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BEFORE YOU BUY 
JUST ANY BENTGRASS, 

GO BY THE BOOK. 

Phone 1-800-547-0255 today for your complimentary 
copy of the Penn Pals catalogue. You'll see why 
Penncross, Penneagle, PennLinks and Pennway blend 
set the standard for bentgrass on golf courses. 

Tee-2-Green Corp. 
PC) B o x 250 , Hubbard. OR 9 7 0 3 2 

FAX 503-981-5626 
1-800-547-0255 
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gave the LESCO 500 
an "A! Sowegaveit 

Introducing the LESCO 500D • • r e s u l t s m o o t h , close-cut fair-
Fairway Mower. It's the new diesel ^ M I m ways with the look and character of 
mower that makes the grade in light- ^ ^ ^ Q the finest putting greens, 
weight fairway mowing. Earn high marks. Put the LESCO 

First, the LESCO 500 Fairway Mower proved light- 500D Fairway mower to work on your course. It's 
weight fairway mowing could be practical and economi- backed by factory-direct parts and service and LESCO 
cal. Now the 500D goes a step further and delivers the offers convenient leasing and finance plans, 
efficiency and endurance of diesel power on a new (800) 321-5325 Nationwide • (800) 686-7413 In Ohio 
heavy-duty frame. 

The unique versatility of the 500D 
permits simple conversion from five-
gang to three-gang operation. And 
the mower's new heavy-duty reels LESCO, Inc., 20005 Lake Road, 
and bedknives are engineered for M N I H H H H H H H I Rocky River, Ohio 44116 
day-in and day-out precision cutting. The LESCO 500D features a new (216) 333-9250 

heavy-duty cutting unit. 

You 

a"D" 



Keep your fairways 
looking great 

64671 



Golfers love to play on 
beautiful fairways. Its that 
simple. Which is why it's so 
important to keep your course 
in top shape. That means 
controlling diseases like dollar 
spot and anthracnose. And 
that means a program using 
BAYLETON® fungicide. 

BAYLETON is taking care 
of more and more beautiful 
fairways because more super-
intendents are discovering 

how long it lasts. How much 
they save in application costs 
by making fewer applications. 
And how good it makes them 
and their fairways look. 

BAYLETON. Because golfers 
play favorites. For more in-
formation, contact Mobay 
Corporation, Specialty 
Products Group, Box 4913, 
Kansas City, M O 64120. 

BAYLETON is a Reg. TM of Bayer AG, Germany. 
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Mobay Corporation 
A Bayer USA INC COMPANY 
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MANAGEMENT'S third annual 
survey of landscape contractors. 
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NEW AND IMPROVED MOWERS 
With 1 9 8 9 c o m e s new and improved mid-size riding mowers . 

TRAINING INSURANCE 
by Lawrence Kokkelenberg, Ph.D. Just because you've spent t ime and 
money training employees doesn't necessarily mean they've learned 
anything. Here's how to make sure they absorb new information to 
apply to their job. 

THE TRADIT ION CONTINUES 
Ordinances protecting trees date back 300 years in Newark, N.J. 
Under tree pioneer Carl Bannnwart , more than 60 ,000 trees were 
planted in tne city. Today, those traditions live on. 

POSTER-IZING L A N D S C A P E S 
by Ronald C. Smith, Ph.D. Y o u can provide your landscape clients 
with an additional service if you've got someone on staff who can 
design a n d / o r build attractive wooden fences. 

PARADISE UNDER GLASS 
by Terry Mclver. T h e Opryland Hotel c o m p l e x is a greenhouse away 
from home, with enough plant varieties to rival Heinz. 

WHERE THE TREES COME FROM 
by Douglas J. Chapman. Several new biological concepts have 
al lowed researchers to fine tune the art of tree propogation. 
T H E SENTRY 'S W A T C H D O G 
by Jerry Roche. Anywhere you travel in Wisconsin to talk golf, the 
subject always turns to the course and the corporate layout at Stevens 
Point. That's Sentry Insurance headquarters and Sentry World. 

ARE YOUR EMPLOYEES LEGAL? 
by Richard Lehr. It is the employer 's responsibility to make sure he 
has no illegal aliens on his payroll. T h e penalties for not complying 
are strict. 

EMERGENCY! 
by Carl Kovac. C r e w s at Cleveland Hopkins Airport are schooled in 
immediate mobilization, for the t imes when hundreds of airline 
passengers' lives depend on the snow removal job they do. 
' K E N T ' OUTSHINES C O M M O N WHITE CLOVER 
by R. E. DeGregorio and R.A. AshJey. Although white c lover in a 
lawn can be slippery, stain clothes and is unsightly to some, many 
prefer it to a grass monoculture . 
ONE STEP BEYOND 
by Rudd McGary, Ph.D. It's very easy for lawn care operators to say 
they are going to diversify. This is a classic case of 'easier said than 
done' a n a it may make or break your business. 
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The Rose Bowl at Pasadena, CA, January A 

Ferry-Morse Gold Tag Brand 
Covers the 1988 Rose Bowl 

New generation ryegrasses provide perfect playing 
surface on return to the Collegiate Football Classic. 

Citation I I , Birdie I I and Manhattan I I are products of 

PASADENA, C A - I t ' s a thrill to 
earn your way into the Rose Bowl, 
the oldest and most prestigious 
collegiate football classic; but to 
return again and again is a mark of 
a tough competitor. 

T h e Rose Bowl turf management 
team needed a fast-germinating, 
uniform growing and appearing 
ryegrass blend to overseed the 
dormant bermudagrass base. 
Because of its superior performance 
in the 1986 Rose Bowl, the 
combination of improved varieties 
Citation II, Birdie II and Manhattan 
II produced by Turf-Seed, Inc. 
were re-called to duty. Seeding 

began on November 16, 1987 and 
was 'perfect' for the kickoff on 
New Year's Day. 

T h e dark green color and density 
provided a base that set off the 
colorful graphics in the Rose Bowl 
tradition. And after hard use, the 
playing surface looked grea t . . . 
even under television scrutiny. 
Ferry-Morse gave it their b e s t . . . 
Gold Tag Blend, and the rest is 
history. 

I f this blend can look and 
perform this well under the most 
critical of conditions, think of what 
it will do for your athletic field! 

Turf-Seed, Inc. 

PO Box 250, Hubbard, OR 97032 
503/981-9571 T W X 510 590 0957 
1-800-247-6910 
FAX 503 981-5626 
Gold Tag Brand is distributed by 

DVANCE SEED CO. 
A Subsidiary of 
Ferry-Morse Seed Co. 

1150N. Red Gum Ave., Suite A 
Anaheim, CA 92806 
714/666-8600/ In CA, 1-800-572-7333 
Fulton, Kentucky 
502/472-3400 1-800-626-3392 



AS I SEE IT... 

Brace now 
for change 
in climate 
To those of you who survived the Drought of 1988: 

You think you had it rough? The hot, dry weather of last 
summer might be a portent of things to come. 

According to William W. Kellogg, Ph.D., global warming is just 
beginning. Kellogg, senior scientist with the National Center for 
Atmospheric Research, says that the warming trend should lead 
to a general drying out in the central part of North America—not 
good news for many landscape, golf and lawn care people. 

' T h u s , we should see more dry years in the heartland of the 
United States and Canada as the earth grows warmer , " Kellogg 
says. He points out that 1983 ,1985 ,1986 and 1987 were four of the 
warmest years on record as far as the global average. 

Other sources agree. Fortune magazine predicts that the aver-
age global temperature will rise 2 or 3 degrees by 2050. Business 
Week magazine says it will climb 3 to 8 degrees by 2040. Further, 
Business Week says temperatures in the Eastern and parts of the 
Midwestern United States will increase 3.6 to 5.4 degrees by 2029. 

This is no small change. According to these reports, even a 
minimal change in average global climate will have a discernable 
effect on our way of life. 

" T h e climate change in store for the world will create new and 
serious problems and enormous readjustments/ ' Kellogg contin-
ues. "If we can know what to expect, we have an improved chance 
to survive. The biggest danger lies in complacency and the belief 
that somehow we can all muddle through." 

There is a moral here. How will warmer weather affect your 
business? How did it affect your business last summer? What 
changes can you make to ensure a healthy business through more 
summers of droughty conditions? 

You should begin planning now, not only for your business's 
welfare through the immediate coming years, but also down the 
road. 

According to these reports, things are only going to get worse. 

Jerry Roche, editor 
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INTRODUCING ONE TOUGH 
VERSATILE MACHINE 

Today It's A Mower, 
Tomorrow A Snowthrower. 

It's the commercial machine that converts 
easily to handle your year-round maintenance 
needs. 

Which means a mower easily becomes a 
power brush, a snowthrower, or any of a 
number of machines, wi th attachments 
available from Cub Cadet. You II need only 
one machine—our rugged Power Unit can 
handle it all. 
Built For Durability, 
Versatility, and Muscle. 
• Your choice of three powerful electric start 

Vanguard engines: 8.5 HP single cylinder 
OHV, and 12.5 or 15 HP twin cylinder OHV 

• Beltless final wheel drive for sure-footed 
power, even on wet turf 

• Planetary transmission, wi th five speed ranges 
in forward and reverse 

• No-dutch, no-stop, forward-to-reverse shifting 
for easy movement around trees and shrubs 

• Standard electric PTO switch, ammeter and 
hourmeter 

• A separate steering clutch on each wheel for 
effortless turning 

• Automotive-style U-joint to power attachments 
for quick conversion to other functions 

Cub Cadet 
Power Equipment 

• CUB CADET 
COMMERCIAL MOWERS 

• Your choice of three cutting decks: 32" , 
38" or 46" 

• An optional 6-bushel bagger 
• An optional steerable sulky 
The Tough Machine That's 
Right For You—Right Now! 

When you buy a Cub Cadet Commercial 
Mower during this introductory period, you'll 
take advantage of the special dealer financing 
that's available for a limited time only. 

Circle the readers service number and a Cub 
Cadet representative will process your response 
and speed Dealer and Pricing information 
immediately your way. 
Try A Tough, Versatile Cub Cadet 
Commercial Mower—You'll 
Appreciate The Difference. 

P.O. Box 360930, Cleveland, Ohio 44136 
Circle No. 111 on Reader Inquiry Card 
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Los Angeles landscapers 
taught to water smarter 
LOS ANGELES — Facing a 
mandate to cut watering by 
10 percent, key landscape 
planning and maintenance 
personnel for the City of 
Los Angeles reacted last 
fall. They sharpened their 
water management skills 
and h e i g h t e n e d t h e i r 
awareness of unnecessary 
water use at a day-long 
water budgeting seminar. 

The seminar, one of a se-
ries being given to munici-
palities and other govern-
ment agencies throughout 
the Southwest, is part of an 
ongoing program sponsored 
by the Toro Company's Irri-
gation Division and Pacific 
Equipment and Irrigation, a 
Toro distributor. 

R i c h a r d Kl ink, c h i e f 
landscape architect for the 
city's Department of Parks 
and Recreat ion, says he 
picked up valuable skills 
for determining water re-
q u i r e m e n t s and c o s t . 
" W e ' r e practicing better 
methods of programming 
our controllers, based on 
evapotranspiration rate , " 
notes Klink, "so we are able 
to u s e t h e m i n i m u m 
amount of water necessary 
to keep things growing 
without risk of stressing the 
plant material. 

" W e have a mandate 
from (the Department of) 
Water and Power to cut 
back on water use at least 10 
percent, and we believe we 
can do that just by properly 
programming our clocks." 

Jerry Fragnoli of Pacific 
Equipment and Irrigation 
came up with the idea for 
the program. 

"We are facing a water 

Seminar participants are led through a series of practical water budgeting exercises in 
the Toro Company's day-long seminar. 

crisis," says Fragnoli. "The 
seminars are designed to 
help save our landscapes 
and our industry. It's as 
simple as that. For the third 
year, Cal i fornia ' s using 
more water than is being re-
plenished by rainfall. If it 
happens again in 1989, 
there's a great possibility 
that the entire state may 
c e a s e a p p r o v i n g n e w 
landscaping." 

Los Angeles is consider-
ing closing parks with man-
ually-operated quick-cou-
pler s p r i n k l e r sys tems, 
because water use cannot 
be accurately monitored 
with the systems. Also the 
East Bay Municipal Water 
District (which includes 
Oakland, Calif.) recently 
adopted regulations that se-
verely curtail new land-
scape installations. • 

INDUSTRY 

Ag schools note industry 
for its growing importance 
LAS VEGAS, Nev. — Dick Bitterman, associate 
dean at the University of Nevada at Reno, says 
more colleges of agriculture are recognizing the 
importance of the green industry. 

Speaking at the Desert Turfgrass Exposition, Bit-
terman said more colleges "are working more with 
the students, and are turning out some of the indus-
try's future leaders." 

Bitterman also said he sees two problems facing 
the green industry in the near future: one, soil 
depletion caused by increased chemical use, and 
two, water conservation. 

According to Bi t terman, $750 mil l ion of 
pesticides and herbicides were purchased in 1988. 
"But we can't do that much longer," he warned. "A 
great deal our soils are being destroyed due to pol-
lution problems. 

"Water waste is another problem that will get 
worse before it gets better," said Bitterman. • 



RESEARCH 

Break up soil to lower thatch 
FT. WORTH, Texas — An 
ironic aspect about thatch 
is that it can come about as a 
result of you doing your job 
well. 

" In general, pract ices 
that promote vigor, growth 
and persistance in turf also 
promote thatch develop-
ment. That's just the nature 
of the game," says Robert 
Green, research associate at 
T e x a s A&M Univers i ty , 
College Station. 

Thatch has a number of 
p o t e n t i a l c a u s e s , s a y s 
Green, including excessive 
nitrogen fertilization, poor 
drainage, a soil pH above 7 
and the liberal use of broad-

spectrum pesticides. 
"We ' re recommending 

more judicious use of spe-
c i f i c p e s t i c i d e s , " says 
Green. "As far as watering 
is concerned, we need to 
wet it, let it dry. Wet it, let it 
dry. That's the kind of wa-
tering that's ideal in thatch 
prevention." 

Green also notes that ev-
eryday practices such as 
mowing no more than 40 
percent of the turf's leaf 
blade and avoiding turf 
cultivars prone to thatch 
problems (such as zoysia-
g r a s s , s o m e B e r m u -
d a g r a s s e s and St . Au-
gustinegrass) is a good idea. 

If you have a thatch 
problem, engage the soil 
just below the surface by 
kicking up the thatch, says 
Green, as is done through 
aerifying or slicing. How-
ever, he adds, "Aerification 
should not be so severe that 
it takes more than 10 days 
for the turf to recover." It's 
better to aerify more often 
and not as deep, he sug-
gests, when the turf is expe-
riencing its most active 
growth period (in warm 
season climates, summer; 
in cool, usually the fall). 

Coring, descr ibed by 
Green as the most effective 
way to c o n t r o l t h a t c h , 

should introduce at least 
one hole per six inches of 
turf. Also, allow the cores to 
dry out before you re-
introduce them into the 
soil. • 

L A W N C A R E 

PLCAA starts education foundation 
MARIETTA, Ga. — The Professional Lawn Care 
Association of America (PLCAA) recently formed 
the PLCAA Education and Research Foundation. 

Purpose of the foundation is to enhance the 
public understanding of benefits of turfgrasses to 
the urban environment and to fund activities 
such as research and education to further this 
understanding. 

The foundation's goal is to raise $100,000 in 
1989. 

Members of the foundation's board are: Bruce 
Augustin, Ph.D., Lesco, Inc.; Paul Bizon, Pro-
Grass, Inc.; Thomas Delaney, Georgia Department 
of Agriculture; Robert Earley, Lawn Care Industry 
magazine; Jerry Faulring, Hydro Lawn; Mary 
Fischer, wife of the late Bill Fischer, PLCAA past-
president; 

Russ Frith, Lawn Doctor, Inc.; John Hall, Ph.D., 
VPI-SU; Dave Hansen, Industrial Landscape Ser-
vices; Walter Houston, Encap Products Co.; Paul 
Moore, Lawn Green, Inc.; Martin Petrovic, Ph.D., 
Cornell University; 

Paul Schnare, Ph.D., Accu-Grow; Robert 
Shearman, Ph.D., University of Nebraska; Barry 
Troutman, Ph.D., PLCAA; Keith Weidler, past 
PLCAA board member; and Ruth Ysursa, sister of 
the late Jim Marria, past PLCAA president. 

Earley is group vice-president of LANDSCAPE 
M A N A G E M E N T magazine and Hall, Petrovic and 
Shearman members of the magazine's Editorial 
Advisory Board. 

One of the original ideas in forming the foun-
dation was in part to memorialize Marria and 
Fischer. • 

LEGISLATION 

Contracts could become standard for lawn care industry 
COLUMBUS, Ohio — Ac-
cording to Marty Erbaugh 
of Lawnmark, Inc., the pos-
sibility of signed contracts 
going to all lawn care cus-
tomers may become the 
rule rather than the excep-
t ion in t h e l a w n c a r e 
industry. 

" T h e wave of regula-
tions are just beginning," 
Erbaugh told Ohio Turf-
grass Foundation members 
at their annual conference. 
"Over 50 percent of our 
business is in New York 
where the Department of 
E n v i r o n m e n t a l Contro l 
(DEC) has proposed signed 
contracts for all LCOs. You 
just watch it trickle to Ohio 

Marty Erbaugh 

and Pennsylvania and most 
of the rest of the states." 

Erbaugh said his com-
pany started to like the idea 
of a signed contract for all 

new customers . " I t may 
have been the best decision 
w e ' v e e v e r m a d e , " he 
noted. 

E r b a u g h sa id L a w n -
mark, which had sales of $8 
m i l l i o n in 1988 , made 
15 ,000 s a l e s — a l l under 
contract—before May 15. 

"Ninety-two percent of 
the verbal agreements con-
verted to signed contracts," 
Erbaugh pointed out. "The 
other eight percent—well, 
they're better off being ser-
viced by the other guy. 

" T h e marketplace ap-
preciated us spelling out 
the rules. It helped business 
because we created more 
realistic expectations at the 

start of our relationship 
with the customer." 

The contract Lawnmark 
presents new customers is 
divided into eight sections: 
Services provided, Timing 
of t reatments , Payment 
terms, Guarantee, Service 
cal ls/service continuity, 
Other services, Continuing 
service and Call ahead. Er-
baugh s?.ys each section is 
carefully worded to suit all 
legal responsibilities im-
posed by New York's DEC. 

Erbaugh believes that 
written contracts were part 
of the reason for 55 percent 
fewer skips and cancels 
from new customers in 1988 
than in 1987. • 

Ik 
Thatch gets built up in 
high-maintenance 
turfgrass. 



©li>H8 < ).M. Scott & Sons Co. 

The Average Person's Idea 
Of Overpowering Allies. 

Scotts TGR Poa Annua Control has 
joined forces with the Penn Pals to help you 
win the war on Poa. 

When you apply Scotts patented TGR 
Poa Annua Control to enemy-occupied ter-
ritory, it weakens Poa annua, while Scotts 

controlled-release fertilizer helps surround-
ing bentgrass thrive and overtake the Poa. 

On hentgrass fairways and greens, over-
seeding two weeks later with one of the 
Penn Pals (Penncross, Penneagle, Penn-
Links or Pennway blend*) helps speed up 

* Fhi rway use < mly. 



The ScottsTech Rep's Idea 
Of Overpowering Allies. 

the t ransition to desirable turf. your attack, and supply your TGR 
Soon you can stand astride lush Poa Annua Control and creeping 
fairways and greens and declare bentgrass needs, 
total victory. For more information, con-

Your Scotts Tech Rep is ready, tact your Scotts Tech Rep or 
willing and able to help you plan simply call 1-800-543-0006. Prcflurf 



SHORTCUTS 

KEEP IN MIND. . .that water is the "life-giving s o u r c e / ' says Richard 
White, Ph.D. and turf research specialist at Cook College, Rutgers Univer-
sity. White reminds us that 98 percent of a plant's water is transpired, and 
only 1.5 percent is retained in tissue and is a component of that tissue. And 
70 percent of a turfgrass plant is composed of water, says White. Water is 
essential for nutrient transport, cooling, energy, and growth support, says 
White. " T h e role of water is life." 

FORMIDABLE FESCUE. . .A new revolutionary tall fescue has been 
named Shortstop, according to breeder Jerry Pepin, Ph.D. for Pickseed West 
Inc. Shortstop is a true dwarf that has exhibited the lowest and slowest 
growth habit of all varieties tested at the company's research station. It has 
been rated one of the best varieties for overall turf quality and color, 
according to a press release. Shortstop will be commercially available by 
this fall. 

FOR THE LIBRARY...is "Diseases of Trees & Shrubs," by Wayne A. 
Sinclair, Howard Lyon and Warren Johnson of Cornell University. "It's the 
best book I've seen on the topic," says Bruce Clarke, Ph.D. at Cook College, 
Rutgers University. The 507-page book is composed entirely of color plates, 
and is a bargain at only $49 from Cornell University Press, 124 Roberts 
Place, Ithaca, NY 14850. 

WOMEN ORGANIZE. . .The Ontario (Canada) Professional Women in 
Horticulture meets four times a year. For more information, contact Brenda 
Rice at (416) 274-3109 or (416) 274-6918. You can write the group at 1564 
Mississauga Rd., Mississauga, Ontario, Canada L5H 2K2. 

DON'T FORGET TO FOLLOW UP...Rick Kuscinski believes more atten-
tion should be given to plants after they've been installed. "Eighty percent 
of a plant's lifespan involves management, and there hasn't been enough 
attention given to that area." Speaking at the Missouri Lawn and Turf 
Conference, Kuscinski said maintenance is a joint effort. "It's best to set up 
a four-season program. Establish standards for care, and zone the landscape 
according to degrees of care required. Document the care required during 
the year to maintain a continuity of landscape from year to year, especially 
in times of employee turnover." 

A WINNER IN VEGAS. . .was Robert Morris, chairman of the Nevada 
Cooperative Extension. Morris received the Clark County Conservation 
District's Water Conservation Award for 1988, for his contributions to-
wards promoting better understanding of water conservation. " T h e desert 
is a complex area when it comes to water conservation," said Morris. "It's 
considered to be a resort area, known for it's quality of life. But at the same 
time, we have problems with water shortages." Morris said conservation is 
a political and economic issue pitting the pro-legislation people against 
those in favor of unrestricted water use. "I just hope the two factions will 
find a compromise. We must strike a balance." 

SHAKE, RATTLE AND...Bill Martin in Whittier, Calif., may want to 
change the name of his course from Friendly Hills to Rolling Hills. The 
epicenter of the earthquake that registered 6.1 on the Richter Scale last 
October was located in about the same area as the country club. " T h e 
course did fine, Martin wrote in Tur/Comms, "but some of the members' 
homes did not." 

