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PENNWAY BLEND IS

A HIT IN DES MOINES
WHERE SUMMERS ARE
HOT AND MEMBERS
DEMAND PERFECTION.

Nick Dunn, Superintendent
Wakonda Club, Des Moines, IA

Warren Bidwell is available to speak to your superintendents’ group about Penn bentgrasses.
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No. 6 Fairway, Wakonda Club, Des Moines

GIVE IT A DIVOT!

“When the membership at Wakonda

Club in Des Moines voted to replace
their bluegrass/poa fairways with
creeping bentgrass, I wasn't certain
of its availability. Leon Williams from
Williams Lawn Seed assured me that
he could get an adequate supply of
Pennway blend from Tee-2-Green
Corp. in Oregon. | knew Tee-2-Green
for quality Penn products, but I
wasn't positive about Pennway. When
I found that Pennway is 25% Oregon
certified Penncross, 25% certified
Penneagle and 50% creeping bent
also from Tee-2-Green, I elected to
use it over other bent blends
available.

After one year, our fairways look
superb and the membership raves.

With our maintenance program,
we have had no problem with thatch

Call our toll free number for details. TEE-2-GREEN Corp., PO Box 250 Hubbard, OR 97032

Circle No. 142 on Reader Inquiry Card

buildup, and we find that Pennway
requires less water than our old
bluegrass/poa fairways ... an impor-
tant factor considering our droughty
summer. Pennway? Yes. Give it a
divot!”

PENNWAY

=) FOR FAIRWAY USE

CREEPING BENTGRASS BLEND
One of the ‘Penn Pals’

Tee-2-Green Corp.

1-800-547-0255
FAX 503-981-5626




Shinnecock Hills Golf Club, Southampton, New York
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Medinah Country Club, Medinah, Illinois

Another banner year for Betasan.

Once again, most of the country’s top
courses chose BETASAN.

Perhaps that’s because top superinten-
dents know that BETASAN® herbicide is
more effective, safer and longer lasting than
all other crabgrass controls, including
Dacthal* and Team®*

Or, maybe the reason is Betasan is the
only preemergent crabgrass control that’s
safe for bentgrass and all other turfgrasses,
including established bluegrass, fescue,
Eerennia%, annual rye, bermudagrass, Zoysia,

ahia, centipede and St. Augustine.

Either way, for over 20 years Betasan
has been earning the trust of the most de-

Circle No. 117 on Reader Inquiry Card

manding and knowledgeable golf course
superintendents in the country.

[sn't it time you experienced the same
confidence?

BETASAN is available in liquid formula-
tion, as well as granular, to match any appli-
cation need you may have.

For more information contact your

local sug lier, or call ICI Americas at
1-800-7 8—2500.
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With the Hardbody's double-wall seamless construction and rust-resistant
cargo bed, you don't have to worry when things pile up

Want to take it with you? Better get a
Hardbody King Cab" 4x4. Its powerful
engine lets you tow up to 3,500 pounds

Who says cab rides have to be uncomfortable?
Not Nissan. Our trucks have plenty
of headroom and legroom

*Covnyene tond C ourter Noveh Covolion



You can carry the weight of
the world with a Hardbody V6
It has a 20001b. payload and
the largest cargo volume of any

leading compact truck

- A

a 30-liter fuel-injected V6

engine has 145 horsepower
Enough to get you through
almost anything.

Standard on some models,

ork-related stress.

A Tarr!

If job demands have you on edge, maybe it's
time to seek some help.

The kind that you can get only from Nissan®
Hardbody™ trucks.

Not only can they handle the daily abuse
that's a part of doing business, they also do well
over the long haul. Keeping maintenance costs,
downtime and your blood pressure much lower.

And Hardbodies are available in a variety of
configurations, all known for reliability, quaz,ty
and longevity. With as much as 300,000 miles of
use reported*

If you're ready to do something about the
pressures of your business, talk to a Nissan Fleet
Representative. Just call 1-800-323-5313 to locate
the one in your area.

And make carrying a heavy workload a lot
easier to deal with.

L
NISSAN

v
Nissan Fleet Sales.
Built for the Human Race;
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COVER STORY: o
28 THE CUSTOMER AS KING 9 Crosailiod
by Will Perry, managing editor.
ol et /A Today’s saturated lawn care market | 74 Ad Index
'Sorvice’ is the key demands that LCOs work harder to
keep their customers happy. 76 Problem Management
LM
COMPACT TRACTORS Editorial Staff
by Jeff Moehle. The versatility and flexibility of compact

tractors make them ideal for budget-minded landscape
managers.

by Jay Holtzman, contributing editor. With an efficient
equipment tracking system, those lost and broken hand tools )t
swiftly become a thing of the past. Jerry Roche Will Perry

3 7 NAILING THE CULPRIT

Editor Mg Editor
CLEARING PROFITS WITH THE SNOW LM_ - -
by Jerry Roche, editor. The work is difficult and the hours long, Editorial Advisory Board

but landscapers are making the necessary efforts—and
money—from snow removal.

LANDSCAPE MANAGER OF THE YEAR

4 In getting the most out of his personnel and equipment, Roy
Peterman made the Brigham Young University campus a
model of good management.

Kent Kurtz
Horticultunist Extension Agronomist  Protessor
Dow Gardens VPI & SU Hortculture

‘LOVE THAT DIRTY WATER...’ Migiand. M Btacksburg. VA G Supy S omaga
50 by Jeff Sobul. Improvements in treatment have made reclaimed
wastewater a viable source of irrigation water, and a way to
conserve valuable freshwater supplies.

5 8 THE COST OF LAYOFFS

by Rudd McGary and Ed Wandtke. To layoff or not to layoff? o o P4
ﬂWith the winter season coming up, it could increase your cash Harry Nimezyk ﬁww Robert
1 1 1 Tolessor S0C. Professor ssoc Protessor
ow to lay off some employees until spring. But, in the long Db B Loy o e et
run, you may lose some customers next year. Wooster. OH Ithaca, NY Lincoin, NE
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Hmm lawn two mum/)\ nrm m‘mun'mn with Turf-Seed
ryegrass and bluegrass products.

\,‘

Quality Turf Products Green-Up Your Bottom Line

Lawn renovation can be a profitable addition to an LCO3
services, but like other programs, satisfied customers are
the key to continued success. Along with professional tech-
nicians, proper equipment and nmcl\ service, the grass
seed used make the long lasting 1 1mprmmn that creates
referrals. And Turf-Seed, Inc. has the prcmlum quality seed

for Your program ..
by variety name .
the line.

Northern Turf
Renovation

Perennial Ryegrasses
Citation II » Birdie II +
Omega II » Manhattan II «
CBS II Blend = 246 « 2DD -
2HH ‘Charger’

Kentucky Bluegrass
\hdmght * Challenger ¢
Columbia « * Galaxy Blend

. n your region. Ask for these products
buausc Its rmll\ your name that’s on

Southern Turf
Renovation

Tall Fescues

Olvmpic * Apache * Monarch
Silverado » Eldorado *
Murietta ¢ Triathalawn Blend

Perennial Ryegrasses
Citation II » Birdie II
Omega II « Manhattan II
CBS II Blend » 246 « 2DD »
2HH *Charger’

PO Box 250, Hubbard, OR 97032
FAX 503-981-5626 TWX 510-590-0957

1-800-247-6910
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“There are a lot of great superintendents in the country.”

These words from Milwaukee Country Club’s Danny Quast, a
superintendent himself, start the juices flowing. And there are a
lot of other great landscape managers in the country, too. In my six
years in the green industry, I've certainly met my share at conven-
tions and in other travels across the land.

“You have to love this business and you have to be motivated,”
the likable Quast told me this summer, right in the middle of the
driest, hottest drought in decades. “The members don’t expect as
much out of me as I do.”

And that’s the key.

If this is beginning to sound like a pep talk, maybe it is. Every
once in a while, we all need a pep talk. A little “Vince Lombardi”
to remind us that we're proud of what we're doing.

Just what is it that you're doing? You're beautifying our coun-
try. You're making it a pleasure for others to go to work. You're
making it fun to take the kids outside on a nice spring day and roll
around in the grass. You're making it a treat to take a day off from
work and play a few holes of golf. In your own special way—think
about this—you're making people more fully appreciate life.

And you're having fun doing it. You're not chained to a desk or
locked in a room with a computer terminal. You, generally, are
outside in the warm sunshine when many others are chomping at
the bit to be unleashed.

Ken Erman is building supervisor at Edgell Communications.
He is, typically, one of you. As he approaches retirement, he tells
the story best.

“I've been at this all my life. I worked on a farm from the time I
was nine. This was my life. I couldn’t get enough of work.”

Was it hard work, Ken?

“There are hard aspects. But it was worth it to see the product.
To see the results.

““Maybe it's hereditary. My dad was a great one for flowers.”

You're a landscape manager. You're historically a hard worker.
Hereditary or not, you take pride in seeing the final product.
Thank you, one and all. And keep up the good work.

Jerry Roche, editor
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BEHIND
EVERY GREAT PERFORMER
IS A GREAT COACH
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GREEN INDUSTRY NEWS

Burning turfseed fields means black plumes of smoke and possible danger for motorists.

SEED

Seed prices could escalate if legislation
to limit field burning is passed in Oregon

Oregon seed farmers have been “feel-
ing the heat" lately. Field burning, a
key part of turfseed growing opera-
tions, was cited as the cause of a hor-
rifying traffic accident on Oregon's I-5
in August. Heavy smoke from the field
blew across the highway near Albany,
decreasing visibility like a curtain of
heavy fog.

Shortly after the crash, in which
seven people were killed and 38 in-
jured, the Oregon Department of En-
vironmental Quality (DEQ) banned
field burning within a %-mile of all
interstate highways. Since then, the
ban has been expanded to a %-mile
“fire safety buffer zone'" along I-5,
with burning banned completely in
the first %-mile of the zone. Burningin
the second %-mile can take place only
with increased state regulation. In ad-
dition, seven other highways in the
state will be lined by a %-mile buffer
zone with burning banned within the
first %-mile.

The new rules were issued via a
180-day Administrative Order that
will be in effect until mid-February.
After that time, the issue will again
come before the DEQ for renewal.

“Ever since the accident occurred,
people previously tolerant of field
burning have come out in opposition
toit,” says Dave Nelson, executive di-
rector of the Oregon Seed Council.
The primary opponents are groups

called End Noxious Unhealthy Fumes
(ENUF), Oregonians for Clean Air,
and Residents of Oregon Against
Deadly Sprays and Smoke.

Members of these groups and oth-
ers were among the 60 people present
ata September public hearing where a
state legislative committee heard the
strongest opposition yet voiced
against the 40-year-old practice of
field burning. Opponents have joined
forces with state Sen. Grattan Kearns
(D-Eugene) in proposing legislation
seeking to ban field burning.

The state’s emerging resistance to
field burning has been more intense
than that of the 1960s and 1970s when
the state gained regulatory control of
field burning and limited the practice
to about 65 percent of the valley's
grass fields. The heat of the current
debate led Bill Rose, owner of Turf-
Seed Inc., to quip: “Oregon’s seed in-
dustry is respected all over the
world—every place but Oregon.”

Nevertheless, Nelson is preparing
to give the seed producers their fair
say. “The industry is organizing to
represent itself thoroughly,"” said
Nelson. However, “there's no doubt
in my mind that if field burning sur-
vives these attempts at banning it, the
present rules will remain.”

Dennis Glaser, a seed farmer who
owns more than 5,000 acres in the
Willamette Valley, agrees that the
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days of field burning are numbered. “I
don't know that it’s going to be this
year,” he said, “but I'm not optimistic.
I'd say the practice will end within the
next three years."”

The challenge for farmers, says
Glaser, will be to produce the quality
seed people have come to expect from
Oregon without the benefit of burn-
ing, which reduces the threat of dis-
eases (such as ergot and blind seed
disease) and keeps prices down.

“Our future yields will be less,
that's a given,” adds Glaser. “Burning
does unexplained things to a plant.
There isn'ta mechanical way we know
of that would do the same thing."”

The current Administrative Order
covers approximately 30,000 to 40,000
acres of seed fields. Owners of these
fields may have to resort to alternative
methods of field sanitation: propane
burning, chemical spraying, crew cut-
ting and bailing. All cost $50 to $70
more per acre than field burning.

Nelson and Glaser agree that a
sense of urgency exists among Oregon
farmers and university researchers to
find an alternative to field burning.

“We're not happy about what has
happened, but don’t write us off,”
adds Glaser. “We're good learners and
will do what we have to do to continue
to produce the best quality seed in the
world.”

—Will Perry
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SHORT CUTS

LANDSCAPING

Carpenter takes on
North Carolina DOT

Joe Carpenter of Landmasters, Gas-
tonia, N.C. has filed an appeal with the
U.S. Court of Appeals in his case
against the state
and federal de-
partments of
transportation
involving minor-
ity set-aside
regulations.

The case in-
volves the fed-
eral Disadvan-
tage Business En-
terprise (DBE)
regulations, which mandate that at
least 10 percent of funds for public
works projects be awarded to minor-
ity firms. Carpenter is challenging
their constitutionality on grounds
that provisions of the Surface Trans-
portation and Assistance Act create a
system of racial preferences in award-
ing public contracts for highway con-
struction projects.

Carpenter, former president of the
Associated Landscape Contractors of
America, believes that these pro-
grams result in a system of racial
quotas which prime contractors must
fulfill to avoid a risk of losing feder-
ally-funded state contracts.

More than 20 lawsuits have been
filed challenging the constitutionality
of the 10 percent quota requirement,
which was originally implemented as
part of the Public Works Employment
Act of 1977. In 1982, the Surface
Transportation Assistance Act was
passed with such a quota.

RESEARCH

Thatch build-up is
found in fescues

Researchers at the University of Cal-
ifornia/Riverside report more thatch
build-up than expected in new turf-
type tall fescue varieties included in
the three-year-old National Variety
Trial there.

Thatch was present in all 39 tall
fescue varieties included in the trial,
ranging in thickness from 0.64 to 1.14
inches.

“Generally, the pasture-type vari-
eties developed the least thatch,
while the newer turf types, including
dwarf varieties, accumulated the
most,” reports Matt Leonard, Ph.D.

continued on page 14

THE FATE OF N...What happens to the nitrogen you're apply-
ing to the turf three or four times a year? According to Marty
Petrovic, Ph.D., of Cornell University, about 60 percent of the
nutrient is taken up by the plant, under ideal conditions. Here's
where the rest goes: 14-20 percent is stored in the soil, 21-35
percent is stored in the thatch, 7-15 percent is lost to the atmo-
sphere and anywhere from 2-85 percent is lost due to de-
nitrification. Petrovic revealed these statistics at the 65th anni-
versary Lofts Seed Field Day.

DISEASE UPDATE...Agri-Diagnostic Associates has im-
proved its popular turf disease detection kit. Formerly, the test
took 3% hours; the new test takes just 10 minutes. The kit,
which uses the samé technology, will be available April 1,1989,
according to Vonnie L. Estes, who is in charge of market devel-
opment. For more information, write 2611 Branch Pike, Cin-
naminson, NJ 08077 or call (609) 829-0110.

THEY'VE BEEN ENDO-ED...You want a perennial ryegrass
with high insect-resistant endophytes present? Try these: SR
4000, SR 4100, Citation II, Commander, Dasher II, Repel or
Sunrye. According to 1986 national tests conducted by C. Reed
Funk, Ph.D., at Rutgers University in 1986, these varieties were
highest in endophyte content.

VIDEO ARTICULATE...Mike Tanzini and Greg Frank have
been selected by WXXI-TV, Channel 21 in Rochester, N.Y. to
participate in “New York Lawn & Garden,” a weekly question-
and-answer show. Viewers are encouraged to submit samples
of problem plants and insects for diagnosis and recommenda-
tions. Along with Tanzini and Frank, cooperative extension
agent Jim Wilmot answers the questions. The panel also an-
swers call-in questions and plans several remote broadcasts
from area malls for on-camera questions and answers. Tanzini
and Frank, vice presidents of Ted Collins Tree & Landscape,
were selected from open auditions.

DETOUR TO DISNEY...For the first time in Walt Disney
World history, landscape professionals can get an in-depth look
at the entire Disney World horticultural operation in the new
“Landscape Magic’’ seminar. Experts from the Disney staff will
serve as instructors and guides for the three-day seminar,
which begins Jan. 29, 1989. Registration fee is $685, which
includes special rates on accommodations at the Contemporary
Resort. For more detailed information, write Seminar Produc-
tions, Disney World, Dept. PR, P.O. Box 10,000, Lake Buena
Vista, FL 32830, or call (407) 828-1500.

OVER THE COUNTER...LawnAmerica Inc. has completed an
initial public offering of its securities with South Richmond
Securities Inc. as the underwriter. The offering consisted of’
500,000 units priced at $3 each. Each unit consists of two shares
of common stock and one common stock purchase warrant.

LawnAmericais a full-service lawn /landscape company based
in Tulsa, Okla.
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Fmally A
esn't Handle L

For too long, high-capacity mowers have
left a lot to be desired. But now all that has
changed. Presenting the revolutionary new
Groundsmaster® 580-D with an 80 hp turbo-
diesel engine. The first large-scale rotary
mower that combines the productiv-
ity of a 16-foot machine with the
handling case of a smaller mower,

Operating the 580-D is incredibly casy.
Only Toro provides an adjustable tilt steer
ing wheel and column. All controls are
at the operator’s fingertips, even cruise
control. .
Transportis casy too. An exclusive - ; — (3
rotating hinge lowers the outboard cut-
ting units behind the operator fora clear
view to the side and rear. A balanced de-
sign allows you a stable 20 mph trans-
port speed because the weight of the
outboard cutting units is rotated to
the rear.

Digital read-
outs display vital
engine/machine
functions at the
touch of a button.

“Toro”, “Groundsmaster”, and “Triflex™ are registered trademarks of The Toro Company. 1988 The Toro Company
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ity Mower That
School Bus.

Toro’s outboard cutting units also include an exclusive break-away
protection feature. Should the operator misjudge distance, the wings will
pivot away from the object that has been hit.

The 580-D’s wide stance
and short wheelbase give it
mancuverability and stability.
A short 76" wheelbase lets
you turn an 18" uncut circle
without braking. And Toro’s
exclusive swept-forward wing
design keeps the tips of the
outboard cutting units in line
with the front drive wheels
improving operator control
and visibility.

For even more versatility,
the 580-D includes these
accessories: an 8-foot front
broom attachment; a roll over
protection system, a canopy, a
caband a road light package.

Ifyou've been sacrificing
case of operation for high
capacity, it’s time you saw the
revolutionary machine that
gives you both: the new
Groundsmaster 580-D from
PN Toro. Call your local Toro

o distributor to see the Grounds-
W master 580-D or contact Toro

nr"": Y at the address below. You'll see
gy firsthand how productive and
versatile

large-scale
turf mow-
ing can be.

The Professionals

Another Toro exclusive allows you to raise
one or both of the outboard cutting units inside
the traction unit width. The 580-D can then trim e T4
between objects less than 8 feet apart with the ’ l_\ / ’
92" Triflex® cutting unit. g

The Toro Company, Commercial Marketing Services, 8111 Lyndale Ave. So., Minneapolis, MN 55420.
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Agrotec Sprayers
Deliver

Whether you spray once a day or 20 times a day,
50 gallons or 200 gallons, golf courses, tall trees, or
commercial landscapes, youneed a PRO-CARE
Sprayer from Agrotec.

Agrotec PRO-CARE Sprayers are the Profes-
sional choice because they're built right. They're
tough. They're reliable. And they deliver.

Available with 50, 100, 150 or 200 gallon
polyethylene tanks, low or high pressure pumps.
Skid-mounted for your pick-up or truck.
Optional equipment includes boom kits, hose
reel kits, and wheel/trailer kits for golf
courses, nurseries, or towing.

Call or write for our free brochure and
location of the distributor nearest you.

Model ASE1054

R Agrotec

Highway 35+ P 0. Box 43 «Pendleton, NC 27862-0049
1-800-63B-8363+(918) 585-1222
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THATCH from page 11

Leonard, UCR botany and plant sci-
ences staff research associate, said
that the thatch build-up was noticed
while soil cores were being taken to
measure tall fescue rooting depth.
This triggered a sampling of the 39
varieties for thatch thickness.

Cluster analysis produced two sig-
nificantly different groups of fescues
with respect to thatch thickness and
four groups of varieties based on turf
texture. Results by variety are pre-
sented in an article titled “Thatch Ac-
cumulation in Tall Fescue Varieties,"
in the UC publication California
Turfgrass Culture, Vol. 37, Nos. 3, 4,
1988.

“Thatch thickness and turf texture
were positively correlated,” Leonard
notes, ‘‘supporting the hypotheses
that the new, finer textured tall fescue
varieties tend to accumulate more
thatch than the older forage vari-
eties.” The UCR study is not consid-
ered to be conclusive, he added, but it
does point out a trend in tall fescue
thatch accumulation that warrants
further study.

ACADEMIA

Ohio State offers
equipment curriculum

A college program that teaches tech-
nicians to operate outdoor power
equipment will be offered at The Ohio
State University.

Horticultural Power and Equip-
ment Technology will be taught at
OSU's Wooster branch, beginning in
the fall of 1989.

Students completing the two-year
program that includes an internship
will receive an Associate of Applied
Science degree.

General education courses includ-
ing communications skills, math,
physics and microcomputers will be
balanced with hands-on and class-
room studies of engines, hydraulics,
power transmission, and servicing
specialized horticultural equipment.

In addition, the students will re-
ceive basic training in one of three
areas: turf, landscaping or nursery.

Anyone interested in more infor-
mation about the program can call
Fred Lendrum at (216) 264-3911 or toll-
free in Ohio (800) 647-8283. The ad-
dress of the OSU-Wooster campus is
1328 Dover Road, Wooster, OH 44691.

LAWN CARE

Tru Green buys
Texas operation

Tru Green Corp. has purchased
Greenkeeper Inc., a San Antonio-



The choice is yours. Whether And Team does all this without
your customers need season-long hurting your turf, including sensitive
preemergence weed control by itself bentgrass.
or on fertilizer from leading formula- So spread it straight in granular
tors, Team fits form. Or spread it on fertilizer avail-

Either way, you can control able from leading formulators. Team
crabgrass and goosegrass season- fits your program. See your Elanco
long with just one application. Or representative. Or call toll-free:
even a split application, if need be, 1-800-352-
to better fit your program.

Team granular also fits your
high standards of annual grass weed
control. University tests show it’s out-
standing. Team gets to the ground and
stays put to form a zone of protection
that keeps weeds out all season long.
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Spread it your way.
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Team granular.

Team on fertilizer.




based lawn care company with
branches in Oklahoma City, Dallas,
Austin and Houston. Tru Green has
nearly doubled its size through acqui-
sitions since last year. This move
marks the second time this year that
the company has acquired a com-
petitor with revenues of more than $1
million.

The Greenkeeper name will be
kept for the time being, says company
founder James Eckhardt. The com-
pany’s 55 employees will also remain
and Eckhardt will continue to run the
operation.

Eckhardt says he was not actually
looking to sell when Tru Green ap-
proached him. “A lot of it was the
people,” Eckhardt says. “There’s
going to be a lot of opportunities for
our employees.”

BUSINESS

Florida helps fill
drought damage gap

Reports from nursery plant producers
in the Midwest indicate the drought of
1988 and searing heat may have in-
flicted heavy damage.

Earl Wells, executive vice presi-
dent of the Florida Nurserymen and
Growers Association (FFGNA) said
initial indications received this fall
point to a 30 percent loss of nursery
plant materials in the Midwest. Most
nurseries in the impacted areas do not
have irrigation.

Wells says that Illinois, Indiana
and Michigan were hit particularly
hard. He adds that Florida growers
will move to fill the gap left by the
drought damage.

LANDSCAPING

John Moulder (left), president of Moulder Bros., receives a bronze plaque

from Duarie Bartlett, president of parent company Earthmark Industries,
Commemorating Moulder Bros.’ 50th year in the landscape industry.

Moulder honored for 50 years of service

Glendale, Calif.-based, Moulder Bros. recently celebrated its 50th year in the
landscape contracting industry.

The half-century has been a distinguished one, growing from a door-to-door
operation started by by Paul and John Moulder in 1937 to a corporation which
did $20 million in business in 1987.

The company received numerous design awards over the years. Twice John
Moulder, who took over full responsibility for the company in 1970 after Paul
passed away, travelled to the White House to receive special citations. The
company'’s work also received recognition from three national industry organi-
zations and four California industry groups.

Moulder Bros. touch has reached such projects as Dodger Stadium, the ]J.
Paul Getty Museum, Sea World and portions of most southland freeways in the
Los Angeles area.

As John Moulder nears retirement he is beginning to turn over operations
responsibilities to his management staff, which totals 150. Undoubtedly, the
transition will be smooth and Moulder Bros. will continue to prosper beyond
the end of its first century of business.
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“We're certainly sympathetic to
the drought victims of those states,”
he says, “‘but at the same time, if there
is a need to be filled, Florida would be
in a position to supply some types of
plant material which are compatible
with conditions in those states.”

Florida is a major supplier of
woody ornamental plants to many
Northern states and the largest sup-
plier of foliage material in the nation.

GOLF
Who to maintain
your course for?

Superintendents of golf courses
which host professional events must
make up their mind: Are you main-
taining your course for tournament
and guests, or are you maintaining it
for the everyday player?

