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We were helping LCOs
stay ahead of the pack
before there was a pack.

Back when you could count lawn care operators
on one hand, Dow perfected a highly effective
insecticide for use in turf. Research showed that
this insecticide, called chlorpyrifos, gave immediate
control over a broad spectrum of surface feeding
insects. And it kept on controlling them for weeks.

That was the start of DURSBAN" insecti-
cides. They were developed and registered for
turf applications before any other use. And as
the lawn care profession grew, the reputation
of DURSBAN spread. LCOs across the country,
looking for cost-effective insect control, have
found the answer in DURSBAN.

They know that it stays where it's applied,
because it bonds tightly to organic
material in soil as soon as it dries.
So it won't cause damage to non-target
species. Won't wash away with rain
or watering. And retains its control
power for 6 to 8 weeks. They like
its broad-spectrum label for turf,
ornamental and shade tree insects.

DURSBAN effectiveness has
been thoroughly researched and con-
firmed in decades of testing at leading

G0l net

DURSBAN"

Years ahead of the rest.

universities. And DURSBAN is the onfy turf insecti-
cide on which human toxicity testing has been
conducted. So lawn care applicators can apply
it with complete confidence, and customers need
not worry about the safety of their pets and
children after the treated surface has dried.

Dow's partnership with lawn care profes-
sionals and golf course managers goes far beyond
supplying advanced products. We also conduct
many types of market and product research, and
share the results for your benefit. We produce
helpful training materials for applicators, oper-
ators and others. In cooperation with the PLCAA,
we have prepared materials to answer frequently
asked consumer questions concern-
ing the effect of chemicals on the
environment.

DURSBAN insecticides. Devel-
oped for lawn care operators—prefer-
red by lawn care operators. Available
as emulsifiable concentrates or wet-
table powders. If you're not using
DURSBAN, you could get left behind.
Talk to your distributor today.

<>

*Trademark of The Dow Chemical Company
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At The Greenbrier, | use LESCO Sulfur-Coated Fertilizer

With responsibility for three championship 18-
hole golf courses at a top resort, Bob Mitchell
must have confidence in the fertilizer he buys
and the company he buys it from. Confidence is
just one more reason he uses LESCO Sulfur-
Coated Fertilizer on all 54 fairways.

The 28-3-9 formulation used at The Green-
brier is a 100% sulfur-coated product. Its long
residual, slow-release action is perfect for
Mitchell's fall fertilization program. His nitrogen
application schedule begins in late summer and
ends in late fall.

“The three to four pounds we put on in the

fall carry us through winter, spring and summer.
And the color of the fairways is better than ever
experienced with other products. | attribute it
to the sulfur-coated fertilizer”

Another benefit is the sulfur in the LESCO
fertilizer.

“The sulfur has given us something we didn’t
realize we needed. | know turfgrass needs a lot
more sulfur than most people think”

As host to more than 60,000 rounds of golf
ayear, it's important Bob Mitchell chooses
the best fairway fertilizer. It's important at any
golf course.

Call today to discuss your fertilizer needs with one
of the more than 50 LESCO sales representatives.
(800) 321-5325 NATIONWIDE
(800) 362-7413 IN OHIO

LESCO, Inc., 20005 Lake Road Rocky Rlver OhIO 44116 (216) 333-9250



NEWS/TRENDS

WrT&r

by the Editorial Staff, Weeds Trees & Turf magazine

Videotaped landscape tips

A new videotape seminar for landscape maintenance con-
tractors—""How to Make Money in the Landscape Maintenance
Business—is available from The Idea Bank of Tempe, Ariz.

The 2%-hour program, developed from a slide-illustrated
presentation recorded by Joe Marsh for the National Landscape
Association’s annual conference, is designed exclusively for
owners and managers of landscape maintenance firms.

The topics include: how to find and train new employees:
saving money on equipment maintenance; how to lower your
labor costs with chemicals and specialized equipment; and
organizing your company for profitable growth.

Marsh includes information gained from 10 years experience
in landscape maintenance. The videotape seminar is available
on two VHS cassettes.

Drought woes when it rains

The rains came, and all's well (or at least almost so) in the
Delaware River basin. But the New Jersey green industry,
which suffered its second drought in five years, still isn't con-
vinced it dealt with the resulting state-imposed irrigation re-
strictions as well as it should have.

“What it has done is open our eyes,” says Ed Walsh of the
Ridgewood Country Club. Walsh is a member of the Golf
Course Superintendent’s Association of New Jersey (GCSAN]J)
which, during the ‘81 drought, combined with the state golf
association to put a lobbyist in Trenton.

The lobbyist “was extremely helpful” getting the golf indus-
try's views heard during this spring’s crisis, golf interests tell
WT&T. Even so, at the height of the drought, irrigation of golf
courses, considered a “non-essential” use of water, was cut
back 75 percent.

“Politics are politics,” says Walsh. “We've got to get the right
club members and politically influential people to listen now
before it becomes a problem again.”

Look for GCSAN] and other regional associations to shore up
and strengthen political bridges in the face of recurring

droughts.

Dwindling numbers concern prof

A drop in the number of college landscape architecture majors
is creating a potential shortage of personnel in years to come,
says Jot Carpenter, landscape architecture professor at Ohio
State University.

Carpenter, writing in the Ohio Chapter of the American
Society of Landscape Architects (ASLA) newsletter, says na-
tional enrollment figures show a marked decline since 1982.

“Atatime when demand for entry level candidates is higher
than ever before, such a decline should be of concern to us all,”
Carpenter says. He adds that a concerted recruiting effort,
aimed at quality high school seniors, is needed to make stu-
dents aware of the “exciting opportunities" in the field.

He faults the Reagan administration for the shortage. “The
administration is very anti-environmental,” he tells WT&T.
“The environment is simply a dead issue,” and enrollment in
the environmental science fields is declining as a result.
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~_ | Doug, you say Super Greens Ferti-
lizer works under conditions that can

 stop others cold. What do you mean?

) “Cold weather, of course. But also

high pH and deficiencies in iron or manganese. All or

any combination of those conditions.”

Let’s start with cold weather. What makes Super
Greens better? “Super Greens works quickly in cold,
wet soils—spring or fall—because most of its nitrogen

Prolurf.

doesn't depend on temperature-related microbial activity.”

How quickly does it work? And what about staying
power? “Your greens should respond within five days.
And it’s got enough kick left to last well into the
second month."”

Will it push greens? Turn them puffy? “No. Super
Greens has the balanced ratio of nitrogen and potassium
you're looking for to promote high quality turf.”

Let’s talk about pH. You say Super Greens performs in
high pH conditions. Why? “Because of the unique
chemistry of the product and the homogeneity of the
granules. If you have a high pH condition because of
soil or imigation water, Super Greens is for you.”

What about the iron and manganese. What makes your
micronutrients different? “Quantity and chemistry.
Super Greens has enough iron and manganese to help
overcome deficiencies, including those in sand greens.
And both micronutrients are present in forms which
make them available to the turf.”

When and where does Super Greens work best? “In the
Deep South, I'd recommend Super Greens on bermuda-
grass greens and tees all year long. In the Southeast, it
helps keep bentgrass greens active from October
through April, and it’s great for ryegrass overseeded on
bermuda greens and tees. It will also help bring ber-
mudagrass out of dormancy quickly in the spring.”

How about the rest of the country? “In cooler climates,
superintendents can get earlier green-up in the spring
and good strong color on their bentgrass greens
through fall and right up to freezing weather.”

How does Super Greens compare with competitive
products? “In this business, you get cautious about
saying that anything is ‘the best’. But this fertilizer
would have to rank among the very best I've ever seen.”

For more information on new Super Greens
Fertilizer, call your ProTurfs Tech Rep. Or call
Scotts« direct at 800-543-0006.

Circle No. 131 on Reader Inquiry Card

“It’ll give you quick,
healthy green-up under
conditions that can stop other
fertilizers cold.”

Doug Horn, Scotts Research project leader (Fertilizer
R&D), talks about new Super Greens Fertilizer.
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laces left whose

appearance cant be improved by Toro.

And we'll let Mother Nature
deal with those.

But for those places you're
responsible for—office parks,
recreational areas, residential
areas, housing complexes and
more—Toro equipment provides
theattractive, finished appearance
you can build a solid reputation
on. And a thriving business.

We know commercial cutters
expect more out of a mower than
anyone else. So we designed the

broadest, most durable line of
equipment in the industry—
riding and walk mowers;
36! 44" or 52" —1
decks; bagging Gasa
options, edgers

and trimmers,

generators,

blowers, and

more. And

because

Toro is

constantly

innovating (to make your job
more profitable and your customers
happier), we've just intro-
duced two new
b’ Groundsmaster*
riding mowers and
two new Commer-
cial mid-size walk
mowers. The
Groundsmaster
s 117 and 217-D
riders are
seventeen
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cut in the business
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grass collection systems and Or send in the coupon. | 1he pmfmonals |
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GREEN INDUSTRY NEWS

Judge rules for PPPF in Wauconda case

Federal District Court Judge Ilana
Rovner has ruled in favor of the
Pesticide Public Policy Foundation
(PPPF)in its suit against the Village of
Wauconda, I11.

Judge Rovner ruled that Wauconda
could not enforce controversial Ordi-
nance No. 1984-0-31, which forced
pesticide users to pay a $25 annual fee
and post signs after applications.

The decision, rendered on August
14th, comes after nearly one year of
litigation between the city and the
PPPF, a group of professional
pesticide applicators.

In her ruling, Judge Rovner agrees
with PPPF’s argument that state reg-
ulations, specifically the Illinois
Pesticide Act of 1979, preempt any or-
dinances which may be enacted by
local communities.

“The ordinance attempts to impose
further restrictions on and require an
additional permit for pesticide ap-
plicators who already are subject to
extensive state regulation and licen-
sure,” she wrote. “This court finds
that the kind of ‘uniformity’ language
found in the Illinois Pesticide Act im-

David Dietz

plies a legislative intent to pre-
empt...the myriad units of local
government from adding their own
conflicting layers of regulation to the
existing comprehensive scheme.”

Judge Rovner, however, ruled in
favor of Wauconda on another count:
she judged the ordinance constitu-
tional because it does not deny due
process and equal protection of the
laws as guaranteed by the U.S. and
Illinois Constitutions.

David Dietz, director of the PPPF,
says the decision “should have some
precedential value.” Currently, sev-

eral cities, including St. Paul, Minn.,
and Madison, Wisc., are considering
ordinances that would regulate
pesticide use on the local level.

“Overall, we're pleased,” he tells
WT&T of the recent decision. “It re-
affirms and confirms our longstanding
position that regulatory controls need
to be at the federal and state level.”

PPPF had argued that local gov-
ernment should not be allowed to
regulate pesticide use because:

e the number of local governmen-
tal units across the U.S. (there are
8,000) would be “begging chaos;”

e lack of experience with
pesticides among those units; and

® the cost involved.

Dietz was disappointed that Judge
Rovner did not cite what he felt were
PPPF’s strongest arguments in her de-
cision—that the Federal Insecticide,
Fungicide, and Rodenticide Act
(FIFRA) preempts local jurisdictions
from regulating the sale and use of
pesticides, and that the ordinance vio-
lates the equal protection and due
process clauses of the U.S.
Constitution.

INDUSTRY

West Coast treemen
at top of salary scale

A nation-wide National Arborist As-
sociation’s (NAA) wage survey shows
foreman making an average hourly
rate of $10.50 per hour, climbers $7.90,
and ground personnel $5.78.

Survey respondents from the West
(California, Oregon, Washington, and
Hawaii) report the highest wages with
foreman making an average of $11.48
per hour, climbers $9.18, and ground
personnel $6.83. The Midwest is at the
bottom of the scale with foremen
averaging $9.14, climbers $7.85, and
ground personnel $5.37.

The NAA’s Reporter newsletter
says the range for each classification
are: foremen, $5.50 to $22; climbers,
$5 to $12.50; and ground personnel,
$3.63 to $9.

ASSOCIATION

Moody named PLCAA
assistant exec director

The Professional Lawn Care Associa-
tion of America (PLCAA) has named
Douglas K. Moody as its first assistant
executive director.

8 WEEDS TREES & TURF/OCTOBER 1985

Moody, who began work in Sep-
tember, is vice-president of the New
Jersey Turfgrass Association and is
also involved with the state’s Recrea-
tion and Park Association.

PLCAA executive director Jim
Brooks says Moody’s position was es-
tablished because of the growth in the
lawn care industry and the increased
demand for service and assistance by
lawn care operators.

A graduate of North Carolina State
University, Moody has served nine
years as head of the interpretive ser-
vices division of the Hunterdon (N.].)
County Park systems.

GOLF

ESPN exposure boosts
superintendent’s image

The Golf Course Superintendent'’s
Association of America (GCSAA)took
its message to national television this
past August. And may do it again this
year. Next year for sure.

Says GCSAA president Eugene
Baston, “we received tremendous re-
sponse from our television spots. I just
wish we could afford to do more.”

The GCSAA sponsored five 30-sec-

ond commercials on ESPN, the cable
sports network. The spots aired dur-
ing the PGA Championship and the
Buick Open.

The message is: “We're your solid
playing partner.” The aim, says Bas-
ton, “is to let the public know what
the golf superintendent’s re-
sponsibilities are.”

The GCSAA received a bonus of
sorts when ESPN aired reruns of the
tournaments giving the commercials
three additional plays.

Superintendents with visions of
Hollywood be advised, however. Ac-
tors were used in the commercials.

TREE SEMINAR

Law and insurance
to be discussed

A seminar, “Trees, People and the
Law” is scheduled for Nov. 6-7 in Co-
lumbus, Ohio.

Experts in areas of law, insurance,
federal taxes and arboriculture will
discuss lawns and court cases involv-
ing trees. Liabilities of tree consul-
tants, operators, and owners will
receive considerable attention. Pre-
ceding the 1'2-day seminar, a ‘“‘Basics



Denser, drkr gree Manhattan i
takes the bruises for your athlete

What goes up must come down. ..
and that goes double for athletes’
knees and elbows,

Improved Manhattan Il peren-
nial ryegrass has a built-in cushion
developed through genetic
improvement. The greater tiller
density of Manhattan |l takes the
punishment athletes dish out, then
springs back to retain its great-

“Fall on the leader”

Qualified turf
associations can eamn
cash for turf research

NN

3 i i /7:‘ FV,/," .-’ A
Manhattan II . Manhat
looking appearance. All that
toughness.. . . with improved mow-

ability to boot!

CERTIFIED SEED

by saving Manhattan Il
blue tags. Contact your

decler for details.

Manhattan Il also provides a
darker green color than the old
standard Manhattan; improved
disease resistance, drought and
shade tolerance as well as fertilizer
savings.

Manhattan |l was developed to
save on maintenance costs ... but
the real saving is on knees and
elbows!

L e A
Distributed by
Turf Merchants, Inc.

P.O. Box 1467 « Albany, OR 97321
Outside Oregon 800-421-1735
503/491-3622 TWX 910-997-0733

Turf-Seed, Inc.

P.O. Box 250 « Hubbard, OR 97032
503/981-9571 TWX 510-590-0957
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of Tree Evaluation” review will be
offered.

For more information, contact
Alan D. Cook, The Dawes Arboretum,
7770 Jacksontown Rd. SE, Newark,
Ohio, 48055. Phone number is (614)

323-2355.

RESEARCH

150 turn out
for field day

More than 150 turf-related profession-
als turned out for the recent Lofts Inc.
Annual Field Day in Martinsville, N.J.

Speakers included Dr. Henry In-
dyk and Dr. C. Reed Funk from

Rutgers University, Dr. Al Turgeon

from Tru-Green, Dr. Richard Hurley
of Lofts, and Maria Cinque of Cornell
University.

Attendees included landscape ar-
chitects, landscapers, park managers,
county agricultural agents, auto-
mated lawn dealers, university re-
searchers, and members of the press.

To receive advance notice of next
year’s Field Day, contact Lofts by writ-
ing Chimney Rock Road, Bound
Brook, N.J., 08805 or phone (201)
356-8700.

INDUSTRY

Scotts plays host
to lawn care VIPs

The Lawncare Service Group of the
O.M. Scott & Sons Co. entertained 22
management representatives of the
nation’s major lawn care companies
this summer.

The “Green Carpet Tour” lasted
three days and gave participants the
opportunity to visit Scotts research fa-
cilities in Marysville, Ohio.

Among the Proturf products spot-
lighted were SREF (Slow Release En-
capsulated Fertilizer), Fluid
Fungicide, Weedgrass Control 60

WDG, Turf Weedgrass Control, and
Southern Weedgrass Control.

Scotts researcher Paul Ferrel
conducts “hands-on” demonstration
at the company’s “Green Carpet
Tour.”

RESEARCH

De Lalio installs
new test plots

De Lalio Sod Farms, Shoreham, Long
Island, N.Y., installed 24 test plots last
spring to determine early green-up
and late green or fall brown-out
characteristics.

Seeding was supervised by Warren
Bidwell.

The varieties were given evalua-
tion three times on a basis of color,

Use the Bale Chopper in the
fields and at residential and
commercial landscaping
sites. You'’ll save time!

Mulch in seconds.

hand muiching.
Mulich where you want it.

blower.
Multi-use mulcher.

and grass.
Mobile Mulching.

can be used on a trailer.

927 W. COURT BOX 705

Bale Chopper

The Goossen Solution for
fast, economical mulching.

The Bale Chopper shreds and blows an entire
bale of straw in seconds, eliminating tedious

With the Bale Chopper you can blow muich
evenly over large areas with the 30', 6” diameter
flexible hose or the 180° rotating directional

The Bale Chopper shreds and applies mulch to
newly seeded lawns, strawberry beds, bedding
plants, around trees and shrubbery, or in rows.
The Bale Chopper also shreds paper, leaves,

The gas model (shown in photograph) operates | 2
independently and can be used from a truck bed.
The PTO model mounts quickly to your tractor or

(0085 eHe———

BEATRICE, NE 68310

Find out more about the Bale
Chopper, call Goossen Industries
today.

TOLLFREE OUTSIDE NEBRASKA

800-228-6542

IN NeBraska 402/228-4226
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Start growing b
fromtheg

Lebanon Professional Turf
Products keep you in control.

You know what you're Iooking for when it comes to main-

taining your customer's lawns. And we've got what you're
looking for in a wide range of flexible products.

Take our famous homogenous granules, for instance.
Each contains a special chemical combination of nitrogen,
phosphorous and potash, plus secondary and trace ele-
ments. So every plant comes into contact with every vital
element, plus you get more even plant-food distribution,
more economically.

Our sulphur-coated urea blends, on the other hand, let
you custom-tailor a lawn care program to meet your custom-
er's needs. You can control the time of greening, as well as
the length, to keep profitability at a maximum.

