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PURE. PENNCROSS. 

THE BUCKET 
Lot number identifies 
grower, field, year, 

Oregon 
Blue 
1kg 

Putting Green 
Quality tag 
(on handle) — 

Registered 
trademark 

Marketed only by 
Tee-2-Green Corp. 

Certified 

White, 6 gallon 
reusable bucket 

For more than 30 years, 
Penncross remains the 
most specified putting 
green grass . . . of any 
species. 
T&lk about tried and true! Penncross 
creeping bentgrass has established a 
track record that stands to this very day. 
Steady performance through heat, 
drought, snow, storms and floods have 
established Penncross as the premium 
putting green surface for the most de-
manding players and superintendents. 

This reputation can only be earned 
through years of dependable service. . . 
and most importantly. . .consistent 
putts! 

A putting green is no place to putter 
around with an unknown bentgrass. Go 
with what you know. . .and you know 
Penncross from its, years tinlop-pf the 
leaderboard. * ' ' ' ^ 

/ i 

THE ^ 
SEED; 

THE GREEN 

IORE THAN 
7,000,000 
SEEDS PER 
POUND. 

Penn State University authorizes Penncross seed to be grown only from stolons and sold only 
as certified seed. Seed produced from Penncross seed cannot be labeled Penncross. 

Available through select distributors 

TEE-2-GREEN CORP. 
PO BOX 250 • HUBBARD, OR 97032 
FAX - 503-981-5626 
1-800-547-0255 • TWX 510-590-0957 

THE BAG Lot number identifies 
grower, field, year 

Putting Green 
Quality tag 

Marketed only by 
Tee-2-Green Corp.-

Registered 
trademark 

Oregon 
Blue 

- 1 k g 

Certified 

Bright 
burlap 

- b a g 



Now you can raise your 
trimming production to a new 
all-time high with the superior 
efficiencies and cutting per-
formance of the all new Tri-
King 1471. 
Faster, more precise control. 
Our exclusive footToperated 
hydraulic lift with automatic reel 
shut off combined with aircraft-
yoke-type steering delivers the 
fastest l i f t turn and mow capa-
bility of any triplex in the industry. 
For greater overall production. 

Plus, it tackles your most 
demanding trimming jobs, thanks 
to the hill-hugging ability of this 
71" hydrostatic traction 
drive mower. 
Unequalled cutting perfor-
mance. Match cutting fre-

quency precisely to mowing 
conditions with variable speed 
control and a choice of 5- or 10-
blade reels. And fixed or free-
floating heads glide closely over 
land contours for that one-of-
a-kind Jacobsen cut. 
Designed to tr im operating 
costs, too. The 1471's low-
maintenance design includes a 
reliable 14-hp cast-iron Kohler 
Magnum engine with electronic 
ignition, and a ducted clean air 
system for extended operating 
life. Unlike competitive systems, 
its direct-drive traction pump 
eliminates annoying belt slippage 
and time-consuming adjust-
ments and replacements. And 
interchangeable reel drive belts 
make replacement easy, without 

troublesome jackshaft removal. 
So, arrange a free demonstra-

tion with your Jacobsen dis-
tributor, today. And see for 
yourself how superior efficien-
cies and performance enable the 
1471 to take the high 
ground in trimming production. 

Attractive lease and finance 
plans available. Jacobsen 
Division of Textron Inc., 
Racine, Wl 53403. 

J-3-7 

TEXTRON 
Jacobsen Division of Textron Inc 

© Jacobsen Division of Textron Inc. 1987 

JACOBSEN 



Prevent do 
BROWN PAICHFR 

Every time a golfer steps ontoa / ^ ^ V X T T \ "T/ " ^ I 1 y O 
green, it's inspection day. You don't / l l V I I l i ^ I # 1 j / 
want to be put on the spot, use I I I ^ k l I I 
Banner® preventively before there's ^ JLL \ L / J L 
a problem. 

Because Banner stops disease before it starts. And Banner provides the longest lasting con-
trol of dollar spot and brown patch available. Banner works systemically to control disease 
from the inside out. Once absorbed by the leaf and root system, Banner won t wash off, and 
keeps on working after drying, unaffected by rain or irrigation. 

One 2 oz. spraying of Banner lasts 14 to 21 days on brown patch, and provides up to 28 
days of excellent control on dollar spot at a 1 oz. rate. Nothing lasts longer Banner also provides 
excellent systemic control of powdery mildew, rust, anthracnose, red thread and stripe smut. 

P | D A ( - i C I j ^ V 
W I LmJ/ \ V j I— I I 



LLARSPLJT& 
M RUINING MDU 
HCNEW Banner's low rate (1 to 2 oz. per 1000 

square feet) and long application interval 
mean lower cost per day of control. Less 
chemical, low rates and long residual also 
mean Banner performs with fewer applica-

tions, which makes it the preferred treatment where environmental consid- ^ ^ 
erations are important. Banner's easy-to-use, no waste liquid formulation is 
safe to turf grass and applicators. Banner is simply the best protection there is ^ ^ ^ ^ 

ixsr BANNER. LONGER LASTING, 
And you'll know it 
on inspection day. 
AND YOU'U KNOW IT PREVENTIVE CONTROL. 
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ThinkQfUs 
AsTurf Insurance. 

We pack peace of mind into every pound of Par Ex.® 
And we call it IBDU? It's pure nitrogen and it's 100% avail-
able to your turf in the space of a single growing season. 

You're in charge. 
Ordinary slow release nitrogens are temperature 

activated. They depend on bacterial activity or coating 
thickness or other factors which are out of your control. 
Vtlien activated by hydrolysis, nitrogen from IBDU 
becomes available to your turf. Normal soil moisture is all 
you need; excessive moisture will not adversely affect 
IBDU's performance. 

Nitrogen efficiency—the IBDU key to quality turf. 
A nitrogen source is efficient if most of the applied 

N is absorbed by the plant and not lost in the environ-
ment by leaching past the root system, volatilization, or 
other factors. Studies have shown that IBDU trickles slowly 

past the root system, increasing total N uptake over time, 
resulting in better nutrient efficiency and less nitrate 
pollution of ground water when compared to soluble 
N sources. 

Late season fertilization —the IBDU advantage. 
Studies have shown IBDU to be a superior slow-

release nitrogen source for producing excellent turf in 
the spring, after application the previous fall on cool season 
grasses. IBDU is also superior on over-seeded Bermudagrass 
in southern areas. 

Sure, you can buy cheaper fertilizer. But run into a 
turf problem or two, then check your costs. There's a 
good chance they'll be rising as fast as your blood pressure. 
So why take the risk when, 
for a few pennies more, you 
can take control with IBDU. iisii* ex 

| P R O F E S S I O N A L P R O D U C T S 



Economy still faltering 
• Although the United States e c o n o m y is exper iencing one of the 
longest e c o n o m i c expansions in its history, indications are that 
the e c o n o m y m a y not be quite as strong as it appears. 

At least, that 's what L a w r e n c e Chimerine , Ph.D., told the atten-
dees of the International Lawn, Garden & P o w e r Equipment E x p o 
earlier this year. 

Chimerine , c h a i r m a n and chief e x e c u t i v e officer of W h a r t o n 
Econometr ics , explained that the current e c o n o m i c expansion is 
charac ter ized by relatively slow growth, a severely depressed 
starting point and u n e v e n e c o n o m i c p e r f o r m a n c e . C o n s u m e r 
spending is starting to flatten out after several years of strong 
growth, he said. However , while a n e w boom is not emerging, he 
said, it does not seem likely that the e c o n o m y will start sliding 
into another recession. A pattern of relatively flat or slow growth 
will remain in place for the n e x t several years or even longer, he 
predicted. 

C h i m e r i n e ' s out look for lawn, garden and o u t d o o r p o w e r 
equipment sales n e x t year is for declines of three to five percent . 
One bright spot he sees is that c o n s u m e r spending for remodeling 
is beginning to show signs of significant strength. 

Green industry called 'burgeoning' 
• W h a t the National Universi ty Continuing Educat ion Associa-
tion calls the "garden i n d u s t r y " is " b u r g e o n i n g . " According to an 
article by George F a u x in the N U C E A magazine, " landscaping 
and gardening ventures are among the fastest-growing businesses 
in high-construct ion a r e a s . " 

F a u x goes on to write: 
" T h e landscaping and gardening markets have blossomed into 

multi -mill ion-dollar industries. No longer the college kid down 
the block, today's typical landscaper is a well - t rained and well-
paid professional; a small firm of seven m e n can earn upwards of 
$ 2 0 0 , 0 0 0 a year. T h e high cost of plants and shrubbery, together 
with an emerging aesthet ic appreciation for the great outdoors, 
has m o v e d c o n s u m e r s to seek such professional landscapers and 
horticulturists for their h o m e beautification projects . " 

T h e article pointed out the m a n y continuing educat ion pro-
grams that provide courses to better prepare landscapers and 
horticulturists for today's competi t ive market . 

For more information, contact the N U C E A at One Dupont 
Circle, Suite 420 , Washington, DC 20036 ; (202) 659-3130 . 
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One great discovery deserves another. 
We call ours the Kubota F2000 front mower. 

The first front mower with 4-wheel 
drive,it makes fast work of those nooks,cran-
nies, curbs and slopes you can't landscape 
into submission. 

Add front wheel differential lock, a 20-
horsepower diesel engine, and travel speeds 
up to 9.5 mph, and it flies in the face of rain, 
snow and mud. With Kubota-like ease. 

It has a hydrostatic transmission to spare 

you the trouble of clutching. Rear-wheel 
power steering and independent front 
brakes for precision maneuverability. And 
your choice of 60"or 72"mowers, a sweeper 
or snowblower. All lifted hydraulically. 

Next time your turf throws you a curve, 
let our F2000 straighten it out. 

Send for our free Grounds Maintenance 
Equipment Guide by writing to Kubota 
Tractor Corp., P. O. Box 7020-A, Compton, 
California 90224-7020. 

(£ 1987 Kubota Tractor Corporation 

Nothing like it on earth. 



GREEN INDUSTRY NEWS 
DESIGN 

Tips for lighting up Christmas landscapes 

Norway spruce and Eastern red oaks "dressed up" for Christmas 

Christmas lights can add color and 
hol iday spirit to the l a n d s c a p e — i f 
they ' re done right. Frank LaGuisa, 
senior specialist of decorative lighting 
for General Electric, has designed the 
National Christmas Tree display for 
12 years. He says landscapers should 
fo l low t h e s e s teps in prepar ing a 
Christmas display: 

• Determine the objective: the mes-
sage to be expressed, viewing angles, 
sight l ines of viewers, natural fea-
t u r e s , a r c h i t e c t u r a l f e a t u r e s and 
s tructures . Analyze the site, using 
natural attributes. Find the best loca-
tion for decorations and features to be 
highlighted. 

• Select a theme appropriate to the 
desired image, such as tradit ional , 
modern or religious. Take into consid-
e r a t i o n local c u s t o m s , t radi t ions , 
characterist ic decor, ethnic traits and 
religious customs. 

• Translate the theme into a unified 
composition. Establish a focal point 
and color scheme to maximize effect. 
Set a unifying format, but play varia-
tions against the theme: color, propor-
tions, sizes or treatments. Do not vary 
eveything. 

• Establish the type of construction. 
D e t e r m i n e w h e r e d e v i c e s wil l be 
mounted: how they can be reached 
with the e l e c t r i c a l power supply. 
Consider weight and size limitations. 
Check out visual conflict with lighted 
windows, street lights and identifica-
tion signs. Use skills within your orga-
nization and famil iar construct ion 
methods. 

• Choose lighting equipment. Se-
lect fixtures and lamps with the ap-
propriate wattage, s ize, type, and 
color. Plan for the quantity of lamps 

necessary to provide the planned pat-
tern and brightness. 

To figure exactly how many lights 
are needed, LaGuisa suggests this 
formula: for the number of string set 
lights needed to give a tree a " f u l l " 
effect, multiply the height of the tree 
by the width of the tree (in feet) by 
three. Trees larger than 50 feet may 
require medium-base lamps, whi le 
trees less than 10 feet can use "mid-
get " lamps. When using plug-based 
midget lamps, modify the formula by 
mult iplying by six or eight, rather 
than three. 

Create color impact by using solid 
or limited color combinations. Iron-
ically, the more multi-colored lights 
on one display, the less vivid is the 
perce ived color. Mult i -colored sets 

RIGHTS-OF-WAY 

with equal n u m b e r s of gold, red, 
green and blue lamps will produce a 
yellowish-white light, since the pri-
mary colors produce white light. 

The color impact hierachy is: gold 
lamps are the brightest, followed by 
red, then green, while blue has about 
one-fifth the visual impact of white 
lights. For best results, use brighter 
colors on focal points or foreground 
elements, and dimmer colors on back-
ground elements. 

Outl ining s tructures is a s imple 
and effective way to decorate for the 
holidays. Add liveliness to the display 
by installing a twinkle lamp in every 
sixth socket. Heavier use of twinkle 
lamps will produce a busy effect. 

For colorful examples of Christmas 
lighting, see "On Design." 

Government, business 
cooperate on highway 
T h e largest matching fund program in Texas ' highway 
beautification program has been announced by Lexington 
Development Company. T h e unique partnership of state 
government and private business has produced a 500-foot 
wide, 2V2-mile long belt of blazing color. 

The $500,000 project lies along Highway 90-A between 
Sugar Land and Richmond, southwest of Houston. It fronts 
Lexington Development's 3,100-acre master planned com-
munity, New Territory, which will contain 8,500 homes, 
office, commercial and retail buildings. The program in-
cludes a mix of wildflowers, grasses, shrubbery and trees 
planted along the median and both sides of the property. 
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SHORT CUTS 
INDUSTRY 

Twenty-five years 
of service to industry 
' T h e green industry is larger than we 
ever thought it would be , " comments 
Jim FitzGibbon, celebrating the 25th 
anniversary of his company, Lesco, 
Inc. "Lawn care was barely thought of 
at that time (1962). It then was the 
creampuff. I believe we were the first 
people to recognize lawn care as a 
market. And golf course budgets have 
increased dramatically in that time, 
too." 

Lesco, under 
the guidance of 
F i tzGibbon and 
c o - f o u n d e r Bob 
B u r k h a r d t , has 
grown from sales 
of $75,000 in 1962 
to a l m o s t $ 9 5 
mil l ion in 1987. Jim FitzGibbon 
What's the secret 
to the company's success, which has 
come from sales through a fleet of 
vans, drive-through turf supply stores 
and inside telephone sales? 

"It 's all people that make a busi-
ness s u c c e s s f u l , " F i tzGibbon says. 
" W e a l s o t a k e a t o t a l m a r k e t 
approach." 

FitzGibbon, forever looking to the 
future, concludes: "It 's been difficult, 
but it's been fulfilling for all of us. It's 
been exciting, and it's more exciting 
now than ever before. I think I'll stick 
around for the fun." 

LEGISLATION 

California laws flawed, 
claim UCR researchers 
California laws which seek to limit 
pesticide use and protect the environ-
ment have had the opposite effect in 
many cases, say researchers at the 
University of California at Riverside. 

C u r r e n t Ca l i forn ia law has re-
sulted in increased pesticide applica-
t ions on o r n a m e n t a l s b e c a u s e it 
delays the registration of newer, more 
effective pesticides in the state. Provi-
sions of the law can also contribute to 
the development of pesticide resis-
tance in many insects, a news release 
from the College of Natural and Agri-
cultural Sciences notes. 

" T i m e delays b e t w e e n nat ional 
registration and the registration of 
pesticides in California should be re-
d u c e d , " says U C R e m t o m o l o g i s t 
Michael P. Parrella. " T h e current lag-
time of three to five years puts Califor-

Continued on page 14 

PESTICIDE POISONINGS...In 1988, all Hawaii physicians will be re-
quired to report any pesticide-related injuries or poisonings. Dr. Bruce 
Anderson, deputy director of environmental programs for the Hawaii 
Department of Health, says the state will follow in California 's 
footsteps in requiring the reports. " W e now have a good diagnostic test 
for organophosphate poisonings," Anderson says. Despite the test, 
Anderson told the Pan Pacific Turfgrass Conference that it may take 
several years to get physicians to recognize the symptoms. 

FOR JOB-HUNTERS ONLY . . .ACRT Inc. is in the business of training 
green industry workers; they've trained more than 2,600 in the last two 
years. They've now established a toll-free number to help their gradu-
ates find job openings in tree, landscape, line clearing, lawn care 
companies and nurseries. The number is (800) 622-2562—for ACRT 
grads only. 

A NEW WEAPON. . .Riverdale Chemical Co. has received EPA regis-
tration for Weedestroy Triamine II, a three-way post-emergence se-
lective broadleaf herbicide. Weedestroy Triamine III contains amines 
of MCPA, mecoprop and dichlorprop to kill dandelions, chickweed, 
plantain, oxalis, spurge and many other weeds. The amine formula-
tion was developed as an alternative to 2,4-D. 

BREATHING EASIER... 3M Corporation will release a revolutionary 
respirator in early 1988, according to 3M account representative Bill 
Fink. Fink told the Pan Pacific Turfgrass Conference that the respira-
tor will be known as the Powered Air Purifier Respirator (PAPR). 
PAPR will fit on a worker's belt and be rechargeable overnight for 
more than 10,000 hours. The respirator is being test marketed in 
Hawaii because of the state's high temperatures. Kathy Kramer, mar-
keting/communications administrator at 3M's headquarters in St. 
Paul, Minn., would not release any further information on the new 
product. 

PEOPLE NEEDED...Landscape Horticulture Center for Personnel 
Development is concerned with the lack of a viable work force in the 
landscape industry. So what's it doing? Developing an Apprenticeship 
Training Program for Landscape Technician and Landscape Manage-
ment Technician. L.H.C.P.D. is a non-profit green industry support 
group structured to work with regional and national green industry 
organizations in areas of common interest. For more information, 
write or call: 2509 Thousand Oaks Blvd., Suite 109, Westlake Village, 
CA 91362; (805)498-6916. 

KINDRED SOULS...Landscape managers in Maryland have united 
to form the Maryland Seeding Association for people who seed lawns, 
provide erosion control and do other contract seeding. They are look-
ing for other such organizations in the United States to "compare 
notes." If you know of such an association, give Maryland president 
Jim Patton a call at (301) 924-4445. Or you can call executive secretery 
Diane Patton at (301) 384-6300. 

HONORARY HONORS...C. Reed Funk, Ph.D., became the American 
Sod Producers Association's newest honorary member at the group's 
convention last summer. The world-renown turfgrass breeder and 
researcher joins only 10 others who have been chosen by the ASPA 
Board of Trustees for this honor in the organization's 20-year history. 



Put the squeeze on 
container disposal 

problems. 

'Trademark of The Dow Chemical Company 



W,, 'ith some insecticides, it's harder 
to get rid of the empty container than 
the bugs. Now Dow makes everything 
easier, with DURSBAN* 50W insecti-
cide in water soluble packets. 

Water-soluble packaging. DURSBAN 
50W comes in pre-measured packets 
that dissolve quickly and completely. 
They're packed inside a foil pouch, 
which is disposed of easily. 

It's simple. It's safe. Just drop the 
premeasured packets into the tank. No chance of spills, no 
wasted chemical, no measuring errors, less risk of exposure. 
All that, and efficacy, too. No insecticide controls a broader 
spectrum of turf and ornamental insects than DURSBAN insec-
ticide. And as a wettable powder, DURSBAN 50W has even 
more residual power than emulsifiable concentrates. There's no 
solvent, so there's no vaporizing or "f lash-off even on the 
hottest days. DURSBAN 50W stays where you apply it—won't 
migrate in the soil. And it has a proven human safety record. 

Choose your package. DURSBAN 50W comes in water-soluble 
packets enclosed in one-pound foil pouches. 

You can also get DURSBAN 50W 
insecticide in 2-lb. fiber containers. 

Put the squeeze on container dis-
posal problems—and on bugs. 
With DURSBAN 50W insecticide. 
Attention: Always read the label before 
use and carefully follow all label direc-
tions and precautions. 



N E W S from page 11 

nia growers as a competitive disad-
vantage because they have higher 
costs of production." 

California, for instance, leads the 
nation in chrysanthemum produc-
tion, but 23 percent of the crop is lost 
each year to leafminer damage. Par-
rella claims that several insecticides 
not yet registered in California would 
provide adequate leafminer protec-
tion with lower levels of insecticide 
actually being used. 

Parre l la and fe l low r e s e a r c h e r 
John T. Trumble have suggested the 
formation of a Sc ient i f i c Advisory 
Panel to provide in-depth information 
on the potential of registering new 
chemicals. The registration of a chem-
ical for use against one pest can dis-
rupt t h e r e s i s t a n c e m a n a g e m e n t 
strategy for another, they note. 

PESTICIDES 

Endangered species 
laws on the horizon 
Beginning Sept. 20,1988, the use of all 
high-leachibility pesticides will be re-
stricted to areas not populated by en-
dangered spec ies of wildl i fe , says 
Carlton Lane of the U.S. Environ-
mental Protection Agency. 

"Endangered species labelling has 
the potential to affect you more than 
anything the EPA has done since 1972," 
Lane told landscape managers at the Na-
tional Roadside Vegetation Manage-
ment Association's annual meeting. 

The U.S. EPA is mapping out endan-
gered species ranges nationwide for cer-
tain pesticides. The 
ranges are desig-
nated by county. 

" C o u n t y m a p s 
are being distributed 
starting in December 
to county agents ," 
Lane notes. 

The Endangered 
Species Act will take 
precedence over the 
Federal Insecticide, 
Fungicide and Rodenticide Act, which 
governs the use of pesticides. 

Warnings called "groundwater ad-
visory statements" will be placed on 
the pesticides. Users will then have to 
call local fish and wildlife service of-
fices if they want permission to use 
these products in restricted areas. 

The first pesticide "c lus ter " to be 
affected by the new labelling will be 
m o s q u i t o l a r v i c i d e s a n d f o r e s t 
pesticides. Rangeland pesticides, ma-
jor crop pesticides, aquatic pesticides 

and non-cropland pesticides will fol-
low, Lane says. 

Each state will have fish and wild-
life enforcement agents to consult 
with pesticide users. (The Fish and 
Wildlife Service will be the first fed-
eral agency besides the EPA to regu-
late pesticide use.) 

"Right now, we have really no feel 
for how many lawn and ornamental 
pesticides will get drawn into this," 
says Bob Wulfhorst of the Ohio EPA. 

CONFERENCES 

GCSAA doing things 
Texas-style: big 
T h e 59th International Golf Course 
Conference and Show in Houston is 
expected to eclipse last year's record 
attendance of nearly 13,000. 

The show, conducted by the Golf 
Course Superintendents Association 
of America (GCSAA), is expected to 
c lear the 1 3 , 0 0 0 mark during the 
show, February 1-8 in the George R. 
Brown Convention Center. 

T h e G C S A A reports that trade 
show exhibit space reservations are 
ahead of last year's pace, when more 
than 300 commercial exhibitors dis-
played their supplies and equipment. 

Carlton Lane 

The Growing Choice 
Hydrograssers & Power Mulchers 



Troubled 
Otterbine Aerators 

The prescription for troubled 
breathing, poor circulation, and 
changing temperatures in ponds 
and lakes is practical engineering 
that is esthetically pleasing. 

These aerators range in power, 
circulating from 600,000 to 20 
million gallons of water in a 

Otterbine Aerators meet 
the water management needs 
of golf courses, parks, recrea-
tional lakes, office develop-
ments, and residential con-
dominiums. Call or write for 
more information: 

Barebo Inc. 
R.D. 2, P.O. Box 217 
Emmaus, PA 18049 

215/965-6018 

24-hour 
period. Each 

complete, turnkey system is 
delivered fully assembled; no 
special pumps or foundations 
are required. 

Striking patterns begin with 
the Starburst, Rocket, Sunburst, 
Constellation, or Phoenix 
working alone or mingled 
together. Add the Otterbine 
Fountain Glo,v lighting system 
for spectacular evening display 
as well as security or the Rock 
Float Cover for the illusion of 
natural spray. 

) 



Besides the huge trade show and 
extensive educational seminars, the 
conference provides the association 
the oppor tuni ty to present schol -
a r s h i p a w a r d s , r e c o g n i z e d i s -
tinguished service and also present 
the association's highest honor, the 
Old Tom Morris Award. 