N E W S from page 11 
RESEARCH 
Potassium is 
an O-'K' element 
ST. LOUIS — Paul Roberts, 
Ph.D., believes that too 
many turfgrass experts are 
overlooking the impor-
tance of high amounts of 
potassium in their turf's 
diet. Speaking at the Mis-
souri Lawn and Turf Con-
f e r e n c e h e r e , R o b e r t s 
revealed results of his re-
cent research. 

Roberts found the bene-
fits of potassium include 
better temperature disease 
tolerance and that potas-
sium readily leaches, or ad-
heres to and remains in 
sand, a feature that aids golf 
course supers who are con-
verting more to sand put-
ting greens. General bene-
fits of potassium, according 
to Roberts, are improved 
h e a t , c o l d a n d w e a r 
tolerance. 

"Potassium-nourished 
greens come out of drought 
well," says Roberts, which 
will come in handy should 
drought conditions con-
tinue in 1989. Roberts also 
credits potassium with im-
parting a high degree of dis-
ease resistance, and im-
proved rooting systems. 

Finally, Roberts believes 
potassium is essential for 
carbohydrate synthesis , 
protein synthesis, regula-
tion of transpiration and 
chlorophyl development. 

The tests were taken at 
Meramec Community Col-
lege in conjunction with 
the University of Missouri 
and the Mississipi Valley 
Golf Course Superinten-
dents Association. • 

LEGISLATION 
Reminder: OSHA 
remains in effect 
ATLANTIC CITY, N.J. — If 
you haven't checked in at 
the clubhouse for the mail 
lately, you might be in the 
dark about the latest guide-
lines concerning hazardous 
chemicals. 

Speaking to members of 
the New Jersey Turfgrass 
A s s o c i a t i o n , G e o r g e 
H a m i l t o n , P h . D . and 



Ryan brings quality 
aeration from golf greens 
to green lawns. 

Introducing the new Ryan 
Lawnaire® 28. 

The revolutionary Lawnaire 28 
combines the technology and preci-
sion of golf course aeration with the 
demands of lawn maintenance. Its 
reciprocating, crank mounted tine 
arms feature a vertical coring ac-
tion similar to larger Ryan aera-
tors. Tines penetrate straight in to 
a depth of inches, and come 
straight out. The results are a more 
professional-looking job, better root 
development, greener lawns, and 
more satisfied customers. 

Make more money by 
the yard. 

Because time is money, the 
Lawnaire 28 is designed to cover 
big jobs quickly — up to 24 ,000 sq. 
ft. per hour. But because not every 
job is big, it's also compact and 
maneuverable. J u s t 34 inches 
wide, the Lawnaire 28 easily fits 
through yard gates. The unique 
tricycle front wheel gives the unit a 
zero turning radius while aerating! 

Even the tightest spots are no 
problem. And because it's a Ryan, 
you can rest assured that the 
Lawnaire 28 will keep you on the 
job and out of the repair shop for 
years to come. 

Check out Ryan's reliability in 
your own backyard. Contact your 
Ryan dealer and ask for a free 
demonstration today. Or call toll 
free: 1-800-228-4444. 

R Y A N 
B U I L T T O L A S T 

A CUSHMAN Product Group 

6450 Ryan, P.O. Box 82409, Lincoln, NE 68501 
© Outboard Marine Corporation, 1988. All rights reserved. 



Embark can reduce the 
PLANT GROWTH REGULATOR 

mowing costs of fine 
turf by at least 50%. 
Anyone who is involved in mowing and 
managing low-traffic, irrigated, ornamental 
turf can benefit from the experiences of | H H | 
those who are using this program. mIIIIm 

Everett Mealman, President 1 
PBI/Gordon Corporation § ' - v 

Last year, a number of progressive 
groundskeepers accepted the chal-
lenge to prove to themselves that 
they cou ld success fu l l y use an 
Embark-Ferromec AC® program on 
low-traffic, irrigated turf. We promised 
them that the program would reduce 
their bottom-l ine mowing costs by 
50% or more during the 5 to 6-week 
period while the Embark is active, 
and in the process would enhance 
the color and thicken up the turf. 

Of course, we knew the program 
would work because of tests con-
ducted by university researchers, and 
the exper ience of Constant Care, 
Inc., one of the leading landscape 
management contractors in the entire 
midwest, who have been pioneering 
the use of PGRs on ornamental turf 
since 1985. 

But never in our fondest dreams did 
we anticipate the enthusiam of the 
positive responses we have received. 

Listen to Carl Schroeder, owner of 
Hort icul tural Consul tants , Inc., of 
Shawnee Mission, Kansas. He says, 

"Now that we know what Embark can 
do, we will be aggressively soliciting 
mowing and maintenance contracts 
that we formerly would have shied 
away from because of questionable 
profitability." 

Schroeder bases his optimism on 
his experience in testing the Embark-
Ferromec AC program on the vast 
sweep of ornamental turf that sur-
rounds the headquarters of Farmers 
Insurance Group . . . the largest and 
most v is ib le p iece of turf in the 
Kansas City area. "It's a tremendous 
18.5-acre showcase for us," says 
Schroeder "But, is it ever a *# ' ! to 
mow! 

"There's a 40% slope on some 
areas that have to be mowed with a 
walk-behind to avoid ruts and ero-
s ion , " says Schroeder . "You can 
imagine the expense! But, with the 
Embark-Ferromec AC program, we 
will be able to cut those costs in half, 
while at the same time improving the 
appearance . . . and we are hopeful 
that Embark will help strengthen the 
roots of the grass on those slopes." 

This program is as 
simple as a, b, c. 

First of all, the Embark is applied at 
the low rate (1 pt./A). The idea is to 
slow down the growth rather than to 
totally shut it off. 

S e c o n d , it is t a n k - m i x e d w i th 
Ferromec AC Liquid Iron at a high 
rate (2.75 gal./A), which produces a 
vibrant green color before the Embark 
kicks in; hence no worry about dis-
coloration. In fact, just the opposite. 

Third, the Embark-Ferromec AC 
can be t ank -m ixed wi th Trimec® 
Broadleaf Herbicide, so it gets a free 
ride that even further improves the 
bottom line. 

But wait! There's more good news: 
Embark is a true plant growth reg-
ulator, not a reformulated herbicide. 
Tests clearly show that when Embark 
shuts down seedhead development 
and stem elongation, the energy is 
redirected toward root growth. 

Carl Schroeder, right, gives Everett Mealman 
a closeup view of the impressive and highly 
visible turf he maintains for Farmers Insur-
ance Group. Millions of people who whiz by 
on I-435 see it as a thing of beauty, but 
Schroeder sees it as a monster for Embark 
to tame. 



Constant Care, Inc. have been pioneering the use of PGRs for five 
years and were directly involved in the early tests of the Embark-
Ferromec AC combination. Bill Gordon, above, director of com-
mercial landscaping for Constant Care, says that nothing works 
like Embark. 

Bill McGee. above right, general manager of Smith Lawn and 
Tree Company, used Embark Ferromec AC Trimec on this turf at 
Bedford Properties Industrial Park. 'Within two days the tall 
fescue greened up and the mowing was cut in half for six weeks." 

Does this look like a challenge for the amateur golfer? Yes, in-
deed, but it's even more of a challenge for superintendent Jerry 
Ducker, left, in the photo at right; and his assistant, Tom Addington. 

Experience of a golf 
course superintendent 

Jerry Ducker, golf course superin-
tendent of the prestigious Hallbrook 
Farms Country Club in Leawood, 
Kansas is extremely interested in the 
potential problem-solving power of 
Embark-Ferromec AC. 

Hallbrook was designed to present 
a challenge. "And indeed it does!" 
laughs D u c k e r . . . "a challenge to the 
superintendent. For example, we've 
got zoysia peninsulas that extend into 

Embark-treated grass 
develops deeper roots 
Research shows that when grass 
is treated with Embark, the energy 
that would naturally produce 
seedheads and stem elongation 
is redirected to the roots. This 
phenomenon occurs regardless of 
whether or not the grass is mowed. 

Treated Untreated Treated Untreated 

APRIL JUNE 

fairway traps that can only be mowed 
with hand tr immers while standing 
deep in sand. You can imagine what 
a labor-intensive job you're looking at." 

With this in mind, Ducker tested 
Embark-Ferromec AC on some of his 
less-visible areas in 1988. "We're very 
enthusiastic about what we hope to be 
able to do with Embark," says Ducker. 

Another Embark-Ferromec AC en-
thusiast is Bill McGee, general man-
ager of Smith Lawn and Tree Company 
of Kansas City, Missouri. "We used it 
on three of the Bedford Properties 
Industrial Parks," says McGee. "And, 
within 48 hours, the tall fescue took on 
a rich green color, and the mowings 
were cut in half for six weeks." 

Shouldn't you try Embark? 
Indeed, the evidence cannot be 

denied. The Embark-Ferromec AC-
Tr imec p rog ram is d ramat i ca l l y 
changing the economics of managing 
low-traffic, irrigated ornamental turf. 

Surely you'll want to keep pace with 
the change and at least test the 
program for yourself — if only in a 
minor way. 
If you have any questions at all about 
using Embark-Ferromec AC, call us 
toll-tree. 
Toll-free 1-800-821-7925 
In Missouri, 1-800-892-7281 
Ask for Sales Service. 

A $20.00 value for $9 
when you buy Embark: 
Nutbuster mower 
blade safety lock 

This unique tool clamps to edge of 
mower deck to secure blade so that 
nut can be wrenched off quickly and 
safely. To receive a Nutbuster via 
UPS, send $9 to PBI /Gordon with 
your name and address and a copy 
of an invo ice showing you have 
p u r c h a s e d one quar t or more of 
Embark. Offer expires Nov. 1, 1989. 
Limit one per customer. 

p b l / G Q R d o n 
c o n p o R a t i o n 
1217 West 12th Street 
P.O. Box 4 0 9 0 
Kansas City, MO. 64101 

Embark*. Ferromec AC" and Trimec* are registered trademarks of PBI/Gordon Corporation c PBI/Gordon Corporation. 1989 
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PLANT GROWTH REGULATOR 
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pesticide specialist at the 
Rutgers Cooperative Ex-
tension reviewed the latest 
r e q u i r e m e n t s b r o u g h t 
about by the OSHA Hazard 
Communication Standard. 

Enacted in 1983, the Stan-
dard required chemical man-
ufacturers and importers to 
evaluate the hazards associ-
ated with various chemicals 
and to communicate these 
hazards to workers via Mate-
rial Safety Data Sheets . 
Worker training, container 
labeling, written programs, 
chemical lists and mainte-
nance of data sheets are all 
part of the requirement. In 
1987, OSHA expanded the re-
quirements into the non-
manufacturing sector, mak-
ing golf courses and lawn 
care operations liable in the 
event of non-compliance. 

The three main areas of 
concern have to do with la-
belling, Material Safety 
Data Sheets and training. 

• Chemicals must have 
a label that states the OSHA 
hazard classification, active 
ingredient, name and ad-

Newly elected board members of the California GCSA 
discuss the GCSAA conference this month in Anaheim, 
Calif. Top row, from left to right are, David Lozoya, 
David Hein, D.J. Pakala, Tim Sedgley. Bottom row, left to 
right, Dave Fleming, Robert Tillerman, Melvin Summer 
and Paul Dias. 

dress of m a n u f a c t u r e r . 
Hamilton says pesticides in 
original containers are ex-
empt from the labeling re-
quirement, however, if the 
pesticide is in a service con-
tainer it must be properly 
labeled according to both 
OSHA requirements and 

state pesticide regulations 
for service containers. 

• Each chemical cov-
ered under the standard re-
quires its own safety data 
sheet, which contains in-
formation regarding acute 
and chronic health effects, 
any physical health effects 
and the chemical's poten-
tial for fire and explosion. 
Sheets also are to provide 
information on proper stor-
age and disposal tech-
niques, specific safety pre-
cautions, medical treat-
ment information and steps 
necessary to prevent exces-
sive exposure to the chemi-
cal. 

• Hamilton says infor-
mation and training must 
be provided to employees 
about those hazardous 
chemicals present in their 
work area. This informa-
tion includes the purpose 
and provisions of the stan-
dard, a r e a s w h e r e the 
chemicals are in use and lo-
cation and availability of 
the written hazard commu-
nication program, includ-
ing the list of hazardous 
chemicals and material 
safety data sheets. • 

LAWN CARE 

Drought stress 
programs an issug 
ATLANTIC CITY, N.J. — If 
the drought returns this 
summer, will you be ready? 
Robert Carrow, Ph.D. at the 
U n i v e r s i t y of Georgia , 

thinks it's a good idea to 
focus on high temperature 
drought stress just in case. 

"The effects of future 
droughts will depend on 
how you mold your entire 
program of lawn care prac-
tices," Carrow said, in re-
marks made at the New 
Jersey Turfgrass Expo. 

Carrow said a drought 
care program is especially 
important considering that 
once the LCO leaves the 
property, it's in the hands of 
the homeowner. 

'The lawn care profes-
sional has total control over 
what he does to correct 
problems, but very little 
control over how the home-
owner cares for the lawn in 
his own way. Let's be sure," 
urged Carrow, "that we're 
doing all we can for the 
turf." 

Carrow described two 
types of high temperature 
stress: direct and indirect. 
Indirect heat stress, the 
most common, happens 
every year. 

Direct heat stress is 
much quicker and more 
harmful, and occurs when 
heat-sensitive proteins in 
the protoplasm are de-
natured, resulting in pro-
toplasmic coagulation of 
t h e c e l l w a l l , w h i c h 
collapses. 

To prevent high tem-
perature stress: 

• Irrigate properly. 
• Promote hardiness by 

using drought-resistance 
species and cultivars. 

• Plant shade trees to 
protect the turf in case of 
severe heat conditions. 

• Plenty of water is 
needed for transpirational 
cooling. 

• Recommend to the 
homeowner the best mow-
ing practices, since mowing 
height influences the root 
system, density of surface 
turf and high amount of car-
bohydrate reserves. 

Drought stress reduction 
includes: 

• A good overall agron-
omic program. It does make 
a difference if you have 
good fertilization, weed 
control and insect ic ide 
programs. 

• Continue to educate 
the homeowner. What the 



Seven Great 
Reasons!) Use 

Pre-SanFor 
Weed Control: 

7r TH T ) T H TH } a n authentic Swiss Army knife when you purchase a minimum of 
• ST I A J L L • $250 of PRE-SAN pre-emergence herbicide products. Send your name, 

address, and a distributor invoice (copy ok) to Sierra, 12101 Woodcrest Executive Drive, 
# 190, St. Louis, MO 63141. Offer only good while supplies last, so order PRE-SAN now 
for superior weed control and pocket your free PRE-SAN Swiss Army knife. SIERRA 

© 1988 Sierra Crop Protection Company PRE-SAN is a registered trademark of Sierra Crop Protection Company Always read and follow label directions carefully This product contains BETASAN* herbicide 
BETASAN is a registered trademark of ICI Americas Inc. 



ATHLETIC TURF 
Working on the ideal surface 

" W h e n you come in contact with the surface as much as you do in 
football, poor field condition has to be a concern." That's Penn State 
University head football coach Joe Paterno talking about his favorite play-
ing surface, natural grass. 

To improve athletic field conditions Don Waddington, Ph.D. and Trey 
Rogers have been working to develop the ideal surface. They gave results of 
their research at the annual meeting of the American Society of Agron-
omists late last year. 

Most recently the pair (Rogers has since earned his Ph.D. and is an 
assistant professor of turfgrass science at Michigan State University) looked 
at cutting height and soil compaction and how they affect impact. 

' T h e r e are two critical interactions between the player and the ground 
that determine the quality of a sports surface—hardness and t rac t ion/ ' 
claims Waddington. 

To measure traction, compaction and impact absorption, the researchers 
used a portable Clegg impact tester that drops weights from 18 inches and 
measures how quickly they stop. 

" T h e Penn State research indicates that differences in cutting height of 
the grass are not as important in absorbing impact as the mere presence of 
the turfgrass itself," Waddington reports. 

It is not the height of the grass so much as the amount of moisture in the 
ground that determines the surface's hardness. As soil moisture decreases, 
the importance of grass as a shock absorber increases. Practices that reduce 
soil compaction also become more important as the soil becomes drier. 

The study concludes that for traction, field managers need to be looking 
at how well-developed the root system is. The deeper the roots, the better 
the traction. And to minimize injury from impact, managers need to be 
concerned about how much moisture is in the soil. 

Timpanaro's field wins award 
Ron Timpanaro, head groundskeeper at Jack Russell Stadium in Clear-

water, Fla., won the "Baseball Diamond of the Year Award" for having 
professional baseball's outstanding baseball diamond. 

The award is presented each year to three outstanding, well maintained 
and safe baseball facilities in the United States by the Sports Turf Mana-
ger's Association (STMA). Jack Russell Stadium is home to the Clearwater 
Phillies of the Florida State League. 

Others accepting awards at the STMA's January presentation in Vero 
Beach, Fla., include Greg Petry, superintendent of the Waukegan, (111.) Park 
District, for his work on A1 Grosche Field and Joe Ardolino, assistant 
athletic director, for Towson State University's Burson Field in Towson, 
Maryland. 

Grau: Mediocity is not enough! 
We're happy to pass on this short essay by Fred Grau, who passed it on to 

us: 
" W e who bear or share the responsibiltiy for the condition of sports turf 

can no longer continue with just good enough when players expect 
excellence. 

"For those we serve we want to provide excellence. If the purse strings 
are drawn too tightly let the parents know the situation. They are fund-
raisers personified. 

" W e can do i t — just loosen the reins and say Giddyap. No athlete who 
has enjoyed excellence will ever again be satisfied with good enough.' " 

homeowner does reflects 
directly on the LCO. 

• Don't oversell your 
service. You only control 
half of it. 

• Work with your reg-
ulatory agencies to develop 
favorable water-use regula-
tions. "Without good water-
use regulations, many of to-
day's companies will be out 
of business in five to 10 
years. Sufficient water must 
b e t h e r e , " C a r r o w 
concluded. • 

PESTICIDES 
What kills most 
sells the best 
MIDLAND, Mich. — The 
single most important con-
sideration when buying a 
herbicide is percentage of 
b r o a d l e a f w e e d s c o n -
trolled, according to lawn 
care operators (LCOs) sur-
veyed recently by the Dow 
Chemical Co. 

About 100 LCOs respon-
sible for selecting chemi-
cals and materials for their 
lawn care operations were 
surveyed. Eighty six per-
cent of the respondents 
were from the Midwest and 
the rest from the Northeast. 

The spectrum of weeds 
controlled was the second 
most significant considera-
tion, accounting for 18 per-
c e n t of t h e i r b u y i n g 
decisions and nearly 20 per-
cent for purchasing spot 
c h e m i c a l s . In both in-
stances, LCOs preferred 
herbic ides that provide 
total control for both diffi-
cult and easy-to-control 
weeds, to those giving only 
partial control. 

The participants also in-
dicated that a chemical's 
ability to reduce callbacks 
was the third most impor-
tant factor in their purchas-
ing decision, accounting for 
about 12 percent of their de-
cisions to buy broadcast 
and spot herbicides. 

Chemical cost per acre 
was reported to be signifi-
cantly less important than 
efficacy, sales support and 
safety. Cost accounted for 
nine percent of the broad-
cast chemical decisions and 
four percent for spot her-
bicides. The results indi-



Answers to the 
seven most asked 
questions about 
SUPERSORB: 

When we introduced SUPERSORB® water absorbants a few-
years ago we were confident that they would be successful, but 
we had no idea that this practical and versatile water manage-
ment tool would generate so much enthusiasm among landscape 
professionals. 

We,ve compiled some of the most frequently asked ques-
tions and answers. If your questions aren't answered here, give us 
a call toll-free at the number below. 

Q : What is SUPERSORB and what does it do? 

A l SUPERSORB is a water absorbant. It consists of acrylic 
copolymer crystals which absorb water to increase the 
moisture holding capacity of soil. SUPERSORB crystals can 
absorb up to 200 times their weight in water and release 
nearly 100 percent of their reserves as the soil dries out or 
plants require it. SUPERSORB keeps on working for at least 
two years. It is non-toxic to plants, people and animals, and 
is eventually metabolized by soil microorganisms. 

Q : What will SUPERSORB do for me in landscape 
installation and maintenance? 

A : SUPERSORB C lets you and your customers extend the time 
between waterings. It helps trees, shrubs, bedding and con-
tainer plants and ground covers survive moisture stress 
conditions. SUPERSORB F a n be used as a nxndip for 
bareroot plants, added to hydroseeding mixtures or used to 
speed the establishment of sod So SUPERSORB saves you 
time and water and gives you better plant establishment. 

Q : What's the difference between SUPERSORB and other 
water absorbants on the market? 

A : Aside from SUPERSORBs unique blue color, which is help-
ful when mixing it into the soil, you'll find that 
SUPERSORBs particle size is more uniform tor more pre-
dictable performance. In addition, SUPERSORB is backed by 
AQUATROLS' customer service and 35 years of experience. 

Q l Which particle size, Coarse or Fine should I use? 

A : We recommend SUPERSORB C Coarse Particle (l-2mm) 
for transplanting trees and shrubs, amending the soil in 
beds, containers and hanging baskets. SUPERSORB F, Fine 
Particle (<.5mm) is used for hydroseeding, installing sod, 
seeding and for root dipping bareroot stock 

Q t Will SUPERSORB waterlog the soil or take water away 
from plant roots? 

A : No to both questions. SIPERSORB expands into discrete 
chunks; it doesn't form a soggy mass. As SIPERSORB 
expands and contracts it actually helps keep the soil or 
container mixes open and loose. Since water must be in a 
free state for SUPERSORB to absorb it, water clinging to 
soil particles or within plant root tissues cannot be 
absorbed by the crystals. 

Q l How much does SUPERSORB cost to use? 

A : It costs about $.50 to amend the backfill tor a tree or shrub 
with a one ftx)t in diameter rootball. 

Q : Where can I buy SUPERSORB? 

A : From the turf and hort supply distributors throughout 
North America. If your distributor doesn't stock SIPERSORB, 
accept no substitutes. Call us toll free and we ll give you 
the name of the nearest SIPERSORB distributor. 

Call us for further information, technical service or a free sample. 1-800-257-7797, in N J. (609) 665-1130. 

AQUATROLS 
The Water Management People 

1432 Union Ave., Pennsauken, NJ 08110 FAX: (609) 665-0875 
Circle No. 101 on Reader Inquiry Card 
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Reroute roots and 1 
the ugly side of yoi 
Introducing Typar 
Biobarrier root 
control system. 

