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TOURNAMENT INSIDER 

Tim Moragtian is principal of Aspire Golf 
Consulting in Long Valley, N.J. He can be reached at 
tmoraghanll@comcast.net or 90B-635-P9?8. 

TREE TALK 

The PGA Tour Barclays was awarded 
to Ridgewood Country Club in New 
Jersey at the last minute, leaving Todd 

Raisch, CGCS, little time to accomplish a 
great deal of work. One concern was clear-
ing trees and limbs necessary to erect tents 
and staging operations to allow the gallery 
to see the best players in the world. 

Because tree removal is a sensitive 
subject, Raisch contracted a qualified tree 
service company, Tree-Tech of Mount 
Freedom, N.J., with extensive golf course 
experience to assist him with a thorough 
review and preparations. The following are 
thoughts about superintendent/tree service 
relations from Tree-Tech's owner, Rob 
Finnesey. 

QWhat are the benefits for a superinten-
dent to contract a tree service company 

to assist the host club? 

AWe'11 review a number of concerns with 
the golf course superintendent, includ-

ing everything from sun/shade studies to 
safety. For the best results, a tree service 
company should be contacted at least two 
years before the event to form and execute a 
plan that includes: 

• Reviewing tree safety issues that could 
injure the gallery, spectators in the grand-
stands or under trees, or impact moving 
vehicular or pedestrian traffic. 

• Removing any root encroachment in 
high-play areas such as primary rough grass 
landing zones, bunkers and brush along 
a water hazard so the competitors won't 
injure themselves. 

• Understanding the superintendent's 
agronomic issues with all playing surfaces. 
We'll conduct a sun/shade study, iden-
tify root intrusion for gallery and players, 
reduce any overplanting concerns, thin 
canopies, root prune and remove any tree 
that affects the setup of the golf course 
inside and outside the ropes. 

• Evaluating playability concerns, includ-
ing sight lines from teeing grounds, tree/ 

limb intrusion into the intended line of play 
and removal of trees that affect shot options 
(such as a tree planted behind a bunker 
creating a double hazard). If there's an 
architect involved, we'll help him to create 
the proper sight lines to enhance design fea-
tures with proper tree planting or removal. 

• Reviewing the safety issues of multiple-
trunk trees, hanging limbs, surface roots 
and thorn-producing species to reduce any 
legal liabilities. 

• Working with the television crews 
well in advance of the event to selectively 
remove any tree, limb or other obstacle that 
might intrude the camera's view. 

• Reviewing the type of weather ex-
pected to identify additional opportunities 
for damage or injury in the case of a sudden 
storm. 

• Clearing any area designated for an 
operational or vendor compound. 

QWhat can a superintendent do to ease 
your staffs efforts? 

APrioritize the work he wishes the tree 
company to accomplish. This would 

include: 
• Receiving all as-builts, maps, site 

documentation, irrigation line and other 
golf course information so the tree service 
doesn't add additional work for the superin-
tendent. 

• Locating and tagging all suspect and 
hazardous trees for removal or pruning. 

• Getting involved with any golf course 
renovation efforts by the club. It's better 
to prune trees and remove them and clear 
them during a renovation, limiting the extra 
work required of the grounds staff. 

• Checking with all the subcontractors 
to investigate their needs and what trees 
might hinder them when accomplishing 
their tasks. 

• Attending any organizational walk-
throughs to identify all gallery paths, 
service roads, walking spectator sight lines, 
proposed parking lots or other areas where 

a tree might clutter the routes. 
• Contacting local traffic authorities to 

identify their routes for buses, large trucks, 
and police/fire and emergency vehicles to 
allow easy and unencumbered entry and ex-
its in case of a medical or other emergency. 

• Assisting when grandstands, tents, 
concessions and lavatory facilities are placed 
to identify what trees should be removed. 

• Having an emergency crew on call 
24/7 before, during and after the event. 

OHow can tree services assist a superin-
tendent? 

AA quality tree service can advise the 

superintendent about: 
• Identifying and removing any miscella-

neous or nonindigenous trees affecting turf 
health, light penetration, air circulation and 
prolonged shade impacts. 

• Supporting the club when selecting the 
best species for the location and growing en-
vironment. Choose trees that don't have sur-
face roots, pest concerns or fruit droppings. 
Look for those with moderate growth rates, 
brilliant fall color and quick leaf drops. 