T h e G C S A A reports that hote l 
space is dwindling as reservations 
come in. For more information on the 
conference , contact the GCSAA at 
1617 St. Andrews Dr., Lawrence, KS 
66046; (913)841-2240. 

CONFERENCES 

Short Course opens 
registration to Jan. 4 
T h e 1 9 8 8 S h o r t C o u r s e in Hor-
ticulture, Jan. 12 to Feb. 11,1988 is now 
accepting registrants. 

T h e f ive-session course will be 
held in Los Angeles County, Orange 
County and San Bernardino County, 
Calif. Topics include "Water Manage-
ment of Ornamental Plants" by Ran-
d a l I s m a y a n d J a n e t H a r t i n ; 
"Environmental Problems in the Nur-
sery and Landscape" by Paul Rogers; 
" N e w O r n a m e n t a l Plant Introduc-
tions by Jan Groot, Mike Evans and 
Rodger Duer; "Pruning and Training 
S h r u b s " by R ichard Baldwin; and 
" W e e d Control in the Nursery and 
Landscape" by Clyde Elmore. 

To register, send $25 (check pay-
able to Horticulture Education Fund) 
with your name and address to Ed 
McNeill , 2492 E. Mountain St., Pas-
adena, CA 91104 by Jan. 4. 

CHEMICALS 

EPA amends 
fungicide label 
After numerous meetings, the Envi-
r o n m e n t a l Pro tec t ion Agency has 
advised the W.A. Cleary Chemica l 
Co., that adjustments to its Caddy Liq-
uid Turf fungicide, the only labeled 
c a d m i u m - b a s e d fungicide, will be 
necessary. 

"W.A. Cleary fought vigorously to 
protect the Caddy label , " the com-
pany says. " W e met on numerous oc-
casions with the EPA and presented 
our case to a specially convened Sci-
entific Advisory Panel . " 

C l e a r y agreed to the fo l lowing 
changes to the new Caddy Liquid Turf 
label: 

• Expanded list of diseases con-
trolled, including dollar spot, copper 
spot, brown patch, damping off, fading 
out, leaf spot and melting out, red 
thread, p y t h i u m bl ight and snow 
mold; 

• Restricted to use on only greens, 
tees and aprons; 

• Ristricted to use by or under the 
d i r e c t s u p e r v i s i o n of a l i c e n s e d 
pesticide applicator; and 

• R e s t r i c t e d to use in p o w e r 
sprayers only—no backpack or man-
ually operated sprayers. 

Use of Caddy, as before, is pro-
hibited in California, Connecticut and 
Wisconsin. 

LAWN CARE 

Barefoot buyout 
scrapped for now 
Though both companies had signed a 
letter of intent, Barefoot Grass Lawn 
Service of Worthington, Ohio, will not 
be bought as planned by CDS Holding 
Corp. Negotiations were discontinued 
after about three months, says Bare-
foot president Pat Norton. 

CDS Holding Corp. was formed by 
New York-based Clayton Dubilier for 
the purpose of buying Barefoot Grass. 
Clayton Dubilier owns O.M. Scott & 
Sons. 

A notice to O.M. Scott employees 
said: "Discussions between Barefoot 
and CDS have cont inued until re-
cently. Unfortunately, a final agree-
ment satisfactory to both companies 
could not be reached. 

" W e are disappointed that this 
transaction could not be completed. 
Barefoot is an excel lent company with 
an outstanding record of growth and 
profitability. 

" W e will renew our efforts to find 
ways to enter and benefit from the 
lawn care service business ." 

Ron Gagne, commercial sales man-
ager for O.M. Scott, says "We're all 
very disappointed. We hoped and 
worked very hard to make it work." 

Norton says he won't rule out the 
possibility of Barefoot being sold in 
the future. " W e saw it as a positive 
step if it happened but we 're also 
pleased with the results of the com-
pany (Barefoot)," he says. 

Barefoot had total sales of $22 mil-
lion in 1986, including both corporate 
and franchise revenue. 

RESEARCH 

Turf herbicide can 
reduce contamination 
A turf herbicide designed to reduce 
groundwater contamination dangers 
was developed and patented by a re-
searcher from the University of Flor-
ida's Institute of Food and Agriculture 
Sciences (IFAS). 

The herbicide, to be marketed by 
Ciba-Geigy under the trade name 

"Premier , " controls weeds in lawns, 
golf greens and other grassy areas. 
T h e c o m p a n y is a w a i t i n g E P A 
registration. 

A g r o n o m y p r p f e s s o r M e r r i l l 
Wilcox, Ph.D., synthesized the chemi-
cal compound for the herbicide. He 
has assigned patent rights for the 
product to the University of Florida so 
it will receive royalties on sales. 

Wi lcox , who is also l icensed to 
practice patent law, says EPA registra-
tion is the last hurdle. He is hoping for 
registration during 1988. 

" W e are confident EPA will look 
favorably on this herbicide," Wilcox 
says, "because of its low toxicity and 
because it will be for non-food use ." 

Wilcox explains that because of its 
low water solubi l i ty (18 parts per 
bilion), the herbic ide will pose no 
danger of groundwater contamination 
in places like Florida, where com-
pounds tend to move easily through 
the sandy soil profile. 

The new product has been seven 
years in developing and testing, ac-
cording to Wilcox. 

IRRIGATION 

Efficient irrigation 
needed in xeriscapes 
A properly designed and installed irri-
gation system plus efficient watering 
and system management are essential 
to "xerigat ion," the irrigation part of a 
xeriscape. 

X e r i g a t i o n des ign , says L arry 
Keesen of Larry Keesen Ltd., En-
glewood, Col., combines 10 basic prac-
tices for efficiency: 

1) Border irrigated areas to prevent 
runoff. 

2) Control pump pressure. 
3) Maintain uniform precipitation 

rates. 
4) Create separate irrigation zones 

for turf and planting beds. 
5) Zone for exposure. 
6) Avoid using large heads in small 

areas. 
7) Use drip/bubble emitters. 
8) Check valves under low heads. 
9) Require three to four inches of 

pop-up height; this is done do allow 
for general upward building of devel-
oping turf areas. 

10) Use digital or solid state elec-
tronic controllers; they are the most 
accurate. 

K e e s e n adds, " w i t h o u t proper 
maintenance, all is lost." 

On a weekly basis, he suggests op-
erating the system after mowing to 
check for misaligned sprinkler heads, 
leaks, plugged heads, dry spots and 
turned heads. Leaks can be found by 
listening to the line with a stetho-



BLUEGRASS QUALITIES WITH TALL FESCUE PRACTICALITY 
Y o u ' l l quickly not ice M u s t a n g ' s finer tex ture , rich 

dark green co lor a n d dense , u n i f o r m t u r f — a n d you ' l l 
u n d e r s t a n d why we say M u s t a n g has b luegrass- l ike 
qual i t ies . 

B u t there ' s m o r e to M u s t a n g turf- type tall fescue 
than b e a u t y ; i t 's tough a n d d u r a b l e . I t ' s heat a n d 
drought to lerance , winter hardiness , a n d abil i ty to 
e n d u r e low m o w i n g heights are r e m a r k a b l e . M u s t a n g 
even shows improved res is tance to Helminthosporium 
netblotch a n d m a n y o ther diseases . 

Best o f all , M u s t a n g is pract ica l , b e c a u s e it p e r f o r m s 
e x t r e m e l y well u n d e r 
low m a i n t e n a n c e condi -
t ions like m i n i m u m fer-
t i l ization, w a t e r i n g a n d 
m o w i n g . N a t i o n a l tests 
a n d actual appl icat ions 
in parks , gol f courses 
a n d playing fields have 
proven it. 

KENTUCKY 
BLUEGRASS 

K-31 
TALL FESCUE 

D R O U G H T T O L E R A N C E A F T E R 
S E V E N W E E K S NO R A I N F A L L . 

T h a t ' s why M u s t a n g is b e c o m i n g the favorite choice 
o f professional t u r f m a n a g e r s , over K - 3 1 a n d m a n y 
o t h e r c o m m e r c i a l l y avai lable variet ies . 

F o r b luegrass qual i t ies a n d tall fescue pract ical i ty , 
use the profess ional ' s c h o i c e — M u s t a n g turf- type tall 
fescue. 

Pickseed also produces 

and 
PftENMIAL RYEGRASS Kentucky Bluegrass 

and other fine turf grasses available 
nationwide from quality seed suppliers. 

Produced by: 

PICK^EEEf 
PICKSEED WEST Inc. 
P.O. Box 888 •Tangent, Oregon 97389 

(503) 926-8886 



scope, or walking the line. 
On a monthly basis, change the 

amount of water put down by adjust-
ing controller timing to fit seasonal 
water needs. Also, check zone control 
valves for seepage by looking for wet 
spots and continuous drainage from 
low heads. 

Semi-annually, check for leaks in 
valve boxes and flush drip system lat-
eral lines by removing the flush cap or 
opening the flush valve. Clean filters 
and strainers and aerate turf areas to 
improve infiltration. 

On a yearly basis, heads should be 
r a i s e d to a c c o m m o d a t e t h a t c h 
buildup if necessary. Rain shutoff 
units should be tested by pouring 
water on the devices. Flow meters 
should be checked with the system 
under pressure, though not opera-
tional, and with no domestic water 
use while testing. 

Test the backflow preventer as sug-
gested by the manufacturer. In freez-
ing climates, shut off and winterize 
the system in the fall, using manual 
drains if possible. 

Keesen spoke at the International 
Irrigation Exposition and Technical 
Conference Oct. 26 in Orlando. 
LAW 

Protecting against 
lawsuits 
Lawsuits are won or lost long before 
the opposing parties enter a court-
room, says Mike Olexa of Quality 
Control. Landscape managers need to 
be aware of "preventive law." 

"What we're really talking about 
here is a matter of business survival," 
Olexa says. "Be aware of your busi-
ness vulnerabilities." 

Olexa recommends several steps to 
avoid lawsuits. 

• Draw a map of the lawn area to be 
treated. Note the environmental con-
ditions at the time of application. Note 
the application procedure. Apply the 
product only according to label . 
Check the application equipment . 
Check if the client applied anything to 
the lawn previously. 

• Have the customer date and sign 
any documentation you make con-
cerning the job. Give the customer a 
copy. If the client refuses to sign, give 
the customer a copy anyway. Every 
piece of paper and everything you say 
is subject to review in a lawsuit. 

• Be alert to any trouble signals 
within your dealings. Be aware if the 
customer has refused to pay bills in 
the past. Be especially careful in deal-
ing with customers under financial 
s t ress or those with a his tory of 
litigation. 

• Preparation begins in your office. 

You can't limit education to field per-
sonnel. Even phone operators should 
be educated. "Take the office staff into 
the field," Olexa says. "It 's an invest-
ment, not an expense." 

• Time is of the essence. Respond 
immediately to any complaints. Don't 
make any admissions. Simply tell the 
client you will carefully study the sit-
uation. When you do, take careful 
notes and photographs. Make sure the 
notes will be understood months 
down the road. 

• Proper conduct is essential in 
diffusinga potential lawsuit. Proper 
conduct includes handling a com-
pla in t and c o n d u c t i n g the f i e ld 
e v a l u a t i o n . " P r e p a r a t i o n a n d 
a w a r e n e s s are e x t r e m e l y impor-
tant , " Olexa explains . 

• Establish a good line of com-
municat ion with cl ients . Always be 
friendly and be a good l istener. 

• Keep good records. Don't take 
chances. Stick to your area of exper-
tise. When in doubt, don't. 

• Examine your insurance pol-
icy. But don't tell anyone about the 
policy. It's a confidential business 
matter. 

"Ask yourself, does the prospect of 
economic business gain and ecolo-
gical soundness, exceed the possible 
loss or ecologica l d a m a g e , " says 
Olexa. "Your chances of being sued 
are excellent and getting better every 
d a y . " Olexa spoke to the Florida 
Turfgrass Conference. 

HEALTH 

Be skin conscious 
with sun and chemicals 
Employers should pay for workers' 
sunscreen, says Dr. Robert Shapiro, 
skin specialist in Honolulu, Hawaii. 

LANDSCAPE 
CONTRACTORS 

L A N D S C A P E M A N A G E -

MENT will run its annual 
"Top 50" list of Land-
scape contractors in 
the February issue. If 
your company had 
sales of $2 million or 
more in 1987, and you 
want to be included in 
the list, call us by De-
cember 16 at (216) 
243-8100. 

Shapiro says sunscreen is a safe way 
to protect against skin cancer . By 
providing it to employees, companies 
can help keep health insurance costs 
down. 

"All kinds of skin cancer can be 
prevented by sunscreen, clothing or a 
wide-br immed h a t , " Shapiro says. 
Landscape managers and golf course 
superintendents need to be especially 
careful with sun exposure since they 
work outside. 

S h a p i r o s a y s s u n s c r e e n h a s 
changed over the last decade . It 
u s e d to be t h a t m a n u f a c t u r e r s 
couldn't list a Sun Protective Factor 
(SPF) higher than 15. Today they 
can list whatever the actual SPF is. 
The SPF number shows the number 
of t imes more that skin is protected 
over straight exposure to the sun. In 
o t h e r w o r d s , a s u n s c r e e n w i t h 
10SPF would take 10 hours to pro-
duce the damage usually done in 
one hour. 

It's also important to check the in-
gredients. Some sunscreens are alco-
hol-based and don't stay on as long as 
greasy sunscreens. It's also important 
to see whether the sunscreen covers 
for UVA light or UVB light. You 
should try to be covered for both. 

Shapiro says the most dangerous 
time for sun exposure is between 10 
a.m. and 2 p.m. He warns that it's im-
portant to keep re-applying suncreen 
since it washes off with sweat. 

Skin cancer is the most common 
cancer in all adults over 65 years old. 
Shapiro says to watch all spots on the 
skin either for new ones or those that 
have changed. A change could be in 
the pigmentation, surface, shape or 
sensation. Red, white, blue, gray or 
black are suspicious colors of moles. 

" T r y to pick up on it before it 
bleeds," Shapiro warns. "By the time 
a melonoma bleeds, it may be too 
late." 

Sunscreens, and allergies to chem-
icals, plants or insects can cause a rash 
or skin reaction which is not can-
cerous. If you get one from a suncreen, 
read the ingredients and try to switch 
brands. If you think the reaction is 
from something else, see a doctor. 

" I f you have any questions, you 
should go to a dermatologist," Shapiro 
says. "Most G.P.'s don't have the 
knowledge." 

Shapiro says most dermatologists 
have pre-set patches to test landscape 
managers for allergies to plants or 
chemicals. The patient leaves a patch 
on for two days while the doctor mon-
itors the reaction. Two patch tests can 
be done at one t ime . Most der-
matologists can easily distinguish be-
t w e e n c a n c e r , fungal i n f e c t i o n s , 
insect bites and allergies. 



"We run 16 crews with 80 people to provide the 
best care possible for large commerical properties," says 
Environmental Landscape Services president Jack 
Roberts. "We depend on our equipment to help us 
maintain our reputation as one of the best." 

Roberts has experimented with other commercial 
mowers over the years, but now uses only Buntons. At 
last count he had 29 of them. Here's what the company's 
supervisors say about Bunton mowers. 
Long Life 

"We get years of hard use out of our mowers. All of 
our equipment is two-cycle, so maintenance is simple, 
there are no fuel mix-ups, we get added torque, and we 
don't burn up engines when we run them on steep hills," 
says John Sumner. 
Dependability 

"The dependability of the mower is incredible," 
says Leslie Clark. "The design is well thought out and 
the workmanship is the best I've ever seen. We know 
our Buntons will start in the morning, run all day and 
be ready to work tomorrow." 

Quality Cut 
"We provide a weed-free, scalp-free turf for the 

highest profile clients in town," says Paul Summers. 
"We're known for our quality of cut. With Bunton we 
always get the good, clean cut we need, even under the 
most demanding conditions." 
Track Record 

"Year after year, Bunton has proven to be a quality 
piece of equipment," says Gary Smith. "Serious thought 
and continuous research goes into all of our purchasing 
decisions, and we only buy equipment that takes care of 
us and our customers." 

If mowing is the backbone of your business, you 
need quality equipment that will take care of you and 
your customers. Call for the name of the local Bunton 
dealer in your area. 

BUNTON CO. 
PO. Box 33247 
Louisville, KY 40232 USA 
Phone 502/966-0550 • Tfelex 204-340 • Fax 502/966-0564 



[The Future Belongs to Those Who Prepare For It Today.] 

How to Use Embark® PGR 
to Reduce Mowing Costs 
for Ornamental Turf: 
This proven PGR program for irrigated, low-
traffic ornamental turf saves you 3 mowings 
or more per treatment.. . while at the same 
time thickening up the grass and improving 
its appearance. Read about our special 
$100.00 demonstration incentive offer. 

Everett Mealman, President 
PBI/Gordon Corporation 

For several years, universities, land-
scape management professionals and 
PBI/Gordon have been experimenting 
with PGRs in an effort to adapt their 
usage to ornamental turf. The problems 
that have concerned all of us are 
discoloration and the long-range effect 
that a PGR might have on the health of 
turf grass. 

Today, we can confidently report that 
PBI/Gordon has a proven program for 
using Embark PGR on irrigated, low-

traffic ornamental turf. It is based on 2 
years of testing by Washington State 
University researchers. Furthermore, 
this program has been fine-tuned and 
successfully used on hundreds of acres 
of commercially managed ornamental 
turf. 

It reduces the maintenance cost by 
eliminating 3 and sometimes 4 mow-
ings of cool-season grasses that would 
o therw ise be required and, in the 
process, measurably enhances the 

vibrant green color and long-range 
health of the turf. 

It is a major breakthrough in land-
scape management and we are an-
nouncing a special, one-time $100.00 
demonstration incentive offer to help 
you test the program. 

Four reasons why our 
Embark program works 

In the first place, the rate for Embark is 
reduced from V/2 pints per acre to 1 pint. 
The objective is not to totally shut off 
the growth so that no mowing is neces-
sary. Rather the objective is to slow it 
down to such an extent that the number 
of mowings can be reduced by 50% or 
more for a period of up to 6 weeks. 

The second factor is the use of 
Ferromec® AC Liquid Iron Complex in 
the program. Ferromec is PBI/Gordon's 
patented iron/urea molecule bond that 
is foliar absorbed and circulates within 
the plant so rapidly that green-up 
occurs within 24 to 48 hours. It is an 
ideal tank-mix companion because 
Embark does not begin its work until 48 
hours after application. Thus, when 
Ferromec is combined with Embark, it 
has the green color firmly fixed before 
Embark kicks into gear. 

In the th i rd p lace, Embark and 
Ferromec AC can be tank mixed with 
either Classic Trimec® or Super Trimec 
Turf Herbicide, thus giving the PGR/lron 
treatment a free ride, since you are 
going to spray Trimec anyway. 

And, finally, there is the fact that 
Embark is a true Plant Growth Reg-
ulator, in contrast to some so-called 
PGRs that are actually herbicides to be 
applied at low rates which all too often 

Paul Constant, left, president of Constant Care 
Inc., and Everett Mealman examine the tillering 
and root development of a plug of grass from 
a shopping center lawn treated with the 
Embark/Ferromec program in the spring and 
autumn of 1987. This photograph, taken on 
October 7, clearly shows the lush, thick, 
vibrant green turf produced by the Embark/ 
Ferromec program! 



may stunt the growth and weaken the 
plants. 

Embark, on the other hand, is a PGR 
in the strict meaning of the word. It is 
absorbed through the blades and trans-
locates to the growing point (at the base 
of the blade), where it acts to suppress 
seedhead development and stem elon-
gation. The energy which would nor-
mally be used to produce rapid growth 
of leaves, stems, and seedheads for 
you to mow, is diverted to root and 
rhizome development. 

Timetables and program 
for using Embark PGR 
on ornamental turf 

A tank mix of Embark, Ferromec AC, 
and Trimec is applied in the spring, 
ideally timed to catch the seedheads. 
This would be a window of about 4 to 6 
weeks between the time when the 
grass begins to green up and when you 
can feel the seedhead in the boot. 

This treatment will result in lush, 
vibrant green, weed-free turf that is 
growing so slowly that at least half of 
the regular mowings can be eliminated 
for up to 6 weeks. 

The Embark will wear off at about the 
same time that hotter weather starts 
causing untreated grass to lose some 
of its color and condition. But because 
the Embark treated grass has been on 
slow-hold and conserving the energy 
that would otherwise have been dis-
sipated on fast-forward, it will start living 
it up and reach a zenith of beauty when 
the untreated grass has run out of gas. 

Along about August 15, or when cool-
season grasses start to grow vigorously 
again, repeat the treatment. The need 
for mowing for the next 6 weeks will 
also be reduced by 50% and more. 

The experience of 
a leading landscaper 
with Embark PGR 

One of the most successful users of 
the Embark program for ornamental turf 
is Constant Care Inc., who is one of the 
leading landscape management con-
tractors in the Kansas City area. It's 
evident why they would be an early 
adapter to Embark, when you know 
their business creed. Paul Constant, 

president of the corporation, states it 
this way: 
"Our mission is to provide a total, turn-key job: 
landscape design, installation and mainte-
nance, including turf, ornamentals, and even 
irrigation. We seek and serve progressive 
clients who recognize that exterior decoration 
is every bit as important as interior decoration. 

"We will provide these clients with an overall 
landscaping look that projects a clear image of 
top qual i ty ; and we wil l accompl ish this 
objective within the framework of a budget that 
is competitive, and at the same time sufficiently 
profitable so that we can grow and prosper and 
adequately compensate our dedicated people 
who make it happen." 

No wonder Constant Care is on the 
leading edge of progress, rather than 
mired in a status quo mind-set that 
bases landscape management charges 
on an a la carte menu rather than the 
mission accomplished bottom line that 
the client really wants! 

No wonder Constant Care Inc. is one 
of the 30 fastest growing companies in 
the Kansas City area! 

$100.00 demonstration 
incentive offer: 

Admittedly, using Embark PGR on 
ornamenta l turf is a chal lenging 
thought, and thus it is that we want to 
suggest that you test the program on 8 
acres of turf so you can see for yourself 
the unprecedented impact that Embark 
is destined to have in the management 
of ornamental turf. 

To test the program on 8 acres of 
irrigated, low-traffic turf, you will, need 
1 gal lon of Embark, 22 gal lons of 
Ferromec, 2 gallons of Super Trimec or 
4 gallons of Classic Trimec. When you 
have completed testing a minimum of 4 
acres, you are entitled to your check for 
$100.00. 

Call us toll-free to let us know that 
you want to participate in the test. We 
will tell you how to manage the pro-
gram, and will refer you to a distributor 
in your area who will supply you with 
product and any information you need. 

Toll-Free 1-800-821-7925 
I n M i s s o u r i , 1 - 8 0 0 - 8 9 2 - 7 2 8 1 

Ask For Sales Service. 

p b i / G o n d o n /1217 WEST 12th STREET 
P. • . BOX 4090 

c o n p o n a t i o n / KANSAS CITY, MISSOURI 64101 

EMBARK PGR 
11987. PBI/Gordon Corporation. Ferromec" and Trimec* are registered trademarks n i A K I T O D A \ A / T U n r ^ i | | 
Embark* is a registered trademark of 3M of PBI/Gordon Corporation r L A I N I J j l h i V J V V I M r i t V J l U L A I L J r i 

692-1187 

"We've been experimenting with PGRs for 4 or 5 years," 
says Bill Gordon, director of commercial landscaping 
maintenance for Constant Care Inc., "and we've found 
that Ferromec AC is the vital element in making the 
Embark PGR program feasible for ornamental turf. 
Other irons simply don't work fast enough." 



After this year's Memorial Tournament in May, the turf around the 18th green and concession area was bare 
from attendees trampling on the rain-dampened turf. With intense overseeding, by September it was perfect. 

JACK'S BABY 
Muirfield Village Golf Club is the home of the Memorial every year, and in 
1987, the Ryder Cup. It is a well-maintained course—some say the best in 

the country. It has to be. It's the course that Jack built. 

by JeffSobul, assistant editor 

This is a stadium golf course. Not 
in the sense that Pete Dye's 
c o u r s e s a r e s t a d i u m g o l f 

courses , with e m b a n k m e n t s con-
toured into grandstands and the like. 

R a t h e r , M u i r f i e l d Vi l lage Golf 
Club was designed to handle the 
40,000 to 50,000 daily spectators who 
each year attend the Memorial Tourn-
ament. The Dublin, Ohio, course was 
essential ly built for the Memorial , 
and was also the site of 1987 Ryder 
Cup matches. 