Give unsightly roots a new direction in 
life. Down. With new Biobarrier, the ad-
vanced root control system that sends your 
maintenance costs in the same direction. 

Biobarrier combines two of the most 
effective, longest-lasting elements in root 
control. One is Treflan1", one of the most 
proven herbicides in the country, featuring 
new controlled-release pellet technology. 
The other is Typar" fabric, made with 
rugged polypropylene geotextile that's 
porous enough to let air and water through 
but holds the Treflan pellets in place. 

Together, they reroute roots without 
harming your trees and plants. And 
preserve the beauty of your landscaped 
areas — golf greens, cart paths, sidewalks, 
curbs, walkways, parking lots, swimming 
pools, gardens and others — for years 
to come. 

For 15 years or more. 
Underground, Biobarrier sets up a solid 

rootproof zone that spans one to two 
inches on each side of the fabric. That's the 
Treflan controlled-release vapor zone. A 
zone so powerful, it repels roots at a 
controlled rate for 15 years or longer. 

Top Without Biobarrier, tree roots penetrate paved surface and 
aggregate base, causing unsightly cracking and heaving. 

Bottom With Biobarrier, a protective zone of Treflan vapor 
reroutes roots downward without harming roots or tree. 

For half the cost or less. 
By rerouting roots downward, Biobarrier 

protects your golf greens, cart paths, tennis 
courts, swimming pools and other recrea-
tional areas from unsightly roots. And helps 
keep your reputation in good standing 
among your customers. 



time 

The cost savings are just as dramatic. 
Over 50%, in fact, during Biobarrier's 
lifespan. 

Without Biobarrier, you're spending 
plenty to trench, trim roots and replace 
damaged landscaping. And it has to be 
redone often to protect greens, cart paths 
and other landscaping. 

But with Biobarrier, you'll only do the 
job once every 15 years — trim roots, 
replace damaged cart paths and install 
Biobarrier. 

Easy on plants and 
landscaping. 

Unlike other root control methods, 
Biobarrier won t harm trees or nearby 
landscaping. It doesn't kill roots, it 
just reroutes them away from your golf, 
recreational or landscaped areas. 

Treflan's active ingredient is biodegrad-
able. It can't be taken up by plant 
systems. And it stays put without 

leaching to keep 
rerouting roots for 

15 years or 
longer. 

Easy to install. 
The Typar fabric in Biobarrier is flexi-

ble to make installation simple. Just install 
vertically along your golf, recreational or 
landscaped areas where tree roots threaten 
to bring out the ugly side of your 
landscape. 

Call toll-free. 
For the complete story on Biobarrier, 

see your Elanco representative. Or send for 
a free technical brochure from Elanco 
Products Company, Lilly Corporate Center, 
Dept. EM-455, Indianapolis, IN 46285, 
U.S.A. Or call toll-free: 1-800-352-6776. 

Biô barrier 
Root Control System 

Typar Biobarrier is jointly marketed by Reemay, Inc., a member 
of The InterTech Group. Inc., and Elanco Products Company, a 
division of Eli Lilly and Company. 
Treflan* — (trifluralm. Elanco) 

• 



cated that LCOs will pay a 
higher price for herbicides 
that are more effective, bet-
ter at reducing callbacks or 
c a n c e l l a t i o n s , sa fer and 
manufactured by a com-
pany that provides business 
training. • 

T R E E S 

'Tree Museum' 
opens in Dallas 
GARLAND, Texas — Un-
der the headline " A Tree 
Museum," the Dallas Morn-
ing News reported in De-
cember that a large tract of 
unspoiled forest land was 
p u r c h a s e d b y D a l l a s 
County and will be pre-
served for viewing. 

The 69-acre site is home 
to trees more than a century 
old and over 100 feet tall. 

Plans for the forest are 
still incomplete, but a trail 
and interpretive signs are 
likely to be installed, said 
Jim Stone, design and de-
velopment coordinator for 
the Garland Parks and Rec-

reation Department. 
St i l l , the quest ion re-

mains, will they charge the 
people a dollar-and-a-half 
just to see 'em? • 

I N D U S T R Y 

Get a job! 
DALLAS — Robert Leen-
houts, general manager of 
Bent T r e e Country Club 
here, recalls the time when 
he was involved in the pro-
cess of looking for a new 
c l u b s u p e r i n t e n d e n t . 
Among the dozens of re-
sumes that made its way to 
his desk was a sloppily-
typed sheet paperclipped to 
a picture of the applicant 
sprawled across the hood of 
a 1957 Chevy. He didn't get 
the job. 

" Y o u ' v e got to r e -
member that you're selling 
yourself , that everything 
you supply to a potential 
employer is a marketing 
tool," Leenhouts told atten-
dees at the Texas Turfgrass 
Conference recently. That 
means you offer a well-pre-

pared, neat resume (note 
accommpanying chart). 

When you get to the in-
terview stage, be relaxed 
yet enthusiastic, show up 
on time (if not a bit early), 
wearing a dark gray or blue 
suit. Know a little bit about 
the club and community, 
he adds. Also, anticipate 
the questions you're likely 
to be asked, such as "What 
are your career goals?" or 
"Why do you want to be su-
perintendent of this c lub?" 

F inal ly , fo l low-up the 
interview with a brief note 
of thanks. 

When the job is offered, 
make sure you know ex-
actly what it entails. "Don't 
f o o l y o u r s e l f , " s a y s 
Leenhouts. "Don't take it if 
you don't think you can do 
it. You going to hurt your-
self, you're going to hurt the 
c lub and you're going to 
hurt your association." 

If you do accept, make 
sure you have negotiated 
the important aspects of the 
positions: when you start, 
the salary, benefits and in-

cidentals such as moving 
expenses, vacation, use of 
facilities, etc. • 

Resume dos 
and don'ts 

RESUME DOS: 
• Include name address, 
phone number (at work and 
at home). 

• List professional expe-
r i e n c e in r e v e r s e c h r o -
nological order. 

• Stress the positive, de-
emphasize the negative. 

• Include personal in-
f o r m a t i o n a b o u t y o u r 
spouse, children and any 
organizations you may be-
long to. 

• Include information 
on your educational back-
ground, accomplishments 
and references (or a state-
ment that they'll be pro-
vided upon request). 

• Be o b j e c t i v e about 
your career goals. 

• I n c l u d e a r e c e n t 
picture. 

RESUME DONTS 
• Don't include informa-
tion about your race, re-
ligion or political affiliation. 

• Don't create false im-
pressions. ( " R e m e m b e r , " 
says Leenhouts, " i f you're 
hired under false pretenses 
you may soon find yourself 
out of a job.") 

M A N A G E M E N T 

Tips on selling 
design projects 
NASHVILLE, Tenn — To 
be successful at selling your 
design projects, it's impor-
tant that you—not the cus-
tomer—remain in control 
of the sale, says green in-
d u s t r y c o n s u l t a n t Ed 
Wandtke, who discussed 
how to do that at the Land-
scape Exposition here. 

S i n c e 90 p e r c e n t of 
y o u r i n i t i a l c l i e n t c o n -
tacts will be over the tele-
p h o n e , s a y s W a n d t k e , 
start by having an experi-
enced, profess ional per-
son on the l ine that will 
give the cal ler a favorable 
impression of your firm. 
T h a t person should put 
together a master list of 
da ta t h a t i n c l u d e s t h e 
name and sex of callers, 
t h e i r a d d r e s s e s , p h o n e 

Attn: Small Landscapers... 
the T-50 HydroSeeder means business. 

The Finn T-50 yields a top-notch finished job in less t ime and with less 
manpower than any other comparable machine on the market. Mixing, 
suspending and spraying of heavier concentrations of seed, fertilizers, 

lime and fiber mulches makes the T-50 a real profit workhorse. Your 
- * profits wil l increase 

J T because of the terrific 
cost savings in t ime 

and labor. Before you 
know it, you'l l be 

competing with the 
big g u y s . . . 
r 

T50 HYDROSEEDER' 

Just look at all these benefits: 
• Coverage of 6,000 to 7,000 square feet per tank load 
• Economical, one man operation 
• Variable speed, reversible, hydraulic motor driven agitator 
• Option of diesel power for added operating economy 

FINN ONE TOLL FREE CALL PUTS YOU 
IN TOUCH WITH ALL THE FACTS. 

Toll Free (800) 543-7166 
Ohio residents call collect: (513) 874-2818 

9281 LeSaint Drive • Fairfield, Ohio 45014 • (513)874-2818 C O R P O R A T I O N 
AMERICA'S LARGEST PRODUCER OF EROSION CONTROL EQUIPMENT. 





n u m b e r s at h o m e and 
work and a time when you 
can call back or meet with 
them. 

In addition, the phone 
p e r s o n s h o u l d h a v e a 
checklist on hand of the 
types of projects you per-
form. That way, they can 
more accura te ly record 
what type of project the 
caller has in mind. If it's a 
commercial project, get the 
name of the purchasing 
agent or building manager 
you'll be working with. 

" I f you're not getting 
that information, you're 
missing the first chance you 
have to sell your company," 
says Wandtke. 

On your initial visit, 
show up early, take morn-
ing, daytime and evening 
photographs of the site and 
never ask the question, 
'how much do you plan on 
spending for this project?' 
44Who really wants to reveal 
that kind of information?," 
asks Wandtke, who advo-
cates offering the client a 
more e x p e n s i v e design 

they may finance over the 
course of several years. 

If you're invited into the 
customer's home or office, 
make a mental note of their 
tastes in design. " Y o u r 
mind needs to start build-
ing an inventory of ideas 
about what these people are 
like." 

Here are some addi-
tional tips from Wandtke: 

• When presenting the 
plan, let the drawing speak 
for itself. "Just let it hap-
pen," says Wandtke. "You 
can sell more effectively by 
waiting than you can by 
pushing them into an opin-
ion." 

• After the project is sold, 
always keep quality, price 
and time in mind. All your 
projects should be done 
well, but if the client wants 
the cheapest design possi-
ble, schedule the work for 
when your more important 
projects are finished or near 
completion. If they want it 
done right away, it should 
cost them more, and re-
member that the customer 

is a l w a y s r i g h t , s a y s 
Wandtke. "If they say, 'I can 
get it done cheaper, ' tell 
them that they could have 
bought cheaper clothes, a 
cheaper car or a cheaper 
house. Tell them 4I don't de-
sign cheap projects. I de-
signed one for you.' " • 

RESEARCH 
Researcher after 
the truest green 
RIVER FALLS, Wise. — 
Some day, millions of golf-
ers will owe a debt to Do-
navon Taylor. 

The University of Wiscon-
sin-River Falls professor has 
spent the last three summers 
conducting experiments at a 
Falcon Heights, Minn, golf 
c o u r s e to d e t e r m i n e 
bentgrass performance in five 
types of soil. 

According to Taylor , 
bentgrass is usually planted 
in a sand/soil mix for less 
c o m p a c t i o n and b e t t e r 
drainage. Golfers prefer sand 
for its truer and faster putting 
results. The stumbling block 
has long been sand's inability 
to hold moisture, resulting in 
thinning greens. 

Taylor's experiments in-
v o l v e d f i v e d i f f e r e n t 
mixtures: 

• 80 percent sand mixed 
with 17.5 percent silt and 
2.5 percent clay 

• 94.5 percent sand with 
4 percent silt and 1.5 per-
cent clay 

• 85 percent fine mortar 
sand, 15 percent reed-sedge 
peat 

• 100 percent sand with 
sphagnum peat tilled into 
the first four inches 

• 85 percent uniform 
medium sand and 15 per-
cent reed-sedge peat. 

Taylor reports that due to 
the dry summer of 1988, the 
grass grown in 100 percent 
sand e x p e r i e n c e d more 
water stress than other mixes 
with lower sand ratios. Grass 
grown in th is m i x t u r e 
showed water stress after 24 
hours without water. Con-
stant turf growth was a prob-
lem, even though irrigation 
was used almost all summer 
long. 

Taylor believes that with 
more water, the green with 

sandy soil might have stayed 
as dense and healthy as the 
other sections. The mixtures 
other than 100 percent did the 
best and did not show any 
drought damage. • 

INDUSTRY 
Urban tree 
success not easy 
SEA ISLAND, Ga .— Ar-
borists should help local 
tree specifiers introduce 
the right tree into the urban 
environment , says Nina 
Bassuk, Ph.D., director of 
Cornell University's Urban 
Horticulture Institute. 

The limit on space for 
tree roots causes compac-
tion, which leads to nutri-
ent deficiencies. Street salt, 
carbon monoxide, heat re-
flection from buildings and 
absorption of black masses 
such as asphalt also cause 
stress. 

Dr. B a s s u k a d v i s e s 
planting trees adaptable to 
the urban environment and 
r e c o m m e n d s d ivers i f i c -
tion- planting no more than 
five percent of any one 
species. • 

EQUIPMENT 

Drought affects 
power equipment 
OLD T O W N A L E X A N -
DRIA, Va. — According to 
figures from the Outdoor 
Power Equipment Institute, 
the drought of 1988 has af-
fected power equipment 
shipments. 

Al though f iscal 1988 
shipments topped the 7 mil-
lion units figure for the sec-
o n d s t r a i g h t y e a r , a 
decrease of three percent 
o v e r f i s c a l 1 9 8 7 w a s 
recorded. 

An OPEI press release 
stated, "The industry attri-
butes the average decrease 
in shipments to the drought 
during the latter part of the 
s h i p m e n t y e a r ( J u l y , 
August). 

Walk-behind mowers, in 
particular, showed a five 
percent decrease. Rear en-
gine riding mowers re-
m a i n e d s t e a d y w h i l e 
garden tractors increased 13 
percent. • 

Brouwer turf roller 
model TR224... 
Designed specially for Rental, Landscapers and 
other contractors, w i t h x proven components for 

^reliability and minimum 
servicing. 

Outstanding Features 
• Proven single lever F-N-R 

clutchless transmission 

• Honda 5 h.p. engine for 
reliability and economy 

• Unique rounded-edge rollers 
to prevent turf damage 

• 24 in. wide rollers for access 
to narrow paths 

• Lever assist steering for 
exceptional maneuverability 

• Two fill/drain plugs per 
roller for convenience. 

For more information contact your Brouwer dealer... TODAY 

BROUWER 
TURF EQUIPMENT LIMITED 
An Outboard Marine Corporation Company 

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



Mitsubishi 
Covers 

New Ground 
Introducing the Mighty Mits. Rugged, 

dependable multi-purpose vehicles that cover 
a variety of your general work needs. 

They're efficient. Quiet. And loaded with 
features: 
• A low-maintenance, 3-cylinder water-cooled 

engine with balance shaft for reduced vibration 
and noise. 

• A pay load capacity of up to 1750 pounds. 
• Quick and precise rack and pinion steering. 
• A compact 121/2' turning radius—for easy 

maneuverability. 

• A raised cab roof with generous headroom for 
increased roominess and comfort. 

Choose from Flo-Thru, Full-Door and Tilt 
Bed models. With 2- and 4-wheel drive options. 

The Mighty Mits. They're high. They're 
mighty. And best of all, they're Mitsubishi. 

MITSUBISHI 
^ MOTOR SALES OF AMERICA. Inc. 

Industrial Vehicle Division. 
6400 W. kalella Ave. Cypress. CA 90630-0064 

(714) 372-6000 (8(H)) KOVMITS 

Circle No. 143 on Reader Inquiry Card 



The Great American 

We're offering you the chance to enjoy some of America's ultimate 
landscapes. Just call the toll-free number and we'll send you an entry form 
for the Great American Landscape Sweepstakes. If your name is drawn, you'll 
be given the chance to design your own dream vacation to one of these three 
garden spots: 

Mavrik" and 
Pentac® Aquaflow play 
a big role in keeping 
the Great American 
Landscape looking 
great. They control a 
broad-spectrum of 
insects and mites, can be 
applied to hundreds of 
plants-even open blooms 
-without damage, and 
offer outstanding safety 
to applicators. 

Win a dream vacation to one 
of three Great American Landscapes. 

The Island of Maui 
New York City's Central Park 
San Francisco's Golden Gate Park SANDOZCROP PROTECTION 

Use pesticides effectively. 
Read and follow label directions carefully. 
© 1988 Sandoz Crop Protection Corporation. 
Mavrik and Pentac are registered trademarks 
of Sandoz. Ltd. 



Landscape can be yours. 
Visit our booth for 
another chance to win. 

You can also enter the Great 
American Landscape Sweepstakes 
by visiting the Sandoz booth at one 
of the upcoming trade shows listed 
below. All Sweepstakes entries 
received at the show will be entered 
in a "Show Special" drawing. On the 
last day of the show, you could win a 
Weber Genesis III deluxe gas grill. 

£ TO ENTER THE GREAT AMERICAN 
LANDSCAPE SWEEPSTAKES: 
Visit the Sandoz booth at: 

Tropical Plant Industry Expo 
January 26-28, 1989 
Miami, Florida 
Golf Course Superintendents 
Association of America 
February 11-13, 1989 
Anaheim, California 

Or call toll-free 
1-800-992-2828 
for an entry form. 

In Illinois call collect 
(312) 351-5301: 

^ fyK trK 

THE GREAT AMERICAN LANDSCAPE 

-bitik-k 
" 5 2 ( 5 ? 

GO* 



LETTERS 
To the editor: 

There has been a considerable debate 
on the topic of the "black death" (Au-
gust, 1988 LM) and interest in the form of 
letters (November, 1988 LM) and articles 
being published in various turfgrass 
magazines. 

As a microbiologist trained in agri-
cultural science and presently practic-
ing in the area of biofouling, this topic 
has considerable interest. 

Events in 1987 at a relatively new golf 
course in Regina in which the black 
layer p h e n o m e n o n occurred very 
rapidly led to my engagement as a con-
sultant to determine the causes of this 
problem. It was clear that the rate of 
infiltration of water through the black 
layer zone was severely depressed and 
that both grass die-back and surface ero-
sion was occurring in these high-sand 
putting greens. The nature of the black 
plug layer in the Regina golf course was 
found to be bacterial in nature. It was 
overlayed with molds and algae. In 
many ways, the type of plug that formed 
in the black layer resembled the plugs 
that occur around a water well. 

In the laboratory over the winter of 
1988, it became possible to synthesize 

the black plug layer, indicating that a 
black layering could be generated 
using simply the bacteriological com-
ponents. Papers are being prepared on 
the precise nature of the structure of 
the black plug layer. The basic con-
cern is that the bacteriological compo-
nent has been either downplayed or 
totally ignored. 

Clearly, far more research needs to be 
undertaken, but perhaps the phenome-
non could better be referred to as "black 
plug layering." Black because iron and 
manganese sulfides are present to make 
the layering obvious, plug because the 
water infiltration through the soil is se-
verely impeded by the biofouling and 
plugging of the sand, and layering be-
cause the problem becomes severe 
when the bacteria generates lateral 
layers just under the surface of the soil. 

Dr. D.R. Cullimore 
Regina Water Research Institute 

Saskatchewan, Canada 

To the editor: 
Each month I look forward to re-

ceiving LANDSCAPE M A N A G E M E N T and 
thoroughly enjoy reading about the 
many subjects that are covered. 

This month, however, I became 
disturbed with statements made in 
the article "Thorny flora makes a good 
fence." My assumption is that the 
plant referred to is Poncirus trifoliata 
(Trifoliate Orange). If my assumption 
is correct, I don't think the statement, 
" T h e plant was introduced to the 
American market 2Vi years ago" and 
etc. is right. 

Poncirus trifoliata was grown and 
used as a barrier hedge 60 years ago in 
the neighborhood near Atlanta where I 
grew up. In fact, the plant was so easily 
grown from seed, it became quite pro-
lific. Also, in Florida, this plant has 
been used through the years as a root 
stock for grafting citrus, making the 
plants more tolerant of colder tem-
peratures. 

The statement "its exact identity re-
mains a secret/' is rather asinine as it 
is so dispersed through the Southeast. 

I also disagree with the flowering 
cycle. As I remember, the plants which 
I grew bore flowers and fruit every year 
after it became mature. The three I re-
tained grew to 12 to 14 feet. 

M.B. Garrity 
Landscape Designer 
University of Florida 

ED NOTE: Stephanie Slahor, who 
wrote the article, reports that Barrier 
Concepts, which markets the plant, 
would not reveal its identity to her, 
thus her statement "it's exact identity 
remains a secret." Barrier Concepts 
did, indeed, begin marketing it 2V2 
years ago. But Garrity is exactly cor-
rect in his assumption and other 
statements. 

To the editor: 
I am just reading the December is-

sue and have read the article under 
"Jobtalk" regarding a so-called "great 
idea for a living fence." 

A number of years ago, our game 
commission in Pennsylvania encour-
aged people to plant a similar plant, 
Multi-Flora Rose, for nature's sake. This 
dastardly plant has now spread and 
taken over farms and every other area. 

This new idea sounds to me to be 
another like problem and should be out-
lawed immediately by the federal gov-
ernment. Leave this stupid plant in 
China and let them keep the problem. 

John Shimmel 
Rolling Green Cemetery Co. 

Camp Hill, Pa. 
ED. NOTE: The people at Barrier Con-
cepts report more than 200 responses 
to the "Jobtalk" article, all but a hand-
ful positive. 

VANISHING 
THEY DISAPPEAR FROM 

TREATED AREAS • 
STOPS ANIMAL DAMAGE FOR AN ENTIRE SEASON. 

NON-HAZARDOUS. SAFE FOR ALL ANIMALS. 
HAS NO OFFENSIVE ODOR 

ANIMAL, RODENT & BIRD REPELLENT 
^ ^ ^ For additional information contact 

J 7 9 B U R L I N G T O N B I O - M E D I C A L & S C I E N T I F I C CORP. 
M I V 91 CAROLYN BLVD FARMINGDALE N Y 11735-1527 • PHONE 516 694-9000 • TELEX 6852289 



UNLEASH THE BIG CATS. 
The Jacobsen Turfcat f a m i l y . . . the rugged breed 
that thr ives on tough condi t ions. 

Tall, th ick grass. Undulat ing terrain. Even snow. 
You name it. Jacobsen Turfcats do more than survive 
tough operat ing condi-
tions. They master them. 
Quick ly and eff iciently. 

Pounce on one of 
seven gutsy Turfcats 
f rom 17-hp to 36-hp, in 
3-wheel and 4-wheel 
models. Exclusive 
2-speed, fu l l - t ime, 
l imited-sl ip transaxle 
del ivers max imum 
power and t ract ion in 
low range, to cut more and c l imb higher. Shi f t ing 
to high range increases transport speeds, so you 
lose less t ime between jobs. 

For super ior stability, Turfcats have a low center 
of gravity and a hi l l -hugging, wide-track stance. 
Plus, quick, easy steer ing lets these agi le cats 
dart around trees and in-and-out of t ight spots. 

