


Some sound advice on how we can ensure consistency between the verbal and nonverbal messages we send to our people.

"What you are screams so loud-
ly I cannot hear what you say."

American poet Henry W. Long-
fellow wrote those words more
than a hundred years ago, long
before body language became a
popular subject. Longfellow's
message is clear: your body
sometimes contradicts your
words. When you send mixed
messages to the people you
manage or the members of your
club, you confuse and frustrate
them. In many cases, you con-
tribute directly to substandard per-
formance and misinterpretation of
your meanings. You needn't cause
these problems. On the contrary,
you can ensure you don't cause
them by periodically taking a
"body check"-a look at your
nonverbal signals.
Starting at the Top

During normal conversational
contact with others, the first thing
you look at is the other person's
face. You have been trained to look
there for signs of recognition and
approval. The face conveys
messages far out of proportion to
its size. In fact, the face sends the
most potent and easily recognized
messages. Can you remember hav-
ing been shattered by some
devastating look on the face of
your mother, a favorite teacher or
friend?

When I suggest starting your
body check at your head, I want
you to make certain your face isn't
contradicting your words. For ex-
ample, in our culture, eye contact
is very important during conversa-
tion as a method of conveying
sincerity. If you want the person
with whom you are talking to
believe you, you must maintain eye
contact. And if you are the listener
in the conversation, eye contact
demonstrates your interest, proves
your attention and substantiates
your comprehension.

If you speak to or listen to
another while examining the tips
of your shoes, then you're mlscom-
municating-sending one mes-
sage with words and another with
your face. If you are busy, it is far
more considerate that you tell the
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other person rather than giving
less than full attention. Simply
say, "I most postpone this inter-
view (or conversation) for a time
until I can meet with you. Can we
reschedule?" If it is an emergency,
put aside what you're doing, and
listen totally.

Other facial features which may
be contradicting your verbal
messages are your mouth and your
eyebrows. Are you smiling at the
same time you're attempting to
correct and criticize? Are you
frowning disapproval while patting
a subordinate on the back verbal-
ly? Have you wrinkled your
eyebrows demonstrating concern
while uttering those, "Things are
going well" words? If you are, you
are probably being misunderstood.

Let your face support the words
you are using. With members, as
well as employees, mixed
messages can be devastating. If
you don't like what the member is
saying, you are entitled to explain
your feelings; if you do approve,
express it with an open look and
smile.
Check Your Body Space

Human use of territory is
fascinating. You move within pre-
scribed boundaries. Think about
how people's use of space has af-
fected you. When someone tall-
gates you on the road, you feel
they have invaded your territory.
When someone enters your office
and stands just inside the door,
you think they're being timid. Your
sitting at your desk, instead of get-
ting up and inviting them in, en-
forces that timidity.

As you begin to understand how
people use space, you see cues to
attitude and meaning. For exam-
ple, have you ever approached an
employee and had him/her back
away from you? If this has hap-
pened, it happened because you
violated that person's body space.

The movement away from others
elicits feelings of rejection univer-
sally, unless you explain Why you
are altering the distance. And keep
this point in mind the next time
you approach an employee for a
conversation.
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In a business environment,
standing three to four feet from the
other person while conversing is
normal. First, this distance allows
you to talk without being easily
overheard. Second, it is a socially
accepted and standard way of talk-
ing. By the way, standing closer to
or further from also sends
messages. Too close sometimes
connotes sexual invasion; too far
connotes hostility or aggression.
When you talk, check your
distance; avoid invading or ignor-
ing the other's territory.

Another universal message in
our culture is the one com-
municated by the movement
towards another. If, indeed, you do
not move out of your space as
someone moves toward you, you
have accepted the friendly gesture
and countered it with one of your
own.

An interesting characteristic of
space usage is that peopie in our
culture construe as arrogance or
aggression the fact that you don't
leave your space, but rather you
expect others to walk into it. Here
you are demonstrating that you
always want to be in the command
position of either accepting or re-
jecting the gestures of others.