W h e n L A N D S C A P E M A N A G E M E N T 
v i s i t e d s u p e r i n t e n d e n t M i c h a e l 
McBride on September 1, the course 
was entering final preparations for the 
Ryder Cup, about t w o - a n d - a - h a l f 
weeks away. 

Play on the course would soon be 
limited to member play only, up until 
the day before the week of the Cup. 
Guest play would be cut off two weeks 
before the Ryder began. 

From the day the Memorial ended 
on May 31, preparations began for the 
Ryder Cup. 

Rain on the third day of the Memo-
rial caused problems. " T h e r e was no 
turf here at the end of May," McBride 
says, indicating with a sweep of his 
arm the areas around the 18th green 
and the main concession area adja-
cent to the clubhouse. "It was bare. 
We did a pretty intense overseeding 
program right after the tournament. 
I 've b e e n happy with the way it 
turned out so far. A couple of weeds in 

it yet, but we'll take care of those." 
Standing along nearly every hole 

are television towers. Usually after 
the Memorial they are removed from 
their permanent in-ground founda-
tions and placed in the outside TV 
complex until the following year. But 
with the Ryder scheduled, they were 
left in place to avoid the hassle of put-
ting them up again just a few months 
later. 

Alterations 
" T h i s is one of my favorite holes," 
McBride says, standing on the tee of 
the picturesque par-three eighth hole. 
Thick trees line the right side of the 
hole, providing a buffer between the 
course and the expensive houses just 



McBride's staff raised the left side of the eighth green slightly 
to aid drainage and reduce wear on the walk-off area. 

on the other side. The cart path winds 
down the left side to the green. 

" W e made this little mound here 
right after the Memorial/' he says a 
few minutes later, standing just off the 
left side of the green. " T h i s was raised 
about two inches b e c a u s e (water) 
came off and it was really flat here and 
we didn't have any good surface drai-
nage. The water would sit here and 
we couldn't grow good turf. 

" W e contoured it just a little b i t — 
not a lot, just enough to get good sur-
face drainage. Actually, the surface 
drainage comes in toward the center 
of the green and then out the front 
(through a drain tile in a bunker and 
into a catch basin). It was that or re-
construct the whole (left) side, which 
wasn't going to work. 

" W e just brought this together and 
put a drain in there. We top dress this 
(left) side about every four days to 
bring it up and keep the level of the 
green together. Once we take it down 
to tournament cutting height, it all has 
to be even. You can't have any scalped 
areas or areas that are too low getting 
growth that's too long and hairy. It's 
important to keep an area like this top 
dressed and the transition area top 
dressed so it all smooths out ." At the 
time, the cutting height was at 9/M of 
an inch. It would be taken down to 5/M 
for the Ryder. 

" T h i s has always been a tough 
green to mainta in , " he says of the 
eighth. " O n e of the problems on this 
green is that we don't have enough air 
movement. Usually, you have a wind 
coming out of the west. We've thinned 
out this whole area through here just 
to get additional air movement. Espe-
cially working with bentgrass, you've 
got to have s o m e air m o v e m e n t , 
you've got to have a lot of sun to grow 

good turf. We've got another area on 
12 that's stagnant as far as air move-
ment goes." 

Work on 12 is more extensive than 
just thinning the trees. The par three 
covers 160 yards over a sprawling 
pond below the elevated tee. T h e 
worn walk-of f area straddling the 
bunker to the back of the green has 
been dug and painstakingly leveled. 
"We' l l get the sod in there, pin it, and 
use a good starter fertilizer high in 
p h o s p h o r o u s a n d p o t a s s i u m , " 
McBride explains. "That stuff's just 
like glue. It'll stick. (The roots) will be 
down in there in another four or five 
days, and in two-and-a-half weeks 
you won't even know it was sodded." 

Tickling the fairways 
A l ightweight t r iplex mower cuts 
across the seventh fairway at a 45-
degree angle, making the alternating 

light and dark green pattern so appeal-
ing to TV cameras. McBride takes a 
couple of golf balls from the golf car 
and drops them onto the freshly-cut 
fairway. 

"It 's a nice l ie ," he comments from 
one knee. "It 's only at a half an inch. 
I'm not a real believer in having them 
(cut) too tight. You ever want to hit 
your three-wood off a tee without a 
tee? Would you think you could hit 
the shot? Even for some pros it 's 
tough. T h e y need to have a l i tt le 
cushion." 

He walks ahead to an uncut area on 
the fairway. Grooves are visible from 
verticutting. "It brings it up real n ice , " 
he says of the verticutting. " T h e n you 
just cut it off. You see how it brought it 
up?" McBride runs a hand through 
the bentgrass then motions toward 
the mower operator. "He's taking off a 
lot more than he normally would if he 
weren't verticutting. 

"I 'm a firm believer in verticutting. 
This summer, because it was so dry, 
we couldn't go out because it would 
bruise (the turf) too bad. So I didn't get 
to verticut as much as I wanted. This 
is really a greens verticut unit (on the 
fairway). So we're just tickling the top 
to try and train it. It makes a dif-
ference, though. If we do this once or 
twice before the Ryder Cup, then 
they'll be just where we want them." 

Good luck, bad luck 
During the summer , centra l Ohio 
went through a period of about seven 
weeks with less than a half-inch of 
rain. " W e went out a week ago and 
fertilized the rough for the Ryder Cup 
and then it rained." McBride shrugs 
his shoulders and smiles. " I mean, 
what more could you ask for?" 

How about a broken hydraul ic 
hose on one of the triplexes, at the 

McBride is a firm believer in verticutting. In preparation for triplex mowing, 
an operator uses a greens verticutter on the 10th fairway without 
interferring with the golfers. 



time grooming the 15th green? 
It happened on August 23, just a 

month before the Ryder. A portion of 
the green was a mess. "It happens," 
McBr ide says with the comfort of 
knowing that it will recover in time 
for the players and the cameras. "You 
don't know when it's going to happen. 
But it always seems to happen at the 

most unfortunate t ime." A few years 
ago, he recalls, the same thing hap-
pened on the approach to the 18th 
green. Worse yet, it was on the Friday 
o/the tournament. "At least this time I 
have a couple of weeks to recover." 

Indeed, on hands and knees, the 
green of fresh bentgrass is invading 
the brown area. "It 's coming back. I'll 

have to plug out a few areas. It looks 
terrible but it's not as bad as it looks. 
There 's a lot of new growth coming in. 
It won't take long for that to really run 
in . " 

And it won't take long for McBride 
and his staff to have Jack's Baby in 
perfect health for the Ryder Cup ei-
ther. LM 

A BACK-DOOR CAREER MAN 
Six years ago, Michael McBride was selling computer 
systems. The rapid transition he's made to superinten-
dent at Muirfield Village Golf Club is something no 
computer could figure out. 

As an undergraduate at Bowling Green State Univer-
sity, McBride worked the summers of 1973 and 1974 at 
Muirfield, while the course was under construction. "I 
guess what I liked was that I could do something with 
my hands, labor, and you could see it evolve, emerge," 
he says. 

Except, he was a political science major. At the time, 

Michael McBride (right) instills in his staff, the pride 
he holds for Muirfield. He checks the progress of 
verticutting on the 10th fairway with the operator of a 
greens verticutter, used on the fairway to stand up 
the bentgrass before mowing to control lateral 
growth. 

he considered switching to agronomy. "But I was so far 
along I said, 'Aw, I'll just get my degree.' It wasn't a very 
good attitude at al l . " 

He graduated, he sold and he did well for himself. 
"But I had a problem," he explains, "especially in the 
springtime. 

"I was on straight commission as a computer sales-
man. But I'd go by a golf course and—zoom—there I go, 
sharp turn into the front drive. It hurts your livelihood. 
You're not bringing home the money you should. You 
should be out working." 

Things had to change. 
He wrote a letter to friend and mentor Ed Etchells, 

Muirfield's superintendent at the time McBride worked 
there. Etchells, now Jack Nicklaus's right-hand mainte-
nance man for all his courses, suggested contacting 
Muirfield. 

McBride began as seasonal labor. He was eventually 
hired on full-time and then sent to school at Rutgers. He 
would work in the summer and go to school in the 
winter while his wife remained behind in Columbus. 
"It was tough on us. But I came back, got the assistant's 
job and worked my way up. It was definitely a different 
avenue, but everything's worked out ." 

He has been superintendent for two years now. And 
he now has his job and his life in a clear perspective. 

" T h e attention to this golf course and the importance 
of the (Memorial) Tournament, really comes from the 
top (Nicklaus). That's my job, to try to keep him happy. 
It's his baby. 

"It may be 99.9 percent perfect but that's not good 
enough. It has to be better than that. That's why it is 
what it is. He won't settle for anything less than that. As 
long as we have the people, the resources, the funds, 
we're always doing something. If you have all that, 
there's no reason why it shouldn't be perfect. That's 
what makes it challenging for m e . " 

McBride seems a natural for his job, relying as much 
on instinct as on pure facts to make proper decisions 
about managing the course and its staff. He willingly 
accepts these challenges. 

"You work your way to be Number One as far as 
course condition. But once you get up to the Number 
One spot, trying to maintain that spot is the most diffi-
cult because there are hundreds of great golf courses 
that all want to have that recognition. 

" W h e n you've been publicly recognized as the best 
that puts a little more challenge into the job of keeping it 
the best year in and year out. That's what I try to instill 
in these 40 to 50 people, and they understand that. 
They'l l put in that extra effort because they have a lot of 
pride in i t . " 

So does McBride. There 's no where else he'd rather 
work, and with good reason. "If you feel you're at the 
best golf course, where else would you want to go?" 

Perhaps the first tee? —Jeff Sobul 



Now with many new outstanding features . . . the Brouwer P.T.O. mowers are designed to produce 
the highest quality cut, no matter what the conditions, no matter the season. Wet grass, dry grass, short 
or heavy grass, Brouwer high capacity mowers can cut-it. Ruggedly built from quality materials the 5 or 
7 gang units promise season after season of economical reliable service with outstanding performance, 
less horsepower requirements, less tractor fuel consumption and less compaction. Check the option 
packages that include Tractor Track Removal Brush; Quick Height of Cut Adjuster; Backlapper; Ball Hitch; 
Highway Tires and many more that allow you to customize a mower to suit your particular conditions and 
requirements. Also available are the Fairway Models with floating heads and front rollers for a perfect short 
cut on undulating fairways. 

Put it all together and it adds up to dollar sense. Can you afford not to buy a Brouwer? 
FEATURES: Terra-tires or highway tires for maximum flotation or 

transportation 
Rugged frame of lightweight high-strength structural steel Hydraulic or manual lift for easy transport 
High ground clearance for maneuverability around Optional four, five, six or seven bladed reels 
obstacles and over curbs P.T.O. driven with a proven V-belt drive system 

BROUWER 
TURF EQUIPMENT LIMITED 
An Outboard Marine Corporation Company 

7320 Haggerty Rd./Canton, Ml. 48187 Telephone (313) 459-3700 
Woodbine Avenue/Keswick, Ontario, Canada L4P 3E9 Telex 065-24161 Telephone: (416) 476-4311 



The most effective crabgrass 

Labels of your best pre-emergent crabgrass and 
goosegrass herbicides have one thing in common. And it can 
be summed up in a word: pendimethalin. 

That's because pendimethalin from American Cyanamid 
is the active ingredient that offers season-long crabgrass 
and goosegrass control in both warm and cool season turf 
grasses. And it does it very economically. 

But pendimethalin controls more than just crabgrass and 
goosegrass. One low rate also prevents other tough grassy 
weeds including foxtail, fall panicum, barnyardgrass and Poa 

M e our 



and goosegrass control. 

word for it. 
annua. Hard-to-control broadleaf species like oxalis and spurge 
are also eliminated with the same rate. 

What's more, pendimethalin breaks down into the 
environment. And it doesn't move laterally through the soil. 
Which means it won't seep into bodies of water or stop vegeta-
tion you don't want it to stop. Plus, pendimethalin-based 
herbicides don't have an offensive odor like some products. 

So remember, when you select a herbicide with pen-
dimethalin on the label, you have crabgrass and goosegrass 
control in the bag. And our word. Alu JVO rr.td jnd Mkm UM«Jir«\TH»n»urWullv 

C Y A N A M I D 
Agricultural Division 
Wayne NJ 07470 



A GOOD ROOT FEEDING 
Yes, the green industry remains strong as 1987 ends. But a good diet of 

education all around is needed to keep it healthy. 

As the green industry closes out 
a dynamic year, it becomes ob-
v i o u s t h a t e d u c a t i o n is 

needed. 
Education not only within the in-

dustry, but for the public, the cus-
tomer and potential customer. 

T h e h e a l t h i e s t segment of the 
green i n d u s t r y r e m a i n s the golf 
course segment. "I 've never seen as 
many golf courses being built or re-
construction jobs done," says Gerald 
Faubel, superintendent at Saginaw 
(Mich.) Country Club. "It's wonderful 
to be associated with such a growth 
i n d u s t r y . " (For more on the golf 
course boom, watch for a special sec-
tion next month.) 

There is, however, a flip side to this 
growth, Faubel notes. "I 've seen no 
increase in students in university pro-
grams." He is not alone. Everyone 
contacted for this report expressed 
similar concerns. 

People problems 
A number of prominent schools such 
as Purdue have experienced signifi-
cant declines in enrollment in agron-
omy programs. Others have remained 
steady, but have not increased to the 
point of nearing industry demands for 
graduates. 

John Street, Ph.D. at Ohio State 
University, reports 110 students en-
rolled in agronomy, an increase of five 
from last year. Fifty of them are in 
turfgrass management. "This (enroll-
ment) is pretty good considering other 
schools are down," he adds. 

The Agronomy Department uses a 
strong state show (2 ,000+ attendees 
from 35 states) and the Agriculture 

by JeffSobul, assistant editor 

School's informational mailings as its 
chief methods of spreading informa-
tion. 

Penn State University is in a sim-
ilar situation. Tom Watschke, Ph.D., 
has seen no increase in agronomy en-
rollment, with about half of the 38 
students in the program studying 
turfgrass management. 

Watschke says he would like to see 
about 150 students in agronomy, with 
the same 50/50 ratio of turf to non-
turf. By his estimation, the program 
could place about 20 graduates a 
year—more this year, he says, if the 
grads were there. "There are barely, if 
ever, enough graduates to meet indus-
try demand," he says. 

Graduate students generally range 
from four to six. This year there are 
seven. 

Why the shortfall of students? Ed-
ucation. " T h e opportunities are not 
being delivered to the high school stu-
dents," Watschke says. He feels part 
of this is a stigma attached to agron-
omy because of its association with 
crop agriculture. Students are not 
well-informed on what agronomy is. 
High school guidance counselors fall 
victim to the same stigma, often steer-
ing away potential agronomy students 
because of it. 

Richard Akerman of Oregon Land-
scape Maintenance echos this senti-
ment. " T h e industry is not perceived 
as glamorous or w e l l - p a y i n g , " he 
notes. 

Watschke says university and col-
lege programs need exposure and vis-
ibility at the high school level. Part of 
Penn State's information program is a 
new brochure mailed to students who 

recently completed the Scholastic Ap-
titude Test (SAT) in Pennsylavania 
and probably neighboring states such 
as Ohio and New York. 

In addition, Penn State is going to 
increase the activity of its agronomy 
alumni now in the green industry— 
between 1,200 and 1,500. "We know 
our course of action and we're going to 
take it ," Watschke states. 

Marvin Gross of Sarasota, Florida-
based Marvin's Garden and Land-
scaping Service also sees the shortage. 
"There is a need for skilled, trained 
managers and sub-managers in the 
landscape industry," he says. With 
the public putting a greater emphasis 
on harder-to-maintain native orna-
mentals in landscapes, he notes there 
is a need for "more schools putting out 
better people." The industry needs to 
m a k e e m p l o y m e n t o p p o r t u n i t i e s 
more attractive, highlighting manage-
ment and tra ining opportuni t ies , 
Akerman adds. 

" Indust ry organizat ions should 
combine to promote, encourage and 
market careers in the industry," says 
Jeff Bourne, chief of the Bureau of 
Parks in Howard County, Md., and 
1987 president of the Professional 
Grounds Management Society. "We 
must look to the future, to the founda-
tion of the industry. Self-preservation 
of these organizations is a basic rea-
son." 

Some indications show that relief 
from the small graduate pool may be 
in store. Akerman reports that fresh-
man enrollments in horticulture-re-
lated majors in northwest colleges, 
mainly Oregon State and Washington 
State, increased this year by 25 per-

John Street: Enrollment is up some 
at OSU. 

Jeff Bourne: Contractors will Ron Kujawa: Mount public relations 
diversify campaign. 



THE ORTHENE 
MACHINE 

PROTECTS TURF 
BOTH WAYS. 

IT'S 
MEAN. 

Blasts 
sod web worms, 

mole crickets, 
and fire ants. 

Continues to 
work systemically 
by remote control 

Reduces need for bulky 
protective equipment* 

Low toxicity 
to wildlife. 

Sprayable by 
vehicle or on foot 

Gives effective, 
broad-spectrum 
control of 
armyworms, 
leafhoppers and 
greenbugs. 

IT'S 
MILD. 

Convenient-
to-use soluble 
powder. Compat-
ible with most 
insecticides and 
fungicides— 
gentle on turf. 

Once spray dries 
you can re-enter 
treated area 
immediately-
ideal around golf 
courses and parks. 

Gentle 
to streams 
and ponds 
fed by runoff. 

Chevron Chemical 
Company 

•Refer to state regulations. Avoid accidents. 
For safety, read the entire label including 
precautions. Use all chemicals only as 
directed. Coypright « 1987 Chevron 
Chemical Company. All rights reserved. 



Eliot Maras: Local media is 
positive 

cent. Whether that increase is still re-
flected four years from now remains 
to be seen. 

More PR? 
The rest of the green industry needs to 
take the example set by the Profes-
s iona l L a w n C a r e A s s o c i a t i o n of 
America with its recent campaign to 
beat back negativism directed at the 
industry. 

Elliot Maras, editor of Lawn Care 
Industry magazine, notes that the 
PLCAA ran a sophisticated national 
public relations campaign which off-
set much of the negative publicity the 
industry was receiving as a result of 
attacks on 2-4,D and other chemicals. 

"Local media ran more favorable 
articles and the national media did 
nothing, which was an improvement 
over the negat ivism of last y e a r , " 
Maras says. 

He adds that as part of the cam-
paign, education of existing custom-
ers also helped retain business. With 
the campaign, " ex i s t ing customers 
put more creedence in what LCOs 
were doing, not in negative media." 

Ron Kujawa of KEI Enterpr ises 
feels the entire green industry should 
band together in an effort such as the 
PLCAA's, mounting one public rela-
tions campaign a year to battle such 
issues as unfavorable pesticide legis-
lation or tax laws. 

" W e have to have ways of surviv-
ing," he states. "Get together as one 
voice. One guy writing doesn't mean a 
thing. A thousand, that's different." 
He calls on the major industry organi-
zations to mobilize their members for 
such an effort, perhaps for a period of 
just one or two months a year, delug-
ing Congress with letters and working 
to get favorable press. 

Labor pains 
The labor pool overall seems down in 
the green industry, partly because of 
the new federal immigration laws, 
par t ly b e c a u s e u n e m p l o y m e n t is 
down. 

Rich Akerman: Perceptions aren't 
glamourous 

Immigration laws have affected the 
South Central region (Texas) and west 
into California the most. 

David Marsh of Industrial Land-
scape Service in San Jose, Calif., says 
the labor pool is a chief concern in the 
West. Marsh, who is Region 2 director 
of the Associated Landscape Con-
tractors of America, says " there used 
to be two or three people outside in 
the (company's) yard every day look-
ing for work. They're not there any-
more . " 

He notes the biggest effect is on 
larger businesses, which can't afford 
to try and skirt the new law. Smaller 
businesses, however, have an advan-
tage because the law is harder to en-
force on them. Marsh adds that many 
industries now are competing for the 
same reduced labor. 

With unemployment down nation-
wide , A k e r m a n notes , t h e r e is a 
smal ler pool of employable people 
without jobs to hire seasonally; a dou-
ble-edged sword if there ever was one. 

Business sense 
As with most businesses or industries, 
the health of the green industry is de-
pendent on that of the U.S. economy. 

Now things are going well, though 
the day most of the people were con-
tacted for this report, the Dow Jones 
Industrial Average had just dropped 
500 points. 

But the industry is still attractive to 
outside investment. The lawn care in-
dustry can attest to this. It has consoli-
dated extens ive ly in the last year 
through takeovers such as Ecolab's 
purchase of ChemLawn and Waste 
Management's purchase of Tru Green 
( s e e L A N D S C A P E M A N A G E M E N T 
November, 1987). 

Though lawn care market growth 
has s lowed some, it remains at a 
healthy 15 to 18 percent annually, 
down from a high of 25 percent. Maras 
says this is a result of market satura-
tion and not negativism, though. 

Even with a downturn in the econ-
omy, the green industry generally 

Tom Watchke: Programs need 
exposure 

isn't affected for at least six to 12 
months, when housing starts are com-
pleted and new starts slow. 

This reaction time should be used 
wisely, Bourne notes. A lot of con-
tractors, he feels, will be looking to 
diversify their services, such as a de-
sign/install contractor adding main-
tenance as a service. Akerman sees 
LCOs adding lawn maintenance as 
well. 

A result of this is a greater need for 
business skills, Akerman adds. He 
says ALCA has begun a management 
seminar series to address this. Also, 
looking at the schedule for most state 
shows, management sessions are be-
coming more and more common. 

A k e r m a n s a y s t h i s i n c r e a s e d 
awareness is something that has been 
going on most of the decade. "Without 
it, the industry would not have grown 
as it has in the last five years." 

Industry growth has had a few un-
pleasant outgrowths as a result. Doug 
Fender, executive director of the Amer-
ican Sod Producers Association, has 
seen a lot of "me-too" entries into the 
sod market , people not sure what 
they're getting into, and worst of all, not 
sure what they're doing. "It's dangerous 
for them and the people in that immedi-
ate area," he says, with poor quality 
product being produced. " T h e long-
term effect is negative in many cases for 
the professional sod market." 

Contrac tors share s imi lar con-
cerns. Bourne terms them "Midnight 
G y p s i e s : " someone with a pickup 
truck, a lawn mower and a rake who 
cal ls h imse l f a contractor . Bourne 
hopes that professional organizations 
can establish professional standards: 
quality—not quantity—for price. 

For the most part, though, the qual-
ity is there, and the growth is con-
tinuing, though maybe a little slower. 
However, Kujawa summarizes, " i f the 
whole economy goes to hell then we 
just suffer. We can't do anything about 
it. But as long as the economy is good, 
we can adapt." 

So start adapting. LM 
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LANDSCAPES 
Budgets and bureaucracy are common bonds for government landscape 

managers. Now, with some cities requiring certified contractors on jobs, and 
unions pushing for federal legislation, the red tape is closer to home. And 

government managers aren't the only ones affected. 

by Heide Aungst , m a n a g i n g editor 

T I here was s i lence at 
other end of the phone 

' C a n y o u t e l l n 
something about the unions i 
Chicago?" I repeated to a Chi 
cago landscape contractor. 

"They can virtually wipe 
out your business," he an-
s w e r e d h e s i t a n t l y . 
"That ' s an extremely 
touchy subject for this 
a r e a , and w e ' r e at 
p e a c e w i t h t h e m 
now." 

Unions are a part 
of the green industry 
that's rarely been subject 
to debate. The fact is that 
s o m e l a n d s c a p e c o n -
tractors are unionized, 
some aren't, and some 
companies are both. 
But n e w l e g i s l a t i o n 
w h i c h p a s s e d t h e 
House in June (vote: 
2 2 7 - 1 9 7 ) c o u l d f o r c e 
companies which have 
both union and open 
shops to become union 
or go out of business. 
Green industry asso-
ciations such as the 
A s s o c i a t e d L a n d s c a p e Con-
tractors of America (ALCA) and 
the American Association of 
Nurserymen (AAN) are fighting 

the legislat ion, known as the 
anti-double breasting bill. 

The bill has brought the debate to 
the forefront. Construction unions 

have pushed for the legislation, which 
they say would prevent the formation of 

" d u m m y " companies to get around 
g o v e r n m e n t c o n t r a c t s . T h e bi l l 

would force double-breasted shops 
(with both union and non-union 

workers) to become unionized. 
W i p i n g out n o n - u n i o n c o n -

tractors would force higher 
bids in jobs and higher 

salaries, say those op-
posed. 