• Evaluating and removing any under-
brush (which might affect pace of play), 
identifying out-of-bounds and locating the 
proper boundaries of water hazards. 

• Evaluating the tree lines along the tee-
ing ground perimeters to widen the line of 
play and lift up intruding limbs, especially 
for left-handed players. Many times tree 
intrusion will cause the misalignment of 
a teeing ground to a point other than the 
intended landing zone. 

• Eliminating any poor-quality trees that 
affect the growth and health of the primary 
species being highlighted. 

• Removing any trees that frame a green, 
landing zone, teeing ground or encroach 
into a line of play, create a backdrop or 
overhang a golf hole. 

• Reviewing the three forms of prun-
ing with the superintendent: canopy or the 
thinning of the interior profile; root prun-
ing, which will prevent a tree from robbing 
water and nutrients from the turf; and basal 
pruning. GCI 
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Terry Buchen CGCS, MG, is president of Golf Agronomy International. He's a 38-year, 
life member of the GCSAA, He can be reached at terrybuchen@earthlink.net. EQUIPMENT IDEAS 

Globetrotting 
consulting agronomist 
Terry Buchen visits 
many golf courses 
annually with his digital 
camera in hand. He 
will share helpful ideas 
relating to maintenance 
equipment from the golf 
course superintendents 
he visits - as well as 
a few ideas of his own 
- with timely photos 
and captions that 
explore the changing 
world of golf course 
management. Hang it up 

At the Hermitage Country Club in Manakin-Sabot, Va., Manakin Course 
superintendent Eric Spurlock and director of golf course operations John 
Haley designed a hose rack to better organize hoses and watering accessories 

for quick and easy access at a centralized location at the turf care center. 
Spurlock placed two 6-inch-by-6-inch posts into the ground and stabilized them 

with concrete to support the weight of the hoses and lumber. He cut five 2-inch-by-
6-inch pieces of wood on which to hang the hoses. He also cut notches on both ends 
of the two-by-sixes that were angled back to the main structure to keep the hoses 
from slipping off the rack. Then he nailed another two-by-six to each the five he cut 
first, essentially creating a 4-inch-by-6-inch board. 

Next, the 2-inch-by-8-inch boards (one on either side of the 6-inch-by-6-inch 
end posts) were bolted (V2-inch diameter) to either side of the post for support 
underneath the notched two-by-sixes, which were positioned across the two-by-
eights so the notches on either side enabled the hoses to be hung from both sides of 
the rack. The notched two-by-sixes were held in place by two short pieces of two-by-
sixes wedged between the two-by-eights and screwed in place. 

Two two-by-sixes (one on either side of the six-by-six) were spanned between the 
end posts and bolted in on top of the notched two-by-sixes for more stability. Once the 
structure was completed, a 6-inch-diameter PVC pipe was cut into 10 1-foot sections. 
The pipe sections then were split into half circles and screwed (V^inch diameter) to 
the top of the notches where the hoses hang to reduce the possibility of damage. 

Finally, Spurlock built and mounted a wooden box with a hinged cover to one end 
of the post to keep quick coupler valves, nozzles, fittings, wetting agent canisters, 
etc., organized and close to the hoses. 

The cost for the materials from an outlet lumber yard was about $350, the PVC 
pipe was in stock, and labor took about 16 hours. GCI 

Jack it up 

The maintenance crew at the Palmas del Mar Country Club in Humacao, 
Puerto Rico, uses a Greens Iron Super 5000 tournament speed roller, 
which comes with a removable transport frame. When the roller is 

transported from green to green, it hits the turf and cart paths because it rides 
low. So, head mechanic Jose Rodriguez raised the frame by adding one 12-inch-
long, 1.5-inch-diameter hollow pipe above each axle to raise the roller a foot 
higher. In addition to welding the bottom of the pipes to the top of each axle, 
Rodriguez welded a 3/8-inch-thick piece of metal to the top of the pipes and then 
bolted them to the roller frame with two ^-inch-diameter bolts, nuts and 
washers. 

Because Rodriguez raised the frame, the built-in hitch on the Toro 
Workman tow vehicles couldn't be used with the roller anymore. So, 
he bolted a 2-inch-square, class III receiver hitch to the bed of the 
Workman using two 1/2-inch-diameter bolts, nuts and lock washers. 
He also welded a class I hitch, which fits over the top of 17/s-inch-
diameter trailer hitch ball, to the roller's frame. Rodriguez uses an 
adjustable turnbuckle to raise the roller onto the frame and lower it off. 

