLORIDA CALL COLLECT (305) 235-0957 , OUTSIDE OF FLORIDA - P R 1-800-228-0905 

WE ARE THE ONLY WHOLESALE SUPPLIER OF SPRAYER REPLACEMENT PARTS 
D O f l f l DIRECT TO THE LAWN CARE COMPANIES IN THE U.S. CALL US FOR QUOTATIONS 

Piston Pumps Hypro 
liapnr ¿VtfSST.S diaphragm 

« ™ « P « n p u m / w . 

Medium pr.ssur. dupkr.gm pumps 
to 580 ps> with outputs to 13 Qpm 

Û M Û Û 
DISCOUNTS ON 

JOHN SCAN PUMPS 
lANO REPLACEMENT PARTS 

GLYCERIN 
GAUGES 

S W I T C H E S F O R 
R E W I N D R E E L S 

AY 
High pressure diaphragm pumps, to 
850 psi with outputs to SO gpm 

, R E W I N D M O T O R S 
REEL SWITCHES 
$7.00 EACH 

* " REEL MOTORS 
$120.00 

FLUSH BA 
MOUNT 

REPLACEMENT REEL 
SWIVEL JOINTS 
1 /2 ' 1 $ 2 1 . 0 0 
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 FREIGHT CHARGES 
PRICES LISTED 00 NOT INCLUDE OUTBOUNO FREIGHT CHARGES 

WE SHIP THROUGHOUT THE UNITED STATES A N D LATIN AMERICA 
f o r c o m p l e t e de ta i ls a n d I n f o r m a t i o n w r i t e o r call: 

STRONG ENTERPRISES. INC. 

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

USE READER SERVICE #48 

Send for Free 
Information from 

Advertisers 
Our advertisers want to help 
your business grow, so why 
not take advantage of the free 
information about the products 
and services advertised in this 
issue. 

Simply turn to the reader 
service card in this issue, circle 
the corresponding reader 
service numbers and complete 
and mail the postage paid 
reply card. Our computerized 
response system will speed the 
requested materials to you. 
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GR€€N INDUSTRY CXPO/93 N O V € M ß € R 1 5 - 1 8 , 1 9 9 3 
ßf i lT IMORC C O N V € N T I O N C€NT€R 

ßf l lT IMORC, MARYLAND 

TH€ louun and landscape show 
of the year! 

^^n November 15-18, thousands of green industry buyers and decision makers will 

gather in Baltimore to see the latest industry products and services... 

, 0 0 9 UlOS** 

ßcaWit®-

1 of tb® 

yoff | C o t 

floor 
J l e o t — 

The €xpo runs in conjunction 
uuith three dynamic 

educa t iona l conferences 
sponsored by: 

c the, 
d w e r s ^ o ^ ^ f o r 

S f S S S i ' * " " ^ 

f r c sno , C B 

• Associa ted Landscape Contractors of America 
• Professional Loiun Core Rssociot ion of America 
• Professional G r o u n d s M a n a g e m e n t Society 

• Yes!, Send me more information on exhibiting ot GIE/93 

NAME. 

COMPANY 

ADDRESS 

CITY/STATE/ZIP _ 

PHONE 

FAX 

Send to GIE, 1000 Johnson Ferry Rd., NE, Suite C-135, Marietta, GA 

30068-2112/FAX (404) 578-6071. Or coll GIE at (404) 973-2019. 
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Business Thrives With 
Effective Marketing 
LOOK IN THE San Diego Yellow Pages 
directory under "aeration services" and you 
will see that the largest ad is for Four 
Seasons Aeration and Thatching. Company 
owner Dominic Carlos said his ad is 
primarily for professional recognition; he 
gets most of his new business from door-to-
door marketing. 

"It used to be, Four Seasons was the only 
ad in the Yellow Pages for aeration ser-
vices," Carlos said, "but with ongoing water 
concerns in Southern California, 
homeowners are taking more interest in 
lawn aeration." 

Long before the drought, however, Car-
los determined that person-to-person mar-
keting was the best way to promote his 
aeration business. He began door-to-door 
solicitation shortly after moving to the San 
Diego area 12 years ago. Today he em-
ploys three full-time sales managers, a 
full-time telephone solicitor and scheduler, 
15 part-time sales people and six full-time 
aeration technicians. 

Four Seasons' sales representatives go 
door-to-door in assigned neighborhoods 
explaining the company's aeration ser-
vices. When the homeowner isn't avail-
able, the representative leaves a door hanger 
which explains the benefits of aeration and 
provides the Four Seasons telephone 
number. 