The way you use your body
space says a great deal about the
way you think of yourself and a
great deal about the way others
will think about you. If you are will-
ing to share your space with
others, you demonstrate openness
that speaks volumes. If you won't
or can't share your space, you con-
vey a message or rejection or
dissatisfaction with others.

Remember, as a manager, you
have position status over your
subordinates. You may not think
this exists, but it is a fact always in
the minds of your subordinates. To
rid yourself of that status barrier,
you must advance into the territory
of your subordinates, as much as
is comfortable for them.

One closing point on the Issue
of body space is the fact that peo-
ple form body space usage habits
at very young ages. And frequently,
we do not understand our space



usage habits. Neither are we
cognizant of the fact that these
habits, these behavior patterns we
formed as children, transmit
messages-they communicate.
Our objective as managers must
be to attempt to ensure that we are
not sending mixed messages to
our subordinates or our members.

People protect their spaces
because they feel more com-
fortable in them. If you wish to give
the employee the benefit of the
doubt in a situation, or if you wish
to convey a feeling of camaraderie,
go to the employee's space. If on
the other hand, you are going to
discipline, go to a neutral territory,
neither yours nor the employee's
office. Choosing a neutral territory
removes the space barrier to effec-
tive communication and allows
both of you to concentrate on the
Issue at hand.

If a member comes to your
office, always rise and greet him.
This avoids the issue of "your
space" and makes it neutral. You
can change the whole dynamics of
understanding in your converse-
tions if you become sensitive to
space usage.
Watch Your Gestures

Gestures are tricky things. As a
matter of fact, there are no real,
universal gestures. Not only do
gestures differ from culture to
CUlture, but also they differ
geographically within a culture.
The only universal thing which can
be said about a gesture is: If you
gesture openly, toward another
person, open palms, arms out, you
have made a friendly gesture.

The term "up tight" refers to the
way the body is held when
someone refuses to relax. It
translates into coldness, hostility.

Gestures change with situa-
tions. Sometimes a gesture can be
used to convey anger. At other
times the same gesture com-
municates enthusiasm. Your abili-
ty to understand a gesture and to
relate it to the context of the situa-
tion in which it was used Improves
your ability as a communicator.

The important point is to
recognize that gestures too may be
in conflict with the words you are
sending to your employees. Be
cognizant of the fact and take
steps to guard against accidental
mlsunderstand ings.
Postures, Too, Portend

The way you stand, sit or in
general hold yourself during a con-

versation sends signals to your
audience. And posture too has
some cultural signal differences.
In the Orient, standing erect and at
attention when talking with others
is a gross mark of disrespect. A
sign of respect during converse-
tron in Japan is dropping your head
sl ightly down. If someone in the
United States dropped his head
while conversing we would Inter-
pret the action as a sign of
weakness or as a sign of indif-
ference to us and our words. We
read posture this way: When you
stand straight up you're not just
doing what mother taught you to
do, you're also giving the impres-
sion of being alert, ready for action
and full of energy. Whenever YOur
head dips or drops to one side, you
convey a message of a loss of con.
fidence.
Final Points

Briefly, we've touched on
several body movements which
send messages. It is essential we
understand our bodies and under-
stand that bodies convey
messages that my undermine our
verbal messages. This body
language is our emotional

language; our verbal language is
our logical language. The emo-
tional part of our communication
is always more easily read by
others with whom we com-
municate. Sometimes, in fact, our
emotional language gives us away.

Try to get control of your emo-
tional language. The messages
your body sends control the
messages others send back to
you. It's easy for you to control
your body language once you
know what it means.

In today'a working world, the
bottom line in communication is
honesty. Sometimes you may think
you have been honest, but your
body may have sent a different
message. I urge you to try to make
your non-verbal cueing consistent
with your words. And, I'm con-
vinced the best way to start the
process is by taking periodic body
checks.