Rodriguez, director of golf course maintenance Karla Cora and area 
supervisor Felix Arroyo conceived and designed the idea. 

The cost of the pipe, hitches, trailer hitch ball, metal, turnbuckle, 
etc., was less than $100, and the labor took about two and a half hours. 

Travels 
With 
Terry 

mailto:terrybuchen@earthlink.net


CLASSIFIEDS 

BUSINESS FORSALE 

Aeration Company For Sale 
Established contract aeration company 

for sale with strong customer base of 
golf courses and sports fields in NC and 

SC. Protected territory and patented 
equipment. Contact Paul Swords, 

Broker 828-298-6566 

18 HOLE GOLF COURSE FOR SALE 
Mid-Length, Very challenging, 8 Ponds. 
Includes all equipment, carts, clubhouse 
with 2 bedroom apartment & inventory. 
Fully irrigated. Located near Maryland 

beaches. Priced at $790,000. For details 
Call Larry 410-543-4446 or 410-430-1758. 

BUSINESS OPPORTUNITY 

SERIOUS ENTREPRENEURS ONLY! 
After four years, $ 4 0 0 , 0 0 0 of market 

testing, and Millions of dollars in 
earnings, we have perfected the most 

powerful, automated, turn-key, sales and 
marketing system on the planet. That's 

How Normal People Like You Are Earning 
$5 ,000 to $10 ,000 a week Without 

Picking Up The Phone, 
visit: www.wealthmaster4u.com 

229/848-5288 

I Request For Qualifications ; 
CONSTRUCTION OF A STATE OF 
THE ART 18 HOLE GOLF 
COURSE AT FERRY POINT PARK 
The New York City Department of Parks and Recreation is 
establishing a list of Prequalified General Contractors for the 
construction of a state of the art public 18 hole golf course at Ferry 
Point Park. The prequalification process is designed to ensure that 
only firms which have demonstrated a high degree of competence 
ana possess the requisite prior experience in me relevant area of 
work. Bids will be solicited only from this prequalified list. 
Prequalification Applications must De submitted by January 5th, 
2009. The application package may be obtained from 
nycgovparks.org/ferrypointrtq or by contacting Juan Alban at 
Juan.Alban@parks.nyc.gov 718.760.6855 or Don Scoma at 
Don.Scoma@parb.nyc.gov 718.760.6573 

FOR SALE 

WWW.SANDTRAPRAKES.COM 
HOME OF THE $10 .00 RAKE 

V 

> I U R F 
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Call for FREE Info pack & video 
TURBO TECHNOLOGIES, INC 

www.TurboTurf.com 800-822-3437 

A patented impermeable ripstop barrier 
between your turf & the winter elements! 

Minimizes temperature fluctuations & protects against ice 
damage, crown hydration and desiccation. 
Lightweight and durable-years of easy installation & storage. 
Millions of square feet of turf protected 

HELP WANTED 

Golf Course Company seeking experienced 
Shapers, Irrigation Supervisor, Drainage, 
Management and Finish Personnel and 
Drafts Person with Auto Cad experience 

for International Projects. 
Resumes to be e-mailed to 

frank@intergolfinc.com 

G O L F C O U R S E C A R E E R S . C O M 

Part of the 
GreenIndustryJobs.com Network 

1 - 8 8 8 - 8 1 8 - J O B S 

PLACE YOUR 
CLASSIFIED AD 

TODAY 
Call Bonnie Velikonya at 

800-456-070? or email her 
at bvelikonya@gie.net. 

http://www.wealthmaster4u.com
mailto:Juan.Alban@parks.nyc.gov
mailto:Don.Scoma@parb.nyc.gov
http://WWW.SANDTRAPRAKES.COM
http://www.TurboTurf.com
mailto:frank@intergolfinc.com
mailto:bvelikonya@gie.net