"I don't mind paying the door-to-door 
sales people on an hourly basis, even when 
they don't sell too many jobs," Carlos 
said. "We get a lot of customer follow-up 
calls from the door hangers." 

The door hangers explain that aeration 
reduces water runoff, improves fertilizer 
movement to the root zone, stimulates new 
root growth and improves soil structure. 
They also describe Four Seasons' special 

Equipment Efficiency Provides Key to Success 
PHIL S ANK AR knows his business. 
He's owned Phil Sankar Landscaping, 
a full-service lawn and landscape 
business in northeastern Ohio, for 16 
years; continuously looking for new 
and better ways of providing service to 
his customers. He always tries to be the 
highest quality company around while 
offering competitive prices. 

Sankar wanted to find a more efficient 
way of providing both fertilizer and 
weed control applications to residential 

The Turf Tracker's speed is set at 4 mph. 

and commercial properties the firm maintained. He had been making two passes over the 
tu r f—one for fertilizer and another for weed control — which proved time consuming. 
Also, he had many larger properties that his employees dreaded having to spread and 
spray by hand. 

He soon found a solution. "The first time I saw the Turf Tracker was at a trade show," 
Sankar said. "It looked just like what I was looking for — a riding unit that would allow 
me to put down a dry fertilizer and a liquid weed control all at one time." 

The product, sold nationally for five years by C&S Turf Care Equipment, has the 
ability to reduce production time by 50 percent or more. In some instances, Sankar's 
productivity increased by 100 percent. The Turf Tracker's three-speed electric 
fertilizer impeller allows crews to control the width of patterns from 4 feet to 24 feet 
wide, depending on the selected material. In addition, spray widths of up to 12 feet 
wide can be applied over the entire property or on a spot treatment basis. 

guarantee: "We guarantee that within the 
next 31 days your lawn will not only look 
healthier, but will have developed a deeper 
root system, or we will re-do any portion of 
the service necessary to gain your satisfac-
tion." 

Four Seasons includes lawn fertilization 
as part of its aeration service. Immediately 
after aerating, the operator applies a slow-
release nitrogen granular fertilizer which is 
coated to minimize the chance of burning 
if the homeowner doesn't water right away. 
Four Seasons uses a 15-5-7 blend in the 
summer, a 16-6-8 blend in the fall and a 
22-3-9 formula during the winter months. 
Four Seasons also offers an organic ferti-

lizer for customers 
who prefer it. 

Carlos buys his 
fertilizer in bulk, 
and during the bus-
iest summer season 
he purchases about 
two tons a week. 
He credits switch-
ing his aeration 
equipment as mak-
ing a positive dif-
ference in his busi-
ness. Carlos leased 
three new Ryan 
Lawnaire® 28 
aerators from San-

Ryan's Lawnaire 28 aerator increases maneuverability. Diego Turf, the lo-

cal Cushman dealer, a few years ago and now 
owns two. 

"We were using Lawnaire IVs, but we can 
cover a lawn much quicker with the LATM 
28. Because of its maneuverability, we can 
get in and around the small lawns just as 
easily," Carlos said. "The LA 28 has made it 
easier to stay ahead of the competition, too. 
When customers see the soil cores the mach-
ine pulls, they instinctively know it's doing a 
better job." 

Although Four Seasons works in all San 
Diego neighborhoods, most of their can-
vassing is concentrated in areas where home 
values are $200,000 and up. According to 
Carlos, Four Seasons aerates about 200 homes 
per week in a typical year and, although most 
of his business is residential, the firm also 
handles some shopping centers, condo-
minium projects, private schools and estates. 

The average charge for aerating ranges 
from $40 to $60 per lawn, which includes 
the follow-up fertilizer application. Four 
Seasons generally prices its aerating service 
for the owner's front yard, but offers a 50 
percent discount for the backyard when it's 
done at the same time. Most of the lawns 
Four Seasons services are relatively small, 
averaging less than 5,000 square feet, both 
front and back. 

Carlos' business has increased at a rate of 16 
to 18 percent per year, and Four Seasons' 
projects gross sales will reach $375,000 this 
year. • 

72 JUNE 1993 • LAWN & LANDSCAPE MAINTENANCE . 



We're Rooting 
For Your Success! 

PANTS PLANTS 
July 27-29, 1993 August 18-19,1993 
Valley Forge Convention Center Pittsburgh ExpoMart 
King of Prussia, PA Monroeville, PA 

Discover what so many professionals have already learned. Pennsylvania's Plant Shows are 
your trade secret for success. Call (717) 238-1673 for more information. 