The largest Turfcats g ive you an exc lus ive 
hydraul ic i m p l e m e n t d r ive sys tem that e l imi -
nates belts, dr ive shaft and universal jo ints for 

reduced maintenance. And the harder you work 
this power del ivery system, the better it works. 

Tackle mowing tasks wi th your cho ice of durable 
50'; 60" or 72" rotary decks. The rugged Deep-

Tunnel rotary decks 
channel c l ipp ings 
out faster to increase 
cut t ing capaci ty 
w i thout w indrowing 
or c lumping. 
In areas w h e r e 
thrown objects and 
noise are a concern, 
use the 50" or 60" 
f ine-cut flail decks 
wi th downward 

discharge and a cut r ival ing reels. 
Turfcats won't h ibernate once your mowing s 

done. Blades, brushes, snow blowers and a variety 
of o ther at tachments keep these cats produc ing 
year-round. 

So take a Turfcat for a run. Arrange a free dem-
onstrat ion wi th your Jacobsen distr ibutor today. 
Attract ive lease and f inance plans available. Or 
for more informat ion contact: Jacobsen Division 
of Textron Inc., Racine, Wl 53403. 



PEOPLE 
Golf humorist speaks at GCSAA conference 
Bob Drum, golf humorist for CBS-TV 
sports, will address the opening ses-
sion of the 60th International Golf 
Course Conference and Show in Ana-
heim, Calif, this month. 

Drum has co-authored three books 
with Arnold Palmer and consulted on 
golf tournaments across the United 
States. He is a past president of the 
Golf Writers Association of America. 

New officers for the Professional 
G r o u n d s M a n a g e m e n t S o c i e t y 
(PGMS) are: 

Russell Studebaker, president; 
Theodore H. Shull, 1st vice president; 
Thomas L. Smith, 2nd vice president; 
John Abernethy, Jr., treasurer; Doug-
las A. Masters, director-at-large; Ste-
ven W. Chapman, Northeast regional 
director; Bill Starnes Southwest re-
gional director. 

The recipient of the 1988 PGMS 
Scholarship is Carol D. Goodwin, a 
master's degree candidate at the Uni-
versity of Guelph in Toronto, Canada. 

David C. Fondrie has been pro-
moted to executive vice president of 
Ransomes, Inc. He supervises market-

ing and technical service support 
functions, while retaining responsi-
bility for all financial operations. 

Fondrie joined Ransomes in 1987 
as vice president-finance. 

David C. Fondrie David R. White 
David R. White has been named 

director of marketing for the Coron 
Corp. He is responsible for all sales 
and marketing efforts for the company 
on a national and international basis. 

The Merion Golf Club of Ardmore, 
Pa., was recently granted an honorary 
sustaining membership to the Penn-
sylvania Turfgrass Counci l . The 
award was given to the club's mem-
berhip and staff in recognition of ex-
e m p l a r y c o n t r i b u t i o n s to t h e 

Pennsylvania turfgrass industry. It 
was presented during the Twelfth An-
nual Joseph Valentine Memorial Golf 
Tournament. 

Accepting the award were Scott 
Smith, Merion president; Richard 
Valentine, course superintendent; Pe-
ter Burford, manager; and William 
Kittleman golf professional. 

Robert A. Russell, was named 
Seedsman of the Year by the Atlantic 
Seedsmen's Association at its recent 
convention in Arlington, Va. 

Owner and president of J & L 
Adikes, Inc., Russell began his career 
in the seed industry with Adikes in 
1946. He was responsible for the mar-
ket introduction of Adelphi Kentucky 
bluegrass in 1970. 

The association also named Ken-
neth G. Beachley, co-founder of 
Beachley-Hardy Seed Company, a 
Lifetime Honorary Member. Beachley 
and friend Bill Hardy founded the 
Beachley-Hardy Seed Company in 
1950. The company became a full time 
wholesale field seed company with 
emphasis on quality forage seed. 

r 
© l a t h e S L I T S E E D E R S / D E T H A T C H E R S i i 

MODEL 84 walk-behind slit seeder, 18 
hp, self propelled 

MODEL 37/38 for tractors In 16-25 hp 
range, bare dirt capabilities with dual 

feed hopper. 

Write or call your local Olathe/Toro dealer for information. 

MODEL 83/93 — 4' PTO model for tractors 
25 hp and up. In 1962, Buck Rogers built 

the first Rogers Slit Seeder. Now, in 1989, 
he has improved and expanded on his 

original ideas under the Olathe trademark. 

OLATHE MANUFACTURING, INC. 
100 INDUSTRIAL PARKWAY, INDUSTRIAL AIRPORT, KANSAS 66031 

800-255-6438 
FAX: 913-829-2825 913-782-4396 

With Olathe Slit Seeders you: • use 
less seed • get higher germination 

rates • have a healthier root system 
• thin out thatch and undesirable 

species • provide safer turf for sport 
areas • achieve the most important 

goal in over-seeding, namely, seed 
to soil contact. MODEL 85 — 5 hp Seed 'n Thatch, low cost 

combination thatcher/jeeder. 



Number of acres: 

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 see nearest dealer for special cash 
rebate offer. 

^ Safer COUPON & SURVEY 
Mail to: Safer® Free Sample 

P.O. Box 11613 = = 
St. Louis, MO 63105 I N C O R P O R A T E D 

The Natural Insecticide 
I have completed the simple survey questions on the left. Now 
send me my FREE sample of Safer* Insecticide Concentrate along 
with a user s guide and field trial data. 

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

It's Effective. Grower and university 
trials have shown that Safer Insecticide 

Concentrate kills a broad spectrum of insects. 
It's effective on aphids, mites, leafhoppers, 
scales, and whiteflies that affect plants, 
vegetables, trees, and fruits. Made from 
naturally occurring fatty acids, Safer' kills 
pests fast, on contact, by penetrating cell 
membranes. Yet it spares many beneficials. 
And it eliminates the problem of resistance 
buildup, too. 

It's Safe. In addition to use during the 
growing season, Safer' Insecticide Concentrate 
can be used as a pre-harvest clean-up spray. It's 
safe for workers to re-enter as soon as the spray 
is dry. 
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 and achieve the same effectiveness. 

Get a free sample. 
Find out how effective 
Safer Insecticide 
Concentrate really is! 

Who supplies your chemicals? 

City: State: Zip: 

For additional information about this offer or about Safer® natural 
insecticides, call toll-free: 1-800-423-7544. 

Your Name: 

Operation Name: 

Address: 

City: State: Zip: 

Phone: ( ! 



How to reduce the cost 
of weed control today, 
tomorrow and beyond: 
George Toma, Kansas 
City's own world-
class groundskeeper, 
insists that most of 
us already know 
everything it takes 
not only to reduce the 
cost of herbicide but 
at the same time to 
improve the overall 
quality of the turf-
grass. He contends 
that we simply need 
to keep reminding 

ourselves of those 
things we already 
know. In this edited 
version of a recent 
visit with him, he 
reviews those basic 
reminders. 
Everett Mealman, President 
PBI/Gordon Corporation 

Mealman: George, we hear reports 
from time to time that you say the 
best way to reduce the cost of weed 
control is to stop using herbicide. 

Toma: Yes, I've said that. But it's like 
the duffer who, after a bad round, 
said he was going to quit playing golf 

— not immediately, of course, but 
gradually over the next 20 years. 
Mealman: You think a groundskeeper 
can gradually break the habit of using 
a herbicide to control weeds? 
Toma: Yes, providing he can also 
break his turfgrass from the habit of 
associating with weeds. 
Mealman: In other words, a herbicide 
program that is so good it eventually 
kicks out all the weeds, and a grass-
growing program so good that the 
weeds can't get back in. 

Toma: You've got it! At the Truman 
Sports Complex we're almost doing 
that right now. Today, we use no 
broadcast pre-emerge or post-
emerge on the ornamental turf and 
landscaped islands around either 
stadium. All we use is some TRIMEC® 
Plus to spot treat for an occasional 
broadleaf or grassy weed. 

Mealman: But, George, is this a 
realistic goal for a commercial lawn 
and landscape management com-
pany? 

Toma: Absolutely! Of course, irriga-
tion is a must, and you have to be 
involved in the sodding and seeding 
and fertilizing. 
Mealman: What is the program? 
Toma: Program isn't the right word. 
It's following through on the three 

The Super TRIMEC treated turf on the 
perimeters of Arrowhead Stadium at the 
Truman Sports Complex is so immacu-
late that many visitors actually get down 
and feel it to find out for sure if it's real. 
George Toma tells Everett Mealman that 
the day he doesn't get a charge out of 
running his fingers through immaculate 
turf will be the day he hangs it up as a 
groundskeeper. 



basic fundamentals of cleaning up; 
keeping up; and building up. 
Mealman: Can you enlarge on that? 

Toma: Early spring is an excellent 
time to clean up . . . to clean out every 
weed, down to the very last root hair, 
so the tur fgrass has a chance to 
thicken up. Whenever I am cleaning 
up some turf, I use Super T R I M E C * 
turf herbic ide. I've never found a 
herbicide that does such a thorough 
job and yet requires such a small 
amount. 

A big part of keeping up involves 
the green color you want in the spring 
and summer, and I always caution 
against using ni trogen dur ing the 
growing season. Too much nitrogen 
in the spring and summer will result 
in too much top growth that weakens 
the roots and invites disease. To get 
color in the late spring and summer, I 
use Ferromec® Liquid Iron. Every 
year when they televise the Super 
Bowl, the announcers always rave 
about the beautiful co lor . . . that's no 
accident . . . that's Ferromec! 

The time to build up is in the fall. 
That's when I pour on the fertilizer — 
and, if I reseed, I spray on Bov-A-
Mura® (Natural Organic Activator). It 
does an excellent job of helping new 
seeds build strong roots . . . and I 
always use it whenever I lay new sod. 

Facts turf pros should 
know about Super TRIMEC 

Super TRIMEC is a remarkable break-
through in herbicide chemistry. To make 
it, we combine several esters with 
dicamba in a synergistic and homogen-
ous complex in which every droplet is 
an excact mirror image of the total. No 
one except PBI/Gordon has ever been 
able to do this. 

The esters have unparalleled pene-
trating power, which enables the com-
plex to get through the cuticle and into 
the circulatory system of even the 
toughest weeds far more rapidly than 
other types of formulations. And once 
Super TRIMEC gets into a weed . . . that 
weed is terminal . . . period! 

But please note: The dicamba in 
Super TRIMEC is in acid form and is 
virtually insoluble in water. Therefore it 
is less likely to migrate in soil and 
endanger off-target ornamentals. 

Because Super TRIMEC is so power-
ful, one gallon will cover four acres. And 

Dr. Jan Van Diepen shows a printout of a 
r a d i o i s o t o p e t racer s tudy to Everet t 
Mealman and George Toma. The purpose 
of s u c h s t u d i e s is to d e t e r m i n e the 
smallest possible amount of the strongest 

possible chemical formulation that can 
translocate to the root system of a weed 
and result in total control. Toma says, 
"We cons tan t l y test he rb ic ides , and 
nothing is as efficient as Super TRIMEC." 

yet the spectrum is so broad that it 
controls even such tough species as 
ground ivy, oxalis and spurge. 

The benefits of Super TRIMEC 
1) You can start earlier in the season: 
Super TRIMEC gets into the weed so 
quickly that neither a sudden rain nor a 
quick freeze is a threat. This allows you 
to start earlier in the year. 

2) Dramatically reduces the need for 
retreatments: Super TRIMEC does it 
right the first time. Saves time and 
labor. 

3) Reduces herbicide costs: You use 
less herbicide per acre and you spray 

p b i / G o n d o n 

c o R p o n a t i o n 

fewer times per year. Both your weed 
control and your profits are better. 

4) Friendly to the environment: Super 
TRIMEC uses less chemical. One gallon 
will treat four acres. 

Yes, Super TRIMEC is a low-volatile 
ester. Yes, Super TRIMEC is labeled for 
professional use only. But you are a 
professional . Uti l ize your profes-
sionalism to increase your profits. 

If you have any questions about 
Super TRIMEC, please call us. 

Toll-free 1-800-821-7925 
In Missouri, 1-800-892-7281 

Ask for Sales Service. 

1217 WEST 12th STREET 
P.O. BOX 4090 
KANSAS CITY MISSOURI 64101 

TRIMEC*, Ferromec*, and Bov-A-Mura* are registered trademarks of PBI/Gordon Corporation © PBI/Gordon Corporation. 1988 BROADLEAF HERBICIDE 
716-1288 



SURVIVAL OF 
THE FATTEST 

The biggest companies did the best in 1988, 
"The Year of the Drought," according to 

LANDSCAPE MANAGEMENT'S third annual survey 
of landscape contractors. 

by Terry Mclver, associate editor 

LANDSCAPE M A N A G E M E N T ' S s u r -
vey of the top landscape con-
tractors of 1988 finds that the 

larger companies were not left "high 
and d r y " in 1988, despite adverse 
weather conditions. That fact serves 
as a testament to staying power and/ 
or the ability to adapt. 

Among those companies reporting 
gross sales above $3 million, the aver-
age i n c r e a s e in gross s a l e s was 
$ 8 3 0 , 0 0 0 . S m a l l e r c o m p a n i e s , on 

average, lost $55,000 in gross sales. 
Environmental Industries, Inc., of 

Calabasas, Calif., was once again the 
green industry's leading contractor in 
our "Top 50" survey, with gross sales 
of $140 million. Environmental also 
posted the largest gain over 1987, $26 
million, on 1,600 maintenance con-
tracts. Bob Scofield, vice president of 
c o r p o r a t e r e l a t i o n s for E n v i r o n -
mental , a t t r ibutes the growth to, 
" h a r d work, w h i c h made up for 

slower business in the flatter mar-
ke ts . " According to Scofield, cities 
s u c h as D e n v e r , P h o e n i x a n d 
Houston, have been flat due to the de-
cline in the oil industry. 

In second place, and new to this 
year's survey, was Tropical Plant Len-
ders, Riverwoods, 111., with sales of 
$35 million, followed by a third place 
tie between two solid companies, De 
Laurentis Construction and Vidosh 
Brothers. 

The top 10 landscape contractors 
for 1988, based on gross sales of those 
companies which responded to our 
survey are: 

1. Environmental Industries, Inc., 
$140 million. 

2. Tropical Plant Lenders, River-
woods, 111., $35 million. 

3. A tie between De Laurentis Con-
struction, Mamaroneck, N.Y. and Vid-
osh Brothers, Sterling Hts., Mich., $18 
million. 

5. Carlacio Landscape, Inc., Fuller-
ton, Calif., $16 million. 

6. Davis Landscape Contractors. 
Inc., Harrisburg, Pa., $15 million. 

7. Cagwin & Dorward Novato, Calif., 
$11.7 million. 

8. American Landscape Inc., Can-
oga Park, Calif., $11.6 million. 

9. The Bruce Company, Middleton, 
Wise., $11 million. 

10. Landscape Contractors of Illi-
nois. Bartlett, 111., $10 million. 

Other large gainers were American 



Landscape, Inc., of Canoga Park, Calif., 
(up by $3.2 million), and Rood Land-
scaping. of Jupiter, Fla. , which recorded 
sales of $8 million, up from last year's fig-
ure of $3 million. Rood's Tomas Aiello at-
tributed most of the gain to the acquisition 
of a $3.1 million shopping mall contract. 

The following is an alphabetical listing 
of the green industry's top landscape con-
tractors who returned surveys. (Branch of-
fices are in addition to a main office): 

AAA Lawn Industries, Tucker, Ga., 
grossed $5.8 million on 375 maintenance 
and 30 design/build contracts. AAA em-
ploys 120 peak and 65 annual workers out 
of three warehouse locations. 

American Landscape, Inc., Canoga 
Park, Calif., upped its total gross sales by 
$3.2 million to be one of this year's leading 
gainers. Total gross sales were $11.6 mil-
lion, on more than 95 design/build jobs 
and more than 150 maintenance contracts. 
American employs 225 peak and 200 
yearly workers, and operates one branch 
office. 

Big Pine F a r m of M a r i e t t a . Ga. 
grossed $7.6 million on 183 design/build 
jobs and 46 maintenance contracts. The 
company has two branch offices, and em-
ploys 240 workers during peak season, and 
126 annually. 

The Bruce Co., Middleton, Wise., 
grossed $11 million on 500 design/build 
jobs and 40 maintenance contracts. Em-
ployee figures for Bruce have leapt: peak-
season employees have gone from 200 to 
350, and average annual staff numbers 200, 
up from 45 one year ago. 

Cagwin & Dorward Novato, Calif., 
grossed $11.7 million on 29 design and 

build jobs and 297 maintenance con-
tracts— an increase of $3.2 million. Five 
offices employ 174 peak and 135 annual 
workers. 

Carlacio Industries. Inc., Fullerton, 
Calif., has added one branch office. Its four 
branches completed $16 million of design/ 
build work, with 300 peak and 140 yearly 
employees. 

C h a p e l V a l l e y L a n d s c a p e Co., 
Woodbine, Md., grossed $9 million in 1988, 
which is a $1 million jump from 1987. 
Chapel now operates two branch offices, 
employing 140 peak and 90 yearly workers. 
Design/build jobs totalled 32 in 1988. 
Maintenance contracts increased to 95, a 
20-contract hike over 1987. 

Robert W. Childs Landscape Con-
tractors. Inc., Arnold, Md., had a good 
year. One hundred fifty design/build jobs 
and 30 maintenance contracts grosses $3.8 
million. Average number of employees for 
a year is 30, with 100 peak-season workers. 

Clark-Morrell, Inc., of Lithonia, Ga., 
obtained an astounding 43 percent growth 
during 1988, with gross sales of $7 million. 
Revenue came as a result of great increases 
in jobs and contracts. Design and build 
work was up more than 100 percent and 
maintenance contracts totaled 175, a 52 
percent leap. Interestingly, staff was cut 
back to 120 peak and 85 yearly workers, 
down from 130 and 85, respectively. 

Contra Costa Landscaping, Inc., of 
Martinez, Calif, grossed $3 million on 20 
design/build jobs and 90 maintenance 
contracts. It employs 50 peak and 40 yearly 
workers at three branch offices. 

Control Environmental Services. 
Secaucus, N.J., estimated gross sales of $4.3 

million for 1988. Fifteen design/build jobs 
and 90 maintenance contracts kept busy a 
staff of 150 peak-season employees and 60 
yearly workers in one branch office. 

Clarence Davids & Sons, Inc., Blue 
Island, 111., grossed $4.25 million on 130 
maintenance contracts and 200 design/ 
build jobs. Davids operates one branch of-
fice and employs 125 peak and 30 yearly 
employees. 

Davis L a n d s c a p e C o n t r a c t o r s , 
Inc., of Harrisburg, Pa., one of the top of 
the tops, grossed $15 million in sales, a $3 
million increase. Contributing to the gain 
were more than 200 design/build jobs and 
40 maintenance contracts. Three branch 
offices employ 250 peak and 175 annual 
employees. 

De Laurent is Construct ion Co., 
Inc. Mamaroneck, NY, had sales of $18 
million on 10 design/build jobs. The com-
pany employs 135 workers during peak 
season. 

Designs by Lee, Inc. of Stamford, Ct., 
grossed $5.7 million on more than 100 de-
sign/build jobs and 40 maintenance con-
tracts. 

Doerler Landscapes, Inc., added 25 
contracts, and grossed $4 million. Design/ 
build jobs totaled 170 and 90 maintenance 
contracts were serviced from two branch 
offices by 100 peak and 50 yearly workers. 

Envi ronmenta l Industr ies , Inc., 
Calabasas, Calif., is once again the top con-
tractor in the land, with $140 million in 
gross sales. Environmental operates three 
divisions: landscaping, maintenance and a 
tree nursery. It has 26 branch offices, and 
employs 2,600 workers during peak sea-
son, and 2 , 0 0 0 annual ly . Environ-



THE BEST OF THE REST 
The fol lowing is a list of companies with revenues between $1 mill ion and $3 mill ion 

which responded to the survey. 

A r b o r H e i g h t s N u r s e r y , I n c . , Webster, N.Y. 

B G T L a n d s c a p e C o . , I n c . , Mundelein, III. 

B l a n d B r o s . , I n c . West Jordan, Utah. 

B r e g e n z e r ' s , I n c . , Alpharetta, Ga. 

F o u r S e a s o n s L a w n & L a n d s c a p e , 
Kansas City, Mo. 

G a r d e n G a t e L a n d s c a p i n g , I n c . , 
Silver Spring, Md. 

G r e a t h o u s e L a n d s c a p e C o . , I n c . , 
Nashville, Tenn. 

G r e e n C a r p e t L a n d s c a p e , I n c . , 
Worcester, Mass. 

T h e G r o u n d C r e w , Arl ington, Texas 

L & L L a n d s c a p e S e r v i c e s , I n c . , 
Santa Clara, Calif. 

L i f e s c a p e s , I n c . , Canton, Ga. 

M a r v i n ' s G a r d e n & L a n d s c a p e S e r v i c e , I n c . , 
Sarasota, Fla. 

M c D u g a l d - S t e e l e L a n d s c a p e A r c h i t e c t s 
& C o n t r a c t o r , Houston, Texas. 

O a k B r o o k L a n d s c a p e C o m p a n y , Napervil le, III. 

R i c h w a y L a n d s c a p i n g , Humble, Texas. 

S L B L a w n , Clarkston, Ga 

T h e S p e n c e Co . , Houston, Texas. 

S u b u r b a n L a n d s c a p e A s s o c i a t e s , I n c . , 
Daveport, Iowa. 

V i r g i n i a T u r f M a n a g e m e n t A s s o c i a t e s , I n c . , 
Norfolk, Va. 

W h i t e O a k L a n d s c a p i n g , Kennesaw, Ga. 

L a n d D e s i g n G r o u p , I n c . , Dallas, Texas. 

mental had 1,600 maintenance contracts 
for the year. 

(ED. NOTE: Brickman Industries 
Longwood, 111., generally acknowledged as 
the second-largest landscape contracting 
company in the country, did not respond to 
the questionnaire.) 

Gibbs Landscape Co.,Atlanta, Ga., 
earned $6 million on 1,000 design/build 
and 500 maintenance jobs. The company 
employees 150 workers at 1 location. 

G r e e n l e a v e s . of Chamblee, Ga., 
grossed $8 million on 122 maintenance 
contracts and 90 design/build jobs. The 
company has two branch offices, and em-
ploys 275 employees at peak-season and 90 
year-round workers. 

Greeno, Inc., Concord, Ma., boosted 
sales considerably over 1987. In the $2-$3 
million range last year, 1988 gross sales 
will top out at $5 million. The company 
held 75 design/build jobs, and employed 
65 peak and 28 annual workers. 