Quick green up...extended feeding.

The secret is our exclusive “C.I.L. Prilled S.C.U." Its
consistent, round granular size results in a more even break-
down of nitrogen, plus you get a high sulphur content. Your
customers’ lawns show lush results fast—and stay green for
as long as 3 months or more!

No turf is too tough for
Lebanon’s products.

We have more than three dozen standard fertilizer, sul-
phur-coated urea blends and fertilizer/chemical control prod-
ucts to solve just about any turf problem. But soil conditions
vary, and so do your customers’ requirements. Just tell us
what you need, and we'll be happy to put our more than 35
years experience to work to meet your needs. We can formu-
late an exclusive blend just for your company that will coax
the kind of turf you want, when you want it.

igger profits...
round up.

Servicethat’s ahead of the competition.

It can help put you ahead of your competition, too. From
custom-designed turf care programs to a solid nationwide
distribution network, Lebanon can assure you of knowl-
edgeable, prompt service. And our entire range of proven
top-performance products are developed to help you give
your customers better lawn care where it counts. From the
ground up.

Call us today...and start getting
what you need.

We'll send you a free copy of our agronomy manual
at no obligation. And we'll tell
you how we can start giving
you and your customers better
quality turf from the ground up.
Call our Greenline
today at 1-800-
233-0628;
in Pennsylvania,
717-273-1687.

" The GREENLINE

L ebanon

TOTAL TURF CARE

A division of Lebanon Chemical Corporation
P.O.Box 180 « Lebanon, PA 17042
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density, and overall condition. Ac-
cording to personnel at De Lalio’s,
first-year data will not ‘““become
meaningful” for two to three years.

The entire project was organized
by Turf-Seed, Inc., Hubbard, Ore.

SEED
Peterson to market
‘Classic’ bluegrass

Classic, the new Kentucky bluegrass
variety reported in national tests for
the past five years under the pre-com-
mercial code name ““225,” is ready for
distribution this fall, according to its
marketer, Peterson Seed Co., Savage,
Minn.

Classic, a Category I Kentucky
bluegrass, is a highly apomictic, first-
generation hybrid first bred by Dr. C.
Reed Funk of Rutgers University.

INDUSTRY

NACA pushes co-op

buying in Southeast

The National Alliance of Clubs Asso-
ciation (NACA) says it can save
private clubs money through cooper-
ative buying.

The Tallahasee-based company
began its membership drive in August
and hopes to attract 80 clubs in Flor-
ida, Georgia, and Alabama by next
fall. The incentive is lower prices
through manufacturer group-buying
arrangements. NACA reportedly has
agreements with about 25 suppliers
for everything from seed and fertilizer
to cash registers and catering.

“We are a multi-club manager of
independent clubs,” says NACA pres-
ident Ken Creely. “Our spectrum of
service goes beyond golf course
equipment.”

“Our studies show that indepen-
dent clubs are going to have a tough
time in the next 10 to 15 years,” adds
NACA vice president David Pavesic.
Cooperative buying, Pavesic feels,
will help clubs control costs and hold
the line on membership fees.

EQUIPMENT

Slight decline in
equipment shipments

“Consistent with an outlook for eco-
nomic slowdown, Outdoor Power
Equipment Institute members antici-
pate a slight decline in product ship-
ments for 1986," says a report from the
Bolens Corp.

In its 1986 outlook survey, Bolens
says that “ride-on products are fore-
cast to decrease approximately four
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percent while walk-behind units are
expected to show a two-percent
decline.”

Shipments of rear-engine riding
mowers are expected to reach 359,000
units in 1985, along with 5.125 million
walk-behind rotary mowers. Com-
mercial turf maintenance is expected
to be responsible for the purchase of
120,000 walk-behind rotaries, 12,000
riding rotaries, and 3,300 riding reel
mowers in 1985.

According to the Bolens report,
walk-behind units should reach sales
of 134,700 to the turf care industry in
1989 while riding units will reach
sales of 19,000.

“Cominercial turf care members
expect a slight improvement in ship-
ment levels for the 1986 model year,”
the report concludes. “Increases of 1.5
percent and 7.5 percent for commer-
cial walk-behind mowers and riding
reel mowers are forecast, respec-
tively. Riding rotary turf mowers are
expected to decrease slightly.”

Twenty-three OPEI members re-
sponded to a questionnaire sent out
last March.

EDUCATION

Stauffer/PLCAA

effort scores big
Stauffer Chemical and the Profes-

sional Lawn Care Association of
America (PLCAA) scored a promo-
tional touchdown on their first joint
play from scrimmage.

That touchdown was the “hun-
dreds” of favorable newspaper arti-
cles generated by a combined
Stauffer/PLCAA publicity campaign
to promote professional lawn
services.

Stauffer’s Greg Bushman says his
company ‘“‘has received several hun-
dred phone calls and letters from
lawn care operators regarding the pro-
gram.” Surprising? “No,” says Bush-
man, marketing manager for the
company’s Specialty Products group.
‘““But we're gratified with the
response.”

The unveiling of a press kit titled
“The Case For Professional Lawn
Care” kicked off the campaign at the
PLCAA convention in Tampa last
November.

The kit, provided to lawn care op-
erators with instructions on gaining
local publicity, outlines topics rang-
ing from weed and insect problems to
the dangers of unlicensed lawn care
companies. In addition, Stauffer is
funding seasonal mailings of lawn
care articles to 1,300 daily and weekly
newspapers.

The articles are informational.
They do not tout the products of any
particular industry supplier.

#

Warren's Turf headqu

Warren’s operations manager.

arters in Crystal Lake, Ill., grew this summer.
The expansion houses the additional data processing equipment and
personnel the company needs in its growing turfgrass sod and seed
operations. Shown here (left to right) are: Mike Holmes, Warren’s
general manager; Bill Curran, Warren’s president; and Walt Pemrick,
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Palm Desert Greens Country Club
is positive proof.

Maintaining one of the
heaviest played executive golf
courses in Southern California is
a challenging job. An average of
290 rounds of golf a day puts
tough demands on the turf, and
on the irrigation system. That's
why golf course superintendent
Robert Stuczynski recently
installed Weather-matic rotary
pop-up sprinklers to upgrade
the system at the Palm Desert
Greens Country Club.

Stuczynski was won away
from a brand he’s used for more
than a decade by Weather-
matic's high quality design and
features. The exclusive

adjustable armspring allows fine-tuning
while the sprinkler is on or off, and stays adjusted

aluminum alloy and high impact
plastic housings for your long-
range or medium-range needs —
from golf courses, parks and
athletic fields to commercial use.
Designed for years of
dependable service, they offer
many outstanding features. Like
the backsplash control arm on
K-50/80 and PK-50/80. And the
optional check valve, available
on PK models, to prevent
backflow in low areas and
damaging line surge. Plus only
Weather-matic can help reduce
your inventory with
interchangeable parts for plastic
and metal housings.

When you team up our rotary pop-up sprinklers,
controllers and valves, you have a combination that

once set — a must for handling Palm Desert’s can't be beat. Just ask Stuczynski. He's now finalizing
exacting schedule of watering or fertilizing. a plan to changeover the entire Palm Desert system

Weather-matic impact drive, rotary pop-up to Weather-matic. Because Weather-matic works.
sprinkler heads are available in rugged cast Write or call for all the details.

You can’t beat the s

Sprinkler Division/Telsco Industries
P.O. Box 18205« Dallas, Texas 75218
214/278-6131

Circle No. 143 on Reader Inquiry Card

Weather )I( matic.

LAWN AND TURF

IRRIGATION
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RYAN

INTRODUCES THE NEW

PROFESSIONAL CORE CULTIVATION

Now you can get down to business with “core cultivation!”
That’s what the new heavy-duty Ride-Aire II offers —
precision core aerification at the rate of up to 12,000
square feet per hour. The Ride-Aire II is a tough 670-1b.
machine powered by an 8-hp commercial engine. It moves
along smoothly aerating 21 inches per swath with 22- or
3-inch cores spaced 3'% inches apart.

Yet its compact 36-inch width and single rear wheel steering
lets the operator easily maneuver around shrubs, trees and
yard gates. A new foot control system lifts the aerating
frame hydraulically for transport over sidewalks and
driveways.

CLEAN, VERTICAL CORING

The Ride-Aire II features straight up-and-down action that
cuts cores cleanly without tearing the turf. The tines are
heat treated with a special process that makes them self-
sharpening, allowing them to last longer than ordinary
tines.

CUSTOMER SATISFACTION

Whether home lawn or commercial turf, the new Ride-Aire




RIDE-AIRE 11

[T will help you keep customers happy. Core cultivation in-
creases oxygen exchange and nutrient penetration, and
decreases surface runoff and irrigation frequency. It also
breaks up thatch and compaction and brings up soil par-
ticles to reinoculate thatch with soil and microbes to
enhance thatch decomposition. Whether regular turf
maintenance or renovation, the Ride-Aire 11 adds a new
dimension to the lawn care service industry.

After core
cultivation.

For more information or a free
demonstration, call or write:

RYAN

2367 Cushman, P.O. Box 82409
Linclon, NE 68501
CALL TOLL-FREE:
Vigorous root § A b 5 il
growth after § " 1-800-228-4444
s s Outboard Marine Corporation, 1984, All nghts reserved

CUR 5-4253
Cirrle NAa 108 Aan Doadar lnmiiies Mard




SPORTS TURF

by Ron Hall, associate editor

‘The Boss’—our buddy

“The Boss" (aka Bruce Springsteen) knocks the socks off
millions of rock and rollers. When “The Boss’ plays,
stadiums fill and pulsate with foot-stomping fever. Last year

who knows?

They're the unknowing friends of
groundsmen who pamper ballyard
turfgrass everywhere.

Because of phenomena like
megastar rockers, grounds managers
at stadiums with the real stuff, grass,
are pushing turfgrass beyond what
even they could have imagined a few
 years ago. Unintentionally they're
¢ also dismembering the myth known
if¥ as synthetic turf.

They're demonstrating—if the
decision-makers at the carpeted
stadiums really want to see—that
turfgrass is tough, real tough. It can, and should, be used for
more than just ball games. That’s been a rap against grass.

Sports turf? Let’s call it “entertainment turf.” Members of
the Sports Turf Manager's Association (STMA) bend the
terms as they increase our knowledge.

A handful of groundsmen at professional ballparks kicked
off STMA five years ago to trade tips and pool collective
experiences. That circle is growing. STMA is gaining
members and spinning off new techniques to expand
turfgrass’s usefulness.

They're aided in their jobs by sophisticated satellite-radar
weather forecasting, a new generation of irrigation and
maintenance equipment, and improved varieties of
turfgrass.

Groundsmen didn't have these tools when the first roll of
Astro Turf bellied up to the outfield fences in Houston's
Astrodome 20 years ago.

Far-sighted grounds managers are also re-adapting and
tinkering with products that have been around. Breathing,
porous, geo-textile covers, previously used only in plant beds
and golf sand traps, are now unfurled over turfgrass to save it
from the pounding of spectators at concerts. The crunch of
vehicles in motor sports events. The cleats of subs along the
sidelines.

The renaissance of turfgrass in our ballyards, the new
entertainment turf, is under way.

To “The Boss™ and others who challenge our grounds
managers: thanks.

S

it was Michael Jackson. Next summer,

Bushman says the articles (the last,
recently mailed and titled “Fall Lawn
Care') accomplish two purposes:
“giving the PLCAA high exposure, as
well as educating the public on proper
lawn care.”

Bushman tells WEEDS TREES &
TURF Stauffer Chemical is investigat-
ing other joint projects with PLCAA.

LAWN CARE

Dow offers LCOs
handy door-hanger

Lawn care operators can reassure cus-
tomers about the safety of materials
used on their lawns with a door-
hanger designed lo sort fact from
fancy for homeowners.

The piece can help increase cus-
tomer confidence, according to repre-
sentatives from its publisher, Dow
Chemical Co., Midland. Mich.

Dow representatives have free
samples available, and bulk supplies
can be ordered through the Profes-
sional Lawn Care Association of
America. The brochures contain no
company or product identification,

We just treated
your lawn

to make it more
beautiful.

ASSURING

‘'WORD ABOUT

THE PRODUCTS
WE USE.
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SPORTS TURF
Bossard talks dirt
with top groundsmen

Start baseball field renovations now,
says Roger Bossard, field maintenance
whiz for the Chicago White Sox.

“Late summer and fall is a logical
time for local park districts to under-
take a rebuilding program because va-
cations are over and the fields can be
worked without disrupting playing
schedules," says Bossard, who hosted
a special gathering of groundskeepers
in mid-July.



Bossard used the venerable back-
drop of Comiskey Park in Chicago to
demonstrate some of his grounds
keeping techniques to the 50 guests.

Discussions of irrigation, drainage,
and the proper blend of clay, dirt, and
bank sand highlighted the day-long
clinic. The Chicago White Sox Base-
ball Club and International Minerals
& Chemical Corporation (IMC) co-
sponsored the event. Technical data
provided at the clinic can be obtained
by writing: “Turface,” IMC, 421 E.
Hawley St., Mundelein, Ill., 60060.

Good groundskeeping practices are
explained by Roger Bossard (far
right) during a mid-July clinic at
Chicago's Comiskey Park.

PEOPLE
Names in the news

Robert E. Bergen, president and
chief executive officer of Bolens Cor-
poration, takes over as president of
the Outdoor Power Equipment In-
stitute. The new vice president of
OPEI is B. Duane Bustle, president of
Kee Manufacturing Company, Inc..
William Brown, president and chair-
man of the board for Western Interna-
tional, Inc., becomes the association's

Robert Bergen
secrelary-lreasurer.

The memory of the late Everett Con-
klin, a pioneer of interior landscaping,
is alive. Research grants in interior
landscaping are being named in his
honor. ALCA’s Interior Landscape Di-
vision is taking the action.

The National Alliance of Clubs As-
sociation (NACA) appoints the fol-
lowing regional directors: Dennis R,
Ahearn, Sara Bay Country Club,

B. Duane Bustle

Sarasota, Fla.; Walker M. Brown, Te-
questa Country Club, Tequesta, Fla.;
Harry W. Duke,
San Jose Country
Club, Jackson-
ville, Fla.; Do-
nald J. Sheehy,
California Coun-
try Club, North
Miami Beach,
Fla.; and Edward
Lyon, executive
secretary of the
Sunshine State

Chapter, CMAA. William Brown

NACA is an affiliation of private
clubs organized to achieve savings
through cooperative purchasing of
goods and services.

Gene Bunting, Bunting's Nurs-
eries, Selbyville, Del., is the president
of the American Association of Nur-
serymen (AAN)following that group’s
convention in Orlando, Fla. Bunting
guides a family nursery business
started by his grandfather, Gardner
Bunting, 100 years ago. R. J. (Dick)
Hutton, president of the Conard-Pyle
Company, West Grove, Penn., is the
new AAN vice president.

Fall is the best time of all...

To renew tired lawns and prepare them
for spring growth.

Milorganite is Naturally Unique for
Dormant Fertilization . ..

»
Milorganize in 1aite fall to assure earlier greening than a spril:’?

chemicagplication! An
dormant a@pplication “can

‘Il cut labor costs ... a hea

0" for a long time!
In one series of tests, conventional a

ons of other

nitrogen fertilizers failed to catch up with early winter applied

Milorganite throughout

e entire growing sea?ﬂ
£

J - .l“'..
«’/ . . ’ )
c 5’ :Mnlwaukee a bistr’ict
- A 7350k ¥ 20 L.ruPe? Y5302

-
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TODAY'S VEGETATION
CONTROL SPECIALIST
HASTO LOOK

ALOT OF PEOPLE

STRAIGHT IN THE EYE.

Annual total vegetation control
today is a lot more sophisticated than just
killing weeds. You have to get the job done
economically enough for your budget,
simply enough for your work crews, and
responsibly enough for the environment.
That's why Cyanamid developed
ARSENAL" herbicide. Its advanced
chemistry answers the needs of all people
involved.

WHY ARSENAL IS
EASY ON THE ENVIRONMENT

Because of its unique mode of
action, ARSENAL, when used as directed,
has no harmful effects on mammals, fish,
bees, birds or earthworms. Because
ARSENAL is non-volatile and does not
move laterally in the soil, off-target vege-
tation is unaffected. ARSENAL is non-
flammable. Its unique chemical activity
causes a slow “burn-down” in foliage, so
it poses little fire hazard. Unlike tank
mixes, ARSENAL introduces only one bio-
degradable product into the environment.
And it's applied only once during a
season, resulting in a lower chemical
burden and a reduction in “touch-up”
treatments.

CONTROLS MORE
UNDESIRABLE VEGETATION.

ARSENAL has demonstrated control
of a broad spectrum of weeds, vines and
brush species. Tests in southern states
showed that ARSENAL alone (at rates of
two quarts per acre) out-performed several
tank mixes for annual and perennial weed
control. Even more impressive, ARSENAL
was most effective on difficult species like
Johnsongrass, trumpetcreeper, kudzu and
red maple.

ONE APPLICATION
GIVES SEASON-LONG CONTROL.

ARSENAL gives you full-season
control for up to eight months in temper-
ate climates. It fits your spray schedule,

Always read and follow label directions carefully.

TOUGH ON WEEDS.
EASY ON THE
ENVIRONMENT

Circle No. 101 on Reader Inquiry Card

because it can be applied at any time
during the growing season. ARSENAL
controls not only existing vegetation, but
also new weeds that germinate after appli-
cation. So you get residual control for the
rest of the season. On hard-to-kill vegeta-
tion, ARSENAL keeps working on the
roots until complete control is achieved.
In spray solution, ARSENAL is stable for
several days. That means no waste due
to decomposition, and no chance of
under-dosing target vegetation.

ARSENAL offers broad-spectrum
control, including these tough species:
Johnsongrass Blackberry
“Trumpetcreeper Bindweed
Poison ivy Canada thistle
Greenbrar Foxtails
Redvine Red maple
Kochia Kudzu
Multiflora rose Sumac

DUAL ACTION CONTROLS
IN A WHOLE NEW WAY.

Unlike most other herbicides, -
ARSENAL is absorbed through both roots
and foliage to stop new cell growth. Vege-
tation absorbs ARSENAL in less than two
hours, so rain won't wash off your invest-
ment. Within four hours, plant growth
ceases. In perennials, ARSENAL translo-
cates thoroughly in the roots to prevent
regrowth. This unique chemistry makes
the visible results of control more gradual.
In some vegetation, loss of color and other
outward signs may not be apparent for
weeks after application. After a year or
more, returning vegetation is mainly
desirable annual grasses and legumes.

ARSENAL IS RIGHT FOR
YOUR RIGHTS-OF-WAY.

On railroad, highway or industrial
rights-of-way, around power substations,
signal boxes, bridge abutments, lumber or
freight yards — wherever you need annual
total vegetation control, ARSENAL is the
smart new choice for the job.