This revelation from Daniel Pier-
son of Cherry Hills Country Club in
Englewood, Colo., site of three Opens
and two PGA championships.

“The first year I was here, we tried
to alleviate some of the complaints
from members by reducing some of
our tournament conditions,” says
Pierson, who moved his fairway
mower settings from %-inch to 9/s-
inch. “It sure takes off a lot of pressure
from the everyday comments you get
from members. They really recognize
that we're doing it for them, and they
appreciate it.

“And I haven’t heard anybody give
us any complaints about flier lies. The
lower handicap members were very
concerned that we would, in going to
higher cut fairways, have worse play-
ing conditions for them. So far, it
hasn’t worked that way.”

The tees, however, are a different
story.

“We kind of sold our soul a little
bit,” Pierson notes. “‘I water to support
conditions of play and not to support
agronomic conditions. I consider that
a bit of a compromise.”

SEED

NuMex closer to
landscape market

Seed yield on a variety of Bermu-
dagrass developed at New Mexico
State University has brought the
grass a step closer to commercial
use.

Arden Baltensperger, professor
of agronomy and horticulture who
developed NuMex Sahara, says the
grass produced a good seed yield on
abreeder field. Since June, approxi-
mately 100 acres of foundation field
have been planted in Arizona and



Stop Snow
Mold Belfore

It Kills Again.

Nothing protects your greens, tees, and approaches §
from snow mold better than Calo-Clor or Calo-Gran

turf fungicide. Order now: Before its too late.

© 1988 Sierra Crop Protection Company, Milpitas

CA CALO-CLOR and CALO-GRAN are

Calo-Clor

Calo-Gran

registered trademarks of Sierra Crop Protection Company. Always read and follow label directions carefully

Circle No. 139 on Reader Inquiry Card

southern California.

“I hope this new variety. will be of
good use on golf course fairways, city
parks and other large areas where
seeding is the preferred method of es-
tablishment,” Baltensperger notes.
(See Nov. 1987 LANDSCAPE MANAGE-
MENT.)

Royce R. Richardson, president of
Farmer Marketing Corp., notes that in
1987 some 70,000 NuMex Sahara
plants were hand-planted on the 2.5-
acre breeder field. “It’s all up and it
looks very good.” Richardson says.
“We will have certified seed available
to the public in July 1989.”

The company was to begin taking
orders for NuMex Sahara seed at the
Western Seedsman Association trade
show in Kansas City Oct. 29 to Nov. 1.
The company plans a major advertis-
ing campaign.

Correction

LANDSCAPE MANAGEMENT’s Sep-
tember Buyers Guide incorrectly
listed Sandoz Crop Protection as
Zoecon-Sandoz Crop Protection.
Sandoz manufacturers Mavrik Aqua-
flow for turf and tree insects, and Pen-
tac Aquaflow for mites.

For future reference, please adjust
your copy of the Buyer’s Guide
accordingly.

GOLF

Lyon to run for
GCSAA presidency

Dennis D. Lyon has been selected by a
nominating committee to run for pres-
ident of the Golf Course Superinten-
dents Association of America
(GCSAA). The election will be held at
the annual convention and trade
show Feb. 13, 1989 in Anaheim, Calif.

Lyon is a certified golf course su-
perintendent for the City of Aurora,
Colo., Golf Division.

Running for vice president will be
Stephen G. Cadenelli of Metedeconk
Golf Club, Jackson, N.J. and Gerald L.
Faubel of Saginaw (Mich.) Country
Club.

Nominated to run for directorships
are Gary Grigg of Shadow Glen Golf
Club, Olathe, Kans.; Randy Nichols of
Cherokee Town and Country Club,
Dunwoody, Ga.; Michael Wallace of
Hop Meadow Country Club, Sims-
bury, Conn. and Randy Zidik of Roll-
ing Hills Country Club, McMurray,
Pa.

The president and vice president
are elected to one-year terms and the
directors to two-year terms. Three di-
rectors will be elected. The president
will appoint a secretary-treasurer
after the election.

In related news, the GCSAA mem-

bership surpassed 8,000 for the first
time in history this August.

“I believe the association’s high
visibility within golf is one factor con-
tributing to growth,” notes president
John A Segui. “At the same time, our
continued increase in membership
has also allowed the association to
provide more benefits and services,
which in turn has steadily attracted
still more members.”

GOLF

GCSAA to offer

management system

The Golf Course Superintendents As-
sociation of America has contracted
with Hall-Kimbrell, an environ-
mental consulting firm, to develop an
environmental management system
for the golf course industry.

The package will include an envi-
ronmental self-audit questionnaire
and notebook along with videotape
training materials designed to provide
management assistance. The materi-
als deal with subjects like pesticide
use, storage and disposal, under-
ground storage tank regulations,
OSHA requirements and general risk
management. Completed self-audit
materials will be individually re-
viewed by Hall-Kimbrell’s profes-

continued on page 22
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NA safe
and Effective
Insecticide.

r workers to re-enter as soon as the spray

Workers can mix, handle, and apply Safer™ without
undue concern about exposure. Neither special
equipment nor special safety gear is required And
Safer™ Insecticide Concentrate won't contaminate
soil or ground water because it's biodegradable.

It’s Easy to Use. Safer™ fits in with most
production practices. It can be used by itself as part
of an integrated pest management system. Or, it can
be tank mixed with other chemicals at reduced rates
to broaden the spectrum of insect control yet
achieve the same effectiveness.

Get a Free Sample. judge for yourself just how
effective this new, natural insecticide really is. Fill
out and return the coupon and Safer™ will send
you a free sample, a user’s guide, and complete
information including field trials. This offer expires
: April 30, 1989. Limit one sample per customer. Or
INSECTICIDE concenTRATE see nearest dealer for special cash rebate offer.

TORCOR COUPON & SURVEY
LS LISTED PESTS ON FOUAGE PLANTS, FLOWERS, SHAUBS,
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4 AND AROUND HOMES.

AND NURSEFRIES.
Box 11613
ngedtont - AN D00 St. Louis, MO 63105
oo, CAUTION | | have completed the simple survey questions below. Now send me
ot I See w0 paned for addonal cautions my FREE sample of Safer™ Insecticide Concentrate along with a
TA I user's guide and field trial data.
Net Contents: 1 Gallon .- Safer- | Your Name:

Product No.: 1201 S

I Operation Name:

l Address:

I R _State ______Zip:
I Phone: | )

I Type of operation (fruits, vegetables, trees, or plants grown)

| Numberofacres:_________ Who supplies your chemicals? __
Saf F I
' er I &) State: Zip:

INCORPORATED |
For additional information about this offer or about Safer™ natural
The Natural Insecticide®™ | insecticides, call toll-free: 1-800-423-7544,

" I
o
! |




ALABAMA
Cassco
Highway 231 N.
Montgomery, AL
(205) 272-2140
ARIZONA
Wilbur-Ellis Co.
Ehrenberg, AZ
(602) 923-9606

Wilbur-Ellis Co.
2130 W. 24th St.

Yuma, AZ

(602) 782-6570
CALIFORNIA
Agricultural Supply
1328 S. Allec St.
Anaheim, CA

(714) 991-0960
Helena Chemical Co.

5600 S. Union Ave.
Bakersfield, CA

Western Farm Service FLORIDA

1015 E. Wooley Rd.
Oxnard, CA
(805) 487-4961

Asgrow Florida Co.
Hwy. 441
Alachua, FL

Source One, California (904) 462-1242

(209) 436-0457
(408) 757-7809
(714) 945-1004
(800) 826-6667
Salinas, CA
Wilbur-Ellis Co.
20750 Spence Rd.
Salinas, CA

(408) 758-1397

McCalif Grower Supp.

2215 Ringwood Ave.
San Jose, CA
(800) 533-4559

McCalif Grower Supp.

460 W. California
San Jose, CA

(805) 831-7730 (619) 941-1606
Western Farm Service Target Special
1610 Norris Rd. 1280 N. 10th St.
Bakersfield, CA San Jose, CA
(805) 399-5551 (408) 293-6032
Moyer Products, Inc. Western Farm Svc.
Sante Fe Rd.
Ballico, CA
(209) 667-6013
Helena Chemical Co.
101 W. Carey Rd.
Brawley, CA Santa Ana, CA
(619) 344-6400 (714) 549-2871
Target Specialty Prod. Wilbur-Ellis Co.
17710 Studebaker Rd.11171 E. Mt. View
Cerritos, CA Selma, CA
(213) 865-9541 (209) 888-2035
Wilbur-Ellis Co. Wilbur-Ellis Co.
696 Naples St. Shafter, CA
Chula Vista, CA (805) 746-6344
(619) 422-5321 Wilbur-Ellis Co.
Agricultural Supply  Tipton, CA
E435 Simpsg: Way (209) 752-4248
scondido, Moyer Products
(619) 741-0066 SBTWalker St.
L & M Fertilizer Watsonville, CA
;Oﬁg E.kMiézion Rd. (408) 722-2683
allbrook, Pure Gro Co.
(619) 728-1400 215 Riverside Rd.
Helena Chemical Co. Watsonville, CA
'1:630 E ghaw (408) 724-5629
resno, CA Pure Gro Co.
(209) 224-8904 1276 Hal Yard Dr,
Moyer Products W. Sacramento, CA
FzrggnoéZ%A = (602) 892-0513
(209) 226-4664 Wilbur-Ellis Co.
(209) 485-0114 1962 Hays Lane
Western Farm Service Woodland, CA
Fresno, CA (916) 662-0287
(209) 436-0450 COLORADO

San Marcos, CA
(619) 744-1750
Moyer Products
3321 W. Castor

1015 Linda Vista Dr.

Wilbur-Ellis Co.
Fresno, CA
(209) 442-1220

American Clay Works
857 Bryant St.
Denver, CO

Western Farm Service (303) 534-4044

35 Kellogg Ave.
Goleta, CA
(805) 964-3501

Colorado Garden
Supp.
4747 vy St.

Harmony Farm Supply Denver, CO

4050 Ross Rd.
Graton, CA
(707) 823-9125

Helena Chemical Co.

1075 S. Vineland
Kerman, CA
(209) 846-7383

Helena Chemical Co.

400 Grogon Ave.
Merced, CA
(209) 383-1090

Peaceful Val. Farm
Supply

11173 Peaceful
Valley Rd.

Nevada City, CA

(916) 265-3276

Cal. Agri. Resources

635 Rose Ave.

Oxnard, CA

(805) 487-0696

Pure Gro Co.

4075 LuFair Rd.

Oxnard, CA

(805) 488-3646

(303) 331-0114

Denver Whisle.
Florists

4800 Dahlia St.

Denver, CO

(800) 525-1620

CONNECTICUT
Agway, Inc.
Greenwich, CT

Shemin Nurseries
Glenville Station
Greenwich, CT
(203) 531-7352

Imperial Nursery
Windsor, CT

(203) 688-0598
DELAWARE
Helena Chemical Co.
Laurel, DE

(302) 875-4455
DIST. OF
COLUMBIA

Lea’s Green Meadows
41P. St. S.E.
Washington, D.C.
(202) 488-1818

Helena Chemical Co.
Hwy. 441

Alachua, FL

(904) 462-4157

V-J Growers Supply
Apopka, FL
(305)886-5555

So. Agri-Insecticides
7600 Bayshore Rd.
Aubonia, FL

(813) 722-3285
Asgrow Florida Co.
425 N.W. Ave. L.
Belle Glade, FL
(407) 996-2093
Helena Chemical Co.
1336 N.W. Ave. L.
Belle Glade, FL
(407) 996-2011
Asgrow Florida Co.
9293 State Rd. 7
Boynton Beach, FL
(407) 737-1200

V-J Growers Supply
9343 State Rd.
Boynton Beach, FL
(407) 736-0600

Helena Chemical Co.

Rt. 1, W. Atlantic

Delray Beach, FL

(407) 499-0486

Helena Chemical Co.

Hwy. 542

Dundee, FI.

(813) 439-1551

Asgrow Florida Co.

3203 U.S. Hwy.
301 N.E.

Ellenton, FL

(813) 722-4564

Asgrow Florida Co.
2546 Fowler St.

Ft. Myers, FL

(813) 334-2171
Helena Chemical Co.
Ft. Pierce, FL

(407) 464-8660

-Asgrow Florida Co.

Hwy. 207 East
Hastings, FL
(904) 692-1502

Asgrow Florida Co.
790 N.W. 10th Ave.
Homestead, FL
(305) 247-1521
Helena Chemical Co.
Fla. City Farmers Mkt.
Homestead, FL
(305) 245-0433
Asgrow Florida Co.
218 W. New

Market Rd.
Immokalee, FL
(813) 657-2455
Helena Chemical Co.
New Market Rd.
Immokalee, FL
(813) 657-3141
Asgrow Florida Co.
Marianna, FL
(404) 526-2040
Helena Chemical Co.
Hwy. 46
Mt. Dora, FL
(904) 383-8139
Asgrow Florida Co.
3706 Progress Ave.
Naples, FL
(813) 643-4433
Odessa Natural Ent

1846 Country Line Rd.

Odessa, FL

(813) 920-4477
Helena Chemical Co.
1408 20th Ave. E.
Palmetto, FL

(813) 722-3253
Asgrow Florida Co.
103 S. Alexander St.
Plant City, FI

(813) 752-6351

Asgrow Florida Co.
Hwy. 441
Plymouth, FL
(407) 886-4744
V-J Growers Supply
24400 S.W.

137th Ave
Princeton, FL
(305) 258-6083

Hnlena Chemical Co.

Tampa, FL
(813) 626-5121
Asgrow Florida Co.
1858 S. Dixie Ave.
Vero Beach, FI
(407) 562-2142
Asgrow Florida Co.
Hwy. 17 South
Wachula, FL
(813) 773-4543

Helena Chemical Co.

Hwy. 64-A
Wachula, FL
(813) 773-3187
GEORGIA
Shemin Nurseries
4200 Jimmy
Carter Bivd.
Norcross, GA
(404) 934-5210
IOWA
Hawkeye Seed Co.
900 2nd St. S.E.
Cedar Rapids, 1A
(319) 364-7118
Fosters, Inc.
Waterloo, I1A
(319) 235-6548
ILLINOIS
Arthur Clesens
543 Diens Dr.
Wheeling, IL
(312) 537-2177
KANSAS
Greenhouse
Chemical Co.
Toulon Rd.

Ha¥s. KS

(913) 735-2888

KENTUCKY
Smith Home &
Gdn. Supp.

1517 Industrial Dr.

Hopkinsville, KY

(502) 886-3087

LOUISIANA
Lnglstl‘ana Nursery

utlet
12289 Florida Blvd.
Baton Rouge, LA
(614) 272-9795
Landsca e Nursory
upply

331 Rock Rd.
Hammond, LA
(504) 567-1171
MARYLAND
Shemin Nurseries
4100 Sandy

Spring Rd.
Burtonsville, MD
(301) 412-1220

MASSACHUSETTS

Pest Mgt. &
Supply Co.

Ambherst, MA

(413) 253-3747

Griffin Greenhouse

Supp.
1618 Main St.
Tewksbury, MA
(508) 851-4346

New England
Arborware
10 Sibley Rd.
Weston, MA
(617) 647-9660

MICHIGAN

J. Mollema & Son
5400 36th St., S.E.
Grand Rapids, MI
(616) 940-1441
Shemin Nurseries
6900 Pardee Rd.
Taylor, MI

(313) 291-1200

MICHIGAN
Plymouth Lighting
1925 Sherlynn Dr.
Brighton, M|
(313) 229-8757

Benham Chemical
orp.
24800 N. Industrial

Farmington Hill, M|
(313) 474-7474

North Star Evergreens 6 Interstate Ave.

Eastwood Plaza Bldg.
Park Rapids, M|
(218) 732-5818

Shemin Nurseries
100 Weyerhaeuser Dr. 12345 N.W.

Mahwan, NJ Barnes Rd.
(201) 529-0099 Portland, OR

Helena Chemical Co. (503) 646-1111

Woodstown, NJ Wilbur-Ellis Co.

(609) 769-0147 3145 Ndwb RYeon

NEW YORK ortland,

Griffin Greenhouse  (503) 227-3525
Supply Woodburn Fertilizer

868 N. Front St.
Albany, NY Woodburn, OR
(518) 489 8419 (503) 981-3521

Bissett Nursery Corp. PENNSYLVANIA

MISSISSIPPI 323 Long Island Ave. Imperial Nursery
BWI, Inc. Hortsville, NY 1029 Concord Rd.
Jackson, MS (516) 289-3508 Aston, PA
(601) 922-5214 Helena Chemical Co. (215) 358-0220
MISSOURI Lima, NY E. C. Geiger
Standard Seed Co.  (716) 624-3495 Rt. 63
931-37 W. 8th St.  Egep Barleysville, PA
Kansas City, MO 580 W. Hoffman Ave. (215) 256-6511
(816) 842-3838 Lindenhurst, NY A gway, Inc.
Pennington Seed Co. (516) 226-5115 qlervnlle PA
338 Industrial Park  pgway, Inc. 717) 677-6107
Greenfield, MO Milton, NY Ag\uy. Inc.
(417) 637-5978 (914) 795-2551 Kittanmng
A.H. Hummert Al Saffer & Co. (412) 543-1426
Seed Co. Pearl & Williams St. Wetsel Seed Co.
2746 Chouteau Ave. port Chester, NY  Rt.422
St. Louis, MO (914) 937-6565 Kittanning, PA
(314) 771-0646 Agway, Inc. (412) 545-7181

Du[t:door Equipment

160 Weldon Parkway
St. Louis, MO
(314) 569-3232

NORTH
CAROLINA

So. Agri-Insecticides
Bamboo Rd.

Boone, NC

(704) 264-8843

V-J Grower Supplies
4941 Chastain Ave.

Syracuse, NY
(315) 477-6264 5468 E. 28th Div.
OHIO Hwy.

Helena Chemical Co. Lititz, P

Bowling Green, OH (717) 627 6737
(419) 354-0253 ;iss;leg &'SMB
B.F.G. Supply Co. . King Dr.
14500 Kinsman Rd, Malvern, PA

Burton, OH (215) 644-3300

(216) 834-1883
Leatherman’s, Inc.

1203 Ti New Brighton, PA
o0 Wscarawas (412 846-1220

D&L Grower Supplies

Brighton By-Products
Blockhouse Run Rd.

Charlotte, NC
5. Canton, OH Shemin Nurseries
:‘ 7‘;“') 5:5 7723 (216) 452-8866 100 reen Tree Rd
orticulture aks,
Products/Supp. 35,';,‘}.'.",?,':',‘ (215) 666-0596
1307 W. Gardon Sup| dply American Arborist
Moorehead St. nolia See: Supplies
Charlotte, NC sion 882 Matlack St.

(704) 374-0900

So. Agri-Insecticides
5th and Maple
Hendersonville, NC
(704) 692-2233
NEW JERSEY
Terre Co.

206 Delawanna Ave.
Clifton, NJ

3704 S. Harmon
Oklahoma City, OK
(405) 681-9498

OREGON
Pacific Horticultural

Gresham, OR
(503) 663-0164

West Chester, PA
(215) 430-1214

SOUTH
CAROLINA

Phdmom Farm &

ursery

Supp.
28500 S.E. Orient Dr. “30 Belton Df

S ananbur?
(803) 583-1443

(201) 473-3393
Good-Prod Sales, Inc.
825 Fairfield Ave.
Kenilworth, NJ
(201) 245-5055

Western Farm Service TENNESSEE

800 E.8th St. Mempms ™

McMinnville, OR
(503) 472-1464 (901) 725-5255

Alfred Teufel Nursery TEXAS

Esco Distributors, Inc.
Corpus Christi, TX
(512) 883-1521
Growers International
707 Demel
Schulenburg, TX
(409) 743-6522

BWI Texarkana
Texarkana, TX

(214) 838-8561
UTAH

Wilbur-Ellis Co.
1345 North 100 East
Spanish Fork, UT
(801) 789-8643

VIRGINIA
Wetsel Seed Co.
961 N. Liberty St.
Harrisonburg, VA
(703) 434-6753

Imperial Nursery
8309 Ouarry Rd.

s, VA
(703) 631 ‘8133
Helena Chemical Co.
Mt. Crawford, VA
(703) 234-9358

Necessary Trading
420 Salem Ave.
New Castle, VA
(703) 864-5103

Helena Chemical Co.
Tasley, VA
(804) 787-2033
Helena Chemical Co.
Winchester, VA
(703) 667-2371
Blackwell Seed &
Chemical, Inc.
Hwy. 15
Wylliesburg, VA
(804) 735-8141
WASHINGTON
Wilbur-Ellis Co.
8643 S. 212th

Kent, WA

(206) 872-6920
Roof Care

14909 N.E. 40th St.
Redmond, WA
(206) 883-3878
Sl::ubor Distributing

0.
Snohomish, WA
(206) 568-2626
IFM
333B Ohmer

Garden Rd.
Wenatchee, WA
(509) 662-3179

WISCONSIN
DHD Tree Products
2467 S. 170th St.
New Berliii, WI
(414) 354-2210

There is an authorized Safer™ dealer near you!
Ask about the complete line of Safer™ natural insecticides

'
Ead
A
——
TR
DO
IR
i
N
ve-—

and plant care products.

——=Safer

INCORPORATED

The Natural Insecticides
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Anchor turf covers
and sod the fast,
easy way.

ANCHORIT!
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Save Time, Money
and Back-Breaking
Labor.

e Firmly anchors sod & turf covers
— even on steep slopes.

® Sturdy cast aluminum construc-
tion is lightweight for easy use
(weighs approximately 10 Ibs.)

e Holds up 50 anchoring staples.

e Steel staples may be removed
from the ground at a later date or
left in place. Staples will rust
away with time.

Anchor It can save enough time
by speeding up your anchoring
operation to pay for itself in a very
short time — and make your work
easier as well.

Anchor It works fast. . . Anchor It
holds fast.

STANDARD
LOL Fr==

Standard Golf Company
P.O. Box 68

Cedar Falls, lowa 50613
Phone: (319) 266-2638
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ATHLETIC TURF

On the road again

LANDSCAPE MANAGEMENT technical advisor Kent Kurtz,
Ph.D., executive director of the Sports Turf Managers
Association, recently returned from a trip to England and
Scotland. Kurtz visited the Institute of Groundsmanship (IoG)
trade show, saw tennis at Wimbledon, racing at Ascot, soccer
at Wembley Stadium and had a chance to visit with old
friend John Souter. Watch for Kurtz’s observations in an
upcoming article in this magazine.

“I had fun,” Kurtz says. “I've got plenty to write about.”

Clay leads to less maintenance

The artificial OmniTurf infield at Boardwalk & Baseball in
Orlando, Fla., is doing well, thanks in no small part to George
Toma, who took several weeks last spring preparing for the
Kansaas City Royals’ first spring training season there.

Toma and the stadium crew used gumbo clay under the
surface of the pitcher’s mound and home plate to improve
footing. As a result, the crew has reduced its daily repair
work from six inches to only one inch.

A winning baseball facility...

“The secrets of groundskeeping are being told.”

That said by Jim Anglea of Texas Rangers Stadium during
a talk at the Sports Turf Managers Association meeting
recently. Anglea told the association membership some
secrets himself.

“The key to success is drainage. You've got to get the
water off the field,” he said. And the way to do that is to put a
crown on the field from centerfield to home plate. Anglea
does it with a laser grader.

Anglea also said, “You have to improvise. You've got to
change your schedule.”

STMA gets together

The Sports Turf Managers Association annual meeting will
be held at Vero Beach, Fla. from Jan. 13-15, 1989. Included in
the meeting at the NL West champion Los Angeles Dodgers
training complex will be educational sessions, a trade show
and an awards banquet.

Dodgertown features 27 golf holes, a conference center and
guest rooms for attendees. For more information, contact
Melissa Merritt at the STMA. Phone (714) 981-9199.

Field fertilization

Getting the right fertility program for a baseball or football
field is not an easy task. Especially if you've centerfielders
who can run 4.5 forties and offensive linemen checking in at
almost 300 pounds.

“To maintain the grass, you've got to fertilize it like you
would a fairway—knowing that it will be abused,” says
David Frey of Cleveland (Ohio) Stadium. Team schedules,
weather, and traffic from special events all contribute to
make application a complex decision.

Next month, Frey and veteran athletic turf manager Harry
Gill of Milwaukee County (Wisc.) Stadium share some of
their “tricks of the trade” in the pages of LANDSCAPE
MANAGEMENT.
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That’s right! All of us have seen it before — that
unducptable area in our fairways or lawn. Just
as important, an area where chemicals have
been over-applied and a burned condition exists,
and that can mean extra work for you. € It's
difficult to spray accurately and consistently on
golf courses because every golf course is made
up of countless slopes, contours, and bends. But
with Blazon™ Spray Pattern Indicator you can
take the guesswork out of spraying, forever.
€ _All you do is add Blazon™right to your spray
tank; it's totally compatible with the chemicals
you use. It reduces lost time by quickly identify-
ing a clogged nozzle, untreated or overlapped
areas. In addition, Blazon™ is temporary and
non-staining. € Blazon™ Spray Pattern Indica-
tor is the new solution to a never-ending prob-
lem. So contact the distributor nearest you for
the product that has taken an art and turned it
intoascience—**The Professional Solution
for Professionals™...

Blagon

SPRAY PATTERN INDICATOR

Milliken Chemical congratulates LANDSCAPE MANAGEMENT on it’s new name.