AD INDEX 

COMPANY PAGE RS 

Arysta LifeScience., 53 36 

www.arystalifescience.com 

.23. .19 BASF 

www.betterturf.com 

Bernhard and Co 21 18 

www.bernhard.co.uk 

Cleary Chemical 32-33, 35 22, 24 

www.clearychemical.com 

First National of America 34 23 

www.firstna.com 

FMCCorp 50*-51* 34,35 

www.fmc.com 

Friesen USA 40 28 

www.meridianmfg.com 

Floratine 68 44 

www.floratine.com 

Golflinx 29 21 

www.golflinx.net 

Gravely Turf, an Ariens brand 19 17 

www.gravely.com 

Helena Chemical 11 13 

www.helenachemical.com 

Hunter Industries 59 41 

www.hunterindustries.com 

John Deere Golf 6-7 15 

www.deere.com 

JRM , 40 29 

www.jrmonline.com 

Kalo 45 30 

www.kalo.com 

The Liquid Fence Co 9 12 

www.liquidfence.com 

Mitchell Products 17 16 

www.tricure.com 

PBI Gordon 56 39 

www.pbigordon.com 

Phoenix Environmental Care 47 31 

www.phoenixenvcare.com 

Professional Turf Products 13 14 

www.proturfproducts.com 

Project EverGreen 41* 50 

www.proturfproducts.com 

COMPANY PAGE RS 

Quali-Pro 67 43 

www.quali-pro.com 

Rain Bird 55, 57 38,40 

www.rainbird.com 

SePro Corp 37 25 

www.sepro.com 

Stabilizer Solutions 28 20 

www.stabilizersolutions.com 

Superintendents' Video Workshop.61 45 

www.svwonline.com 

Syngenta Professional Products 15 15 

www.syngentaprofessionalproducts.com 

COMPANY PAGE RS 

Target Specialty Products 61* 42 

www.target-specialty.com 

Tee-2-Green 2-3 10 

www.tee-2-green.com 

True-Surface by Turfline 48 32 

www.true-surface.com 

U.S. Aqua Vac 49 33 

www.usaquavac.com 

Valent 38, 39 26,27 

www.valentpro.com 

Valve and Filter 54 37 

www.valveandfilter.com 

* Denotes regional advertisement 

United States Postal Service 
Statement of Ownership, Management, and Circulation 
Required by 39 USC 3685 
1. Publication Title: GOLF COURSE INDUSTRY 
2. Publication Number: 1054-0644 
3. Filing Date: 10-1-2008 
4. Issue of Frequency: Monthly 
5. Number of Issues Published Annually: 12 

Annual Subscription Price: Free to Qualified 
Complete Mailing Address of Known Office of Publication (Not Printer): GIE Media, Inc., 4020 Kinross Contact Person: Melody Berendt 
Lakes Parkway #201 Richfield, OH 44286 Telephone: 800-456-0707 
Complete Mailing Address of Headquarters or General Business Office of Publisher (Not Printer): GIE Media, lnc.4020 Kinross Lakes 
Parkway #201 Richfield, OH 44286 
Full Names and Complete Mailing Addresses of Publisher, Editor, and Managing Editor - Publisher: Kevin Glibride, GIE Media, Inc., 4020 
Kinross Lakes Parkway, #201, Richfield, OH 44286; Editor: John Walsh, GIE Media, Inc., 4020 Kinross Lakes Parkway, #201, Richfield, OH 
44286; Managing Editor: n/a, GIE Media, Inc., 4020 Kinross Lakes Parkway, #201, Richfield, OH 44286 

10. Owner - Full name: GIE Media, Inc., Richard J. W. Foster, Owner, 4020 Kinross Lakes Parkway #201, Richfield, OH 44286; , , 

11. Known Bondholders, Mortgagees, and Other Security Holders Owning or Holding 1 Percent or More of Total Amount of Bonds, 
Mortgages or Other Securities: None 

13. Publication Title: GOLF COURSE INDUSTRY 

14. Issue Date for Circulation Data: September 2008 
15. Extent and Nature of Circulation 
a. Total Number of Copies (Net press run) 

(Requester Publications Only) 

Average No. Copies No. Copies of Single 
Each Issue During Issue Published Nearest 