Editor's Note: Dr. Alma Baron Is a pro-
fessor at the Management Institute, Univer·
sity of Wisconsin Extension in Madison.
She and her husband, Lee, have been
members of Blackhawk Country Club for
the past 15 years. This article will also
appear In Vol. 1 NO.4 of the CMAA Badger
Broadcast, edited by Bernd Sturm.

NOMINA nONS FOR OFFICERS
& DIRECTORS ANNOUNCED

The WGCSA Nominating Committee has announced the
following slate of candidates for office:

PresidentBill Roberts TreasurerBruceWorzella
vice-President RogerBell Director Carl Grassl
Secretary RodJohnson Director RandySmith

The election will take place at our November meeting.

To Keep Your Course In
Classic Condition, Use These

High-Quality Products
from OR-AM

ertlTROf'ORM' SLOW·RELEASE
NTROGEN
Rduses by aklw bM:t&rl&l action
to provide cC>l\Slstentl8'1'ro nitrogen.

eT<JRUJI\." INSECTICIDE
ContrWI • wide R/l8C 01 turf and
ornarnallal pesb.

ePROORASS' HERBICIDE
Control. certlJn aMuaI graQU and
bn:lIwllaf weeds In omamcntal turf.

eDELTIC' INSECTICIDE
Cilvu fut kno<kdownand long·term
control of n~, Ucks and other pest •.

.... CTI·DIOl'lE·T(lRF AND
ORNAMENTAl. f'uNQICIDES
Control •• b<oed range 01 cILMuu
on turf ... _ and CImImer1ta1.

.IlA.rtOL"" TURF AND ORNA/l\EJIITAl
FUNQIClOE
Controls pythlum IIldphylophU-.

ePROXOL'80SP INSECTlClOE
Control. whJk gnibl, sod webwonns.
Clltwo""" and 6mI)'WOfmlln nne turf.

~NOR-AM
JOHN TURNER
(312) 985-6843
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WGCSA "FUNNY PAPERS"!
GREAT THOUGHTS ON

GRASS AND GOLF
COURSE CARE

From Gerald Kloss, by way 01 Jim Latham, come some sllghtly
amended notable quotes:

When someone asked, "Why, Socrates, is your golf course 50
crumbly" I reply, "Why isn't yours?"

Socrates

There is nothing truer 10 the spirit of the Third Reich than maln-
taining a healthy, weed-tree golf course. As you irrigate, weed and
fertilize your grass, repeal 10yourself, "This golf course will last a
thousand years!"

Adolf Hitler

If there Is one final warning I would give my fellow citizens on
leaving the presidency of this new republic, it would be this: Avoid
the tyranny of grass tending. Fix your eyes on the stars, nolan
the Poa annuli.

Washington'S Farewell Address

And from the mischievous pen and sketch pad of Gene Haas
comes another "Player's Perspective!"

If FAST G RE.E-...r 'S. •

A REPLyro J f
;Rf::~;,i __i
.c:_.....~....., SC.-<>"-Ej. .AGA.~_ ~/M1f---

From an anonymous Superintendent comes this thought about
the "no win" situation we frequently tind ourselves In when It
comes to "fast" greens:

These greens are so damn slow - I'li bet they don't stlmp 20.
ORASS?WHAT'S GRASS?

As a conqueror, f have always followed one rule in deciding
whether to Invade and pillage a given country: Does it pride itsell
on its green golf courses? II so, horses away! It will fall like a ripe
plum, for a nation of grass growers would rather bear a sprinkler
than a sword.

Attila the Hun

Yes, I have been accused of many kinky things in my life, but no
one can take away my secret pride - I raised great turf. There is
nothing so tickling to the senses of a true voluptuary as running
barefoot through lush grass and then beating helpless maidens
with a birch rod. I hope I will be remembered as the first and
greatest SODdlst.