Discount for early registration! 

PENNSYLVANIA'S PLANT SHOWS 
sponsored by the Pennsylvania Nurserymen's Association 
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Greener 
Grass. 

Healthier 
Turf. 

No Matter 
How You 
Cut It 

Anyone who takes care of 
turf and grass for a living should 
know about N-SURE®. It's a 
triazone nitrogen source that 
works in a controlled, slower-
releasing and non-burning man-
ner. AncJ,you can use it with less 
water so application is faster and 
easier. The results are greener, 
healthier turf and less downtime 
for more jobs per day. 

So, if the grass 
is always green-
er on the other 
side of the fence, 
chances are some-
one's using 
N-SURE®. Find 
out more about it. 

Call 

1-800-654-4514 

Arcadian Corp. Triazone Div. 
6750 Poplar Ave. Memphis, TN 38138 

Calendar 
JULY 7-8 Pesticide Institute, Embers Con-
vention Center, Carlisle, Pa. Contact: Penn-
sylvania Nurserymen's Association, 1924 
N. Second St., Harrisburg, PA 17102; 717/ 
238-1673. 

JULY 8 The University of Georgia Turf-
grass Field Day, Georgia Station, Griffin. 
Contact: Douglas Moody, Georgia Turf-
grass Association, 5198 Ross Road, Ac-
worth, G A 30102; 404/975-4123. 

JULY 9-10 Second Annual New York Re-
Leaf, Urban and Community Forestry Con-
ference, Cornell University, Ithaca, N.Y. 
Contact: Dr. Nina Bassuk, 607/255-4586. 

JULY 14 Annual Nursery Field Day, Hamp-
ton Roads Agricultural Experiment Station, 
Virginia Beach. Contact: Dr. Bonnie Ap-
pleton/HRAES, 1444 Diamond Springs 
Road, Virginia Beach, VA 23455; 804/363-
3906. 

JULY 14-15 Midwest Grounds Manage-
ment Conference, Miami University, Ox-
ford, Ohio. Co-sponsored by the Profes-
sional Grounds Management Society and 
the Association of Physical Plant Adminis-
trators. Contact: George Persinger, Miami 
University, Cole Service Bldg., Oxford, OH 
45056:513/529-6786. 

JULY 14-16 Mailorder Association of Nur-
series Summer Convention, Greenville Hil-
ton, Greenville, S.C. Contact: MAN, 8683 
Doves Fly Way, Laurel, MD 20723; 301/ 
490-9143. 

JULY 14-16 Summer Convention & Field 
Days, American Sod Producers Association, 
Opryland Hotel, Nashville, Tenn. Contact: 
ASPA, 1855-A Hicks Road, Rolling Mead-
ows, IL 60008; 708/705-9898. 

JULY 18-24 International Turfgrass Re-
search Conference, Breakers Resort Hotel, 
Palm Beach, Fla. Contact: Dr. George Sny-
der, University of Florida, IFAS, Ever-
glades Research and Education Center, P.O. 
Box 8003, Belle Glade, FL 33430; 407/996-
3062. 

JULY 19-21 IAN Summer Meeting and 
Field Day, Indianapolis. Contact: Philip 
Carpenter, Indiana Association of Nursery-
men, 202E 650N, West Lafayette, IN 
47906:317/497-1100. 

JULY 22-24 TTIA Conference and Trade 
Show, DFW Hilton Conference Center, 
Grapevine, Texas. Contact: Texas Turfgrass 
Irrigation Association, 9530 Forestview, 
Dallas, TX 75243; 214/321 -0155. 

JULY 24-29 American Society for Horti-
cultural Science's Annual Meeting, Opry-

land Hotel, Nashville, Tenn. Contact: Christine 
Radiske, 703/836-4606. 

JULY 25-27 International Lawn, Garden and 
Power Equipment Expo, The Kentucky Ex-
position Center, Louisville. Contact: EXPO 
93,6th floor, 6100 Dutchmans Lane, Louis-
ville, K Y 40205; 800/558-8767. 

JULY 27-29 East-Penn Allied Nursery Trade 
Show. Contact: Pennsylvania Nursery men's 
Association, 1924 N. Second St., Harrisburg, 
PA 17102:717/238-1673. 

JULY 28-29 LCA Summer Conference, Holi-
day Inn Crown Plaza, Rockville, Md. Contact: 
Landscape Contractors Association, 9053 
Shady Grove Court, Gaithersburg, MD 20877; 
301/948-0810. 