Ground Control Landscaping, Inc., 
Orlando, Fla., grossed $4.2 million on 80 
maintenance contracts and 25 design/ 
build jobs. Gross sales were down slightly 
from 1987's $4.3 million. 

The Groundskeeper. Tucson, Ariz., 
is new to the survey. Gross sales for the 
year were $5.6 million, within 2 percent of 
the company goal of $6 million. Operating 
three branch offices, Groundskeeper held 
250 maintenance contracts and completed 

76 design/build jobs. Average staff num-
bers 150; peak employment reaches 250. 

Heyser Landscaping, Inc. of Nor-
ristown, Pa., posted a $1 million increase in 
gross sales, with $7.2 million from 76 de-
sign/build jobs and 128 maintenance con-
tracts. Two branch offices employ 22 peak 
employees and 65 yearly workers. 

Edmund M. Hayden, Inc., Wood-
stock, 111., had revenues of $5.5 million on 
12 maintenance contracts and 20 design/ 
build projects. 

Hil lenmeyer Nurseries. Lexington, 
Ky., has 160 peak and 110 year-round em-
ployees. It posted $3.5 million in gross sales 
on 50 maintenance contracts. The com-
pany also operates garden centers. 

D.A. Hoerr & Sons, Inc., of Peoria, 
111., completed 240 design/build jobs in 
1988, and handled 5 maintenance con-
tracts. Hoerr employs 120 peak and 80 
yearly employees in two branch offices. 
Gross sales were $4 million. 

I re land/Gannon Associates, East 
Norwich, N.Y., grossed $4.5 million on 
about 60 design/build jobs. The company 
operates one branch office and employs 50 
peak and 30 year-round workers. 

Johnson Hydro Seeding Corp.. 
Rockville, Md., recorded gross sales of $6.2 
million, an $800,000 increase over 1987. De-
sign/build jobs doubled to 70, which is work 
done mostly for building contractors. Mainte-
nance contracts for Johnson totaled 430. 

KT Enterpr ises, Alexandria, Va.t 
reached $9 million in gross sales, an in-
crease of $700,000. KT now has three 
branch offices, two more than 1987, and 
employs 380 peak and 150 annual workers. 

Allen Keesen Landscape , Inc., 
Denver, Co., grossed $4 million on 60 design/ 
build jobs and 175 maintenance contracts. 
Keesen operates two branch offices and em-
ploys 120 peak and 50 annual workers. 

Lamber t Landscape Co.. Dallas, 
Texas, grossed $9.5 million from 250 de-
sign/build jobs and 100 maintenance con-
tracts. In peak-season, Lambert employs 
200 workers. Annual workers number 150. 

Lancaster Landscape. Alexandria, 
Va., boosted sales slightly, but is still one of 
the largest companies. Gross sales for 1987 
reached $14 million, based on approxi-
mately 300 maintenance contracts. Eight 
branch offices employ 450 peak employees 
and 250 annual workers. 

Landscape Contractors of Illinois 
Bartlett, 111., grossed $10 million on 200 con-
tracting jobs and 50 maintenance contracts. It 
employs 150 peak and 25 yearly workers. 

Landscape Design & Construc-
tion. Dallas, Texas, operates three mainte-
nance branches and one landscape 
operation. The company acquired a land-
scape contracting company during the year, 
and grossed $8.8 million from 315 mainte-
nance contracts. During peak-season, LDC 
employs 350; yearly staff number 210. 



When good shots end up in bad 
lies on dollar spotted fairways, it can 
spot your course s reputation. 

That's good reason to put 
Rubigan® in play. Dollar for dollar, 
nothing controls dollar spot better. 

Just one Rubigan application 
controls even resistant strains of dol-
lar spot for up to 28 days. And one 
case of Rubigan will treat up to 
8 acres of greens and fairways. 

Rubigan is the only fungicide 
labeled to treat and prevent all these 
other turf spoilers, too: Fusarium 
leaf spot, necrotic ring spot, summer 

patch, take-all patch and spring dead 
spot—plus large brown patch with a 
Daconil 2787® tank mix. 

Keep your fairways, tees and 
greens dollar spotless—looking 
clean and beautiful all season long. 
Get Rubigan from your Elanco dis-
tributor. Or call toll-free: 
1-800-352-6776. 

Elanco Products Company 
A Division of Eli Lilly and Company 
Lilly Corporate Center 
Dept E-455. Indianapolis. IN 46285, U S A 
Rubigan® — (fenarimol, Elanco) 
Daconil 2787« — (chlorothalonil, SDS Biotech) 
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L a r c h w o o d C o n s t r u c t i o n Corp . , 
Holtsville, N.Y., grossed $5.8 million for 
approximately 30 city, municipal, high-
way and building contracts. The company 
employs 75 workers duuring peak-season, 
and operates one branch office. 

Lied's Nursery Co., Inc., Sussex, 
Wise., increased gross sales to $7.5 million, 
up 87 percent over 1987. Totals on jobs and 
contracts were not available. With one 
branch office, it employs 210 peak and 100 
year-round people. 

Maintain Inc. /Landscape Design 
and Construction, Inc. of Dallas, Texas, 
did a total gross sales business of $8.4 mil-
lion from 310 maintenance contracts and 
30 design/build jobs. The companies em-
ploy 160 yearly and 260 peak-season work-
ers in three branch offices. 

Meadowbrook of Savannah, Inc.. 
Savannah, Ga., took in $4.2 million for 120 
design/build jobs and 35 maintenance 
contracts. Its 20 regular employees are 
joined by 40 peak season workers. 

N o r t h H a v e n G a r d e n s . Dallas, 
Texas, reports $4 million in sales on 200 
maintenance contracts and 12 design/ 
build jobs. Two branch offices employ 206 
yearly and 175 peak-season workers. 

For Oyler Bros.. Orlando, Fla., sales 
increased by half a million dollars, hitting 
$9 million. Design/build jobs increased 
from 65 to roughly 125. Maintenance con-
tracts, however, dropped by half, to 150. 
The company added two branch offices, 
and now has five, employing 180 workers 
year-round, 275 peak. 

Rood Landscape Co., Inc., Jupiter, 
Fla., was another huge gainer, with sales of 
$8 million, up from 1987's total of $3 mil-
lion. Design and build work was listed at 
150, and maintenance contracts totaled 75. 

Ruppert Landscape Co., Inc., Ash-
ton, Md., had a good year, with total gross 
sales of $9 million, a $3 million hike over 
1987. Maintenance contracts for Ruppert's 
160 peak and 110 yearly workers totaled 
101; 70 design/build jobs were completed 
from one branch office. 

Alfred L. S impson & Company , 
Inc.. Atlanta, Ga., had sales of $6 million 
for landscape design, build and mainte-
nance in 1988, an increase of $1 million. 
Simpson has no branch offices, and em-
ploys 95 annual and 125 peak season em-
ployees. 

R. B. Stout, Inc.. Akron, Ohio, re-
corded gross sales of $5.5 million from an 
impressive 400 design/build jobs and 280 
maintenance contracts. Stout employs 160 
people at the height of the season. Annual 
average is 40 employees. 

Scapes, Inc., Marietta, Ga., had $5 
million in sales for the year, with 27 de-
sign/build jobs and 34 maintenance con-
tracts. Yearly employees number 85; peak 
staff is 120. Scapes operates one branch 
office. 

Southern Tree & Landscape Co.. 
Charlotte, N.C., grossed $6.5 million on 250 
design/build jobs and 60 maintenance 
contracts. Southern employs 100 peak and 
75 annual workers out of two branch of-
fices. 

Torre & Bruglio Landscape Con-
tractors, Mt. Clemens, Mich., had 220 de-
sign/build jobs and 125 maintenance 
contracts, bringing in $3.8 million. One 
branch office employs 85 peak and 20 year-
round workers. 

Tropica l Plant Renta ls , Inc., of 
Riverwoods, 111., is one of this year's top 10 
companies, thanks to $35 million in sales 
from 10,000 maintenence contracts and 
"many" design/build jobs. It operates 10 
branch offices, and employs 750 employees 
year-round. 

Van Herrick's, of Gardena, Calif., 
grossed $4.3 million on approximately 950 
maintenance contracts. Five branch offices 
employ about 100 people throughout the 
year. 

V a l l e y L a n d s c a p i n g & Ma in te -
nance, Inc.. Lodi, Calif., had sales of $3.4 
million on 70 design/build jobs and 50 
maintenance contracts. With one branch 
office, Valley employs 150 workers at peak-
season, and 100 year-round. 

V a r s i t y Sodding S e r v i c e , Inc. , 
Swoyersville, Pa., grossed $3.65 million on 
44 design/build jobs and 41 maintenance 
contracts, many of which were for clients 
in neighboring eastern seaboard states. 
One office employs 82 peak and 18 yearly 
employees. 

Vidosh, Inc., Pontiac, Mi., had a great 
year, with $18 million in sales. Job and 
contract figures were not available. Vidosh 
has three branch offices, one less than in 
1987. It employs 250 peak and 100 year 
round workers. 

A c c e p t e d p rac t i ce in the lawn ma in tenance bus iness has been t o use the BIG commerc ia l r i de r m o w e r 
fo r o p e n areas and wa l k -beh inds fo r t r i m m i n g . N o w ma in tenance o p e r a t o r s all across the c o u n t r y are 
d i scover ing a new, fast e f f ic ient way t o m o w landscaped areas. . fo r many j o b s the maneuve rab le MID-SIZE 
WALKER M O W E R does the who le j o b sav ing t ime , labor, and e q u i p m e n t i nves tment . A n d Walker o f fers 
high p roduc t i v i t y w i t h o u t sacr i f i c ing a qua l i t y c u t t i n g j ob , sure t o p lease the mos t d i s c r im ina t i ng cus tomer . 

Walker Mfg. Co., 1839 E. Harmony Road, Dept. CM, Fort Collins, CO 80525 • (303) 226-1514 



"We planted the 12th hole 
on Singing Hills' Willow 
Glen Course to SR 1020 
two years ago, and it 
performed admirably. 
What's really significant 
is that members keep 
asking what we've 
done to the 12th hole 
that makes it putt so 
well! The members 
like SR 1020's perfor-
mance from the 
players' point of 
view; we like that 
too, but we also 
value that we 

haven't had to change 
our normal greens maintenance 

program to achieve the results." 

David Fleming, C.G.C.S. 
Superintendent, Singing Hills Country Club 
El Cajon, CA 

President, Philadelphia Section PGA 
St. David's Golf Club 
Wayne, PA 

Finally! New Cultivars 
Bred To Meet the Needs 
of the Superintendent 
and the Golfer! 

At Seed Research, we listen to your 
needs. You've been wanting a 
bentgrass that's tough, looks great, 
and is easy to maintain . . . but one 
that's also fine-textured, with good 
putting green quality. And available. 

So when the bentgrass shortage 
became apparent in 1983, we acted 
quickly and acquired parental 
germplasm from two of the finest 
bentgrass collections in the country -
the University of Rhode Island and the 
University of Arizona. From those 
collections, we developed two exciting 
new creeping bentgrass cultivars, 
Providence (SR 1019) and SR 1020. 

Evaluation on golf courses and at 
universities has shown that both 
these bents produce the kind of turf 
you demand: dark green, aggressive, 
competitive, easy to manage, good 
disease resistance, good stress toler-
ance, and compatible with existing 
bents for overseeding. 

And, for real golfers like Peter 
Trenham, SR 1020 has proven it 
provides everything desired in a 
putting green bent: fine texture, 
uniform surface, and most importantly, 
an absence of grain, so the ball holds 
the line for true putting accuracy. 

SR 1020 is already in production, 
and excellent quantities of certified 
seed are available. Providence will be 
available in August of 1989. With 
either of our exclusive new bent-
grasses, you can look forward to a 
good-looking grass that will give you 
the performance you demand and the 
putting green quality your golfers 
prefer! ~ 

j % 

SEED (/RESEARCH 
OF OREGON, INC. 

644 SW 13th St. • Corvallis, OR 97333 • (800)-253-5766 

Peter Trenham 

"The newer golf course 
greens planted to Penn-
cross look beautiful, but 
they don't putt like the 
old South German Bent 
greens. The putting sur-
face of those old greens 
is fine-textured, not 
thatchy or grainy, and 
the old greens don't 
show the spike marks 
like Penncross. We've 
been needing bent-
grasses bred for golf 
quality as well as 
turf quality for a 
long time, and it 

looks like SR 1020 and 
Providence fill the bill!" 



© 1988 The O.M. Scott & Sons Company 

How the average person shovels snow 

A Scott's Tech Rep has a rather different 
set of priorities. 

He puts his lawn ahead of his home. He 
puts his job ahead of himself. And he puts 
solving a problem ahead of making a sale. 

Those priorities carry over into how we 
do everything at O.M. Scott. 

Like our emphasis on developing new 
products instead of just selling old ones. 
And our belief in keeping our customers as 



How a Scott's Tech Rep shovels snow 

well-informed as our own people. 
The result is that with 

Scotts, products you always get 
a little more for your money. 

And we haven't met a turf 

manager yet who doesn't consider 
that a priority 

For more information con-
tact your Scott's Tech Rep or call 
1-800-543-0006. 
No. 167 on Reader Inquiry Card 



NEW AND IMPROVED 
With 1989 comes new and improved mid-size riding mowers. 

LANDSCAPE M A N A G E M E N T takes a look at some of the innovations that 
landscape managers will see in their dealerships this spring. 

As c o m m e r c i a l / i n d u s t r i a l 
acreage gets bigger, so do the 
commercial riding mowers re-

sponsible for keeping the grass neat. 
So says Mike Packer of the Bunton 
Co., one of the makers of this type of 
mower. 

"I think what we're seeing is a step 
up in size of mowers," Packer tells 
L A N D S C A P E M A N A G E M E N T . " G u y s 
using a 21-inch walk-behind are step-
ping up to 32-, 36-inch mowers. Those 
using 36-inch mowers are going up to 
48 and 52." 

This type of equipment is known in 
the industry as the mid-size rider. 

"Why?" asks Packer. "Productiv-
ity. Companies that are stepping up 
into larger properties need the larger 
capacity machines, but something 
that's affordable. The nature of the 
business is that they make a lot of 
money, but never seem to have it (to 
spend on new equipment)." 

Because the equipment is getting 
larger, it also pays to be more maneu-
verable to eliminate the need for trim-
ming. That's the main reason why 
landscape managers are seeing more 
zero-turning radius mowers on the 
market. 

Dixon, pioneer in the zero-turning 
radius field with its ZTR model, has 
lately been seeing more and more 
competition in this market. 

President Bob Foutch of Pro Star, 
which entered the zero-turning mar-
ket in 1988, sees a big future. "Zero-
turning radius mowers are the coming 
thing," he says. "They can do so many 
more things. And as we go along, I'm 
sure we'll continue to make improve-
ments." 

Joe McDonald, marketing coordi-
nator for John Deere's commercial di-
vision, disagrees with the current 
zero-turning mindset. "We've looked 
at zero-turning radius mowers, but 
don't think the benefit is t h e r e / ' 
McDonald says. "They aren't as oper-
ator-friendly or safe. The major point 
to consider with a front mower is its 
ability to trim. Zero-turning mowers 
are fine if you're in the middle of a 
field." 

It seems, too, that landscape mana-
gers are demanding more versatility 
from their mowers. Available attach-

Bunton's BR 61 is an 18 hp rider with an Onan engine. 



year 'round. 
Choose a 3 or 4 wheel design 
with 60- or 72-inch side or rear 
discharge mower deck. Or add the 
exclusive Cushman Grass Caddy ® 
system, which lets you cut, catch, 
and hydraulically dump 16 
bushels of clippings without 
leaving the seat. 

For a convincing demon-
stration contact your Cushman 
dealer today. Or call toll-free: 
1-800-228-4444. 

CUSHMAN 

For the long run. 

Now there's the new diesel-
powered model Cushman 807. 

Its totally integrated power 
train and new hydraulically-
powered steering gives you un-
matched performance over the long 
run. The 807 dispatches thick, 
wet grass on tricky maneuvers 
around obstacles without losing 

ground speed. No other rotary 
mower gives you a cleaner cut. 

At the heart of the new, 
four-wheel 807 is a powerful 
21.5 horsepower, 3-cylinder 
Kubota 9 5 0 diesel engine. We've 
also included a heavy-duty 
Donaldson air cleaner and a new, 
heavy-duty Cushman PTO clutch to 
keep your new Cushman Front Line 
running longer. A complete family 
of Cushman Front Lines and a wide 
range of accessories are avail-
able to meet all your needs all 

I n t roduc ing a power fu l new 
force in r i d i n g ro tary mowers. 

Now there's more to Cushman " 
Front Line® Mowers than top 
cutting performance. More power. 
More operator comfort. More 
endurance. 

B U I L T T O L A S T 
3424 Cushman, OMC-Lincoln, P.O. Box 82409, Lincoln, NE 68501 

© Outboard Marine Corporation, 1987. All rights reserved. 



Exmark's 3150 comes with a 54-inch 
deck. 
ments are playing a larger role in buy-
ing decisions. Cushman, for example, 
has a new Core Destroyer attachment 
for its Front Line series. Kubota and 
Wheel Horse have added sweeper and 
snowblower attachments. 

From the landscape manager's 
point of view, no matter what kind of 
equipment "Iron Country" (LM first 
coined the term, meaning equipment 
manufacturers, in 1984) turns out, 
there are other considerations in buy-
ing. 

For instance, Russell Studebaker, 
new president of the Professional 
Grounds Management Society, says 
many landscapers consider their 
equipment budget, existing inventory 
and labor budget before buying. Stu-
debaker, senior horticulturist for the 
City of Tulsa, Okla., integrates her-
bicides for trimming with his string 
trimmners and his Toro Grounds-
master mowers. 

"Once we find something we like, 
we like to stick with it because of parts 
i n v e n t o r y , " S t u d e b a k e r t e l l s 
LANDSCAPE M A N A G E M E N T . "We want 
something that's well-built." 

Engines make a big difference to 
Peter Scholz of Vidosh Brothers, Ster-
ling Hts., Mich. " I prefer diesels. 
They're more durable. Our entire 
fleet is Ransomes diesels. We have 
some diesels mowers with 1000 hours 
of use and we haven't touched (re-
paired) them." 

He says his Ransomes mowers are 
also maneuverable and easy to oper-
ate. "They are able to do the big jogs 
and at the same time get into the small 
areas," Scholz notes. 

Mark Yahn of Ground Control 
Landscaping, Orlando, Fla., also pre-

Toro's Greensmaster 3000-D has a liquid-cooled diesel engine. 



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 toj: 
dents know that BETASAN® herbicide is 
more effective, safer and longer lasting than 
all other crabgrass controls, including 
Dacthal* andleam?* 

Or, maybe the reason is Betasan is the 
only preemergent craberass control that's 
safe for bentgrass and all other turfgrasses, 
including established bluegrass, fescue, 
perennial, annual rye, bermudagrass, Zoysia, 
bahia, centipede and St. Augustine. 

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

manding and knowledgeable golf course 
superintendents in the country 

Isn't it time you experienced the same 
confidence? 

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

For more information contact your 
local supplier; or call ICI Americas at 
1-800-759-2500. 

Trusted most by the best 
Circle No. 132 on Reader Inquiry Card 

•Dacthal is a registered trademark of Fermenta Corpi 
••Team is a registered trademark of Elanco 
BETASAN is also marketed professionally under the trade names Bensumec, Pre-San and Lescosan 



MID-SIZE RIDING MOWERS—New for 1989 
COMPANY ROTARY/REEL MODEL COMMENTS 
Brouwer Reel New triplex riding reel with 76-

inch swath 
Bunton Rotary BR 61 18 hp riding mower with Onan 

engine; rear-wheel steer, electric 
lift-cutter deck; 61-inch cut 

Cushman Rotary Core Destroyer New attachment to Front Line 
mowers; badknife hammer 
blades powder cores 

John Deere Rotary 

Rotary 

Groundsmaster 
200 series 

Groundsmaster 
322-D 

(52-,62-, 72-inch cut) has new 
liquid-cooled Mitsubishi gas 
engine to complement diesel 
(72-inch cut) with liquid-cooled 
gas or diesel engine has new 
four-wheel drive added 

Excel Rotary Hustler 640 Hillsider 72-inch heavy dual-trim mower 
with closed look traction drive 
system 
Free-floating rear-discharge 51-
inch mower with 3 V-belt-driven 
blades; up to 9 mph 
320 has 3-cylinder engine, 340 
has 4-cylinder engine; both have 
either 60-inch 3-way blades, 72-
inch standard deck or 72-inch 
dual trim rotary attachments 

Rotary 

Rotary 

Hustler 251 K 

Hustler 320, 340 

72-inch heavy dual-trim mower 
with closed look traction drive 
system 
Free-floating rear-discharge 51-
inch mower with 3 V-belt-driven 
blades; up to 9 mph 
320 has 3-cylinder engine, 340 
has 4-cylinder engine; both have 
either 60-inch 3-way blades, 72-
inch standard deck or 72-inch 
dual trim rotary attachments 

Grasshopper Rotary Model 411 35-inch co-mercial deck; 4 
models ranging from 18 to 21 hp 

Grazer Rotary 

Rotary 

EM 52 

EM 62, 72 

52-inch 3-pt. tow-behind with 
PTO drive available next summer 
Same as above, but with 62- or 
72-inch swaths 

Howard Price Rotary 

Rotary 

Turf Blazer 727 

Sunstrand Model 15 

Diesel-engined with 60- or 72-
inch side or rear discharges 
New model that mows up to 3.8 
acres/hr. 

Kubota Rotary 

Rotary 

S2400 

G series 

New sweeper and snow blower 
attachments 
New four-wheel steering; gas and 
diesel engines 

Lesco Rotary 

Rotary 

Reel 300 Greensmower 

New zero turning radius 52-inch 
rotary with unique dual 
articulating deck, rear bagger, 18 
hp Kohler engine 
Same as above, 36-inch cut; 
available late 1989 
Added dynamic braking, improved 
power steering; 60.75-inch cut 

Locke Reel 

Reel 

Reel 

Model 6C 

Model 1 

Model 4 

New 70-inch triplex with pneumatic 
drive and 5 or 8 hp Honda engines 
87-inch with hydrostatic drive has 
improved hydraulic cooling system 
and optional Honda engine 
77-inch; same as above 

Pro Star Rotary Model 620 New 60-inch ZTR deck 
Scag Rotary 1 2 h p Hydro Adds 12y? hp with 40- and 48-

inch decks 
Toro Reel Reelmaster 216 New three-wheel drive, now with 

11 blades to go along with 5, 8; 
72-inch cutting width 

Reel HMR New 44-or 52-inch with dual 
transmission steering for tight-
circle steering without scuffing; 
three-blade decks 

Reel Greensmaster 3000-D New diesel power 
Walker Rotary Model C 16 hp mower with built-in grass-

catcher, 3,000-hr. life span 
Wheel Horse Rotary Model 724 Z New; following attachments: 60-

inch side-discharge deck, 50-inch 
side discharge, 6 cu. ft. vacuum, 
48 inch snow blade 

Woods/Hesston Rotary Models 3150, 2650 Straight transaxle drive added, 
along with regular chain drive 

Gas or diesel engines are available 
for Kubota's G series. 

fers diesels because of more efficient 
fuel consumption and longer engine 
life. He approximates the diesels have 
five to six times the life of gas engines. 