Marquis de Sade

Keep Off the Grass.
Sign outside the Kremlin

"To water or not to water; that is the question. Whether 'tis
nobler in the mind to suffer the slings and arrows 01 outrageous
lightning or to take arms against impending wilt, and by watering,
end it."

William Shakespeare

Here's what some gollars expect from thelr Goif Course Maneger
- a five Iron shot from 40 yards should hold!

-----------------

"Bile!"

Reprinted from THE BEST OF GOLF DIGEST - The First 2S
Years, page 210, with permission from Ms. Delores Siletto 01 Goll
Digest, Ine.

"The W"ti~\)"perinten~ent

And from suete Beli comes the following perceptive sketeh, with
the remark "North Shore Golf Club employse hard at work (or Is
thet Roger?)!!
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AN INVITATION TO ATTEND

The 1985 Wisconsin Turfgrass
Association

GOLF OUTING FUND RAISER
MAPLE BLUFF COUNTRY CLUB

MADISON, WISCONSIN
SEPTEMBER 30, 1985

The Sixth at MBCC

The 1985 WTA golf outing will be hosted by Tom Harrison. The
$50 registration fee ($60 for non-members) Includes lunch, golf,
hors d'oeuvres, dinner and prizes. The golf cars available are
limited to 35, and will be assigned on a tlret-ccme, first-serve
basis. They are included in the registration for the first 70
registrants.

Pre-registration is required and the fee must accompany the
registration form. The deadline is September 23. Informal attire Is
appropriate lor the entire day. Cocktails and refreshments will be
available from a cash bar.

Those interested in dinner but not golf are welcome to attend
for $25.

Name Phone No. _

Organization _

Address _

ClIy State __ Zip __

No. of Persons
___ WTA Member - $50.00

===Non-Member - $60.00
Non-Golfer - $25.00

Send Reservation to:
Tom Harrison
Maple Bluff Country Club
500 Kensington Drive
Madison, Wisconsin 53704

Total Enclosed ====Total Enclosed
Total Enclosed

With P!I field-proven
formulas we may have
more solutions
than you have problems.
Tee Time Professional Products
Distributed by:

TURF MANAGEMENT SUPPLY
6925 Norway Road

Sun Prairie, Wisconsin 53590
Phone (608) 837-5598

the professional's
partner'"

Lawn Fertilizer Division
P,O. Bo~ 119
Maumee. Ohio 4~.'37
Ohio;

800·472-32ZlJ
Outside Ohio;

800-537-3310

BRA TOn
CHEMICALS, INC.

SERVING YOUR TURF
AND SPECIALTY NEEDS WITH
PRODUCTS FROM:
Ciba-Geigy
PBI Gordon
Noram (Tuco)
Eagle-Picher
1.e.1. Americas, Inc.
Peters Fertilizers
Mobay
Union Carbide
W. R. Grace
Pennwalt Corp.
Mallinkrodt
Hopkins Ag Chemical Corp.
Ames Lawn & Garden Tools
Dow Chemicals Inc.

Elanco
Velsical Chemicals
E. J. DuPont
SDS Biotech Corp.
Monsanto
Rhone-Poulenc, Inc.
Brandt Chemicals
Stauffer
W. A. Cleary Corp.
Applied Biochemist
Rohm & Hass Co.
lM
U.S. Steel Agrl-Cbemlcals
Riga Chemicals

Joe W. Wollner. 541 Schiller St. #28. Sun Prairie, WI 53590
612/837-9797 {Home} • 1-800/362-3204 [Portage WI whse.)

1-800/362-6310 (Rockford, IL Whse.)
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Frame On Management

SELECTION
By Ron Frame

In the most recent published col-
umn, we discussed the employ-
ment process and identified its
parts - selection, induction,
retention and termination. The
next few issues will examine each
of these parts in sufficient detal I to
provide a global view of effec-
tiveness in this general area of the
management of people and,
perhaps by implication, suggest
ways in which the process can be
made to work for the person with
the responsibil ity for effectiveness
- the superintendent.