AUG. 1 -3 Georgia Golf Course Superinten-
dents Association Summer Conference, 
Augusta. Contact: GGCSA, 706/769-4076. 

AUG. 4-8 1993 A AN/TAN Annual Conven-
tion, Dallas Convention Center. Contact: Ke-
vin Morales, AAN, 12501 St. NW, Ste. 500, 
Washington DC 20005; 202/789-2900or 
TAN, 7730IH-35, Austin, TX 78745-6621 ; 
512/280-5182. 

AUG. 5 National Turfgrass Evaluation Pro-
gram Turfgrass Research Field Day, USDA 
Beltsville Agricultural Research Center-West, 
Beltsville, Md. Contact: Kevin Morris, USDA-
B ARC-West, Bldg. 001, Rm. 333, Beltsville, 
M D 20705; 301/504-5125. 

AUG. 12 Landscape and Garden Tours, St. 
Paul. Various locations. Minnesota Nursery 
and Landscape Association. Contact: Jim Mc-
Carthy, MNLA. P.O. Box 130307, St. Paul, 
MN 55113:612/633-4987. 

AUG. 12-13 Invasive Exotic Plants: Contem-
porary Issues and Options conference, Virginia 
Tech, Blacksburg. Contact: J.C. Gordon, 
Donaldson Brown Continuing Education 
Center, Virginia Tech, Blacksburg, VA 24061 ; 
703/231-5241. 

AUG. 13 1993 Summer Meeting and Trade 
Show, Bailey Nurseries Inc., St. Paul, Minn. 
Contact: Jim McCarthy, Minnesota Nursery 
and Landscape Association, P.O. Box 130307, 
St. Paul, MN 55113; 612/633-4987. 

AUG. 17 Wisconsin Turfgrass Field Day, O.J. 
Noer Turfgrass Research and Education Faci-
lity, Madison, Wis. Contact: Dr. Frank Rossi, 
608/262-1490. 

AUG. 17 Ohio Turfgrass and Landscape Hor-
ticulture Research Field Day, The Ohio State 
University, Columbus. Contact: Phyllis Selby, 
614/292-2601 or Dr. Karl Danneberger, 614/ 
292-8491. • 

USE READER SERVICE #48 
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A U N I F I E D I N D U S T R Y 

W O R K I N G T O W A R D 

A C O M M O N G O A L 

Nearly every key issue affecting one part of the Specialty Pesticide 

Industry affects the entire industry. 

RISE (Responsible Industry for a Sound Environment) is bringing 

industry leaders together to identify critical public issues and 

legislation, and address them as a unified body 

We're proud of our industry's commitment to enhancing and 

preserving the environment. And we're committed to educating policymakers 

and the public about the environmental, health and safety 

benefits of proper pesticide use. 

A wide variety of companies and organizations are already members 

of RISE, and have contributed to successes like we enjoyed recently in 

Missoula, Montana, which demonstrates the industry is 

able to work constructively with local government bodies. 

If you're a manufacturer, formulator, distributor, supplier or associa-

tion involved with the use of specialty pesticides, we invite you to join RISE 

and participate in our future successes. 

For more information, call RISE at 

(202) 872-3860, or write to 1155 15th St. N.W., 

Suite 900, Washington, D.C. 20005. RnponsMt Industry to t Sound Envnontntnt 
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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 publisher 
before the first of the month preceding publica-
tion and be accompanied by cash or money or-
der covering full payment. Submit ads to: Ijawn 
& landscape Maintenance magazine, 4012 
Bridge Ave., Cleveland, OH 44113. Fax: 216/ 
961-0364. 

BUSINESS FOR SALE 
FULLY STOCKED NURSERY 

Small plant nursery, fully stocked. Port St. 
Lucie, Fla., 407/878-6779. 

• • • 

BUSINESS OPPORTUNITY 

LAWN CARE PROGRAM 
NaturaLawn® of America provides the Green 
Industry a successful, growth-oriented lawn care 
program. Discuss the opportunities available to 
you by calling the leader in organic-based lawn 
care. The franchise opportunity of the '90s. 800/ 
989-5444. 

• • • 

BUSINESSES WANTED 
BUYING BUSINESSES 

Thinking of selling your lawn care business? 
We would like to talk with you. If you are doing 
business in Detroit, Cleveland, Atlanta, Co-
lumbus, St. Louis, Dayton, Cincinnati, India-
napolis, Chicago or Fort Wayne, and are inter-
ested in discussing the possibilities, reply to: 
Lawn & Landscape Maintenance, Box 361, 
4012 Bridge Ave., Cleveland, OH 44113. All 
replies are strictly confidential. 