"We have some diesels we bought 
in 1983 that have yet to be given a 
major overhaul," he says. "Our aver-
age hour life on a 24 hp diesel is 5000 
to 6000 hours." 

Yahn also looks at overall speed, 
which is a combination of ground 
speed, maneuverability and acre per 
hour. "Because of the large amount of 
turf we need to cover in a week, speed 
and maneuverability must be com-
bined with durability," he notes. "We 
look at deck strength quite a bit. The 
gauge of the metal has to be able to 
withstand constant sandblasting. The 
front of the deck func t ions as a 
bumper, so it must be strong, well re-
inforced." 

Yahn also looks at caster wheel as-
s e m b l i e s : " W e a lways order our 
equipment with the heaviest type cas-
ter wheels they make, along with any 
optional items, like anti-scalp rollers, 
to get the deck to float in as many 
directions as possible to prevent scal-
ping, but also to get the floating ef-
fect." 

In overall construction, Ground 
Control likes a liquid, differential-
type axle. " T h e Ransomes and Hust-
lers all have shaft drives; universal 
joints, shafts going down to the axle 
driving the wheel ," notes Yahn. 

Finally, comfort is very important. 
"Those guys sit on those machines 

for 45 to 60 hours each week," Yahn 
says. "If the machine isn't comfort-
able, you'll go through people left and 
right." L M 



Sabre Poa trivialis 
isn't just a good shade grass. 

It's the best. 

Years ago fine fescue was considered the 
best performer in damp shade. 

That changed with the appearance of Poa 
annua-free Sabre Poa trivialis and a 1979 shade 
tolerance trial at Ohio State University. 

In that test Sabre was top-rated for shade 
tolerance when compared to 39 mixtures, blends 
and monostands or fine fescue, ryegrass, Ken-
tucky bluegrass and tall fescue. 

An excerpt from trial data said: "Sabre, 
which had the highest overall seasonal ratings, 
maintained the most consistent quality through-
out the season." 

Due to its special qualities Sabre should 
be sown only in damp shade. For this purpose it 
may be mixed with fine fescue, turf-type ryegrass 
or Kentucky bluegrass. 

Normal cutting height is 1-1/2 inches, but 
on winter putting greens in the Southern U.S., it 
has proven its ability to thrive when cut at 3/ 16th. 

One of the first domestic varieties to be 
registered with the U.S. Plant Variety Protection 
Office, Sabre is both disease-resistant and hardy. 

is inTERnnnonnb SEEDS, inc. 
P.O. Box 168 - 820 First Street • Halsey, Oregon 97348 -Telephone: 503-369-2251 -TELEX 910-240-5575 
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Toro's Triflex® 88" cutting dock can increase your 
cutting productivity approximately 22%. And it's rctro-
fittablc to other Groundsmaster 300 Series units. 

The Tritlcx lets you choose an 88" 72,r or 54" width of 
cut without stopping. So for large acreage mowing with 
or without obstacles, the Tritlcx deck gives you added 
flexibility in addition to expanded cutting capacity. 

For better maneuverability 
and less driver fatigue, 

we've added power 
steering. Combined 
with a big, 15" steer-
ing wheel and a hydro-

static control pedal, the 
Groundsmaster 300 Series 

is as easy to drive as a car. 

What Fun Is Setti 
If Y>u Can't Raise] 

Imagine an out front rotary mower that is so 
productive that customers ask you not to 
change a thing. That's exactly the case with the 
Groundsmaster® 300 Series from Toro. For 
16 years they've been the industry standard 
because of their unmatched power, produc-
tivity and maneuverability. 

So instead of changing a good thing, 
we're simply giving you more of it by add-
ing some new features. 

"Groundsmaster," "Triflex* and Toro* arc registered trademarks ofThe Toro G)mpany. ©1989 The Toro Company. 
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tigThe Standard 
t Once Li AWhile 

Circle No. 171 on Reader Inquiry Card 

Toro's 
enhanced 
traction four-
wheel drive is much 
more dependable than the 
two-wheel, differential lock type 
found on competitive machines. An 
on-demand overrunning clutch prevents 
against rear tire scuffing in turns, and a shift 
lever provides two- to four-wheel drive engage-
ment or disengagement. Sixteen years of customer 
satisfaction have made the Groundsmaster 300 
Series the standard against which other machines 
are measured. And now that we've raised the stan-
dard again by increasing mow 
ing capacity and traction, you 
owe yourself a demonstration. 
Just call your local Toro dis-
tributor or contact Toro The ftofessbnals 
at the address below. That KeepYxi Cutting. 

Now the rugged 
322-D does double 

duty as a four-wheel 
drive model. Four-wheel 

drive gives you enhanced trac-
tion to tackle the steepest hills* 

and other conditions while 
minimizing turf tearing. 

Four-wheel drive rear axle. 

The Toro Company, Commercial Marketing Services, 8111 Lvndale Ave. So., Minneapolis, MN 55420. * Refer to owners manual for recommended maximum slope use. 



TRAINING INSURANCE 
Just because you've spent time and money training employees doesn't 

necessarily mean they've learned anything. Here's how to make sure they 
absorb new information to apply to their job. 

by L a w r e n c e Kokkelenberg, Ph.D. 

Now that it is winter, training time is again upon us. 
Lawn and landscape companies all over America 
start training or send their employees to trade 

shows, conventions, conferences and seminars. 
Employees attend these functions and when the spring 

begins, little—if anything—is different. In fact, the com-
pany may have done itself a disservice rather than the 
intended good that was hoped for. 

Why has this happened? Because of a fundamental mis-
take: there is a difference between classroom learning and 
on-the-job performance. 

When an employee returns from a training program, we 
assume the following: 

1. The training was successful (learning took place); 
2. That learning will translate into on-the-job skills; 
3. That management or the company has little addi-

tional responsibilities. 
Let's explore these assumptions and find out how an 

organization can truly maximize its training dollars. 

Lighting the bulb 
In order for training to be successful, learning must take 
place. Learning implies understanding. Understanding is 
heavily dependent on the ability of the instructor to com-
municate and to some extent, the ability of the attendee to 
listen, focus and be involved. 

Learning, unfortunately, does not always take place. In 
some cases, it takes place only minimally. To increase 
learning, the following actions are recommended: 

1. I n f o r m e m p l o y e e s 
who are to a t t end what 
you e x p e c t them to learn . 
T e l l them why they were 
s e l e c t e d and what e x p e c -
tat ions you have for ap-
plying what they learn . 

2. Inform employees that 
when the training program 
is completed there will be a 
follow-up session within 
one week. Ensure that this 
f o l l o w - u p s e s s i o n t a k e s 
place. Inform employees 
that during this follow-up, 
they will have to make a 15-
minute (or longer) presen-
tat ion on what they re-
member from the program. 
This should either get them 
to pay more attention dur-
ing the training, or at least 
make them review their 
notes. 

3. Have all employees 
who were present in the 
training complete a true/ 

false test or an exam after the training. This will reinforce 
the training session and ensure their learning. 

4. Prior to the training program, ask the trainees to draw 
up a list of items they would like to learn while in training. 
The training is more exciting and more relevant when it is 
learner-requested. 

All these things clearly help the employee prepare for 
learning. The employee will be more attentive during the 
program, and you will have done your part. The rest is up 
to the instructor. 

Once learning takes place, it must have relevance to the 
employee's job or it will quickly be forgotten. Immediate 
application allows for relevance and a critical and neces-
sary opportunity to practice the new knowledge. An orga-
nization must do more than permit usage—it must foster, 
promote, and even demand that the employee's new 
knowledge be used on the job. 

Using new skills 
What will the employee do differently? What ideas does 
the employee have as a result of attending the program? 
How does the employee think they will implement any of 
these ideas? 

Questions like these encourage the employee to use 
these skills on the job. 

Management, in order to receive the greatest return on 
investment for training dollars, must support the em-
ployee's learning and practice. Support after the training 
program can come in many ways. 

Once learning takes place, it must 
have relevance to the employee's job 
or it will quickly be forgotten. 

• Management can now make the employee's new 
skills part of their performance appraisal. 

• Management can send out six-week and six-month 
surveys asking employees if what they learned at training 
is still being used. 

• Management can give additional responsibilities and 
authority to help these individuals use what they learned. 

• Management can follow up employee learning to see 
if they are using any new skills. 

• Management can ask employees to train or lead oth-
ers. 

• Management should always be a model. 
Any company that merely sends its employees to a 

convention or training program, asks "how was it?/' and 
then returns to business as usual would do better to keep 
the money in the bank. Any company that trains its em-
ployees and then promptly forgets about the training— 

Lawrence Kokkelenberg is 
president of the Center for Busi-
ness Development, McHenry, 
III. He is a popular speaker at 
Professional Lawn Care Asso-
ciation of America conventions. 
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Keep your reputation 
spotless. 

Golfers may not know leaf spot 
by name, but it can mark the dif-
ference between your course and 
someone else's. 

DYRENE® 4 Turf Fungicide has 
been effectively controlling leaf spot 
for years. And for every day of con-
trol you get, nothing costs less. 

DYRENE 4. Proven control. 
Because we have a reputation 
to consider, too. For more informa-
tion, contact Mobay Corporation, 
Specialty Products Group, Box 4913, 
Kansas City, MO 64120. 

DYRENE is a Reg. TM of Mobay Corporation. 

Dyrene 4 

Mobay Corporation 
A Bayer us* INC COMPANY 

Bayer 



never following it up, assuming the employee has learned 
and retained the information—would also do better to 
keep the money in the bank. 

The purpose of training is to develop new skills in the 
participants. Training in the classroom usually does not 
develop new skills. Learning that takes place in the class-
room is only part of the training process. In the classroom, 
learning takes place because of the content, the success of 
the instructor, the attention and listening skills of the 
participants. Learning demands comprehension. 

Making sure 
Skills are developed through practice, feedback, job rele-
vance, reward and recognition. These factors take place on 
the job, after the classroom learning has been completed. It 
is managers' and supervisors' responsibilities to make sure 

Lebanon's premium fertilizers with TeamTM pre-emer-
gence herbicide let you double-team your turf's toughest 
competition: annual bluegrass, smooth and hairy crabgrass, 
goosegrass, and green and yellow foxtail—as they 
germinate. 

Lebanon's fertilizer/control products featuring Team 
have the added strength of two of the most effective de-
fense-oriented pre-emergent herbicides today—benefin and 
trifluralin. And, the potent offensive power that Lebanon's 
premium fertilizers bring to strengthen northern and south-
ern turfgrasses. 

It's double trouble that lasts. Team won't leach out, 
even in heavy rainfall. Once it's activated, it forms a vapor 
zone to keep weeds from sprouting for several months. 

For more information on which Team formulation is 
right for your turf conditions or on custom-blended options, 
contact your local Lebanon distributor or call our Greenline 
today at 1-800-233-0628 or 717-273-1685. 

For a winning season against annual weeds, put our 
Team products to work for you. 

There's a Lebanon fertilizer with Team formulation to 
meet every turf care need. 
• Country Club 19-4-6 (3.2 WIN) with TeamTM 1.155% 
• Lebanon Pro 20-3-5 (4 SCU) with Team™ 1.155% 
• Lebanon Pro 15-5-5 (4.5 SCU) with TeamTM 1.155% 
• Lebanon Pro 6-0-18 (All Chemical) with TeamTM 1.155% 
• Lebanon Pro 26-3-8 (5 SCU) with TeamIM 1.54% 

Lebanon 
TOTAL T U R F C A R E 

A division of Lebanon Chemical Corporation 
P.O. Box 180 • Lebanon, PA 17042 

TEAM'M and Diagonal Color Bar are the registered trademarks for Elanco 
Product Company's combination of benefin and trifluralin. Refer to 

product label for proper application instructions. 

that learnings from the classroom become translated into 
on-the-job new skills. 

To make training profitable: 
• Select your people carefully and with purpose; 
• Inform them in advance of your requirement and 

expectations; 
• Review their learnings immediately upon return; 
• Expect and plan for on-the-job performance transla-

tion/improvement; 
• Follow it up in one or more ways for six months. 
If we all do our jobs, training does pay and does translate 

into on-the-job performance improvement, lower turn-
over, higher productivity and higher quality. Training 
takes classroom time and on-the-job practice. Training can 
be costly, but then again, consider the cost of ignorance, 
turnover and callbacks. LM 

Are these guys learning anything? It may depend on 
whether or not their boss took the time to prepare them 
properly for the seminar. 



WE NEVER STOP PUSHING FOR PERFECTION 
More people find more reasons to get behind 

Ransomes Bobcat than any other mid-size mowers. Because we never stop 
getting great ideas for improving them. Like our new ultra-durable, 

double-wide belt for truly uninterrupted mowing. Or our exclusive quick-lock 
caster clips for dependable wheel security. For landscaping and grounds-
keeping, remember; no one puts more new features on a wider selection 

of commercial mowers (32" to 54" cutting widths) than Ransomes. 
The best selling mid-size mowers in the world. 

To see more great ideas, get started at your Ransomes distributor. Or call 
Ransomes, Inc., One Bob Cat Lane, Johnson Creek, Wl 53038, (414) 699-2000. 

RANSOMES 

WHERE GREAT IDEAS START 
Circle No. 274 on Reader Inquiry Card 



Introducing new Pace! 
The first Pythium fungicide so 

advanced it even 
0 cleans up after itself 
Q S S i t Each car-

D ton contains two 
f^ water-soluble 

packets. The exact 
amount needed to treat the 
average size putting green. 

Simply drop the two pre-
measured packets into a half-
filled spray tank,then discard 
the carton as you would any 
paper container. 

Within two minutes, the 
packets are thor-
oughly dissolved., 
And all that's left 

Pace controls Pythium 
both on contact and systemicalfy. 

for you to do is fill the rest of 
the tank and spray. 

It's that simple. And that 
safe. Because all you touch 
is the outer carton itself. Not 
the chemical. 

// But once ittouches 
your turf, new Pace 

^ delivers Pythium 
control never before 



gatthemost 
Kitolever invented. 
ageitcamein. 

pre-tested formu-
lation of a contact 
and a systemic. 

In trials at 
major universities, 

The new Race water-soluble packaging dissolves thoroughly within just 2 minutes synergistic 

seen in a single fungicide. Be- dual action of this combina-
cause a single fungicide it's not. tion proved more effective 

What it is, is the first ever than any other Pythium fungi-
pre-mixed,pre-measured,and cide currendy on the market. 

So if you've been waiting 
for a fungicide that not only 
takes care of Pythium,but also 
things like employee expo-
sure and container disposal, 
it's finally here. ^ 

New Pace. ^ Q 
Now at your p 
turf chemical rd tv 
distributor. 

© 1988 C1BA-GEICY Grrporutunjurf and Ornamental Products, Box 18300, Greensbom, NC 27419. AWys read and folk™ label directions 



THE TRADITION 
CONTINUES... 

Ordinances protecting trees date back 300 years in Newark, N.J. Under tree 
pioneer Carl Bannwart, more than 60,000 trees were planted in the city. 

Today that tradition lives on. 

o ne of the major areas of con-
| cern to residents of any muni-
cipality is the maintenance of 

street trees. In Newark, N.J., tree 
maintenance was once the 
largest area of citizen com-
plaint. Over the past four 
years, however, the city has 
set a new standard for es-
tablishing a comprehensive 
urban tree management 
and implementation pro-
gram. 

The city today continues 
the tradition set by Carl 
Bannwart, its first urban 
forester. During the last 
t h r e e years , more than 
2 0 , 0 0 0 t rees have been 
pruned, all dead trees and 
all stumps removed, and 
more than 3000 new trees 
planted. 

The tree management 
program was vigorously re-
instituted late in 1984 when 
the city council contracted 
to provide a complete in-
ventory of all street trees, 
park trees and to recom-
mend planting sites. 

Under the terms of the 
contract, the data collected 
was computerized and a 
comprehensive plan was 
developed for the city to 
use in caring for and replac-
ing its trees. 

The inventory included 
trees on public streets and 
in city parks. It contains in-
f o r m a t i o n on l o c a t i o n , 
number, size, species, con-
dition, insect infestation, 
disease and other problems of the 
trees. 

In addition, the location of each 
tree, by street address, block and lot, 

Frank J. Sudol is chief of planning and pro-
ject execution for the City of Newark. Alvin 
L. Zach is director of the city's Department 
of Engineering. 

by F r a n k J. SudoJ a n d Alvin L. Zach 

census tract and ward, as well as its 
genus and species, size (diameter at 
breast height), height to the top of its 
crown, maintenance needs and loca-

Newark's tree numbering system using an "S" to note 
side lot trees and "M" for roads with tree medians. 

tion in relation to overhead wires was 
noted. 

Future tree planting sites were 
identified for the optimum planting of 
new trees, detailing the best species 
for particular areas. 

The contract provided $46,125 for 
the inventory and $6,170 to train New- ington, D.C. 
ark employees to use the system. 

The remaining $3,470 was used to 
develop a "work data program" that 
allows the department to record work 
as it is done on trees to continuously 

update the initial inven-
tory. This has provided a 
c o m p l e t e data base on 
Newark's trees. It also al-
lows the city to compare 
costs between contractors, 
various tree species, tree lo-
cations and total expen-
ditures on each tree care 
function such as removal 
and pruning. This work 
data program was recently 
revised by the city's com-
puter consultant to make it 
more functional and to bet-
ter meet the city forester's 
needs. 

As d a t a is a c c u m u -
lated, it is possible to eval-
uate the comparative cost 
of maintaining an Ameri-
can sycamore to that of a 
maple. Then it can be de-
cided when it is no longer 
e c o n o m i c a l l y v iable to 
maintain a mature tree. In 
addition, it can be deter-
mined the cost ratio for 
n u m e r o u s smaller trees 
compared to the cost of a 
large over-mature tree. 

Inventory updating is 
performed by the city's for-
ester in order to sustain the 
value of the initial inven-
tory. 

While the trees in New-
ark County parks were not 
included in the city's in-
ventory, it's important to 

note their significance. Newark is 
known as "Cherryblossomland" for 
the magnificent display of more than 
3,000 cherryblossom trees in the 360-
acre Branch Brook Park. It is one of the 
most famous in the world, exceeding 
even the Tidal Basin display in Wash-

continued on page 60 



IF YOU DONT BUY A SCAG 
HYDRO THIS YEAR, HERTS WHAT 

YOU'LL BE MISSING. 
Scag's new hydrostatic riders are engineered and 
built to perform better and last longer. No other 
hydrostatic rider gives you the high-performance 
features you get on a Scag rider. 
Hydrostats are available with 40-, 48-, 61- and 

72-inch decks and 12.5 to 20 HP engines. Scag 
also manufactures a complete line of commercial 
walkers from 32- to 72-inch cutting decks and 
12.5 to 20 HP engines. See the complete line of Scag 
commercial mowers today. 

• Scag's patented pivot-mount frame and zero-turning 
radius make maneuvering easier. 
• Eaton Series 850 hydrostatic transaxle for smooth 
operation with just a touch of the foot. 
• Scag-designed hydraulic cooling reservoir 
provides almost double the cooling capacity. 
• Drive wheels driven by independent ^ 
motors fora smooth transition ^ ^ 

: SUBSIDIARY OrMETALCRAFT OF letalcraft DriverMayville, 

ircle No.h-ee-on-Reader 
© SCAG POWER EQUIPMENT, 1989. ALL RIGHTS RESERVI 



TABLE 1. 
PLANTING SITE IDENTIF ICATION 

All planting sites for locations where trees should be 
planted were classified as marginal, small, medium or large and 
whether sidewalk or asphalt excavation is needed before tree 
planting. The following are minimum dimensions for planting 
sites: 

Sidewalk Minimum Minimum 
Computer Site Excavation Distance Distance 
Code Size Required to any Tree to Building 

MGPS Marginal No 30 feet 6 feet 
SPS Small No 30 feet 10 feet 
MPS Medium No 40 feet 15 feet 
LPS Large No 50 feet 20 feet 
MGPS/EX Marginal Yes 30 feet 6 feet 
SPS/EX Small Yes 30 feet 10 feet 
MPS/EX Medium Yes 40 feet 15 feet 
LPS/EX Large Yes 50 feet 20 feet 

The following are additional specifications used to determine the 
presence of planting sites: 

* All planting sites were at least 35 feet away from the 
intersection of curbs. 

* All planting sites were at least 10 feet away from fire 
hydrants. 

* All planting sites were located at least five feet away from 
any visible or identifiable underground utilities, signs, 
light poles, driveways or other permanent structures. 

* The largest possible size classification was recorded for 
each planting site. 

Trees receiving a rating of "safety trim" are recommended for trimming to 
remove hazardous deadwood a n d / o r broken branches. 

Defining work 
By visual inspection, work needs and 
p r i o r i t i e s w e r e d e t e r m i n e d . T h e 
m a i n t e n a n c e need was ass igned 
based on a thorough visual examina-
tion of the tree by trained and experi-
enced tree care experts. Each tree 
needing work was put into one of five 
categories: tree removals, safety trim, 
routine prune, safety clearance trim 
and prune to shape. 

This data provided a basis for pri-
o r i t i z i n g t r i m m i n g and r e m o v a l 
needs. It assisted in developing accu-
rate trimming forecasts. Definition of 
the maintenance groups are: 

1. Tree removals. Trees designated 
as "removal" had one or several de-
fects that could not be cost-effectively 
or practically corrected. Such defects 
included severe trunk decay and se-
v e r e l y d e c a y e d or w e a k e n e d V-
crotches that could not be effectively 
called or gauged. The majority of the 
trees in this category had a major per-
centage of their crown dead and con-
s e q u e n t l y w e r e p o t e n t i a l sa fe ty 
hazards. 

Smaller trees (0 to 6 inches diame-
ter breast height) listed as "removals" 
are usually those that have died as a 
result of transplant shock, vandalism, 
poor c u l t u r a l p r a c t i c e s or o ther 
causes. 