A A N a n d 
ALCA say 
that forcing 

c o m p a n i e s 
into unions will 

cost companies 
contracts that the 

non-union side of 
the bus iness could 

h a v e f u l f i l l e d . T h e 
bill's passage also would 

make union membership 
compulsary for workers who 

might not want to become mem-
bers. 
" W e run union operations in 

Michigan and Illinois and a non-union 
in the Southwest," says Jerry Lankenau, Lan-

kenau-Damgaard & Associates, and chairman of 
ALCA's legislative committee. "If you talk in terms of 



discipline, there's no comparison be-
tween the non-union crew in our 
t r a d e a n d t h e u n i o n c r e w . T h e 
stronger the union, the less productiv-
ity." 

If the Senate passes the bill, it is 
expected that President Reagan will 
veto it, says Ben Bolusky, AAN direc-
tor of governmental affairs. 

Government unions 
T h e l e g i s l a t i o n d o e s not a f f e c t 
unionized landscape crews at gov-
ernment agencies . " T h e r e ' s a fed-
eral union here, but it's an option to 
jo in , " says Ed Chmielewski , trans-
portation/grounds foreman for the 
Cleveland Veterans Administrat ion 
Hospital. " T h e r e ' s really no advan-
tage to joining i t . " Chmie lewski says 
he sees little difference on produc-
tivity levels of union or non-union 
workers. 

R o a d s i d e d e v e l o p e r C h a r l e s 
Gouveia says his landscapers at the 
Illinois Department of Transportation 
belong to unions. Most contracted 
highway jobs also go to unions, as is 
mandated by the use of federal funds. 

" W e don ' t a l w a y s get q u a l i t y 
work, " Gouveia says. "Most of our 
people are teamsters who do a variety 
of things. Landscape maintenance is 
almost non-existent, so we design that 
way." 

But, Gouveia says, things are better 

Anti-double breasting bill: H.R. 
281/S. 492 would force double-
breasted shops (with both union 
and non-union workers) to be-
come unionized. Wiping out non-
union contractors would force 
higher bids in jobs and higher sal-
aries, say opponents. AAN and 
ALC A say that forcing companies 
into unions could cost companies 
contracts, which the non-union 
side of the business could have 
fulfilled. Passage of the bill also 
would make union membership 
c o m p u l s a r y for w o r k e r s w h o 
m i g h t n o t w a n t to b e c o m e 
members. 

M i n i m u m w a g e b i l l : H .R . 
1834/S. 837 would require the 
minimum wage to increase from 
$3.35 an hour to $4.65 an hour by 
Jan. 1,1990. 

Min imum heal th i n s u r a n c e 
bill: H.R. 2508/S. 1265 would re-
quire companies to carry health 
insurance for all employees who 
work 17 !/2 hours a week or more. 

than they used to be. "Our workers 
used to virtually change with party 
changes," he says. "Now you get ca-
reer people who will go through train-
ing and get l icensed." 

State certification/licensing 
" T h e unions have not done this in-
dustry a favor," says Ken Gerlak of 
Contra Costa Landscaping in Mar-
tinas, Calif. The California union put 
a stop to an apprenticeship program 
the California Landscape Contractors 
Association (CLCA) tried to initiate 
several years ago. 

Ironically, disbanding the appren-
t iceship program gave CLCA more 
time to get its certification program off 
the ground. Since the program began 
in 1983, 117 contractors have become 
" c e r t i f i e d l a n d s c a p e t e c h n i c i a n s 
(CLT)." 

California requires all landscape 
contractors to be l icensed. But cer-
tification is more involved. "Licens-
ing requires the landscape contractor 
to know California laws and business 
laws, and to have a certain amount of 
knowledge of the field," Gerlak ex-
plains, "but it does not test people 
hands-on." 

To become a CLT, the applicant 
must have a minimum 4,000 hours of 
work in the field and must perform a 
series of tasks including installing an 
irrigation system, planting trees and 

Parental/medical leave bill : 
H.R.925/H.R. 284/S.249 would 
require 10 weeks parental or 15 
weeks medical leave within two 
years for all employees at com-
panies with 50 employees (drop-
ping to 35 employees after three 
years). Employees qualify after 
one year of service. 

High Risk Notif icat ion Act: 
H.R. 162/S. 79 states that if a pop-
ulation of workers has a 30 per-
cent or higher risk than normal 
on the job for contracting a dis-
ease, the workers must be noti-
fied. ALCA and AAN say this will 
likely apply to landscapers' use of 
pesticides. The bill would require 
an employer to move a worker to 
another job at the same wage and 
benefits. If no such job exists, the 
employee can leave the job and 
still collect the wage and benefits 
for a year. The employer would 
be forced to pay all medical moni-
toring and tests for any workers 
falling in high-risk catagories. 

shrubs, seeding, sodding, pouring con-
crete and running a tractor. Two cities 
in northern California now require 
public works jobs to be done by CLTs. 

Greater Vahejo, a city with a popu-
lation of about 150,000, passed a law 
this year requiring a landscape tech-
nician to be in charge during the in-
s t a l l a t i o n o f l a n d s c a p i n g a n d 
irrigation. Fairfield is just starting 
similar regulations. 

" I just think cities are tired of hav-
ing unqualified people work on con-
tracts," Gerlak says. 

Landscaping costs shouldn't be af-
fected by the trend. " T h e union rate is 
about $20 an hour, while a CLT might 
make between $12-$14," Gerlak says. 

Martha Bradford, communications 
specialist at ALCA, says the issue of 
certification for contractors is divided 
among members. "Some people think 
certification is an added benefit that 
helps improve the image of landscape 
contractors," she says. "Others feel it 
doesn't buy you that much. What we 
need to do is study the issue more." 

Lankenau is one ALCA member 
who's against certification. "If a young 
man or woman passes a driver's test, it 
doesn't stop him or her from speeding 
or driving drunk," he says. 

But states and associations are im-
plementing more cert i f icat ion pro-
grams. 

T h e Professional Grounds Man-
agement Society (PGMS) started a pro-
gram in 1982, but, so far, only 18 
people have qualified for certification. 
The program requires applicants to 
have a combination of eight years ed-
ucation and experience, with several 
years in a supervisory capacity. Al-
though the PGMS program is open na-
tionally to members or non-members, 
many state landscape associations are 
starting their own programs to stave 
off government involvement. 

Arizona is such a state. The first 
qualified participants were certified 
in N o v e m b e r through a program 
started by the University of Arizona 
and three state associations. 

"With landscape professionals train-
ing individuals, you can be more posi-
tive about getting people to classes. 
There's no coercion," says Paul Bessey, 
Ph.D. at the University of Arizona. 

Par t i c ipants go through s ix bi-
monthly, day-long training sessions. 
Then they must pass a written exam 
and a hands-on test, which includes 
calibrating spreaders, repairing equip-
ment, and identifying diseases. 

Participants have included both 
government and private industry work-
ers says Terry Mikel, extension agent. 
But both Bessey and Mikel say that, in 
the long run, the consumer benefits 
most from certification programs. 

Federal legislation affecting 
landscape contractors 



Still, neither likes the idea of state 
g o v e r n m e n t regula t ing s u c h pro-
grams. "I personally don't want any-
t h i n g t o do w i t h r e g u l a t o r y 
programs," Mikel says. 

Playing politics 
States have long regulated pesticide 
applicators. Few landscape managers 
disagree with the purpose behind 
such safety measures, even though it 
varies between states. 

" U n d e r C a l i f o r n i a law, e v e r y 
worker is under the blanket of my li-
c e n s e , " says Mark Hodnick, land-
scape supervisor at Cal-Poly Pomona. 
"That way, they make sure I stay on 
top of things." 

Cities are now cracking down on 
landscape managers by passing laws. 

"Anytime you're dealing in a gov-
e r n m e n t s i tuat ion , you ' re deal ing 
with polit ics ," says Mark Eynatten, 
assistant director of parks and recrea-
tion for Coral Springs, Fla. "Specific 
interest groups impact on what you're 
able to do. Sometimes you have to 
change your priorities on a minute-to-
minute basis ." 

Coral Springs is a planned commu-
nity, which means landscaping laws 
are strict. " W e impose strict guide-

lines on developers," Eynatten says. 
"As a result, we have to comply with 
the same level of landscaping." For 
example, he says, the city law states 
that parking lots must have a com-
plete landscaped island every 40 feet. 

Federal legislation 
EPA laws aside, the federal govern-

'We're not crying wolf; 
these ore real threats 
when totalled all up.9 

—Ben Bolusky 

ment rarely gets involved in laws 
written directly to the landscape in-
dustry. But 1987 has seen the intro-
duction of labor legislation which 
ALCA and AAN says will hurt the 
green industry. 

The minimum wage bill, the mini-
mum health insurance bill, and the 
parental/medical leave bill would es-
calate the cost of running a company, 
possibly c losing down some small 
businesses. 

" L a b o r - r e l a t e d i ssues affect all 
parts of the industry," Bolusky says. 
"We ' re not crying wolf; these are real 
threats when totalled all up." 

A fourth piece of legislation cur-
rently before Congress, like the anti-
double breasting bill, affects the land-
scape industry more closely. Bolusky 
says the High Risk Notification Act 
steps on state and community right-
t o - k n o w laws, the OSHA Hazard 
Communication Standards (which go 
into effect in 1988), and the Farm 
W o r k e r ' s P r o t e c t i o n S t a n d a r d s 
( w h i c h fa l l u n d e r t h e E P A and 
FIFRA). "No one can argue that we've 
got to protect our workers, but one 
arm of the government doesn't know 
what the other arm is doing," he says. 

Can so many laws be good for an 
industry? 

"I would much prefer that we po-
lice ourselves than have the govern-
m e n t i n v o l v e d , " s a y s P G M S 
executive director Allan Shulder. 

The battle between legislation and 
the landscape will take organized ef-
forts among professional industry 
groups to fight off excessive regula-
tions. 

B e l o s k y o f f e r s s i m p l e a d v i c e : 
"Write your representative." LM 

PSB Company 
Manufacturers of millions of quality lawn spreaders since 1946. 
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BROADCAST SPREADER 

CAN BE SHIPPED VIA UPS 

The best got even better! It was tough, 
but we've found a way to improve the 
best broadcast spreader on the 
market: first, add our patent pending 
trim control device* and, second, 
make the height adjustable for 
operator convenience. Best of all, both 
improvements are retrofittable to our 
classic CB-85. 
Other features include: improved, hi-
impact, rust free hopper; epoxy coated 
metal parts; cushioned hand grips; 
spring loaded on/off lever; 5/e" #304 
stainless steel axle; heavy duty gears; 
ball bearing wheels with grease seals; 

stainless steel agitator; hopper 
screen; more. 
Manufacturers of millions of quality 
lawn spreaders since 1946. 
Specifications subject to change without notice. 
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The view out the window of the Washington Monument shows the White House and land managed by the National 
Park Service. 

A CAPITAL IDEA 
The National Park Service isn't limited to vast expanses of Yosemite and 

Yellowstone. In the nation's capital, the park service captures nature's 
highlights in limited spaces through design and management. 

It was all perfect. The building of 
the Vietnam Memorial went like 
clockwork. The site was newly 

sodded. The turf was watered and 
primed for the dedication: November 
11,1984. 

O n l y o n e t h i n g w e n t w r o n g : 
400,000 people showed up. An over-
whelming number, which no one had 
planned on. 

Within less than eight hours, it was 
mud. No turf remained. Just mud. 

" T h e big fallacy was that we sod-
ded just two weeks before dedica-

by Heide Aungst , m a n a g i n g editor 

t ion, " says Jim Patterson, research 
agronomist with the National Park 
Service (NPS). 

Because of the projected wheel-
chair traffic, the NPS laid the sod with 
Enkamat on top of the existing soil 
mixed with sewage compost. " T h e 
soil was tightly compacted into the 
matrix of the Enkamat ," says John 
Short, NPS soil scientist. 

The memorial is now the number-
one visited park in the country. Traffic 
to the monument can still be as high as 
13,000 people a day. But walkways 

have been gradually expanded. After 
researching the problem, the park ser-
v i c e r e n o v a t e d the soi l to a 3/» 
construction sand soil mix. The 
area was re-sodded with more wear-
tolerant bluegrass. 

Solving problems such as turf man-
agement around the monuments is a 
big part of the NPS employees' job. 

A monumental job 
Mel Oldie has worked for the park 
service for 30 years and has been chief 
of grounds and trees for the past 



Landscape manager Mel Oldie oversees tree pruning in front of the 
Washington Monument. 

seven. Oldie oversees 98 people to 
m a n a g e 104 a c r e s of m o n u m e n t 
grounds and 46 acres on Capital Mall. 
In fact, 23 percent of the land within 
Washington D.C. is in park service ju-
risdiction. 

To be more exact, the park service 
in the National Capitol Region over-
sees 62,000 acres of park land, 447 
miles of roadways, 846 acres of road-
sides and 717 miles of trails. 

Oldie says the hardest part of his 
job is keeping the turf cut and picking 
up trash left by more than 26 million 
visitors each year. 

That kind of traffic on the grounds 
causes severe compaction problems. 
To help al leviate the problem, the 
crew aerates four times a year, twice 
in the fall, twice in the spring, in two 
directions. 

Constant traffic on the turf also 
makes the area ideal to test wear toler-
ance of turf varieties. A trained eye 
looking out of the Washington Monu-
ment will notice turf plots on the 
monument grounds for the National 
Bluegrass tests. 

The crew mows an average of once 
a week at inches. In the heat of the 
summer, Oldie cuts back to every 
other week and raises the height of 
cut to three inches. 

Much of the monument grounds is 
not irrigated, although future plans 
call for the installation of a quick-cou-
pler system. 

Although Oldie says his landscape 
management job isn't out of the ordi-
nary, the sheer quantity of products 
used is rare. 

In 1986, the National Capital Re-
gion park service used 23 tons of dry 
fertilizer, most of it a 16-8-8 mix, and 
10,125 gallons of liquid fertilizer. They 
used 200 cubic yards of topsoil, 600 

A trained eye looking 
out of the Washington 
Monument will notice 
turf plots on the 
monument grounds for 
the National Bluegrass 
tests. 

cubic yards of mulch and IOV2 tons of 
lime. They used 3,000 square yards of 
sod and 27,700 pounds of turfseed. 
Most of the seed used, 9,000 pounds to 
be exact, is K-31 tall fescue, which 
Patterson says "has been our work-
force for 20 years . " Other varieties 
used include Monopoly, A-34 and 
Meri t Kentucky bluegrass ; Pa lmer 
and Regal perennial ryegrass; and 
Falcon tall fescue. 

The park service plants an average 
of 1 4 3 , 7 2 0 t u l i p b u l b s ; 2 2 , 2 2 8 

daffodils; and 71,369 annuals. In 1986, 
they planted 235 trees and removed 
42; they planted 2,449 shrubs, while 
removing 2,199 shrubs. 

But Washington ' s landscape is 
more involved than just the complex 
management of it. Much relies on the 
original design. 

Modern plans 
NPS designers and landscape archi-
tects review all documents before 
altering any part of the Washington 
landscape under park service juris-
diction. 

" T h e first thing I do is file re-
search," says Mike Donnelly, regional 
planning coordinator. "I try to under-
stand the evolution this part of the 
grounds has gone through over t ime." 

Donnelly has been involved in re-
designing the Washington Monument 
grounds. "You have to ask what did 
the original designers have in mind? 
And, what's going on out there now?" 
Donnelly says. "None of the original 
designers recognized the Washington 
Monument as part of the Mall . " 

One re-design plan was approved 
in 1982; with that, two sidewalks were 
built to eliminate turf traffic. But by 
1986, some of the plans had been dis-
approved, taking Donnelly back to 
square one. 

Design management 
W h i l e Done l ly is r e s p o n s i b l e for 
large-scale design plans, NPS land-
scape architects design specific areas 
and work c lose ly with landscape 
managers. Areas around the national 
capital region are divided into natu-
ral, cultural and historic development 
zones. 

"In natural areas, it's established 
policy that only native and local plant 
material can be used," says landscape 
architect Darwina Neal. Some historic 
parks can only use plant materials 
which were available at the time of 
construction; no improved varieties 
can be used. 

Once an area is designed, Neal may 
turn to researchers for advice on vari-
eties to use. The park service's Center 
For Urban Ecology houses research-
ers in agronomy, soil, entomology and 
related fields. 

Tackling the problems 
One of the biggest problems in the 
National Capital Region, Short says, is 
the soil. He has giant core samples 
mounted on the walls of his labora-
tory, much of it looking more like a 
dump than a park soil. But the key to 
his job and that of other researchers at 
the center is to find solutions. 

"With some sites we'll use what 
exists, some we'll modify and some 



we'll replace," Short says. "For what-
ever the landscape architect deems 
necessary, we try to engineer a soil 
system site by site ." 

E n g i n e e r i n g a soil sys tem may 
mean adding lightweight aggregate 
such as Turface. 

In 1986, the National Capital Re-
gion used 46 tons of Turface, and had 
used 178 tons the year before. But 
while the National Park Service con-
tinues to purchase large quantities of 
some products, one thing they've cut 
back on is pesticides. 

In 1979, the National Capitol Re-
gion implemented an integrated pest 
management (IPM) program. "Noth-
ing gets sprayed just in case, any-
m o r e , " says C a r o l D i S a l v o , IPM 
specialist/entomologist. "You have to 
prove (insect infestation) is at a level 
that's intolerable." 

IPM is a system of monitoring and 
c o n t r o l l i n g p e s t p o p u l a t i o n s 
whether it 's insects, weeds or dis-
ease. To control beet le infestation in 
elms, DiSalvo has set 99 traps on 
trees throughout the capital region. 
T h e traps are sheets of paper coated 
with a s u b s t a n c e c o n t a i n i n g phe-
romone bait. T h e y are put on trees 
other than elm, to draw the disease-

Entomologist Carol DiSalvo checks a 
beetle trap as part of the park 
service's I.P.M. program. 

carrying Scolytus multistriatus bee-
tle away from the elms. 

Every elm has been numbered and 
has a history on file to monitor closely 
for Dutch Elm Disease. If the disease is 
found, the tree will be treated with a 
fungicide, or cut down if it might 
spread. The park service has found a 
nursery which will supply American 
elms and is confident that with the 
IPM program, they will be able to 
plant more elms. 

Besides elms, the park service has 
started an ornamental cherry tree do-
nation program called "Blossoms in 
Our Future ." They estimate only 500 
of the current 3,000 cherry trees are 
from the original planting. In 1987, 66 
new cherries were donated. 

" T h e biggest change I've seen is the 
increase in cherry trees," Oldie says. 
" T h e number of trees has almost dou-
bled in the past 15 years." 

The trees, along with design and 
management programs, keeps the na-
tion's capital a beautiful place to live 
or visit. 

"I travel to a lot of other cities," Pat-
terson says, "but I still think Washington 
is the most beautiful city. And a lot of the 
credit belongs to Mel Oldie and the other 
people who work here." LM 

TURF VAC sweeps both turf and pavement 

The only sweepers with unique all-vacuum 
design that operate on both turf or pave-
ment, wet or dry. Safe, powerful air picks up 
bottles, cans, as well as fine clippings to re-
duce thatch build-up. 

• Sweeping widths from 4' to 30'. 
• 6"x10 ' hand intake hose available. 
• Hard surface filtration. 
• No fingers or brushes to wear out— 

picks up by air only. 
• Ground dump & power lift dump. 
• Tow type or self-propelled. 
• PTO models available. 

Write for brochures/distributor in your area. 

MODEL FM6 PTO. Fast, powerful sweeper tows behind PTO tractor. 
Vacuums up bottles, pine cones, heavy thatch. Sweeps 60" wide. Hop-
per capacity 5 cu. yds. unmulched material. Ground dumps. 

TURF VAC CORPORATION 
15701 Graham Street, 

Huntington Beach, CA 92649 
Telephone: (714) 898-9382 

MODEL 70-LD 
Sweeps 54" wide. 
Se l f -p rope l led . 2 
cu. yd. ground dump 
hopper. 

MODEL 80 
Sweeps 48' wide. 3 
wheels for short turn-
ing radius. 

TORNADO TRUCK 
LOADER 
Super vacuum pow-
ered by 30 hp engine. 
Scoop or p ick-up 
hose. 



THE POWER OF 
TOTAL TURF CARE 

For healthier, greener, more beautiful grass, fight weeds 
and diseases with Turf Care® products from Fermenta 
Plant Protection Company. 

Daconil 2787®, available as a flowable formula-
tion and as a wettable powder, is the most effective, 
broadest spectrum turf fungicide you can buy. It offers 
effective control of 12 major turfgrass diseases. 

Dacthal® herbicide provides broad-spectrum 
preemergence control of crabgrass, spurge and 22 other 
annual grasses and broadleaf weeds. Also controls 
creeping speedwell as a postemergent herbicide. Avail-
able in flowable and wettable powder formulations. 
Only Dacthal guarantees control of crabgrass. Ask us 
for details. 

Daconate® 6 is a proven postemergent herbicide 
that's highly effective against tough weeds such as 
crabgrass. (Sold as Bueno® 6 in Western states only.) 

2 Plus 2 (MCPP + 2,4-D Amine) is the effective 

and economical way to control more than 20 pesky 
broadleaf weeds such as clover and dandelions. 

Frigate® agricultural adjuvant — the only product 
specifically formulated to enhance the performance of 
Roundup* for control of perennial and annual weeds, 
for turf renovations and non-cropland use. 

Professionals go with the power of Turf Care prod-
ucts from Fermenta Plant Protection Company. 

Fermenta Plant Protection Company, 5966 Heisley 
Road, P.O. Box 8000, Mentor, Ohio 44061-8000. 

* Roundup is a registered trademark of Monsanto Co. 

m m FERMENTA 
PLANT PROTECTION 

Always follow label directions carefully when using turf chemicals. 
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New Triumph* from CIBA-GEIGY, provides, on average, over 90% grub control in just two to three days. And there are over 10 years of major university and CIBA-GEIGY trials to prove it. 
Triumph offers broad spectrum control of 

surface feeders like chinch bugs, sod webworms, 
army worms, chionodes, plus sub-surface mole 
crickets and annual bluegrass weevils. 

Application in late summer to fall can prevent turf insect damage by eliminating grubs 
when they're small, before they can damage roots. 
And if grub damage appears in spring and summer, 
application of Triumph quickly stops further 
damage. 

When your customers call you with a 
grub problem, they want results fast. And that's 

what they get with Triumph. And, because 
Triumph is restricted to lawn care applicators, 
your customers can only get it from you. 