CONSULTING SERVICE 

NUTRIENT ANALYSIS 
Poor growth? Which fertilizer to choose? Us-
ing reclaimed water? Analyze for all nutrients 
and toxic elements. Expert recommendations 
by former University of California staff mem-
bers. WALLACE LABORATORIES, 365 
Coral Circle, El Segundo, CA 90245; 800/ 
GREEN99, 310/615-0116. 

• • • 

IT PAYS TO ADVERTISE IN 

CALL TODAY! 
800/456-0707 

• • • 

MARKETING CONSULTANTS 

This Ad's For Inventors 
Profit From Your Creations. 

• Market Analysis 
. Sales and Marketing Strategy 
. Plan Development and Execution 
• Product Launch 
• Ongoing Marketing and Advertising 

KS 
MARKETING 

INTERNATIONAL CORPORATE SERVICES, INC. 
2901 LE JEUNE ROAD • SUITE 201 

CORAL GABLES, FL D I M 
ATTENTION: SCOTTSTEER 

(305)444-0199 • FAX (305) 444-3932 

Q U A L I T Y MARKETING SINCE 1979 

• • • 

FOR SALE 
LAWN CARE EQUIPMENT 

Hannay reels new in-the-box, E1526s, E1530s, 
$369; lawn spray hose, 275 psi and 600 psi, all 
sizes; original Imler measuring wheels, $54.95; 
glycerin-filled gauges, 0-60 psi toO-1,000 psi, 
$ 19.95; ChemLawn guns, $81.95; lawn spray 
boots, $ 16.95; lawn spray gloves, $ 1.95/pair. 
Call Herself 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, Cleve-
land, OH 44118; 216/371-0979. 

• • • 

SPRAYER REPLACEMENT PARTS 
Sprayer Replacement Parts — FMC, Hypro, 
Spraying Systems, Raven Tanks, Hannay 
Reels, plus more. Also Canaan sprayers and 
hydroseeders. FREE CATALOG. CANAAN 
INDUSTRIES, 800/633-7560. 

• • • 

FREELAND 
GOVERNMENT LAND now available for 
claim (including agricultural). Up to 160 acres/ 
person. Free recorded message: 707/448-1887. 
(4NK8) 

• • • 

INSURANCE 

COMMERCIAL INSURANCE FOR 
LAWN CARE OPERATORS 

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

Columbus. OH 43215 
614/221-239S 

Contact: 
Richard P. Bersnak, President 

or Jeanne Bartkus 

• • • 
FINANCING 

LET THE GOVERNMENT FINANCE your 
small business. Grants/loans to $500,000. Free 
recorded message: 707/448-0270. (NK8) 

SPRAY EQUIPMENT 
WHOLESALE, METERING, 

CENTRIFUGAL, TURBINE, ROLLER, 
PISTON AND 12-VOLT PUMPS. 
Complete Line of Spray Equipment. 

Sandia Sprayer, Inc. 
8 0 6 / 5 4 6 - 2 2 4 2 

• • • 

PROPERTY 
OZARK MOUNTAIN OR LAKE ACRE-
AGES, from $30/month, nothing down, en-
vironmental protection codes, huge selection. 
Free catalog. WOODS & WATERS, Box 1-
LL, Willow Springs, MO 65793; 417/469-
3187. 

• • • 

PARTS CATALOG 
WHOLESALE PARTS CATALOG -
Greenline's 1993 Full Line Catalog is now 
available. It offers 120 pages full of mower 
blades, belts, pulleys, wheels, tires, pruners, 
sprayers, safety gear and hundreds of other 
items the professional landscaper uses every 
day. Buy direct and save BIG $$$. Call for 
your FREE catalog today! Our TOLL-FREE 
telephone number is 800/356-0171. Or write 
to Greenline, P.O. Box 1648, Reidsville. GA 
30453. 

• • • 

IRRIGATION EQUIPMENT 
BOBCAT TRENCHER 1989T305,4or5ft., 
used 550 hrs., comes with P318 vibrating 
plow, six-way blade, hydraulic boring tool, 
bits, boring rods, bullets, hydraulic tamper, 
$10,000. Dual 1015 back hoe. 18-inch bucket, 
like new, $4,000. Contact John White. 515/ 
244-4871 or 515/244-2189, Des Moines, 
Iowa. 

