
Call for Questions 
The next issue of Weeds Trees and Turf you receive 

will have a new look. Along with this new look is a new 
purpose, to answer your questions about any industrial 
problem. Obviously, to provide answers we need 
questions, your questions. 

We are currently making arrangements to have ex-
perts answer your questions as they arrive. Eventually, 
these experts will become an industry board of advisors 
under the sponsorship of this magazine. 

We will be able to answer questions on business 
practices, personnel problems, and technical matters 
relating to any form of vegetation management. 

So please, send your question today to Editor, 
Weeds Trees and Turf Magazine, 9800 Detroit Ave., 
Cleveland, Oh. 44102. To make this work as a free yet 
valuable resource to you, we must have a steady flow of 
questions. 
New Directory of 1978 Trade Events 

For the first time we are publishing a directory of 
national and multi-state trade shows for the coming 
year. We will publish this directory annually in the 
December issue. Since this is a first stab and we are un-
der some time restraints right now, we may have over-
looked some events. Please bring any events not in-
cluded to our attention so that we may include them 
next December. 

In constructing the directory we discovered that 

some state and regional shows are as large as some 
national shows. We will endeavor to carry more of these 
shows in 1978. 

In the process of making the directory, we had the 
pleasure of talking to many association executives 
across the nation. We'd like to thank them for their co-
operation under such short notice. My impression, 
Ron's too, was that green industry associations are very 
professional and dedicated to the advancement of their 
respective industries. There is also a great deal of over-
lapping interest. 

Since a spirit of cooperation does exist, it would 
appear that much could be gained on a national scale by 
an affiliation of various associations. Specialization is 
beneficial certainly, for example with golf course super-
intendents, but common interests in non-agricultural or 
non-crop sectors could be effectively combined into 
national programs. 

Perhaps this magazine can help organize such efforts 
in the future. We'd like to know what your thoughts are 
on this matter. Write or call us anytime. Attention must 
be paid not to hurt the work of any regional or 
specialized association if such an affiliation becomes 
reality. 

Bruce F. Shank, Editor 

YOU CAN EXPAND INTO THE LAWN SPRAY BUSINESS 
DO IT THE RIGHT WAY: 

L E A R N a l l y o u can — E A R N — A g r o C h e m ' s m e t h o d s p r o d u c e 

A G R O C H E M ' S T R A I N I N G C O U R S E C O V E R S : the h i ghe s t p o s s i b l e p r o f i t s . 

• TECHNICAL —P l an t & grass growth, soils, fertilizers, plant • HIGH Professionalism based on superior results 
stimulants, soil testing, weed-insect-disease achieved through a totally correct scientific 
control, materials for control and prevention, lawn care system based on soil tests of YOUR 
diagnosing & solving problems, application local areas, with materials formulated to your 
techniques and equipment selection, service, conditions, 
etc. 

• HIGHER Authority based on your ability to recognize, 
• SALES — How to sell — What to say — Advertising cure, & control problems acquired from Agro 
• BUSINESS — Promotion — Public Relations. Chem's training program. 

M A N A G E M E N T — Cost control, quick & efficient methods for • HIGHEST Performance based upon your applications of 
bookkeeping, invoicing and programming. prescription formulated materials that produces 

• T E A C H I N G s u p e r i o r results-
TECHNIQUES — Training your people to sell & service. • S O A R I N G 

K E E P a L a e V A L I D d d a i n PROFITS with repeat orders. Non competitive products, 
R B B P A U O F Y O U R P R O F I T S - equipment & services that outperform com-

. . . N O F R A N C H I S E FEES . . . N O R O Y A L T I E S petitors products. Reduced costs of maintenance 
• • • N O E X T R A C O S T S with more beauty for your customer. 

FIND OUT HOW YOU CAN BECOME AN AGRO CHEM DISTRIBUTOR 
Full training offered in January & February, 1978 only Make your reservation immediately as space is limited 

Financing available to qualified applicants. 

F O R M O R E I N F O R M A T I O N — 
CALL MR. GREGORY COLLECT . . . 
(312) 455-6900 OR WRITE A G R O ' C H E M , I N C . S&L "CONTROLLED GROWTH . . ^ _ _ . . . . 

fill THROUGH CHEMISTRY" 11 150 A U (J ISO 11 
Franklin Park, III. 60131 

6 W E E D S T R E E S & T U R F / D E C E M B E R 1977 Circle 120 on free information card 