CIBA-GEIGY 



TURF CALENDAR 
JANUARY 

3-5—Kansas Association of Nurserymen 
Winter Meeting. Kansas City, MO. Contact: 
John Tonkin, 5530 W. 19th St., Topeka, KS 
66604; (913)272-6437. 
4-6—Maryland Turfgrass 488. Maryland 
Turfgrass Council. Festival Hall, Bal-
timore, MD. Contact: Cheryl A. Gaultney, 
P.O. Box 223, White Marsh, MD 21162; (301) 
335-3700 or Dr. Thomas Turner, Dept. of 
Agronomy, University of Maryland, Col-
lege Park, MD 20742; (301) 454-3716. 
4-8—Mississippi Turfgrass Short Course. 
Bost Extension Center, Mississippi State, 
MS. Contact: G. Euel Coats, MTA, P.O. 
Drawer PG, Mississippi State, MS 39762; 
(601)325-3138. 
5-7—Illinois Landscape Contractors Asso-
ciation Winter Design Seminar. Oak 
Meadows Country Club, Addison, IL. Con-
tact: Pat Cassady, 2200 S. Main St., Lom-
bard, IL 60134; (312) 932-8443. 
5-7—Indiana Association of Nurserymen 
Annual Winter Conference. Adam's Mark 
Hotel, Indianapolis, IN. Contact: Philip 
Carpenter, 202E 650N, West Lafayette, IN 
47906; (317)497-1100. 
5-8—Eastern Regional Nurserymen's As-
sociation Annual Convention and Trade 
Show. Concord Resort Hotel, Kiamesha 
Lake, NY. Contact: Larry Carville, 24 West 
Rd., Suite 53, Vernon, CT 06066; (203) 
872-2095. 
6 -8 — 2 6 t h Annual North C a r o l i n a 
Turfgrass Conference & Exhibit. Winston-
Salem, NC. Contact: A.H. Bruneau, Box 
7620. NC State, Raleigh, NC 27695-7620; 
(919) 737-2326 or R.H. Robertson, P.O. Box 
5395, Cary, NC 27511; (919)467-1162. 
6-8—42nd Annual Meeting, Northeastern 
Weed Science Society. Sheraton Hartford 
Hotel, Hartford, CT. Contact: Richard A. 
Ashley, Dept. of Plant Science, U-67, Uni-
versity of Connecticut, Storrs, CT 06268; 
(203)486-3435. 
6-9—Grower Expo '88. Pheasant Run Re-
sort, St. Charles, IL. Contact: Kathy Woot-
ton, P.O. Box 501, West Chicago, IL 60185; 
(312)293-5020. 
7—New York State Nurserymen's Associ-
ation Annual Meeting. Concord Hotel, 
Kiamesha Lake, NY. Contact: Margaret 
Herbst, 310 Madison Ave., New York, NY 
10017; (212)697-2752. 
7, 14, 21—Topics In Landscape Manage-
ment. Loree Building, Cook College, 
Rutgers University New Brunswick NJ. 
Contact: Jim Morris, (201) 932-9721. 
7-8—1988 New Hampshire Turf Con-
ference. The Center of New Hampshire 
Holiday Inn, Manchester, NH. Contact: Dr. 
John R. Roberts, Dept. of Plant Science, 
Nesmith Hall, UNH, Durham, NH 
03824-3597; (603) 862-3202 or Mark Taylor, 
P.O. Box 250, Haverhill, MA 01830; (617) 
374-0581. 
7-8 —Kentucky Shade Tree & Nur-
serymen's Annual Trade Show. Executive 
Inn West, Louisville, KY. Contact: Larry 
Lose, 10105 After Rd., Louisville, KY; (502) 
245-4036 or Lee Squires, 701 Baxter Ave., 
Louisville, KY 40204; (502)451-5630. 
7-9—Washington State Nurserymen's As-
sociation Annual Convention. Towne 
Plaza Hotel, Yakima, WA. Contact: Mar-

garet Schlosser, WSNA, P.O. Box 670, 
Sumner, WA 98390; (206) 863-4482. 
9-10—LAN-MNA Educational Winter 
Seminar. Coliseum Ramada Inn, Jackson, 
MS. Contact: David Tatum, P.O. Box 5207, 
Mississippi State, MS 39762; (601) 325-7771. 
10-14—Advanced Landscape Plant I.P.M. 
Short Course. Entomology Department, 
University of Maryland, College Park, MD. 
Contact: Dr. John Davidson, Entomology 
Dept., University of Maryland, College 
Park, MD 20742; (301)454-7121. 
10-12—Minnesota Nurserymen's Annual 
Convention & Trade Show. Hyatt Regency 
Hotel, Minneapolis, MN. Contact: Jim & 
Gen McCarthy or Larry Pfarr, P.O. Box 
13307, St. Paul, MN 55113; (612) 633-4987. 
11-12—Associated Landscape Contractors 
of Massachusetts Short Course. Mass. Bay 
Community College, Wellesley, MA. Con-
tact: Virginia Wood, 1357 Washington St., 
W. Newton, MA 02165; (617) 964-0452. 
11-13—Mid-Atlantic Nurserymen's Trade 
Show. Baltimore, MD. Contact: Mid-Atlan-
tic Nurserymen's Trade Show, P.O. Box 
314, Perry Hall, MD 21128; (301) 256-6474. 
11-14—Michigan Association of Nur-
serymen Annual Convention & Trade 
Show. Lansing, MI. Contact: Richard 
Seely, 500 N. Homer, Suite 201, Lansing, MI 
48912; (517) 337-1796. 
11-15—Cornell Turfgrass Short Course. 
Cornell University, Ithaca, NY. Contact: 
Joann Gruttadaurio 20 Plant Science 
Building, Cornell University, Ithaca, NY 
14853; (607) 255-1792. 
11-15—Advanced Technical Arboriculture 
Course. Washington, D.C. Contact: Dr. 
Tom Smiley or Dr. Ken Miller at (304) 
876-6595 or (800) 622-2562. 
12—Perennial Plant Selection and Design. 
Elyria, Ohio. Contact: Charles Behnke, 
Lorain County Cooperative Extension Ser-
vice, 1575 Lowell St., Elyria, OH 44035; 
(216) 322-0127. 
12-13—Rhode Island Nurserymen's Asso-
ciation Short Course and Annual Meeting. 
Sheraton Islander Inn, Newport, RI. Con-
tact: Marlene Franklin, P.O. Box 99, King-
ston, RI 02881; (401) 789-6481. 
12-13—Tidewater Professional Hor-
ticulture Conference & Trade Show. 
Pavillion Conference Center, Virginia 
Beach, VA. Contact: Beth Wright, P.O. Box 
6291, Virginia Beach, VA 23456. 
12-14—Pacific Coast Nursery Industry 
Seminar. San Luis Obispo, CA. Contact: 
Elaine Thompson, 1419 21st St., Sacra-
mento, CA 95814; (916) 448-2881 or (800) 
752-6822 or Jack Wick, 1419 21st St., Sacra-
mento, CA 95814; (916)448-2881. 
13-14—24th Annual North Carolina Irriga-
tion Conference. McKimmon Center, 
North Carolina State University, Raleigh, 
NC. Contact: Ronald Sneed, Box 7625, NC. 
State University, Raleigh, NC 27685; (919) 
737-2675. 
13-15 — Inter mountain Hort icul tural 
Trade Show. Dixie Center, St. George, UT. 
Contact: George S. Hoar, 3500 S. 900 East, 
Salt Lake City, UT 84106; (801) 487-4131. 
13-15—Eastern Pennsylvania Conference 
and Trade Show. Valley Forge Convention 
& Exhibit Center, King of Prussia, PA. Con-
tact: Thomas Watschke, Department of 

Agronomy, 16 Tyson Building, University 
Park, PA 16802; (814) 863-1613. 
14-15—Landscape Estimating Workshop. 
Akron, OH (other 1988 dates in cities in-
cluding Dallas, Portland, Chicago, Wash-
ington D.C. & New York). Contact: Vander 
Kooi & Associates, P.O. Box 621414, Lit-
tleton, CO 80162; (303) 697-6467. 
14-15—Rocky Mountain Regional Turf 
Conference. Lory Student Center, Colo-
rado State University, Fort Collins, CO. 
Contact: Dr. K.M. Brink, Dept. of Hor-
ticulture, Colorado State University, Ft. 
Collins, CO 80523; (303) 491-7018. 
14-16—Georgia-South Carolina Nursery 
Association Trade Show & Short Course. 
Civic Center, Savannah, GA. Contact: Jake 
Tringa, 190 Spring Tree Rd., Athens, GA 
30602 or Sherry Phillips, 103 Layle Lane, 
Watkinsville, GA 30677; (404) 769-8255. 
15-17—Arkansas Nurserymen's Associa-
tion Annual Conference. Excelsior Hotel, 
Little Rock, AR. Contact: Jerry Russell, 
P.O. Box 55295, Little Rock, AR 72225; 
(501) 225-0029 or Faith Welshans, 11473 
Southridge, Little Rock, AR 72225. 
15-17—Florida World. Florida Foliage As-
sociation & Foliage Foundation. Orlando, 
FL. Contact: Ann King or Betty Briggs, P.O. 
Box 2208, Apopka, FL 32704; (305) 
886-1036. 
15-17—Mid-Am Horticulture Trade Show. 
Hyatt Regency, Chicago, IL. Contact: Donn 
W. Sanford, CAE 4300-L Lincoln Ave., 
Rolling Meadows, IL 60008; (312) 359-8160. 
17-20—40th Annual California Weed Con-
ference. Red Lion Inn, Sacramento, CA. 
Contact: Stanley Walton, P.O. Box 3021, El 
Macero, CA 95618; (916)756-0123. 
18-20—58th Annual Michigan Turfgrass 
Conference. Clarion Convention Center, 
Lansing, MI. Contact: P.E. Rieke, Crop & 
Soil Sciences, Michigan State University, 
E. Lansing, MI 48824; (517) 355-0266 or 
M.T. McElroy, (517) 353-9022. 
18-20—Cornell Turfgrass Short Course. 
Cornell University, Ithaca, NY. Contact: 
Joann Gruttadaurio 20 Plant Science 
Building, Cornell University, Ithaca, NY 
14853; (607) 255-1792. 
19—New York Professional Turf and 
Landscape Conference. Yonkers Raceway, 
Yonkers, NY. Contact: John Cockerill, 475 
Central Ave., White Plains, NY 10606; (914) 
428-6443. 
19-20—Delaware Horticultural Industry 
Expo. Sheraton Inn, Dover, DE. Contact: 
Susan Barton, Townsend Hall, University 
of Delaware, Newark, DE 19717-1303; (302) 
451-2532. 
19-21—-3rd A n n u a l North C e n t r a l 
Turfgrass Conference & Trade Show. Holi-
day Inn, Bismarck, ND. Contact: Kevin 
Stayton, Box 7262, Bismarck, ND 58502; 
(701)224-1517. 
19-21—Illinois Landscape Contractors As-
sociation Winter Business and Technical 
Seminar. Oak Meadow Country Club, Ad-
dison, 111. Contact: Pat Cassady, 2200 S. 
Main St., Lombard, IL 60134; (312) 
932-8443. 
19-21—New Jersey Association of Nur-
serymen Annual Educational Session. 
Hyatt Regency, Princeton, NJ. Contact: S. 
Howard Davis, Building A, Suite 3, 65 S. 
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Main St., Pennington, NJ. 08534; (609) 737-
0890. 
19-21—Landscape Ontario Horticultural 
Trade Association Congress 488. Sheraton 
Centre, Toronto, Canada. Contact: Jo-
Anne Willetts, 1293 Matheson Boulevard, 
Mississauga, Ontario L4W 1R1; (416) 
629-1184. 
19-21—28th Virginia Turfgrass Con-
ference & Trade Show. Richmond, VA. 
Contact: Katherine T. Martin, P.O. Box 
527, Richmond, VA 23204; (804) 353-8699 
or J.R. Hall III, Agronomy Dept., Virginia 
Tech, Blacksburg, VA 24061; (703) 
961-5797. 
20-22—Iowa Nurserymen's Association 
Convention & Trade Show. Des Moines 
Convention Center, Des Moines, IA. Con-
tact: Marge LePorte, 7261 N.W. 21st St., An-
keny, IA 50021; (515) 289-1790. 
20-22—Tennessee Nursery Short Course. 
Maxwell House Hotel, Nashville, TN. Con-
tact: Dr. Ken Tilt, U.T. Box 1071, Knoxville, 
TN 37901-1071; (615)974-1840. 
20-23—Texas Association of Nurserymen 
Convention. Hyatt Hotel, Fort Worth, TX. 
Contact: B.R. Fullingim, 7730 South IH-35, 
Austin, TX 78745-6621; (512) 280-5182. 
20, 27 (also dates in Feb.) Estimating Resi-
dential & Commercial Landscape Pro-
posals. Extension Conference Center, 
Cook College, Rutgers University New 
Brunswick, NJ. Contact: Jim Morris (201) 
932-9271. 
21-22—Shade Tree Conference. Kansas 
Arborists Association. Manhattan Holi-
day Inn, M a n h a t t a n , KS. C o n t a c t : 
Charles Long, Waters Hall, Kansas State 
University, Manhattan, KS 66506; (913) 
532-6170. 
21-22—Think Trees. Albuquerque Parks & 
Recreation Dept. Albuquerque, NM. Con-
tact: Robert Cox, 620 Lomas S.W., Albu-
querque, NM 87102; (505) 243-1386. 
21-23—Tropical Plant Industry Exhib-
ition. Coconut Grove Exhibition Center, 
Miami, FL. Contact: TPIE, 5401 Kirkman 
Rd., Suite 650, Orlando, FL 32819; (305) 
345-8137. 
22—National Council for Interior Hor-
ticultural Certification Exam. TPIE Con-
vention Coconut Grove, Miami, FL. 
Contact: Norma A. Gammon, 115 Abbot St., 
Andover, MA 01810; (617) 475-9417. 
22—Western Chapter, International So-
ciety of Arboricul ture Educational 
Meeting. Kellogg West, Cal Poly State Uni-
versity, Pomona, Calif. Contact: Denice 
Froehlich, P.O. Box 424, St. Helena, CA 
94574; (707) 963-7578. 

24-29—Institute for Facilities Manage-
ment. Association of Physical Plant Ad-
ministrators, Hotel El Rancho, Sacra-
mento, Calif. Contact: Diana Tringali, 1446 
Duke St., Alexandria, VA 22314; (703) 
684-1446. 
25-28—Central Environmental Nursery 
Trade Show (CENTS) & Ohio State Nur-
sery Short Course. The Ohio Center, Co-
lumbus, OH. Contact: Bill Stanten, 2021 E. 
Dublin-Granville Rd., Columbus, OH 
43229; (614)431-2452. 
26-28—Iowa Turfgrass Conference & 
Show. Des Moines Convention Center, Des 
Moines, IA. Contact: Dr. Michael Agnew, 
105 Horticulture Building, Iowa State Uni-
versity, Ames, IA 50011; (515) 294-1870. 
27-29—Internat ional Society of Ar-
boriculture Midwest Chapter Conference. 
Holiday Inn Westport, St. Louis, MO. Con-
tact: James Rocca, Conservation Dept., 
P.O. Box 180, Jefferson City, MO 65102, 
(314)751-4115. 
2 8 - S o u t h e r n California Spring Hor-
ticultural Trade Show. Los Angeles 
County Fairplex, Pomona, CA. Contact: 
Richard Staples, 3136 Root Ave., Car-
michael, CA 95608; (916) 488-6434. 
28—65th Annual Meeting, Connecticut 
Tree Protective Association. Aqua-Turf, 
Plantsville, CT. Contact: CTPA, P.O. Box 
344, New Haven, CT 06513-0344; (203) 
467-5600 or (914) 428-6700. 
28—Western Cemetery Alliance Board of 
Directors Meeting. Coeur d'Alene Resort, 
ID. Contact: James A. Lahey, 1107 Ninth St., 
Suite 860, Sacramento, CA 95814; (916) 
441-4533. 
28-29—New Jersey Chapter American So-
ciety of Landscape Architects Annual 
Meeting. Resorts Casino-Hotel, Atlantic 
City, NJ. Contact: Richard Bartolone, 
Roger Wells Inc., 132 Haddon Ave., Had-
donfield, NJ 08033; (609)429-1577. 
28-29—Horticulture Industries Show. 
Tulsa Convention Center, Tulsa, OK. Con-
tact: Dr. Mike Kenna, Oklahoma State Uni-
versity, Stillwater, OK 74078-0481; (405) 
624-5419. 
31-Feb. 2—Empire State Annual Tree Con-
ference. Westchester Marriott, Tarytown, 
NY. Contact: Mary Drake, NYSAA, 108 
Ruskin Ave., Syracuse, NY 13207; (315) 
472-2085. 
31-Feb. 3—33rd Annual Southwest Park & 
Recreation Training Institute. Lake Tex-
oma Lodge, Kingston, OK. Contact: Max 
Robertson, Parks & Recreation, P.O. Box 
2570, Waco, TX 76702-2570; (817) 753-
0222. 

Next month ... 

GCSAA 
SHOW ISSUE 

WE REACH THE 
PEOPLE YOU NEED 
TO REACH! 

Place a classified ad in any of 
these HARCOURT BRACE 
JOVANOVICH PUBLICATIONS 
and you know your ad dollar is 
wisely spent. 

Circulation Magazine 

22,204 AFTERMARKET BUSINESS 
13.017 AMERICAN AUTOMATIC 

MERCHANDISER 
133,000 AMERICAN SALON 
26,052 BEVERAGE INDUSTRY 
10.459 BODY FASHIONS/INTIMATE 

APPAREL 
3,859 CANDY INDUSTRY 

10,488 CANDY MARKETER 
20,506 CONCRETE 

103,109 DENTAL MANAGEMENT 
6,494 DERMATOLOGY TIMES 

12,693 DRUG & COSMETIC INDUSTRY 
35,330 DVM NEWSMAGAZINE 
24,535 FLOORING 
70,386 FOOD & DRUG PACKAGING 
56,935 FOOD MANAGEMENT 
18,856 HEARING INSTRUMENTS 
44,223 HOTEL & MOTEL MANAGEMENT 
13,833 HOUSEWARES 
46,499 LANDSCAPE MANAGEMENT 
13,610 LAWN CARE INDUSTRY 
15,087 LP/GAS 
17,268 MEAT PROCESSING 
13,875 NEUROLOGY 
14,495 OPHTHALMOLOGY TIMES 
13,683 PAPERB0ARD PACKAGING 
12,864 PAPER SALES 
15,928 PEST CONTROL 
14,076 PETS SUPPLIES MARKETING 
20,881 PIT & QUARRY 
13,775 POULTRY PROCESSING 

102,872 RESTAURANT MANAGEMENT 
20,167 ROOFING/SIDING/INSULATION 
9,192 SNACK FOOD 
8,736 UROLOGY TIMES 

Don't forget that classified 
advertising works just as effectively in 
locating employees as it does if you 
are looking for a position, have a line, 
machinery or a business to sell, are 
seeking representatives or wish to 
buy a specific item. Let it go to work 
for you! 

HBJ PUBLICATIONS does a better 
job of reaching those who count (your 
potential customers) than any other 
business publisher. 

COUNT ON US 
TO REACH THOSE 
WHO COUNT! 

Call Dawn Nilsen at 218-723-9200 



Sorry, crabgrass. Sorry, goose-
grass. You won't be checking in here 
this season. Not on turf areas treated 
with Team preemergence herbicide. 

Only one group has reserva-
tions. Your turfgrass. Even bentgrass 
can relax, Team is that gentle. 

That means you can take a 20-
week vacation from weeds. From 
disgruntled golfers. From callbacks. 
And costly reapplications. 

Application is easy and accu-
rate. Team gets to the ground where 
you want it. It won t leach out, even in 
heavy rainfall. Once activated, it forms 

Circle No. 113 on Reader Inquiry Card 

With Team on your turf, 
weeds won't check in for 20 weeks. 

a zone of protection that shuts the 
door on weeds for up to 20 weeks. 

Team is widely available on dry 
fertilizer from leading formulators, and 
in granular form from your distributor. 

So if weeds are planning to visit 
your turf this season, tell them sorry. 
You've booked Team for the season. 
See your Elanco distributor. Or call 
toll-free: 1-800-352-6776. 
Elanco Products Company 
A Division of Eli Lilly and Company 
Lilly Corporate Center 
Dept E-455, Indianapolis, IN 46285. U S A. 
Team"1 — (benefin+trifluralin, Elanco) 
Refer to the Team label for complete use directions 



SOURCES OF CAPITAL 
Over-extended in your loans from conventional sources of capital? 

You may want to try secondary sources— 
but not without first understanding the criteria for borrowing. 

by Rudd McGary and Ed Wandtke 

In this era of ever-changing oppor-
tunities, it is essential for growing 
companies in the green industry to 

know where to secure capital and 
what it will cost. 

Sources of capital willing to invest 
in service companies in general—and 
in the green industries in particular— 
are evident by the large number of 
acquisitions taking place in lawn care 
today. This is but an example of the 
belief by other companies not cur-
rently in the industry that a signifi-
cant return on their investment is 
available by operating a successful 
lawn care company. 

If you haven't been developing a 
capital source for your firm, where 
can you turn? 

Conventional source 
Conventional financing sources of 
capital are: your banker, a secured 
loan from the state in which you oper-
ate your company, or one of the vari-
ous federal financing sources avail-
able in your community. In many 
cases, conventional financing is not 
available to companies already over-
extended in these sources. An alter-
native is to turn to another group of 
financing sources. 

Secondary sources 
Literally hundreds of secondary 
sources of capital are located all 
around the country. Some of them 

MANAGEMENT 

IN BUSINESS 
limit their investments to specific in-
dustries. Some differentiate their in-
vestment criteria by some specific 
business interest in which they have 
some expertise. 

These sources of capital are known 
as "venture capital companies" or as 
"small business investment com-
panies" (SBICs). These companies 
often cover many business areas and 
their financing ranges from $100,000 
to over $1,800,000. 

Many of these firms lend and in-
vest in secondary mortgages or subor-
dinated debt, with a warrant to 
purchase shares of a company at a cer-
tain price at a future fixed date. If your 
business is already highly leveraged 
(high debt-to-equity ratio), and you 
can't borrow conventionally, you may 
wish to contact one of the firms who 
operate in your market area. 

You should know of two operating 
issues when you deal with these cap-
ital sources. 

1. When they invest in a company 
they oversee their investment by be-
coming a member of the board of di-
rectors with the authority of a 
majority owner of the company. 

2. They will require regular man-
agement reports, monthly financial 
statements, and access to all operating 
results of the company as the reports 
are generated. They may even require 
the owner to send a narrative with the 
reports to help them interpret and un-
derstand what the reports are telling 
the company's management. 

The need to secure funds from 
these secondary sources of capital 
may be a sudden opportunity, or the 
occurence of an unforeseen circum-

stance. Whatever the reason, the fol-
lowing is a list of ideas that will help 
you to raise the capital. 

• Determine the amount of funds 
you will need. Then add 25 to 30 per-
cent as a cushion. 

• Document your capital require-
ments by preparing a monthly cash 
flow projection for the first year's use 
of the funds. Then prepare a monthly 
projection for the next year or two to 
demonstrate the probable repayment 
plan. 

• Prepare monthly profit-and-loss 
statements and balance sheets for the 
same period for which the cash flow is 
prepared. 

• Develop a one-page summary of 
your business detailing its history and 
concept. 

• Provide additional information 
such as: past three years' financials, a 
brief profile of the management, and 
advertising brochures that you are 
using. 

• Plan on sending your proposal to 
between four and 10 firms which lend 
funds in your market. 

• Check with your accountant and 
lawyer before you send out any informa-
tion on the company. You must be cer-
tain you have represented the company 
fairly and are not in violation of any 
federal or state security laws. 

• One week after sending the 
package out to prospective investors, 
call to confirm that the material was 
received and is in the hands of the 
appropriate individual in the firms. 

• Follow up in another one to two 
weeks for any preliminary interest or 
additional action. 

Summary 
It is important to identify the need for 
capital and then to quickly identify 
those investors who would be inter-
ested in your opportunity. Within 30 
days after contacting the capital mar-
kets you should have enough feed-
back as to whether there is any 
interest in your proposal. Make sure 
your proposal to potential investors is 
succinct and framed in such a manner 
that the investor can make a deci-
sion—either yes or no. 

LM 

Wandtke and McGary are senior consultants with 
All-Green Management Associates in Columbus, 
Ohio. Dr. McGary focuses on marketing and man-
agement issues. Wandtke focuses on operations 
and financial questions. 



Only CHIPCO ALETTE 
fungicide translocates 

throughout your turfgrass for 
total Pythium protection. 

If you're like many golf course 
superintendents, you rotate 
fungicides to reduce the risk of 
disease resistance But you still 
need a "foundation" product you 
can count on for effective, long-
lasting Pythium control. And the 
name of that product is CHIPCO 
ALIETTE fungicide 

Unlike other turf fungicides, 
CHIPCO ALIETTE fungicide fea-
tures a unique two-way systemic 
action. Once applied to turf, its 
active ingredient translocates 
downward and upward through-
out each grass plant. The result: 
total disease protection from top 
to bottom. 

In addition, CHIPCO ALIETTE 
fungicide offers you 21 days of 
Pythium protection from a single 
application. Even in hot, humid 
weather, CHIPCO ALIETTE fungi-
cide stops Pythium before it gets 
started 

Best of all, CHIPCO ALIETTE 
fungicide delivers long-lasting 
pythium prevention at a down-to-
earth price In fact, CHIPCO 
ALIETTE fungicide is one of your 
best fungicide values based on 
cost per day of control. 

This year, discover the fungi-
cide that's in a class by itself. 
CHIPCO ALIETTE fungicide 

Rhone-POulenc Ag Company, 
CHIPCO Department, PO. Box 
12014, Research Triangle Park, NC 
27709. 

Chipco" 
ALIETTE 

FUNGICIDE 
(fl* RHONE-POULENC AG COMPANY 

Please read label carefully and use only as directed. 
CHIPCO* and ALIETTE® are registered trademarks of 
Rhone-Poulenc. 