MILLIKEN

Milliken Chemical, Division of Milliken & Company, PO. Box 817, Inman, South Carolina 29349, (800) 845-8502 CHEMICALS
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LETTERS

To the editor:

With due respect to the reports of
my contemporaries on the subject of
“The Black Death’” (August issue),
permit me to offer my opinion on the
element that seems to be lacking.

Layers occur by intent or by the
migration of finer particles. In soil
growing media, migration is hindered
by the presence of aggregates, pro-
duced by the process known as “floc-
culation,” enhanced by the presence
of aerobic micro-organisms. In their
absence, plants growing in a medium
of high rates of infiltration, percola-
tion and drainage, it follows that, with
reduced water-holding capacity in
the medium, irrigation is needed in
quantity. The rapid movement of
water tends to assist the finer particles
to migrate. In a system that embraces
flocculation, it appears that the grape-
like clusters of fine particles, acting as
large particles with ample pore space,
may prevent migration to a consider-
able degree.

To sustain a thriving biological
complex, it is necessary to provide
the essential nutrients, which, for
the most part, are organic in nature.
This implies a totally different sys-
tem of management, one that is in
harmony with the age-old processes
of nature.

High sand content of soils in put-
ting greens that were “easy to keep”
was a feature of field research con-
ducted at Beltsville in the ‘50s with
co-workers Radko and Wilson. Cup-
cutter cores from greens were col-
lected and analyzed for sand content.
Low sand content characterized the
greens “hard to keep.” The “easy to
keep” greens showed many large pore
spaces in photographs of thin slices of
the profile.

This study, lacking final con-
clusions, was dropped in 1953. It may
have contributed to the notion that, if
high sand content in a soil is good,
why not use all sand? It must be re-
membered that this was in an area
where topdressings contained organic
matter and organic fertilizers were in
vogue. The biological nature of soil in
the “easy to keep” greens was not de-
termined, but it was thought to be
high.

Fred V. Grau
Consulting Agronomist
College Park, Md.

To the editor:

Since 1986, I have been increas-
ingly active on a broad range of envi-
ronmental issues. My experience thus

far indicates that generally speaking,
most people who manufacture, dis-
tribute, sell and/or apply pesticides
are not very interested in alternatives
like integrated pest management
(IPM).

Officials with the North Carolina
Department of Agriculture see no
problems at all with the safety of
pesticides. If it were not for many con-
cerned individuals, I doubt very se-
riously that the state would be
developing guidelines for monitoring
wells for pesticide contamination.
community feel that many major cor-
porations really don’t care about envi-
ronmental quality, and conversely,
organizations like 3PF feel that we en-
vironmentalists are a misguided
group with sinister motives. Is it any
wonder that people on both sides of
the fence get frustrated?

I would like to point out that
pesticides are not the only reason for
problems in the environment. They
are, however, part of the problem. We
are all responsible for what happens
to this planet, individuals as well as
industry.

I employ IPM in my business, and
have found it to work very well. I use
the best cultural practices I am famil-
iar with, and I only use pesticides as a
last resort. The only materials I use
are insecticidal soap, a sulphur-based
fungicide /miticide, dormant oil and
strategic use of Roundup. Iam doinga
lot more hand-weeding, and I intend
to use a product called ‘‘Sharp-
shooter” (Safer Co.) for weed control
assoon asitisavailable in concentrate
form.

Robert Mulder
Amsterdam Landscaping
Raleigh, N.C.

To the editor:

I sometimes wonder why the con-
troversy exists concerning ‘“VNS”
(Variety Not Stated) seed.

For years, the terms “common’ or
“commercial” existed and described
seed which was being sold as seed of
that kind. Any reference to variety
was reserved for seed being described
with a certain variety name, either of
pedigreed and sometimes non-ped-
igreed status.

More recently, sophisticated and
astute seed buyers have come to rec-
ognize the merits of seed certification,
and the guarantees inherent when
specifying “certified seed.” It would
seem that this is all that is really
needed; “common” or “commercial”
seed to describe any seed which is not
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seed of an identifiable variety and one
of the pedigreed grades. Pedigree seed
merits the variety being part of its
name.

“VNS” seems to be some kind of
implication that this non-descript
seed may possibly possess some vari-
etal traits and characteristics. I do not
believe it can be both ways, and dis-
agree with messrs. Oliger and Roberts
in attempting to justify anything other
than “common” status for “common
seed.”

Finally, I would point out that it
does not really matter whether you
are dealing with a “reputable’” or
“non-reputable” wholesale distribu-
tor. If a buyer is not taking advantage
of the assurances inherent with ped-
igree seed, then caveat emptor—
buyer beware.

Martin C. Pick
Otto Pick & Sons Seeds
Ontario, Canada

GCSAA from page 17

sional staff to provide specific recom-
mendations and analysis.

The GCSAA reports that the sys-
tem is expected to cost less than
$1,000, a substantial savings when
compared to the cost of an environ-
mental audit, which can exceed
$10,000.

INDUSTRY

Safer adds a pair of
new east and west
centers

Safer Inc., a leading researcher and
manufacturer of naturally-based
pesticide and plant care products, is
expanding.

Safer has a new west coast distri-
bution center in Ontario, Calif. that
serves Washington, Oregon, Mon-
tana, Idaho, California, Nevada, Utah,
Arizona, Alaska and Hawaii. This
plant will cut deliveries to those states
up to seven days.

Safer’s new Camp Hill, Pa. facility
allows the company to deliver prod-
uct within three days to New England,
New York, New Jersey, Pennsylvania,
Maryland, Ohio, Virginia and West
Virginia.

Safer, with headquarters in Well-
esley, Mass., manufactures and dis-
tributes insecticidal soaps, moss and
algae killers, a sulfur-based fungicide,
a herbicide, insect traps, leaf cleaners
and plant protectants to the green
industry. LM



Jacobsen's th mowing giants cut your most m
schedule down o size

With massive cutting widths of up to 16/, there'sa
Jacobsen giant made to meet any of your high production
needs. All three machines have front-mounted mowing
units which cut grass before it's matted down by tractor
tires. Giving you a neater, cleaner cut. And exceptional
durability helps the Jacobsen giants turn in your lowest
per acre cost, year after year after year.
F-10 productivity in a ground-driven

Tackle a variety of turf conditions with y
reels. Five-blade Blitzers knock down rougher, taller
grasses while 6- or 10-blade Fairway reels handle your
formal and semi-formal turf areas, beautifully. Streaking
and marking are eliminated because the F-10's reels steer
through turns.

Rear-wheel steering gives this giant surprising maneu-
verability. Hydraulically raise and lower all seven gangs,
in any combination, for equally impressive trimmability.
Or, take to the road with a compact 8’ transport width
and speeds of over 20 mph.

WELCOME TO THE
LANDS OF THE GIANTS.

ydrauli ee ,”HJ!;{AQF“'

The HF 15 glves you all the benefits of an F-10 plus a
hydraulic-reel system for a tournament-quality, high-
production cut, wet or dry. Add vertical mowing reels and
make quuck work of your biggest verti uttmg jobs, too.

C signments.

Turn tall grass into well-manicured Iandscapes with three
heavy-duty, 72" free-floating rear-discharge rotary decks.
Or, choose fine-cut flail decks, with downward discharge
and a cut that rivals reels. Perfect for busy parks, schools
and other high traffic areas. .

No matter what your produc- = §-
tion mowing needs, Jacobsen
has the giant for the job. For
a first-hand look, arrange a
free demonstration with your
Jacobsen distributor. Attractive*
lease and finance plans avail-
able. Or for more information
contact: Jacobsen Division of Falees
Textron Inc., Racine, Wl 53403. %

Jacobsen Division of Textron Inc
ron Inc. 1988

€ Jacobsep Division aglext
Tl
«

HR-15



© 1888 O.M. Scotts & Sons

* By the square inch, nobody gives you more for
your money than Scotts.

That’s because the particles of Scotts fertilizer-
based pendimethalin are much finer, more con-
sistently sized than typical competitive products.

So you get a higher particle count per square

inch for more complete, uniform coverage. And
the more even release of pendimethalin means
even more consistent control and fewer appli-
cation breaks.

Our own greenhouse and field testing, as well
as independent university tests and five years of



ee, we make

e product

practical, real life application confirm that pendi-
methalin is unsurpassed for the number of weeds
it controls, the level of control and the duration

a pre-emergent control program for your turf.
We think it's time you started enjoying the
finer things in life.

of control.
Call 1-800-543-0006 for more information. Or Pendnnetha]m

contact your Scotts Tech Rep for help designing
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THE
MULCHING SOLUTION

Now you can cut mulching time
by up to 75%. And get excellent
coverage that significantly
improves moisture retention
and germination.

All with the Goossen Bale
Chopper. Our “Mulching Solution.”

For complete details, call Goossen
Industries:
Toll-free 1-800-228-6542
(In Nebraska: 402-228-4226)

= (50000 oyt =

P.O. Box 705 - Beatrice, Nebraska 68310
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training
l C.D. ANDERSON l
videos

LANDSCAPE
TRAINING VIDEOS

In English
and Spanish
A MONEY BACK GUARANTEE
ON A TRAINING PROGRAM
THAT WILL PUT
MONEY IN YOUR POCKET
FINALLY...A METHOD TO:
*Save on Training and Repair Costs
Train Easily, Consistently
and Quickly .
*Quickly Learn Tricks of the Trade
eAvoid Costly Mistakes
e|ncrease Productivity and Profit
* VHS TAPES *
* Plant Installation
* Shrub Trimming
* Intermediate Mower Repair
* Mowing Techniques

Call or Write
for a Free Brochure

515 OGDEN AVENUE
DOWNERS GROVE, IL 60515
PHONE 312/964-0399
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PEOPLE

Nick C. Toscano, University of Cal-
ifornia Riverside’s extension ento-
mologist, has been appointed
associate dean for Cooperative Exten-
sionin the Division of Agriculture and
Natural Resources. Toscano has pub-
lished more than 70 articles in scien-
tific and semi-scientific journals.

Harold Pellett, professor of hor-
ticultural science and landscape ar-
chitecture at the University of
Minnesota Landscape Arboretum has
received the Norman Jay Colman
Award from the American Associa-
tion of Nurserymen. The award recog-
nizes outstanding achievement in
horticultural research.

Dwayne Ingram, professor and ex-
tension specialist in ornamental hor-
ticulture at the University of Florida,
received the Nursery Extension
Award. Clifton Comstock of Monrovia
Monrovia Nursery Co. in Azusa,
Calif., won the AAN’s Wholesale
Plant Salesman of the Year Award.
Paul Smeal, professor of horticulture
and extension specialist at VPI-SU,
won the L.C. Chadwick Educator’s
Award. Henry Spalding won the
Garden Communicator’s Award.

E. Thomas Smiley joined the Bart-
lett Tree Research Laboratories as
plant pathologist and soil specialist.
Smiley received his Ph.D. from Michi-
gan State University in those areas. He
was previously with ACRT Environ-
mental Specialists.

Alston Legare Van Ness has been
appointed director of marketing for
the National Club Association. Van
Ness holds a bachelor’s degree in his-
tory from the College of Charleston,
and has specialized training in the
master’s program at the University of
Dallas.

Ron Zwiebel has joined Lesco as a

Jerry Kraft

Ron Zwiebel

fertilizer and seed specialist serving
Alabama, Tennessee and central
Georgia. Zwiebel was previously
president and founder of Green Care
Lawn Service. The company is now
being run by his wife, Marlene.
Internationally recognized hor-
ticulture research scientist and pro-
fessor at Clemson University, D.C.
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Coston has been named associate
dean/director of the S.C. Agricultural
Experiment Station. Coston replaces
Absalom Snell, who retired from the
post this year after serving the station
for 39 years.

Long-time association executive
George Rose retired after more than
50 years in the horticulture industry,
including 24 years with All-America

George Rose

Larry Kuhl

Rose Selections. He was named exec-
utive secretery in the 1960s, a position
he held until his retirement.

The Chemical Producers and Dis-
tributors Association has a new board
of directors: chairman of the board is
Richard Mille of Prentiss Drug and
Chemical; first vice chairman is Rusty
Griffin of Griffin Corp.; second vice
chairman is Bobby Pace of Helena
Chemicals. Warren E. Stickle, Ph.D.,
moves from executive director to
president. Rick Davis of SureCo will
serve as secretary.

Suzanne Klaus of Klaus Green-
house, Greenwood, Mo., is new presi-
dent of the National Association of
Women in Horticulture. Other offi-
cers are Betty Hensinger, Patricia
Kish, Kathy Freeland, Linda Barnett,
Lisa Macky and Mary Lu Parks.

Ransomes has announced the pro-
motion of Larry Kuhl to vice president
of manufacturing. Kuhl is a graduate
of the University of Wisconsin-Madi-
son who joined Ransomes in 1977 as
plant manager.

Timothy Zink has been maned vice
president of Safer’s newly-formed
Commercial and Agricultural Divi-
sion. Zink comes from the Sandoz
Crop Protection Division where he
was vice president of marketing.

Jerry Kraft has been named vice
president of sales for KLM Bio-Sys-
tems, a company that produces
organic lawn care products. Kraft has
been with KLM since 1984; prior to
that, he was with O.M. Scott & Sons.

Robert P. McLain is new service
coordinator for Tecumseh Products’
Engine and Transmission Group Ser-
vice Division. McLain is a Kent State
University graduate with a bachelor’s
degree in marketing.



The art of application
for maximum germination.

The Ryan® Mataway®
Overseeder is simply better.

Better results begin with the
basics, like seed calibration. An
easy-to-read chart on the Mataway
Overseeder tells you the exact set-
ting for pounds of seed needed per
1,000 sq. ft. Just look it up, load it

up, select setting, and you're ready

to go.

‘u\

Two-inch spacing between
rows gives you a dense pattern for
one-pass application. Gandy® pre-
cision metering and an easily re-
moved disc-type seed delivery
system places the seed directly
into the slits for uniform seed/soil
contact allowing maximum
germination.

The result is a lusher, thicker
lawn.

r vl/‘(’df,l/‘?ﬂ?z %l

-

The Ryan Mataway Overseeder
gives you the flexibility to power
rake, overseed, or to do both at the
same time. Call today or contact
your nearest Ryan dealer for more
information and a free test drive
demonstration.

Call toll free 1-800-228-4444
for all the details.

RYAN

BUILT TO LAST

6418 Ryan, P.O. Box 82409, Lincoln, NE 68501

© Outboard Marine Corporation, 1987
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THE CUSTOMER AS KING

Today’s saturated lawn care market demands that LCOs
work harder to keep their customers happy.

by Will Perry, managing editor

Ring.

Ring.

Hello?

Mr. Perry?

Yes.

Good afternoon. This is John Smith
from the ABC Lawn Care Company.
How are you?

Fine thanks. Yourself?

I'm also fine thank you. The reason
I'm calling is to check and see if you've
noticed any improvement in the con-
dition of your lawn. We completed our
second application the other day and
your grass should have a nice green
color, except for the areas of
crabgrass along the back fence. That
area will be dying off about now.

Well, as a matter of fact, the lawn
has looked very nice this year.

Great. | might suggest a light water-
ing in the early evening sometime this
week. It's been a while since we've
seen some rain.

We'll be back to check on your lawn
in a few weeks, but if you have any
questions in the meantime, feel free to
give us a call. Goodbye.

and this conversation sounds at all

absurd to you, chances are good
that you're getting out-hustled for
customers in your market area.

Industry analysts agree that the
business of lawn care in America has
reached a turning point in its history.
Gone are the days of the endless cus-
tomer base that LCOs have-enjoyed
for the past 20 years. In the 1990s, prof-
itable companies will be those that are
able to retain clients through im-
proved communication while selling
them additional services.

“The issue now for lawn care com-
panies that are going to be successful
is better service," said Rudd McGary,

I f you're in the lawn care business

In the 1990s, the successful lawn
care service companies will be those
that remember the customer is king.
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senior consultant with All-Green
Management Associates in Colum-
bus, Ohio. “The progressive com-
panies out there have started sayingto
their customers ‘You're the most im-
portant part of our business.” *
McGary notes that since the late
1960s, the lawn care industry has fol-
lowed traditional business cycles of
rapid expansion, followed by market
saturation, and eventual industry
consolidation, which exists currently.
Today, more than twenty years
after the industry’s inception, there is
little variation to be found in the tech-
nical offerings of competitors, notes
McGary. As a result, company that
makes the special effort to attract and

retain customers is likely to be more
attractive—and profitable.

Tapping potential revenue

McGary’s estimate of the total reve-
nue available in the lawn care
industry in this country is between
$1.5 and $2 billion. Since just 1983,
chemical lawn care market revenue
has grown from $1.05 billion to $1.5
billion, according to industry surveys.
Likewise, membership in the indus-
try’s professional organization, the
Professional Lawn Care Association
of America (PLCAA), has grown from
31 companies in 1979 to more than
1,200 today (which includes the loss of
about 30 firms due to consolidation in

1988.) Translated, that means LCOs
have reached most of the potential
customers available.

To remain profitable, LCOs have
recognized the need to hold on to their
present customers and sell them addi-
tional services, such as mowing and
management, tree care and aeration.

Russell Frith, PLCAA president,
notes that the ‘“Back to Service"
theme of this month's PLCAA con-
vention this month reflects the impor-
tance of the issue.

“In the last couple years you can
see a real change in the look of the
lawn care market. A huge amount of
capital has been poured in and the
competitive nature of the industry
has increased dramatically.

“The thinking used to be that you
could always go out and get a new
customer if you lost one that wasn't
happy. That's no longer always the
case,” Frith notes.

Frith's company, Lawn Doctor, has
grown steadily for several years and
ranks among the top revenue-earning
lawn care companies in the country
with annual sales of more than $31
million. The company has a policy of
making sales calls to customers
within 48 hours of a visit.

“Each company has to deal with
the issue of customer retention in its
own way," says Frith. “This is one of
our ways.”

Better employee training

The Davey Tree Expert Company of
Kent, Ohio, with annual revenue of
more than $5 million, has placed in-
creased emphasis on customer com-
munication in its employee training
program.

“We want our people to treat each
lawn as if it's the lawn of the presi-
dent of the company,” says Roger
Funk, Ph.D., Davey's director of
technical and human resources.
“Then we want them to realize that
it's not the president of the company
that pays their salary. The average
customer does."”

Davey’s “Customer Care’ train-
ing program is a two-day affair for
field employees that was conceived
in 1986 and initiated this year. Its
focus is to get employees to evaluate
their performance through the eyes
of the customer.

Davey's field employees are en-
couraged to attempt to talk directly
with customers at the time of ser-
vice. If no one is home, personalized
literature is left at the door, includ-
ing a stamped survey card. Also, em-
ployees are to check the
environment for possible areas of
complaint.

Funk adds that a toll-free number

NOVEMBER 1988/LANDSCAPE MANAGEMENT 29



for customers is also under consid-
eration.

““As we looked back on 75 years as
a company, we found that customer
care was indeed the direction we
should be headed in,"” says Funk.
The company is currently designing
an “Employee Care' program for its
management personnel. It will be
designed to attract, train and de-
velop the type of caring employees it
desires.

“After all,"” says Funk, “‘you can't
have one without the other.”

Mike Turner, operator of
Cleveland-based Custom Lawns,
uses a quarterly newsletter featur-
ing articles on varied topics such as
gardening and mower maintenance
in addition to post-application tele-
phone service calls. In addition,
since a vast majority of his custom-
ers are within 20 to 30 miles of the
home office, his employees will stop
to evaluate the lawn condition of
nearby customers while on the road.
They always leave at least a person-
alized note behind that lets the cus-
tomer know they were there.

These free visits cost Turner
about10 man-hours a week and have
become an effective public relations
tool.

“What we're doing now is going
out between applications and taking
a look around. We’re making deci-
sions about the success of the mate-

Consultant Larry Kokkelenberg says
that treating a customer well is the
most important element in a service-
oriented business.

rials we're working with, trying to
spot potential problems and offering
additional services or suggestions.
The company that doesn’t go out and
dothese thingsisthe one that's going
to be in trouble.”

Ignorance is expensive

In addition to a rising or falling reve-
nue and customer base, there are
other factors to consider when eval-
uating your relationship with your
customers. Specifically, it's impor-

tant to read into those numbers for a
more complete picture of where
your company may be headed, says
industry consultant Larry Kok-
kelenberg.

Kokkelenberg is president of the
Center for Business Development, a
consulting firm that has worked
with LCOs for more than seven
years. He believes that a company’s
attitude toward its customers is the
single most important factor in the
success of a service-oriented busi-
ness.

Kokkelenberg notes that for
every customer complaint you re-
ceive there are 26 other customers
with the same complaint you won't
hear from. Sixty-five to 95 percent of
those will not do business with you
again. Also, the person with a com-
plaint is likely to tell nine or 10 oth-
ers of their misfortune, while 13
percent of those will tell more than
20 people. However, 95 percent of
customer complaints can be rec-
tified if you act quickly and
courteously.

A competitive lawncare company
today can no longer tolerate an aver-
age annual customer turnover rate
between 16 and 22 percent, he says.

“There is greater awareness to-
day that it's a lot more expensive to
gain new customers than to retain
the ones you have,"” concludes Kok-
kelenberg. LM

When Senske Lawn and Tree Care
reached a slow growth period three
years ago, owner Chris Senske gave
it a booster shot by increasing em-
phasis on communicating with the
customer. Today he operates three
branches in Washington, enjoys an
annual growth rate of 30 percent
and revenue of more than $2.5
million.

“We had reached a plateau,” notes
Senske. “I wasn't happy with how the
company was goingand felt there was
something we needed to do to make a
change."”

Senske hired a consulting firm to
coordinate a two-day training semi-
nar that is taken by all his field service
representatives prior to the spring
season. “The major thrust of it is to
train them to be confident in their
abilities to communicate with the
customer,” says Senske. His employ-
ees learn the reasons why people
want a lawn care service, what cus-
tomers want to hear, how to use the
proper tone of voice in conversation

and how to give a firm handshake,
among other things.

“For the new employee, this
seminar is awesome,” says Senske.
“They think, ‘Oh my god, this really
is a profesional organization.' For
the returning employee it's a good
refresher course that reminds them
who pays their salary.”

In addition, Senske has 16 em-
ployees manning the telephones to
drum up new business and contact
present customers four to six weeks
after their second or third applica-
tion. “We're calling to see if we can
get them to complain before they
complain,” explains Senske. He
says that about 10 percent of his cus-
tomers have concerns that require
attention.

These steps are part of a whole
package of things designed to im-
prove the company'’s image in the
eyes of its customers, Senske says.
How an employee answers or
speaks on the phone, how easy it is
for the customer to understand and
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‘IT WORKS FOR MFE’

Chris Senske

pay their bill, and providing suffi-
cient notification of when you have
or will visit a customer’s home are
all examples of everyday business
aspects that can be used to your ad-
—Will Perry

vantage.




“In the bigger picture, isn't what we do really just making sure
that one more piece of a customer’s American Dream
is picture perfect?”

“And thanks to Lebanon quality, we do it quite well.”

john Nugent, Lawn Medic, Inc., Bergen, NY

Circle No. 122 on Reader Inquiry Card

There's more to a beautiful lawn than meets
the eye. It's the part of a homeowner's American
Dream that depends on you—and the products
you select.

Lebanon Pro fertilizer products are formu-
lated for quick green-up. Uniformly sized for
even distribution. Clean and easy to spread.

Plus Lebanon quality delivers one of the
most efficient cost-per-thousand figures in
the industry. And that’s a pretty picture—for
everyone.

For more information on our complete line of
Professional Turf Products, call our Greenline at
1-800-233-0628 or 717-273-1685.

Lebanon

TOTAL TURF CARE
A division of Lebanon Chemical Corporation

P.O. Box 180 * Lebanon, PA 17042






Trying to keep up with our
traction advantages is wearin
the other

guys out

Othexs try. But most

traction-assist systems just
don't cut it. Not when com-
pared to a John Deere front
MOWer.

In fact, compo-
nents on other
mowers actually -
wear out faster simply try-
ing to do what John Deere's
differential lock and hydrau-
lic weight transfer systems
do so easily.

NO BOUNCING
DECK

Springs are the key components
in many weight transfer systems.
But, if
you've ever
seen a
kid on
a rocking
horse you
know what
springs do.

hey
bounce.

One knob hydraulically transfers
weight from the mower deck to the
drive wheels on John Deere’s
F930, F932, and F935.

That’s also what happens when
you put springs on a mower deck.
A side effect that's damaging to
both deck components and quality
of cut. John Deere's weight transfer
system is better. Here, your mower

7

Trying to match the traction advan-
tages of John Deere front mowers
is hard on other machines.

deck doesn't bounce because there
are no springs. Weight is hydrau-
lically transferred to the drive
wheels by simply turning a knob
on the right console.

You get better traction without
sacrificing mowing quality. Best of
all, it’s all done on the move so
you're always in control of changing
conditions.

NO WORN-OUT BRAKES

A standard differential lock is the
second major part of the system.
Here, a touch of a pedal is all it
takes to lock both drive wheels on
the move. So, if one wheel slips,
the other can still pull you through.

It’s not a brake. There are no
drums to heat up or wear out. It'’s
a straight linkage in the axle that
allows both wheels to turn at the

same speed.

A much more positive
way to get through tough
footing than what the
others would have you
do—ride your traction

assist brake.
Why not save that
for when you really
need it?