Every superintendent realizes
that sooner or later the process of
effectively managing his sub-
ordinates is of great personal im-
portance; any employee has the
capacity to make the superinten-
dent look good, just as the
opposite is true. The super-
intendent's professional succes is
largely wrapped up in his ability to
get things done THROUGH the
crew at some appropriate standard
of quality. It is a personal and
serious matter; knowing turf isn't
enough. He must know and do the
management of people effectively.
It is his job, at least a very impor-
tant part of it.

Of course, managing people
isn't all of it. The superintendent
must also manage "things" -
equipment, materials, supplies -
and the typical superintendent
(perhaps the typical human being)
often is more comfortable with
"thing" management than with
people management. Things tend
to be more predictable than peo-
ple. Things don't think, com-
municate, rationalize, pro-
crastinate or carry with them a
notion of residue resulting from liv-
ing two-thirds of their day in other
settings populated with myriad
other people, needs and pressures.

While even a brief comparison
will prove that the human
resources available to the superin-
tendent's job are much more ex-
pensive than physical resources, It
is generally true that more real
dollars go into the selection and
maintenance of "thing" resources
than those that are human.

We easily accept the need to
ponder purchases of equipment to

make well-informed, cost effective,
goal supportive decisions. We look
not only at quality of manufacture
and functional efficiency but also
at operating costs and mainte-
nance requirements. Such pro-
cesses may require many hours of
reading, discussion, observation,
computation and thought over the
course of weeks or months. The
resultant decision may result in an
expenditure of $25,000 or $30,000
on a machine that has a life expec-
tancy of 5 to 7 years, a terminal
value of $2,000 to $4,000 and in-
between maintenance costs
equalling 40% of its original pur-
chase price.

True, the machine is predictable;
its behavior is mostly a known
quantity. It will nearly always start,
will go where steered and will cut
at a breadth and height desired.
And, when not doing these things,
it will set quietly between its
yellow-painted lines and be of no
bother. That's nice.

But also true, it can never do
more than a very limited number of
tasks, and it can never perform its
work better than when new and
broken-in. Indeed, its functional
deterioration begins the moment it
is first used. A hand mower can
never be trained and developed
and grown to become a five-gang
fairway mower. And none of that
equipment, no supplies or
materials, no physical resource
will perform unless a human
causes it to happen.

Productivity on the course re-
quires the wisdom in the expen-
diture of dollars for desired results
from both the human and the
physical resources. Let's now turn
to some ideas about cost effective-
ness in human resource manage-
ment.

SELECTION
Management (cost) e tf e c-

tlvenees starts when the selection
process is initiated. In fact, effec-
tive management must be in place
and evident prior to the selection
process - a way of thinking that
shows in the way things are done
and attitudes are displayed. It may
be seen in a sense of shared pur-
pose, of involvement, of caring
about the course condition and
appearance on the part of all exist-
ing staff.

But, from the perspective of the
job candidate, it does start with
the selection process. That which
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goes on between the candidate
and the superintendent (and staff)
in the selection process sets the
tone for the boss/subordinate,
employer/employee relationship
for a significant period of time into
the future. First and early impres-
sions are important, and they work
in both directions. The superin-
tendent has some control over
those impressions the candidate
receives and should be sensitive to
them.

Additionally, it must never be
forgotten that, upon selection (at
time of hire), not only has the can-
didate been selected for employ-
ment, the course (company, club,
organization) has been selected as
an employer by the candidate. It
may seem that one side proposes,
and the other accepts, but the
reality is that, like marriage
between two people, each selects
the other. The degree to which
each selection decision is an in-
formed decision has a great deal
to do with the success of the rela-
tionship.

