
METRIC SOD 
T h e U.S . conversion to metr ic , although slow, is occurring. At the 
s a m e time, sod production technology deve loped in the U.S . and 
C a n a d a is going worldwide. 

Gerry Brouwer of Brouwer Turf Equipment Ltd. es t imates that the 
demand for improved sod technology will grow in a r e a s still strongly 
based in pasture sod. Areas such as South Afr ica , Austral ia , 
Holland, G e r m a n y and the United Kingdom are buying harvesters . 

Canadian sod producers current ly sell sod in .8 s q u a r e meter rolls, 
which is the same as a square yard. T h e Nursery Sod G r o w e r s Asso-
ciation of Ontar io pushed for the conversion to metr ic in 1978. So 
go l f c o u r s e s u p e r i n t e n d e n t s , l a n d s c a p e c o n t r a c t o r s , a n d 
h o m e o w n e r s now must think in terms of meters instead of yards. 

Although it would make sense to go to the square meter over the .8 
square meter roll, sod producers say the full meter roll is too heavy 
to handle . S i n c e near ly two-thirds of Ontar io 's bentgrass sod is sold 
to U.S . users, the a c c e p t a n c e of metr ic convers ion will spread to 
northern states quickly. 

No talk of converting machinery to the metr ic units has b e e n pro-
posed. But conversion is eminent and a little lesson in metr ic is 
appropriate . 

CONVERSIONS: 
area in square yards x 1.0451 = the number of 0.8 square meter rolls 
area in square feet x 0.11612 = the number of 0.8 square meter rolls 
area in square meters x 1.25 = the number of 0.8 square meter rolls 

3 U B S C R I B E 
TODAY! 

If you ' re one o f ou r t housands o f 'pass a long ' readers, 
cons ider o rder ing you r own persona l subsc r ip t ion . . . 
Beg in bu i l d ing your persona l reference l ibrary o f va luable 
techn ica l and pro fess iona l i n f o r m a t i o n t oday ! 

with other turf organizations, and a 
w i l l i n g n e s s to try n e w m e t h o d s . 
M a r k e t i n g t e c h n i q u e s c a n b e 
improved to i n c r e a s e demand, in-
c r e a s e price , and solidify the image 
of sod as the surest way to have a 
quality lawn. Support to university 
r e s e a r c h is cri t ical , e i ther by in-
dividual contr ibutions by estates of 
those who lived comfortably from 
the sod industry or by organizational 
grants. Purchasing new m a c h i n e r y 
that has b e e n improved, chemica l s 
that make savings possible , and seed 
that exhibi ts improved charac ter -
istics will provide the commerc ia l 
sector with the will to exper iment 
and develop new products. 

Future sod production will be an 
agronomical ly complex skill. It has 
come a long way from the pasture to 
the highly mechanized , irrigated, 
b lend and mixture , and chemica l ly 
c o m p l e x p r o f e s s i o n . It h a s also 
b e c o m e a s o p h i s t i c a t e d b u s i n e s s 
with market ing and planning crit ical 
to growth . It wi l l take study in 
addition to invent iveness to succeed 
in sod production in the future. 

T h e continuously growing strength 
of the A m e r i c a n Sod Producers Asso-
ciation will play a m a j o r role in ac-
complishing n e e d e d r e s e a r c h and 
maintaining c o m m e r c i a l interest in 
the market by suppliers . By making 
industry statistics ava i lab le to poten-
tial suppliers and showing that its 
m e m b e r s h i p is recept ive to new 
ideas ASPA can genera te a t remen-
dous commerc ia l interest in sod pro-
duction. This will encourage private 
research as well as publ ic research 
on sod methodology. 

ASPA is increas ing its service to 
warm season sod producers in an ef-
fort to represent all U.S . growers. 
Recal l ing that two of the original f ive 
p r o d u c e r s b e h i n d A S P A w e r e 
growers of w a r m season grasses, 
s o u t h e r n g r o w e r s s h o u l d n o t 
categorize A S P A as for northern 
growers only. 

P e r h a p s t h e m o s t p r e s e n t 
cha l lenge is marketing of sod. Full 
part ic ipat ion in the Landscape In-
dustry Associat ion Counci l (LIAC) 
c o u l d f a c i l i a t e s u p p o r t f r o m 
landscape architects and contrac-
tors , and to b e n e f i t f r o m b a s i c 
market ing problems of the G r e e n In-
dustry. Sophist icated promotional 
campaigns and record keeping could 
extract further market potential for 
sod. That potential , if rea l ized and 
funne l led back into r e s e a r c h and the 
s u p p l i e r wil l a s s u r e c o n t i n u o u s 
growth. 
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