• • • 

LAWN SPRAY TRUCK 
1983 GMC 5000 series. Re-manufactured 1989 
target engine. 1,200-gal. Tuflex main tank. 
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200-gal. drop tank with mechanical agitation, 
Hannay electric hose reel, 300 ft. 800 psi hose, 
16-h.p. Briggs engine w/20-gpm bean pump. 
Good condition, currently working every day. 
$6,000 firm. Fort Myers Pest Control Inc. 800/ 
329-3100. 

• • • 

HOW-TO BOOK 
Bidding and Contracts: Your Key to Success 
is a book born of experience, not theory. 
Answers to frequently asked questions: 
• Why making the right bid is important. 
• What happens if you frequently bid low? 
• How to come up with a fair and profitable 
bid. 
• What will the market bear? 
• Why using contracts means more profit. 
• Plus much more. 
Send $39.95 plus $2.25 for postage and han-
dling to Profits Unlimited,3930-B Bardstown 
Rd., Louisville, K Y 40218; 502/495-1351. A 
division of Wayne's Lawn Service, Inc. since 
1979. 

• • • 
DESIGN KIT 

L A N D S C A P E D E S I G N 
K I T T H R E E 

COMPLETE 
PROFESSIONAL 

LANDSCAPE PLANS 
IN MINUTES! 

4 8 r u b b e r s t a m p s y m b o l s 
of t r e e s , s h r u b s , rocks , 

s t e p p i n g s tones , v ine . 
& m o r e U s e a t 1 /8 or 

1 / 1 0 s c a l e S t a m p s 1/4 to 
1 3 / 4 i n c h e s in d i a m e t e r 

30 PAGE STAMP CATALOG • $1 
A M E R I C A N S T A M P C O . 
1 2 2 9 0 R I S I N G R D . , # 7 9 2 

W I L T O N , C A 9 5 6 9 3 
( 9 1 6 ) 6 8 7 - 7 1 0 2 

$74.95 
• $ 4 . 5 0 ship / h a n d . 

Cal only add 7 3/4% tax 

V I S A / M a s t e r C a r d 
By MAIL Or Phone 

MOWER PARTS 
MOWING CONTRACTORS: 

FREE CATALOG 
Commercial mower parts guaranteed to fit 
Bobcat, Bunton, Exmark, Snapper and Scag. 
WHOLESALE PRICING on blades, belts, 
filters, pulleys, tires, transmissions and mow-
ing supplies. SAVE $$$. Call toll-free 800/ 
343-4333. LAWN CARE PARTS guaran-
tees savings coast to coast. AMX/Visa/ 
Mastercard accepted. 

WORK CLOTHES 

TOUGH JEANS 
THAT CUT IT. 

W a r m e r in winter. Cooler in summer. New Dickies Work 
Jeans. Last longer. Fit better on your job. 
Feel better on your body. Guaranteed. 
Call for your free catalog today. 

TOLL-FREE 1-800-DICKIES 

COMPUTER SOFTWARE 
LANDSCAPE 

MANAGEMENT SOFTWARE 

SuperScape ™ 
Landscape Management Software 

"Not only are we 

completely satisfied with the 

computer program itself, we have 

been very impressed with the 

support given by SoftQuest as we 

have set up the program. . . 

We would highly 

recommend SuperScape to any 

landscape company who wants to 

make their business run smoother 

and more efficiently. " 
— Jana Miller 
Environmental 
Management IBM 

Call today and ask for a free 
demo and see how satisfied 
you can be. 
800-299-9991 512-452-4500 

DESIGN SYSTEM 

HELP WANTED 

GR0UNDSSUPERVIS0R 

Complete NEW IMAGE Design System. In-
cludes software, hardware, peripherals. Pur-
chased new 3/92. For complete description, 
write: Rick Hayden, Box 411, Greenup, IL 
62428. 

• • • 

IRRIGATION SOFTWARE 
Dynamic computer software will help you 
make money. Easy to install and use, it is 
designed to deliver operating improvements 
for LAWN IRRIGATION service providers 
through enhanced: scheduling, dispatch, esti-
mating and billing. Accounting modules avail-
able. NorthEastern Research Associates, 
Woodmere, NY. Phone/fax: 516/569-7450. 

CERTIRED APPLICATOR 
We are looking for a commercial certified 
applicator. Must have two years experience in 
the profession. Located north of the river in 
Kansas City. Send resume to: Discount Lawn 
Service, Inc., P.O. Box 25156, Kansas City, 
MO 64119-0456. 