Preceding 12 Months 
33,271 

3 Filing Date 
34,226 

Legitimate Paid and/ or Requested Distribution (By Mail and Outside the Mail) 
(1) Individual Paid/Requested Mail Subscriptions Stated On PS Form 3541. (Include direct written request 28,693 
from recipient, telemarketing and Internet requests from recipient, paid subscriptions including nominal 
rate subscriptions, advertiser's proof copies, and exchange copies) 
(2) Copies Requested by Employers for Distribution to Employees by Name or Position Stated on PS 0 
Form 3541 
(3) Sales Through Dealers and Carriers, Street Vendors, Counter Sales, and Other Paid or Requested 145 
Distribution Outside USPS 
(4) Requested Copies Distributed by Other Mail Classes Through the USPS (e.g. First-Class Mail) 0 
Total Paid and/or Requested Distribution (Sum of 15b (1), (2), (3), and (4)) 28,838 
Nonrequested Distribution (By Mail and Outside the Mail) 
(1) Nonrequested Copies Stated on PS Form 3541 (include Sample copies, Requests Over 3 years old, 3,761 
Requests induced by a Premium, Bulk Sales and Requests including Association Requests, Names 
obtained from Business Directories, Lists, and other sources) 
(2) Nonrequested Copies Distributed Through the USPS by Other Classes of Mail (e.g. First-Class Mail, 0 
Nonrequester Copies mailed in excess of 10% Limit mail at Standard Mail or Package Services Rates) 

(3) Nonrequested Copies Distributed Outside the Mail (Include Pickup Stands, Trade Shows, Showrooms 332 
and Other Sources) 
Total Nonrequested Distribution (Sum of 15d (1). (2), (3)) 4,093 
Total Distribution (Sum of 15c and 15e) 32,931 
Copies not Distributed 340 

. Total (Sum of 15f and g) 33.271 
Percent Paid and/or Requested Circulation (15c divided by 15f times 100) 87.57% 

0 
30,752 

500 

2,349 
33,101 

1,125 
34,226 

92.90% 
November 2008 16. Publication of Statement of Ownership for a Requester Publication is required and will be printed in the 

issue of this publication. 
17. Signature and Title of Editor, Publisher, Business Manager, or Owner Date 

Kevin Gilbride, Publisher 9/30/2008 
I certify that ail information furnished on this form is true and complete. I understand that anyone who furnishes false or misleading information on 
this form or who omits material or information requested on the form may be subject to criminal sanctions (including fines and imprisonment) and/or 
civil sanctions (including civil penalties). 

http://www.arystalifescience.com
http://www.betterturf.com
http://www.bernhard.co.uk
http://www.clearychemical.com
http://www.firstna.com
http://www.fmc.com
http://www.meridianmfg.com
http://www.floratine.com
http://www.golflinx.net
http://www.gravely.com
http://www.helenachemical.com
http://www.hunterindustries.com
http://www.deere.com
http://www.jrmonline.com
http://www.kalo.com
http://www.liquidfence.com
http://www.tricure.com
http://www.pbigordon.com
http://www.phoenixenvcare.com
http://www.proturfproducts.com
http://www.proturfproducts.com
http://www.quali-pro.com
http://www.rainbird.com
http://www.sepro.com
http://www.stabilizersolutions.com
http://www.svwonline.com
http://www.syngentaprofessionalproducts.com
http://www.target-specialty.com
http://www.tee-2-green.com
http://www.true-surface.com
http://www.usaquavac.com
http://www.valentpro.com
http://www.valveandfilter.com


PARTING SHOTS 

Pat Janes is president of Flagstick LLC, a consulting firm that provides 
sales and marketing intelligence to green industry businesses. He can be 
reached at psjhawk@cox.net or440-4?8-4?63. 

DIFFERENT, YET THE SAME 
'm currently recuperating from five 

I days at the GIE + Expo in Louisville. As 
I you may or may not know, GIE is the 

national show for the lawn care, grounds 
and landscape contracting industry. For 
those of you who've never attended -
which includes, I suspect, almost every 
superintendent reading this - the show is 
similar to the Golf Industry Show in some 
ways, but different in others. The events, 
like this market, overlap but also diverge 
dramatically. Allow me to elucidate. 

GIE is just about as big as GIS in terms 
of attendance (about 20,000) but signifi-
cantly larger in trade show exhibit space, 
thanks mainly to an enormous outdoor 
demonstration area. The outdoor demo 
consists of acres of zero-turn mowers, 
brush hog-type doohickeys, trenchers, 
tree movers, chain saws and a long list of 
other cool gas- and diesel-powered toys. 
The outdoor area is a ball, but you have to 
duck occasionally because turbo-charged 
pieces of equipment kick up rocks and dirt 
clouds. 