\1’

Qam |

ARSENAL
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Demand, average yields
pinch turf seed supply

Hot, dry summer reduces Kentucky bluegrass crop;
prices expected to rise.

by Ron Hall, associate editor

he 1985 outlook for turfseed: yields

are down, demand is high, prices
should increase.

Purchasers of grass seed may want
to buy now rather than take their
chances next spring. This is what the
WEEDS TREES & TURF staff learned
in a head-baking-hot summer trek to
the Northwest where much of this na-
lion's grass seed is produced.

Economics and weather dominate
the turfseed industry. A string of
warm, dry weekends in the Mid-East
and East this spring soaked up car-
ryover from the 1984 grass seed crop.
Home and office construction, trig-
gered by the most favorable loan in-
terest rates in five years, goosed de-
mand for grass seed.

Similar conditions in the spring of

1986 will pinch turfseed supplies. Sod
growers, particularly, should be
booked through June.

Blame nature

Heat (90 degrees plus) and drying
winds in the Northwest withered the
production of ryegrasses and fescues
somewhat (and allowed for one of the
earliest and quickest harvests in the

WT&T staff surveys lurf-seed crop in No(hwest Jerry Pepm (red shirt) and l\ent H iley (whne shirt), both of Plckseed
West, Tangent, Ore., tour a field with WT&T Editor Jerry Roche (far right), Group Publisher Bob Earley (green shirt),
and Bob Mierow (far left).
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THISTEST WON'T

y through highly permeable

Water passes easil.
Duom Weed Control Mat.

g 4 2 ’
Just blow through Duon to see how easily
air passes through it.

Theproof is stronger, longer lasting plants
with DUON Weed Control Mat.

Both water and air pass easily through Duon
Weed Control Mat, made of Phillips Fibers non-
woven polypropylene. As a landscaper, you know
how important that is to a plant’s root system and to
the future well-being of your big landscape jobs—
especially those you use as references.

When water and air can’t get through, plants
die. Black plastic won't work for the long-term. And
woven polypropylenes are nowhere near as perme-
able as nonwovens. For example, the air permeabil-
ity for nonwoven Duon is about 14 times greater
than for woven polypropylenes and the water

MARKETED THROUGH

B’ h, 8923 South Octavia
un s Bridgeview, IL 60455

On the West Coast:

BRUCE KING & CO.
1055 Bertelsen Rd. * Eugene, OR 97402

Circle No. 133 on Reader Inquiry Card

PHILLIPS

TEXTILE NONWOVEN FABRICS MARKETING
P. 0. BOX 66, GREENVILLE, SC 29602

permeability for Duon is about 10 times greater.

Put our words to the test. Hold Duon under
running water, then take another piece and breathe
through it. Then try the same test with a competitive
weed control mat.

When covered from sunlight, Duon is virtually
permanent. It allows plants to thrive and impedes
about 95% of weed growth (in most areas). It also
keeps mulch from going down into the soil.

For your quality landscape jobs, order Duon.
For further information, call Phillips Fibers
(803) 242-6600.

PHILLIPS FIBERS CORPORATION

A SUBSIDIARY OF PHILLIPS PETROLEUM COMPANY

(803) 242-6600

- *Trademark Phillips Petroleum Comparny
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Mike Robinson of Seed Research,

Albany, Ore., says turf-seed demand
is high.

industry’s history). But, it had a dra-
matic effect on Kentucky bluegrass
yields in Oregon, the Palouse area
south of Spokane, Wash., and Idaho.

“In spite of the hot, dry weather,
we thought we were in pretty good
shape with our proprietary varieties
because of irrigation,” says Doyle
Jacklin of Jacklin Seed, one of the na-
tion’s largest suppliers of Kentucky
bluegrass. “But the plants apparently
just couldn’t keep up. They just
couldn’t fill the seed heads.”

Jacklin, supplied by the Wash-
ington and Idaho farms, estimates the
1985 harvest of improved Kentucky
bluegrass varieties at 55 to 65 percent
of normal. Non-irrigated common va-
rieties suffered even more, producing
as little as 20 percent of normal.

“There definitely could be some
shortages in late spring, assuming the
weather is good then,” Jacklin says.

Prices of common Kentucky blue-
grass “‘could hit some historic highs,”
says Jim Collins of Full Circle Inc.,
Madras, Ore. Across the state, Ken-
tucky bluegrass acreage is about one-
third of what it was just three years
ago. On top of that, the heat and lack of
rain dropped the harvest another 30
percent. Even with anticipated higher
bluegrass prices, farmers “won’t get
carried away” in increasing acreage,
Collins promises.

In part, this caution by farmers is
keeping the supplies of turf-type tall
fescues, the newest darlings of the
turfgrass industry, below demand.
The other limiting factor is supply of
seed stock.

Popularity rising

“The turf-type tall fescues did very
well this year,” says Mike Robinson of
Seed Research, Albany, Ore. “We're
putting out as much as we can.”

The popularity of these new vari-
eties of tall fescues is snowballing in
the so-called transition zone across
the often-dry mid-belt of the U.S. New
selections of even finer-bladed and
greener varieties of the deep-rooting
tall fescues are in the works. The real
marketing fireworks are still ahead.

Bob Petersen of Burlingham & Son,
Forest Grove, Ore., feels tall fescue’s
rising star follows a familiar pattern.
Merion Kentucky bluegrass domi-
nated that market for 16 years; then
other improved varieties of Kentucky
bluegrass came in a rush. The evolu-
tion of the perennial ryegrass market
was similar with a trickle of improved
varieties finally exploding in a wealth
of new varieties in the 1970’s. Pe-
tersen feels many seedmen ‘“under-
estimated” the tall fescue market and
it might be “a few years before pro-
duction meets demand.” But they're
hustling.

Plant breeders are attempting to
accelerate the development of im-
proved varieties of turf-type tall
fescue.

Says Dave Nelson of the tall fes-
cues: “They’re still on the first or sec-
ond generation. I don’t think we have
the breakthrough varieties yet. But
they’re coming.” Nelson is executive
director of the Oregon Fine and Tall
Fescue Commissions.

“We and others are working on
new improved turf-type tall fescues to
be released within the next few
years,” adds Larry Vetter of North-
rup-King, Minneapolis, Minn. “Turf-
type tall fescue usage will grow, par-
ticularly in the mid-South.”

This growth could mushroom
when breeders develop a tall fescue
that’s fine-leafed enough and green
enough to complement Kentucky
bluegrass in a mixture. More than one
seed company is exploring this
possibility.

Even with the excitement gener-
ated by tall fescues, demand for pe-
rennial ryegrass is pushing seed
producers. This demand is stimulated
by the success of the improved vari-
eties in home lawns and in golf course
overseeding. This summer’s produc-
tion, however, does not meet the
bumper crop levels of 1984.

This year’s “average yields” are
disappointing only because “‘our ex-
pectations were a little bit too high,”
says Jay Glatt of Turf-Seed Inc., Hub-
bard, Ore.

Steve Tubbs of Turf Merchants,
Albany, Ore., says perennial ryegrass
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Charlie Mitchell of Turf-Seed
explains stem rust resistance of
perennial ryegrass.

“is receiving tremendous usage back
East. Bluegrass is selling for $1 a
pound while perennial ryegrass is just
55 or 65 cents a pound.”

The creeping bentgrass crop?
‘“Average,” reports Turf-Seed Inc.’s
crack fieldman Charley Mitchell.
“We're down a little bit from the po-
tential because of the heat. It may not
be an excellent year, but we're still
encouraged.”

Preliminary indications point to
tight supplies of bentgrasses in 1985.

While breeding and research of
hopeful individual varieties continue
full throttle, grass seed users will be
seeing more emphasis on blends of
complementary varieties and mix-
tures of grass seed types soon. The
reasoningis sound. It provides a better
genetic diversity; the strength of one
variety masks the weakness of
another.

The idea of blending is not new
with companies like International
Seed with its PhD and Turf Seed with
its CBS and CBS Il blends of improved
perennial ryegrass varieties already
well established. But it’s being ex-
panded with the addition of the tall
fescue blends.

“We’'re going with the concept of
blends instead of individual vari-
eties,” says Seed Research’s Robin-
son. His firm offers its Champion
blend of improved perennial
ryegrasses and will be coming out
with Trophy, a blend of turf-type
tall fescues. Turf Seed counters
with its Triathalawn blend of tall
fescues. WT&T



The Penn Pals are

|‘ and True’
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= 2w vl PENNWAY BLEND

Tournament croquet exhibition at Pure Seed Testing Research Center, Hubbard, OR

All work and no play make research a
dull duty.

Just as time, patience, recording and
recommendations are part of the devel-
opment of our superior creeping bent-
grasses, actual field testing is a big part
of assuring the user a quality product.

The performance of Penncross and
Penneagle on putting greens is academic.
They are the standards used to judge any
other surface. The use of Penneagle and
Pennway creeping bentgrass blend on
tees and fairways has proven to be an
effective way of crowding out Poa annua.

Now, our “PENN PALS" are finding

* their way onto bowling greens, tennis

and croquet courts as well as other
sports turf uses. As leaders in the sports
greens business, the “PENN PALS" have

to “stay on top of it,” so to speak. By Warren Bidwell will talk to your
testing our products under a myriad of superintendents’ group about “The Penn
conditions, we can proudly say “We've Pals” on your course.

TRIEDit. . .and you can't finda TRUEr Call or write TEE-2-GREEN CORP.
surface for whatever your lawn sport.” for details.

PENN PALS ... the DePENNdables from TEE-2-GREEN
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Condo/apartment landscapes

Increasing budgets can't help landscape managers conquer

their number one problem:

communicating with the customer.

The average condominium /apart-
ment landscape manager saw his
budget soar 10%z percent from 1985 to
1986, thanks at least in part to an in-
creased perception among developers
that a good-looking landscape will at-
tract residents.

One respondent in a WEEDS
TREES & TURF survey said that he
thinks condo/apartment value in-
creases by up to 25 percent with good
landscaping.

The WT&T survey noted that bud-
gets for those in condominium and
apartment landscape management
went from $282,520 to $312,140. Re-
spondents also said that they will
spend an average of $11,730 each year
for chemicals, and that they plan to
spend an average of $22,470 for equip-
ment in 1986.

The key to putting that budget
money to the best use? Over-

Who specifies the
landscape program?

15.8%
Landscape
Contractor

Developer

How much do you spend per yearon...

Chemicals

$11,730

Equipment

whelmingly, good communication
with either the condominium associa-
tion or apartment owner/manager.
Other tips offered by respondents
were:

® Treat all owners and renters the
same. Don't do special favors unless
you're willing to do them for
everybody.

® Have a good knowledge of your
grounds and profession, so that when
management or the association asks
for something you can tell them the
feasibility of their request.

® Schedule in advance of upcoming
events.

® Educate the customer concerning
why the landscape was designed the
way it was.

® Respond to complaints and queries
within 24 hours.

® Define expectations of the owner/
association.

® Conduct monthly site evaluations.
® Try to foresee problems before the
management gets complaints.

® Make sure work is done on time and
properly.

“You cannot keep them all happy,”
observed one condo landscape mana-
ger, “"so keep the people in power
happy.”

The survey asked three specific
questions of condo/apartment land-

$22,470

scape managers, 25.6 percent of whom
work for a landscape contractor and
28.2 percent of whom work for a prop-
erty management company:

1) How likely is it that you will get
maintenance work after the guaran-
tee period of your installation
expires?

2) From your experience, do condo
owner associstions appreciate the dif-
ference between professional quality
maintenance and less professional
seasonal bidders? and

3) With condos, does the interest
and budget in landscape maintenance
decline after all the units have been
sold?

Responses to the first two of those
questions were overwhelmingly posi-
tive: 82.4 percent in the first and 73.1
percent in the second. Responses to
the third question were, on the other
hand, overwhelmingly negative with
only 16 percent responding pos
itively.

The typical condo/apartment
landscape manager has eight small
push mowers, four or five string trim-
mers, four or five spreaders, three or
four large riding mowers, two or three
turf spray units, and a couple tractors
at his disposal. According to the WTT
survey.

continued on page 28
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* AQUALITY MACHINE... FOR QUALITY WORK

Introducing the 943 Bobcat...the newest addition to the full line of “quality
built” Melroe Bobcat front end loaders. The 943 has a heavy duty, solid steel
frame, lift height over 10 feet, and a reach to over two feet, to make those big
loading jobs easy. The 943 is built to take on rugged jobs, day-in and day-out.

The Melroe commitment to quality workmanship, materials, design and
manufacturing go into every 943 we build. Even with those stringent re-
quirements, we supply you with a top quality loader at a competitive price.

The Melroe quality is evident in the ever-increasing demands for Bobcat
loaders and attachments in every segment of the landscaping industry. Bob-
cat durability, ease of operation and maintenance, comfort and safety, parts
and service reliability, and a strong dealer support network, give you job per-
formance that can’t be equaled by any other loader.

The Melroe Company’s dedication to building quality machines, like the
new 943 Bobcat, is your assurance of value and performance. Landscapers
have learned torely on Bobcat quality to help build their own business on that
same reputation.

Quality work - we’re in it together!

MELZROE conrrr
| —

A BUSINESS UNIT OF CLARK EQUIPMENT COMPANY 112 North University Drive ® FOI'QO, North Dakota 58102
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£ KEEP

BUSINESS
IN THE/,GREEN

to feed those hungry trees!
use Green Garde® Root
Spray Gun attachment make
quick and simple.

rugged; it features a made-
steel pole and case

the handles and footplate-

are adjustable.

JD9-C Spray Gun; this trigger
controlled application and

to feed more trees in a shorter

¥ Now is the season
The durable, easy to
Feeder and JD9-C
root feeding jobs
A This root feeder is
4] to-last, heavy gauge
hardened tip. Both
depth indicator
Use it with the
valve facilitates
ease of use,

period of time.
The Green Garde Root Feeder-Spray Gun
is designed Jf/ to withstand heavy seasonal use
and keep Jf/ your business in the green.

)

Order J/ Now from your Green Garde distributor
and ‘_i’ start your season the professional way,
with a Green Garde Root Feeder and JD9-C

Spray Gun.

! & green’
,e&’ garde

Encap Products Co.
P.O. Box 278, Mt. Prospect, Il. 60056
(312) 593-6464

Circle No. 109 on Reader Inquiry Card

/ 3 and 4 hole
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CONDO from page 26

Equipment ownership is divided
almost exactly down the middle be-
tween the facility and the contractor,
though contractors usually own tree
movers and trenchers while the facil-
ity usually owns spreaders.

The average respondent in the
WT&T survey is responsible for 114
condominium and/or apartment
landscapes. In most cases (31.6 per-

By far, finding good
personnel was the
most-cited problem
by respondents.

cent), the property management com-
pany specifies the program. Only
about 16 percent of the time does the
contractor himself specify the pro-
gram.

Typically, groundcover and flower
care is done by the facility staff while
all other services are just about split
down the middle.

By far, finding good personnel was
the most-cited problem of undertak-
ing the landscape maintenance of a
condo property.

“We try to keep workers’ morale
up by trying to always promote from
within, and by letting different work-
ers try different jobs,” said one per-
son. ‘“We also have bi-monthly
meetings to discuss problem areas and
explain different maintenance meth-
ods.”

Another problem is the tight-fisted
owner who doesn’t care about the
landscape, just the interior. “You've
got to show that person that, the po-
tential buyer’s first judgement is
based on what they see as they ap-
proach the building,” a respondent
noted.

“The biggest problem,” another
said, “is finding customers to remain
with you after you have proven your
worth and ability. Everyone is out for
the Cadillac job with the Chevette
price tag.”

Other evident problems with
condo contracting are developing a
properly trained staff, site problem
detection and correction, accounts re-
ceivable, and insurance and
pesticide-related problems.

Statistics were obtained from 39
valid responses from a mailing of 150
earlier this year. WT&T




Its Easy to See the
Regal Difference at Morningside

Winter play is heavy at Morningside
County Club in Rancho Mirage and Superin-
tendent Cal Hardin knows his golfers want
and deserve truly superior turf.

That's why Cal overseeds his course with
Regal turf-type perennial ryegrass.

While Regal is probably the darkest green
of the new turf-type ryegrasses it also offers
a baker's dozen other solid advantages.

One great strength is tolerance to cool
weather. Only a winter unknown to that de-

sert could knock Regal off balance.

At the same time is has proven tolerance
to heat and high humidity and will hold its
color in the face of drying winds.

Yet another plus is Regal's good overall
resistance to pythium, dollar spot, and Hel-
minthosporium.

Cal Hardin uses Regal on his tees and
fairways, and the results are obvious. It's
easy to spot the Regal difference at Mor-
ningside in Rancho Mirage.

=
INTERNATIONAL SEEDS, INC.

P.O. Box 168
Halsey, Oregon 97348
Telephone: (503) 369-2251
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All this
and more
where the
sign says
Ford

Ford compact tractors

Ford 1000 Series tractors give you powerful working
capacity with compact-size maneuverability for a wide
range of mowing, loading and site preparation needs.

There are six models, from 13 to 32 engine horse-
power. These hard-working diesels come standard with
540 rpm PTO, 10 or 12-speed transmission, full-time live
hydraulics, and a Category I three-point hitch.

Options include front-wheel drive. Hydrostatic or
synchronized manual shuttle transmission, depending on
model. Creeper speeds. Turf tires, and more. Over 50
matching attachments and implements are available.

Ford commercial mowers
These mowers are designed for grounds maintenance
professionals with sunup to sundown work schedules.
Top of the line is a 16-horsepower, 5-forward speed
workhorse that cuts a 48-inch swath, with turn-on-a-dime
maneuverability for mowing around trees, shrubs and
other obstacles. The optional sulky provides sit-down
comfort for mowing large lawn and turf areas. A twin-
cylinder Briggs & Stratton Industrial/ Commerical engine
delivers plenty of power to take heavy growth in stride.
For mowing and trimming smaller areas, Ford offers
two rear-discharge 21-inch commercial mowers, one self-
propelled and one push-type.

o




Ford mid-range tractors
Ford Series 10 tractors are engineered for excellent
performance, ease of operation and all-around versatility.

Choose from ten diesel models from 34.3 to 86
maximum net engine horsepower. Standard equipment
includes 3-point hitch, independent PTO, and power-
assist steering on most models.

Options include front-wheel drive, synchromesh trans-
mission, turf tires, and more.

Ford also offers 40.5 and 60 maximum net horsepower
low-center-of-gravity Series 10 tractors (shown below)
designed to work on hilly and rolling terrain.

Ford tractor-loaders

There's a Ford loader available to extend the versatility
and year-around capabilities of every Ford tractor power
size. Each offers a wide choice of buckets.