2. Safety trim. Trees receiving a 
rating of "safety t r i m " are recom-
mended for trimming to remove haz-
ardous deadwood and/or broken 
branches. Most of the trees in this cat-
egory pose a potential safety hazard 
which could result in bodily injury or 
property damage. These were further 
classified into two priority categories 
based on the potential for injury or 
liability: 

a. Immediate priority: any tree 
with broken or hanging limbs, haz-
ardous deadwood and dead, dying or 
diseased limbs or leaders greater than 
four inches in diameter that are in 
immediate danger of falling. 

b. High priority: any tree with dead, 
d y i n g , d i s e a s e d or w e a k e n e d 
b r a n c h e s b e t w e e n two and four 
inches in diameter that are a potential 
safety hazard. 

3. Routine prune. Trees receiving 
this rating often have problems that 
have the potential of becoming safety 
hazards if not corrected in the near 
future. This includes trees with dead-
wood which present ly pose l itt le 
threat of bodily injury or property 
damage, correctible structural prob-
lems and/or growth patterns that 
would eventually obstruct traffic or 
interfere with utility wires or build-
ings. Rout ine prune maintenance 
needs were classified into two priority 
categories: 



The choice is yours. Whether 
your customers need season-long 
preemergence weed control by itself 
or on fertilizer from leading formula-
tors, Team fits. 

Either way, you can control 
crabgrass and goosegrass season-
long with just one application. Or 
even a split application, if need be, 
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. 

And Team does all this without 
hurting your turf, including sensitive 
bentgrass. 

So spread it straight in granular 
form. Or spread it on fertilizer avail-
able from leading formulators. Team 
fits your program. See your Elanco 
representative. Or call toll-free: 
1-800-352-6776. 

Elanco Products Company 
A Division of Eli Lilly and Company 
Lilly Corporate Center 
Dept E-455, Indianapolis. IN 46285. U.S.A. 
Team1" — (benefin+trifluralin, Elanco) 
Refer to Team label for complete use directions. 

Circle No. 118 on Reader Inquiry Card 

Spread it your way. 



TABLE 2 
CONDITION CLASS RATING SYSTEM 

Condition class uses the following rating scheme: 

T R U N K 
C O N D I T I O N : 

G R O W T H R A T E : 

S T R U C T U R E : 

I N S E C T 
& D I S E A S E S : 

C R O W N 
D E V E L O P M E N T : 

L I F E 
E X P E C T A N C Y : 

Sound & solid (5) 
Sectons of bark missing (3) 
Extensive decay & hollow (1) 

More than 6-inch twig elongation (3) 
2- to 6-inch twig elongation (2) 
Less than 2-inch twig elongation (1) 

Sound (5) 
One major or several minor limbs dead (3) 
Two or more major limbs dead (1) 

No pests present (3) 
One pest present (2) 
Two or more pests present (1) 

Full & balanced (5) 
Full but unbalanced (3) 
Unbalanced and lacking a full crown (1) 

Over 30 years (5) 
15 to 20 years (3) 
Less than five years (1) 

Total Points 
2 3 - 2 6 
1 9 - 2 2 
1 4 - 1 8 
1 0 - 1 3 

6 - 9 
0 

Class 
Excellent 
Very good 
Good 
Fair 
Poor 
Dead 

a. High priority: all trees with dead, 
dying or diseased wood between one 
and two inches in diameter and/or 
requiring removal of interfering or 
weak branches which need attention 
in the near future, but pose no current 
threat of bodily injury or property 
damage. 

b. Low priority: all trees with dead, 
dying or diseased or other incipient 

problems that are judged not to need 
immediate maintenance attention 
and pose little threat of becoming se-
rious problems until their next trim 
cycle. 

4. Safety clearance trim. This cate-
gory represents trimming needed to 
clear areas that obstruct pedestrian or 
vehicular traffic. All trees obstructing 
the view of traffic control signs were 

noted in this category. 
5. Prune to shape. Indicates the 

need to prune small trees correctly or 
eliminate weak, interfering or objec-
tionable branches in order to mini-
mize future maintenance needs. This 
applies to trees that can be worked 
with a pole pruner by a person stand-
ing on the ground. 

6. Clearance. All trees not cleared 
to a height of 13 feet 6 inches over 
roads and 8 feet over sidewalks were 
included in this category. 

Accomplishments 
As a result of the inventory and cost 
comparison with city-provided ser-
vices, the city's Department of Engi-
neering moved to contract all tree 
maintenance at substantial cost sav-
ings to the city. Without the inven-
tory, much of the work would not 
have been performed. The organized 
record-keeping offered by the inven-
tory has aided the city dramatically. 
Now, only one individual is needed to 
maintain the system and contract out 
all necessary work as computerized 
scheduling necessitates. The comput-
erized inventory also has provided 
the city with better accountability on 
how it spends tree management 
funds. 

In 1985 and 1986, more than 2,600 
trees were removed at an approxi-
mate cost to the city of $350,000. 

The Department of Engineering 
planted approximately 1000 street 
trees in 1986. Sites were determined 
by resident request and city pri-
oritization. An emphasis for planting 
new trees was placed around urban 
garden sites, residential communities 
and areas where the likelihood of van-
dalism is less. The apporixmate cost 
for the 1987 planting of another 1,000 
trees was $350,000. 

The DES street tree inventory did 
not inventory tree stumps to be re-
moved within city boundaries. The 
Department of Engineering, however, 
identified approximately 100 stumps 
from city resident requests, other re-
quests and departmental field inspec-
tions. All stumps were removed with 
an approximate cost of $20,000. 

By the end of 1987, two-thirds of 
Newark's tree population had been 
trimmed since 1985. The entire tree 
population was projected to be trim-
med within another two years, with 
an estimated annual cost of $300,000. 

Emergency tree work for fallen 
limbs, branches and trunks is another 
service the Department of Engineer-
ing now has under contract. The two 
emergency response times used are 
the one-hour notice and 72-hour 
notice. The estimated cost to the city 
is approximately $100,000. LM 
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The Only One-Stop Source For Your 
Underground Construction Equipment Needs... 

msK 



Ditch Witch 
Your Ditch Witch Dealer 

When people in the construction business 
hear the name Ditch Witch, they think 
trenchers and vibratory plows. And for good 
reason, because Ditch Witch is the leader in 
these fields. But you might be surprised at 
some of the other products offered by 
Ditch Witch. They are different than trenchers 
and plows, yet they fit in exactly with 
many of your specialized underground 

construction jobs. 

Perma-Soil* Stabilizer 
When your work involves restoration of 

excavations, street repairs, fixing potholes 
or setting utility poles, you can save time and 
money when you use Perma-Soil stabilizer. 
It dries, strengthens and bonds soil into 
usable backfill. It also minimizes settling 
of repaired sites. Perma-Soil stabilizer is 
effective in soils with a seven percent or 
greater moisture content. 

The 1 025SK backhoe loader is compact, versatile and highly productive. 

1 025SK Sidekick- Backhoe/Loader 
This is the machine that does the jobs 

others cant do, because it's compact enough 
to work in places where others can't go. The 
1 025SK is big on performance. It features 
a 10-foot depth backhoe on one end and a 
self-leveling, 2,500-pound operating capacity 
loader on the other. For maneuverability, 
the 1 025SK has four-wheel steering and 
four-wheel drive. 

Rammers, Plate Compactor 
Pound for pound, Ditch Witch compaction 

equipment is the best you can buy for 
trenching restoration or street repair. The 
DR-50 Rammer, the DR-65 Rammer and the 
DP-190 Plate Compactor are totally 
self-contained. \ 

Ditch Witch compaction equipment helps complete the job. 



Earth Augers, Boring Equipment 
Whether the bore is under a sidewalk 

or a freeway, Ditch Witch has the boring 
and earth auger equipment to do it. Ditch 
Witch boring units deliver the dependable 
power and precise control needed for 
horizontal boring or casing push jobs. All 
three hydraulically-powered models are easy 
to operate and cool-running. Choose from 
several cutter heads. 

Ditch Witch boring equipment is designed for better, cooler, more precise 
horizontal boring. 

Pierce Airrow® Pneumatic Piercing Tool 
Install pipe, cable or wire under streets or 

paved surfaces where other methods are 
cost prohibitive, with the Pierce Airrow 
pneumatic piercing tool. Simplicity of design 
makes it dependable, because there is only 
one moving part. There are no welds in the 
one-piece tube. The earth compressing 

The versatile Pierce Airrow tool installs pipe, cable or wire under obstacles 
where other methods are cost prohibitive. 

nosepieces are machined from heat-
treated steel bar stock. The Pierce Airrow 
tool is fast, easy to use and reversible. 
Choose from five models that range from 
2 inches up to 516 inches in diameter. 

Rugged Ditch Witch trailers are built for long service life. 

Equipment Trailers 
Ditch Witch manufactures a complete line 

of top-quality equipment trailers. There's 
a Ditch Witch trailer for every model 
Ditch Witch machine. They are designed for 
easier, quicker loading and unloading, and 
made to optimize load distribution for better 
road stability, to help protect your equipment 
investment. Ditch Witch trailers also are ideal 
for hauling other equipment. 

Your Underground Construction Expert 
Your Ditch Witch dealer is the only one-stop 

source for your underground construction 
equipment needs. He carries the full line of 
Ditch Witch trenchers and plows, a wide 
range of specialized tools, maintains a trained 
staff of service experts and stocks a complete 
parts inventory. He also offers an exclusive 
benefit you cant get anywhere else; his 
knowledge of the underground construction 
business and of your business needs. 
Underground construction isn't a sideline 
with your Ditch Witch dealer. 

To arrange a product demonstration, or 
get more information, call your local Ditch 
Witch dealer. Or call The Charles Machine 
Works, Inc. toll free at (800) 654-6481. 

Ditch Witch 



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

Ditch Witch of Indiana 
3095 East Main Street 
Danville, Indiana 46122 
(317) 745-6929 

Ditch Witch of Southern Indiana, Inc. 
1313 Newton Avenue 
Evansville, Indiana 4771 5 
(812)477-9275 

Ditch Witch of Northern Indiana, Inc. 
2720 Goshen Road 
Fort Wayne, Indiana 46808 
(219) 484-0667 

Ditch Witch - Iowa, Inc. 
1000 West Sixth Avenue 
Slater, Iowa 50244 
(515) 685-3521 

Branch 
Davenport, Iowa 
(319) 391-4656 

Ditch Witch Sales of Michigan, Inc. 
3401 West Grand River Ave 
Howell, Michigan 48843 
(517) 546-9848 

Ditch Witch Trenching Co. 
of Kentucky, Inc. 
618 East Dixie Ave. 
Elizabethtown, Kentucky 42701 
(502) 769-3309 

Branches 
Lexington, Kentucky 
(606) 263-5050 
Louisville, Kentucky 
(502)968-1605 

Ditch Witch of Minnesota, Inc. 
Jet. 41 & US 169 
Shakopee, Minnesota 55379 
(612) 445-3066 

Branch 
Fergus Falls, Minnesota 
(218)736-5688 

Ditch Witch Sales 
E. Springfield Road 
Sullivan, Missouri 63080 
(314) 468-8012 

Ditch Witch of Omaha 
1-80 & Hwy. 50 
Omaha, Nebraska 68137 
(402) 895-2444 

Ditch Witch Sales & Service 
3550 Red Bank Road 
Cincinnati, Ohio 45227 
(513) 271-3040 

Ditch Witch of Central Ohio 
1 221 Marion Road 
Columbus, Ohio 43207 
(614) 443-9751 

Ditch Witch of Northern Ohio 
1703 Fifth Street 
Sandusky, Ohio 44870 
(419) 625-0093 

Ditch Witch of South Dakota, Inc. 
1-29 & Tea Exit 
Sioux Falls, South Dakota 57101 
(605) 368-2714 

Ditch Witch of Northern Wisconsin 
2138 W. Wisconsin Ave. 
Appleton, Wisconsin 54914 
(414)739-4408 

Ditch Witch of Wisconsin 
1 305 Sentry Drive 
Waukesha, Wisconsin 53186 
(414) 547-7737 



POST-ERIZING 
LANDSCAPES 

You can provide your landscape clients with an additional service if you've 
got someone on staff who can design and/or build attractive wooden fences. 

They not only add beauty to the home, but value too. 

by Ronald C. Smith, Ph.D. 

Early settlers found more wood 
than they'd ever seen when 
they arrived on the American 

continent. Coming from timber-short 
Europe, they used wood for virtually 
every building purpose imaginable: 
ships, homes, barns, schoolhouses, 
bridges, factories and fences. 

The poet Robert Frost wrote, 
"Good fences make good neighbors." 
Abraham Lincoln got his start supply-

ing fence rails, and Tom Sawyer con-
ned his friends into painting his Aunt 
Polly's fence. Today wood fences are 
increasingly popular with the home-
owner to mark his boundaries, protect 
a swimming pool or provide privacy. 

A well-designed and installed 
wood fence becomes a positive land-
scape asset, providing an attractive 
picture frame for a home or property. 
Fences come in all sizes and heights, 

and most require only basic carpentry 
skills to construct. 

However , before ins ta l l ing a 
wooden fence, check with the local 
building code office; there may be 
height and/or construction limita-
tions. If the fence is going to be put 
along a property line, don't guess! It is 
worth the investment of a few dollars 
to get an accurate survey of the prop-
erty: opinions between neighbors do 



not count should a court battle result. 
Speaking of neighbors, if a property-
line fence is being considered, en-
courage your client to talk it over with 
his neighbor to review what is 
planned and see if a possible cost divi-
sion can be established. 

Woods and posts 
For competitive, aesthetic and du-
rability reasons, most wood used in 
fences is constructed of cedar, red-
wood, or cypress. Some wood prod-
ucts may be pressure-treated pine 
impregnated with a registered wood 
preservative to give it longer life. This 
treatment adds to the cost and, in the 
case of some pine, may not result in a 
fence that would stand up to the ele-
ments any better. The contractor 
should use the readily-available ma-
terial, at competitive prices; wood his 
clients will accept. 

The posts should be pressure-
treated with a preservative. Brushing 
or dipping the posts into a preser-
vative does not give long-term satis-
faction; it may be considered an illegal 
use of a pesticide. Other fence compo-
nents can be treated with a legal 
brush-on preservative before painting 
or, if staining, treated with a preser-
vative added to the stain. Rot starts in 
joints where boards are fastened to 

framing, so take special care to treat 
these areas before the fence is built. 

Posts are usually 4 in. by 4 in., and 
up to 8 ft. apart. If, however, the fence 
is going to be higher than the standard 
6 ft., or is subjected to high winds, 
then 6-in. by 6-in. posts would be a 
better investment. A good rule of 
thumb is for the post to be buried 2Vi 
ft. into the ground. With most posts 
being 8 ft. long, the post available for 
nailing stringers and other members 
is about 5V2 ft. 

To allow the moisture to run off, 
customize the tops of the posts in 
some manner so that a bevel exists. 
Speaking of nails, make sure all hard-
ware, including nails, screws, gate 
hinges and straps are of stainless steel, 
aluminum alloy or hot-dipped gal-
vanized steel. For maximum holding 
power, use annular or spiral-Shank 
nails. 

To reduce splitting, pre-drill a pilot 
hole about three-quarters the diame-
ter of the nail. For dense or brittle 
wood, grind sharpness from nails or 
blunt the points by striking them care-
fully with a hammer. Blunt nails cut 
through; sharp ones pry apart. 

Posts can be set in gravel, concrete, 
set on concrete and braced with strap 
iron, or simply stabilized in the 
ground by digging a hole big enough to 

have crosscleats of 2-by-4s below 
ground (see sketch 10). Setting posts in 
concrete is a popular option as it pro-
vides the greatest stability and long-
ivity. Be sure the top of the concrete is 
sloped away from the post to provide 
good drainage, and that the bottom of 
the post does not have concrete placed 
under it (see sketch 11). This would be 
a site for water to collect and acceler-
ate wood rot. 

Gravel-set posts should be pro-
vided with 6 in. of gravel beneath the 
bottom of the post to provide for good 
drainage. In all cases, make sure the 
posts are absolutely straight by using a 
carpenter's level and then bracing 
them temporarly for support until 
they are permanently set. Nothing 
will detract from a fence quicker than 
one which is out of vertical or not 
level. 

The horizontal supports (stringers) 
for most fences are 2 in by 4 in. Use 
three supports in solid fences 6 ft. or 
higher. The third rail gives added sta-
bility and nailing surface. Stringers 
should be considered carefully, as 
overloaded 2-by-4s are a very com-
mon cause of fence failure or sag. 

When in doubt, three are always 
better than two, and the method of 
attachment is very important. While 
nailing may be quick and appear to be 



Turf needs a Balanced Diet too... 
Iron makes the Difference! ( 

Fert i l izat ion programs that include iron: stimulate green up, enhance root 
growth, and improve tolerance to heat, cold, and drought conditions. 

Lawn Flex® 8% Iron plus 8% Sulfur makes all the difference. 
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SKETCH 9 

satisfactory, in time the nails may 
loosen or pull out as they are exposed 
to the weather. 

Use either a counter-sunk carriage 
bolt for attachment or a steel angle 
bracket to attach to the posts. If nailing 
is still preferred, then use the annular 
or spiral-shaped ones for maximum 
holding power. 

Facing detail 
Fences have many purposes, but most 
are installed for privacy or some de-
gree of security in a hopefully aes-
thetic manner. One of the best fence 
styles to meet these criteria is the 
board-on-board or al ternate board 
style. In addition to aesthetic features, 
this s tyle a l lows the air to pass 
through, spreading out snow drifts for 
faster melting. The real bonus of this 
fence is that it looks great from both 
sides. 

A solid, stockade-type fence may 
offer a little more privacy and secu-
rity, but it provides the greatest wind 
resistance, causes deep snow drifts to 
form, looks good from only one side 
and is usually quickest to deteriorate. 
Additionally, heat zones can build up 
on south or west exposures which can 
kill some plants or at least accelerate 
plant desiccation. 

Let your imagination run free in 
select ing a design—virtual ly any-
thing can be done, which is a major 
advantage of working with wood (see 
sketch 4). 

The gate 
Since gates will be getting the most 
wear and tear, their construct ion 
should be especially sturdy. Here, the 
posts should be 6-by-6 set in concrete 
and assembled with screws rather 
than nails, for greater strength. The 
minimum width for gates is 3 ft., with 
4 ft. being preferred. The larger open-
ing allows for the easy movement of 
small garden and constrution equip-
ment. 

Like fence panels, gates are usually 
a matter of design preference. 

Every successful gate has good 
frame construction and good hinges 
used to hang the gate. There are any 
number of hinges available, but the 
hinge must be matched to the weight 
of the gate. As a rule, gates should be 
supported by at least 3 hinges, partic-
ularly if there is a chance that any 
excess load will be put on the gate, 
soft metal hinges should be avoided. 
Small children are one of the most 
common excess loads. Kingpin and 
flat hinges made of heavy duty, hot 

dipped galvanized steel are com-
monly used and re-bolted to the gate, 
rather than nailed. 

Finishing it off 
Many people prefer to allow their 
wood fences to weather naturally. 
Most p r e s s u r e - t r e a t e d wood will 
weather to a pleasing gray color. 
S h o u l d the wood be p a i n t e d or 
stained, be sure it's dry before any 
type of finish is applied. 

If a paint is to be applied, be sure to 
cover with a good wood primer first, 
then paint with a good grade of out-
door house paint, either oil or latex 
based. Once done, repainting will be 
needed every 3 to 5 years depending 
on exposure and weather conditions. 

If staining is preferred, there are 
three basic types: 

• Penetrating stain - These are 
usually oil-based and are transparent, 
highlighting the wood grain in the 
fence. They also mellow with age if a 
protecting top coat is not applied. 

• Latex stain - These are water-
based, making clean-up much easier. 
They are semi-transparent and will 
mask some of the wood grain. Latex 
s ta ins do not penet ra te wood as 
deeply as a penetrating stain, and they 
too, will mellow with age if no protec-
tive coating is applied. 

• Varnish-based stains - These 
stains combine a penetrating stain with 
varnish for protection; they are avail-
able in both gloss and semi-gloss finish. 

Wood fences open a vista of oppor-
tunit ies for landscape ideas. Most 
truely do create a microclimate for 
growing plants that might have been 
too tender for the location. In some 
cases, fences can provide protection 
from the extremes of sun or wind al-
lowing for the installation of small 
fountains or reflecting pools. LM 

Ronald C. Smith, Ph.D., is an extension hor-
ticulturist with North Dakota State Univer-
sity, Fargo, N.D. He is also on the board of 
the North Central Turfgrass Association. 



THE PRODUCTION MACHINE 
"HIGH CAPACITY, ECONOMICAL, HIGH-FLOATATION" 

That's how this machine has been designed! The 
mammoth 104'' appetite affords you 31% higher 
capacity than a standard 72" unit. With a 60" 
mower out front and two hydraulically operated 
wings, we have eliminated the application of long, 
troublesome belts and assured you of picture 
perfect flotation over berms and undulations. 

Add to this a field tested, 4-cylinder water-cooled, 
40 HP diesel engine in conjunction with hydro-
static transmission and you have a machine which 
will maximize your return on cost of acre cut. 

Contact your local HOWARD PRICE distributor for 
a demonstration on your turf. 
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When you buy fleet 
be prepared for 

There are over 1,100 Nissan Dealers dedicated to filling all your fleet needs. 

At Nissan' we think that hundred brand new Maximas. help your business go places 
But our large dealer body is 

just one of the ways Nissan can 
every fleet vehicle we sell needs a 
great deal of work. 

Not under the hood, but 
behind a desk. And not by 
a mechanic, but rather by 
a highly-dedicated staff of C 
fleet professionals. 

That s why we of fer you ^ 
a nationwide network of over / 

1,100 Nissan Dealers, ready to 
help meet your fleet needs and 
concerns. From a few spare parts 
for a truck to an order of one 

/ j CHICAGO. c o u ^ 

- r . / 
MEMPHIS / 

We have eleven regional offices to serve you. 

Our streamlined ordering sys-
tem is another. With a toll-free 

phone call, you can be put 
in touch with the Nissan 
Fleet Dealer nearest you. 