Like GIS, the Louisville show is the 
result of throwing a number of different 
associations into an enormous blender to 
create an industrywide milk shake. Take 
a deep breath and get ready for a virtual 
acronym orgy: GIS consists of the GCSAA, 
CMAA, NGCOA, GCBAA, etc. GIE + Expo 
consists of OPEI, PLANET (the old PLCCA 
and ALCA groups) and PGMS. Both shows 
are attempts to consolidate several trade 
shows into a single site and still allow 
some autonomy for education and activi-
ties by the host associations. So, you see a 
zillion badge types, concurrent seminars 
hosted by multiple groups, specialized 
zones on the show floor 
for each discipline and 
different types of profes 
sional meetings. 

So, if you're interested in turf cut at an 
inch or less, you go to the GIS (or STMA 
if you're one of those athletic field dudes). 
Otherwise, it's Louisville for you. And that 
points out another difference between the 
shows - the GIE takes place in Louisville, 

The "other half" of the 
green industry may be 

different, but unless we 
work as a whole, none 

of us will survive. 

whereas the GIS moves from Orlando to 
San Diego to New Orleans. I love GIE, but 
being rooted in Louisville is equivalent to 
locating the Super Bowl in Toledo until 
the sun goes dark. Variety is the spice of 
life, and you pretty much only get salt or 
pepper in Louisville. (One aside: the loca-
tion in Louisville essentially makes that 
show a "superregional" event.) 

Another difference: GIE is, 
first and foremost, an iron show. 
The golf business is dominated 
by red, green and orange, but 
you get the entire rainbow in 
Louisville. There are a dozen oth-
er manufacturers selling to the residential 
and commercial cutting market. You think 
golf s big three are competitive? The pro 
mowing market might be somewhat bigger 
than golf s, but there are five times more 
companies vying for your business. 

Even though the GIE part of the show 
- historically the chemical and fertilizer 
segment - merged with the Expo part 

(the equipment side) a 
l l ^ l j l P ^ t . f e w years ago, the big 
• S S K y B L J S S i ^ ^ i B u . ....mSKI soft goods manufactur-

ers don't have nearly the 

gol industry show 

Show consolidation - however awkward 
- is an economic necessity these days and 
an alphabet soup mix of "partners" is the 
price we pay. 

presence in Louisville as they do at GIS. 
Why? Lawn care is basically a herbicide 
and insecticide market. Fungicides, growth 
regulators and other specialty products, 

such as wetting agents and foliars, play a 
minor role in the segment. 

The educational component of 
GIE + Expo is good but nothing like GIS. 
There might be 3,000 attendees signed 
up for seminars versus the 7,000 who at-
tend the conference part of the golf show. 
Some of the education is agronomic, but 
the majority is business driven. How do 
I get more customers? How do I manage 
my lines of credit in a tough economy? 
What about H-2B and other labor issues? 
In short, GIE attendees are profession-
als working for small, medium and large 
businesses trying to figure out how to 
sell more services and boost their bot-
tom lines versus simply trying to deliver 
better-quality turf. 

The two shows have much in common 
in terms of general product categories, 
exhibitors and a mutual interest in turf 
and the overall green industry. But 
they're vastly different in scope, purpose 
and focus. Those differences often make 
it easy for superintendents to dismiss 
the lawn and landscape part of the green 
industry as second class. But look beyond 

the surface of the two markets 
and think about our common 

interests. The small stuff is 
different, but we are inexo-
rably tied by the big issues: 

water, development, chemical 
usage, nutrition, labor and a 

significant perception problem that we're 
only focused on aesthetics. 

The "other half" of the green industry 
may be different, but unless we work as a 
whole, none of us will survive. 

As the legendary former speaker of 
the House Tip O'Neil was fond of saying: 
"All politics are local." That's particularly 
true in our business and golf and lawn 
care must work together in alliances to 
be effective. Because, as another great 
American, Benjamin Franklin, said about 
the vast disparities between his colonial 
colleagues, "We must hang together, 
gentlemen, or surely we will hang sepa-
rately." 

Think about it. GCI 
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Know the Sign 
You can't afford anything but the best results. 

That's why more professionals are turning to the 
quality and value that only Quali-Pro* can deliver. 

That's a good sign. 

Quali-Pro puts you in control of both pests and 
costs with proven products featuring the 

newest formulation technologies. 

That's Quali-Pro. 

Professional Turf & Ornamental Products 

Learn more at quali-proxom. 

©2008 FarmSaver.com, LLC. Quali-Pro is a registered trademark of FarmSaver.com. Always read and follow label directions. 