Quik-Tach models for many tractors make for great
flexibility. Quick and easy mounting lets you work with the
loader in the morning, and “park” it to mow and haul in
the afternoon.

Ford also offers many other attachments for grounds
maintenance work: rotary cutters, flail mowers, front and
rear blades, landscape rakes, scoops, posthole diggers
and more. See your Ford Tractor dealer for complete
information.

Statistics show that severity of injuries has been greatly reduced and
fatalities practically eliminated through use of both ROPS and seat
belts when user misuse or operator error causes a tractor to
overturn. « National Institute of Farm Safety « Agricultural Division,
National Safety Council. Contact your Ford Tractor dealer regarding
availability and purchase.

Industrial tractors
A Ford industrial tractor or tractor-loader may be your best
choice for site preparation and other heavy-duty work.
Four diesel models are available from 48 to 60 SAE net
horsepower. Tractor-loaders offer up to 4,500 Ibs of lift
capacity, with single-lever loader control.
Choose from three transmissions—4-speed torque
converter, dual-range 8-speed, or manual reversing 6x4.
Ask your dealer about the Ford Extended Service Plan.
ESP covers many specific repairs for 36 months or 2,500
operating hours, whichever comes first. At a modest cost,
it's smart protection for your rig.

Ford compact loaders
Ford Load Handlers pack a lot of muscle into a very
compact, highly maneuverable package.

Five models range from the 20-horsepower CL-25 to
the 64-horsepower CL-65 that can lift a 2,000-pound load.
They're all equipped with diesel engines.

A choice of buckets, options and attachments provides
surprising versatility. The list includes pallet forks, dozer
blades, utility forks, grapples and more.

Call toll free 1-800-528-6060 (Ext. 1867) for the
name of your nearest Ford Tractor Dealer.

Circle No. 114 on Reader Inquiry Card
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Rocky Mountain moves

Denver's Tom and Becky Garber touch condo clients
with landscape management techniques built around hard work and high tech.

He's being eaten alive the
hard way—from the inside
out by the acid in his stom-
ach. His nerves feel like
somebody is dry shaving
them with a rusty razor.

Meet the landscape con-
tractor who makes his liv-
ing dealing with con-
dominium boards in the
foothills of the Rockies.

“I left that meeting feel-
ing miserable,” says Tom
Garber, recalling a memo-
rable encounter with one
board. “I was just shaking."”

Meet Garber of the
finely-trimmed Edwardian
beard and the small-college
linebacker build. Meet his
partner, his wife of 15 years,
Becky, a slender, stylish
woman with a winning
smile.

‘Becky, | just got

ran over by a

sod truck.’
—QGarber

He studied to be a col-
lege professor. She was a
journalist,

Today they're owners of
Denver-based Colorado
Landscape Enterprises Inc. (C.L.E.).
The five-year-old company employs
30, is approaching the million dollar
club, and recently moved into a new
2,700-square-foot office. C.L.E. is tai-
lored exclusively for town house and
condo turf and landscape mange-
ment.

Success for the Garbers doesn't
come easy. It comes as a result of their

by Ron Hall, associate editor

Tom and Becky Garber in front of Chimney Creek town
house development in the foothills, one of the properties
maintained by their Colorado Landscape Enterprises.

stubborn drive to learn from other in-
dustry leaders, the courage to test new
ideas, and an almost fanatical desire
to please.

It was this obstinancy (attention
Guiness Book of World Records) that
pushed Garber to sit through 15 home-
owner association meetings in one
month, sometimes two the same evening,
sometimes on opposite sides of Denver.,

C.L.E. has some other
unique wrinkles.

“Becky, I just got run
over by asod truck,” Garber
remembers saying after di-
aling his wife from the
wreckage of his car this
summer after it had been
flattened by a supplier’s
truck.

Car telephones

“Our entire operation is
based on our communica-
tion system,” Garber says.
Clients and work crews are
scattered over a 30-square-
mile area.

“*Silver Bullet' is
Garber’s car radio name,
“Becky Base,” his wife's.
Then there's “The White
Shadow" or “Red Rider" or
“The Little Rascals,” all
C.L.E. employees. All are
linked by a sophisticated
cellular telephone
network.

“High tech, high touch,”
Garber describes it.
“Maybe our clients don't
see us, but we'll be touch-
ing them every day.”

And the Garbers want to
touch their clients the right
way. No long hair or ear-
rings for the male members
of C.L.E. landscape crews.
“We hire the all-American
types,” Garber says.

C.L.E. also touches its employees
with a full-time client services mana-
ger. “We get 30 calls a day from our
clients. If we didn’t have the client
services coordinator, these little jobs
would end up on little scraps of
paper.”

Even so, Garber buzzes the perim-
eter of Denver daily, his car telephone
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Some would have you
believe that all com-
mercial mowers are
equal. It's easy to find
out if it's true.

Check

for engine options and
controls that are func-
tional, efficient and
match your needs.

Look

for the assurance of
performance in commer-
cial mowers for over
30 years, the Bunton
name.

Inspect

the finish, workmanship
and quality of materials
for season-after-season
reliability.

Examine

the construction to see
that it is heavy gage
welded steel plate, not
formed sheet metal.

Compare

the lawn, turf and mulch-
ing types and sizes
available to match the
terrain you maintain.

Test

the quality of cut by
calling 502-966-0550
for the name of the
Bunton dealer near you.

BUNTON.

Bunton builds em better

BUNTON CO.

P.O. Box 33247
Louisville, KY 40232
502/966-0550

Telex: 204-340
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Tom Garber (left) reviews maintenance plans with
property manager John Hammersmith.

at his hip. He’s talking to clients,
touching bases with property mana-
gers.

So why is Garber busting his buns?

Condo boards

“We basically start from scratch every
year,” he says. “Contracts are usually
for 12 months.”

Homeowner associations meet
monthly to discuss common con-
cerns, to determine who will collect
their garbage, who will reroof their

‘l can convince an

association to get rid

of any contractor’
—Hammersmith

units, who will maintain their
grounds. Nine times out of ten they
employ a property manager to hire the
contractors, like C.L.E., they need.

It’s a symbiotic (and sometimes
mutually suspicious) triumvirate of
interests. Change a few key members
of the condo board, axe the landscape
contractor. Switch property mana-
gers, boot the contractor.

Says Garber, “People in this busi-
ness tell me that homeowner associa-
tions just don’t make any sense. Even
though you work your fanny off, they
will drop you in a couple of years for
whatever the reason.”

John Hammersmith, vice president
of a Denver-based property manage-
ment company, fixes his icy blue eyes
on the bottom line.

“I'know I can convince an associ-
ation to get rid of any contractor,”

he says. ““Boards don’t call me un-
less they have a problem. I've got to
have the peace of mind thatif [ have
a problem the contractor will take
care of it. And the landscape con-
tractor is the most important ser-
vice we provide.”

Hammersmith, fielding an average
of 30 complaints daily, doesn’t have
time to mix sentiment with business.

It’s no wonder that few landscape
maintenance firms in Denver spe-
cialize in condos.

Says Garber, “while everybody
else is running from condominium
maintenance, we’re running to it.”

Garber listens

Garber took this stand after listening
to an industry speaker at an Associate
Landscape Contractors of America
(ALCA) convention in Dallas three
years ago. “‘Ilearned you have to carve
your own niche. You can’t expect to
go head-to-head with the established
firms in their specialties,” he recalls.

Garber, who had started his land-
scape maintenance firm two years
earlier ““to survive, to pay a few bills,”
was already on his way to parlaying a
22-inch push mower, string trimmer,
and edger into a successful business.
But first he had to take a keener busi-
ness interest in irrigation.

The Denver area is semi-arid.
Landscape irrigation accounts for 50
percent of water usage. A drought his
second year in business wiped out a
season of maintenance. Clients dried
up as landscapes withered.

His trouble-shooting sprinkler
crew visits most sites daily now.

Denver’s climate also pushed
C.L.E. into snow removal. In addition
to providing a winter cash flow, snow
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removal allows C.L.E. to keep good
workers year round. Emphasis is on
walks. The main tool is a plastic
shovel. When worn out, it's thrown
away. Steel is too heavy. At Denver’s
altitude it would wear out workers in
the brittle air of long nights.

Shovelers work six-hour evening
shifts so that walks are clear by the
morning rush.

Landscape management, sprinkler
repair, snow removal—says Garber:
“Suddenly we found ourselves with a
corporation.”

But, he points out, “I wasn’t a
businessman.”

With a B.A. in English literature
from Cal State at Fresno and an M.A.
in theology from Chicago’s Trinity Di-
vinity University, his only business
experience came from a short stint in
Denver real estate.

Begky, with a similar educational
background (degrees in English liter-
ature, history, and information man-
agement), put her journalistic
aspirations on a back burner.

They immerse themselves in in-
dustry affairs and seek the advice of
successful businessmen. Tom is on
the board of directors of the Mainte-
nance Division of ALCA. Becky is ac-
tive in state and local industry
associations. And they read. Trade
publications. Books like Megatrends
and In Search of Excellence.

This husband-wife team approach
is being extended with C.L.E. now di-

‘l learned you have to
carve your own
niche.’

—Garber

vided into three divisions: Turf Care,
Sprinkler Management, and Special
Services. Teams are assigned territo-
ries. Jobs are divided into !/s- and /-
day projects. Crews work four-day
weeks, Tuesday through Friday. The
C.L.E. team’s goal is to have each resi-
dential property as attractive as possi-
ble for weekends.

So, what are the payoffs for the
Garbers and C.L.E.?

The most noticeable rewards are
maintenance contracts averaging
$25,000 each (up from about $10,000
just two years ago) and several long-
term agreements with homeowner as-
sociations, C.L.E.’s first.

Of course, Garber admits, satisfied
clients members and smiling property
managers make those long evening
condo board meetings a darn sight
more enjoyable. WT&T



AMERICAS BEST DEFENSE AGAINST
CRABGRASS WEARS THE LESCO LABEL.

It's no secret that among America’s  variety of formulations, both straight and

top lawn care companies, more use mixed with fertilizer.

Betasan® from Stauffer Chemical for Plus you'll also get LESCO’s famous
preemergence control of crabgrassthan  delivery and follow-up service. All no
any other herbicide. more than a phone call away.

And more comBames buy Betasan . Sofor America’s strongest defense,
as Lescosan, LESCO’s name for - + pick ug the phone and call LESCO to-
America’s best crabgrass defense. No, ‘ ay. (800) 321-5325 Nationwide.
crabgrass control is more efficient, . In Ohio call
longer-lasting or safer to existing turf. (800) 362-7413. m
~ What’s more, Lescosan 20005 Lake
is available in easy-to-use / Road, Rocky River, Ohio 44116.
liquid or granular form. Ina " (216) 333-9250.
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The Turf Pr

Golf course superintendents.
Commercial turf specialists. Lawn
care companies. They're all
professionals at what they do.

Just like the Turf Care® line of
products from SDS Biotech.

They're real pros at controlling
weeds and diseases.

DACONIL 2787 is the most
effective, broadest spectrum turf
fungicide money can buy.
Delivers unequalled control of
11 major turfgrass diseases and
common diseases on 45
ornamentals.

Our flowable formulation is now
ina NEW 22 GALLON CON-
TAINER. Daconil 2787 is also
available as a wettable powder.
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DACTHAL® herbicide. The
standard of excellence for
broad-spectrum preemergence
control of crabgrass, spurge and
22 other annual grasses and
broadleaf weeds. Available in
flowable and wettable powder
formulations.

2 PLUS 2 (MCPP+2, 4-D
Amine) is the effective and
economical way to control over
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Daconil 2787

20 pesky broadleaf weeds such
as clover and dandelions.

DACAMINE® 4D herbicide
combines the killing action of
esters with the non-volatility of
amines to knock out more than
70 weeds better than 2, 4-D.

DACONATE®™ 6. The proven
postemergent herbicide that’s
highly effective against tough

%l

weeds like crabgrass. (Sold as
Bueno® 6 in western states
only).

So team up with the Turf Care
line from SDS Biotech. They're
professionals at maintaining

healthier, more beautiful turf.

Always follow label directions carefully
when using turf chemicals

diotech 4O}

Agricultural Chemicals Business
SDS Biotech Corporation

£ Auburn Road, PO. Box 348
Painesville, Ohio 44077
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CuUT YOUR TURF PROBLEMS
DOWN TO SIZE

YEAR-ROUND
VERSATILITY

Your search for a high capacity mower encompassing A foot pedal controlled hydrostatic transmission

a one man operation is now concluded. The Hydro- affords variable mowing speeds as well as transport
Power 180 with its 15 foot hydraulically driven rotary speed to insure maximum travel time between the
mower has a mowing capacity of up to 11 acres an job sites. The Hydro-Power 180 offers year-round
hour while incorporating rear wheel steering for versatility with a 2-stage, 73’ snow blower and
maximum maneuverability. Cutting units are designed heated cab.

for maximum floatation and may be used individually HOWARL PRICE] 18155 Edison Avenue
or in any combination of the three. Manufactured by |TURF [[]L"PMENT Chesterfield, Mo. 63017
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Like most Southern
California cities, Riverside
IS experiencing
unparalleled growth. So is
its housing industry. That
means good times for
those in the condo and
apartment landscape
maintenance business.

by Ken Kuhajda, managing editor

Bob Pelikan of Pelikan Landscape
Maintenance Inc. in Riverside has
to be the only businessman in South-
ern California with an unlisted phone
number. It's not that he's anti-social —
he simply has all the business he and
his five-man crew can handle. And
then some.

Development is evident in every
corner of Riverside, a traffic-jamless
city that provides a refreshing con-
trast to the faster-than-the-speed-of-
sound pace of Los Angeles and the
beach cities.

Riverside is a babe, not mature, not
yet a beauty, but ripe for the popula-
tion boom it is experiencing.

It seems Bob Pelikan made the
right ‘choice several years ago when
he gave up his desk job with the City
of Riverside to maintain the turf and
landscapes of condos and apartments.

It’s a business he understands be-
cause he knows when to say “no"” and
when to submit a bid. Lately, he's said
“no" more than its opposite. ‘I have
just about all the business I need,”
says the bearded 48-year-old. “l don't
want to get so large that I can't keep
control over my work. I'm picky. I
want to make sure it's done my way."

Most days, you'll see the youthful
Pelikan out in the field with his young
crew, directing the work yet pitching
in at the same time.

He's responsible for the landscape

Bob Pelikan says he doesn’t have the time to maintain his Riverside home/
office like he once did. Nonetheless, it remains impressive, featuring an
outdoor whirlpool and swimming pool.

maintenance of several apartment
and condominium complexes with a
combined total of 550 units in the
Riverside area. It keeps him running
but he's not slowing.

Rescue missions

One reason he can't let up is because
he and his crew are often called in
after another outfit has butchered a
complex’s landscape. “Grass cutters’
have a bad name among the profes-

sional maintenance people in
Riverside.

There's an awful lot of grass cut-
ters who call themselves gardeners,”
says Pelikan. “They buy a lawn-
mower, an edger, and a truck and
they're in business. In this area, un-
employment is high and someone
who’s unemployed knows he can cut
grass. He goes into business.” The re-
sults can be disastrous.

“They give others who are edu-
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Pelikan’s oldest clients.

cated and experienced a bad name.
They come in not knowing the bid-
ding process. They bid low, get the
job, then we're called in to clean up
the mess,” he says.

But even after a condo association
has seen the damage done by the
‘‘grass cutter,” it may still be reluctant
to shell out more bucks. It feels the
bargain basement price of the grass
cutter is normal. Enter Pelikan with
his professional operation. And his
professional overhead.

“I have to pay my taxes and main-
tain good insurance. Those costs are
passed on to my customers,” he says.

In order to maintain a good work-
ing relationship with condo boards,
Pelikan relies on education. “Every-
body’s concerned about the dollar:
they want to get the most for it,” he
says. “I think the important thing is
educating people so they know what
they’re getting for their dollar.

“I know that often a management
company will ask me to come to an
association meeting and make it clear
to them what they’re getting for their
dollar. They want to know why it
costs so much to take care of an area,”
says Pelikan.

That’s one part of the job Pelikan
doesn’t enjoy. “I get a little nervous
and uptight because I'm afraid I'll get
put on the hotseat,” he says, half in
jest. “At the same time, I try to form a
good working relationship with the
property manager or the committee
person in charge of grounds. I find that
very useful because they tell me
when things aren’t going right.”

1 X
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Riverside’s Canyon Creek, featuring 128 units, is one of

Green vs. brown

Part of Pelikan’s educational process
involves explaining why things don't
stay green year round in sunny South-
ern California. Located 50 miles from
the Pacific Ocean, Riverside doesn’t
feel the relative warmth the ocean
breezes bring to the seaside in the
winter. Winter nights can be down-
right cold.

‘Taxes and

insurance... costs

are passed on to

my customer.’
—Pelikan

“We try to grow a lot of cool-season
grasses here. A lot of these condos
want green grass year round. That'’s
one of the problems I run into. People
don’t understand plants and seasons.
In the winter time they think ‘it’s Cal-
ifornia, the grass should be green year
round,” but you get the bermuda
lawns and the St. Augustines and they
all go dormant,” he says.

The solution, not surprisingly, is to
go with a bluegrass or a bermudagrass
overseeded with a winter rye.

More often than not, the client goes
back lo a bermudagrass lawn anyway.
“The experts tell us that in Southern
California, sooner or later, you'll end
up with a bermuda lawn. It does so
well here,” he says.

The predictability of Southern Cal-

ifornia weather makes Pelikan’s job a
little easier. Says Pelikan, “we know
when it’s going to rain. It allows us to
schedule our maintenance better.
Here we try to work around the heat,
not the rain.”

Irrigation scheduling is usually a
simple process, but a vital one.

“We have not been treating water
with the respect we should,” says Pel-
ikan. “There are not that many
nativesin landscape and the ones who
are, who know the value of water,
don’t get heard—they’re drowned
out.” He predicted a boom in the num-
ber of Southern California irrigation
firms in the future.

30 years of changes

Bob Pelikan came to Riverside in
1956. Then a dot to Rand-McNally,
Riverside had less smog then. Pelikan
felt it was the perfect climate for a
Missouri boy like himself. He stayed,
married, and took a job with the city of
Riverside Parks and Recreation
Department.

His wife, Ann, earned her law de-
gree in 1979 and passed her bar exam,
allowing her husband the chance to
start his own business. She assists her
husband in contractual matters.

“I worked myself up too high (with
the city of Riverside),” he says. “I'm
basically an outdoor person and I
found myself behind a desk doing
time-management studies.”

The years weren't foolishly spent.
In fact, Pelikan says his experience
with the city and time-management
helps him now manage his business.
“I have my crew really organized.
They have it down to a routine so they
know exactly what to do.” Even so,
employee turnover has been a prob-
lem. “Once they get really good, they
go into business for themselves.”