NO LOST
MOMENTUM

All told, you get a tre-
mendous traction advan-
tage with John Deere. The

ability to use the differential lock

and hydraulic weight transfer on
the move means you work better
on steep slopes, sidehills, and slick
ground without losing valuable
momentum.

A touch of a pedal locks both
drive wheels on John Deere front
mowers to help get you through
difficult conditions.

Talk to your John Deere dealer
today for more information on these
superior machines.
Or write John Deere,

Dept. 956, Moline,
[L 61265.

Nothing Runs Like a Deere

JOMN DEERE
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COMPACT TRACTORS
HELP REDUCE COSTS

The versatility and flexibility of compact tractors make them
ideal for budget-minded landscape managers.

and maintenance operations are

finding compact utility tractors in
the 18 to 35 horsepower range valu-
able additions to their mix of equip-
ment. One key reason is the ability of
compact tractors to provide added
versatility and flexibility.

Like mid-sized utility tractors,
compact tractors can operate an ever-
increasing list of attachments that
mechanize hundreds of grounds care
tasks.

Landscapers often purchase com-
pact tractors because the versatile
machines fit tight quarters and give
more workers a productive, multi-

l ncreasing numbers of landscaping

Ken Moehle is product manager with Trac-
tors Case IH, Racine, Wisc.

by Ken Moehle

purpose machine. However, once the
tractors are in service, grounds care
supervisors discover that compact
tractors can simplify equipment man-
agement, control operating cost and
reduce lifetime ownership costs.

Operation and maintenance
When compared to selecting single-
purpose machines and maintaining
an equipment fleet with diverse sizes
and types of engines, compact tractors
can help simplify servicing, repairs
and managing supplies by:

¢ reducing the need to lease or buy
and maintain a large inventory of sin-
gle-purpose, self-powered machines;

® reducing the numbers of engine
types and sizes to fuel, lubricate, ser-
vice and maintain;
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¢ improving the fuel efficiency of
modern diesel engines in compact
tractors, which compare favorably
with the efficiency of smaller engines
in single-purpose equipment;

® servicing skills, experience and
tools are virtually identical to those
for servicing mid-sized tractors,
loader/backhoes, skid-steer loaders
and similar diesel-powered equip-
ment;

e the fact that many compact trac-
tors are supported by large dealer net-
works servicing and selling other
utility, construction and agricultural
equipment;

e the likliehood that fuels, oils and
hydraulic/transmission fluids are the
same as those required by mid-sized
tractors, loader/backhoes and other



It doesn’t have to be an uphill
grind. Not with Kubota’s F2400
Front Mower. Four-wheel drive
delivers traction where you need
it most—on uneven, slick or damp
ground. No more wheel-spinning
means no more turf damage.

If you’re up against one tough
obstacle course, there’s rear-wheel
steering and independent brakes.
‘Together, they provide the tight-
est possible turning radius.

1988 Kubota Tractor Corporation

Then for your mowing comfort,

there’s our famous clutchless hy-
drostatic transmission,as well as
power steering and tilt-wheel.

Attachments? You can choose
froma 60" or 72" rotary mower,a
flail mower, rotary broom, front
blade or snowblower. Even a grass
catcher with 60"”and 72"dumping
heights.Of course,they’re all hfted
hydraulically. Effortlessly.

And its powerful,economical

Circle No. 120 on Reader Inquiry Card

24hp diesel engine will leave you
wondering why anyone would own
anything less. So if you’ve got the
inclination, just write for our free
Grounds Maintenance Equip-
ment Guide at Kubota Tractor
Corporation, PO.Box 7020-A,
Compton, CA 90224-7020.

“KUBOTR

Nothing like it on earth.




An example of vehicle flexibility is Kubota Tractor Corporation’s R400,
which is suitable for both commercial and industrial use.

equipment commonly found in
grounds-care fleets;

e the engineering of engine,
hydraulics, hitch and PTO, which are
built to accommodate a wide range of
demanding applications. Therefore,
these components have longer life
than similar components on many
single-purpose machines, and

e Jonger service life, which reduces
total operating costs of compact trac-
tor systems which compare favorably
with costs of single-purpose ma-
chines.

Resale and trade-in value
Not only is the cost of a compact trac-
tor system amortized over a greater

period due to its longer service life,
but at the end of its service life, the
compact tractor is typically worth far
more than the single-purpose ma-
chines it replaces. It is not uncommon
for small tractors that are decades old
and properly maintained to sell for
more than their original purchase
price.

The many markets for compact
tractors, including agriculture, indus-
try, homeowners and contractors,
make them valuable items in all re-
gions. When the high resale value of
the compact tractor is taken into ac-
count, the lifetime cost of choosing
the compact tractor system for land-
scape management work becomes ex-
tremely competitive with the lifetime
costs of single-purpose mowers, snow
removal machines and other equip-
ment choices.

Compact tractors are now a well-
established part of the equipment
marketplace. The large customer base
means the choice of attachments to
purchase or rent will continue to in-
crease and future parts and service
availability is assured. These condi-
tions allow the landscape manager to
be confident that purchasing or leas-
ing compact tractors is economical as
well as productive and efficient. LM

. @rgreen’ ELECTRONIC DIGITAL
et & garde FLOW METER

... for the Professional LAWNCARE and PEST CONTROL BUSINESS
LOOK AT WHAT YOU HAVE DONE!

Imagine . ..

You or your applicator have completed a liquid application
at one of your key accounts. The Green Garde Electronic
Flow Meter monitored this application and displays in large,
easy-to-read numbers the amount of liquid pumped. NO
MORE GUESSING OR ESTIMATING!

J,
= ‘ NOW — with the Green Garde ELECTRONIC FLOW METER
} you can monitor all your liquid applications and you will
) ‘ know the amount of liquid that you or your applicator has
[RESET oN || / applied on each service call — in gallons, quarts or liters.
‘ Record this information on the customer’s record — and

) this vital information will be available at your fingertips for
future reference. With the push of a button on the FLOW
METER, the applicator is off to his next job, continuing to
monitor and keep records which may be important in the
future of your business.

N\
\

Cumulative flow data is stored in memory permanently
until the batteries are removed.

ANOTHER QUALITY PRODUCT

from
the Green Garde Spray Team!

See your Green Garde Distributor, or contact us at: (312) 593-6464

ENCAP PRODUCTS COMPANY, P.O. BOX 278, MT. PROSPECT, IL 60056
Circle No. 113 on Reader Inquiry Card
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® ”e hed Ph Taker 7 SMA tank I h n-Plex®
' MA tank vixed with Law!
ak 6 30/8 M
UnretouC ed olo

b

MSMA without Lawn-Plex On Bermudagrass

Tired of getting burned? Lawn-Plex® fully
chelated micronutrients provide a cost effec-
; tive way to reduce stress and burn on lawns,
! fairways...all fine turfgrass. Similar results can be

obtained by adding Agri-Plex® to ACCLAIM® tank
! mlxeS Acclaim® is a registered irademark of Hoechst AG

BOOTH #528-530
PLCAA BB

E NOVEMBER 7-10, 1988
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Contact your local RGB Distributor or call

] LABORATORIES INC. 1531 Charlotte St, Kansas City, MO 64108 (816) 474-3342
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How do you train applicators
to spray...on target?

Keeping sprays on target requires a lot of knowledge and
skill. That's why applicator training is vital. An unskilled
applicator who sprays off target wastes time and increases
fuel and material costs. Weather conditions or a poorly
calibrated sprayer could result in environmentally unsound
pesticide use.

This year, improve accuracy of pesticide application by
learning how to spray trees the right way.

The National Arborist Association (NAA) has available three
educational videotape programs on pesticide application and
sprayer calibration.

Each program is designed to increase applicator knowledge
of spraying and spraying techniques. No other training
program on tree spraying is currently available. Program

videotapes cover Sprayer Operation, Sprayer Calibration
and Application Techniques. A calibration manual is
included with each order.

Videotape programs provide the beginning applicator with a
basic understanding of spraying trees. They also help the
more experienced operator solve mechanical and spray
problems that regularly occur on the job.

The On Target series is available only as a set of three
videotapes. Itis made possible by voluntary contributions of
NAA active and associate members. Cost for the set and cali-
bration manual is $300.00. Because of their prior contribu-
tions, NAA members may purchase the set for $150.00.

Order your videotapes today. Start training applicators the
right way. Let us spray...on target.

SEND THIS ORDER FORM TODAY.
On Target. .. Videocassette Programs, $300.00 ($150.00 NAA Members)

State: Zip:

sets of the On Target videocassette programs.
U.S. Funds or Purchase Order Enclosed.

Date:

I

I Ship to:

| Firm:

| Street:

| City:
National Arborist Association | Phone: ()
e MosnE aca el | e s
Ambherst, NH 03031-1094 | Check for $

(603) 673-3311 | Signature:
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For The Hardest-Working Vibratory Plow Made. . .




See the PIawPapIe at

Ditch Witch

To put cable or pipe in the ground without
digging trench, there’'s one best source for
equipment that can get the job done right...
Ditch Witch. You can find more plow models
in more different sizes at Ditch Witch,
and they outperform all other brands.
Here's why:

More Force To Do More Work

Ditch Witch plows get more work done. The
dry vibrator design of Ditch Witch plows

The Ditch Witch model 6510 equipped with the exclusive fiber optics cable
handling system

develops more breakout force than oil bath
vibrators, because the weights don’t turn in
oil. That means available horsepower isn’t
wasted. The Ditch Witch dry vibrator won't
overheat, and that’'s important when the
going is tough.

Effective Weight Transfer

Ditch Witch uses the earth’s natural
resistance to the plow blade to increase
plowing efficiency. Nonparallel plow linkage
transfers the force of this resistance to the
front wheels, giving a Ditch Witch plow the
traction and pulling power of a machine that
weighs as much as 50 percent more. That
means you can work effectively in tough
conditions where other brands have trouble.

Ditch Witch vibratory plows are designed to optimize weight distribution for
better traction and more plowing production

Built to Last

The Ditch Witch unitrolly plow frame has
the structural strength to hold up under the
extreme forces developed during plowing—
even in difficult conditions. The frame and
vibrator are one piece, so they can’t come
unbolted from each other.

Offset Plowing

Plowing-in cable along a road or next to an
obstruction can be done by offsetting a
Ditch Witch plow. Effective offset plowing
is possible because of independent four-
wheel steering and rigid one-piece frame. The

Ditch Witch
Modularmatic* plows
are available with four-wheel steer
and steerable plow blades for offset
plowing close to obstructions

combination of crab steer configuration and

offset blade allows the wheels and blade to
travel in the same direction, while the rigid

frame holds everything in position. Only Ditch
Witch has plows with offset capability in
compact units down to the 35-HP-class.



A Blade for Every Job

Feed blades for cable, pull blades for pipe.
Blades with the bend radius to safely
accommodate television and fiber optic cable.
Ditch Witch has the right blade for every job.
Edge Series blades are the most durable
you can buy and have special features for
protecting cable.

The compact Ditch Witch model 350sx is ideal for plowing in plastic pipe
as well as cable

Versatility

Ditch Witch builds plows from 10-HP-class
through 100-HP-class for bringing service
from the street to the house, or for making
installations from town to town. Power and
communications cable installations, residential
and commercial sprinkler systems, natural
gas and water distribution lines —these jobs
and more are being done every day with Ditch
Witch vibratory plows. Ditch Witch designed
and introduced the first system for safely
handling fiber optic cable during plowing. As
new technology develops, you can be sure
Ditch Witch will have the equipment ready.

A wide range of modules and accessories make Ditch Witch plows even

more versatile

Equipment Made for People.

The needs of the operator are a key element
in the design of every Ditch Witch plow. The
operator’s station allows good visibility.
Gauges and controls are easy to see and use.
Ditch Witch even thinks there’'s nothing
wrong with allowing the operator to work in
relative comfort. A comfortable operator can
be a more productive operator.

Dealer Know-How

No one knows more about vibratory
plowing than your Ditch Witch dealer, and
he’s ready to share what he knows. That's
why many people believe the Ditch Witch
dealer is the best reason for using
Ditch Witch vibratory plows. Underground
construction isn’t a sideline for him. He knows
his product line and the conditions in your
area. He has a staff of experts committed
to keeping your equipment on the job. He
also stocks a complete parts inventory.

Ditch Witch is Best!

The best-designed vibratory plows
available. The most versatile, widest selection
of models available. Equipment backed by
a knowledgeable dealer organization. No
wonder more people are using Ditch Witch
vibratory plows than any other brand!

Find out more with a demonstration. Turn
the page for the name of the dealer nearest
you, or call The Charles Machine Works, Inc.
toll free at (800) 654-6481.

B DitchWitch



The Ditch Witch dealers in your region sponsoring this message are listed below.

Pilgrim Ditch Witch

109 Town Brook Road

West Yarmouth, Mass. 02673
(617)771-4111

Ditch Witch of New Jersey
397 Highway 33

Manalapan Township
Englishtown, New Jersey 07726
(201) 446-9600

Ditch Witch of Central New York
5947 East Molloy Road

Syracuse, New York 13211

(315) 455-7379

Ditch Witch of Charlotte, Inc.
3908 N. Graham Street
Charlotte, North Carolina 28206
(704) 596-5700

Ditch Witch of Greensboro, Inc.
515 Chimney Rock Rd. at I-40
Greensboro, North Carolina 27419
(919) 294-5160

Ditch Witch of North Carolina, Inc.

P.O. Box 26957
Raleigh, North Carolina 2761 1
(919) 772-1214

Keystone Ditch Witch

Route 66

Delmont, Pennsylvania 15626
(412) 468-6709

Ditch Witch of Pennsylvania
Rt.100 & Little Conestoga Rd.
Eagle, Pennsylvania 19480
(215) 458-8282

Ditch Witch of Lake Erie
5034 Buffalo Road

Erie, Pennsylvania 16510
(814) 899-0629

Ditch Witch Mid-South
3681 Old Getwell Road
Memphis, Tennessee 38118
(901) 365-7400

Ditch Witch of Virginia
Rt. 4 Box 266
Washington Highway

Glen Allen, Virginia 23060
(804) 798-2590

Branch
Chesapeake, Virginia
(804) 424-5960

Ditch Witch of Roanoke, Inc.
251 Wildwood Rd

Salem, Virginia 24153

(703) 387-0429

For the name and location of the

Ditch Witch dealer servicing your

area, call (800) 654-6481.
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NAILING THE CULPRIT

With an efficient equipment tracking system, those lost and broken
hand tools swiftly become a thing of the past.

by Jay Holtzman, contributing editor

ven the smallest landscape
E company or golf course can
easily have tens of thousands of
dollars tied up in equipment.
Because of this, virtually all land-
scape managers and golf course super-
intendents must come up with a
system to track the use—and some-
times abuse—of their equipment.
Beyond being able to accurately
track daily use of equipment, such

Dela

333 Couter Avewsa.

Naw York 10343

V ust

FIELD REPO =
urentis Constructios Co.lnc  DAILY W
Mamaroneck. mw

equipment control systems can range
from simple to elaborate, from infor-
mal to rigidly structured.

Keeping it simple

An informal system works best for
The Caretakers of Egan, Minn. Ac-
cording to president Thomas Mann,
“We don't have a lot of crews running
in all directions, nor do we have the
variety of equipment some con-

ORX DONE TODAY
wnmmm"

At DeLaurentis Construction Co., a daily log sheet is used to track what tools
are signed out to whom each day. That employee is responsible for returning

it in good condition.
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tractors have." That's because of the
size and nature of the business: spe-
cialization in maintenance of com-
mercial and industrial properties
with no design work.

Yet even with a fairly specialized
business, Mann has more than
$150,000 worth of equipment, includ-
inga variety of front-mount and belly-
mount equipment, walk-behind
mowers, various hand tools and small
power tools such as chain saws and
aerators.

“Each mowing crew has a base line
of equipment that it needs every day,
and every truck has a complete set of
that equipment,” Mann says. “The
crews get their mowers and tractors
for the day each morning and they
must return them each evening, but
there is no formal check-out system.
We're small enough that abuse or loss
of the equipment isn’t a problem for
us. We've talked about putting in a
more formal system, but we just
haven't gotten around to it."”

Informal ways to track equipment,
however, work well for him.

“One of the things we did to
quickly check for missing equipment
was to install tool racks on the back of
each truck for the shovels, rakes and
so on, so that with a quick glance you
can see if the truck is fully equipped
with the tools they need to lug around
every day,” Mann explains. “But for
the most part, we have steady long-
term employees, so we haven't had a
problem with theft or equipment
abuse.”

Getting sophisticated

Even large, sophisticated tracking
systems such as the one operated by
DeLaurentis Construction of
Mamaroneck, NY, still depend to
some degree on the cooperation and
goodwill of employees.

“We have a lot of people who have
been with us for a long time—they're
like family—and they look out for our
interests,” says Mary DeLaurentis.

Every piece of equipment has a use
file, she explains: when in use, for
how long, all maintenance and re-
pairs. “All equipment appears on an
equipment list with a code number for
each piece. The code number is also
inscribed on the tool, and this number
is recorded each day that a tool is
used. A daily charge is made at a spe-
cific hourly rate to every job for each
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piece of equipment used on that job.”

A fleet manager is responsible for
the more than 40 pieces of large equip-
ment the company operates. Another
manager is responsible for the daily
assignment of smaller power equip-
ment (up to and including equipment
the size of backhoes) and hand tools.

Tools are signed out each day to an
individual who is responsible for that
tool and responsible for returning it in
good condition at the end of the day.
For convenience and efficiency, small
tools are kept in trailers at various job
sites, but the individual is still respon-
sible for them. Drivers are responsible
for all the equipment on their trucks.

This careful paperwork system is
backed up by monthly meetings with
employees.

“Every month, we have a meeting
of all the people who take out equip-
ment. We review what has gone on
during the previous month and dis-
cuss any cases of misuse or van-
dalism,” DeLaurentis explains. “The
bottom line is that we are a family-
operated company and everyone
knows that if there is a problem they
will have to answer to the main man.

“Pilferage or misuse of equipment
was a problem years ago when we
were smaller and growing. We got
notes from employees that so-and-so
had built a house on our time and with
our materials. But that isn’t the case
any more. With our system and family
operation of the business, we have
good control of it now.”

Avoiding congestion

“The tool thing can get away from you
quickly if you don’t have control,”
says Kevin Downing, development di-
rector of Willoughby Golf Club, a new
18-hole residential club in Stuart, Fla.
“In this new development, we have
gone to a tighter system for better con-
trol.

“Before coming here, I sat down
with my assistant and we looked at
what we were doing and asked how
we could do it better. Any problem we
had with equipment was with smaller
items worth $300 or less—string trim-
mers, that type of thing. So we putina
new tool system here and designed
the building to accommodate it.”

Storage areas for power tools and
hand tools are at opposite ends of the
new building. “We have a line of de-
marcation between where someone
goes to pick up a power tool and where
he goes to pick up a hand tool,” Down-
ing says. This cuts congestion in the
morning when crews are drawing
their equipment for the day and also
reduces the opportunities for workers
to loiter where tools are kept.

“All power tools are checked out to

Mann: His smaller company uses an
informal system to track equipment
use and performance.

the employee by the mechanic since
he is the person who sees the tool all
the time and he knows the condition
of it,” Downing explains. “We deal
with hand tools more casually—
they’re marked by department and
the individual goes in and gets his
own. We’'ve found that the close
tracking of hand tools just isn’t worth
the time and expense.”

Along with the new physical
layout, Downing is trying a new sys-
tem for making work assignments that
he believes will have a positive im-
pact on the way equipment is han-
dled. “We are giving some of our
people standing work assignments so
that they will have ongoing responsi-
bility for a ‘station,’ a particular group
of holes on the course, for example. A
person will spend perhaps 24 hours a
week on his station doing routine jobs.
This individual will get the same set
of tools for his station work every day.

“We hope the person will be a little
more responsible for the way he takes
care of them. This also gives us a con-
venient check—we know who had
what piece of equipment—and it cuts
down on finger pointing.”

Contractors and superintendents
should also keep good equipment use

Rom: Chapel Valley's tracking
system includes a bonus program
tied into equipment condition.
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records for their own protection in
case of lawsuits, Downing points out.

“You need some kind of system so
that if an employee or former em-
ployee comes back and sues the com-
pany because he claims he was
injured while using a particular piece
of equipment, you can look back at
your records and see, in fact, what
that person was working with,” says
Downing.

Color-coding tools

Probably the most effective system is
one that combines firm control of
equipment with strong employee mo-
tivation. Like the system at Chapel
Valley Landscape of Woodbine, Md.

“We put a lot of effort into our sys-
tem and spend a lot of money on it,”
says Chapel Valley executive vice-
president Stewart Rom. “It gives us a
minimal amount of downtime on the
equipment and great image on our
equipment.”

The fundamentals of the system
are simple: all equipment is assigned
by crew, and each crew has its own set
of equipment.

“We don’t do a lot of in-and-out
sharing of equipment,” Rom contin-
ues. “Each crew operates with its own
set of equipment. We've found over
the years that with this arrangement
you get less damage to your equip-
ment and less argument and discus-
sion about who did what to whom.”

The use of some shared equipment
like earth augers is scheduled during
weekly meetings of the project mana-
gers and their foremen. And there is
also some check-out equipment, Rom
explains, such as chain saws and sod
cutters, that are kept in a locked cage.
That equipment must be issued by a
project manager.

The same basic system operates for
large equipment, too.

“Our larger landscaping equip-
ment we operate with a pick-up truck
or a large tandem truck, a trailer and a
backhoe. The crew rolls with that set
of equipment, it belongs to that crew,
including the backhoe, and there is no
sharing,” Rom says.

The equipment lasts longer, too.
Rom has found that backhoes are
ruined with more than one or two op-
erators. “You spend more money re-
pairing it than you do anything else,”
he says.

To handle routine maintenance
and keep the crew-assigned equip-
ment system intact, Chapel Valley
keeps entire sets of equipment as
spares.

“We have rotation equipment that
a crew uses when we service their rig
for preventive maintenance purposes.
They trade off the whole rig, leaving
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their trailer and taking ours with all
the spare equipment,” Rom says.

And to keep track of equipment be-
longing to each crew, all equipment
and trucks are color-coded so that
every piece of equipment has a per-
manent home on a given truck.

“The company is divided into de-
partments and branches,” Rom ex-
plains. “Each branch has a color
assigned to it, and every tool in the
branch has a color stripe of that color.
Then each truck within the branch
has a second color assigned to it, and

every tool on that truck also carries a
stripe of that color. One color band is
two inches wide and the other is one
inch wide.” Tools are painted in the
same colors as the truck to which they
are assigned. Finally, a complete list
of the tools assigned to that truck is
mounted on the truck’s side and cov-
ered with plastic as a permanent rec-
ord of that truck’s tool inventory.

Inventory at Chapel Valley is taken
quarterly, during which time every-
one must account for their tools.

“If you need a replacement for a

Outstanding durability.

Exmark’s complete line of tough 21” mowers is better by design. Like
every Exmark mower, these 21's are engineered, built and tested to
endure years of rigorous commercial use. They
stand up to the demands of 72-hour work weeks.
Exmark guarantees it — with our two-year limited
warranty* For more information or the dealer

nearest you, call today: 402-223-4010.

When you demand
durability,
demand Exmark.

EXMARK MFG. CO. INC. BOX 748

BEATRICE, NE 68310

*Engines
warranted
separately.
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tool due to wear and tear, you return
the old tool to our internal company
store and we issue a new tool. If
you've lost a tool, we fill out a sheet
that records that fact, issue a new tool,
and charge the crew for it from an
accounting point of view,” Rom con-
tinues. (Crews are not directly
charged for such tools.)

The whole record-keeping system
gets strong suport from a bonus sys-
tem that rewards those crews that
have taken good care of their tools.

Says Rom: “We tally what tools a
crew has lost during the year, and this
effects the bonus that each member
receives.” A perfect record earns 100
percent of the bonus; lost tools cause a
reduction of the bonus.

Most recently, the company has
begun putting the name of the fore-
man on the side of his truck to add a
further note of identity between man
and equipment, and to instill even
more pride.

A sense of pride

Rick Haas, course superintendent at
Corpus Christi (Texas) Country Club
believes that it is an employee's pride
in his work and a feeling of responsi-
bility that is the key element in assur-
ing good equipment treatment.

“It's the mechanic’s job when a
mower comes back to check that the
oilis right and that is has been greased
properly and that sort of thing, and to
go ahead and do those things if they
haven’t been done,” Haas says. “Then
it is also the responsibility of the em-
ployee who will be using the equip-
ment the next day to run through the
same set of checks again before he
uses it. That way, we are checking it
two or three times before it is used.”

But the real key is “that they want
to feel like they are important and ap-
preciated and that it is important to do
their job right,”” Haas continues.
“You've got to give them responsibil-
ity and work with them, and it takes
some time."

Haas uses a big scheduling board in
the employee lunchroom to keep em-
ployees informed about the jobs
they’ll be doing.

“I try to get them involved by
showing them what has to be done for
the whole month and what equip-
ment we will be using. This way, they
begin to feel like they are involved in
the overall performance of the golf
course. I also explain to them that if
we can keep our overall costs down, it
will mean more for them—a better
raise at the end of the year.

“Overall, if you get the respect of
your employees and you respect them
one-on-one, they are going to treat
your equipment with respect, too." LM
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BOOKSTORE

645 - MANAGEMENT OF
TURFGRASS DISEASES

by J.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

630 - TURFGRASS: SCIENCE AND
CULTURE

by James Beard

Comprehensive basic text and ref-
erence source used in many leading
university turf programs. Includes
findings of current research com-
piled from more than 12,000
sources

TURF

640 - TURF IRRIGATION MANUAL
by James Watkins

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 en meenn%;nd refer-
ence material. $26.