Grounds Supervisor, Campus Facilities Ser-
vices. Plan activities of Indiana-Purdue Univer-
sity Medical Center's grounds department. 
Doing: renovation, maintenance, landscape 
construction, training and technical direction of 
staff personnel, ordering supplies and estimat-
ing jobs. BS/BA in ornamental horticulture or 
horticulture-related field is required. Five years 
experience in turf care or landscape construc-
tion with two years of supervisory responsibili-
ties is desired, along with a 3A-3B pesticide 
applicator certificate. Person must also have a 
valid driver's license. Salary is commensurate, 
with benefits available. Submit resume (for 
position #86-93) to Marcia Combs, Human 
Resources Administration, 620 Union Drive, 
Indianapolis, IN 46202-5168. IUPUI. EO/AA 
Employer. 

L A N D S C A P E A R C H I T E C T : Central 
Florida location. BSLA and minimum 5 
years experience with design firm or 
landscape contractor. 
Sales/marketing skills essential. Reno-
vation, hardscape, irrigation background 
desirable. Career opportunity with 
growth potential and generous fringe 
benefits. 
Qualified candidates are requested to 
send resume in confidence or call: 
PARSONS CONSULTANTS INC. 
706 Turnbull Ave., Ste. 202 
Altamonte Springs, FL 32701 
407/339-9163 

IT PAYS 
TO ADVERTISE 

IN THE 

CLASSIFIEDS! 
CALL 

TODAY! 

800/456-0707 
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ALCA 71 
The Andersons 17 
Aquatrols 50 
Arcadian 74 
Arrington 78 
C&S Turf Care 16,64 
CBS Software 10 
CNA 5 
Canaan 36 
Crary 66 
Creative Auto 36 
Creative Curb 31 
Deere & Co 40-41 
Dilloware 62 
Eagle Design 60 
Glenmac 67 
Hoechst Roussel 51 
Hunter 29,56 
ISK 21 
Irrometer 62 
Isuzu 79 
Jacklin 33 
Keys 38 
Lawnwright 54 
Lebanon 37 
LESCO 80 
Longhom 15 
Manor Software 16 
Medalist 49 
Miles 2,55 
Monsanto 44-45 
Nor-Am 61 
Oldham 31 
PBI Gordon 47 
PNA 73 
Peco 65 
Professional Tree & Turf 14 
RISE 75 
Ransomes 7 
SPS 68 
Sendee 14 
South 68 
Strong 65 
Tanaka 10 
Toro 35 
Tuflex 13 
Turf-Seed 39 
United Horticulture 23 
Walker 15 

0PEI EXPO 
(continued from page 54) 

clusively last year, 13 percent showed only 
consumer products and 72 percent exhibited 
both. 

Since 48.4 percent of visitors surveyed after 
the 1992 EXPO said they attended the show to 
see new products, exhibitors will banner their 
latest innovations with bright ribbons this year. 
"Both the visitor and exhibitor will benefit," 
said Dennis Dix, OPEI president and CEO. 
"Clear identification will make it easier for 
visitors to find new products — and easier for 
exhibitors to point (them) out, even during peak 
periods." 

Hours for indoor exhibits are Sunday and 
Monday, 9 a.m. to 5 p.m., and Tuesday, 9 a.m. 
to 3 p.m. The outdoor exhibition area is open 
Sunday and Monday, 8 a.m. to 5 p.m., and 
Tuesday, 8 a.m. to noon. 

A few seminars have been added to the 
program this year (see sidebar, p. 52). Other 
features include the Hall of Yesteryear, an 
industry time line exhibit featuring photos and 
landmark events in the outdoor power equip-
ment industry; the Garden Tool Giveaway 
drawing for a new, $22,000 Chevy pickup; a 
6,500-square foot Model Store; and a new 

I R R I G A T I O N 
T R A I N I N G S E R I E S 

L E S S O N E L E V E N 
Answers to questions on page 62. 

1. #10 
2. The force applied to the flow of electri-

cal current 
3. 2 percent of the rated voltage. 
4. Current is the flow of electricity. 
5. In areas where a high incidence of 

lightning occurs. 
6. The amperage required to actuate the 

solenoid or electrical device. 
7. Yes. 
8. 20 percent 

Kentucky Bluegrass Food Court. 
The Service Dealers Association will ad-

minister certification testing on two-stroke 
engines July 25 and 26, at 2 p.m., and on four 
stroke engines at 8 a.m. both days. Testing is 
limited to the first 100 registrants. 