He has other problems. Dealing
with the overplanted landscapes in
Southern California is a headache.
Last winter Pelikan removed over 100
trees from one of the developments he
maintains. Not one resident noticed.
He says he’ll probably remove an-
other 100 this winter.

And then there’s the renters (and
sometimes owners)who have little in-
terest in the look of their landscape.

He stays away from commercial
and private properties (he leaves that
for the guy with the mower, edger,
and one truck) and trees (“I consider
tree trimming to be a field of its own"’).

He says his volume today is just
where he wants it. Not bad for a guy
with an unlisted phone number.

WT&T
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WEMEER OF ASSOCIATION OF OFFICIAL SEED CERTIEFYING DGEWONES,

Turf-Seed’s Oregon Certified Top Performers
qualify for valuable prizes or cash
to qualified turf associations and consumers

Perennial  Tall Fescues Ask your distributor, or call us
Ryegrasses Olympic for details on our Blue Tag
Citation II Apache Redemption Program.

Omega II Triathalawn

Birdie II blend And, if you're a turf Professional,
Manhattan II Kentucky you'll want Turfin’ USA.
CBSII Bluegrasses This twelve page guide is yours
2DF Columbia for the asking. Order your
Fine Midnight copy today from:
Fescues Challenger

Shadow Galaxy blend ;

Fortress Bentgrasses

Waldina Penncross ®

Aurora Penneagle P.O. Box 250, Hubbard, OR 97032
Bighorn Pennway Blend 503/981-9571 TWX 510-590-0957
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Living on the Riueraide

continued

Sam Knapp: he’s never met a tree he didn’t like

The first thing you notice about
Sam Knapp of Riverside, Calif., isa
piercing set of baby blue eyes.
They don’t miss much, especially
when there’s a tree in sight. Be-
cause Sam Knapp, operator of
Knapp Tree Service in Riverside, is
a man who knows and loves his
trees.

He's one of just three certified
arborists in Southern California.
He’s good at what he does. Bob Pel-
ikan of Pelikan Landscape Mainte-
nance says Sam Knapp is the lone
tree trimmer he recommends.

“I leave it up to the experts,”
says Pelikan. “You just don’t go out
and get someone who says he's a
tree trimmer because there's so
many butchers out there. They just
ruin trees. I feel very comfortable
in recommending Sam.”

If you hire Sam, be prepared to
pay an above-average rate. Sam is
the first to tell you he's not cheap. If
you want him to make the initial
call (he doesn’t do estimates for
free), it'll cost you $25. The price
rises to $75 per hour for diagnostic
counselling and consulting,

Earlier this year, a Riverside
property management firm called
for bids on a job where extensive
tree work was needed. Sam’s bid of $16,000 was twice
the bid accepted. “I tell the people straight up that I'm
not cheap,” says Sam, who drives a BMW.

“I don't give a bid for free, and I charge for every
estimate. It’s all over town: Sam thinks he's a doctor. It's
true. I think it's a complement,” he says with an ornery
grin that deepens his ruddy complexion.

Simple approach

His approach to bidding is simple: don't call me unless
you're serious about receiving the best service avail-
able. "I tell them ‘don’t waste my time and don't waste
yours.’ You'll find a dozen people in Riverside who love
me,” he says, not mentioning how the others feel.

Despite the showmanship, Sam Knapp is a likeable
guy with a quick smile and a way of putting one at ease.
He seems to have a saying for every situation. One of his
favorites is “‘green begets green,"” which he says aptly
describes much of Southern California.

But not necessarily Riverside. Many of Sam's ac-
counts are located in affluent Orange County, where, he
says; people are more willing to put up the “green.” In
other areas, the opposite is true.

“Not everyone is willing to spend the money (for tree
care). Most don't allow a budget for it,"” he says. “Part of
my job is to educate these people. Some think I'm there
for my own pocket and I am—but [ want to help their
trees.” In California, where an exotic palm carries an

exotic price of $25,000, a tree main-
tenance budget is a must, he says.

Sam says he works mainly
through the large property man-
agement firms of Orange County,
performing his specialty on apart-
ments and condos. He also works
on private homes.

But he gives back what he takes
out. He's seldom refuses an invita-

‘Trimming a tree is
the hardest thing you
can do. There’s so
many things that are
critical.’

—Knapp

tion to speak at a seminar or garden
club meeting. He's fair with his
employees. They make from $7 to
$15 per hour and are covered by a
full medical plan. They have an ex-
tended production meeting each
week where ideas for improving
efficiency are discussed and then
implemented. He listens to their
suggestions.

It's a reward for what he considers hard work.
“Trimming a tree is the hardest thing you can do.
There’s so many things that are critical,” he says, add-
ing that in an industry where there are good and bad
artists, his are exceptional.

Overplanting
He sees overplanting as a major problem in the “‘now"”
society of Southern California.

“People here want an immediate affect,” he says.
“They overplant, don’t institute a management pro-
gram, don’t remove as needed, and the results are usu-
ally disastrous.” He sees the problem deepening as
youthful California matures and housing increases.

He says another area of concern is the trend toward
cool-season foliage, plants that need special care in
Southern California. Most aren't aware of the subtleties
involved in raising such plants.

“With our summers, you have to be careful with
whatever you plant. We've adapted our treatment,” he
says, to mesh with the unique climate. He says he treats
trees in desert-like Riverside County different from
those in Orange County.

But he treats them all with respect. "'A lot of cli-
ents I deal with tell me, ‘we bought the house be-
cause of the trees.’ Trees take a lifetime to come into
existence, and I think people are respecting that
more and more." WTAT

Sam Knapp on a consultation cal
in Perris, Calif.
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Don’t Simply Fertilize
Your Turf...Nourish It With
Quality Nitroform Nitrogen

Even
Sustained
Growth

Decreased
Thatch
Build-Up

Slow,

Predictable Release
By Soil Bacteria

To Provide Nitrogen
When Most

Needed

Fewer
Applications
Per Year

Are Required

Resists Leaching

Even In
Sandy Soil

Healthier
Turf

Nonburning
And
Nonstreaking

Constant
38% Nitrogen

Reduces The
Risk Of
Nitrate
Contamination

Better
Root
Development

Always look for the NITROFORM logo
It's your assurance of a high quality Nitrogen

NOR-AM CHEMICAL COMPANY
3509 Silverside Road, P.O. Box 7495, Wilmington, DE 19803

* Regsterad trademar of Schenng AG West Germany
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Are you still manhandling
clumsy spray hose?
Hauling, dragging . . .
stopping to fight kinks
and tangles? Get Hannay
Reels and put spray hose
in its place.

e Pay out smooth and
easy.
Wind up straight
and fast.
* Greater range.
Better control.
* Neat, convenient hose
storage.
* Less wear and tear on
you and the hose.
Specify Hannay Reels for
all your spraying
operations. Send today
for free literature packet.

P —y -

I

CUIFFORD 8. HANNAY & SON, INC_, 600 EAST MAIN STREET
WESTERLO, NEW YORK 1214) « TELEPHONE (518) 7973791

Living on the Riverside

conlinued

Riverside’s development creating
attractive market for property
management companies

Joe Gonzales doesn't calculate the
hours he labors each week making
a success of Riverside's Jordan Re-
alty. “If I did, I'd realize I'm only
making $3 an hour,"” says the
bearded California native, who
serves as company president.

He's making a little more than
that. For Riverside, ripe with de-
velopment dollars, is an excellent
area for the property manager.

As the property values in Los
Angeles and Orange Counties in-
crease, look for an even greater ex-
odus to Riverside and adjacent San
Bernadino Counties.

Just the thought of all those peo-
ple brings a smile to Gonzales' tan
face.

The largest developmen! he
manages is 136 units but look for
that figure to increase as the com-
pany grows.

Jordan Realty is involved al-
most exclusively in property man-
agement. The company manages
20 homeowner associations in
greater Riverside. “We're don’t
deal in sales although we're li-
censed to sell. We don’t though, be-
cause it can be a conflict of inter-
est,” says Gonzales.

As the property
values in Los Angeles
and Orange Counties
increase, look for an
even greater exodus
to Riverside...and San
Bernadino Counties.

Circle No. 117 on Reader Inquiry Card
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He says very few realty com-
panies are exclusively into prop-
erty management but “we have
our competitors.”

For Joe Gonzales the time he
spends at homeowner association
board meetings, sometimes two in
one night, is well worth it.

“I meet with each of themoncea
month,” he says, noting communi-

Joe Gonzales, Jordan Realty Co.
Inc., Riverside, Calif.

cation is paramount to a good prop-
erty manager/homeowner board
relationship.

Dealing with associations is a
relatively new experience for
Gonzales. The Vietnam veteran
worked in newspaper ad sales, and
boat and cigarette sales before
gaining his real estate license in
1979. He joined Jordan Realty, then
headed by Elwyn P. “Bud” Jordan,
the same year, became a partner in
July 1984, and took over as presi-
dent when Jordan retired on Dec.
31, 1984.

Gonzales has since taken on a
new partner,

Meanwhile, Riverside's
Weldon Brown Co. Inc., another
property management company, is
also prospering in the high-growth
area.

“This is a growth area in real
estate,” says company vice-presi-
dent Jim Furlong, a 30-vear real es-
tate veteran.

Weldon Brown has been in
property management for 20 years,
servicing Riverside and surround-
ing areas.

“This is a good business to be in
right now because of the large
amount of investment money in
the area,” says Furlong. In the fu-
ture, he says, “there's going to a
need for more good management
firms.” O




Go with the Leaders
in your Industry,
they use Green Garde
high quality hose. Best Hose
available for all
your spray work—
lawn, tree,
ornamental and
pest control.

Green Garde Hose actually costs less.

It lasts longer, avoids kinking and ‘‘memory"’
bends, has superior handling characteristics.
Avoid chemical spills with top quality hose.
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The JD9-C Spray Gun. . .
simply the best on the market.
It's rugged with built-in ease of
maintenance and adaptability.

Accessories include: 5 tips,
3 flooding nozzles, adapter
for other nozzles and

extensions and rootfeeder.
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IN THE GREEN
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GO /- 8

Green Garde Hose is

the #1 Seller—top quality
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braid reinforcement makes
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Shade Tolerant
Turfgrasses

Finding a turf that prospers both in sunlight and shade can be
a problem. However, more turf varieties with greater shade
tolerance are being developed,making for an easier fight
against what could be a major problem in the future.

Trees and shrubs are an essential
part of our landscapes, yet they can
create problems for the other essen-
tial part, our turf areas.

The primary problem created by
trees is shade, but contributory fac-
tors to poor turf performance are com-
petition for nutrients and water by
tree roots, increased humidity due to
restricted air flow, which may con-
tribute to increased disease activity,
and accumulation of leaves on the
turf, causing light exclusion.

Management practices of the turf
and/or trees such as raising the cut-
ting height, reducing nitrogen fertil-
ization of the turf, root pruning,
trimming lower tree limbs, and infre-
quent but deep irrigation, can im-
prove turf performance in shaded
situations, but proper choice of the
species or variety of grass is necessary
for long-term survival.

Critical factors to turf survival ap-
pear to be the ability to photo-
synthesize sufficiently under reduced
light intensities to provide sufficient
carbohydrates for good tillering and
root growth, and resistance to dis-
eases, especially powdery mildew
and melting out or leaf spot.

Improved shade tolerance
Bluegrass is the preferred turf species
in much of the cool-season area of the
U.S. Most varieties are best adapted to
full sun but certain varieties with im-
proved shade tolerance have been
developed.

Selection for improved powdery
mildew resistance has been an impor-
tant part of breeding for shade toler-
ance. Varieties that have shown
improved powdery mildew resistance
in various tests include Eclipse,

Dr. Leah A. Brilman is research director,
Jacklin Seed Co.
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by Dr. Leah A. Brilman

Glade, Ram I, A-34, Bristol, Mystic,
Welcome, Nugget, America, En-
mundi, Sydsport, Aquilla, Able I, and
Harmony.

Some of these varieties appear to
possess vertical resistance, deter-
mined by one or a few genes, so when
different races of the powdery mildew
develop, they may become infected.

Certain varieties, such as Aquilla,
Mystic, Ram I, and Welcome appear to
have horizontal resistance, deter-
mined by a complex of genes, and may
thus maintain resistance better to dif-
ferent pathogenic races (Furler et al,
1982a).

Other studies have shown that re-
sistance to leaf spot incited by
Bipolaris sorokiniana (Hel-
minthosporium sativum) and/or
melting-out incited by Drechslera
poae (Helminthosporium vagans) may
be important to survival in certain
shade situations.

Vargas and Beard (1981) demon-
strated the importance of evaluating
melting-out resistance in the shade

and sun because only two varieties of
bluegrass, A-34 and Nugget, out of 18
tested, demonstrated resistance in
both shade and sun. Disease resis-
tance in full sun cannot be extrapo-
lated to shade.

A serious problem?
It also appears that necrotic ring spot
or Fusarium blight syndrome, caused
by Leptosphaeria korrae, may be more
severe in shade situations.

Screening trials are underway in
many areas of the country to deter-
mine which varieties of bluegrass
have resistance to this disease, which
has recently been reported for the first
time in many areas of the country and
may become a more serious problem
in the future.

Karnok and Augustin (1981) dem-
onstrated that Glade exhibited a
higher rate of photosynthesis under
reduced light than Merion. Clade
maintained a more favorable carbon
level in the shade, thus allowing for
greater shoot growth. This ability to
photosynthesize under reduced light
levels is critical to long-term shade
survival.

Bluegrass varieties that have dem-
onstrated improved shade tolerance
in various tests around the country
include Eclipse, Glade, Ram I, A-34,
Bristol, Nugget, America, and En-
mundi.

The blends

A number of newly-released and ex-
perimental varieties have also shown
improved shade tolerance, an impor-
tant selection criterion. A shade toler-
ant variety adapted to your area is an
important part of every bluegrass
blend.

Red fescues are often added to
blends that are intended for shade
areas. In general, the fine fescues are



Finding the best Turf Type Tall Fescue
doesn’t have to be difficuit.

The Hard \X/ay

(1) A seed buyer sorts through a confusing multitude of appeal ng
ads on Turf Type Tall Fescues and makes a selection. (2-13)
Meanwhile, by the time the phone call gets to the seed company, a
bizarre turn of events in the seed company’s warehouse causes the
limited supply of Turf Type Tall Fescue to be sold out. So the seed
buyer can now proceed the hard way and start back at square one;
or simply order Turf Gem...it's available and a blend of the best.*

The Easy Xay

Individual Turf Type Tall Fescues have
proven themselves to be top performers...
with extraordinary turf quality, heat and
drought tolerance and dark green color.

Now we’ve teamed up 3 of the top 10* rated
Turf Type Tall Fescues to achieve as a blend,
what no variety can accomplish singly for
versatility, performance and utility.

Turf Gem tolerates shade better than most
varieties such as Rebel and Olympic. Turf
Gem has excellent fine leaf texture and
seedling vigor is better than Rebel, Apache,
Jaguar or Tempeg.

Plus, Turf Gem is available. By combining
3 or 4** outstanding proprietaries, seed will
be available long after individual varieties
are sold out.

Includes The New

TURF TYPE TALL FESCUE,
A Al
*National Turfgrass Evaluation Program April 1985.

**Turf Gem is a blend of 3 of the following:
Falcon, Finelawn |, Brookston or Mustang.
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known for shade tolerance and the
ability to tolerate the acidic, infertile
soils as well as tree root competition
present in many shaded conditions.

The fine leaf fescues vary widely in
their resistance to powdery mildew
and leaf spot, which can cause dam-
age in the shade.

However, instead of specifying va-
rieties with resistance, common red
fescue is usually placed in “shade"”
blends. Generally it has been found
that the strong creeping red fescues
have the best powdery mildew resis-
tance, followed bv the slender creep-
ing red fescues, hard fescues, and
chewings fescues.

Varieties that have shown im-
proved tolerance to powdery mildew
for their respective species include
Fortress, Ruby, Commodore, Flyer,
Pernille, Robot, Estica, Boreal, and
Dawson creeping red fescue; Biljart,
Reliant, Scaldis, Waldina, Spartan,
and Aurora hard fescue; and Shadow
chewings fescues (Furler et al, 1982b
and 1984 Progress Report of the 1983
National Fine Fescue Test).

The sheep fescues have also dem-
onstrated shade tolerance but are
more suited to low-maintenance turf.
Bighorn is a new variety of this spe-
cies which has shown good shade tol-
erance. As the National Fine Fescue
Test-1983 progresses, additional in-
formation on improved shade toler-
ance should be available.

Poa trivialis, rough bluegrass, is
perhaps the species best adapted to
moist, shaded sites.

However, insunny sitesitisa weed
in other turfgrass species, thin and
brown in the summer. It germinates
rapidly and flourishes during cool,
moist periods but is not compatible in
blends with Kentucky bluegrass, fine
fescues, and perennial ryegrass for
permanent turf.

Sabre isan improved variety witha
darker green color and greater den-
sity. It is best utilized as a specialty
grass for overseeding in the south and
for adapted sites in northern areas. It
should not be spread into existing turf
in other areas.

Perennial ryegrasses
Turf-type perennial ryegrasses have
shown improved shade tolerance
when compared to the older common
types.

Previously useful as a temporary
grass from fall to springin sites shaded
by deciduous trees, certain newer va-
rieties have shown the ability to
maintain good density and persist in
shaded environments.

Tests in a densely shaded site at
Everett, Wash., have shown Elka, Pal-
mer, Pennant, Yorktown II, Repell,
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Tests have shown that Glade (shown above) exhibits above-average
resistance to powdery mildew and a higher rate of photosynthesis under
reduced light than some turfgrasses.

All*Star, Birdie II, Gator, and Cowboy
have the ability to maintain good den-
sity and quality in the shade (Brauen
et al, 1983, and 1983 and 1984 Progress
Reports of the 1982 National Peren-
nial Ryegrass Test). Perennial
ryegrasses have better mowing
qualities in the shade.

Turf-type tall fescues also have im-
proved shade tolerance when com-
pared to Kentucky 31 and many older
varieties.

In the transition zone they may be
the turfgrass of choice in many
shaded areas where bermudagrass
will not survive. In shaded environ-
ments, tall fescues have much finer
and softer leaves.

Since most of the turf-type tall fes-
cues are new, comparitive shade tol-
erance is not well established.

The 1984 Progress Report of the
National Tall Fescue Test showed
Arid, Finelawn I, Trident, Pacer, Mus-
tang, and Apache having better turf
quality at four shade sites but this is
only the first year of data.