225 - TURFGRASS MANAGEMENT
by A.J. Turgeon
Revised edition. Covers the latest

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.

220 - CONTROLLING TURFGRASS
PESTS

by Shurtleff, 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. $32.00

230 - LAWNS-Third Edition
% Dr. Jonas Vengris and Dr.

filliam A. Torello
Designed as a textbook or a prac-
tical usage manual, this book has
been completely brought up-to-
date. Care of lawns and turfgrass,
from selection of varieties to main-
tenance of established grass is
completely covered. $25.95

developments in turfgrass science
and technology. Heavily illustrated
with dozens of new drawings. Pro-
vides specific recommendations for
applying the newest pesticides, fer-
tilizers and other materials to
combat turfgrass problems. A valu-
able reference for diagnosing

mgation
manual

problems and determining their
causes. $39.33

nanagement bandhosk

410 - DISEASES & PESTS OF
ORNAMENTAL PLANTS

by Pascal Pirone

This standard reference discusses
diagnosis and treatment of dis-
eases and organisms affecting
nearly 500 varieties of ornamental
plants grown outdoors, under glass
or in the home. Easy to understand
explanations of when and how to
use the most effective fungicides,
insecticides and other control
methods. $36.50

690 - INSECTS THAT FEED ON
TREES AND SHRUBS

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

by Johnson and Lyon

Essential information for identifying
more than 650 insect pests and the
injuries they cause. More than 200

color illustrations. $49.50

Wostook

]
Plant Disease

AConcise Dictionary
( Handbook of Plancs Calevated in
T — """(. ""‘“l

HORTUS
THIRD

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

by Richard W. Harris

Provides comprehensive coverage
of complete planting, site analysis,
preparation and special planting
methods, fully detailed coverage of
fertilization, irrigation and pruning
guidelines on preventative mainte-
nance, repair and chemical control,
how-tos of diagnosing plant prob-
lems, practical data on non-
infectious disorders, diseases, in-
sects and related pests and pest
management. $52.00

410 - NATIVE TREES, SHRUBS,
AND VINES FOR URBAN AND
RURAL AMERICA

by Gary L. Hightshoe

This award-winning reference to
native U.S. plants has now been
expanded to include shrubs and
vines. Over 250 major species are
characterized by form, branching
pattern, foliage, flower, fruits, hab-
itat, soil, hardiness, susceptibility,
urban tolerance and associate spe-
cies. Includes unique color-coded |
keys that classify plant species by
visual characteristics, cultural re-
quirements and ecological
relationships.  $79.

THE GOLF COURSE

720 - SHRUB IDENTIFICATION
by George Symonds

570 - WESTCOTT'S PLANT
DISEASE HANDBOOK

b{ Kenneth Horst

This fourth edition offers profes-
sionals the latest diagnostic and
disease control information. Plant
entries designed to simplify diagno-
sis, plus background on the
classification of plant pathogens.
This handbook gives a specific
description of each disease, sus-
ceptible plants, specific symptoms
of the disease, reported locations
and control measures for each
disease and their side effects.

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

110 - TURF MANAGERS'
HANDBOOK Second Edition

D“ 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

control and special turf pr
Useful seasonal schedules for
manazgemenl of turf argas.
$25.

from h 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

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
gr‘otessnonai should have.

800 - THE GOLF COURSE

by Cornish and Whitten

The first book ever to give the art
of ?olf 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 they were designed and
constructed 5.00

Natjve Trees Shrubs

and Vines for Urban

Pictorial key to identify shrubs.
Contains more than 3,500 illustra-
tions to check specimens. Popular
and botanical names are given for
each shrub and handy index tabs
for quick reference

$12.95
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and Rural America

THE SHRUB
IDENTIFICATION

BOOK




BOOKSTORE

750 - TREE IDENTIFICATION

by George Symonds

Pictorial reference to identifying
trees by checking leaves, buds,
branches, fruit and bark. Like its
sister publication. SHRUB IDENTI-
FICATION, popular and botanical
names are listed with index tabs for
easy reference.

$14.95

370 - LANDSCAPE OPERATIONS:
MANAGEMENT, METHODS &
MATERIALS

by Leroy Hannebaum

An in-depth examination that com-
bines technical training in
landscape science with methods of
accounting, business management,
marketing and sales. Discusses
effective methods for performing
lawn installations, landscape plant-
ing and maintenance. Step-by-step
accounting calculations are ex-

760 - TREE MAINTENANCE

by Pascal Pirone

The fourth edition of this guide for
anyone involved in the care and
treatment of trees. Special sections
on tree abnormalities, diagnosing
tree troubles, non-parasitic injuries
and assessing the suitability of
different trees.  $49.95

365 - LANDSCAPE PLANTS IN
DESIGN

by Edward C. Martin
An annotated photographic guide to
the design qualities of orr

405 - WOODY ORNAMENTALS

gy Partyka, Joyner, Rimelspach, - o e
arver A T
lllustrates plant (v;!entrﬁcauon THE TREE
characteristics. Organized in two <
basic sections: plant identification IDENTIFICATIO!
and plant disorders, this text uti-

lizes 430 color photos, 430 line BOOK

drawings and 45 black and white
photos to simplify identification.
$32.50

George W. R Symonds

Woody
Ornamentals

300 - LANDSCAPE DESIGN: A
PRACTICAL APPROACH
by Leroy Hannebaum

305 - LANDSCAPE MANAGEMENT
gy fames R. Feucht and Jack D.
utler

345 - COST DATA FOR LANDSCAPE
CONSTRUCTION 1988
Kathleen W. Kerr, Editor

An updated unit cost data reference
for designers and cost estimators.

375 - RESIDENTIAL LANDSCAPES
by Gregory M. Pierceall

An excellent reference for individu-
als involved in the design and

plants and their aesthetic and func-
tional use in landscape designing.
Over 600 trees, shrubs, vines,
ground covers and turfgrasses are
described in nontechnical language.
Over 1900 photographs. Provides a
basis for selecting the best plant
materials for any particular use in

pment gs and con-
structed features for residential
sites. lllustrations and actual resi-
dential case study examples are
used to communicate graphic, plan-
ning and design concepts which are
the focus of this text. $41.00

Developed to fill the tremendous
need for detailed landscape con-
struction cost data. Laid out in
easy-to-use CSI format. Annual
$35.00

Geared for the commercial de-
signer/salesperson, this is a one-
stop guide to the landscape design
process. Covers the entire highly
competitive field including design
analysis techniques, pointers on
land forms, specialized business
landscaping methods, environ-
mental design guidelines,
specifications, estimations,

bids.

Planting and Maintenance of Trees,
Shrubs, and Turfgrasses. Describes
the basic principles of cultural man-
agemem of installed landscapes.
The important factors of plant
growth, soils and fertilizers, im-
proved planting techniques and
new pruning techniques, integrated
pest and disease management, and
spray-equipment calibration and
care are all featured. $29.95

plained in simple terms. $34.00 landscape design. Contains detailed
indexes that provide quick refer-
ence to particular design qualities
and growing conditions. $58.95
565 - WEEDS r----------------------
by Walter Muenscher : : .
Second edition. Premier text for Mail this coupon to:  Book Sales

identification and basic natural his-
tory for weeds found in the
continental United States and Can-
ada. Ecological data on weed

Edgell Communications
One East First Street, Duluth, MN 55802

biology combined with excellent Name
keys and plant descriptions make
s o tsrgg gr;essennal reference book Street Address
' P.O. Box Number
City/State/Zip
( )

125 - SCIENTIFIC GUIDE TO PEST Phone Number
& e Sotersito Guste o Purchase Order Number
Provides a sound basis for studying PEST CONTROL Si
the technical aspects of pest OPERATIONS 'gnature Date

control. Covers pesticides, safety,
health and environmental concerns,
equipment, flies and mosquitos,
rats and mice, birds and much
more

Please send me the following books. | have enclosed payment* for the total amount.
Please charge to my Visa, MasterCard or American Express (circle one)

Account Number

BOOK NUMBER AND TITLE

Expiration Date

QUANTITY PRICE

TOTAL PRICE

500 - THE 1988 PESTICIDE
DIRECTORY
I;y Lori Thomson Harvey and W.T.
homson
A Guide to Producers and Products,
Regulators, Researchers and Asso-
ciations in the United States. For
the person who needs to know
anything in the United States
pesticide industry. Includes Basic
Manufacturers and Formulators
with their products, key personnel,
managers, district/regional offices
and other pertinent information. For
United States pesticide information
in one place, this directory is a must
$75.00

THE

1988

PESTICIDE
DIRECTORY

4 Guide s Prosucens b roducts
4 Assocatons
= the Unted Sates

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

Please allow 6-8 weeks for delivery. (postage & handiing) l
Prices subject to change. Total Enclosed

Quantity rates available on request. LM
L----------------------
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CLEARING PROFITS
WITH THE SNOW

The work is difficult and the hours long, but landscapers are making the
necessary efforts—and money—from snow removal.

now removal is not an art or a
s science. Rather, it is a lot of
both.

“It is an expensive business, but
money can be made, given the right
set of circumstances,” says Thomas
Mann of The Caretakers, Eagan,
Minn.

Mann, Bill Peterson and Eldon Dyk
were members of a panel on the art
and science of snow removal during a
recent meeting of the Associated
Landscape Contractors of America.

e £ iy

by Jerry Roche, editor

They offered a series of tips on how
their businesses make snow removal
more profitable.

“We refer to snow removal as
‘blood money,’ ** says Peterson of Du-
Brow’'s Nurseries, Livingston, N.J.
“They’re days of hard work and sleep-
less nights.”

Dyk, of Allen Keesen Landscape,
Denver, Colo., refers to the winter job
as a necessary evil. “There are profits
involved, but so are liabilities. For
those reasons, we only remove snow

- rgpsen)
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for our regular landscape customers.”

The major liability is taking a plow
into an obstacle hidden by the snow-
fall. That's why Keesen drivers visit
their sites in early October for a visual
inspection.

The Caretakers keeps a ‘‘Plow
Book™ for drivers. The book contains a
schematic for each job and special
notes on high priority areas, where to
dump the snow and phone numbers
for emergencies. Mann says it's a
three-ring binder with an acetate
cover that works well. “Drivers must
know all jobs,” continues Mann.

And ‘‘corners, drains and fire
hydrants must be marked be-
forehand,” Peterson adds.

DuBrow’s subcontracts most work
to 22 subcontractors who use 40
pieces of equipment. DuBrow’s main-
tains 22 pieces of equipment for its
own use, including four-wheel-drive
pick-up trucks with eight-foot plows,
two-wheel-drive dump trucks with
eight-foot plows and other trucks
with 10-foot plows. “We also have
Case W14s and W20s with two-yard
buckets that can pile snow very high.
We use those in community parking
lots,” says Peterson.

An eye on the storm

To get one step ahead of the game,
Mann's company monitors local tele-
vision broadcasts and regularly com-
municates with the National Weather
Service. Most of the company’s plow-
ingis done at night, when the heaviest
snow seems to fall.

Other problems associated with
snow plowing, the trio notes, are
scheduling and communication.

“With one to four inches of snow,
we start at 4 a.m.,” says Dyk. “With
more than four inches, we're starting
around 2 a.m.” At Keesen Landscap-
ing, supervisors are notified of an
overnight snowfall. The supervisor
then calls plow drivers, who in turn
call their crews. “Plowers and two
shovelers are sent out at the same
time. Each driver has a regular route.
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For over 35 years Snapper has been building
the highest quality outdoor power equipment
money can buy. Lawn care professionals know
that such quality means lasting dependability
and steady profits. And now Snapper makes
this quality available in a wider selection of
commercial products for your business.

All heavy-duty walk mowers come with the
power and options to make big jobs a snap. Pick
from 32, 36," or 48" models. A 60" model will
be available soon. Our mid-duty walk mowers
come with 30" or 41" decks featuring pivoting
front ends to reduce scalping. 21" Hi-Vac*
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In case of emergency, a mechanic be-
comes available at 6 a.m.,” Dyk says.

Mann says The Caretakers tries to
plow in two stages. The first stage is
stage which is com-
pleted by 7 a.m. so employees of com-
mercial clients can get in and out of
parking lots first thing in the morning,.
The second state is the “complete”
stage, which is full cleaning of the

the “open-up”

lots.

“Communication is very impor-
tant with commercial customers be-

(SLS L

Computerized

Lawn Industry
Program

Cuts paperwork
faster than you

can cut grass!!!

Does scheduling,
routing, posting &
billing in minutes!

Other business modules
for lawn services include:
GENERAL LEDGER, INVENTORY,
ACCOUNTS PAYABLE, PAYROLL,
PURCHASING, ASSETS & PROJECT
For a brochure or to place orders,
write or call toll-free:

1-800-635-8485
L-W Software .70 .

18761 North Frederick Avenue, Suite A
@ Gaithersburg, MD 20879 s
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cause everyone wants to open up at 7
a.m.,”” Mann says.

The three contractors seemed to
agree that the maximum length of
snow plowing shifts is eight to 10
hours, for safety’s sake. Crews out
longer might suffer from fatigue and
therefore might not exercise safe
judgment.

DuBrow’s sets up its entire snow
plowing unit to handle up to 25-inch
blizzards.

Mann has found 7%- to 8-foot
plows to work best. And each of the
trucks is equipped with a double bat-
tery system to cope with the some-
times frigid Minnesota winters.

Many companies like DuBrow’s
hire part-timers just to work snow
shifts. DuBrow’s, according to Peter-
son, usually hires 40 extra people just
to shovel, most from the unemploy-
ment lines.

How to pay the help? Mann has a
standard rate for up to six inches of
snow; for six to 10 inches, the standard
rate is doubled; for 10 to 14 inches, the
standard rate is tripled. For more than
14 inches of snow, Mann pays employ-
ees by the hour.

To insure his financial stability,
Mann also uses what he calls a “no-
snow” contract. That is, if it doesn’t
snow through the winter, his com-
pany still gets a standard minimum
retainer for being available.

“It pays to have a variety of types of
contracts,” notes Mann. “There are 10
different ways to set up a contract.
There’s a monthly rate as soon as the
snow comes, a yearly rate, a yearly
rate with minimum, an hourly rate
and so on.”

Sand, salt and calcium chloride are
the most common materials to melt
ice and snow on sidewalks. Mann, for
instance, charges $165 an hour for salt
and sand applications.

Is snow removal “blood money,”
then? Judging by the panel of ALCA
experts, maybe. Butit's green, and itis
money. LM
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WHEN TURF IS READY
TO GROW, NITROFORM
IS READY/7TO GO

Decreased thatch
build-up

Consistent 38%
nitrogen
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Chip’, Gray Chip™
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turf feeding during application; Powder
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It's your assurance of high-quality nitrogen.
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NOR-AM CHEMICAL COMPANY
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LANDSCAPE MANAGER
OF THE YEAR

By getting the most out of his personnel and equipment, Roy Peterman
made the Brigham Young University campus a model of gopod management.

he’d be made up of many different

pieces. The biggest pieces would
show his devotion to his wife and
seven children, while his professional
pieces would be pretty evenly divided
between manager, planner, accoun-
tant, evaluator and teacher. As
grounds manager at Brigham Young
University, he put all the pieces to-
gether to become our Landscape Man-
ager of the Year.

In five years he has streamlined his
organization from 56 full-time em-
ployees to 38 while increasing their
workload one-third. Still, his labor
costs are '/z a cent less per square foot
than the national average.

Still not impressed? Well, the next
time you're in Provo, give him a call
and ask him how many hours his peo-
ple spent repairing sprinkler heads in
the first quarter of 1988 (798.5) or how
many minutes it should take to culti-
vate around a tree according to his
time /motion survey (11 minutes). By
pinpointing costs, Peterman has been
able to effectively schedule and moni-
tor the more than 300 total employees
under his supervision with great de-
tail. In addition, he has created The

I f Roy Peterman were a pie chart,

Roy .Peterman

Five M's Physical Plant Resource
Model, which defines the re-
sponsibilities and accountability of all
employees, from director to worker,
within the department.

A Capital Needs Analysis Equip-
ment Replacement and Renewal List
is also in place that tells department
heads what equipmemnt is on hand,
when it was purchased, what it cost
and its life cycle. The system helps
Peterman set up his equipment bud-

get early and provides an excellent
method to evaluate the performance
of each piece.

Peterman's artistry can befound in
his description of a successful land-
scape manager, of which he writes:
*...he will have a vision of our age and
how he can positively enrich the lives
of those who use the landscape by re-
alizing that to create an attractive,
ever-changing environment from liv-
ing materials is the highest form of
art.”

Certainly the BYU campus is a tes-
timony to his philosophy of landscape
management. It hosts more than
50,000 square feet of flower gardens,
8,608 trees, 355 acres of turf and more
than 40 acres of shrubs that are de-
signed, in Peterman's words, “to en-
sure an optimum atmosphere for
learning with peace and serenity
available to each individual.”

In the future, Peterman hopes to
complete the requirements for a physi-
cal plant administration degree at BYU,
write a book that offers a holistic ap-
proach to landscape management and
improve the training capabilities of his
department. It’s hard to imagine him not
succeeding in any of those endeavors.

Brigham Young University's sports fields undergo a six week renovation period where they're thatched, aerated,
topdressed, overseeded, rolled and fertilized.
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More than 240,000 flowers, which guests are allowed to pick, are planted at the Arizona Biltmore each year.

Biltmore, Holy Cross make it close

According to judges of the 1988
Landscape Manager of the Year
award, Roy Peterman at Brigham
Young University had excellent
competition for the title. Named
honorable mention, not far behind
Peterman, were a pair of aspiring
writers, Thomas Harrow at the Ari-
zona Biltmore Hotel and James Long
at Holy Cross College.

Harrow, when not overseeing the
planting of 240,000 flowers each
vear, is otherwise busy publishinga
book entitled “Five Star Gardening:
Back to Basics in the Southwest.”
And one of Long's immediate goals
is to write a handbook and resource
guide for landscape managers.

The Arizona Biltmore, a Westin
hotel, is renovated twice a year, ac-

cording to Harrow. This includes
planting 28 varieties of flowers and
5,000 bulbs, and scalping, thatching
and overseeding all 11 acres of turf
with 14,000 pounds of grass seed.
The Biltmore is one of the few hotels
in the nation where guests are en-
couraged to pick the flowers.

What was once a landfill is now
the popular Paradise Garden
planted with roses, trees, bushes,
flowers and a special cactus garden
that features 14 cacti native to Ari-
zona and six Australian drought-re-
sistant plants.

Long and Holy Cross were most
recently honored by the Sports Turf
Manager's Association for having
the “Baseball Diamond of the Year.”

Fitton Field, one of New Eng-

land’s landmark athletic facilities,
has been the host to such standouts
as Casey Stengel, Babe Ruth and
Jimmy Foxx. During the 1920s,
1930s and 1940s, Fitton Field was
the site of annual exhibition games
pitting the Boston Red Sox and
Boston Braves against Holy Cross.

Another highlight of the Holy
Cross campus is the arboretum where
the Teddy Roosevelt Tree is located.
The former president planted the
Scotch elm himself in 1905 following
commencement. It is joined by thou-
sands of evergreens, birches and
flowering crabs on campus.

The contest was jointly spon-
sored by LANDSCAPE MANAGEMENT
magazine and the Professional
Grounds Management Society. [J

Fitton Field at Holy Cross, where Babe Ruth once played, is one of the nation's best-kept baseball fields.
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‘LOVE THAT DIRTY
WATERI am ’

Improvements in treatment have made reclaimed wastewater a viable
source of irrigation water, and a way to conserve valuable freshwater

he lyrics “Well I love that dirty

I water...” from the Standells’

1966 hit song ‘‘Dirty Water"”

were 20 years ahead of their time.

More than a few landscape and

turfgrass managers will be singing it
soon.

The use of dirty water, commonly
known as effluent or recycled water,
is a growing trend in a country that is
wasting water resources at an alarm-
ing rate.

The use of recycled water is not a
new concept, but only in the last five
or 10 years, with the advancement of
waste treatment technology has its

supplies.

widespread use gone beyond discus-
sion and into common practice.

For now, its use is mostly on golf
courses, though effluent use is spread-
ing to parks and residential land-
scapes as water supplies become more
scarce.

According to Toro vice president
James R. Watson, Ph.D., 10 years ago
about 70 to 75 golf courses in the en-
tire country were using effluent irri-
gation. In California alone, notes
Roger Lindholm of the California De-
partment of Water Resources, at least
that many courses were using effluent
by 1985.

Water re-use in Florida is equally
extensive. The 160 wastewater recyc-
ling projects in the state have a capa-
city to pump 380 million gallons per
day (mgd). Of that total, golf courses
account for 61 percent of the small
systems (under 1 mgd), landscaped
areas five percent. Of large systems,
golf courses and landscaped areas ac-
count for 24 percent each. The bal-
ance in each case goes to fodder and
direct consumption food crops.

One of the benefits of using re-
claimed water, besides saving exist-
ing supplies, is its nutrient content.
Most supplies have their share of ben-

DIAGRAM OF PLANT OPERATIONS/COCOA BEACH’'S WASTEWATER TREATMENT PLANT
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Nobody gives you a beauty quite like the Pro Master 18-H. Because the beauty of our machine is the way it
performs. Hydrostatic drive delivers speeds up to 6.3 mph without shifting. Standard hydraulic lift means
easier operation. And twin rear wheel design, plus 0° turning radius make it a model of efficiency. Find out
why ninety-six percent of the professionals, commercial users and homeowners we talked to told us they love
the way their Gravelys perform. Test a Pro Master 18-H and find beautiful performance. QB GRAVELY
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Gravely International Inc., One Gravely Lane, PO. Box 5000, Clemmons, NC 27012 ® 919-766-4721 ® Telefax: 919-766-7545

Circle No. 116 on Reader Inquiry Card




eficial nitrogen and phosphorous.

But a major problem with effluent,
says lowa State University professor
Mike Agnew, Ph.D., is that a pipeline
needs to be established to pump it. “If
a superintendent has a problem with
getting (fresh) water and he’s close
enough to a treatment plant, he could
use effluent,” Agnew says.

However, notes Lindholm, “It is
expensive to put in a separate system
for transport.”

Effluent is not completely pure, or
drinkable. But with proper treatment
and filtration it’s pretty close—about
99.9 percent pure, according to
Watson.

“The source is the determining fac-
tor in its value,” Watson says. “The
biggest problem is public
acceptance.”

Brian R. McMahon, P.E., of Boyle
Engineering Corp., which con-
structed Florida’s huge Conserv II
wastewater treatment plant, concurs.

“The public’s lack of knowledge
about the nature of reclaimed water
can make the prospect of irrigating a
community’s golf course, lawns or
food supply with wastewater an unat-
tractive one,” McMahon says.

“However.” he continues, “know-
ing the process by which the waste
product you flushed down the drain
today becomes a valuable resource to-
morrow can be the first step in making
rational decisions about reuse.”

Wastewater can go through several
stages of pre-treatment before use, de-
pending on where it will be applied.
The first involves screening and set-
tling of large solids from the liquid
stream with minimal removal of dis-
solved or suspended solids. This is
generally not acceptable for re-use be-
cause of the possibility pathogens re-
main in the water.

Stage two includes primary plus bi-
ological treatment to further remove
suspended solids, break down

Watson: ‘Turf is a great filter.’

McMahon: ‘Treated water in many respects can meet drinking water
standards.’

organics and remove some dissolved
solids. The finished product is then
disinfected, usually with chlorine.

According to McMahon, secondary
treated water is acceptable in areas
restricted to access by the general
public.

Tertiary treatment, for areas of full
public access, includes sand filtration
and chlorination to achieve higher
levels of solids removal and
disinfection.

“Toachieve high level disinfection
as defined by the Florida Department
of Environmental Regulations,”’
McMahon explains, ‘“‘the treated
water must contain no detectable
fecal coliforms. This requirement is
quite stringent and usually resultsina
clear, odorless reclaimed water that in
many respects can meet drinking
water standards.”

Safeguards

Despite filtration, considerations
must be made for pumping and stor-
ing effluent water. “Exposure to hu-
mans must be considered,” Lindholm
says. “‘Irrigate at times when humans
wouldn’t be exposed.”

Storage areas (usually ponds or
tanks) must be kept circulated to
avoid stagnation. Effluent is poten-
tially corrosive on non-plastics and
can clog valves and sprinkler heads if
larger particles are present. Dissolved
salts can also corrode metal parts.
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However, Watson says, when
treated effluent is used, remainingim-
purities are filtered out by the turf.
“Turf is a great filter,” he says. “It
permits water to percolate into the
soil and back into the groundwater in
a very ‘pure form."””

Agnew stresses, though, that “you
have to monitor it at all times for salt
content.” But he adds that filtration
processes usually take care of the haz-
ardous salts. He notes that one golf

Storage areas (usually
ponds or tanks) must be
kept circulated to avoid
stagnation.

course in lowa uses effluent that actu-
ally has a lower salt content than the
town’s “fresh’” water supply.

“We feel that this is an efficient
way to use the water supply,”
Lindholm says. “In California, we en-
courage water agencies to re-use the
water supply. We think that its use
should be increased, and we think it
will be.”