How to generate informed deci-
sions? Remember, we are dealing
with people - not iron - and
pretty, data-filled brochures are
not available, nor are opportunities
(most often) to observe the
resource at work.

Informed decisions come from
information and the resources for
information are limited to the can-
didate and the employer; the
various repositories of each can
only be effectively revealed
through a communication process.
Central to that process are the job
application, the interview pro-
cedure and ancillary follow-up
activities.

We will deal with these and
related matters in the next column.

Our best to the
"GREENEST
THUMBS"

in the State...
enjoy a

bountiful 1985!

WISCONSIN SECTION
PGA OF AMERICA



Thank you,

Wisconsin Golf Course Superintendents,
for helping make Wisconsin a great place
to play Golf!

Columbia "Classic" Yamaha G2·A2
A 4 stroke of Genius

Columbia Utility Car
Think of it as a small-load truck

Contact us for any of your golf car needs.

TIZIANI GOLF CAR CORPORATION
4230 Argosy Court
Madison, WI 53714

(608)221-4911 1-800-662-4653



You'll find one on every National ...

The little decal that
means big savings!
It does more than tell you the belt sizes
used on National mowers. It signifies our
commitment to build a mower thai can
be maintained easily and inexpensively.
lttens you that these are standard, off-
the-shelf items available from your local
supplier, not a special, high-priced belt
designed by a manufaclurer to be avail-
able only from him. It means less down
time!

BUI standard bells are only pari 01
National's value. There's the normal
maintenance factor which is reduced by
National's obviously easy accessibility.
Field reports tell us that National mow-
ers are one-third to one-half the cost
of maintaining competitive models.

Then there's greater fuel economy.
National's simple, functional design
means as much as 44% to 62% less fuel
consumption than competitive, power-
robbing, hydrostatic type rotary
machines.

Best of all, National's initial cost is
less than thaI of other mowers sold 10do
the same job.

In these days when purchase price, fuel
economy, continuous performance and
longevity are most important, look 10 a
National to do more work, with easier

and faster maintenance, over a longer
period.

Model 84" ll"iple.
Write to us for the name of your nearest
dealer. Then call for a demonstration.

There'. men to mlIke you forget
IIbout d_n time
w. IIIcut our own gMl'I, forward,
.... n differential, out of solid
..... blMks. These durable gears,

'carborized, hardened and tern-
DINd. .. heavier than those used
In... -*""Obiles today.

Bed knives have uptumId ....
for exira wear and, longer ....
ice. IIprevenlsscalpingW"
net allow smell obJeelIID ....
and damage reels .....
NATIONAL-HORST DISTRIBUTinG, inC.

Mooel68" ll"ipl ••

444 N. Madison Street, Chilton, Wisconsin 53014 Phone 414-849-2341



addition to membership at Oneida,
managed by Randy Witt, he has
played golf at many of the golf
courses around Wisconsin. He is a
leader and a motivational speaker
and definitely takes something
special to the Indianapolis con-
ference. Under Green Bay Packer
coach Vince Lombardi, Bart
became the winningest quarter-
back ever to play the game and he
still holds several NFL records. In
addition to a career in football as a
player and as a coach, Starr is also
a successful business executive.

Lombardi was so impressed by
Starr that he once said of him, "To
me, Bart Starr stands for what the
game of football stands for:
courage, stamina, and co-
ordinated efficiency. Also vitality
and enterprise, for he is not only
the MVP in the NFL, but also a very
fine man."

Starr is considered a warm and
dignified human being who is
keenly aware of his public role. He
feels that he and all men in the
public eye have a great deal of
responsibility to society. He lives
this role by dedicating many hours
of his time and traveling
thousands of miles to speak to
audiences about a charity in which
he is actively involved, Rawhide.

Rawhide is a Wisconsin home for
disadvantaged youngsters.