The warm-season grasses

Among the warm-season grasses ber-
mudagrass is almost intolerant of
shade while St. Augustinegrass is
very shade tolerant, and zoysia grass
shows moderate shade tolerance.
Whether in sun or shade, it is im-
portant to select a St. Augustinegrass
with improved resistance to St. Au-
gustine decline (SAD) and insects if
you have a problem in those areas.
Floraturf bermudagrass has been
reported to be more shade tolerant

and Dr. Arden Baltensperger of New
Mexico State University has been
screening bermudagrasses for im-
proved shade tolerance.

Shade can also benefit turfgrass. A
light shade during the summer may
enable the grass to survive heat and
drought. However, if high humidity is
present, diseases may become worse.
It is always best to view your land-
scape as a total package and manage
for the benefit of both trees and turf.

WT&T
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Wired for |
profits

What going ‘on-line’
with a new computer
system has done for
Thornton Landscape

Management of
Maineville, Ohio. And
how it's been done.

by Jerry Roche, editor

w ires, wires everywhere. Slither-
ing through wood-paneled of-
fices like a family of pythons. Each
with millions of tiny electrical im-
pulses carrying vital information to
employees of Thornton Landscape
Management, Maineville, Ohio.

Gary Thornton, son of the founder,
is asked where the business would be
today without an effective computer
system. “I don’t know,” he answers,
shaking his head. “But certainly not
where we are.”

In 1979 Thornton and then newly-
appointed computer specialist Randy
Nettling, noting that the business was
growing faster than Gary’s father,
William Sr., had ever imagined, began
seeking the perfect computer system.

“The closest we could find was a gen-
eral contracting program,” Nettling ad-
mits. “Using that program, we found
ourselves needing functions we didn’t
have, and we were also repeating
ourselves.”

The next step was to develop their
own system. Slice (acronym for System
of Landscape /nursery Information Con-
trol and Estimating) was born.

The landscape contracting and man-
agement systems each contain accounts
receivable, job costing, estimating and
job control, inventory control, purchas-
ing, accounts payable, and general
ledger functions. Yet they are two sepa-
rate systems.

The biggest time-saver, Nettling
has found, is with the job costing and
estimating functions, both of which

eliminate piles of paper and endless
hours of calculations.

“By hand, you tend to make mis-
takes, transpose numbers,” says Net-
tling. “Then, for each time the
customer wants to make a change,
you've got to insert new figures and
compute them all over again.

“With Slice, each time a customer
makes a change, you just pop the new
number into the computer and within
a matter of 30 seconds you’ve got a
new proposal.”

Using a letter-quality printer, the
program generates complete bid pro-
posals, which include a cover letter,
individualized schedules, description
of services, terms and conditions of
the contract, and the contract itself.

How large?

How large does a landscape business
have to be to consider purchasing a
computer?

“There’s not an answer to that,”
says Thornton. “The very smallest
businesses can use a computer, even
if they're only using it as a word pro-
cessor. But to justify a complete sys-
tem, they should be doing a couple
hundred thousand dollars a year in
business.

‘““Any business that’s growing
should be able to afford a computer
because it's cheaper than even the
cheapest labor.”

Nettling observes that a good com-
puter can be purchased with pay-
ments of $400 to $500 per month, but
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Nettling and Thornton with part of the Slice Computer System

one new person on the staff usually
means—including benefits—at leasta
$1,000 per month addition to the
budget.

“Too,” Thornton is quick to point
out, “we've had people pay for the
computer out of the money they
didn’t have to pay for an accountant.”

Equipment tracking is an added
benefit of landscape computer sys-
tems, the pair says. Each piece or type
of equipment in inventory can be
tracked for maintenance, and issued a
cost-per-hour figure, used in buying
decisions and job estimating.

“We track our equipment by cate-
gory,” Nettling says, ‘“but we have
some people tracking by individual
piece. That way, you can come up
with a competitive analysis. Plus, you
should be able to determine whether
you want to buy new equipment or
continue to repair it after, say, five
years.”

Slice is unique in that it is not mod-
eled after the old data processing divi-
sions used by many businesses as
little as five to ten years ago.

“We wanted a system that would
be sitting on the desk and that would
allow everybody to do their thing on
the computer,” says Thornton. “We
are now on equipment that allows us
to do that. Our system isn’t a data pro-
cessing department; the processing is
distributed out to the people.”

All business programs have general
ledger functions, which Nettling says
can help a business grow faster and
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make more money, if used correctly.

“A lot of people are making money,
but they can’t tell where they're mak-
ing money,” he says. “Then it's time
for a computer, because they may be
growing in areas where they’re not
making money. And that will even-
tually catch up with them.”

Side benefits

Besides the obvious benefits of being
“on-line,"” there are some side benefits.

“You become looked upon as the
leader rather than the follower,” notes
Thornton, “the professional rather than
the bush-peddler—not only among your
peers, but also among your clients and

prospective clients.”

With the many computer systems
available on the market, it is up to the
individual landscape contractor to ex-
plore the differences between each,
and then determine which might be
best-suited to his or her particular op-
eration. WTE&T

The computer and the green industry:
advantages—and a dilemma

by John B. Calsin Jr.

The golf course superintendent must make the same
daily decisions as the manager of a small business:
preventative maintenance, inventory control, person-
nel scheduling, and budgeting.

With a computer, he can organize preventative
maintenance (PM) schedules, labor/cost accounting,
asset management (looking at each piece of equipment
and its repair record to determine new equipment pur-
chases), and inventory control.

Along with PM scheduling, the superintendent has a
system that can produce work orders. He can also track
fertilizer and chemicals in the ground—even the
weather.

Lou Ockey, manager of Centennial Systems Inc., of
Wayne, Penn., discussed the advantages of using a com-
puter in the grounds maintenance industry for WEEDS
TREES & TURF. Here is what he said:

Q. What is the Grounds Management System (GMS)
supposed to do, and how did it come about?

Computers are having more and more impact on golf
courses. Grounds superintendents are being exposed to
them and are beginning to understand what they can do
to manage their shops.

Some leading companies are bringing the personal
computer (PC) to the grounds superintendent as a part
of their product; for example, Toro and Rain Bird with
new PC-driven irrigation controllers.

Also, as software matures, it is moving from the
accounting function to operation functions such as
grounds management. Superintendents coming out of
better turf/agronomy colleges are aware of high tech
advances.

Centennial Systems, relyingon previous experience,
put together a set of programs, using four grounds su-
perintendents out of the Penn State University system
as advisors. From those programs came an educational
session to show other superintendents how they can
apply the computer to their trade.

Q. What is a good golf course computer program
supposed to do?

A. Allow the superintendent to manage his shop
better than he did without it, through the use of a very
fast and efficient clerk called the computer.

Q. What must golf course superintendents know be-
fore purchasing either hardware or software?

A. Computer concepts and the basics of the com-
puter. We think the machine they should be looking at

John B. Calsin Jr. is a business-oriented freelance writer based
in West Chester, Pa.

Lou Ockey, Centennial Systems manager, points to a
special screen configuration on the IBM personal
computer as David Downing (seated) of Kennett Square
and Michael Smith, Gulph Mills, look on.

is the PC. So they should know its components so they
know what it is in generic terms, and therefore don't
buy something they’re not expecting.

They should know generic-type programming aids
that they can use, or get started with: word processing,
spread sheets, data-based systems, report writers, and
graphic packages.

You find you can master the computer much like you
master a new piece of turf equipment.

Q. How does the computer help track chemicals in
the ground?

A. Right now, every time a superintendent applies a
chemical, he puts it into a hand-written log book. The
computer can automate that so he will still enter it, but
the log book is a computer. It can sort and print the
entire report with little effort.

It saves labor and time. He doesn’t have to go through
the pages of the book and see on what date he applied
what chemical to what area and end up making a report
of it. The computer generates the report after the data
has been entered. It records the days a chemical was
applied on the fairways, the temperature, the year-to-
date total of the chemical.

A. What kind of guidance from the Golf Course Su-
perintendents Association of America (GCSAA) is nec-

continued on page 58
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New Team prevents your weeds with all-

season stamina. It's gentle on cool season turf

1ss, including bluegrass, ryegrass and other

and application more accurate. It also reduces
dust problems

Call time-out on crabgrass and goosegrass
on your turf, for all season. With new Team

And new Team

rgence | e consistently delivers Talk to vour Elanco distributor soon
er control, longer control for your
crabgrass. It ;

mpany
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BOOKSTORE

625 - ADVANCES IN TURFGRASS ENTOMOLOGY  $24.95

010 - ADVANCES IN TURFGRASS PATHOLOGY $27.95

665 - ARBORICULTURE: THE CARE OF TREES, SHRUBS
AND VINES IN THE LANDSCAPE  $37.95

340 - CONSTRUCTION DESIGN FOR LANDSCAPE
ARCHITECTS $39.50

345 - COST DATA FOR LANDSCAPE CONSTRUCTION 1984
$28.75

410 - DISEASES & PESTS OF ORNAMENTAL PLANTS
$32.50

660 - DISEASES OF SHADE TREES $24.50

800 - THE GOLF COURSE  $35.00

350 - HANDBOOK OF LANDSCAPE ARCHITECTURAL
CONSTRUCTION  $48.50

510 - HORTUS THIRD $125.00

690 - INSECTS THAT FEED ON TREES & SHRUBS $47.50

635 - IRRIGATION PRINCIPLES & PRACTICES $45.95

395 - LANDSCAPE ARCHITECTURE  $37.50

300 - LANDSCAPE DESIGN: A PRACTICAL APPROACH
$22.95

370 - LANDSCAPE OPERATIONS: MANAGEMENT,
METHODS & MATERIALS $22.95

Use

Name

Instructional and technical material
designed to aid you in your work.

365 - LANDSCAPE PLANTS IN DESIGN  $55.00
645 - MANAGEMENT OF TURFGRASS DISEASES $24.95
575 - MODE OF ACTION OF HERBICIDES $58.95
545 - MODERN WEED CONTROL $26.50
700 - THE PRUNING MANUAL $15.95
790 - RECREATION PLANNING & DESIGN $39.50
375 - RESIDENTIAL LANDSCAPES $28.95
380 - RESIDENTIAL LANDSCAPING |  $22.50
720 - SHRUB IDENTIFICATION $8.00
750 - TREE IDENTIFICATION $10.95
760 - TREE MAINTENANCE  $37.50
640 - TURF IRRIGATION MANUAL $22.95
615 - TURF MANAGEMENT FOR GOLF COURSES $45.00
620 - TURF MANAGEMENT HANDBOOK $18.00
110,120 - TURF MANAGERS' HANDBOOK  $28.95 hardcover,
$23.95 paperback
650 - TURFGRASS MANAGEMENT $22.95
630 - TURFGRASS: SCIENCE AND CULTURE $29.95
565 - WEEDS $39.95
570 - WESTCOTT'S PLANT DISEASE HANDBOOK $39.50
405 - WOODY ORNAMENTALS $27.00

Mail this coupon to: Book Sales

Harcourt Brace Jovanovich Publications
One East First Street, Duluth, MN 55802

Street Address
P.O. Box Number
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thls Phone Number
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order.
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CENTER IN ON TURF

IN SYRACUSE, NEW YORK
We Invite You To Attend and Be At the Center of the Action

at the Largest Growing Turfgrass Trade Show and
and Conference in the East

® Qutstanding Educational ® Special Maintenance
Conference Workshops
® 200 Trade Show Booths e “Back to Basics” Session

The New York State Turfgrass Association
TRADE SHOW and CONFERENCE

November 6-8, 1985

TRADE SHOW AND EDUCATIONAL SESSIONS ATTENDED BY PERSONNEL FROM:
ATHLETIC FACILITIES CEMETERIES
GOLF COURSES HOSPITALS
INDUSTRIAL GROUNDS LANDSCAPE GARDENERS
LAWN CARE FIRMS NURSERIES
PARKS PUBLIC GARDENS
SCHOOLS AND UNIVERSITIES SOD FARMS

For further information please contact:
New York State Turfgrass Association

210 Cartwright Boulevard, Massapequa Park, New York 11762  (516) 541-6902
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COMPUTER from page 52

essary for the superintendent, and how will that guid-
ance be helpful to businessmen like yourself?

A. The GCSAA has the resources to point the super-
intendent in the right direction.

People like Centennial Systems, who supply soft-
ware, are providing only their perspective based on a
background of writing software for country clubs, ag/
chem companies, and other horticulturally-inclined
businesses, and from my own background in running a
small turf management business.

Another perspective can be provided by the GCSAA.
It should point the superintendents on a national basis
in a uniform direction. And I think it will. We are only
one of GCSAA's resources.

Q. But what if the association doesn't give more
guidance and direction? What kind of problems could
there be?

A. Fragmentation. Presently, there are vendors who
are pointing the superintendent toward the use of the
accounting systems computer to run grounds mainte-
nance funtions. It won't work. A superintendent can't
drive a sprinkler system from an accounting computer.
It is a matter of compatibility, depending on computer
manufacturer.

For example, we base our software on IBM comput-
ers, and IBM has solved the compatibility conflict. IBM
has said the S36, a popular mini used in country clubs as

a central processor, will be compatible with IBM PCs. So
it doesn’t matter if you have an S36 in your accounting
office or a PC, as long as it's IBM-compatible.

With the right base, a PC can be put in the grounds
superintendent’s office so it will work well with his
irrigation system. It will work well with his preven-
tative maintenance, his inventory, and his budget sys-
tems.

Some guys can't do it, so they’'ll try to bend the
superintendent in another direction.

But someone is going to have to take that bull by the
horns and get that message out. The age of fragmented
application solutions is over—the dawn of club infor-
mation systems is here.

Ockey’s comments bring up an interesting point: the
green industry is facing a potentially costly dilemma—
computer compatibility.

Software firms are lining up behind hardware manu-
facturers. One manufacturer's hardware is often not
compatible with another.

Equipment manufacturers are incorporating PCs
into their product line. Their PCs just might not be
compatible with a club’s mini computer, which could
cost a club thousands of dollars and endless headaches.

Some standard should be decided upon by the
GCSAA, leading software development firms, and
equipment manufacturers. If it isn't, the new territory
will be a barren moonscape rather than a beautiful
landscape. O

* We could

sell more
if they .
n't .

last so .
N long.

did

BIRCHMEIER

Back Pack Sprayers are
renowned for their long life.
But that's just one of our
features. Look at some others:

e Quality - precision
components of the best
materials.

Accessible - pump assembly
is external to minimize contact
with corrosive liquid.

Simple - no tools necessary
to disassemble for cleaning
or repair.

Comfortable - lightweight
construction designed for the
comfort of the user.

SENIOR
S5gal

Technical data ;U‘(::‘ 3'R;.v
Available in
5 Gal (20 K)

3% Gal. (15K)

2% Gal. (10 K)

Weight # 1" 114 121
Tank Capacity 26 gals

84 PSI

39 gals
84 PSI

52 gals
B4 PSI

Max Working Pressure
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uL ) )
ooking for a versatile
controller that’s easy to
use?
“See our new
EL-6+ in action.

Sophisticated, reliable,
easy to program.

“We built it for
residential and light com-
@®g. mercial situa-

® ® tions. Made
® it easy to pro-
gram. Reliable.
“In other
@®. words, we
e designed it
e specifically to

' ® go in fast and
getyoutoa
wnsthet  Place you'd

pushontime rather be.
~ “Your next
installation.

Six stations, two
optional drip stations.

“EL-6+ has six
stations. But say you
have a drip location and
several shrub areas.

“Well, you're already
in control. Beyond lawn,
two of the six stations
give you the option of
drip irrigation. And if
you use a second com-
mon, people can water
shrubs when watering
lawns, if they want.
That’s the“+”in EL-6+,
and another reason it’s
so versatile.

“Programming’s like
setting an alarm clock.
But with the technology
of microchip memory.

“The 7-day-
repeatable cycle (6-day
optional) sets easily. Sim-

y rotate the day and
Eour wheels, push the
day and hour pins, and
twist the individual
station knobs.

“The “+" in EL-6+ means shrubs can be
watered when lawns are’’

When and where to
water at a glance.

“You'll know at a
glance where and when
to expect watering.

“In case of power

-6+

under control’

outages, the EL-6+ only
loses time, not the pro-
gram. And there’s no
battery backup required.

“Additional features
help an installed EL-6+
sell for you, too.

“People can override
their program to not
water a particular area.

Rainswitch halts
watering without erasing
the schedule.

“The Rainswitch
halts watering without
erasing the schedule.

“EL-6+ can be
started manually, to
water ahead of the
pre-set time.

“And the lockable
steel cabinet prevents

prying fingers from
rearranging things.
Easy to install
and affordable.
“Maybe best of all,
it’s affordable. So have a
look the next time you're
buying. Because we want
you to be in control of the
installation you're on now.
“Not out of control
about the last one”
Toro, Irrigation
Division, PO Box 489,
Riverside, CA 92502.

Excellence in Irrigation
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Communication and

feedback

Communication is vital in building any team.
A manager’s job is to string lines of communication
for both positive and negative feedback.

c ommunication is the keystone of
team management.

Poor communication leads to frag-
mented, disjointed efforts. Good com-
munication skills build teams.

It’s a manager’s job—his primary
job—to build efficient teams. This de-
termines a manager’s effectiveness,
ultimately the limits of his or her
career.

There are no secrets, and it takes
some work because developing com-
munication skills looks easier on pa-
per than when you use them in a team
setting. Take heart. They can be
learned.

Mastering those skills involves
learning just a few basic techniques.
But first let’s look at some problems
you'll encounter.

Directional communication
Most communication systems focus
on upward and downward communi-
cation. Downward communication is
when a manager communicates with
subordinates. Upward is the reverse.

The key to downward communica-
tion within a team is how well the
information is amplified at each new
level.

Wandtke and McGary are partners in All-
Green Management Associates, Colum-
bus, Ohio.

by Rudd McGary and Ed Wandtke

IN BUSINESS

For example, when you instruct
your maintenance crew chief to
“make the greens look good for the
weekend,” he will probably do every-
thing he can to accomplish this. A
problem arises when he doesn’t have
enough information to amplify your
instructions to his workers (perhaps
the greens are cut when you want
them watered). You know what you
want to pass to your crew, but the
crew chief doesn’t get the exact mes-
sage to his workers. Thisis common in
American business. It frustrates and
slows team building.

Be specific in passing information
down the chain of command. Allow
room in instructions for amplification
so exact tasks are performed.

Equally harmful is the “‘good news
syndrome’’ in upward com-
munication.

Subordinates, particularly new
employees, often filter bad news as
they pass it to the manager. For in-
stance, you ask one of your men about
the condition of a green. He says,
“we’ve got it under control.” He might
be meaning “we cut it it too short,
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burned the grass with a hot applica-
tion, and the mowing tractor dug up
all the greens.”

The employee may have the situa-
tion under control, but what he’s tell-
ing you isn’t what you need to know.