“It’s a great source of water,” Wat-
son agrees. “It's an economic way of
dispersing wastewater. It permits
grass to be grown in areas where it
otherwise wouldn’t be grown.” LM



We cut this piece of Typar® Pro
landscape Fabric to show what
you can’t do with the others.

Like cut quick slits for plants to
pass through. Or fast curves that
follow landscaped contours.

Typar is easily cut, lightweight
onJ ess bulky. So it’s faster and
cheaper for you to install.

And it's surprisingly tougher.

With rugged polypropylene fibers

that resist tearing, even under
stones, gravel, patios and side-

walks. Typar is also porous, so air,
water and nutrients can pass right
through. Your landscaping projects
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look healthy as well as handsome.
So save time and labor while
you control weeds, drainage, soil
erosion, and heaving of walks and
patios.
Get Typar Pro Landscape Fabric.
And start cutting corners the
easy way.

3

-

FOR PROFESSIONALS

ZREEMAY




THE COST OF LAYOFFS

To layoff or not to layoff? With the winter season coming up, it could
increase your cash flow to layoff some employees until spring. But, in the
long run, you may lose some customers next year.

dustry companies are experienc-

ing the unfortunate after-effects of
this summer’s dry spell: poor cash
flow. Because of this reduction in
company profitability, many of you
might be seeking ways to reduce your
operating costs this winter.

What are the implications of laying
off employees that you would have
otherwise kept on the payroll for the
entire year?

Three areas of concern need to be
addressed in order to determine the
appropriate course of action:

® What did you plan on having
these employees do this winter?

@ What are the potential ramifica-
tions of laying off these employees
this year?

® What will it cost to replace these
employees if they do not return next
year?

I n today’s economy, many green in-

Plan their use

Companies often do not develop a
written plan of off-season tasks for
employees. They also often do not
take the time to assign times for each
task performance. If you take the time
to detail the tasks and assign time to
complete each task, you will be able to
determine how many man-hours you
need to plan for the winter. This plan-
ning is necessary now, if you hope to
maintain or improve your financial
performance for the year.

Laying off employees

Laying off non-essential employees
has been a regular practice at those
companies which have not been able
to develop such a plan. In some cases,
this may be an excellent manner by
which you can continually improve
the quality of your workers. Others,
though, really hate to let potentially
good employees leave.

Some states allow a green industry
employer to be considered as seasonal
with respect to his need for a specific
size workforce. This allows the em-
ployee, when laid off, to qualify for
unemployment benefits sooner, based
on the fact that a specific return-to-
work date is known at the time of the

by Rudd McGary and Ed Wandtke
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layoff. Many employees look forward
to this time off; others take seasonal
employment counter to the turf in-
dustry.

Layoff implications

If you choose to lay off some or all of
your employees, there are many po-
tential effects on your workforce in
the future.

® Employee morale will continue
to be low. Individuals worry when it
will be their turn to be laid off, espe-
cially if layoff policies are inconsis-
tent.

@ It will be extremely difficult to
attract better employees; ones needed
to provide the management and con-
sistency needed for growth.

@ There will continually be higher
than average turnover of laborers who
see no future for them with the com-
pany.

® Your company will acquire a rep-
utation in the community of inconsis-
tency of service because of employee
turnover.

Cost of layoffs

In determining the cost of layoffs, it is
important to consider the total cost of
keeping an employee on the payroll.
These costs would include payroll, ben-
efits, training, taxes, insurance, medical
and life insurance, uniforms, customer
turnover and service efficiency.

We have found that customer turn-
over generally increases at the rate of
30 to 40 percent when the same ser-
vice personnel fail to return from one
year to the next. The higher the cus-
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tomer’s financial base, the stronger
the bond between service personnel
and the customer. In addition, the
more interaction between the on-site
technician and the homeowner, the
lower the customer turnover.

Service efficiency continuestobe a
key factor, since the costs of equip-
ment and training are rising. So how
do you quantify this cost?

Use this formula:

1.)Write down the cost to attract
one new customer, in dollars.

2.) Write down your current can-
cellation rate.

3.) Write down increased cancella-
tion rate due to change.

4.) Figure the adjusted cancel rate
by multiplying line 2 by line 3.

5.) Figure the increased customers
you need to attract by subtracting line
4 from line 2.

6.) Compute customer turnover
cost due to layoffs by multiplying line
1 by line 5.

7.) Write the number of customers
serviced at the end of the year.

8.) Write down the full-time em-
ployees at the end of the year.

9.) Compute average customers
serviced by one employee by dividing
line 8 into line 7.

10.) Write down number of cus-
tomers in the third month of the year.

11.) Write down number of employ-
ees in the third month of the year.

12.) Calculate the average custom-
ers per employee in the third month of
the year by dividing line 11 into line
10.

13.) Figure efficiency cost, line 9
minus line 12.

14.) Multiply efficiency cost, line
13, times average revenue cost.

15.) Figure total cost efficiency plus
customer turnover by adding line 6 to
line 14.

Conclusion

If your answers to lines 6 and 14 are so
small that they are not financially sig-
nificant to your company, laying off
employees is obviously not that ex-
pensive. If otherwise, you must
change: map a plan as to how you can
avoid those costs in the future. LM
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RUGGED, POWUERFUL,
UERSATILE AND

From compact, walk-behind
models to powerful riders,
Bobcat trenchers are loaded
with advanced design features
to make trenching easier for do-
it-yourselfers and professionals.

The T108. Precision power

for do-it-yourselfers.

The T108 packs plenty of power on a compact
frame that maneuv-
ers easily through
gates, around shrub-
bery and close to
S walls or sidewalks. All
BN controls are within
= S easy reach at the
operator station

With 24" to 36" digging depths available, it's ideal
for running electrical and water lines as well as
cable TV and telephone lines

The T116. The ultimate walk-behind trencher.
Do-it-yourself trenching is made easy with the
fully hydrostatic, walk-behind Bobcat T116
trencher. It makes short work of digging up to

a 48" deep trench—even in tough soil

Advanced hydrostatic
power drives the
wheels and digging
chain, and automati-
cally matches machine
speed to ground condi-
tions. A two-speed axle
is used on the T116

for constant two-wheel drive. And all controls are
within easy reach at a position behind the unit

Bobcat trenchers are
* easy to transport from
jobsite to jobsite.

SITIPLE TO OPERATE.

Choose from four model sizes, with trenching depths
ranging from 24" to 60" to fit your trenching job.

The T135/T136. Rugged, powerful,

reliable — the best trenchers in their class.

The diesel-powered T136 and gasoline T135
combine the best of two worlds—the perfor-
mance of advanced hydrostatics plus plenty of
horsepower. And both models’ 60" digging
depth handles a wide range of trenching jobs
Utilities. Construction. Plumbing. Electrical
And more
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A two-lever, hydrostatic system propels both
models, and provides independent ground and
chain control to match unit speed to changing
ground conditions. Hydrostatic power also
means fewer parts.

The T135 & T136 are
now protected with
the best warranty in
their class. The ©
ground and
chain drive
systems are protected
up to 24 months or
1200 hours

The T906 Backhoe. Add versatility

to your rider trencher.

Your Bobcat rider trencher becomes a tough
backhoe with the T906 backhoe attachment. Its
rack and pinion swing and tip-up operator seat
provide outstanding
power and operator
R visibility. The T906

§ digs up to six feet
deep. And it comes
with four bucket sizes
to fit your needs
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Ounce of fungicide worth a pound of cure

Jim Ellis, grounds superintendent at Lin-
colnshire Fields Country Club in
Champaign, Ill., feels very strongly
about turf disease prevention at the 20-
year-old course he has worked on since
1977.

Disease prevention on fairways be-
gan only five years ago when Ellis and
the previous superintendent began
overseeding with ryegrass to change
the stand composition.

“The main reason,” Ellis explains,
“was to help combat what was known
at that time as Fusarium blight. How-
ever, we also found that the ryegrass
gave us excellent competition against
Poa annua. Because ryegrass is gener-
ally vigorous at the same time as the
poa, we've been able to hold our own
and even decrease the annual blue-
grass in some areas.”

On the other hand, Ellis has no de-
sire to totally eliminate the original
Kentucky bluegrass either. Other-
wise, he believes that Pythium blight
would take over as a major disease.
Hence, he tries to maintain a mixed
stand ‘“that will withstand the sum-
mers a little better” by overseeding
with both species on a regular basis.

“In the past, we were on a treatment
program that called for addressing prob-
lems as they appeared,” Ellis recalls. “In
other words, for budgetary reasons, we
would do everything agronomically pos-
sible to discourage disease, and then
treat those areas that became critical.
That was essentially the practice for the
first 15 years of this course.

“What we are trying to do now is
slowly expand our budget in the area of
fertilizer and fungicides to where we
can get as much use as possible out of a
good systemic product. Then if we still
get a disease problem we hit it again.”

While Ellis admits he has used just
about every fungicide on the market,
he currently limits his arsenal to a half
dozen contact and systemic prod-
ucts— the mainstay of those being
Rubigan, Bayleton and Cleary’s 3336.

“We basically have two systemics
that would be relatively expensive on a
weekly basis,” he says. “However, be-
cause they provide control for three to
four weeks, the cost per day is very rea-
sonable. So we may use Rubigan one
week, and the next week we may come
in with a contact fungicide for another
problem,” he adds, noting that fertilizer
is often applied in the same application.
Ellis says he was introduced to Rubigan
in his quest for a chemical that would

prevent and control dollar spot, which,
year in and year out, had been his big-
gest problem.

“One of the first uses of the product
was on a fairway, where we set up test
strips in cooperation with Elanco, to
evaluate its effectiveness against the
disease,” he says. “Although there
were already active dollar spots on
the course, our goal was to see if we
could prevent further outbreaks.”

According to Ellis, the product not
only stopped the disease, but turned the
appearance of the turf around. “You
could see exactly where the sprayer
nozzle quit and where the check strip
began,” he says. “Not only did it clear up
the dollar spots, but the turf that was
treated actually looked greener. We've
found since then that we also get some
suppression of Poa annua.”

More recently, though, Ellis has
been experimenting with Rubigan to
control the summer disease previ-
ously known as Fusarium blight.

Researchers have found that infec-
tion starts below the ground rather than
on the leaves of the plant. Hence, a re-
vised approach was taken to treatment
and control. “Characteristically, we
don’t see patch disease symptoms show
up until the end of July or the first part of
August,” says Ellis. “That’s when you
begin to see the textbook frogeye pat-
tern. That is, you have healthy grass in
the center of a full or partial ring of dead
or dying grass, surrounded by more
healthy grass. As the disease becomes
worse, the rings start running together
until you end up with one big mottled
area.”

Referring to research done on his
own course in cooperation with the
University of [llinois, Ellis adds, “I be-
lieve at this point that the primary
pathogens are actually working on the
roots of the plant. What we are seeing
on top may even be other pathogens
that are attacking the weak grass
plant; and that’s when we are seeing
the leaf damage. It also explains why
you can’t get complete control of it
with a contact fungicide.”

Having worked with both
fungicides and patch disease for sev-
eral years now, Dr. Joe Vargas,
turfgrass pathologist at Michigan
State University, readily concurs.
“Part of the key is applying the
fungicide early enough,” he says. “By
that, I mean May or early June before
the disease has a chance to become
established.” He insists it is equally
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important to select a fungicide that
has proven effective against the dis-
ease you are going after. “Because of
environmental conditions in our part
of the country, it is pretty easy to iden-
tify them,” he says, referring to the
northern states. “We typically see
necrotic ring spot on Kentucky blue-
grass, summer patch on annual blue-

.

*

=

Dr. Vargas recommends an early
application of herbicide.

grass and take-all patch on creeping
bentgrass. However, as you move
south, you may also see summer patch
on Kentucky bluegrass. This summer
we even saw summer patch on
ryegrass. So you are never sure what
you're dealing with. In most cases, the
only way to tell the difference is to
plate them out in the laboratory.”
Rubigan, however, has been effec-
tive in suppressing all five pathogens.
Speaking from the experience on
his own course, Ellis has to agree.
Since the spring of 1986, he has been
applying Rubigan as part of a program
to prevent disease on tees, greens, ap-
proaches and those fairways that have
exhibited the frogeye pattern in past
years. “The way I see it, no one can
expect total control when we're not
even sure of the problem,” he says. On
the patch diseases, Ellis notes that
Rubigan is not quite as effective.
“It’s not the night and day dif-
ference you see when you use it on
dollar spot, but you can still see where
ithasbeenactive,” he says. “So every-
one’s line of thought is that the prod-
uct does have some control of the
problem. However, at this point there
are still a lot of questions concerning
rates, timing of applications, how
deep to water it in and how much the
different pathogens are affected by all
of the above.” LM



ABETTER PLAYING
SURFACE WITH THE LESCO 500.

IF I DIDNT,
I’D USE SOMETHING ELSE."”

Oscar Miles, CGCS
Oscar Miles, the superintendent at Butler National Golf Club, quality and dramatic contours,”  Butler National Golf Club
loves the LESCO 500 Fairway Mower. He should. He and Butler Miles points out. ‘““The LESCO OakBrook, lllinois
Equipment Manager Mark Winge had the idea of developing a 500 Fairway Mower gives us that.”
lightweight, five-gang, greensmower-type fairway mower long The LESCO 500 delivers the precision cutting, dramatic
before the LESCO machine was introduced. striping and day-in and day-out dependability Oscar Miles
Miles was one of the first superintendents to maintain fairways requires. It can do the same on your course.

to putting green standards with triplex

mowers Andathoughneneve . ORDER NOW AND TAKE ADVANTAGE OF THE
raieredinbiscomactionthat - GENEROUS DISCOUNTS OFFERED DURING THE
theway oo, he carched orvavs — LESCO EQUIPMENT EARLY-ORDER PROGRAM.

to make the job less labor intensive

and time consuming. For details, contact your LESCO sales representative or call
Miles found exactly what he was looking for when LESCO o e toll free.

engineered the 500 Fairway Mower. Fairway cutting that used mﬂi’ Nationwide * (800) 321-5325

to require four mowers is now done with just two of the LESCO In Ohio * (800) 686-7413

machines. And the results are better, too. LESCO, Inc., 20005 Lake Road, Rocky River, Ohio 44116
“We're interested in close-cut fairways with outstanding (216) 333-9250
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INSURANCE INSIGHTS

Small business and the ‘lawsuit lottery’

by Edward R. Court

In fewer than three years, my prod-
‘uct liability insurance has risen from
$6,000 to $40,000 per year. And the
$40,000 this year buys only one-tenth
the coverage I had three years ago.

I have spent the past 19 years build-
ing my security gate manufacturing
and installation business to its present
size (I now employ 45 people). All I
have worked for—and the jobs of my
employees—could be lost in a single
judgement in what I believe is a “law-
suit lottery” for the money-grabbing
plaintiffs and attorneys.

Every gate I install raises the odds
against my company. The most frus-
trating part of the gamble is that a
judgement against me could have lit-
tle or nothing to do with the quality or
performance of my product.

When I first began to notice the ef-
fects of the liability crisis, I felt a lot of
resentment toward the insurance in-
dustry. However, as my understand-
ing of the problem grew, I realized
that for the most part insurance com-
panies were reflecting their cost of do-
ing business today. Most insurance
companies were not willing to quote
product liability rates, and many of
them were getting out of the product
liability market. That is not the kind
of response you see when there is
money to be made.

Liability juggernaut

In 1984, insurance companies paid out
$1,552,744,000. More than $1 billion of
that was for non-economic dam-
ages—that is, for pain and suffering.
Legislation like Proposition 51 in Cal-
ifornia will help control these high
costs. Unfortunately, however, it
doesn’t put any limit on the amount of
damages that can be awarded for non-
economic reasons.

The bottom line is this: Unless the
cost of the system is reduced, there
will be little or no reduction in com-
panies’ insurance premiums and no
assurance that companies will keep
the assets their owners have spent a
lifetime accumulating.

Today, people are more willing to
sue than ever before in our history.
Between 1980 and 1984, lawsuits in
Los Angeles County grew at a rate
four times faster than the population.
In 1985, lawsuits in Los Angeles
County grew at a rate 13 times faster
than the population, according to
county records. Wherever you look

attorneys are encouraging lawsuits.

A call for reforms

If the cost of our insurance is to be
reduced, we will have to take these
dollars away from the special interest
groups perpetuating this condition.
To do that, we need reforms limiting
liability. Some suggested reforms
include:

@ Preclude liability where the dan-
gerous aspect of a product is inherent
and recognized by the ordinary user.
Preclude liability when the product
provides an important benefit and the
known risk is unavoidable. Should a
lawn mower retailer be responsible
for someone’s heart attack?

@ Eliminate the Collateral Source
Rule. Today juries cannot be told an
injured person has already received
payment for his or her injury from
another source, such as a personal
health plan or a government agency.
Juries should be able to consider all
relavent information to determine
how much an injured party needs or
deserves.

@ Provide immunity to volunteer
directors and officers of a non-profit
corporation who act in good faith.

@ Grant design immunity to local
governments. If a local government
built a road 30 years ago that today
wouldn’t be considered safe (with the
increased traffic and present safety
standards), don’t hold it liable.

@ Attorneys receive 30 to 50 per-
cent of everything a person gets. Limit
them to a sliding scale whereby they
would receive 33 percent of the first

Edward R. Court owns Court Security Sys-
tems in Van Nuys, California.
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$100,000, 25 percent of the next
$100,000, and 10 percent of everything
over $200,000. The injured person
would then receive more of the
money he or she needs, and the at-
torney would not have a financial in-
centive to persue long and costly
lawsuits (even when his or her client
might be better served by a quick
settlement).

To be done...

We need reforms to control the
many greedy attorneys and the
many greedy so-called victims who
see dollar signs every time someone
has an accident. In 1975, the medical
industry in California got the Medi-
cal Injury Compensation Reform Act
passed, which contains many of the
reformsI've detailed. As aresult, the
average malpractice case nationally
costs $974,858, while in California it
is only $369,662. Similalrly, a neu-
rosurgeon practicing in New York
pays $103,000 per year for malprac-
tice insurance, while in California
his counterpart pays $42,000. We
need the same kind of reforms to
protect our businesses.

I ask myself, and you should ask
yourself, “How secure am I?”” Could
you become the next jackpot in the
lawsuit lottery? The answer is “yes”
for everyone.

Our liability system is out of con-
trol. We must bring back a sense of
fairness and justice to this system.
Stop complaining to your insurance
agent. He or she fears the same thing
every day. Take 20 minutes and write
a letter to your state and federal legis-
lators. Tell them you want reforms in
our liability system and tell tell them
you want to know what they’re going
to do about it.

When you see a liability reform bill
on the ballot, get to the polls and vote.
One thing you shouldn’t do is agree
with me and then do nothing. Take
time and voice your opinion. It might
be your business and future you're
helping to save.

There are well-run organizations
in virtually every state working to
solve the liability crisis. Join them and
get involved. In California, contact
the Association for California Tort
Reform at (916) 442-1111. Nationally,
contact the American Tort Reform
Association at (202) 442-1111.

LM



The Workhorse

...With more horsepower!
RCM adds 18- and 24-Station Models.

Next time the job requires an 18- or 24-station made RCMs so popular including simple opera-
controller, consider the RCM Series from Rain tion, independent dual programming capability
Bird. and a convenient 14-day cycle. And, they offer a

NiCad battery recharge circuit that delivers
maximum program protection during
power outages and a new deep-drawn,
seamless cabinet for unsurpassed

rust protection.
The RCM Controller. . .a workhorse
with the breeding of a thoroughbred.

The addition of 18- and 24-station mod-

els to the existing 4-, 6-, 8- and 12- “

station family means there is an RCM

controller for virtually any residen-

tial or commercial application.
These new models offer all the

outstanding features that have

For more Information,
call our

TOLL-FREE

number

1-800-999-1229, Ext. 305 3
Rain Bird Sales, Inc. Turf Division k E
145 N. Grand Avenue, Glendora, CA 91740 AI ” I R D R
Circle No. 135 on Reader Inquiry Card
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PRODUCTS

Protective fabrics
for overwintering

New Kimberly Farms protective nur-
sery fabrics are now available to
ornamental and foliage nursery
growers for overwintering and other
seasonal frost protection uses.

The soft, white fabrics—spun-
bonded polypropylenes known for
their porosity, insulation and UV-sta-
bility properties—are products of five
years’ research and development by

Kimberly-Clark. Both lightweight (0.6
oz. per sq. yd.) and heavyweight (1.5
oz. per sq. yd.) nursery fabrics in vary-
ing widths and sizes protect high
value nursery stock.

Circle No. 190 on Reader Inquiry Card

Automated controls
mean cost-effectiveness

Fertigation allows groundskeepers to
inject liquid fertilizer into an existing
irrigation system. As a result, labor is
greatly reduced, fertilizer costs are
lowered and turf growth is stabilized.

In such applications, Signet Indus-
trial, a manufacturer of flow monitor-
ingand process control equipment, of-
fers a variety of control systems. The
MK2517 Perma-Flo flow sensor,
which can be inserted into any stan-
dard 1%-inch threadolet fitting, mea-
sures water volume. This is typically

./\

~@4—

-

done on the main line from a booster
pump station. After a specified
amount of water has passed the sen-
sor, Signet’s MK9520 Feed Pump
Pulser sends a pulse signal to an injec-
tion pump, which then delivers liquid
fertilizer into the main irrigation line

in pre-designated quantities.

Signet’s MK585 Flow Alarm com-
pletes the system. This analog meter
not only provides local flow indica-
tion, but also such safety features as
audible alarms which shut off the
main valave in cases where flow rates
exceed desired limits.

Circle No. 191 on Reader Inquiry Card

Granular fungicide
preventive and curative
Lebanon Total Turf Care has intro-
duced a new granular fungicide
product for use by the professional
turf market—Lebanon Benomyl
Lawn Fungicide Granules. This time-

proven fungicide cures as well as,

stops certain diseases all season long.
When used as directed, Lebanon
Benomyl Lawn Fungicide Granules

control dollar spot, large brown patch,
Fusarium patch, Fusarium blight and
striped smut. It is available in 30-
pound bags that provide up to 15,000
sq. ft. of coverage.
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Modular landscape
body is versatile

Arbortech introduces a new, inexpen-
sive modular landscape body which
provides the versatility of fitting all
standard flatbed units. Prior to this,
body panels were designed to match a
specific flatbed truck’s body slot spac-
ing only.

With Arbortech’s modular body,
users now have the versatility of
adapting a landscape body to more

62 LANDSCAPE MANAGEMENT/NOVEMBER 1988

than one flatbed design, thus extend-
ing useful product life and
performance.

Arbortech options include heavy
duty steel flatbed platform, hydraulic
hoist, under-body tool boxes and
falvanneal steel roof panels.
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Mid-size mower makes
an excellent companion

Exmark’s 36-inch commercial
power mower has the power to han-
dle tough mowing jobs on its own,
plus is an excellent companion to
larger mowers. This mower’s com-
pact design and angled-corner deck
provide excellent handling, bal-
ance and stability on slopes, Ex-
mark says.

Single-adjust caster pins allow
quick adjustments in mowing heights
from 1% to 5 inches in %-inch incre-
ments. The unique, hinged grass-dis-
charge chute flips up for quick and
easy catcher attachment, and access
into tight spaces.

This Exmark is available with 8
or 12 hp Briggs & Stratton I/C en-
gines. It also has two tranmission op-
tions variable speed or five-speed
Peerless.
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Increased economy
from sprinkler head

Increased economy is added to Toro’s
line of best-selling sprinklers, with
the introduction of its new Super 604
Full Circle Sprinkler for medium resi-
dential and commercial turf areas.
This new product has a lower pre-
cipitation rate to reduce runoff and
waste.

The Super 604 features a dual-
nozzle with pop-up, to a nozzle height
of 3% inches for use with tall grasses.
In addition, the Super 604 has an ad-
justable water radius feature offering
up to 25 percent reduction in radius to
prevent overspray.

Circle No. 195 on Reader Inquiry Card

continued on page 64



Look closely at this course. No dollar
spot in sight. Not even resistant dollar
spot, thanks to Rubigan

Rubigan controls dollar spot on your
tees, greens and fairways for only about
10 cents per 1,000 square feet per day.
That's all. And you get a full 28 days
control with just one 0.4 oz. application
per 1,000 square feet

Now look closer. Notice there’s also
no fusarium blight, necrotic ring spot,
summer patch or take-all patch. And
no large brown patch, either, with a
Daconil 2787® tank mix.

Only Rubigan is labeled to prevent

and treat all these harmful diseases. No
wonder Rubigan is the superintendents’
choice for dependable dollar spot control
in all types of weather.

This year, make your course look this
spotless. Make it dollar spotless with
Rubigan. See your Elanco distributor.

Or call toll-free: 1-800-352-6776.

Elanco Products Company
A Division of Eli Lilly and Company

cate Cer
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Dollar spotless.

Dollar for dollar, nothi

controls

dollar spot better than Rubigan.




PRODUCTS from page 62

Plant care products
are safe, effective

PEP plant food products contain a nat-
ural growth stimulant enriched with
chelated micronutrients which pro-
mote rapid cell growth, disease resis-
tance, earlier maturity, lusher foliate,
brighter more abundant blooms and
increased plant production.

PEP plant food is packaged as a
ready-to-use liquid, a liquid concen-
trate and as a time-released granular.
Special formulated mixes are for
every type application ranging from
lawns to decorative indoor plants.