Bart's connection with golf and
the WGCSA goes another step. He
is Chairman of the Vince Lombardi
Memorial Golf Tournament at
North Hills Country Club each year
which was highlighted in the last
issue of THE GRASSROOTS.

For more information on the
Mid-Year Conference and registra-
tion, call the GCSAA toll-free at
1-800-GSA-SUPT.Wisconsin/GCSAA

Connection
MILAEGER

BART STARR
TO ADDRESS

MID-YEAR
CONFERENCE

w.n .ncI Pump Co.

INDUSnl"
MUNrcr~AUTIlI

SUIDlvrSIOHS

- 0 •• 1' 1'11011O,,",ng ."" Pump I"".".,,," _
• ROTARY .n~CABLE Tool'

- W.II Oe'o'olo~mon, "y I\<'d'"ng & SMoh"g _
_ AllM.ko, 01P~mp, Aop.i,'" _Bart Starr, former quarterback

and coach of the Green Bay
Packers and a longtime member of
the Oneida Golf and Riding Club,
will give the keynote address at the
Luncheon Banquet of the GCSAA
Mid-Year Turfgrass Conference
and Show. The show, scheduled
for September 19-24,will be held in
Indianapolis.

Starr is a serious golfer and in

24 Hour EMERGENCY Service
BYRON JACKSON - Submo""lo Pump,

PEERLESS - "~no Shan Pumps
_ Chk"'n"o". V.lv.,. I'll.' .. Mo''''-

Uno $holl Tu,bin. Pump, ond $.bm .... ;bl. Pump.
10 700 Hp ond 1.200 II. $oj'inV'

SERVICING WISCONSIN AND IItINOIS
fo, 0 .... 60 Yoa"

20'150 En•• ""I .. A••.
...._,~. WI 5300S
1.1.1 7.~960

910 .... MllweukH A",,_
Wheeling. II.-60090
(312jS.l·8816

L.W. ALLEN OFFERS A COMPREHENSIVE VARIETY
OF QUALITY PUMPING AND CONTROL SYSTEMS TO
ACCOMMODATE THE NEEDS OF ANY GOLF COURSE
IRRIGA TlON SYSTEM.

FIFTY YEARS EXPERIENCE IN SALES, SERVICE
AND ENGINEERING CONSULTING ENABLES US TO
HELP YOU IN THE PLANNING OF A NEW PUMP
PLANT FOR YOUR IRRIGATION SYSTEM OR IN THE
UPDATING OF AN EXISTING STATION.

WE ALSO OFFER COMPLETE MACHINE SHOP
FACILITIES FOR PUMP REBUILDING AND REPAIR,
AND WE MAKE FIELD SER VICE CALLS ANYWHERE
IN WISCONSIN.

• Electric motors for all applications
• Centrifugal and turbine pumps
• Variable speed and variable frequency systems
• Wide variety of controller systems
• Optional accessories for pump stations,

including:

L.W. ALLEN, INC.
2714 Industrial Drive
Madison, WI 53713

-Reduced voltage
starting

-Phase protection
-Lightning arrestors
-Surge protection
-Run time meters
-Hi/low pressure

protection
-Indicating lights for

all situations

-Self-priming equipment
-c-Backflow preventors
-Manual and automatic

selectors
-Intake and discharge

components
-Dialers tied to telephone

system
-Booster stations
-Pressure control valves

800-362-7266
608-222-8622

50 Years
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.JACOBSEN
TEXTRON

T1DDD;:,-mmm

Terra
Model 200 Comfortable 2-seater with

a fingertip control.
Operator access, either side.

Only a brake and accelerator
with the automatic drive -
no clutching or shifting.

PULL TYPE OR 3 POINT HITCH

WISCONSIN TURF EQUIPMENT CORP.
* * TWO LOCATIONS * *

1917 W. Court 21520 W. Greenfield Ave.
JANESVILLE, WI 53545 NEW BERLIN, WI 53151

608·752·8766 414·544·6421