The “good news syndrome” occurs
in almost all forms of business. Be
aware of this with new employees.
They don’t want to look bad. That’s
human. They may not know what you
expect from a communication stand-
point. That’s your fault.

Take time to establish communica-
tion procedures so everyone—from
the manager to the grounds work-
ers—speaks the same language.

A feedback system
Many communication problems can
be solved with a feedback system.
Managers who don’t have the time to
give feedback to their employees de-
serve whatever they get.

Here are some general thoughts on

Take time to establish
communication
procedures so
everyone—from the
manager to the
grounds workers—
speaks the same
language.

feedback that might help in putting a

real team together:
® Feedback isn’t good or bad—it’s
simply a process. Some managers
make the mistake of thinking feed-
back is given only when something
continued on page 62



Here gou see our finest products.
ut not our best work.

—r"

Our finest products are lush, green,
and vigorous. Our best work is knowing we
can stand behind them.

Years of field experience. Continuous
research. Nationwide testing. All these are

hidden in every blade that sprouts from a
Northrup King Medalist" Turfgrass
Mixture.

Mixtures such as Athletic Pro" 11,
Northrup King Medalist Turf Products, PO. Box 959

Medalist North, Premium Sod Blend,
[Landscape Pro, and the Medalist Winter
Overseeding Products. And we never
stop improving them.

For help with your toughest turf
problems, contact us. Then we can show
you more of our best work. Listening.
And answering with turfgrass

mixtures that work.
v Minneapolis, MN 55440 ©1985 Northrup King Medalist
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than any other way!

TheAiF

for EASY “GET AROUND”
BHCK pRCK brings

one more capability to AIR BROOM
performance. With wand or hand-held,
gets into tight corners, hollows, foliage
and even overhead. Weighs only 21
Ibs. yet blows at 220 mph. Reliable,
economical 2-cycle engine

WEFVAG 1 sw

‘BIG JOB’ LOADER
ON-A-TRAILER

packs dump truck full of leaves
in 25 minutes. Has 16 hp cast

20 feet. Boom to swing hose

lo.Flo r/mq,ﬂ]/?ﬂn

rounds up leaves and litter

ADD PUNCH in lawn cleanup work
to make tough jobs quick and easy.
A small crew using Atwater Strong
HEAVY DUTY COMMERCIAL
BLOWER-SWEEPER can gather

leaves, trash, litter, clippings faster

Put a WHIRLWIND
FORCE to work to
blow lawns and
paved surfaces

clean every
season of the 1%
year. Get facts e

on 9 models.
3 to 45 hp available. &

available.

BOX 68 - ATWATER, OHIO 44201

iron engine, 8" hose reaching ATIWATER STRONG @ [b Division

LAWN EQUIPMENT SINCE 1949

216 / 947-2344
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Only sweeper for both turf and pave-
ment.Grass, glass and trash...wet ordry.
Sweeping widths from 4 to 10 ft. Self-
propelled and tow-type, both with ground
dump and power lift dump.

Riding Model 80

Model FM-5 with hand intake hose
Write for brochures and distributor in your area.

P.O. Box 90129
Long Beach, CA 90809
(213) 426-9376

A

Versatile multi-purpose work vehicle. Hill-
climbing 18 h.p. gas engine with a unique
power train that eliminates stripped
gears and burned-out clutches. Three
models and a wide selection of options
allow you to build a SANDANCER to
match your work needs.

3 or 4 wheel models

TURF VAC CORPORATION
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TEAM from page 60

good is done. Feedback needs to be
given no matter what.

® The more often you give feedback to
your employees, the better team
you’ll be building. You don’t have to
do this every five minutes, but in a
real team feedback is a constant pro-
cess.

® If you aren’t getting feedback from
your employees, ask for it. It’s the
manager’s job to make the feedback
system happen. If you aren’t getting
and giving it, you aren’t managing
properly.

® Feedback must be given on a timely
basis. If you are giving positive or
negative feedback, it should be given
as close to the actual event as possible.
Don’t wait three weeks to tell some-
one they did a good or bad job.

® Lateral feedback is important.
Within a solid team, members will
give each other feedback. They don’t
wait for the manager to be the only
one. This is lateral feedback and it
means more, in many cases, than a
manager’s feedback.

® You have to manage your team so
that they give lateral feedback. The
manager is responsible for making it
happen.

® You have to be aware of the key
times for feedback. If your team is do-
ing a particularly tough job, if they're
doing a job that needs constant
monitoring, or if you see that their
energy level is low, communicate
with your team.

® Remember that you, as team mana-
ger, will probably get less positive
feedback from your team members
than you'll give them. You have to be
strong enough to go without positive
feedback and still motivate your
team. Team managers make the team
work up to its potential without ex-
pecting a lot of praise from others.

Making it happen

Teams are special entities. They re-
quire hard work and commitment on
the part of the managers. A lot of man-
agers decide to call their group a team
until they find out how hard it is to
correctly manage a team.

Your choice is simple. If you're
willing to work hard to build a team,
have enough energy and confidence
to lead a team, and are willing to pay
the price to make the team work, you
can have a team atmosphere in your
organization.

While a lot of people talk about
having a team, very few actually are
good enough managers to make it hap-
pen. How about you? WT&T
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NOW!

Your closest Tee Time
Distributor is listed here:
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Call your

Tee Time
Distributor

or The
Andersons’
Product Infor-
mation Center
toll-free now
at 1-800-
225-ANDY.

LOFTS/MARYLAND, INC

TURFGRASS, IN(

OUTDOOR EQUIPMENT C¢

ROBISON'S LAWN AND GOLF, INC
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Great Tee Time Early Order
Savings Blitz. On Now! The
earlier you order, the more
you'll save.

Call your Tee Time Dis-
tributor or The Andersons’

Product Information Center
toll-free now!

1-800-225-ANDY

””.

A\ N

' Andersons

ALLEGHENY LAWN PRODUCTS

FARM & GO
CO., INC

F COURSE SUPPLY

NORTHAMPTON COUNTY SEED CO.
DAKOTA TURF
WILSON FEED AND SEED

TURFGO NORTHWEST

TURF MANAGEMENT SUPPLY
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Cashelmara in Bay Village, Ohio.

Cashelmara, a beautiful condominium development
on the north coast of Lake Erie, maintains design integrity
despite personal preferences of the people living there.

The seed was planted about three
years ago. The result? A beautiful
$300,000 landscaping plan for Cash-
elmara—Stone House by the Sea in
Bay Village, Ohio.

The plans for landscaping Cash-
elmara, the $30 million, 110-unit de-
velopment stretching nearly 13 acres
along the Lake Erie shoreline just
west of Cleveland, were developed
when designer/architect Robert
Corna visualized a design that would
enhance an already beautiful site.

He decided to keep the natural
wooded theme and make the property
flow evenly throughout the develop-
ment, while at the same time giving
the unit owners their personal effects.
The theme would call for just the
proper combination of trees, shrub-
bery, and ground cover to make up fo
the area cleared away for
construction.

Tree and shrubs

Working with a hilly, rolling terrain,
they used about 400 trees which are
expected to achieve the original
wooded effect in the next five to ten
years. They used three-inch caliber,
12- to 15-foot black locust trees. Other
tree combinations included 6- to 15-
foot white and Austrian pines, 5-foot
Canadian hemlocks and plenty of
flowering dogwood. Pine oak, sugar
maple, and Norway maple were also
planted to gain rapid shade cover. So,
in about 10 years, evidence of the orig-
inal construction will have
disappeared.

Shrubbery was also used to pro-
duce the overall wooded concept
Corna’s crews had originally planned.
They planted 250 white and lavender
rhododendrons,300 azaleas, 75
viberum, and some red twig dogwood,
each between three- and five- years
old and 36 to 40 inches tall.

English ivy and purple leaf winter
creeper, selected for their appearance
and erosion control capabilities, were

continued on page 66
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Golf Course

¢ Estimating Construction Costs
* Developing a Master Plan

¢ Introducing Ornamental Grasses
* Fungicide Resistance

¢ C-15 Decline?

* Winter Covers

¢ Pitfalls of a Superintendent

* Disease Predicting

* Fungicide Update

* Insecticide Update

* Pre and Post Herbicides Update
e Take-All Patch

* Growth Regulators

* Annual Bluegrass Suppression

* Fairway Maintenance

* Fairway Renovation

¢ Computer and the Superintendent

Grounds and Landscape

e Athletic Fields

* Athletic Field Problems

* Tree Health

* Tree Problems

e Turfgrass Growth Regulators

* Herbicides—Pre and Post Emergence
* Selective Tall Fescue Control

e Core Cultivation Equipment

e Equipment Safety

* Snow Removal and Turf Equipment
e Late Season Fertilization

* Wildflowers and Native Grasses

e Grounds Management

* Fate of Pesticides in the Soil

* Biology of Thatch

¢ Legislative Acts and Pesticide Use

In-depth sessions for:

Lawn Care

Golf Courses
Grounds Maintenance
Athletic Fields

315 Exhibits,

Lectures,
Workshops

Lawn Care

* Liquid vs. Dry N

* Insect-Resistant Varieties

* New Pre and Post Herbicides
* Selective Tall Fescue Control
* Growth Regulators for Lawns
e Aeration Equipment

* Late Season Fertilization

* Fungicide Update

e Herbicide Volatility

* Weather

* Understanding Soil Tests

* Fall Pre-emergence Applications
* Difficult-to-Control Broadleafs
* Tree Problems?

Workshops

* Landscape Herbicides * Diseases & Insects of Ornamentals e Ring Patch Diseases
e Basic Turf Weed Control e Irrigation Workshop
e Annual & Perennial Flowers ¢ Pesticides & Public Relations e Pesticide Training Sessions

Contact: Dr. John Street

c/o Ohio Turfgrass Foundation
2021 Coffey Road

Columbus, Ohio 43210

(614) 422-2047
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Ohio Turfgrass Foundation
Conference and Show
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Cincinnati, Ohio

December 2-5, 1985



The ProSource

*
small Investmgnt SHORE continued from page 66
WIth a bls rct“rn used as ground cover on the slopes

and hills.

Membership in PLCAA gives you a competitive edge, and in today'’s

tough lawn care market a competitive edge often equals survival. The No.1 lem
A year’s membership in PLCAA can cost as little as $150 —just $2.90 a V. prOb e
week. That's a big return for a small investment.

One of the most difficult assignments
in laying out the landscaping plan was
to meet individual owners to deal
with their preferences for person-

* Keep up with the latest in lawn care techniques with PLCAA
technical publications, regional seminars, and our annual Conference

and Show. alized courtyards while remaining
* Get valuable business guidance from PLCAA'’s ongoing series of true to Cashelmara’s overall design
management publications, publications like our Management theme.

Monograph series, and our Legal Update Bulletin. Each courtyard was designed with
* And there's more —group medical and life insurance, a credit the owner in mind and based on con-
association to help you with those delinquent accounts, plus many cepts developed after meeting with
other benefits. To find out how each to discuss walkways, steps, and
PLCAA can help you, phone us at V9w the planting effect. While the owner
(404) 977-5222, or fill out the . might prefer an Oriental or formal

coupon and mail it in today!

r Send me more information on what PLCAA can do for my business. 1 Eac_h courty.ard s
| e PRy R R T = designed with the
I COMPANY i, 8 - i e 3 e, | owner in mind.
I ADDRESS o . .
> garden, the landscape plan still intro-
l . 7ﬁ;llp ar;rdwr:narul io Pro::;):;nal Law?’nlare Assocmt on of Amer cé % l duced the oversll eg:ct While adjust-
: B ] I : ’ .
! 1225 Johnson Ferry Rd. NE, Suite B-220, Marietta, GA 30067 | | ingtofitthe owner's needs by planting
rhododendrons.

In addition, the steep rolling hills
made it necessary to build retaining
walls of gray field stone, so more than

® 5,000 railroad ties were integrated
a l a into the property’s design.
By phases

The landscape concept called for
Cashelmara to be handled in phases

o
and, as six buildings were completed,
the crews then moved in and cleared
(] off the property, graded, regraded, and

planted. While moving on to six new
building areas, they would be main-

: 3 . . taining the back six.

ime and again, you've heard it said, Corna is also_considering the in-
“To make money, you have to have money.” stallation of a Leaky Pipe under-
The truth is, you have to know how to save ground irrigation system. Because of
. . the complexity of Cashelmara’s ter-
money before you can think about making more. rain—the landscape beds, Wood
That’s why more and more people are joining the decks, and close living quarters—
Payroll Savings Plan to buy U.S. Savings Bonds. above-ground watering systems are
That way, a little is taken out of each paycheck fi%’;zf;’;ffyas"y;’t’;f;’:i‘g';‘Xéﬁg':;’ed’;:
aUtomatlc'a”y' y rect their flow to exact locations while
In no time, you'll have enough Bonds for a new the capillary action from within the
car, your child’s education, even a o Lefiky Pipeﬂsystem directs and con-

dream vacation R JTOML WIS .
s - e With Cashelmara, Robert Corna
Whatever you save for, I ake g L 0 and Associates and Cashelmara Com-
Bonds are the safest, surest < -‘w-g pany appear to have pulled off the im-
way to gain capltal. StOCk,%GS © possible: maintaining the integrity of

-

a large multi-family landscape while

lnAmerica. serving the peculiarities of individual

clients. WTE&T

Ad A public service of this publication
il 2nd The Advertising Council
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PRODUCTS

Griswold markets 390
system for large jobs

Griswold says its new System 390
computer-assisted irrigation control
system is easy to use even though it's
designed for complex irrigation jobs
such as golf courses and
municipalities.

English (no symbols or decoding)is
used on the display screen to tell
which valves or groups of valves are
actuated at any given time. Griswold
says that since the valve groups are
independent of wiring the System 390
canirrigate in any sequence. Just type
in the sequence using any valves in
the system.

Duration, sequencing, and days of
operation are handled for 30 valves on
one screen. All memory is located at
the central and is retained up to 10
years without battery backup.

Griswold says only two standard
direct burial wires are needed to con-
nect field switching terminals to the
central. All switches and contacts are
gold-plated to prevent corrosion.
Circle No. 191 on Reader Inquiry Card

Canadian-made ATV
all work, no play

The Taurus 650 is the first three-
wheeled vehicle designed solely for
work, says its manufacturer, On-
tario Drive and Gear Ltd. The 656-cc
engine is the largest in the ATV
industry.

Features of the Taurus include
automatic transmission, extended
wheel base, heavily-constructed
frame, and a longer travel suspen-
sion for better control and driver
comfort. Ontario Drive and Gear
also produces the six and eight-
wheel-drive Argo ATVs.

Circle No. 192 on Reader Inquiry Card

Agrotec’s new sprayer
fits golf trucksters

Agrotec Inc. is offering a new sprayer
with a boom that can be mounted be-
hind the tailgate of a golf course
truckster.

The boom is hinged so it can be
lifted over the tailgate to permit
lowering and raising of the tailgate.
This also makes it easier to slide the
unit on and off a truckster.

The new Agrotec unit uses jet agi-
tation with a diaphram piston pump

Circle No. 132 on Reader |nqunry Card
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which permits use of a hose and hand
gun al pressures up to 550 psi. Her-
bicides sprayed through the boom can

go up to 250 psi, the manufacturer
says.

The unit measures 54 inches long
and 38 inches wide and weighs 230
Ibs. Boom and hand gun kits are op-
tional equipment.

Circle No. 193 on Reader Inquiry Card

Hustler 320 and 340
strengthen Excel line

Water-cooled Kubota diesel engines
power Excel's newest entries into the
out-front rotary mower market, the
21.5-hp Hustler 320 and the 28.5-hp
Model 340.

Both Hustlers feature oversized cool-

ing systems and high capacity oil
coolers, beefed-up main frames, unique
subframes with rubber shocks to absorb
engine vibration, and dual tail wheels.
Also featured is a tandem hydrostatic
pump with increased variable
displacement.

Both models utilize a newly-de-
signed QuickAttach, two-point tool bar
which can handle 20 different attach-
ments, The tool bar also allows the at-
tachments to float independently up and
down and from side to side. The tool bar
is raised and lowered hydraulically.

The 340's extra horsepower allows it
to handle the Hustler Range Winge at-
tachment which can cut a swath 12 feet
wide. The 320 has the capacity for a left
wing attachment. Both tractors also ac-
commodate the High Lift Bac Vac.

Circle No. 194 on Reader Inquiry Card

Ford 67-hp tractor
available with backhoe

Ford has introduced its new 655A
tractor-loader-backhoe, available
with a 15-foot backhoe. The 655A is
powered by a 256-cubic inch, natu-

rally-aspirated, four-cylinder diesel
engine.

The new model also features a new
synchronized, 4x4 power-reserving
torque-converter transmission. The
load lift arms are lengthened by 3'/:
inches and the load lift capacity in-
creased to 5.250 lbs.

Circle No. 195 on Reader Inquiry Card

Wherever man molds the earth to his purpose, Ditch Witch is there.

The Ditch Witch 4010 trencher, equipped with an A420 backhoe;

o
the best selling 40-HP-class trencher in the world. D

The Charles Machine Works, Inc., PO. Box 66, Perry, 0K 73077-0066, (800) 654-6481



EVENTS

NOVEMBER

National Institute on Park & Grounds
Management, Nov. 3-7. Holiday Inn
World's Fair & Convention Center,
Knoxville, Tenn. Contact the Na-
tional Institute, Box 1936, Appleton,
Wis. 54913. (414) 733-2301.

New York Turfgrass Conference &
Show, Nov. 6-8. Rochester Conven-
tion Center. Contact Ann Reilly, 210
Cartwright Blvd., Massapequa Park,
N.Y. 11762. (516) 541-6902.

AWESOME POWER

OLATHE MANUFACTURING, INC

100 INDUSTRIAL PARKWAY, INDUSTRIAL AIRPORT, XS 66031

Penn State Golf Turf Conference,
Nov. 11-13. Keller Conference Center,
Penn State Universily, University
Park, Penn. Contact Dr. Joseph Duich,
Department of Agronomy, 21 Tyson
Building, University Park, Penn.
16802. (814) 865-9853.

Northern California Athletic Field
Management Seminar, Nov. 12-13.
San Francisco Airport Holiday Inn.
Contact Rick Ruiz, P.O. Box 1985,
Novato, Calif. 94948. (415) 898-1281.

== yet QUIET

Circle No. 130 on
Reader Inquiry Card

800-255-6438

913.782-439%

/c\"f.

Circle No, 225 on Reader Inquiry Card

NEW ... HARLEY

Double Roller Landscape

POWER RAKE
3

PULVERIZES, LEVELS & RAKES
ROCK, roots and other trash. Double
Roller gives deeper penetration and
allows moving of several windrows
into one for faster pickup. New
scarifier. Also ask us aboutl Harley
Rock Pickers

@enMmac

(701) 252-9300
Toll Free 1-800-437-9779

Circle No. 115 on Reader Inquiry Card

-u\ ’

Ditch
Witch

WORTH MORE, EVERY DAY.