Other NCF products include Kleen

leaf shiner and Saf-T-Oil insecticide.
For professional lawns, PEP has

turf products with growth stimulant

that result in visual proof of filling

divots or bald spots in 72 to 96 hours

after application.
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Need a wide cut?
Try this one
A full 144-inch cut, true dual-hydro-
static zero-turn radius capability and
a 42% hp water-cooled diesel engine
are the main features of the new
4500D Turf Runner being introduced
by the CTL Corp.

Developed from the ground up asa

144-inch rotary cut machine, it fea-
tures hydraulic drive wing decks, di-
rect-drive front deck and hydraulic
lift on all decks. The machine folds to
78-inch width for easy transport, with
a maximum ground speed of 9 mph. It
carries a 20-gallon fuel tank and 20-
gallon oil tank with oil cooler. The
fail-safe hydraulic-release torque

hubs are designed to deliver 11,000
inch /pounds of torque to each drive
wheel.
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New line of mid-size walk-
behinds is announced

Howard Price Turf Equipment of
Chesterfield, Mo. has introduced a
new line of mid-size walk-behind
MOoWwers.

Model WB48K offers a 48-inch
deck while Model WB36K has a 36-
inch deck. Both mowers are powered
by a Kawasaki 124-hp air-cooled
engine.

Standard features include top
greaseable spindles, easily-remov-
able deck covers, double drive
belts, five-speed transmission with
reverse, pneumatic caster wheels
and individual wheel brakes. Mod-
els WB48K and WB36K are designed
to be highly productive and maneu-
verable while offering the user ease
of maintenance.
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Remove surface
stones in minutes

Terracare Products Company of Par-
deeville, Wisc. has introduced the
Stone Ex Tractor.

The Stone Ex will remove surface
stones in minutes, Terracare says. The
tractor is fully hydraulic and is used
with a 3-point hitch. It can also be used
for many other heavy lifting jobs.

e -
F e e & e
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EVENTS

NOVEMBER

6-9: International Irrigation Exposition
and Technical Conference, Las Vegas,
Nev. Contact: Irrigation Association,
1911 N. Fort Myer Dr., Suite 1009,
Arlington, VA 22209; (703) 524-1200.

7-10: Professional Lawn Care Associ-
ation of America, Louisiana Super-
dome, New Orleans, La. Contact:
James R. Brooks, 1225 Johnson Ferry
Rd. NE Suite B-220, Marietta, GA
30068; (404) 977-5222.

8-11: New York State Turfgrass Asso-
ciation Turf and Grounds Exposition,
Rochester Riverside Convention Cen-
ter, Rochester, N.Y. Contact: NYSTA,
PO Box 612, Latham, NY 12110; (800)
873-TUREF or (518) 783-1229.

9: Guelph Turfgrass Symposium, Uni-
versity of Guelph, Ontario, Canada.
Contact: Division of Continuing Edu-
cation, (519) 824-4120.

9-11: Fresno Farm and Landscape
Equipment Show, Fresno, Calif. Con-
tact: AgFresno, (209) 255-0764.

10-11: 22nd Annual Clemson
Turfgrass Conference. Myrtle Beach
Hilton, Myrtle Beach, SC. Contact: Dr.
Landon C. Miller, Horticulture Dept.,
Clemson University, Clemson, SC
29634; (803) 656-4966.

13-15: Southern Turfgrass Con-
ference, Montgomery Civic Center,
Montgomery, Ala. Contact: Richard
Duble, 1003 Howe Dr., College Sta-
tion, TX 77840; (409) 693-1656.

13-15: CLCA Annual Meeting, Phone-
cian Hotel, Scottsdale, Ariz. Contact:
Larry Rohlfes, (916) 448-CLCA.

14-16: Penn State Golf Turf Con-
ference, Keller Conference Center,
University Park, Pa. Contact: Dr.
Joseph Duich, Dept. of Agronomy, 405
Ag. Admin. Bldg., University Park, PA
16802; (814) 865-9853.

14-16: Northeast Maintenance Man-
agement Institute, Sheraton Spring-
field West, Springfield, Mass. Contact:
Cliff Markell, (203) 721-1055.

18-20: Green Team Conference and
Trade Show, Buena Vista Palace, Lake
Buena Vista, Fla. Contact: PGMS at
Green Team Trade Show, 12 Gal-
loway Ave., Suite 1E, Cockeysville,
Md. 21030; (301) 667-1833.



hyour 'post should be
part of your pre plan
for crabgrass.

ACCLAIM makes your pre work better.
Because weather can affect the performance of
preemergence herbicides, many lawn care
professionals have resorted to making f.vo pre
applications. But now, Acclaim’ 1EC Herbicide provides a »7ew approach.
By tank mixing Acclaim with your late pre applications, you can skip the early
pre treatment. An Acclaim/pre tank mix provides low-rate postemergence
control of emerged crabgrass and insures that the pre will be at full strength
later into the season, minimizing the need for later rescue treatments.
ACCLAIM works better onreseeded lawns. After aseason of
drought, you dont want a herbicide to interfere with .«
established fall-seeded turf. That's the beauty of Acclaim.
You can delay or eliminate your pre on newly
established turfand confidently plan on crabgrass
control with Acclaim. Acclaim even allows you to
overseed almost immediately before
or after application. Soeven as
crabgrass is dying, youre replacing it with lush, beautiful turf.
ACCLAIM for total flexibility. Acclaim gives you new confidence
against crabgrass, both early and late. Asarescue, Acclaim provides
control you can count on without turf damage. By treating borders and
sidewalk areas early, you N control ¢ rabgrass before your customers ever seeit.
And Acclaim can be used near ornamentals without damage. -
The money-saving ACCLAIM program. :
Take advantage of the special offer for lawn
care professionals: Buy 3 gallons of
Acclaim before March 31, 1989
and get 1 gallon free,

Read and bllow label directions. Acckum is a registered

trademark of Hoechst Celanes: Cor W
logo HOECHST are registered tra st AG
The name and logo ROUSSEL are registered trademarks of

Roussel UclafS A
Roussel A

ACCLAIM.
Because your turf isalwaysond
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CLASSIFIEDS

RATES: $1.20 per word (minimum dlll?.. $35). Bold face words or words In all capital letters cnm at $1.45 per word. Boxed or display ads: $100 mco‘umn inch-1x (one inch
$80-12x. commi s will be by

minimum); $95-3x; $90-6x; $85-9x;
Number 218-723-9615.

(Frequencies based on a calendar year). Agmfx
blind box number, add $15 to total cost of ad. Send ad copy with payment to Dawn Niisen, LANDSCAPE MANAGE

iven onl
ENT,1

E‘mn camera-
st First Street,

artis

or ads
MN 55802 or call 21 Fes

. Fi
723-9505. Fax

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

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-349, 2251 Barry
Ave., Los Angeles, CA 90064. 12/88

CURB KING: Continuous landscape borders, low
investment and high returns. 1-800-423-1452.
11/88

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

BUSINESS OPPORTUNITIES: Central Ohio gran-
ular lawn service established 17 years. Accounts,
vans & equipment. Inquire: J.L. Greene, 1285
Northport Circle, Columbus, Ohio 43235. 11/88

FOR SALE: Established garden center & land-
scape business, East Central lllinois. Located on
busy highway. Home, garden shop, sales yard,
with all inventory $100,000. Possible contract.
(217) 283-7013. 11/88

HELP WANTED

MANAGEMENT

Due to our aggressive expansion pro-
gram in the midwest, east coast and
southwestern regions, we are needing
management personnel for all phases of
our tree & shrub and lawn care services,
in both residential and commercial oper-
ations. If you are "'Results-Oriented"
with a strong desire to achieve and high
personal goals, send resume including
salary history to:
Corporate Recruiter
Ever-Green Lawns Corp.
1390 Charlestown Ind. Dr.
L St.Charles MOG63303 |

SUNNY SOUTHERN CALIFORNIA: Established
full Service Landscape Installation and Landscape
Maintenance Company. Commercial and Indus-
trial Contracts. 1 Million $ of work in Progress with
very large backlog. Company will operate on its
own with existing management Excellent Cus-
tomer Base. Non Seasonal. All inquiries will be
treated discreetly. By Principal. Will consider
terms. Write to LM Box 462. 11/88

NURSERY MANAGER - Take charge person,
strong knowledge of plant material and plant pro-
duction. Tremendous growth potential. Eastern
Long Island. Send resume to: Box 226, Center-
port, New York 11721. 11/88

Career Opportunity. Established Southwest Flor-
ida firm seeks qualified individual to take over pest
control portion of business. Must be quality and
result oriented. Salary limited only by your abilities.
Send resume to Lawn Care Extraordinaire, 395
Havanah Road, Venice, FL, or call 813-488-0688.
11/88

ARE YOU A NATURAL?

Then bring vour talents to us, We're
SAV-ATREE, one of the fastest growing
arboricultural service companies in the
industry, specializing in natural holistic
tree and shrub care,

We are dedicated to excellence and are
seeking ambitious, detail oriented indi-
viduals to join our expanding team.

VP Sales

As a member of our management team
responsibilities include major account
management, sales forecasting and
budgeting, marketing, recruitment, and
training. Candidates should have an
undergraduate degree or equivalent and
an in-depth knowledge of arboriculture

Sales Representative

Responsible for developing and servicing
a customer base in an assigned territory.
Ideal candidate will have a college degree
in horticulture or a related field and a
strong desire to succeed. Previous sales
experience is a plus,

Director of Training
and Safety

Responsible for training and supervising
all field personnel to ensure that
established quality control standards are
maintained. This will include all phases of
tree work.

Position requires at least five yvears of
experience in all aspects of tree and shrub
care. Candidates must have excellent
interpersonal skills and the ability to
develop and administer a formal training
program.

These positions offer outstanding
compensation.

Send resume with salary requirements to:

SAVAYREE"
Stephanie Parker

360 Adams Street
Bedford Hills. NY 10507

MANAGER OF CONSERVATORY & HOR-
TICULTURE: Mid-level management position, re-
sponsible for large conservatory, supporting
greenhouses, and several public gardens and
Horticultural areas. Directs development, market-
ing, maintenance, education programs, and staff
of thirty. Strong leadership, administrative skills,
and good background in Horticulture required.
SALARY: $27,900 - $30,100. Send Resume’ to:
Dennis Noak, 705 E. State Bivd. Ft. Wayne, IN
46805, 11/88

An experienced foreman and professional in-
stallers needed for growing irrigation construction
company in Mid-Atlantic state. Competitive wages
and benefit package. Excellent opportunity with
growth potential for serious individuals. Call Dun-
can Irrigation, 804-296-5500 or send resume infor-
mation to: P.O. Box 6842, Charlottesville, VA
22906. 11/88
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PLANT ACQUISITION ASSISTANT—National
award-winning landscape firm seeks energetic
and fiexible individual for plant acquistion assis-
tant. Candidate should have a working knowledge
of landscape plant materials, be quality conscious
and possess good communication skills. Knowl-
edge of local/regional nurseries and suppliers
would be beneficial. Send resume with references
to Dave Scatterday, Martin Associates, 24380 N.
Highway 45, Vernon Hills, IL 60061. 12/88

MANAGER LANDSCAPE OPERATIONS: San
Francisco Area Company is seeking manager with
a proven background in Turf & Ornamental man-
agement as well as irrigation installation & repair.
Employee & Customer scheduling & administra-
tion are primary to the job. 30K Yr. start plus full
benefit pkg. Send resume LM Box 463, 11/88

Production/Sales/Management: Expanding Sod
company seeks individuals with sod production
experience and/or turfgrass sales background.
Requires an individual that is willing to grow with
the company and that is quality conscious. Com-
pany located on the East Coast with various sales
and production locations. Good salary and bene-
fits. Send Resume to: United turf, Rt. 1 - Box 170,
Powells Point, NC 27966. 11/88

PROFESSIONALS

Due to our aggressive expansion program in
the Southwest & West Coast regions we are
hiring experienced landscape maintenance &
construction personnel. We are looking for ca-
reer minded individuals to fill openings for:
Administrators
Supervisors
Salespersons
Foremen
Irrigators
Positions Available in:
Los Angeles
Santa Ana
Palm Springs
Dallas/Ft. Worth
We offer excellent salary & benefits. Send re-
sume to LM Box 459.

LANDSCAPE EMPLOYMENT OPPORTUNITIES -
One of the Midwest's largest commercial land-
scape contracting and maintenance firms seeks
motivated, quality individuals to fill the following
positions: Landscape Construction Superinten-
dent, Estimator/Contract Administrator, Land-
scape Materials Buyer, Foremen, Pesticide
Applicators. Excellent salary and benefit package.
Send resume to: Reinhold Landscape, Inc., 23216
Telegraph, Flat Rock, MI 48134. 11/88

TREE TRIMMERS. The City of Los Angeles needs
hard working, conscientious people with one year
of full time paid experience in tree trimming or
treatment work to fill openings in the Tree Surgeon
Classification. Good benefits and promotional op-
portunities. Contact the Street Tree Division at
(213)485-5675. 11/88

WANTED - Aggressive Manufacturer's Reps -
Manufacturer of agricultural, golf course, munici-
pal and lawn & garden spraying equipment is
seeking qualified reps with experience in sprayer
sales. Seeking nationwide network, exclusive ter-
ritory contract, excellent technical support and top
of the line equipment. Send resume and current
line card to: The Broyhill Company, P.O. Box 475-
CB, Dakota City, NE 68731-0475. Phone:
1-800-228-1003. 12/88
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HELP WANTED

CAREER OPPORTUNITIES
Expanding Sunbelt region firm has sev-
eral growth-oriented positions available
for experienced and knowledgeable in-
dividuals. Openings for:

Landscape Sales Representatives
Landscape Maintenance Supervisors
Landscape Construction Supervisors

Foremen

Foremen Trainees
Pesticide Applicators

Arborists
Horticultural education and/or experi-
ence required. We offer professional
wages and benefits for career-minded
people. Send resume with education,
work and salary history to:

Santa Ana, CA 92705

SALES REPRESENTATIVES - Landscape mainte-
nance firm that has been established for 30 years
in southeast Florida has several openings for over
achievers. We are looking for people who can
challenge our top sales person who sold over
$1,000,000 in 1987. Applicants should have a
background in horticulture, turfgrass manage-
ment or pest control. 30-50k first year's earnings.
Applications for training supervisors, service
routes and pest control technicians are also being
taken. Call or write Mr. DeMaria at 310 Northwest
16th Terrace, Pompano Beach, FL 33064,
305-971-0110. 11/88

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. 12/88

— We are recruiting!
We're looking for
knowledgeable people in
the following areas:
Environmental Care, Inc.
landscape management
Arbor Care
commercial & industrial arboriculture

Interiorswpe Division
interior landscape maintenance

Positionsavailablein:

LosAngeles EastBay Inland Empire
Sacramento SantaAna Phoenix

San Diego SanJose Denver

Houston Ventura ColoradoSprings
Palm Springs

Send resume to:
Robert L. Scofield
Personnel Department

24121 Ventura Boulevard
Calabasas,CA 91302

an equal opportunity employer by choice

- ServiceMASTER
If you are in the lawn care
business, ...inarelated field,

or...just looking to get
started...

WE CAN HELP YOU GROW!

Our network of over 3600
independently owned
franchised businesses
worldwide testifies to our
ability to help the small
business owner to flourish. If
you are enthusiastic, growth-
oriented, and interested in
learning what ServiceMaster
has to offer, then we are
interested in getting to know
you!
For more information call:
Roger Nondorf

ServiceMaster LawnCare
1-800-255-9780

" .

CHIEF LANDSCAPE ARCHITECT: For newly cre-
ated metropolitan park district in Northeastern
Ohio. Will administer the planning office of the park
district, assisting in long range planning, plan de-
velopment of park areas and facilities, coordinate
work of consultants, schedule, coordinate, and
supervise construction projects. BS in Landscape
Architecture required. Must be registered LA in
Ohio with four (4) years experience in design and
Project Management. Excellent salary and fringe
benefit package. Send resume to LM Box 461.
11/88

SUPERVISOR OPPORTUNITIES. “INC. 500"
company, the area's largest Design/Build and
Maintenance/Irrigation firm is seeking quality indi-
viduals to supervise production operations.
LANDSCAPE SUPERVISOR: planting and con-
struction. MOWING SUPERVISOR:contract pro-
grams. CHEMICAL/HORTICULTURE SUPER-
VISOR: chemical applications, fertilization,
pruning and plant care. Responsibilities include
employee training, supervision, scheduling, cus-
tomer relations, quality control and sales assis-
tance. Experience, strong plant knowledge and
communication skills are required. Great oppor-
tunity to work with a quality and results oriented
team. Salary, benefits, profit sharing plan and
company vehicle. Send resume: Suburban Land-
scape Assoc., P.O. Box 2342, Davenport, lowa
52809, Attn: Monty Mitchell. 12/88

NEED LANDSCAPE WORKERS? We can solve
any labor problem you have. We have docu-
mented workers as well as foremen, leadmen,
irrigators and architects available at a price you
can afford. Call today! AMIGOS Dallas, Texas
214-634-0500. 11/88

LANDSCAPE SALES CONSULTANTS: Texas'
largest commercial landscape maintenance firmis
currently seeking sales consultants for our
Houston branch. 2 years proven outside sales ex-
perience, or an industry related degree preferred.
Landscape management experience helpful.
Compensation package includes, base plus com-
mission, car allowance, incentive bonus pro-
grams, and company benefits. For consideration
contact: Branch Manager, Maintain, Inc., 16008
Boss Gaston Road, Richmond, TX 77469.
(713)277-2867. 11/88

MANAGEMENT — Established Midwest com-
pany with solid growth is once again needing
top-notch working managers to fill the follow-
Ing positions:

MARKETING/SALES MANAGER — Must
be progressive minded, large budget for 3-6
branches of planning and implementation
training sales managers, 3 years minimum,
verifiable experience in LM field.

SALES MANAGEMENT — Branch level
with full responsibility for telemarketing, mail-
ing, etc. $300,000-$500,000 sales annually.
Full-time position.

BRANCH MANAGERS — Two years experi-
ence preferred, must have both spray applica-
tion and landscape maintenance background.
Extremely busy and fun position.

We are a full service multi-department com-
pany with a growth curve created by careful
placement of qualified individuals. Competi-
tive salary & benefits with solid growth poten-
tial. Resumes to: Landscape Opportunities,
P.O. Box 471333, Tulsa, OK 74147-1333,

LANDSCAPE PROFESSIONALS - Take your ex-
perience indoors! Your experience with pruning
and pesticide application could have you working
inside our lush tropical interiors. The SPECIAL
SERVICE DIVISION of Creative Plantings, Inc. has
entry and supervisory positions available now. We
are looking for self-motivated individuals who en-
joy a challenging career. Responsibilities include
overall pest and disease control in all commercial
locations, as well as upkeep of major atrium plant-
ings through a regular program of pruning and
wash-downs. Starting salary 24k-30k commensu-
rate with experience, efficiency and expertise. Call
or send resume to: CREATIVE PLANTINGS, INC.,
P.O. BOX 119, BURTONSVILLE, MARYLAND
20866. ATTN. Ray Greenstreet (301) 384-3800.
11/88

LANDSCAPE PROFESSIONALS!

Nationally-ranked landscape
contracting firm SCAPES, INC.
is seeking to hire highly-trained
professionals into the position
of PROJECT MANAGER. We
have openings in our Atlanta
and Washington, DC offices.
Higher pay and bonuses for
qualified person. Please
contact SCAPES, INC. at
(404) 956-7500 for interviews.
Also hiring EXPERIENCED
LANDSCAPERS.

The Northern Illinois Toro distributor for commer-
cial and irrigation products is seeking an individual
for an irrigation department position. Re-
sponsibilities will include operations management
and customer service/order entry duties. If qualif-
ied send a resume to Chicago Turf & Irrigation,
1170 W. Ardmore, Itasca, IL 60143. 12/88

LANDSCAPE PROFESSIONALS: Chapel Valley
Landscape Company in the Metro Washington,
DC area, has the following career opportunities
available: Sales Representative, Landscape Ar-
chitect. Very competitive salaries and benefit
package available. Call (301) 924-5400. E.O.E.
11/88
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DIRECTOR OF RECYCLING. Development and
Implementation of a DPR organic composting pro-
gram to include leaf, grass and tree debris. Qualifi-
cations: Bachelor's degree in Forestry,
horticulutre or related field, five years experience
in an active organic recycling operations, two
years as a manager in organic composting and/or
wood debris disposal. RECYCLING STAFF AS-
SISTANT. Assistant to the director in the develop-
ment and implementation of operation procedures
and programs for a municipal organic composting
program. Qualifications: Bachelor's degree in For-
estry, Horticulture, Environmental Resource Man-
agement or related field, two years experience,
one in municipal composting operations. To Ap-
ply: William B. Lough, Chief Forester, Department
of Parks and Recreation, 830 5th Avenue, Room
203, The Arsenal/Central Park, New York, NY
10021, (212)360-8202. Recycling positions bud-
geted and available January 1, 1989. New York
City residence required upon employment. 11/88

GROW WITH TURF: Career opportunities are avail-
able for professionals with experience in lawn care,
landscaping and irrigation. We're locking for ag-
gressive self-starters to join our organization.
Thrive on the challenge of our growth. Enjoy above
average earnings and excellent benefits. Send re-
sume and salary requirements to Turf, P.O. Box
433, Moorestown, NJ 08057 or call (609) 778-0780.
11/88

NEW POSITION OPENING: East Coast manage-
ment of one of industry's hottest site-prep attach-
ments, Self starter should have dealer sales
management experience and reside near PA/NJ/
NY area. Complete resume and salary history to
Box 2135, Jamestown, ND 58402. 12/88

ADVANCE YOUR CAREER &
IMPROVE YOUR LIFESTYLE

Secking Landscape Personnel and Foreman
for positions in one of the largest leading
Landscape Companies in the Hamptons,
We are 45 years established, dynamic, pro-
fessional. progressive and quafn) oriented.

OFFERING YOU: Subsidized housing, ex-
cellent competitive salary & benefits, re-
warding teamwork atmosphere, and an
exceptional way of life in the beautiful

Hamptons.

OFFER US: Yourexperience and education,
enthusiasm, responsibility, leadership and
organizational abilities.

Send resume confidentially to:

WHITMORE-WORSLEY INC.
ATTN: JACK
P.O. BOX 10
AMAGANSETT. NY 11930
(516) 267-3756

Supervisors & Forepersons: Glen Summit Nurs-
eries located in West Central New Jersey has su-
pervisory and foreperson positions open in rapidly
growing field of landscape maintenance and con-
struction. If you feel you are ready for advance-
ment or are under-employed in your present
position, call us for confidential interview at
201-735-4400, 8 a.m.—4:30 p.m. or send resume
to: Glen Summit Nurseries, Inc., P.O. Box 209,
Pittstown, NJ 08867, Attn: Mr. Pensyl. 2/89

LANDSCAPE MAINTENANCE SUPER-
VISOR. . . to schedule, manage and train person-
nel. Preferably bilingual, with heavy field experi-
ence organizing, managing and supervising multi-
crew operation; knowledge in turf fertilization,
pest and disease control, irrigation systems, re-
pair and maintenance of machinery and equip-
ment. Excellent opportunity for a self starter,
highly motivated individual. All inquires will be
completely confidential. Send resume, references
and salary reuirements to Grounds Keepers, 6021
Winsome, Houston, Texas 77057. 11/88

Florida Landscape Contractor in business 15
years, has an opening for an experienced land-
scape architect or highly qualified sales person to
handle design build sales and business develop-
ment. Applicant must be a self-starter and pos-
sess strong sales skills. Unlimited potential in a
growing firm with a top notch track record. Contact
Mr. Singh (305) 831-8101. 12/88

Lawn Care 32om°

Career opportunities coost to- coosr
Employer retained. Experts in personnel
since 1968,

USA Careers 515-394.2556
New Hampton, |IA 50659

Landscape Maintenance Area Supervisors. Com-
mercial & Residential Contractor seeks knowl-
edgeable and hard working experienced field su-
pervisors. Excellent Career opporutnities for
responsible, ambitious and self-motivated individ-
uals with 4-yr. Horticultural Degree preferred. Ex-
cellent salary and benefits. We are one of the
largest landscape contractors in the country and
located in one of the fastest growing States, Flor-
ida. We welcome your resumes, Oyler Bros. Com-
pany, 1930 Silver Star Road, Orlando, FL 32804.
1/89

Superintendent/Grounds Manager. 167 acre park.
30 man crew. Knowledge of turfgrass and irriga-
tion necessary. Excellent benefits. Salary negotia-
ble. Contact Richard L. Mueller, 4535 Main Street,
Jacksonville, Florida 32206. (904) 353-3649. 11/88

HORTICULTURIST: For public gardens and park
in Northeastern Ohio. Will assist department head
in supervising operations of the department which
include a public display gardens, landscape main-
tenance of a 2,500 acre park and forestry opera-
tions. Degree in Ornamental Horticulture or
closely related field needed. Excellent salary and
benefit package. Send resume to LM Box 462.
11/88

FOR SALE

LAWN SEED. Wholesale. Full line of top quality
grasses. Improved bluegrass varieties, fine fes-
cues and fine bladed ryegrasses. We specialize in
custom mixing. Oliger Seed Company, 89 Hanna
Parkway, Akron, OH 44319. Call collect (216)
724-1266. TF

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

FOR SALE: #1100 Muich Master Machine, goose
neck style. First State Bank, Wylie, 201 N. Ballard,
Wylie, TX 75098. 214-442-3570. 12/88

LATE MODEL PRINCETON SOD HARVESTER.
Best offer, Call 801-562-9090. 11/88

TREE SPADE. Vermeer TS 44M purchased new
Spring of '83. Excellent mechanical condition,
mounted on a 1973 Ford F750 chassis. $10,000.
Spade may be purchased separately.
901-377-8887. 11/88

IRRIGATION PUMP, Goulds 40 h.p. electric, 450
GPM, 110 PS|, excellent, $2000/offer. Bognar Sod
Farm, (216) 274-2548. 11/88

FOR SALE: 1985 TORO REELMASTER MOWERS.