BUILD YOUR PYTHIUM CONTROL PROGRAM ON A FIRM FOUNDATION. 
CHIPCO ALIETTE: 

FUNGICIDE 



by Heide Aungst, managing editor 

erhaps the display which best 
reflects Yuletide tradition is 
the one viewed by millions at 

Rockefeller Center in New York City. 
The Center starts preparing for the 

holidays as early as August each year. For 
more than 50 years, New York has launched 
the Christmas season with the lighting of the 
giant evergreen on Rockefeller Plaza. The 
tree comes from places throughout the 
country each year. Pictured here is a Norway 
spruce (right) decorated with more than ' 
18,000 multi-colored lights set on five miles 
of wire. The trumpeting angels (right) in the 
Channel Gardens, designed by Valerie 
Clarebout, is another signature of the 
season. White lights on jhe ilex glabra and 
junipers (right) highlight the plants in the 
angel display. The Exxon Building lights up its 
Douglas fir with multi-colored lights (above) 
while white lights highlight the shrubs. 
Of course, visitors to the Big Apple will ^ 
also want to watch in the ice skaters 
at the famous Rockefeller rink. 



he National Christmas tree is 
the focal point of the annual 

Pageant of Peace in 
Washington, D.C. Frank LaGuisa 

of General Electric designs the 
lighting for the tree each year. The 
tree is chosen from various locations 
throughout the country. In this design 
(below), LaGuisa chose large lighted 
ornaments which will carry greater 
distances. The smaller lights on the 
tree fill in the tree's form. A moderate 
amount of f lood lighting picks up the 
sparkle in the tinsel. A new technique 
uses cycling controls on the tree ^ 
to slowly change the color of ^ J ^ ^ 
the major ornaments. 

eople come from all over the world to view the 
annual Thanksgiving Day lighting of Country 
Club Plaza in Kansas City, Mo. Forty-seven 

miles of lights (that's 155,000 bulbs!) brighten the more 
than 60 acres of buildings and landscape. The plaza is 

the oldest planned suburban shopping center in the country. 
Most of the buildings in the area are owned and run by the 
J.C. Nichols Co. The Mill Creek Building (two-story building in 
the center of the photo) was the first store in the area, built in 
1922. Three years later one string of lights decorated the 
building, a tradition that has expanded and grown during the 
past 57 Christmas seasons. Today, the one-story addition to 
the Mill Creek building houses Gerhardt furs. Red lights 
highlight the Giralda Tower (left side of photo). White lights 
decorate many of the Bradford pear trees which line the 
plaza's streets. Although snow covers most of the bluegrass/ 
ryegrass turf here, the park areas are highly managed by 
Rosehills Garden Inc. "The plaza is my baby , " says Everet 
Asjes, Jr., former president of Rosehills. " I still advise on it. It's 
a really beautiful a rea. " Rosehills has managed the plaza's 
landscape for 20 years. The highlight after the Christmas ^ 
lights is watching the more than 25,000 tulip bulbs 
bloom in the spring. 

M m ne of the most beautiful Christmas lighting displays is in 
K M Cleveland, Ohio, home to lighting experts General 

M M Electric. Every year, the G.E. headquarters shines with 
fl multi-colored lights (above). G.E. designer Frank LaGuisa 

offers Christmas landscapers some lighting tips: 
Note that there is no pattern of garland.The tinsel-trimmed star 

ornaments create a pattern which carries the design for distant 
viewing. The ground-level floodlighting makes the tinsel shine. The two 
styles of luminous ornaments are the only lighting on the tree itself. A 
good technique is to surround the featured tree with smaller trees. ^ 
The clear sparkly lights on the smaller trees provide a more 
traditional foil for the highly stylized feature tree. 



JOBTALK 
Top dressing in half the time 

The grain cart auger fills the Vicon Spreader hopper in a matter of minutes at Hercules Country Club 

Tom Kelleher improved his top dress-
ing operation two years ago when he 
switched from a dump truck/pull-
type top-dresser method to a vehicle-
mounted spreader. 

Kel leher is grounds superinten-
dent for Hercules Country Club, a 27-
hole course located in the roll ing 
countryside of New Castle County, 
D e l a w a r e , n e a r W i l m i n g t o n . Al -
t h o u g h p l e a s e d w i t h t h e i m -
p r o v e m e n t in h i s top d r e s s i n g 
operation, he still sought a way to cut 
the t ime n e e d e d for re f i l l ing the 
s p r e a d e r , a V i c o n s p r e a d e r uni t 
m o u n t e d on a C u s h m a n T u r f -
Truckster. 

It took 15 to 16 hours to top dress the 
27 greens because the operator had to 
return to the maintenance building 
frequently to refill the unit's 700-lb. 
hopper. 

Using some characteristic "Yankee 
ingenuity," Kelleher and his assistant 
superintendent, Paul Glenn, came up 
with a better idea. They bought a used 
John Deere grain cart equipped with 
auger from a local farm implement 
dealer. They had to make some minor 
modifications so the cart and auger 
would handle the top dressing mix of 
70 percent sand, 15 percent topsoil 
and 15 percent peat. 

Then, using a small utility tractor 
to pull it, the grain cart became a 

"nurse tank" for the top dressing op-
eration. It cut their top dressing time 
in half. 

The grain cart auger, operated from 
the power take-off of the tow tractor, 
is used to refill the spreader unit hop-
per in a matter of minutes. When full, 
the grain cart holds enough to fill the 
Vicon hopper 10 times—enough to do 
nine greens, putting on about V3 yard 
per green. That means the top dress-
ing crew can do the entire course with 
just three trips to the maintenance 
a r e a to r e f i l l t h e c a r t . A n d t h e 
Cushman-mounted spreader unit can 
continue top dressing while the cart is 
in for another load. 

"It used to take us eight to 10 hours 

The greens at Hercules Country Club 
are top dressed with 70 percent 
sand, 15 percent topsoil and 15 
percent peat. 

to do 18 greens," says Glenn. "Now, 
with the Cushman/Vicon combina-
tion and the grain cart, we do 27 
greens, the putting greens and the 
nursery in six to eight hours." 

The improvised system cut labor 
costs, too. With the former set-up, it 
took one person to drive the dump 
truck and two to run the walk-behind 
top dresser. 

" W e had to use two men so they 
weren't walked to death," says Glenn. 

Now Hercules Country Club uses 
just two people for top dressing—one 
to d r i v e t h e C u s h m a n / V i c o n 
Spreader unit and one to operate the 
tractor pulling the "nurse cart ." 

Hercules Country Club's first 18 
holes opened in 1937. Nine holes were 
added in 1967. According to Glenn, 
the Hercules course has a reputation 
of "some of the most demanding golf 
holes in the region." The par 72 18-
hole course is 6,270 yards. The nine-
hole addition is a 35-par, 2,889 yards. 

Hercules Country Club includes a 
driving range, swimming pool and 
eight tennis courts. The club has more 
t h a n 2 , 0 0 0 m e m b e r s . K e l l e h e r ' s 
grounds crews have used Cushman 
vehicles for years. One Turf-Truck-
ster is used for spraying and a new 
Turf-Truckster just went into service 
this season as a course vehicle for the 
golf course ranger. LM 



When you use Poast herbicide, 
the grasses are always greener 
on the other side. 
If you want to be the envy of the 
ornamental world, consider Poast 
herbicide. 

Poast delivers consistent, gentle 
control of your toughest grasses. 
Like bermudagrass and 
crabgrass, quackgrass and fox-
tails. And in your most valuable 
greenery Like flowers, shrubs, 
trees and ground covers. 

With Poast, you don't have to 
bother with directed or shielded 
sprays. Because Poast is proven 

© 1987 BASF Corporation 
Poast is a registered trademark of BASF 

gentle to ornamentals. You can 
apply Poast over-the-top at all 
stages of ornamental growth. So 
you don't have to worry about soil 
residue or leaching. And you 

don't need soil incorporation or 
moisture to activate either. 

Best of all, Poast saves you all the 
time, labor and expense of 
handhoeing. 

So this year, let Poast take care of 
the grasses. So you can take care 
of the rest. 

From BASF. Always follow label 
directions. 

BASF Corporation 
Chemicals Division 

BASF 



PROBLEM MANAGEMENT 
by Balakrishna Rao, Ph.D. 

Oak iron deficiency 
Problem: I would like to treat a number of large red 
oaks showing iron deficiency. Can we effectively man-
age the problem by foliar application of iron-con-
taining products? Are there any good products in the 
market for this purpose? (Texas) 

Solution: No, the foliar application of iron will not 
correct the problem completely. Our experience has 
shown that chlorotic red oak leaves do not absorb an 
adequate amount of iron to correct the problem satis-
factorily. To avoid wound injury, soil application of 
iron product is recommended. However, this alone 
may not correct the situation satisfactorily, particu-
larly if the trees are suffering severely from iron 
deficiency. 

Therefore, first provide ferric ammonium citrate 
through trunk injections for quick recovery. This 
should then be supplemented and followed by soil 
application of chelated iron to maintain the iron re-
quirement of plants. Trees smaller than three to four 
inches in diameter should not be trunk injected be-
cause of the potential for injury. Soil treatment of 
iron is recommended in this situation. Water the 
treated area to move the iron product to the root zone 
for better uptake. Avoid treating when trees are un-
der moisture stress in order to avoid any phytotox-
icity problems. 

Treating crabgrass 
Problem: We have been using either Betasan or 
Dacthalin our early spring applications for crabgrass 
control. This year we have experienced a large num-
ber of calls from our clients. What are we doing 
wrong? What is your opinion on using a post-emer-
gent? Is it possible to skip the pre-emergent applica-
tion completely and use only the post-emergent in our 
second treatment around May to June? (New York) 

Solution: The use of pre-emergence herbicides like 
the ones you have mentioned is the best approach to 
managing crabgrass problems in established turf 
areas. To determine why you are experiencing too 
many crabgrass calls, make a survey of several 
treated and untreated areas and inspect the lawns. 
T h i s would help analyze the reasons for poor 
crabgrass control. 

According to the manufacturers' guidelines, one 
can at best expect about 80 to 85 percent control of 
crabgrass when using pre-emergence herbicides. 
Compare the treated lawns with untreated sites like 
parks, etc. to determine how well the product has 
provided control and how environmental conditions 
were this year for crabgrass growth. Reports indicate 
that this year many people have had poor crabgrass 
control. 

S e v e r a l f a c t o r s e i t h e r i n d i v i d u a l l y or 
cumulatively contributed to the crabgrass problem. 
R e m e m b e r that these herbic ides provide a thin 
c h e m i c a l barr ier which is tox ic to germinat ing 
crabgrass seedlings. Results will vary if this chemi-
cal barrier is affected by raking, traffic, insect activ-

ity, heat and/or photodegradation of the active 
ingredient. 

Generally, opportunistic weeds like crabgrass ap-
pear in thin areas, resulting from poor nutrition, 
insect and disease activity, or drought. In many sit-
uations, the labelled products have out-performed 
manufactured suggested percent of control. How-
ever, quite often when clients find a few plants in 
their lawns it becomes quite objectionable, which is 
a common problem in our industry. Educating the 
clients as to product performance and the state of the 
art in crabgrass control might be very helpful. 

Success in managing crabgrass using post-emer-
gence materials like DSMA, MSMA or Acclaim! de-
pends upon proper timing of the application. For best 
results, the materials should be applied onto juve-
nile seedlings (two-leaf stage). This would require 
proper monitoring and identification of the plant ma-
terials. Depending upon the number of seeds carried 
over from the previous years, the results may vary. 

In many situations, the crabgrass problem is rec-
ognized when the plants have matured. Reports sug-
gest that variable results can be expected when post 
emergence materials are being applied onto mature 
plants. 

In some situations, if the plants begin to produce 
more than one tiller, the management is difficult. At 
this stage of development, the major objective is to 
arrest the growth of crabgrass and prevent seedhead 
formation for which these materials can be very ef-
fective. However, these chemical products may tem-
porarily discolor the turf for two weeks following the 
application. Therefore, read and follow label specifi-
cations for best results, and also let your clients 
know the advantages and disadvantages of these 
post-emergence crabgrass treatments. 

Regarding your question concerning using post-
emergence materials in place of pre-emergence ma-
terials, I feel that theoretically it should work fine. 
However, in practice, to achieve good results, the 
post-emergence products should be applied at the 
proper time. If this is feasible, try to apply the materi-
als to a few lawns in order to understand more about 
the product performance and service practices. If the 
lawns appear to be thin after removing the crabgrass, 
you may have to overseed the area with compatible 
turfgrass cultivars and provide a balanced fertiliza-
tion and pest management program as needed to 
maintain turf density and quality. 

Balakrishna Rao is Director of Lawn Care 
Technical Resources for The Davey Tree 
Co., Kent, Ohio. 

Questions should be mailed to Problem 
Management, Landscape Management, 
7500 Old Oak Boulevard, Cleveland, OH 
44130. Please allow 2-3 months for an an-
swer to appear in the magazine. 



T R Y T O SEE W I N T E R 
H U B W A Y H 

While your competitors are locking up their the winter. These products are more 
lawn equipment for the winter months, you 
can be producing income with yours. Use 
your equipment to apply Great Salt Lake 
Minerals & Chemicals deicing products, 
QWIKSALT® + PCI® corrosion control 

effective and less corrosive than other 
deicing products. You can keep roads and 
parking lots clear of ice and snow, and put 
money in your pocket while your 
competition is hibernating. Interested? 

polymer and FREEZGARD™ + PCI®, during Simply call ( 8 0 1 ) 7 3 1 - 3 1 0 0 for the facts. 

Circle No. 120 on Reader Inquiry Card 

P.O. Box 1190 • Ogden, Utah 84402 • (801) 731-3100 

QWIKSALT® is a registered trademark of Great Salt Lake Minerals & Chemicals Corporation. FREEZGARD™ is a trademark 
of Great Salt Lake Minerals & Chemicals Corporation. PCI® is a registered trademark of Georgia Pacific Corporation 

Great Salt Lake Minerals & Chemicals Corporation. A subsidiary of Gulf Resources & Chemical Corporation. 



PRODUCTS 
Five-speed engine 
goes on all terrain 
E x m a r k M a n u f a c t u r i n g ' s 3 2 - i n c h 
commercial power mower is equip-
ped with a five-speed transmission for 
a smooth cut on all terrain. It has 
hinged grass deflectors which flip up 

for easy removal or attachment to the 
grass catcher. 

T h e operator can adjust mowing 
heights quickly with easy adjust cas-
ters. The mower is available with ei-
ther an 8 or 12 hp Briggs & Stratton or 
12.5 hp Kawasaki engine. 
Circle No. 190 on Reader Inquiry Card 

New product for 
hazardous spills 
A new line of absorbent socks has 
been introduced by Dudick Corro-
sion, which calls them " the best ab-
sorbency in the industry." 

Wolf and Super Wolf Absorbent 

Socks can absorb acids, caustics and 
flammable solvents. They come in a 
polyethylene pail, in which they can 
be disposed. 

The Super Wolf, which weighs one 
pound, can absorb 15 pounds and will 
not seep or leach. The Super Wolf is 44 
inches long and four inches in diame-
ter. The oil-only regular Wolf, which 
can absorb 7xh times its weight, will 
absorb petroleum-based fluids while 
a l lowing aqueous solut ion to pass 
through. 
Circle No. 191 on Reader Inquiry Card 

Rotary mower features 
compact construction 
A new rotary mower line from Ingram 
Kut-Mor Co. features shorter mowers 
that include actuator power steering 
systems for improved handling. The 
c o m p a n y has also i n t r o d u c e d the 
623DW, powered by a 24 hp water-
cooled Perkins Diesel engine. All Kut-
Mor mowers include power steering, 
hydrostatic drive and fluid deck drive 
as standard equipment. 

Circle No. 192 on Reader Inquiry Card 

Multi-tank spray truck 
applies versatility 
T h e " T r i d e n t " lawn sprayer from 
G r e e n Pro S e r v i c e s , Grass Roots 
Nature's Way, Inc., features a low-
profile, "non- threa tene ing" appear-
ance, according to the company. 

The multiple tank system includes 
three 200 gallon tanks and one 50 gal-
lon tank for special applications and 
curbside mixing. The Trident, can be 
used for lawns, trees or shrubs, and 
comes with an electronic flow meter, 
locking cabinets and truck signs. 

Everything is mounted on a 12-foot 

flatbed available on an Isuzu NPR Die-
sel chasis. 
Circle No. 193 on Reader Inquiry Card 

Motor oil upgraded to meet 
new engine requirements 
Delvac 1 synthet ic motor oil from 
Mobil Oil Corp. has been upgraded 
with a high-performance formula to 
meet and e x c e e d new engine and 
t r a n s m i s s i o n r e q u i r e m e n t s deve l -
oped in the past 10 years. 

T h e oil is des igned for t rucks , 
buses, construction and off-highway 

equipment, farm equipment and log-
ging equipment. 

Delvac 1 is an SAE 5W-40 syn-
thesized hydrocarbon-based product 
with a pour point of 60 degrees Fahr-
enheit and will pump down to -50 
degrees. 
Circle No. 194 on Reader Inquiry Card 

Root ball grabber 
a one-person show 
The Kinggrabber is a one-person tree 
h a n d l i n g s y s t e m that a t t a c h e s to 
Coyote C14 loaders. 

The root ball grabber easily plants 
or lifts trees out of the ground without 
damage to the tree, the root system or 
t h e t r u n k . P o w e r e d by t h e C14 
hydraulic system, the attachment can 
be operated easily from the cab of this 
loader. 

The Coyote C14 loader has a lift 
capacity of more than 4000 lbs. with 
the Kinggrabber at tachment . Other 
attachments available for the Coyote 



C14 are bucket, forks, scarifier and 
tree spade. 

Coyote C14: Circle No. 195 
Kinggrabber: Circle No. 196 

Monofilament line replaces 
blade on mower/trimmer 
The UnBlade from the UnBlade Com-
pany is a c o m b i n a t i o n m o w e r / 
trimmer/mulcher/bagger. 

Instead of steel blades, it employes 
12 monofilament lines made of Xenoy, 
guaranteed to last an entire mowing 
season. Line replacement can be com-
pleted without removing the UnBlade 
from the mower. 

Because it doesn't use blades it can 
go on rough rocky terrain, cut tall or 
wet grass e a s i l y and d o e s n ' t cut 
garden hoses or tree roots. When cou-
pled with the Trim-A-Lawn mower, a 

door on the side of the mower can lift 
up to expose 2̂ /2 inches of line for 
trimming around trees, houses and 
shrubs. 
Circle No. 197 on Reader Inquiry Card 

Brochure details 
loader/backhoe 
A full-color brochure describing the JI 
Case Model 580K loader/backhoe is 
now available. The eight-page bro-
c h u r e h i g h l i g h t s f e a t u r e s of the 
loader/backhoe, including the two-
wheel- or four-wheel-drive options, 
the Case 63 net horsepower diesel en-
gine, the 5500-lb. lifting capacity and 
the 18-ft. 2-in. digging capacity. 
Circle No. 198 on Reader Inquiry Card 

Non-toxic herbicide 
is also biodegradable 
A new non-toxic herbicide for weed 
control is available from Safer, Inc. 
TopGun is a broad-spectrum con-
tact vegetation killer that destroys 
unwanted weeds on contact with-
out leaving harmful residues in the 
soil. 

The active ingredient in TopGun is 

a blend of fatty acids that disrupt cell 
membranes, causing the vegetation to 
shrivel and die. Seed beds or grass can 

be replanted within 48 hours after ap-
plication of TopGun. 

Safer's line of natural products in-
cludes insecticidal soap, moss and al-
gae killers, sulfur-based fungicide, 
insect traps, herbicides and plant 
protectants. 
Circle No. 198 on Reader Inquiry Card 

Hydraulic reel mower 
suits many needs 
A line of innovative hydraulic reel 
mowers that turn any tractor into a 
turf mowing unit without dedicating 
it to one task has been unveiled by 
John Deere. 

We are expanding. 
If you are looking for a career opportunity rather than 

just another job, consider linking your future to ours. 
We are looking for experienced people in the following areas: 

Environmental Care Inc. 
Landscape Management 

Arbor Care 
Commercial and Industrial Arborist 

Interiorscape Division 
Interior Landscape Maintenance and Installation 

Please check your area of interest and the geographical area where 
you would most like to be located: 

• Los Angeles • East Bay • Inland Empire • Sacramento • Santa Ana 
• San Diego • San Jose • Colorado Springs • Denver 

• Phoenix • Houston 

^ ^ ^ Send resume to: 

Environmental Care Inc 
Landscape Maintenance Services 

A subsidiary of environmental industries, inc. 

Personnel Department 
24121 Ventura Boulevard 

Calabasas, CA 91302 



The mowers are pull-behind units 
that provide a hydraulically-driven 
set of reel mowers for golf fairways 
and other sports turf. 

The model 305 has five 30-inch reel 
m o w e r s w i t h a 1 4 2 - i n c h c u t t i n g 
swath. Optional 4-, 8- and 10-blade 
reels are available. The model 303 has 

three 30-inch mowers with an 86-inch 
swath. 

Both can cut heights from 3/e-inch 
to 2% inches; both have rear rollers 
and scrapers, adjustable skids and 
hydraulic reel lifts. 
Circle No. 200 on Reader Inquiry Card 

Tree transplanter is 
completely self-contained 
Mid Dakota Corp.'s towable trans-
planter is a self-contained unit which 

will go anywhere a garden tractor will 
go. It won't damage lawns or under-
ground sprinklers. 

The cradle can be positioned at any 
level above ground to allow for vary-
ing root ball sizes. Once the cradle is 
positioned, a jack hammer drives the 
s p a d e s i n t o t h e g r o u n d . T h e n , 
hydraulics lift the tree and puts it in 
the ground or in a pot. 
Circle No. 201 on Reader Inquiry Card 

Stump cutter performs 
in tight places 
Rayco has introduced a new stump 
cutter which is portable or truck-
towed. Model RG1620 (JR) is designed 
for use where working clearances are 
tight. 

A 20 hp Kohler gasoline engine 

powers the cutting action, while a hy-
drostatic motor provides on site self 
propulsion. Field performances have 
shown RG 1620 (JR) to be versatile and 
productive. 

Circle No. 202 on Reader Inquiry Card 

Sentry luminaire gives off 
directed light distribution 
The new Sentry SMA series luminaire 
comes with an internal refractor for di-
rected light distribution. The refractor 
can yield either symmetric or asym-
metric distribution. Asymmetric light-
ing is frequently used to separate 
lighting between a road and pedrestrian 
sidewalk. 

The Sentry SMA series uses a globe 

made of sturdy textured polycarbo-
nate. Its heavy-duty cast aluminum 
base offers further protection to the 
b a l l a s t and a s s o c i a t e d e l e c t r i c a l 
components. 

SMA luminaires are available in 
metal halide, high-pressure sodium 
and mercury lamps ranging from 70 to 
250 watts. 
Circle No. 203 on Reader Inquiry Card 

©lathe DISC CHIPPER FOR 
PROFESSIONAL USERS 

M O D E L 986. Compare its 42" 
diameter drum, hydrostatic drive for 

variable feed speed, 15° curbside 
angle for operator safety and 360° 

swivel chute. Gas or diesel — you'll buy 
Olathe. 

Write or call your local Olathe/Toro 
commercial dealer for a free demo or call 

Olathe toll-free 1-800-255-6438. Send New Product 
releases to: 
Landscape Management 
7500 Old Oak Boulevard 
Cleveland, OH 44130 r OLATHE MANUFACTURING, INC. 

100 INDUSTRIAL PKWY, INDUSTRIAL AIRPORT, KS 66031 
1-800-255-6438 • 913-782-4396 ,X,n 



Shed new light on your shade tree operation. 
Branch out and attend a Mauget micro-injection 
seminar. It's the proven and effective way to learn 
how micro-injection can keep trees vigorous and 
healthy. Each Mauget seminar is designed to 
shed new light on your tree care problems. 
Seminar topics include tree nutrition, insect and 
disease control and application procedures. 
Learn how Mauget micro-injection uniquely fits 
today's environmentally-conscious customer. No 
spraying, no particle drift and no chemical 
burden. All product is placed directly into the 
tree's sap stream. No waste or contamination. 