CLASSIFIEDS

RATES: $1.00 per word (minimum charge. $25). Bold face words or words in all capital letters charged at $1.25 per word. Boxed or display ads: $85 per column inch-1x (one inch minimum);

$80-3x; $75-6x; $70-12x. Agency commissions will be
with payment to Dawn Anderson, WEEDS TREES &

iven only when camera-ready art is provided by agency. For ads using blind box number, add $5 to total cost of ad. Send ad copy
RF, 1 East First Street, Duluth, MN 55802 or call 218-723-9200

BOX NUMBER REPLIES: Mail box number replies to: WEEDS TREES & TURF, Classified Ad Department, 120 W. 2nd St., Duluth, MN 55802. Please include box number in address

BUSINESS OPPORTUNITIES

WANT TO BUY OR SELL a golf course? Ex-
clusively golf course transactions and appraisals.
Ask for our catalog. McKay Golf and'Country Club
Properties, 15485 N. East Street, Lansing, Michi-
gan 48906. Phone (517) 484-7726. TF

Help Wanted

HORTICULTURIST-ARBORIST. Seeking Mana-
ger for growing tree care company. Require five
years of well developed sales and management
skills plus ability to expand existing operation.
Manager will have opportunity to buy into com-
pany. Send resume to T.D., P.O. Box 670121,
Dallas, Texas 75230. 10/85

Construction supervisor for golf and large turf irri-
gation jobs. Dynamic, young company seeking
conscientious, hard driving individual with solid
background. Starting pay mid 20's, expenses,
benefits. Send resume to Richard Embry & Com-
pany, Inc., P.O. Box 392, Shelbyville, Kentucky
40065. TF

SALES-UPSTATE NEW YORK—Jacobsen dis-
tributor requires additional sales personnel due to
growth and expansion. Must have experience in
turf equipment. Enthusiastic self-starter will find
this an excellent opportunity. Salary, commission,
bonus, vehicle and full benefit package provided.
Please send resume to S.B. Moffett Company,
Inc., Thruway Park Drive, W. Henrietta, NY 14586.
(716) 334-0100. 10/85

GENERAL MANAGER—Fast moving and well re-
spected arboricultural firm looking for bright, ener-
getic, dedicated and responsible person. Self-
starter to head new sales, personnel manage-
ment, field operations, contract bidding and nego-
tiations, and full supervision for all manpower and
equipment. Applicants must have horticultural
background, college degree, direct practical expe-
rience, and computer knowledge preferred. Sal-
ary commensurate with background. Good
company benefits with strong growth potential.
Send resume with salary history (Mandatory) in
strictest confidence to WTT Box 369. 10/85

Assistant Manager wanted for a growing land-
scaping company in Southern Vermont, must
have working knowledge and experience in all
phases of landscaping. This could be a year-round
position for the right individual. Write for complete
job description: Homestead Landscaping Co.,
P.O. Box 125, Bondville, VT 05340. 10/85

CAREER OPPORTUNITIES—Cal Turf, a leading
producer of quality turfgrass sod is accepting ap-
plications for positions in production. Education
and or experience in the turf or agriculture industry
required. Ability to speak Spanish preferred. Ex-
perience in managing employees and operations
with a working knowledge of farm and/or turf
equipmentis essential. Excellent growth potential.
Cal Turfis an employee owned company offering a
complete benefit package and company stock.
Please send resumes with salary history to: CAL
TURF, Personnel Department, P.O. Box 840,
Somis, CA 93066. 10/85
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SPECIALTY CHEMICAL
SALES

A national organization has an immedi-
ate opening for an Agchem Sales and
Marketing Specialist with five years ex-
perience. Knowledge of industrial her-
bicide sales beneficial. Travel required.
EOE M/F. Salary commensurate w/ex-
perience. Write:

ARBORCHEM
P.O. Box 1567
Fort Washington, PA 19034

PRODUCTION MANAGER: Progressive land-
scape contracting firm in Austin-San Antonio,
Texas seeking experienced individual to manage
and coordinate installation, irrigation and mainte-
nance divisions. Degree in related field, self-moti-
vated and public relations ability. Salary and bene-
fits. Send resume and references in care of WTT
Box 368. 10/85

CONSERVATORY DIRECTOR—Professional
position responsible for managing the hor-
ticultural, business, personnel, and educational
operations of a municipal conservatory and
garden center. Salary $29,182 after one year, ex-
cellent benefits. B.S. degree in horticulture or re-
lated, four years of horticultural experience
including one year of managing a conservatory or
greenhouse preferred. Send resume to Dave Ca-
pel, Columbus Recreation and Parks Department,
90 West Broad Street, Columbus, Ohio 43215
10/85

SALESPERSON
TURF PRODUCTS

Sales position with growth opportunity.
Bachelors’ degree in agronomy or related
field, 3-5 years experience selling to pro-
fessional turf care market. Knowledge of
East Coast helpful. Excellent compensa-
tion and benefits. Direct resume to:
James J. Peters « Employment Manager

THE ANDERSONS

P.O. Box 119 « Maumee, Ohio 43537

The XX
rsons
An Equal Opportunity Employer

COME GROW WITH US! Fast-growing company is
seeking individual well versed in identifying and
solving insect, disease, nutrient and environ-
mental problems—turf, trees and shrubs.
Houston, Texas. Send resumes to P.O. Box 1143,
Bellaire, TX 77401. 10/85

FOR SALE

LAWN SEED. Wholesale. Full line of top quality
grasses. Improved bluegrass varieties, fine fes-
cues and fine bladed ryegrasses. We specialize in
custom mixing. Oliger Seed Company, 2705 Wing-
ate Avenue, Akron, OH 44314. Call collect (216)
753-2259. TF

TREE FERTILIZATION GUN, tested on over a mil-
lion square feet of trees and shrubs all over the
U.S. Good to 500 psi, repairable, non-corrosive.
Buy direct from manufacturer, $95.50. Arbor-
Nomics, Inc., 5634-A Buford Highway, Atlanta,
Georgia 30071. (404) 447-6037. T

For Sale—Hydraulic auger-Hex shaft (Danuser)
for hookup to backhoe or aux. 3-point PTO driven
pump with hydraulic reservoir, 36", 24", 18"
augers excellent condition $2,500.00. Call
215-323-3560. 11/85

Established landscape contracting business lo-
cated in Central Minnesota. Willing to sell any sin-
gle equipment, or all as a package. Must see to
appreciate! Loaders, trucks, tractor, special at-
tachments and many tools, snow equipment. (612)
263-6111 or write Box 235, Becker, MN 55308.
10/85

Douglas Fir, Scotch Pine and Quebec Plantation
Balsam. Reliable, Consistent Quality. Two con-
venient loading areas: So. of Wilmington, DE and
So. of New Brunswick on NJ Turnpike. PLANTA-
TION CHRISTMAS TREES, 2132 Oreville Rd.,
Lancaster, PA 17601. Call 717-397-9236 9-8, Mon-
Sat. 11/85.

BROUWER HARVESTER OWNERS! ELECTRIC
DEPTH CONTROL. Save time and money with im-
proved quality control. Make depth-of-cut adjust-
ments, on the move, with one button finger tip
control. Allows you to cut longer rows through
varying soil conditions. $795.00. Write or call:
Shattuck Turf Equipment, 1872 N.W. 82nd, Des
Moines IA 50322, (515) 278-5255. Patent pending.

10/85

BALL BARRIER NETTING: Made of olefin fibers. 6
12 feet and 25 feet high. Strong and tough. Will not
rust. Easy to handle. For Driving Ranges and Golf
Courses. Keep golf balls from straying off-course.
J.A. Cissel Mfg. Co., P.O. Box 339, Farmingdale,
NJ 07727.1-800-631-2234. TF

Replacement parts that fit BOBCAT, BUNTON,
KEES, EXMARK, ETC. Main drive belt. DUMP-
CATCHER. Over 100 items in our new catalogue.
Call 1-800-428-8004. Preco Distributors, 2400
Boston Rd., Wilbraham, MA 01095. 3/86

For Sale—Reinco 1000 gallon Hydroseeder
mounted on 1974 International truck in good con-
dition. Call 215-323-3560. 10/85

Spyder Forklift Parts—Mobile Lift Parts has re-
placement parts for your Spyder. Torque hubs
also available. Call or write: Mobile Lift Parts, 5402
Edgewood Rd., Crystal Lake, IL. 60014.
815-455-7363. 12/85

1979 SPYDER FORKLIFT, good running condition
$7,900. Green Valley Turf Farms, Inc., Box 163,
Canfield, Ohio 44406. 216-533-3354. 11/85

FOR SALE—1983 Harley Rock Picker, 12" Rock
Windrower, used one project only, in Phoenix, Ari-
zona. Both units - best offer. Gundersons, Inc.,
Rapid City, SD 605-343-6530. 10/85

Spray Trucks. 1977 GMC C-65, 800 gallon Finn
tank. 1978 IH 1600 Loadstar, 800 gallon Finn tank.
1978 Chevy C-50, 3 year old 1120 gallon Wanner
tank. All fine condition, used daily, built to spray
granular slurry. 303-233-5296. 12/85



Two Spyder forklifts—Kohler engines—good
condition!! New paint and tires. JASPERSON SOD
FARM-—414-835-2826. 10/85

2 BRILLION 10 FT. SURESTAND TURFMAKER
SEEDERS-DRAW BAR TYPE. $2500.00 EACH.
513-426-4489. 10/85

FOR SALE—Complete Chemical Mixing Plant in-
cluding two 2000 gallon round poly tanks, two
tokeim meters, one neptune water meter, valves
and hoses. Reasonable. Will take best offer. Con-
tact Tom (516) 234-8282. 10/85

53’ Hi-Ranger with dumping chip box, Tool boxes,
Hyd. Tool Lines, on 1979 GMC, new 350 engine
and clutch $23,000. Excellent condition.
519-735-8747 after 6 pm. 10/85

HYDRO-MULCHERS AND STRAW BLOWERS
New and used. JAMES LINCOLN CORPORA-
TION, 3220 S. Jupiter Rd., Garland, TX 75041.
(214) 840-2440(TX), (800) 527-2304 (except TX) TF

For Sale

Richer’s returnable pallet system
for your Princeton or Spyder. No
more skids. Save$$$. For more in-
formation call or write.

Canada

Les Gazonnieres Richer Ltee
41 Delisle
Coteau-Station
Quebec, Canada JOP IEO
1-514-267-3349

United States

Mobile Lift Parts
5402 Edgewood Rd.
Crystal Lake, IL 60014
815-455-7363

USED EQUIPMENT

MOWER-HUSTLER; Model 275. good condition.
Two yrs. old. 72” deck. Engine, transmission, and
pumps rebuilt this summer. Trailer included.
$4,750.00. 205-988-3310. 10/85

LEAF VACUUM-GIANT VACUUM: Pulls behind
truck. 30hp Wisconsin Engine. Less than 200 hrs.
Great condition. Excellent for municipalities or
Lawn Care Capacies. $4,100.00. 205-988-3310.
10/85

For Sale—2 Ryan Greensaire aerators. One com-
plete and in good condition; second is for parts but
could be reconditioned. Total cost for both $1,800.
Call 321-773-0661. 11/85

TRACTOR AND COMBINE. STAINLESS STEEL,
LIKE NEW. DISPERSES LIQUIDS, SOLID CHEMI-
CALS, SEEDS, AERATES AND ROLLS. IN-
CLUDES TRACTORS, TRAILERS, PLUS MANY
SPARE PARTS. FITS THRU ANY STANDARD
GATE. ALSO PORTABLE AERATOR. WRITE:
P.0.BOX 44, WINCHESTER, MA 01890, OR CALL
(617) 245-1476. TF

1000 gallon FMC tree sprayer, newly epoxy steel
tank, V65 Wisconsin engine used only 2 seasons,
Hannay hose reel and motor mounted, recondi-
tioned, ready to spray, $9,800.00 firm, Toledo,
Ohio (419) 865-7071. 10/85

BUCKET TRUCKS, straight stick, corner mount
and knuckle boom cranes. Sprayers, chippers,
dumps, stakes, log loaders, crew cab chip box
dumps, railroad trucks. 50 in stock. Sold as is or
reconditioned. Opdyke's, Hatfield (Philadelphia
area). 215-721-4444. TF

18” Giant Vac, Rockwell clutch, White 65 HP diesel
on a 30" trailer with 20" x 8' lifting box, hydraulic 10’
boom. Used for leaf pick-up, clipping, debris re-
moval. Entire unit 12K, or parts. Call 217-529-5692.

11/85

NEW and USED EQUIPMENT — Asplundh, Hi
Ranger and Lift-all forestry bucket trucks, Chip-
more wood chippers. Mirk, Inc., (216) 669-3567,
(216) 669-3562, 7629 Chippewa Road, Orrville,
Ohio 44667. TF

SPRAY TRUCK-1985 INTERNATIONAL HAR-
VESTER. 1654 Loadstar Diesel with 1250 gallons
stainless steel 2 compartment tank and PTO
driven pump. Four units available - one for lawns,
one for trees, and two combination units. Only six
months old, 3,000 miles. For cash, or just pay
balance of lease payments. Call 516-466-0100.
10/85

TREE TRIMMING EQUIPMENT--Aerial basket
trucks with chip boxes and chippers (1970-1975).
Priced to sell--offers accepted. Call
(218)724-7622, or write ATS, P.O. Box 3280, Du-
luth, MN 55803. TF

HI-RANGERS AERIAL BASKETS 65, 57', and
53'. Skyworkers aerial baskets 65, 50', 40'. Ver-
meer stump cutter 1560,6. Vermeer tree spade 66,
TS 44. Asplundh bucket and brush chippers, Bean
sprayer, 9 ton trailer. Parkway Tree Service, 12026
W. Cherry, Wauwatosa, Wisc. 53226. (414) 257-
1555. TF

WANTED

Wanted to buy HYDRO SEEDER. Please send
photo. Johnson Hydro Seeding Corp., 13751 Trav-
ilah Road, Rockville, MD 20850, 301/340-0805. TF

Wanted: Golf Course in need of new or used re-
placement parts for Buckner FC Series centrifugal
irrigation system. Call (305) 499-7334. 10/85

WANTED: Large Lindig and Royer Shredders.
Lewis Equipment, 320 Third Street S.W., Winter
Haven, FL 33880. (813) 294-5893.

MISCELLANEOUS

KELWAY® professional SOIL ACIDITY and
SOLUBLE SALTS TESTERS, available from dis-
tributors nationwide. HB-2 and SST brochures
from KEL INTRUMENTS CO., INC., P.O. Box 1869,
Clifton, NJ 07015. (201-471-3954). 10/85
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OUTLOOK

People, people, people...

If there is one problem every landscape manager has, it’s people. Whether you
are a golf course superintendent, a landscaper, a cemetery manager or lawn care
operator, you've got to have competent people working on the grounds. And
they’re not always easy to find.
. The Associated Landscape Contractors of America, to that end, has taken the
' problem back to its roots. Why aren’t there enough people to
service the green industry? Because they are being eaten up by
other industries. The people at ALCA have had the foresight to see
that, if the green industry is to continue to grow, it will have to
compete not only within itself, but also with big business, the
computer industry, science, and government for intelligent, hard-
working people. So recently, ALCA published a small but impres-
sive brochure called “The Landscape Industry: Growing Careers
for You!”

For the interested high school student, it contains information

by : :
sl /’ g on college courses needed for a career in the landscape industry,

J A details about co-op courses, employment listings, and what some
£ former students say about the industry.

' e S It’s a story that must be told, if the green industry is to survive

and—more importantly—grow.
To receive copies of this brochure, write or call the ALCA

.«7 \ headquarters at 405 North Washington St., Falls Church, Va.,

22046; phone (703) 241-4004.

Next month, in deference to the upcoming annual convention of the Profes-
sional Lawn Care Association of America, we’'ll take a look at what some of the
nation’s top LCOs think about their people problems.

...and more people

Speaking of good people, some northern Ohioans were extremely patient in
helping photograph the cover of last month’s “Guide to Landscape Manage-
ment.” Ron Zaleski of Hilliard Lakes Country Club, Westlake, let us interrupt
some of his members long enough to take some photos. Brian Zergott of Zergott
Landscaping, North Olmsted, lined us up at the home of Carol and Bruce Meade,
Westlake, who—in turn—were very cooperative. And John R. Kramer of
Kramer Nursery let us have the run of the place. Thanks to all.

Jerry Roche, editor
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“Creat golf
starts with
_great
maintenance’”

It applies to your course just as it
does to the courses Jack Nicklaus
has designed.

Jack Nicklaus may never play your
course, but we can help you put your
turf grass in just the condition he
loves. Jack’'s been a spokesman for
Par-Ex®™ fertilizers with IBDU" for
many years. Par-Ex fertilizers are
used on Muirfield Village Golf Club,
his home course, as well as most of
the other courses he has designed.

Why do Par-Ex fertilizers with IBDU
produce such extraordinary results?
Here's several key reasons:

1. IBDU, by itself, is 90% WIN which
makes it extremely safe for turf
grass application.

2. 1BDU, by itself, is 100% available
to turf grass in one growing season.

3. Availability of nitrogen is not
dependent on soil temperature and
microbial activity—feeds sooner
in the spring, more evenly in the
summer, and later in the fall.

To sum up, Par-Ex fertilizers with
IBDU are safe. The response is
controlled without regard to weather
conditions. The efficiency and
performance of Par-Ex is proven.

Contact a Par-Ex distributor and let
him recommend a Par-Ex program
for you.

“My design and maintenance people
rely on Par-Ex with IBDU. We strongly
recommend it

gwé Sk baws

PAR-EX
with IBDU"

Par-Ex and 1BDU are products of Estech, Inx
Prolessional Products Division, PO. Box 512
Winter Haven, FL 338820512

Par-Ex and IBDU are registered
trademarks of Estech, Inx
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THE SCORES
ARE IN...
PALMER RYE
IS #1

The tournament? Twenty-one different
locations, from New York to California,
from Minnesota to Mississippi. The con-
test was the USDA National Perennial i
Ryegrass Test. The competition was

tou L, but Palmer beat 27 other commer-
clal?y available perennial ryes. td
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Palmer rye beat them in

heat and drought. Beat them against
brown patch and leaf spot. Palmer beat them

with its overall outstanding performance and appearance!

Just like the man it was named for, Palmer perennial ryegrass is a winner.
Grounds maintenance managers who know the score choose Palmer

rye, because they know Palmer is number one for use on golf courses,
athletic fields, cemeteries, parks and home lawns.

Palmer perennial ryegrass . . . available only from Lofts
LOftS |l'| c and its authorized distributors.
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