Special events planned outside of the show 
include A Day of Racing at the Sports Spec-
trum, Saturday, 2 to 7 p.m., $27/person; A 
Sunday Brunch at the Derby Dinner Playhouse, 
noon to 4:30 p.m., $30.50/person; Tour Ken-
tucky Derby Museum and Farmington, Sun-
day, 1 to 4:30 p.m., $19/person; Toun Wild 
Turkey and Wild Politics (tours of a distillery 
and Frankfort, Kentucky's capital city), Mon-
day, 9 a.m. to 3 p.m., $25/person; Tour. Star of 
Louisville Luncheon Cruise Plus Shopping 
Spree, Monday, 11:30 a.m. to 3 p.m., $31; 
Tour Hillerich and Bradsby, maker of the 
famous Louisville Slugger baseball bats, and 
Thomas Edison's 1866 house, Monday, 1:30 to 
4:30 p.m., $16/person. 

Preregistration for EXPO 93 is free; on-site 
registration is $20. A free preview video is 
available. For more information, contact EXPO 
93, 6100 Dutchmans Lane, 6th floor, Louis-
ville, KY 40205; 800/558-8767 or 502/473-
1992 (inside Kentucky or outside the U.S.); fax 
502/473-1999. • 

Irrigation Training 
(continued from page 62) 

additional voltage/amperage that may be re-
quired by the solenoid. 

Because soil conditions may change or the 
grounding system can be damaged, check the 
system annually for resistance to determine if it 
still meets standards. This is particularly impor-
tant in lightning prone areas. 

Surge protection or suppresses should be 
installed on the power supply or input side of the 
controller. In areas where lightning is a prob-
lem, install surge suppressers on the 24-volt 
output lines. The surge suppresser can be 
grounded to earth for additional protection. 
Coil the wire at the solenoid (20 turns around a 
1 -inch pipe) to dissipate electrical surge from 
lightning. 

Wire should be buried 24 inches for 110-volt 
or higher voltage, and a minimum of 6 inches 
for circuits of 30 volts or less. See the National 
Electrical Code for additional information. 

The next two lessons will discuss the instal-
lation of control systems, sensors, pipes, heads, 
as-built drawings, in-
structions and related in-
formation. i 

The author is vice presi-
dent of Keesen Water 
Management, 10700 E. 
Bethany Drive, Suite 
103, Aurora, CO 80014-
2625. 

If you have a topic for the irrigation training 
series, send it to LLM. 
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" We compete for business, 
but w e all agree on the same truck." 

In Atlanta, a city known for its beautiful landscaping 
a city sprucing up for the '96 Summer Olympics, Isuzu 
Truck is the truck of choice among landscape contractors. 

"I first bought an Isuzu in 1986; within 6 months I 
bought another one. Ever since, I've averaged one or 
two new Isuzus per year," says Greg Coleman, 
owner of Vision Scapes. 

According to Andrew Baldy, vice president of 
Oakwood A.PC.L, half his company's 20 trucks 
are Isuzus. "As we keep growing, we'll keep on 
buying Isuzu trucks. Reason being, 
we get longer life out of them. 
We also get better fuel mileage, 
easier maintenance, lower 

upkeep and much better overall durability ." 
Ken Thomas, owner of Landscape Techniques says, "I 

didn't know what cargo room was until I got an Isuzu." 
Adds Greg, "My mechanic loves it. He likes the tilt 

cab. And if you take an Isuzu in a cul-de-sac, you can 
almost do a figure eight" 

Terry Walton of Greenscape just bought two 
new Isuzu trucks." People I talked to had noth-
ing but good things to say about the trucks." 

Andrew sums it all up, "I will never go to 
another truck. And that's truth. 

If you'd like to keep up with 
the competition, just. 
call (800) 568-6672. 

Now available in gasoline or diesel. 
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Early Order Renovation Program 
IS in Full Swing 

Aerator-30 
HOP Price $1,040 

Save $155 
Renovator-20 

EOP Price $2,655 
Save $295 

Dethatcher 
EOP Price $635 

Save $60 
Make turf renovation even more 
profitable by placing your renovation 
equipment orders between 
May 15th and July 1st. 
Save hundreds of dollars during LESCO's 
Early Order Equipment Program by 
trimming as much as 10% off the cost of 
LESCO's Aerator-30, Renovator-20, and 
Dethatcher. And no payment is due until 
October 1st with approved credit! 

LESCO designs and manufactures 
its renovation equipment 
for turf professionals. 
The easy-to-use Renovator-20 now 
features your choice of Honda or 
Briggs & Stratton Vanguard™ engines. 
And our Aerator-20 and Dethatcher 
can be relied on for day-in and 
day-out dependable service. 

For more information or to place your order, contact your 
LESCO Sales Representative, visit a LESCO Service Center or 
call (800) 321-5325 (In the Cleveland area 333-9250). 
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