Enlighten yourself. Plan now to attend a Mauget 
micro-injection seminar. Complete and send the 

coupon below, and we'll send you information 
about the meeting you select. Choose a location 
nearest you. Registration fee: $35. Open to all 
arborists, city foresters, lawn care firms, landscape 
architects and contractors, golf superintendents 
and grounds managers. 

December 11 January 23 February 19 February 28 March 4 March 11 March 29 
Chicago, IL Area Manhattan. KS Kansas City. MO East Peoria. IL Canton, OH Tuscon, AZ San Jose. CA 
December 17 January 27 February 22 February 29 March 4 March 11 March 30 
Long Island, NY Area Philadelphia, PA Area Cleveland. OH Murfreesboro, TN Omaha, NE Area Des Moines. IA Concord, CA 
January 6 January 29 February 23 March 1 March 4 March 18 March 31 
Rochester. NY Milford, CT Erie. PA Casper. WY Billings. MT Reno, NV Sacramento, CA 
January 8 February 2 February 23 March 1 March 7 March 18 April 1 
Bloomington. MN Albuquerque. NM Lansing. Ml Owensboro, KY Knoxville, TN Toledo, OH Fargo, ND 
January 13 February 3 February 24 March 1 March 7 March 18 April 14 
New Brunswick. NJ Area Allentown, PA Area Indianapolis. IN Chickopee. MA Springfield. OH Sioux Falls, SD Seattle. WA 
January 13 February 5 February 24 March 2 March 7 March 22 April 19 
Boise. ID Denver, CO Athens. GA Rapid City, SD Charleston. SC Modesto, CA Portland. OR 
January 14 February 5 February 25 March 3 March 8 March 23 April 28 
Idaho Falls. ID Jamaica Plains. MA Cincinnati, OH Lexington. KY Columbus. OH Fresno. CA Phoenix. AZ 
January 15 February 9 February 25 March 3 March 8 March 24 
Twin Falls, ID Gaithersburg. MD Las Vegas, NV Savannah, GA Spartanburg. SC Ventura. CA 
January 22 February 10 February 26 March 3 March 9 March 25 
Phoenix. AZ Harrisburg. PA Area Columbus. GA Youngstown, OH Durham. NC Orange County, CA 

SdVeitws 

J.J. Mauget Company 
2810 N. Figueroa Street 
Los Angeles, CA 90065 

1-800-423-2699 

SEND THIS COUPON TODAY 

Mail to: J.J. Mauget Company, 2810 N. Figueroa Street, Los Angeles, CA 90065. 
Yes, send me information about a Mauget micro-injection seminar in my area. 

Date a n d Area Selected 

Number a t tend ing seminar 

N a m e 

Firm 

Address 

City 

Phone( 

State Zip 

) -



BOOKSTORE 

010 - ADVANCES IN TURFGRASS 
PATHOLOGY 
by Joyner and Larsen 
Leading U.S. turf pathologists re-
port on turfgrass diseases, pythium 
blight, snow molds, fairy rings, leaf 
spot of Kentucky bluegrass in Min-
nesota, initial and field fungicide 
screening, turfgrass disease resis-
tance. etc. Contains new ideas on 
how to combat turfgrass prob-
lems $27.95 

220 - CONTROLLING TURFGRASS 
PESTS 
by Shurlleff, Fermanian, Randell 
New comprehensive guide provides 
the most up-to-date information 
available on the identification, biol-
ogy. control and management of 
every type of turfgrass pest. Covers 
weeds, insects, animal pests and 
diseases in detail. Also provides 
information on cultural manage-
ment practices: the establishment, 
care and renovation of low-, me-
dium-, and high-maintenance turf 
areas. 50 color and 400 black and 
white photographs. S27.95 

654 MANAGEMENT OF 
TURFGRASS DISEASES 
bvJ.M Vargas 
Identifies turfgrass diseases by de-
scription and illustration. Includes a 
holistic approach to healthy turf 
and lawns. Presents practical man-
agement strategies for golf 
courses, lawns and athletic fields. 
204 pages, illustrated $26.70 

615 - TURF MANAGEMENT FOR 
GOLF COURSES 
by James Beard 
Written by an eminent turfgrass 
researcher, this USGA sponsored 
text is an ideal reference and "how 
to guide Details all phases of golf 
course design and construction, 
turf management, course adminis-
tration. irrigation, equipment and 
disease and pest control. Fully 
illustrated. $52.75 

620 TURF MANAGEMENT 
HANDBOOK 
by Howard Sprague 
Practical guide to turf care under 
both healthy and poor turf condi-
tions. Chapters cover turf in cooler 
and warmer regions, fertilizer use. 
regular turf care, weed and disease 
control and special turf problems. 
Useful seasonal schedules for 
management of turf areas. 
$19.00 

110-TURF MANAGERS 
HANDBOOK Second Edition 
by Daniel and Freeborg 
ENTIRELY UPDATED. A practical 
guide for the turf practitioner Chap-
ters on grasses, growth regulators 
and diseases have had extensive 
modification. Innovations resulting 
from research and practice have 
been added to reflect the current 
techniques available for turf mana-
gers. Offers recommendations for 
effective turf protection through in-
tegrated pest management. Includ-
ed are alternate plans for providing 
and improving safe, uniform turf-
grass for sports fields Outline for-
mat plus newly added index make 
this new edition easier to use and a 
more comprehensive approach to 
turfgrass science. $32.95 

225 TURFGRASS MANAGEMENT 
by A. J Turgeon 
Revised edition Covers the latest 
developments in turfgrass science 
and technology Heavily illustrated 

i dozens of new drawings Pro-with c 
vides specific recommendations for 
applying the newest pesticides, fer-
tilizers and other materials to 
combat turfgrass problems A valu-
able reference for diagnosing 
problems and determining their 
causes $32 95 

630 TURFGRASS: SCIENCE AND 
CULTURE 
by James Beard 
Comprehensive basic text and ref-
erence source used in many leading 
university turf programs. Includes 
findinas of current research com-
piled from more than 12,000 
sources. $34.95 

640 • TURF IRRIGATION MANUAL 
by James Watkms 
A guidebook for engineers, archi-
tects. designers and contractors. 
Keeps pace with the latest develop-
ments in turf and landscape 
irrigation. Specific chapters devoted 
to rotary sprinkler design systems 
Golf course design systems and 
expanded enoineerino and refer-
ence material. $23.95 

800 THE GOLF COURSE 
by Cornish and Whitten 
The first book ever to give the art 
of golf course design its due, and 
golf course architects the credit and 
recognition they deserve. 320 
pages and 150 color and black and 
white photographs. Traces the 
history and evolution of the golf 
course, analyzes the great courses, 
shows how thev were designed and 
constructed $35.00 

510 HORTUS THIRD 
from Cornell University 
A 1.300 page concise dictionary of 
plants cultivated in the United 
States and Canada A reference 
which every horticulture 
professional should 
have $125.00 

635 IRRIGATION PRINCIPLES 
AND PRACTICES 
by Hansen. Israelsen, Stnngham 
A new fourth edition of this highly 
successful textbook presents 
essential concepts pertaining to 
water conveyance, application, 
storage in the soil and use by 
plants. Basic underlying principles 
that govern irrigation practices are 
stressed. $57.00 

125 - SCIENTIFIC GUIDE TO PEST 
CONTROL OPERATIONS 
by Truman. Bennett. Butts 
Provides a sound basis for studying 
the technical aspects of pest 
control Covers pesticides, safety, 
health and environmental concerns, 
equipment, flies and mosquitos. 
rats and mice, birds and much 
more $35.00 

Mail this coupon to: Book Sales 
Harcourt Brace Jovanovich Publications 
One East First Street, Duluth, MN 55802 

Name. 
Street Address. 
P.O. Box Number. 
City/State/Zip 
Phone Number { ) 
Purchase Order Number. 
Signature -Date-
Please send me the following books. I have enclosed payment* for the total amount. 

Please charge to my Visa. MasterCard or American Express (circle one) 
Account Number Expiration Date 

BOOK NUMBER AND TITLE QUANTITY PRICE TOTAL PRICE 

'Please add $3.00 per order plus $1.00 per additional copy 
for postage and handling. 

Please allow 6-8 weeks for delivery. 
Prices subject to change. 
Quantity rates available on request. 

(postage & handling) 

Total Enclosed-
LM 
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59th International Golf Course Conference & Show 

G C S A A 
February 1-8, 1988 

George R. Brown Convention Center, Houston, Texas 

30 Seminars • Golf Championships • Trade Show • Annual Meeting 

For Conference, Seminar or Exhibitor Information: 
1-800/GS A-SUPT or 913/841-2240 

Golf Course Superintendents Association of America 
1617 St. Andrews Drive 

Lawrence, KS 66046-9990 

HOUSTON 



CLASSIFIEDS 
RATES: $1.10 per word (minimum charge, $25). Bold face words or words in all capital letters charged at $1.35 per word. Boxed or display ads: $90 per column inch-1x (one inch minimum); 
$85-3x; $80-6x; $75-9x; $70-12x. Agency commissions will be given only when camera-ready art is provided by agency. For ads using blind box number, add $10 to total cost of ad. Send 
ad copy with payment to Dawn Nilsen. LANDSCAPE MANAGEMENT, 1 East First Street. Duluth, MN 55802 or call 218-723-9200. 

BOX NUMBER REPLIES: Mail box number replies to: LANDSCAPE MANAGEMENT. Classified Ad Department. 1 East First St.. Duluth. MN 55802. Please include box number in address. 

BUSINESS OPPORTUNITIES 
Golf Course Maintenance Equipment: The City of 
Industry, California will receive sealed bids for 
miscellaneous golf course maintenance equip-
ment no later than Thursday, January 14,1988, at 
11:00 a.m., PDT. For specifications and informa-
tion, please call 818-333-2211 or write to: Civic-
Recreational-Industrial Authority, 15651 E. 
Stafford St., City of Industry, CA 91744. If sealed 
bids are to be mailed they must be mailed to the 
City Administrative Office, P.O. Box 3366, City of 
Industry, CA 91744. It is the responsibility of the 
bidder to be sure sealed bids are in the possession 
of the city clerk, City of Industry, prior to the date 
and tine indicated. 12/87 

Tree Service for sale - well established good cli-
entele, $250K + annual gross income (40% spray-
ing - 60% tree work). Located prime North Shore 
Community "Goldcoast' -Western Suffolk L.I., 
N.Y. Price $60,000 plus any trucks and equipment. 
Terms available. Respond (516) 696-1021. 12/87 

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 

Tired of working 12 hours a day for someone 
else's bottom line? Be your own boss! Earn your 
own profits! For as little as $6800 down you can 
join the LawnCare professionals at Ser-
viceMaster. Call (312) 964-1300 ext. 2242 to re-
ceive information on how to get started. 12/87 

PALM BEACH FLORIDA - Landscape Mainte-
nance Company. All or part, commercial and resi-
dential. Established 1980. Fastest growing county 
in Florida. Year round income. Training Financing 
(305)627-8141. 12/87 

LEARN Professional Landscaping and Gardening 
at home. Accredited program provides thorough 
training in all phases of commercial and residential 
landscaping. Certificate awarded. Free booklet 
describes program and opportunities in detail. 
Lifetime Career Schools, Dept. A-290, 2251 Barry 
Avenue, Los Angeles, California 90064. 2/88 

EDUCATIONAL OPPORTUNIT IES 

MOVE UP IN THE GREEN INDUSTRY. 2 year AAS 
Degree program in Golf Course Superintending, 
Irrigation Management, Landscape Contracting 
and Park Supervision. 1 year Technicians Certifi-
cate Program also available. Fully accredited, V.A. 
approved, excellent learning facilities, equipment, 
and faculty. Graduate job placement assistance 
available. For information contact: Golf Course 
Operations/Landscape Technology Department, 
Western Texas College, Snyder, TX 79549. 1/88 

HELP WANTED 

HELP WANTED - PESTICIDE APPLICATOR: Posi-
tion for trained, educated and experienced Turf 
and Ornamental Applicator to work with a grounds 
care corporation. The general scope of the work 
will include diagnosis and control of insects and 
disease on bluegrass and ornamental shrubs. We 
offer excellent benefits and the opportunity to 
work with imminent professionals. Send resume 
and salary history CARMINE LABRIOLA, INC., 
Providing Horticultural Services to Corporate 
L a n d s c a p e s , 200 J O H N S O N ROAD, 
SCARSDALE, NEW YORK 10583. 12/87 

Gazebo Dealers Wanted. Huge profits selling pre-
assembled gazebo kits. Different sizes and styles 
available. High quality kits manufactured in Michi-
gan. Shutt Construction Co., P.O. Box 397, 
Williamston, Michigan. Phone (517) 655-1915.4/88 

LANDSCAPE CONSTRUCTION SUPERVISOR -
Experienced individual needed to oversee several 
landscape crews on commercial and residential 
sites. Work involves coordination of foreman, la-
borers and equipment. This is a permanent sal-
aried positon. We are located in Hempstead, Long 
Island and are one of the largest landscape con-
tractors in the metropolitan area. Send resume to 
Harder Landscape Cont rac tors , Inc., 63 
Jerusalem Avenue, Hempstead, NY 11551. 1/88 

The City of Savannah, Georgia is seeking a TURF 
AND PARKS MAINTENANCE SUPERINTEN-
DENT/HORTICULTURIST. $22,339-$29,937 ann. 
Bachelor s Degree in Horticulture and one year 
experience in parks maintenance supervision. 
Possession of or ability to obtain pesticide oper-
ators license. Valid drivers license and transcripts 
required. Open until filled. Apply to City of Savan-
nah Personnel Office, 10 E. Bay Street, Savannah, 
GA 31401. An EQUAL OPPORTUNITY EM-
PLOYER. 12/87 

PROFESSIONALS: 
Foreman And Asst. Foreman 

Grow with an exciting, innovative and 
expanding firm. We're ranked in the "top 
50" in America. Come talk to us and 
build a rewarding career with NBW Eng-
land's best. We are seaching for experts 
in site layout, planting, sodding, tie work, 
brick/bluestone paving and irrigation. 
Strong customer relations a plus. We 
offer great benefits, vacation, incentive 
and division administrative potential for 
the management oriented. Forward your 
resume with salary history to: 

Green Carpet Landscaping 
161 Washington St. 

Worcester, MA 01610 
or call 

617-791-3704 

LANDSCAPE MAINTENANCE SALES: Top Qual-
ity Florida Maintenance contractor has an opening 
for a highly professional experienced salesper-
son. Strong horticultural background and mainte-
nance experience a must. Must possess the ability 
to deal with large properties and sophisticated 
clients. Tremendous opportunity for self starting 
individual to expand with a growing firm. Call Mr. 
Singh (305)831-8101. 12/87 

ESTIMATOR SALESPERSON: A diversified, 
growing, suburban Cleveland landscape firm has 
an opening for a landscape Estimator/Salesper-
son for commercial projects. Applicants must 
have experience in commercial landscape con-
tracting and a college degree in a related field, 
ability to deal with landscape architects and gen-
eral contractors needed. We are looking for a 
highly motivated individual with a proven record to 
help us grow. If you are qualified for this career 
opportunity, please send resume, work and salary 
history to Chagrin Valley Landscaping, P.O. Box 
391002, Solon, OH 44139. 12/87 

LANDSCAPE DESIGNER SALESMAN—Estab-
lished residential and smaller commercial design/ 
build landscape construction firm, serving south-
east Wisconsin and Northern Illinois. Excellent op-
portunity for aggressive, motivated individual to 
handle design, sales and some installation super-
vision. Prior experience preferred. Send resume 
and salary requirements to The Pines. Inc., 5309 
75th St., Kenosha, Wl 53142, Attention Leo J. 
Schuch. 12/87 

LANDSCAPE MAINTENANCE SUPERVISOR: Ex-
panding landscape management firm seeking in-
dividual with supervisory ability and a minimum of 
two years experience in maintenance and/or in-
stallation. An agricultural related background or 
degree would be beneficial. Send resume with 
salary requirements to: Maintain Inc., 16008 Boss 
Gaston, Richmond, TX 77469, Attn: Branch Mana-
ger. 12/87 

Landscape Architects/Supervisors (project fore-
men) to join a nationally acclaimed firm looking to 
expand into its second generation Long Island 
area supports a high budget landscape industry. 
Year round employment, company benefits and 
continuing education available. Experienced and 
aggressive people send resume to: GOLDBERG & 
RODLER, INC., 216 East Main Street, Huntington, 
New York 11743. 12/87 

SALES MANAGER/SALES REPRESENTATIVE: 
Outstanding opportunity to join and grow with 
Westchester's fastest growing Tree Care Com-
pany. All benefits. Send resume to Ms. Michele 
Gerards. Sav-A-Tree of Westchester, Inc., P.O. 
Box 527, Armonk, NY 10504-0527. 12/87 

WANTED—Experienced, hands on, working su-
perintendent for growing irrigation construction 
firm in Mid-Atlantic state. Must have working 
knowledge of commercial and residential irriga-
tion construction as well as supervisory and man-
agement skills. Ground floor opportunity for ener-
getic, enthusiastic individual. Send Resume to: 
DUNCAN IRRIGATION, INC., P.O. BOX 6842, 
CHARLOTTESVILLE, VA 22906. 1/88 

Established Central Florida landscape contractor 
has an opening for a highly qualified operations 
manager for its maintenance division. Ability to 
schedule, organize and manage people in a 
rapidly growing organization. Heavy field experi-
ence and a commitment to quality work required. 
Opportunity for an aggressive person to be a key 
member of a top-notch team. Excellent salary and 
benefits. Call Mr. Singh (305) 831-8101. 12/87 

MANAGEMENT TRAINEE 
ServiceMaster LawnCare 

We are a multi-national service com-
pany looking for people to train for man-
agement posit ions in our rapidly 
expanding franchise operation. We 
need people with good communication 
skills, customer service orientation, and 
willingness to relocate. We offer com-
pensation based on ability and produc-
tivity, complete benefit package, and 
the opportunity to grow with the number 
one service company of the Fortune 
500. Please respond with resume, sal-
ary history and requirements to: 

ServiceMaster Industries 
LawnCare Division 

2300 Warrenville Road 
Downer s Grove, IL 60515. 



HELP WANTED 

Site Superintendent 
& 

Must have 5 years experience in 
major commercial landscape 
construction projects and a 
thorough knowledge of building 
construction. 
Send resume to: 

Mr. R. Scofield 
Environmental Industries 

Department 200 
24121 Ventura Boulevard 

Calabasas, CA 91802 
an equal opportunity employer 

by choice 

HELP WANTED - Person to work on growing tree 
farm. Must have complete knowledge of growing, 
digging, and marketing trees. Only those willing to 
work need apply. Cranmer Grass Farms, Inc., 
2501 N. Maize Road, Wichita, KS 67205. 1/88 

LANDSCAPE INSTALLATION SPECIALIST - Su-
pervisor for well established landscape company. 
Must be able to read and carry out a set of land-
scape plans. Must be willing to work. Cranmer 
Grass Farms, Inc., 2501 N. Maize Road, Wichita, 
KS 67205. 1/88 

Goossen Bale Chopper 
In the field since 1982, the Goossen 
Bale Chopper is a proven landscaping 
machine. One or two operators lay down 
an even layer of mulch on newly seeded 
lawns of any size (the Bale Chopper is 
easy to maneuver in even the smallest 
residential applications). The even 
coverage, WITHOUT tearing and 
spreading bales by hand, means better 
moisture retention, better germination. 
Complete with interchangeable hose 
and directional spout avaifable on both 
self-powered (gas engine) and tractor-
mounted PTO models 

Call us right now. 800-228-6542 
In Nebraska, (402) 228-4226 

We can save you time and money! 

Working managers experienced in all phases of 
lawn servicing looking for opportunity to grow. We 
offer lots of work, advancement opportunities to 
the right people, good to excellent compensation 
and security. Must be willing to relocate to the East 
coast (Washington D.C. area) or if you're the right 
person we will consider you for a new office from 
Virginia Beach to Northern New Jersey. Call or 
write to: Ron Miller, Super Lawns, P.O. Box 34278 
Bethesda, MD 20817, 301-365-4740. 2/88 

IRRIGATION. General managers, foremen, in-
stallers. We seek ambitious people interested in 
the lawn sprinkler industry. People who want to 
move up the ladder. Our training schedule allows 
you to advance quickly. We have opportunities in 
five midwest locations. Send us your resume and 
objectives. The Lawn Pros Sprinkler Co., 3508B 
Roger B. Chaffee Blvd., Grand Rapids, Ml 49508. 

12/87 

LANDSCAPE DESIGNER/SALESPERSON 
Established landscape contractor seeking self-motivated, ag-

gressive person to work in team atmosphere. Excellent career 

opportunity for quality-oriented individual with knowledge of 

landscape design, irrigation design and estimating. Please send 

resume to: 

Alpine Gardens 

1985 Balsam Avenue 

Greely, CO 80631 

IPM Technician - Excellent opportunity for knowl-
edgeable, experienced professional. Must be fa-
miliar with trees, shrubs, insects, and diseases of 
the Northeast U.S. Ability to diagnose problems 
and treat with appropriate chemicals on site re-
quired. Additional training will be provided. Join a 
fast growing company with excellent pay and ben-
efits. Send resume to Don Becker, Director of 
Operations, Sav-A-Tree of Westchester, Inc., P.O. 
Box 527, Armonk, NY 10504-0527. (914) 666-8202. 
Position available February 1988. 12/87 

CAREER OPPORTUNITIES 
ORKIN L A W N CARE (a d i v i s i on of 
Rol l ins, Inc.), is one of the na t ion 's 
largest and fastest growing Lawn Care 
Companies. With over 43 branches lo-
cated in 12 states our expansion plans 
for FY88 will require more proven man-
agement. 

We are looking for Branch, District and 
Region Management talent, as well as, 
Sales and Service Management employ-
ees. 

If you are ready to join an aggressive 
company with over 87 years of service 
business experience, one that is stable, 
growing and one where you can build a 
strong career with unlimited advance-
ment opportunit ies then send your re-
sume TODAY or call 404-888-2771. 