Five-bladed reels. 9-gang set. Excellent condition.

Perfect for golf course use. Phone 313-653-2201.
11/88

FOR SALE: Vermeer TS-50 Treespade, 1980
spade mounted on 1980 GMC 5000. Both are in
excellent condition. Truck is also set up to mounta
12’ dump stake body for use during off season with
quick change ability (3-4 hrs). Body is included in
price $20,000 or best offer. (802) 878-5720. 11/88

TURF TIPS For Lawn Care: Video Tapes by the
Cooperative Extension Service at Michigan State
University and the Michigan Turfgrass Founda-
tion. Excellent for training and educational pro-
grams. Can be used by lawn care companies, golf
course superintendents and all grounds super-
visors. LAWN ESTABLISHMENT, GENERAL
LAWN CARE, LAWN GRASSES, FERTILIZA-
TION, WEED CONTROL, LAWN MAINTENANCE
and, soon, CALIBRATION. VHS or Beta. $60.00
each or 7 for $375.00. For information call (517)
355-0270 or write Michigan Turfgrass Foundation,
Box 80071, Lansing, Michigan 48908. 4/89

Big Roll Sod Harvester, nearly new. Over 100 steel
roll cores, plus transport, loading and laying at-
tachments. $5250.00. 506-472-3357/
506-459-3513. 11/88

1986 JACOBSEN HF-5 Fairway mower, with pro-
tective cage. Call John at Poquoy Brook Golf
Course, 617-947-6070. 11/88

Lock Reel Mowers. One single unit, one triplex,
seldom used, engines like new. Call 301-850-6907
for more information. 11/88

PIPE LOCATOR - Inexpensive! Locates, traces
underground drain lines of clay, PVC, ABS, steel
culvert, orangeburg, cement. Finds PVC, steel
water lines, buried metal, plastic sprinklers, valve
boxes, clogs in lines. Bioch Company, Box 18058,
Cleveland, Ohio 44118. (216)371-0979. TF

Reconditioned Hydro Ax Brushcutter 1976 model
520 serial #331. Engine, hydraulics, transmission
reworked, new style cutterhead. $37,500.00. 1973
model 520 serial # 169 in good working condition.
New style cutterhead. $27,500.00. W.A. Kendall
and Company, 404-963-6017. 12/88

ATTN: GOLF COURSE SUPERINTENDENTS—
Bentgrass Sod at putting green height, guaran-
teed weed and poa annua free. Stormy Acres,
West Haven, VT 05743. 802-265-3046. TF

STUMP CUTTER - Compatible with two wheel
Gravely tractors. Stainless steel, heat treated, 6
carbide cutters 9/16” rounded tips, one bolt
change. Kinetic Stump Cutter Inc., P.O. Box 115,
Jupiter, FL 33468-0115 or call 1-800-422-9344.
12/88

ATTENTION GOLF COURSE SUPERINTEN-
DENTS: Great Meyer Zoysia for your Fairways
and Tees. Guaranteed Bermuda free. Beauty
Lawn Zoysia (Cincinnati) 1-513-424-2052. 3/89
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‘78 Ford LN600 1100 gal. SS tnk w/mech ag. 2
reels, 20/20 pump, 16 HP engine. $15,000 or BEST
OFFER 317-966-7397. 12/88

FOR SALE: Established Garden Center and Land-
scaping business in Upper Michigan. (Both or just
Garden Center). Owners retiring. For more infor-
mation write: P.O. Box #7872, Ann Arbor, MI
48107. 11/88

1968 Jacobsen F-10 mowing tractor with blitzer
units & semi-pneumatic tires. Gas engine & new
clutch. $5,000.00. Jensen Sod, 650 North Wales
Road, Lansdale, PA 19446. (215)699-9151. 11/88

NORTHWEST TRAILERS — CUSTOM LAND-
SCAPING TRAILERS. Protect your investment
from exposure and theft. Northwest Trailers, pal-
atine, IL 800-522-6208 or 312-577-6208. 1/89

REINCO HYDROGRASSERS and power muichers
in stock. Opdyke Inc. (Philadelphia Area)
215-721-4444, TF



How Aquapore
ets to the root of your
watering problems.

Your clients love the look of shrubs,
| flower gardens, raised beds and inte-

| riorscapes. But when insufficient
watering takes its toll on plants, you
get the callback.

What if you could switch to a sim-
pler, easier method of watering that
eliminated replacement plantings and
callbacks completely? How much time,
labor and money would it save you?
How much more competitive could

you be on your bids?

AQUAPORE IS THE PROVEN ANSWER
TO YOUR WATERING PROBLEMS,

Aquapore features a patented, porous
commercial grade rubber pipe having

a unique sweating system wEich dis-
penses water evenly. When placed in
the soil it acts as a wick. The capillary
action of the soil draws moisture from
the porous tubing, replacing water used

Flow
Regulator

Aquapore ;
—T-Fitting Porous Flush
Pipc Ports
Water
Source
Pipe

Aquapore is a subsurface watering method —
perfect for jobs large or small, simple or complex.

AR~

by trees, turf, plants *
and shrubs. This
action takes water,
oxygen and nutrients,
slowly and uniformly,
through the soil directly to
the roots where it’s needed most.

In putting water directly at the root
zone, the Aquapore porous pipe
eliminates the wet/dry cycles plants
find so stressful. Aquapore promotes
deep root growth and keeps plants
green and healthy.

ENDING CALLBACKS AND
REPLACEMENT PLANTINGS ASIDE -
AQUAPORE SOLVES STILL MORE
OF YOUR PROBLEMS.

* Because Aquapore is a subsurface
system, nothing shows. Landscaping
remains unspoiled by sprinkler Eeads
or bubblers —and vandals won’t know
your system’s there.

* No splash-transmitted diseases to
contend with. Interiorscape mold and
mildew problems eliminated. Fewer
weeds too!

* Erosion and water loss problems
solved. No wasted water or wet, slip-
pery sidewalks, either.

Circle No. 131 on Reader Inquiry Card

Aquapore’s specially engineered and patented
porous pipe sweats evenly along its entire length.
The system delivers a constant volume of water
per foot to keep plantings optimally watered.
Aquapore really works - saving labor, water,
maintenance and money!

N Aquapore is quick and
B simple to install, even for
sophisticated layouts.
You save money with
Aquapore.
. Actlapore porous pipe
can be incorporated in
a conventional sprinkler
system. You just bury it
and forget it. No mainte-
nance, no winterization
needed.

Think about it. Isn’t Aquapore
ideally suited for the franchise, office
building, mall, hotel, condo, apartment
building, and service station jobs that
you install? If you've got grounds for an
Aquapore system, write or call. We’ll
send you detailed information about
the Aquapore system along with the
name of your nearest distributor. Let
us help you get to the root of your
watering problems—with Ac}uapore.
Write Moisture Systems, Professional
Irrigation Division, PO. Box 574,
Glastonbury, CT 06033. Or call
(203) 633-3934.

AGL‘JAPDRE §
¢



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. TF

ZOYSIAMEYERS Z-52 SOD OR SPRIGS. EXCEL-
LENT QUALITY DELIVERED ANYWHERE AT
REASONABLE PRICES. ALSO ROW PLANTING
AVAILABLE. DOUBLE SPRINGS GRASS FARM,
SEARCY, AR. 1-800-458-4756. TF

SPYDERS—New/Used/Rebullt. New Kohler en-
gines, short blocks and a complete line of engines
and Spyder replacement parts. New Style Nichols-
Fairfield Torque Hub Kits, heavy duty Wilton
Caster, Hub Kits, Remote Air Cleaner Kits,heavy
duty Carriage Side Plates. Call or Write: Mobile Lift
Parts, Inc., 5402 Edgewood Rd., Crystal Lake, IL
60012. 815-455-7363. 11/88

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

MISCELLANEOUS

KELWAY® professional SOIL ACIDITY and SOL-
UBLE SALTS TESTERS, available from distribu-
tors nationwide. HB-2 and SST brochures from
KEL INSTRUMENTS CO., INC,, Dept. 1, P.O. Box
2174, Vineyard Haven, MA 02568, (617)693-7798.
11/88

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.
12/88

LANDSCAPE TRAINING VIDEOS
Intermediate mower maintenance field and
shop repair; efficient/profitable mowing tech-
niques; professional shrub trimming, plant in-
stallation, etc. ENGLISH AND SPANISH. Write
for free brochure.

C.D. Anderson Landscape Videos

515 Ogden Avenue

Downers Grove, IL 60515

ATTENTION LANDSCAPERS—FREE CATALOG.
Guaranteed replacement parts for Bobcat, Bun-
ton, Deere, Exmark, Kees, and others. DISCOUNT
PRICES on blades, belts, bearings, filters, wheels,
lubricants, trimmer line, grass catchers etc.
LARGE 10" PNEUMATIC CASTER SET $149.95. If
your tired of paying big money on parts call Lawn
Care Parts Unlimited at (800)343-4333. In Michi-
gan call direct or collect (313)949-8031. 11/88

FREE 1989 CATALOG of Sprayers and parts from
Perma Green Supreme includes custom made fi-
berglass tanks, Poly tanks, twin hose injection gun
systems, hose reels, pumps, fittings and more.
Hundreds of items for lawn and tree. Call toll free
1-800-346-2001 or 219-769-1630. 3/89

FREE PARTS CATALOG—If you own a 36"—
48" —52" walk-behind mower and you feel you're
paying too much for parts, call Preco Distributors
toll-free and request our parts catalog. BELTS,
BLADES, GRASS CATCHERS, WHEELS AND
LOTS MORE! Replacement parts that fit: BOB-
CAT,BUNTON, KEES, EXMARK & OTHERS. 1 day
shipping coast to coast available. All parts carry a
90-day warranty. Don't wait, call 24 hours a day.
TOLL-FREE 1-800-428-8004, in Mass.
413-596-5505. PRECO DISTRIBUTORS, 97 Cen-
ter St., Ludlow, MA 01056. TF

WANTED

WANTED: Large Lindig and Royer Shredders.
Lewis Equipment. 320 Third Street S.W., Winter
Haven, FL 33880. (813) 294-5893. 11/88

WANTED. Jacobson Blitzer Mowers. 7 or 9 gang.
Any condition. Priced accordingly. 313-653-5695,
Ask for Scott. 11/88

USED EQUIPMENT

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

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. Pete Mainka Enterprises, 633
Cecilia Drive, Pewaukee, W1 53072. 414-691-4306.

TF

send a Classified Advertising message...
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...write here.

(Please Print)

1. Number of insertions:
2. Start with (month)
3. Amount enclosed: $

To keep our rates as low as possible, payment must accompany order.

(circle) 1 2 3 6 12 TF (Til Forbid)
issue. (Copy must be in by 5th of month preceding)

SIGNATURE DATE
NAME COMPANY

STREET

CITY STATE ZIP
PHONE NUMBER

MAIL AD COPY TO: Dawn Nilsen, LANDSCAPE MANAGEMENT, 1 East First Street, Duluth, MN 55802.

RATES: $1.20 per word (minimum charge, $35). Boldface words or words in all capital letters charged at $1.45 per word. Boxed or
display ads: $100 per column inch, one time; (one inch minimum); $95, three times; $90, six times; $85, nine times; $80, twelve times.

(Frequencies based on a calendar year). For ads using blind box number, add $15 to cost of ad.
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“Now is not the time to go it alone.”

“If you're like so many other lawn care
companies, you have more than crab-
grass to contend with. Sure, your sales
are up—but so are your problems. Cash
flow worries. The need for more employee
training. The threat of growing regulation.
The exploding costs of insurance and
health benefits. These are only a few of
the realities of running a lawn care
business in the '80s.

That’s where the Professional Lawn
Care Association of America can help.
PLCAA is the ProSource for over 1,000
businesses, large and small. PLCAA
provides the benefits and
resources you need regardless
of the size of your company.
Find out for yourself what
S0 many other lawn care
businesses have dis-
covered, that PLCAA
membership doesn't
cost—it pays!”

JAMES R. BROOKS
Executive Vice President,
Professional Lawn Care
Association of America

|

.

Check the PLCAA benefits...

(] Technical Resource Manual—Our 110-page resource guide for running a
cost-effective, professional lawn care service.

(] prcaa Safety Manual —A step-by-step guide for training applicators and
technicians.

] Management Monograph Publications—Booklets that cover critical business
subjects like getting a loan, developing a marketing plan, hiring and firing
practices, and more.

H Group insurance and health care—PLCAA offers health and life insurance plans
for companies with as few as two employees—and at attractive group rates.

(] collection services—A results-producing collection service to help members
with slow-paying accounts.

(] Audio-visual training programs—Comprehensive, inexpensive

video and slide programs for in-house training of your employees.

Current subjects include insect and weed identification, turf
diseases, and pesticide handling, with additional topics under
development.

O Regional seminars—Each year PLCAA brings the latest in
management and technical training, plus equipment demon-
strations, direct to a location near you.

(] Annual Conference and Show—Exhibits, educational sessions,
workshops, and an outdoor equipment demonstration are just
a few features of PLCAA’s popular annual gathering of lawn
care professionals.

(] Exclusive publications—Stay current with Turf Talks, PLCAA's bi-
monthly newsletter. Members also keep in touch with tax, labor,
financial and regulatory information through our periodicals,
the Legal Update and Environmental Update bulletins.

And that’s only part of the advantages PLCAA
members enjoy. If you want to know more,
just drop the coupon below in the mail, or

give us a call at toll-free 1-800-458-3466.

Symbol of Good Practice

PROFESSIONAL LAWN CARE ASSOCIATION OF AMERICA

o

I'm interested...tell me more!

NAME

ADDRESS

cITy STATE ZIP

PHONE ( )
FILL OUT AND MAIL TO:

James R. Brooks

Professional Lawn Care Association of America
1225 Johnson Ferry Rd., NE, Suite B 220,
Marietta, GA 30068
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The Virginia Turfgrass Council
CONFERENCE AND TRADE SHOW

JANUARY 17/18/19
THE RICHMOND CENTRE

ONE OF THE LARGEST TRADE SHOWS IN THE EAST
OVER 120 EXHIBITORS/30,000 SQ. FT. OF TRADE SHOW SPACE

* Golf course session ( Dr. Reed Funk Professor of Turfgrass Breeding \

i : Rutgers University
¢ Lawn care session Dr. Lee Hellman Professor of Turfgrass Entomology
S T 1 i i i University of Maryland
od p oduction and .mstallatlon session NP R e
» Erosion control session University of Georgia
ie £i . Kathy Copley Former Editor Grounds
* Athletic fleld Scssion Maintenance Magazine
» Public Sector Ken Giedd Golf Course Superintendent
: King's Mill Golf Course
y nghway/ rough turf Greg Richards LESCO Technical Representative
F . E inf 2 Other speakers include professors from Virginia Tech including:
el rengtratlon and information Dr. H.B. Couch Dr. Wayne Bingham  Dr. Jack Hall III

call the VTC office at 804-340-3473 \Dr. Richard Schmidt Dr. Dave Chalmers  and others J

Circle No. 146 on Reader Inquiry Card
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OTF

Featuring Johnny Bench

Mark Your Calendars Now.

The Ohio Turfgrass
Foundation Conference

and Show
December 6-9, 1988

Featuring more than 350
exhibits, lectures and
workshops for lawn ser-
vice, golf course, land-
scape, athletic field and
grounds maintenance

Cincinnati Convention-Exposition Center professionals.
as keynote speaker. Cincinnati, Ohio
Athletic
Fields &
Grounds

e The Thinking Superintendent
* Managing Golf Course Diseases

* Pythium Root Dysfunction: High-
Sand Content Greens Problem

¢ Annual Bluegrass Management
and Other Grass Alternatives

¢ Sand Topdressing Practices and
Implication

¢ Putting Green Speed: A
Superintendent’s View

¢ Ecology of Black-Layer Formation
on High Sand Content Greens

¢ Grubs: Basic Biology and Cultural
Effects

* Real World of Computers

¢ Disease Models and Detection Kits

* Deep-Tine Aerification Techniques

* New Information on Core Cultiva-
tion Practices

¢ Agronomic Principles of Annual
Bluegrass - Creeping Bentgrass
Competition

¢ Fertilizing Through Your Irrigation
System

Workshops

* Budgeting and Forecasting
¢ Tree Selection and Care

¢ Landscape Maintenance: Job
Estimating

¢ Adding Color to the Landscape

¢ Risk Management and the Greens
Industry

¢ Basic Management for First Level
Supervisors

¢ Chemical Spill Preparedness

e Agronomics of Lawn Renovation

¢ Grass Selection and Major
Management Strategies

* Postemergent Control of Annual
Grasses and Tall Fescue

¢ Lawn Irrigation: Problems in Pro-
gramming Automatic Irrigation
Systems

* Ecological Side Effects of Turf-
grass Management Practices and
Safe Alternatives to Lawn
Chemicals

¢ Nitrogen Sources for the Lawn
Care Industry

* Broadleaf Weed Herbicides: Pro-
per Usage

¢ |ron and Micronutrient Fertilization
of Lawns

¢ Patch Diseases: |dentification and
Control

¢ Grubs: Basic Biology and Cultural
Effects

¢ Fungicides in Lawn Care
Programming?

* Employee Right-To-Know

¢ Customer Contracts: The Time
Has Come

e Lawn Care Operators: Current and
Future Regulatory Concerns

¢ Collection Methods and Outstan-
ding Accounts

¢ Cash Flow: Accident or Planned

¢ Selection of Turfgrasses for
Athletic Fields

¢ Soils: Understanding Soil Test
Information

e Compaction and Soil Cultivation

* The ABC'’s of Athletic Field
Fertilization

¢ Controlling Turfgrass Pests

¢ Athletic Field Maintenance
Programs

* Renovation of Athletic Fields

¢ |rrigation System Installation and
Maintenance

* Baseball and Softball Field
Preparation

¢ Preventative Maintenance for
Grounds Care Equipment

¢ Collection Methods and Outstan-
ding Accounts

¢ Cash Flow: Accident or Planned

¢ Labor Retention: Employee
Incentives

¢ Employee Right-To-Know

* Postemergent Control: Annual
Grasses and Tall Fescue

¢ Creative Grounds Management
Techniques

¢ Grubs: Basic Biology and Cultural
Effects

* Broadleaf Herbicides: Proper
Usage

e Agronomics of Turfgrass
Renovation

¢ Plant Growth Regulators: Tool for
Professional Grounds Managers

Ohio Turfgrass Foundation

Circle No. 134 on Reader Inquiry Card

Anyone involved in the turf industry

is invited to attend the Ohio Turfgrass

Foundation Conference and Show.
For complete information and a con-
ference program, contact:

Dr. John Street

c/o Ohio Turfgrass Foundation
2021 Coffey Road

Columbus, OH 43210

(614) 292-2601
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PROBLEM MANAGEMENT

by Balakrishna Rao, Ph.D.

Controlling nutsedge

Problem: Is there any weed control that will stop nut-
sedge? (Texas)

Solution: In response to an answer in the June 1988
issue of Landscpape Management concerning man-
aging nutsedge in Texas, I appreciate receiving the
following comments by Greg Richards of Lesco:

“Lesco Image herbicide is registered for nutsedge
control. Image alone at a one quart/acre or Image +
MSMA are by far the leading measures of control for
nutsedge in Texas. Image is labeled for use on warm-
season turf, so it is not used in the tall fescue market
in Texas. It specifically controls purple nutsedge.
Basagran is mainly for meadows. Most nutsedge in
the south is purple, although some yellow nutsedge
does exist in northern Texas.”

It is important to read and follow label specifica-
tions. Image label information suggests the follow-
ing: “Image can be used to manage several weeds in
established warm-season turfgrasses, such as Ber-
mudagrass, centipedegrass, St. Augustinegrass and
zoysiagrass. Actively growing weeds are easy to
manage. Treated turfgrass may have a compacted
growth habit and may inhibit seed head develop-
ment without affecting its vigor. Avoid drift onto
nearby desirable plants like vegetables, flowers or
ornamental plants. The label recommends the use of
a spray indicator dye such as Lesco Tracker to pre-
vent overlaps.”

Refer to the lable specifications for further details
on other precautions and uses.

Closing the door on beetles

Problem: A number of our clients are concerned
about elm leaf beetle adults moving inside the house
now. Our question is why are they entering houses
and would they cause any injury? How do you get rid
of them? We have been using Sevin in the past. (PA)

Solution: Adult elm leaf beetles tend to move inside
houses, garages, under shingles, or other protected
sites indoors or outdoors for overwintering. These
insects often become a nuisance duringautumn. An-
other reason may be because of excessive heat out-
side. These, as well as some other insects, may enter
houses where there is a cooler environment.

To manage the pests, an understanding of their
life history would be useful. Overwintering adults
fly back to elm trees in spring from adjacent pro-
tected sites and feed on expanding elm leaves. Their
feeding causes small, irregular holes on leaves. Each
female can produce 600 to 800 eggs on leaves. Eggs
hatch into tiny, black, grub-like larvae which feed on
only lower sides of leaves and skeletonize them. As
the larvae mature they become green to yellow with
lateral black stripes. Affected foliage will turn
brown, and the tree may produce a new flush of
leaves which may also be eaten by the larvae. This
extensive feeding activity by the adults and larvae
year after year can cause the plant to become more
susceptible to other disorders and /or eventually kill
it.

After completing the feeding period, larvae move
down along the branches and pupate on the ground
at the base of the tree or on cracks, etc. These become
adultsin a week or two and return to the same tree or
other elm trees for laying eggs. In the late summer
and fall, adult beetles move out of elm trees and
search for suitable sites for overwintering.

The insecticide Sevin you have been using is rec-
ommended along with several others. Sevin should
provide adequate control. Make sure to treat when
larvae first appear, when leaves are about fully ex-
panded and again in July. If your clients are con-
cerned about the pests inside houses, a trained pest
control operator can give the proper advice and
control.

The best time to dethatch

Problem: When is the best time to dethatch and top-
dress a football field? We are interested in this service
and would be dealing with warm-season turfgrasses,
like Bermudagrass, in the South and cool-season
turfgrasses in the North. We would appreciate your
comments. (North Carolina)

Solution: Generally, more than '/z inch of thatch is
considered to be potentially detrimental to the
turfgrass culture and quality. However, experts
dealing with athletic field management consider
about one inch of thatch desirable on a football field.
If the thatch layer exceeds the desirable thickness,
dethatch cool-season grasses in early fall while they
are still growing. If this operation interferes with ball
games, then consider doing it in spring. Warm-sea-
son grasses, like Bermudagrass, can be dethatched in
the spring just before greenup.

After dethatching, topdress the area with the
same soil type or 100 percent sand. Do not use organic
matter on a sand-based ball field. Organic materials
will seal the field in time and will cause poor water
movement, resulting in surface water accumulation.
If there is a problem of standing water, consider
improving the drainage by installing vertical or
French drainage systems.

Balakrishna Rao is Manager of 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.
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the Brouwer Trash-Pik...

ALY,

AT

Solve your litter collection problems, fast economically,

The Trash-Pik ™ is the new, innovative method for Some outstanding features:

picking up litter at municipal locations, theme parks, e 18 h.p. two cylinder Kohler gas engine
airports, shopping malls, car parks and such places. » Closed loop hydraulic hydrostatic drive

It is fast, efficient, easy to operate, economical and » 200 degree nozzle operating arc
simple to service and maintain. The body is made of s Reverse air-flow to remove hose blockages or
corrosion free, heavy-duty fibre-glass and the blow leaves or litter for easy pick-up
mechanical components are designed for rugged day- e The 8 cu.ft. litter container with bag tilts back
in day-out reliability. for easy unloading

The Trash-Pik ™ will eliminate high labour costs. o Automotive type steering and controls
With one man doing the work of several, you benefit o Heavy-duty, corrosion free fibre - glass body

with fast pay back, in only months!

Call your Brouwer dealer for more information or a demonstration... TODAY.

BROUWER

TURF EQUIPMENT LIMITED

Jutboard Manine »

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

88-9%
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REBEL 11 I eads the Way

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

[J No thatch build-up

[J Outstanding performance in heat and
drought

[J Fine, dense growth

[J Excellent dark green color

[J Requires less fertilizer than Kentucky
bluegrass or Bermuda grass

[0 Excellent shade adaptability

[J Greater disease resistance than most
other turfgrasses

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 '
LOFTS | Bound Brook, NJ 08805 (201) 356-8700

Circle No. 126
on Reader Inquiry Card

Lofts/New England Lofts/Great Western Sunbelt Seeds, Inc. Lofts/Maryland
Arlington, MA 02174 Albany, OR 97321 Norcross, GA 30071 Beltsville, MD 20705
(617) 648-7550 (503) 928-3100 or (404) 448.9932 or (800) 732-3332

(800) 547-4063 (800) $22-7333 (800) 732-7773 (MD)

To locate the Lofts’ distributor nearest you, call
(800) 526-3890 (Eastern U.S.) (R00) 547-4063 (Western U.S.)