Personnel Director 
Orkin Lawn Care Division 

P.O. Box 647 
Atlanta, GA 30301 

Landscape Salesperson position available with 
Yardmaster, Inc. in Cleveland, Ohio. Excellent 
compensation plan and benefits. Join Ohio's 
largest design/build and maintenance firm. Send 
resume or call YARDMASTER, INC., 1447 N. 
RIDGE RD., PAINESVILLE, OH 44077, 
216-357-8400. 2/88 

Opportunity for Lawn Care Professional in fast 
growing quality minded company in Eastern Long 
Island. Excellent earning potential. Experience in 
sales, agronomy, and turf management a must. 
Write to LM Box 441. 2/88 

CAREER OPPORTUNITIES: Branch Operations 
and Telemarketing Sales managers needed. 
Rapidly growing East Coast lawn care company. 
Northeast and Southeast locations. Great salary 
and benefits to those qualified and fabulous up-
wardly mobile career potential. Send resume and 
salary requirements to LM Box 442. 12/87 

LANDSCAPE 
MAINTENANCE FOREMAN 

W e w a n t s o m e o n e w h o is t he " F e l i x 

U n g e r " o f l a w n m a i n t e n a n c e . In 

sho r t , s o m e o n e w h o is m e t i c u l o u s , 

nea t a n d o r g a n i z e d to h e a d u p o u r 

m a i n t e n a n c e c r e w s . W e w a n t p r o -

f e s s i o n a l s w h o t a k e p r ide in the i r 

w o r k m a n s h i p . Ter r i f i c bene f i t p a c k -

a g e a n d i n c e n t i v e p r o g r a m . F o r -

w a r d r e s u m e a n d sa la ry h i s to r y to : 

G r e e n C a r p e t L a n d s c a p i n g 

161 W a s h i n g t o n St . 
W o r c e s t e r , M A 01610 

o r ca l l 
617-791-3704 

WINNERS ONLY: If you love the lawn care busi-
ness, and are still looking for your personal secu-
rity and comfort levels, send us your resume. Your 
experience should be in all phases of lawn care, 
management, customer sales and service. We are 
expanding our operations and will offer the right 
individual a unique once in a lifetime opportunity. 
When you prove your abilities, we'll guarantee 
your success. Send your confidential resume to: 
P.O. Box 5677, Rockville, MD 20855. 2/88 

HELP WANTED - HORTICULTURAL SUPER-
VISOR: Position for educated and experienced 
working Horticultural Supervisor at a rapidly ex-
panding 150 acre corporate Sculpture Park and 
Arboretum. The general scope of the work will 
include the care of herbaceous borders, woody 
ornamentals, water lily gardens, greenhouse 
propagation of unusual plants, and training and 
supervision of the staff. We offer excellent benefits 
and the opportunity to work with distinguished 
professionals. Please send resume and salary his-
tory. CARMINE LABRIOLA, CONTRACTING 
CORPORATION, Providing Horticultural Services 
to Corporate Landscapes, 200 JOHNSON ROAD, 
SCARSDALE, NEW YORK 10583. 1/88 

Experienced 
Landscape Forman 

Must be experienced in all 
phases of landscape installation 
and be able to handle a 
landscape construction crew. 
Please send resume to: 

Mr. R. Scofield 
Environmental Industries 

Department 200 
24121 Ventura Boulevard 

Calabasas, CA 91802 
an equal opportunity employer 

by choice 



LANDSCAPE MAINTENANCE AND CONSTRUC-
TION FOREMEN: Suburban Cleveland firm is 
seeking experienced individuals who can work to-
gether with other people. Must be hard working, 
organized and capable of directing a project from 
beginning to end. Salary commensurate with ex-
perience. Send resume to: P.O. Box 391002, 
Solon, OH 44139. 12/87 

San Francisco Bay Area landscape firm seeks 
individual with strong horticultural, construction 
irrigation, and client relation skills for landscape 
installation foreman posit ion. Learning and 
growth opportunities with established company. 
Competitive compensation and benefits. Letter 
and/or resume to Landscape Care Company, 
4026 Pacheco Blvd., Martinez, CA 94553. 12/87 

LANDSCAPE & IRRIGATION FOREMEN 
Established landscape contractor expanding and in 
need of aggressive, motivated people to run land-
scape, irrigation and maintenance crews. Excellent 
opportunity for advancement. Send resume to: 

Alpine Gardens 
1958 Balsam Avenue 

Greeley, CO 80631 

I.P.M. SALES & SERVICE: A knowledgeable per-
son interested in continuing a small but successful 
I.P.M. Program. The potential is unlimited for the 
right person. Please send complete resume listing 
experience and education in greens industry to 
Antietam Tree & Turf, 405 N. Burhans Blvd., 
Hagerstown, MD 21740, Attn: J.R. Finn 301-
791-3500. All replies strictly confidential. 12/87 

TREE CARE SALESPERSON - B.S. degree pre-
ferred in Urban forestry, horticulture or related 
field. Knowledgeable in pruning and fertilization of 
trees, disease and insect control. 1-2 years experi-
ence necessary. Benefits include Medical Plan, 
Profit-sharing, and paid vacation. Relocation reim-
bursed after 6 months employment. Send resume 
with pay history to Ira Wickes - Arborists, 11 
McNamara Road, Spring Valley, NY 10977, 
914-354-3400. 12/87 

LANDSCAPE MAINTENANCE SUPERVISOR: 
Scapes, Inc., a commercial landscape firm in At-
lanta, Georgia, is seeking an individual who has 
strong management skills, as well as, extensive 
landscaping experience and knowledge of plants. 
Advancement potential — up to Division Manager 
— makes this position ideal for a goal oriented 
individual. 404-956-7500. TF 

PRODUCTION/SALES/MANAGEMENT — Ag-
gressive Texas full-service landscape firm now 
accepting resumes for entry level positions in 
sales, production and management. Excellent op-
portunities for career, growth oriented persons. 
Send full resume to LM Box 443. 1/88 

MANAGEMENT: Ever-Green Lawns Corporation, 
a division of the multi-national Hawley Group, Ltd. 
is looking for experienced lawn and tree care pro-
fessionals. Please respond in writing only to Rich-
ard D. Niemann, Corporate Recruiter, Ever-Green 
Lawns Corp., 1390 Charlestown Industrial Drive, 
St. Charles, MO 63303. TF 

Wanted - Manufacturers rep with successful sales 
force to sell turf sprayng line. 38 year old Mid-
western manufacturer of agricultural sprayers is 
expanding to turf industry and needs manufactur-
ers rep for sales support. Opportunity for the right 
firm to have input into product line. Send organiza-
tional information to: Jim Weaver, V.P. Sales, 
Kuker Industries, Inc., Box 37589, Omaha, NE 
68137. 12/87 

CENTRAL PARK 
CHIEF OF OPERATIONS 

The City of New York, Department of 
Parks & Recreation it seeking an experi-
enced manager to oversee a diversified 
work force of 200 responsible for the op-
eration of this major regional park. Areas 
of involvement include: Horticulture & For-
estry, Maintenance & Operations & Spe-
cial Events. 
Qualifications: Five years experience in 
management positions, the ability to de-
velop and track budgets, excellent ana-
lytical and leadership skills, and the 
ability to work with community and con-
stituent groups. 
Salary commensurate with experience. 
NYC residency required. 

Send resume to: 

CITY OF NEW YORK 
PARKS & RECREATION 

Recruitment Division 
The Arsenal, Central Park 

New York, NY 10021 
Equal Opportunity Employer 

LANDSCAPE DESIGNER AND ESTIMATOR. De-
sign/build landscape construction firm is seeking 
an experienced designer and estimator. Must be 
able to handle the job from sales to completion of 
job. Must have good graphic ability. Salary and 
benefits commensurate with ability and experi-
ence. Send resume to: P.O. Box 725, Utica, Ml 
48087. 1/88 

Lawn Care and Lawn Maintenance Assistant 
Manager: Leading Horticultural Company since 
1929 is seeking qualified applicant who is highly 
motivated, management oriented and strong in 
customer sales and service. Excellent growth op-
portunity and benefits. Salary commensurate with 
experience and performance. Send resume to: 
McNaughtons Nurseries, Inc., 351 Kresson Road, 
Cherry Hill, NJ 08034. 12/87 

AMERICA'S LARGEST 
LINE OF SMALL BACKHOES 

Backhoe Digging Reach/ Wt. 
Model Depth Swing Post Lbs. 
6LD 6'4" 9'6" 875 
8LD 8'6" 11 '5" 975 

10LD 10'6" 13'3" 1032 
8MD2 8'2" 11'4" 1152 
9MD2 97" 12'4" 1319 

11MD2 11 '7" 14'6" 1350 
13MD 13'6" 16'6" 1728 
9HD 9'4" 11'10" 1634 

11HD 11'8" 14'5" 1827 

Highest quality 
backhoes for tractors, 
skid steers, trucks and 
other carriers. 

American Trencher Inc./ Bradco 
P. O. Box 266 Delhi. Iowa 52223 

Wholegoods Orders 1-800-922-2981 Parts and Service 1-800-553-2470 

Seeking manager to develop and expand our 
maintenance department, demonstrable experi-
ence in the areas of maintenance sales and pro-
duction required. Expect first year sales of 
$300,000, and be willing to base salary upon sales 
and production. Seeking individual who is willing 
to believe in himself, perform, and be paid hand-
somely for his initiative. AYS Landscape Com-
pany, 31 W. 545 Diehl Road, Naperville, IL 60540, 
(312)983-0094. 12/87 

HELP WANTED: Landscape, turf and spray fore-
men, nurserymen and pruners. Experience and/or 
education necessary to work for our dynamic, 
quality oriented, large, 40 year established com-
pany in the Hamptons on Long Island. Profes-
sional wages and benefits, year round, full time 
positions. Contact: Whitmore-Worsley Inc., P.O. 
Box 10, Amagansett, NY 11930. (516)267-3756. 

12/87 

FOR SALE 
1985 Locke 86" professional, hydrostat, 5 blade 
reels, 16HP ic, electric start, 50 hrs $5,500. Pump-
ing systems inc T105-2, skid, 200 gal fiberglass, 
8HP ic Green Garde, Hannay, new $3500. Two 
Ingram 582-G, 72", 23HP Kohler. 50 hrs $4500, 
300 hrs $4000. Ingram sand kat, 16HP Onan, 200 
hrs, ballfield and sand trap rakes, $5500. Two 
Avenger 1/< ton dump haulsters, 8HP Kohler new 
$2200 used $1500. Cushman topdresser, used 
once $1200. Two used turf pro 84, other turf equip-
ment. Call (305) 592-2206. 12/87 

Two used Brouwer Harvesters, Fords, 18" rolling 
units—both reconditioned and ready to go. 
$19,000 and $18,000. Model 3500 Hitchhiker, 
$14,000, Model 3600 Hitchhiker, new and demos. 
Like new Spyder diesel, $15,000. Baker Y o r k -
perfect shape, $8,000. 219-552-0552. 1/88 

STAINLESS STEEL TANK BODIES available. 4 
pots each, 800 gallon and 1,000 gallon with dry 
storage to mount on your chassis. $2,000-$3,000 
or offer. Call Jim Doll (301) 840-5500. 12/87 

CUSTOM LANDSCAPING TRAILERS. Protect 
your investment from exposure and theft. Choice 
of colors, delivery available. NORTHWEST TRAIL-
ERS, Palatine. IL 800-522-6208 or 312-577-6208 

12/87 

Ungalvanized Wire Baskets and Burlap Liners for 
tree spades and hand dug made by Colorado Wire 
Products, 9432 Motsenbocker Road, Parker, CO 
80134.303/841-3354. TF 

STAINLESS STEEL TANK BODY -1200 gallon (4 
pot), 4 reels, 2 -12 hp Kohler poly engines, 1 - 9200 
Hypro, 1 - D-10 Hydro Cell with dry storage ready 
to mount on your truck. As is $8,500 or offer. Call 
Jim Doll (301) 840-5500. 12/87 

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 

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, 89 Hanna 
Parkway, Akron, OH 44319. Call collect (216) 
724-1266. TF 

HANNAY REELS: New in the box, E1526s and 
E1530s, $339.00. Lawn spray hose 275 psi and 
600 psi, all sizes. Original Imler measuring wheels, 
$48.00. Glycerin filled gauges 0-60 psi, 2-02100 
psi, $19.95. Polypropylene ball valves 1/2" to 2" 
Chemlawn guns $75.95. Lawn spray boots $16.95. 
Lawn spray gloves $1.25/pr. Call Hercsh's Chemi-
cal Inc., 1-800-843-LAWN outside of Michigan or 
1-313-543-2200. TF 



BIG JOHN 
PROFITABILITY 

Big enough. Tough 
enough. Fast enough. 

Efficient enough. 
So you'll make 

more than 
enough. 

TREE TRANSPLANTERS 
P.O. Box 608, Heber Springs, AR 72543 
P.O. Box 503, Hales Corners, WI 53130 

1-800-643-8039 In Wis. 414-679-0318 
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BUCKET TRUCKS, Straight Stick, Corner Mount 
and Knuckle Boom Cranes. Brush Chippers - New 
Morbark Disc Type, New Woodchuck Drum Type. 
Best prices anywhere. Used Chippers - Asplundh, 
Woodchuck, etc. 2 to 8 usually in stock. Sprayers, 
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 

ZOYSIA MEYERS Z-52 SOD OR SPRIGS. EXCEL-
LENT QUALITY DELIVERED ANYWHERE AT 
REASONABLE PRICES. ALSO ROW PLANTING 
AVAILABLE. DOUBLE SPRINGS GRASS FARM, 
SEARCY, AR. (501) 729-5691. TF 

Finn Hydroseeders, Mulch Spreaders, Krimpers, 
Pit Burners, Fiber Mulch & Tackifiers. New & Used. 
Wolbert & Master, Inc., P.O. Box 292, White 
Marsh, MD 21162, 301-335-9300. 12/87 

REINCO Power Mulchers and Hydro Grassers. 
Poniatowski Bros. Equipment Company, 30 Route 
31, Flemington, NJ 08822. 201-782-3514. 12/87 

BOWIE HYDRO-MULCHERS AND STRAW 
BLOWERS, New and used. Landscape Supply, 
Ltd., P.O. Box 22092, Greensboro, NC 27420. 
(919)292-2922. 3/88 

FOR SALE: 1984 to 1986 Chevrolet C-60's with V8, 
5-Speed Two-speed or auto transmission. Most 
have four wheel disc brakes, tinted glass, AM ra-
dio, undercoated and rustproofed, with 1000 to 
1200 gal. stainless or fiberglass tanks. 100 gal. 
saddle tank, dual reels, Hydro cell or Bean 2020 
pump, PTO, material storage racks, Lesco 
spreader mounts, ready to service your custom-
ers, from $16800 to $21900. Call Jim; (314) 
928-3728. 12/87 

1977 Skyworker 1045A mounted on 1977 Ford 
F600 complete with chip and tool boxes, cab pro-
tector, $17,900.00. Toledo, Ohio (419) 865-7071. 

12/87 

SPRAY TRUCK - 3 Chev. 1981 C-60D Chassis, 
auto trans, stainless steel tank body, 1200 gallon 
(4 pot) with 4 reels, 2 -12 hp Kohler poly engines, 1 -
9200 Hypro, 1 - D-10 Hydro Cell with dry storage 
capability and 2 Chev. 1983 C-70D, auto trans, with 
body and equipment stated above. As is $14,500 
or offer. Call Jim Doll (301) 840-5500. 12/87 

Don't Just 
Cut Grass! 

Get 10 times the work year-round 
from your mower with the fast,easy to 
use, power raise and dump Auto-
Dump™ loader! Changeover in min-
utes with no additional hydraulics. 

Put more versatility in your mower 
by calling or writing: 

WESTENDORF MFG. CO., INC. 
P.O. Box 29 • Onawa, Iowa 51040 

Phone (712) 423 2762 

JACOBSON GREENS MOWER—22 inches, com-
pletely reconditioned. New engine, reel, blades 
and grass catcher, etc. $2,000. Call Dan Baker 
818-999-2041. 12/87 

BROUWER 5 GANG REEL MOWER. GOOD CON-
DITION. $2000. (501) 729-5691. 2/88 

SPYDERS—used and rebuilt. Also a complete line 
of replacement parts for your Spyder. Call or 
Write: Mobile Lift Parts, Inc., 5402 Edgewood Rd., 
Crystal Lake, IL 60012. 815-455-7363. 12/87 

SELECTIVE 
CONTROL 
O f W e e d s , B r u s h 
A n d W e e d T r e e s ! 

PHILLIPS 
APPLICATOR 

Circle No. 134 on Reader Inquiry Card 

Wanted: Sprayable team distributors in select 
areas. Please call 1-800-225-2639. 2/88 

WANTED: Large Lindig and Royer Shredders. 
Lewis Equipment. 320 Third Street S.W., Winter 
Haven, FL 33880. (813) 294-5893. 12/87 

AUCTIONS 

AUCTION RESULTS ARE IN: Send self-ad-
dressed stamped envelope for prices attained. 
THANK YOU to Illinois Landscape Contractors As-
sociation, Shemin Nurseries, Consigners, Buyers, 
Attendees. HAMILTON AUCTION COMPANY, 
Professional Landscape Auctioneers, 228 Main 
Avenue, Clinton, IA 52732. (319) 243-1252. 12/87 

SERVICES 

ATTENTION 
LANDSCAPE MAINTENANCE 

CONTRACTORS 
W e sell full-color brochures with your company 
name and logo imprinted to help you sell your 
services to your customers. Orders taken for as 
few as 100 brochures. "Give a professional 
touch to your soles callsl" For samples write: 
Qreen Tree Brochures, 742 South 4th Itreet, 
St. Louis, MO 63102. Ph. 314-241-5609. 

Spot treatment cuts la-
bor, materials. Automat-
ic — Adjustable — 
Accurate. 
, __ CALL OR WRITE 
I Q j J Eidson Associates, Inc. 

P.O. Box 16073, Minneapolis, MN 55416 
(612) 926-9711 - Telex 272636 

Bucket Trucks, Tree Spade, Chippers, Stump 
Grinders, all makes and sizes. Check with us for 
the best deal going! Equipment in your area. We're 
B r o k e r s . A m e r i c a n E q u i p m e n t S a l e s 
314-789-3576. 24 Hours. TF 

USED EQUIPMENT FOR SALE: Hydroseeder -
1500 gal. Bowie mounted on Tandem Diesel Truck 
$17,500. Finn Straw Blower with conveyor feed, 
$4,900. Two (2) Bobcat Skid Steer Loaders #722 
& #700, $6,900 each. Backhoe attachment for 
Bobcat, 700 Series, $2,900. Backhoe attachment 
for JD 300 Tractor, $2,500. Massey Tractor 
Loader Backhoe with 3 point hitch, $7,500. 28 ft. 
Hydraulic 8500 lb. capacity Crane with winch and 
personnel basket mounted on a Tandem Interna-
tional Truck, $6,900. Call 216-357-8400 or write 
EQUIPMENT, 1447 N. Ridge Rd., Painesville, OH 
44077 for photos. 3/88 

For Sale: Lawn-A-Mat (7) Economy Tractors 
(14-16 HP), (7) Combines and various spare parts. 
513-242-7300 evenings 513-385-5336. 12/87 

ATTENTION GOLF COURSE SUPERINTEN-
DENTS: Great Meyer Zoysia for your Fairways 
and Tees. Guaranteed Bermuda free. Beauty 
Lawn Zoysia (Cincinnati) 1-513-424-2052. 2/88 

REINCO HYDROGRASSERS and power mulchers 
in stock. Opdyke Inc. (Phi ladelphia Area) 
215-721-4444. TF 

SPRAYERS: New Skid-mounted 300 Gallon Fi-
berglass Tanks. Electric Reel with 300' hose and 
gun. Unused - List $3,470.00. Will take Best Offers. 
(216)656-4200. 12/87 

R E L I N E R S , T I R E R E P A I R 
Free Tire Supply Catalog 

Hsrd-to-find aq tires, tubes, reliners, 
tire repair tools, hot-cold patches, 
boots, tire changers, low tire prices 
and more listed in GEMPLER's free 
catalog. 24 hr. UPS shipping. Write: 
Qempler'i, P.O. Box 270-70, Mt. 
Horeb, Wl 53572 or ca l l 
1-800-382-8473. 

WANTED 
Wanted: Sprayable team users. Please call for 
rates. 1-800-225-2639. 2/88 

MISCELLANEOUS 
LANDSCAPERS SUPPLY FREE CATALOG. Buy 
direct and save up to 75% on a full line of commer-
cial lawn maintenance equipment, engines, parts 
and accessories. Call Toll Free 1 -800-222-4304. 

2/88 

NOTICE: Bahr's Manufacturing makes replace-
ment parts to fit Bobcat, Bunton, Exmark, Kees, 
John-Deere, Toro, Ferris & Scagg. We are the 
original replacement parts specialists, not a dis-
tributor or mail-order house that buys from a man-
ufacturer and sells at a large mark-up. Bahr's will 
now sell direct — factory to you!! Same day ship-
ping. At the present time, 98% stock made, ready 
to ship. SAVE BIG BUCKS by cutting out the mid-
dleman. Most of our parts are identified by a BA 
Prefix to the number. If you are now buying parts 
that have a BA Prefix - you are more than likely 
buying our parts. The BA designation was taken 
from the first two letters of our name. Save the 25 -
30% — BUY SMART - BUY BAHR'S! Call for a free 
catalog today. 1-800-526-2757 or 201-938-5683 or 
write direct to BAHR'S REPLACEMENT PARTS 
SPECIALISTS, 377A Yellowbrook Road, Free-
hold, NJ 07728. TF 

USED EQUIPMENT 
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 

BUCKET TRUCK: Hi Ranger 65', 57', 50'. Sky-
workers with chip boxes. Asplundh bucket trucks 
with chip boxes. Asplundh brush chippers. Bean 
55 gal. sprayers. Parkway Equipment Company, 
633 Ceci l ia Drive, Pewaukee, Wl 53072. 
414-691-4306. TF 
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The Ultimate, AU-ln-One 
Landscape Implement! 
The unique, new 

Dakota Hand is 
designed to be a 
do-anything, go-
anywhere land-
scape tool 

TOWABLE T R A N S P L A N T E R BUCKET or 3-POINT M O U N T 
T R A N S P L A N T E R 

SPRAYER 

The main parts are a towable, bucket or 3-point mount tree transplanter, a 
boom sprayer, a log splitter, a dump box, post hole digger, and a spreader. The 
transplanter's patented floating cradle enables you to hydraulically vary the root-
ball diameter up to 28 inches. 

Options include water pumps, hydraulic pumps, jack hammers, hydraulic 
power packs, and much more. 

The Dakota Hand is made specifically for resorts, golf courses, apartment 
complexes, hobby farms, parks, nurseries, municipal and state facilities, and for 
rentals, landscapers or soil conservation. 

IMKDTk 

D U M P BOX 

LOG SPLITTER 

Dealer Inquiries Welcome 

CALL OR WRITE: 1-800-327-7154 
MID DAKOTA CORPORATION 
GARRISON INDUSTRIAL PARK 
BOX 728 
GARRISON, ND 58540 Patent #46256621 

Product Demonstration Available on Video 
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OUTLOOK 

Join together 
It seems logical that the collective green industry should address potentially 
adverse issues together, under a unified voice. Issues such as unfairly restrictive 
pesticide legislation, new tax laws and even new student recruitment can be 
dealt with from a stronger position if trade organizations unite. 

In case you haven't noticed, there's quite a bit of common ground under the 
various feet of green industry interests. Why, therefore, should 
various organizations react to these attacks alone? Granted, the 
Professional Lawn Care Association of America did an excellent 
job of counteracting the effects of "environmentalists" pushing for 
a "poison-free" country. But the legislation and other measures 
introduced as a result of this negative campaign, if carried through, 
would have a more far-reaching effect than strictly on LCOs. It 
would affect any commercial operator who sprays potentially haz-
ardous chemicals, which amounts to most of you. 

So why not unite? Remain autonomous, but cooperate with one 
another. The move has already begun, a summit meeting of sorts 
held in Baltimore at the 1986 PLCAA conference. But it must be 
carried through. 

Ron Kujawa of KEI Enterprises suggests banding together to 
attack one issue a year, be it legislation or whatever, and con-
centrating an effort over a certain period of time, maybe a month or 
two, exacting as much influence on the issue with available re-

sources—which are plenty. Mobilize your memberships, take 10 minutes to 
write a representative or senator. The benefits will be greater if six, eight or 10 
groups are yelling together in one voice, rather than one group just yelling. 
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"It took me seven years to get 
to know this course inside and 
out. I wouldn Y trust it to anything 
less than Lebanon quality." 

Face it. If your turf looks bad, you look bad. With so 
much riding on the condition of your course, it just 
doesn't make sense to trust your reputation to anything 
less than Lebanon quality. 
For over 4 0 years, Lebanon Country Club Turf 
Products have been the standard of the industry— 
providing consistent, dependable performance at an 
exceptional value. 
From our complete line of homogeneous fertilizers to 
our combination herbicide and insecticide products, 

Tom Regan Golf Course Manager • 1st Hole Bethesda Country Club in Maryland 

Lebanon quality helps you keep your course at the 
peak of perfection. 
You wouldn't cut corners when it comes to your 
reputation—neither would we. For more information 
on Country Club Turf 
Products, phone your local 
Lebanon distributor today 
or call our Greenline at 1-
800-233-0628, 1-800-852-
5296 (PA only) or 1-717-
273-1687. 

Circle No. 123 on Reader Inquiry Card 

Lebanon 
T O T A L T U R F C A R E 
A division of Lebanon Chemical Corporation 

P.O. Box 180 Lebanon, PA 17042 



The Tall Fescue Trend 
REBEL H Leads the Way 

Rebel II. . . the attractive, low-maintenance turfgrass: 

• Requires less fertilizer than Kentucky 
bluegrass or Bermuda grass 

• Excellent shade adaptability 
• Greater disease resistance than most 

other turfgrasses 

• No thatch build-up 
• Outstanding performance in heat and 

drought 
• Fine, dense growth 
• Excellent dark green color 

Get with the tall fescue trend. Try Rebel II. Tests are proving it will meet 
all your needs, and surpass your expectations. 

Lofts Seed Inc. 
World's largest marketer of turfgrass seed 
Bound Brook, NJ 08805 (201) 356-8700 

Lofts/New England 
Arlington, MA 02174 
(617) 648-7550 

Lofts/Great Western 
Albany, OR 97321 
(503) 928-3100 or 
(800) 547-4063 

Sunbelt Seeds. Inc. 
Norcross, GA 30071 
(404) 448-9932 or 
(800) 522-7333 

Lofts/Maryland 
Bcltsville, MD 20705 
(800) 732-3332 
(800) 732-7773 (MD) 