Fast and simple. 
And since the perfect 

fleet requires the very latest 
in automotive technology, we 

maintain a state-of-the-art com-
puterized tracking system. So 
we can locate your fleet order 

instandy at any time. Anywhere 

Boston Regional Office Denver Regional Office New York Regional Office 
111 Plymouth Street 11000 E 45th Avenue No 4 Corporate Place 

Mansfield. MA 0 2 0 4 8 Denver. C O 8 0 2 3 9 Piscataway. NJ 0 8 8 5 5 
(617) 3 3 9 - 1 0 0 0 ( 3 0 3 1 3 7 1 - 4 2 3 0 ( 2 0 1 1 9 8 1 - 0 2 2 0 

*J D Power and Associates 1988 I Q.S "April 1988 NADA Official Used Car Guide 

Columbus Regional Office 
150 E Wilson Bridge Road. Suite 100 

Worthington. O H 4 3 0 8 5 
( 6 1 4 ) 8 4 6 - 6 9 0 0 

Los Angeles Regional Office 
1683 Sunflower Avenue 
Costa Mesa. ( A 9 2 6 2 6 

( 7 1 4 ) 5 4 9 - 1 2 7 7 

Nissan Motor Corporation in U S A 
18501 South Figueroa Street 

Carson. CA 9 0 2 4 8 
(213)532-3111 



vehicles from Nissan, 
excessive service. 

across the country. 
Our personalized service 

is another advantage. We give 
our fleet representatives the 

flexibility to design 
programs that can 
work around your 
requirements. Rather 
than trying to fit your 
needs into a set of rigid 

guidelines. 
Of course, even 

the best fleet program 
is only as good as the 

vehicles it offers. 
And there's no prob-

lem here. Since Nissan 
offers 37 different models of cars, 
trucks and vans to fill your fleet 
needs. From compacts to off-road 
vehicles. All of them built with an 

Plenty of head and legroom, large 
towing capacities and some of the 
biggest cargo volumes available, 
including the largest of any lead-
ing standard pickup. 

If you Ye looking for an ex-
tremely reliable and roomy econ-
omy car, the Sentra 'is a perfect 
solution. Its available in four dif-
ferent body styles. And in a recent 
study it was shown to be one of 
the most trouble-free cars in its 
class. Even out-scoring the Honda 
Civic* 

And as for something equally 
well-built but a litde larger, the 
Stanza^ is ideal. This luxurious 
sedan offers more standard fea-
tures than all domestic cars in its 
class** Like power steering, power 
brakes and halogen headlights. 

lems during the first three to four 
months of ownership than the 
owners of any other make of car* 

lust a few of the vehicles 

in-depth understanding of both 
the operators and owners wants 
and needs. 

We make fourteen different 
models of Hardbody" trucks. All 
with strong-running, hard-
working fuel-injected engines. 

in the Nissan fleet lineup. 

But dorit just take our word 
for how great Nissan vehicles 
are. Ask a specialist. Like J.D. 
Power and Associates, the leading 
automotive research firm. Accord-
ing to their recent survey, fewer 
Nissan owners experienced prob-

For better service. take a number. 
1-800-323-5313. 

And that included cars that 
cost many thousands more, like 
Mercedes, BMW and Porsche. 

To find out more about 
Nissans customized fleet pro-

grams, call 1-800-323-5313 
toll-free, for the name and 

number of the Nissan Fleet 
Dealer thats nearest you. 
One will be at your service 

immediately. 

NISSAN 

Nissan Fleet Sales. 
Built for the Human Race. 

C hicago Regional Office 
6 0 0 Hnterprise Street 

Aurora. IL 6 0 5 0 7 
( 3 1 2 ) 8 5 1 - 8 0 0 0 

Jacksonville Regional Office 
8 7 4 3 Western Way 

Jacksonville. FL 3 2 2 5 6 
( 9 0 4 ) 7 3 0 - 4 4 0 0 

Norfolk Regional Office Memphis Regional Office 
151 Harbor Drive 5 7 7 5 Summer Trees Drive 

Portsmouth.VA 2 3 7 0 5 Memphis T N 38134 
( 8 0 4 ) 3 9 9 - 4 0 1 1 ( 9 0 1 ) 3 8 5 - 3 1 0 0 

San Francisco Regional Office 
6 8 8 0 Koll Center Parkway Suite 100 

Pleasanton.CA 9 4 5 6 6 
( 4 1 5 ) 4 2 6 - 2 9 1 0 

Dallas Regional Office 
4 4 0 0 Regent Boulevard 

Irving.TX 7 5 0 6 3 
( 2 1 4 ) 9 2 9 - 2 6 0 0 



PARADISE UNDER GLASS 
The Opryland Hotel complex is a greenhouse away from home, 

with enough plant varieties to rival Heinz. 

by Terry Melver, associate editor 

The lush surroundings of the Conservatory feature 15 different palm 
varieties. 

How's this for a service contract: 
daily care of approximately 
18,000 plants—some very rare 

and temperamental—covering four 
acres, in a controlled environment. To 
be tended amidst annual tourist traffic 
of about 500,000 people. 

Such a regimen does exist, but you 

won't find it on any street. It belongs to 
the landscaping crew of the Opryland 
Hotel in Nashville, Tenn. The crew is 
charged with the care and feeding of 
the plant life in the hotel's two 
massive indoor gardens, The Con-
servatory and The Cascades. 

The two lush garden environments 

were installed as part of the hotel's 
Phase II and Phase III expansion pro-
jects, by Earl Swensson & Associates, 
architects for the entire Opryland 
Hotel complex. The Conservatory 
phase was completed in 1983; the Cas-
cades project was finalized in 1988. 

The Conservatory was designed by 
a team of architectural experts in-
spired by conservatories in England, 
Scotland, Italy and Canada. 

44All of your senses are affected 
here," says Swensson. "There are 
places to sit quietly and think. There 
are paths to walk, and there are places 
to eat and drink. 

"The magic is that it's all indoors. 
For someone attending a business 
meeting or a pleasure traveller, the 
Conservatory is more than a figur-
ative breath of fresh air." 

Landscape manager and hor-
t i cul tur is t Hollis Malone spent 
months selecting The Conservatory's 
10,000 tropical ornamental plants 
which represent 37 families and more 
than 215 varieties. It took Malone, as-
sistant landscape manager Don 
Voorhees and a crew of 10 many 
months to finalize the landscape. 

The Conservatory is meant to re-
call the lush solitude of a Victorian 
garden. It includes six kinds of ficus 
trees, four kinds of banana trees, 15 
types of palms and a sampling of 
orange trees. 

"We went to Florida and bought 
most of the Conservatory plants a year 
in advance," says Malone. "In some 
cases we actually took cuttings and 
had a Florida nursery grow the plants 
especially for us." 

Temperature in the Conservatory 
is maintained at 71 degrees with hu-
midity of 50 percent. A retractable 
window shade controls the amount of 
light that streams in through the 110-
foot-high roof. 

Soil for the Conservatory is a mix 
of 60 percent pinebark fines, 20 per-
cent peat and 20 percent sand. "We 
tried to balance pH during mixing 
process by adding lime nutirents," 
says Voorhees, "now we find the soil 
is settling. We've started a regular pro-
cess of adding soil as needed to raise 
the plants. In some areas, soil depth 
reaches three feet." 



Cascading 
beauty 
The Cascades is a a 
two-acre water-ori-
ented interior space 
that features 8,200 
tropical and orna-
mental plants of 449 
different species, 
and a lake t h a t 
covers 12,500 square 
feet. 

The challenge to 
Malone when se-
lecting plants for the 
C a s c a d e s was to 
c o m p l e m e n t the 
Conservatory while 
h i g h l i g h t i n g the 
Cascade's own fea-
tures, and to install 
plants that were as 
well developed as 
those in the Con-
servatory. 

"We went a step 
further than we did 
w i t h t h e C o n -
servatory design by 
selecting a larger va-
riety of flowering 
bushes and trees as 
well as a number of 
rate plants ," says 
Malone. 

Plant varieties in the Cascades col-
lection range from a 40-foot high Al-
exandria palm tree to six-foot-tall 
ginger bushes and jasminum vines. 

The Cascades is truly a landscap-
ing wonder. Light streams in through 
a glass skylight, and water flows down 
and around man-made yet realistic 
rocks and mountains. Nighttime en-
tertainment features the laser light-
accompanied "Dancing W a t e r s . " 
Fountains erupt to the rhythms of re-
corded music or melodies plucked by 
the house harpist. 

A day's work 
While the amount of care required by 
the complex would indeed make any 
landscape managers take leave of his 
senses, Malone and company are sup-
ported by automatic watering systems 
which can also be used to pump nutri-
ents and fertilizers to roots. 

Peters fertilizers are used for the two 
gardens, along with an Aqua-Gro wet-
ting agent. When necessary, Subdue 
and Banrot fungicides are applied. 

"We've had great success with the 
Peters product," says Malone. "We 
use their 248-16 tropical foliage food 
with a 3-2-1 ratio. 

" D i s p e n s i n g f e r t i l i z e r s and 
fungicides through the grid system 
prevents spotting, and is much neater 
and safer," says Malone. But he ad-

Traffic in the Cascades is compounded by a restaurant and gazebo-style bar. 

mits watering is his most important 
concern. "Primarily because we have 
both sun and shade. The sunnier 
areas need water every two or three 
days, while a shaded area needs less." 

Most watering in the Cascades is 
done by a drip irrigation grid system. 
Emitters are placed every square foot 
in 18 watering stations, and dispense 
one gallon of well water per hour ac-
cording to specific schedules. Using 
well water results in a considerable 
savings for the hotel, considering an 
average weekly rate of 20,000 gallons. 

To avoid traffic jams caused by 

Hollis Malone, left, and Don 
Voorhees lead the Opryland crew. 

massive crowds that descend upon 
the complex, most spot watering is 
done in early morning. 

Daily care includes check-ups of 
plant material, leaf cleaning, and spot 
checks for overly dry soil. 

One problem that the larger plants 
have since outgrown is that of weaker 
root systems. "Being indoors," Mal-
one explains, "the plants don't have to 
contend with wind, which results in 
weaker root systems, and, at the out-
set, some falling plants." Malone will 
install supports to secure the weaker 
plants, unless the supports are aes-
thetically unattractive. 

Disease and pest c o n t r o l at 
Opryland centers on root diseases due 
to overwatering. "Some are brought in 
alredy carrying a disease such as 
pythium or rhyzoctonia," says Mal-
one, "but insect control is our biggest 
challenge." 

An insect problem is to be ex-
pected, with thousands of people 
coming in from the great outdoors car-
rying a bug or two on their clothing. 
"Spider mites are most common, and 
we see an occasional white fly or ap-
hid," Malone says. "If we see a prob-
lem, we spray the infected plant, 
rather than expose a wider area to 
chemical control. But if we have a 
troublesome plant, we'd rather throw 
it away rather than risk too much 
treatment." LM 



WHERE THE TREES 
COME FROM 

The introduction of several biological concepts have allowed 
researchers to fine tune the art of tree propagation. 

by Douglas Chapman, Dow Gardens 

y providing interest and color, 
trees, shrubs and bedding 
plants are often the difference 

between an average and an exciting 
golf course. To better develop a 
course, a superintendent should be 
aware of new biological concepts that 
affect the quality, amount and type of 
trees, shrubs and herbaceous plants 
that can be grown on the course. 

One current technology is propaga-
tion of trees by cuttage and/or tissue 
culture. 

Shade and ornamental plant pro-
duction has been moving more to-
ward unique cultivars, or clonal 
plants, for specific goals. These goals 
should include disease resistance, en-
vironmental tolerance or crown uni-
formity. 

Early problems 
Many trees were produced by bud-
ding and grafting during the 1960s and 
1970s. By the mid-'70s however, 
symptoms of incompatibility were ap-
pearing with the descendants of many 
red maples breaking off at the root-
stock union. This incompatibility 
even occurred on trees with a diame-
ter of up to 2 to 4 inches. Further, 
many trees were suckering exces-
sively, increasing maintenance costs, 
and producing trees that were not re-
maining vigorous or healthy over the 
long run. In short, new propagation 
techniques had to be found. 

TREES PROPAGATED BY CUTTINGS 

Acer buergerianum (1> late June A. saccharum M. 'Profusion' <6> late June - mid July 
A. campestre <4> June - July subspecies Nigra (5) mid June - mid July M. Red Jewel" <6> mid June - mid July 
A. carpinifolium <16> late June A. tegmentosum <2> July M. sargentii ,6> late June 
A. ginnala (4> mid June Aesculus M. Selkirk' <*> May - June 
A. griseum <12> late June hippocastanum <5> late May - mid June M. Snowdrift' <5> mid June - July 
A palmatum (12> June cornus florid a <1> mid June -July Ostrya virginiana <6> late June - mid July 
A. platanoides(5> mid June - mid July Malus Donald Wyman' <6> mid June - mid July Quercus palustris <5> mid - late July 
A . rubrum <4> mid June - mid July M. hupehensis <3> mid May - June Tilia cordata 
A. saccharum <19> June M. Mary Potter1 <*> mid June -July Greenspire' <8> mid June - early July 



Consistent 38% 
nitrogen 

Decreased thatch 
build-up 

Nitrogen released 
slowly for sustained 
turf feeding during 
active growth 
periods 

Available in Blue 
Chip, Gray Chip™ 
and new Blue 
Granular™ for dry 
application; Powder 
Blue" and Powder 
Gray™ for spray 
application. 

Nonburning and 
nonleaching 

Odorless and 
pathogenfree 

Always look for the NITROFORM' logo. 
It's your assurance of high-quality nitrogen. 
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3509 Silverside Road, P.O. Box 7495, Wilmington, DE 19803 
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TREES from page 76 

characteristics indicate that there is a 
specific physiological state of matu-
ring for each plant at which propaga-
tion by cuttage is optimal. 

Clonal, or cultivar selection, is 
often made for some desirable phe-
notypic characteristic, like disease re-
sistance, environmental tolerance, 
habit, flower color, foliar color and/or 
fruit size and color. Some suggest that 
another criterion when selecting trees 
for clonal production is its ability to be 
propagated by cuttage in commer-
cially acceptable percentages. 

The list grows 
Many plants have now been reported 
propagatable by cuttage (see table). 
Much of this research has been done 
in the Northeast and Midwest; there-
fore, the optimal period would change 
as one moves south, but the physio-
logical stage remains the same. 

When developing new cultivars, a 
frequent problem is being able to 
propagate a large enough number of 
individuals quickly from the mother 
plant to make it profitable. Tissue cul-
ture is the preferred propagation tech-
nique used for rapidly developing a 
large number of individuals from a 
single mother plant. It has been re-
ported that that one can propagate 
cultivars of red maple by tissue 
culture. 

The advantages of propagating 
trees by cuttage includes: little or no 
suckering, no incompatibility and a 
rapid growth rate compared to other 
propagation techniques. 

A large number of shade trees are 
propagated by cuttage as evidenced 
by G.M. Moller's 1985 report that Acer 
ginnaJa, A. rudrum, Amelanchier, 
Cerc idiphylum, Cornus kousa, 
Platanus, Prunus, Malus, cv. and Tilia 
were propogated by cuttage. Others 
reported trees propagated by cuttage 
include some of the more outstanding 
cultivars of crab apple, Donald Wy-
man, Mary Potter, Profusion, Red 
Jewel, Sugar Tyme, Snowdrift and Se-
lkirk, and Tilia cordata clones. In adi-
tion, the reported propagation of 
Cornus florida by softwood cuttage 
has become significant in the nursery 
industry. 

During the next several years, it 
appears that there will be a great in-
crease in the number of shade trees 
propagated by cuttage and/or tissue 
culture. This is not to indicate that the 
other techniques, such as seedage or 
budding, will not be continued. But 
where possible, propagation by cut-
tage requires a less-skilled propaga-
tor, eliminates incompatibility and 
reduces suckering. It also results in 
trees available for sale that are eco-
nomical and of high quality. LM 

Circle No. 124 on Reader Inquiry Card 

Researchers at Rutgers first re-
ported propagation of Norway ma-
ples, red maples and Acer ginnala by 
cuttage. In 1981 this list was expanded 
to include crab apple, which was 
shown to be propagable by cuttage. 

By 1984 researchers had extended 
the list of crab apples that could be 
propagated by cuttage to include 
Snowdrift, Candied Apple, Sugar 
Tyme, Silver Moon, MaJus sargentii, 
Sentinel, Mary Potter, and Red Jewel. 
Researchers had thus introduced and 
confirmed several important factors: 

1. Propagation of trees by cuttage is 

possible, but one cannot make a gen-
eralization that all sugar maples can 
be propagated by cuttage. Individual 
trees must be tried until successful, 
then propagate that individual as a 
clone. 

2. Plants to be propagated by soft-
wood cuttage must reach a certain 
stage of physiological maturity. Malus 
cuttings taken after rapid elongation 
(new growth) is completed is an ex-
ample. Sugar maple, when leaves 
reach full growth and petioles become 
slightly red, is another. 

These identifiable morphological 

EXMARK MFG. CO. INC. BOX 748 BEATRICE, NE 68310 

Exmark Parts Plus. 

MFG. CO. INC. 

Parts overnight or free! 
No one wants expensive down-
time, so Exmark has done 
something about it. Our rugged 
and reliable mowers withstand 
the demands of commercial 
mowing. If you need replace-
ment parts, our dealers stock 
full inventories. On the rare oc-
casion they don't have the part 

When you nee 
parts plus service, 
Exmark delivers. 

you need, they can get it for 
you overnight — with Exmark 
Parts Plus. When your dealer 
places your part order by 1:00 
p.m., your dealer will have it the 
next weekday, or it's free*! For 
more information or the dealer 
nearest you, call today: 
402-223-4010. 
•Some restrictions apply, ask your dealer. 

The mark of 
excellence in 
professional 
turf care 
equipment. 



BLUEGRASS QUALITIES WITH TALL FESCUE PRACTICALITY 

KENTUCKY | ( | K U | f 6 K 3 1 

BLUEGRASS l ^ W R f l S TALL FESCUE w 
That's why Mustang is becoming the favorite choice 

of professional turf managers, over K-31 and many 
other commercially available varieties. 

For bluegrass qualities and tall fescue practicality, 
use the professional's choice—Mustang turf-type tall 
fescue. 

Pickseed also produces » Produced b y * McjOTjpr and 
"PfHfN*Mi *vfGA4SS Kentucky Blueyrass P l f K S F . F O I f l C t 

and other fine turf grasses available P.O. Box 888 •Tangent, Oregon 97389 
nationwide from quality seed suppliers. (503) 926-8886 

You'll quickly notice Mustang's finer texture, rich 
dark green color and dense, uniform turf—and you'll 
understand why we say Mustang has bluegrass-like 
qualities. 

But there's more to Mustang turf-type tall fescue 
than beauty; it's tough and durable. It's heat and 
drought tolerance, winter hardiness, and ability to 
endure low mowing heights are remarkable. Mustang 
even shows improved resistance to Helminthosporium 
netblotch and many other diseases. 

Best of all, Mustang is practical, because it performs 
extremely well under 
low maintenance condi-
tions like minimum fer-
tilization, watering and 
mowing. National tests 
and actual applications 
in parks, golf courses 
and playine fields have 

D R O U G H T T O L E R A N C E A F T E R / & 
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You can use Mavrik Aqua 

Mavrik Aquaflow is the 
ideal insecticide/ 
miticide for landscape 
maintenance. 

It is a non-restricted product that is 
highly effective against the majority of 
insect and mite problems. 

There are no phvtoxicitv 
problems. Mavrik® has 
been proven safe for 
hundreds of plant 
species, even when 
sprayed right on the 
blooms. 
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flow all over this page. 

Mavrik is also very 
concentrated. So you 
have less to buy carry 
around, or store. It's 
safe to use and Mavrik 
leaves no odor and 
little visible residue. 

and mite pests you come up 
against, hit them with Mavrik 
Aquaflow. And it'll be over 
for them. 

See your distributor today. 

SANDOZCROP PROTECTION 
Use pesticides effectively. Read and follow 
label directions carefully. 
© 1987 Sandoz Crop Protection Corporation 
Mavrik is a registered trademark of Sandoz, Ltd. 
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The avid golfer on the left told the photographer that this "Flower Hole" is the most beautiful golf hole in the country. 

THE SENTRY'S WATCHDOG 
Anywhere you travel in Wisconsin to talk golf, the subject always turns to the 

course and the corporate layout at Stevens Point. That's Sentry Insurance headquarters 
and Sentry World-and Dave Reit is the Sentry's watchdog. 

by Jerry Roche, editor 

It is inarguably the most beautiful 
golf hole in the country. It is, at 
least, according to one well-trav-

eled golfer playing the course last 
summer. 

It is the par three, 145-yard No. 16 
hole at Sentry World in Stevens Point, 
Wise., guarded by 80,000 flowers. It 
was designed jointly by Robert Trent 
Jones and John Jonais, who was chair-
man of the board of Sentry Insurance 
until his death three years ago. 

But the "Flower Hole" is just one 

interesting point of Sentry's amazing 
complex, nestled smack dab in the 
middle of dairy country. The com-
pany has its headquarters building, 
downtown home office, a one-acre 
employees park, a corporate hangar at 
the local airport and Sentry World. 
The latter consists of the public golf 
course, six indoor and six outdoor 
tennis courts, racquetball courts, a 
squash court and banquet facilities 
for up to 1500 people. 

It's no wonder, then, that the per-

son in charge is no normal "landscape 
manager." His formal title is "facility 
superintendent" and his name is Dave 
Reit. 

Reit must care for 420 acres, in-
cluding the 80-acre national head-
quarters and the 256-acre golf course 
(66 playable acres). And he must do it 
while c o n t e n d i n g with budget 
cutbacks. 

Jonais, a certified landscape archi-
tect, took great pride in the landscape. 
But since profit margins have de-



You never know what's hit you 
when you see patch disease. It could 
be Fusarium blight. Or necrotic 
ring spot. Or summer patch. Or take-
all patch. Or spring dead spot. Or 
any combination. 

They all look very similar on 
turf. Only with a microscope can you 
tell them apart. So guessing which 
one s causing your patch disease still 
leaves your turf open to the other four. 

That's why complete coverage 
pays. And only Rubigan is labeled to 
prevent and treat all five of these 
pathogens that cause patch disease. 

Only Rubigan 
spans the 

patch disease spectrum. 

Not to mention dollar spot, snow 
mold, copper spot, red thread and 
stripe smut. And this spring is an 
excellent time to begin your preven-
tive program. 

Why take chances controlling 
only part of the patch disease problem? 
Span the spectrum with Rubigan. 
See your Elanco distributor. Or call 
toll-free: 1-800-352-6776. 

Elanco Products Company 
A Division of Eli Lilly and Company 
Lilly Corporate Center 
Dept E-455, Indianapolis. IN 46285. U S A / n e A A ) 
Rubigan® — (fenarimol, Elanco) V—-fj-

Circle No. 119 on Reader Inquiry Card 



Flowers are a strong feature of the Sentry Insurance Company's national 
headquarters building. 

Dave Reit surveys the headquarter's atrium, "designed to blend into as much 
the countryside as possible." 

creased, Sentry board members have 
taken stock of the company's finances 
and cut back in some areas. 

"For the company to be stable and 
grow is the prime concern," says Reit. 
"We don't do things the way we used 
to. It's been a big kick in the teeth to 
morale since Mr. Jonais died. 

"Working 12 to 13 hours a day, 
six—sometimes seven—days in a row 
puts a hell of a demand on us. You've 
got to have good, reliable people. 
There's an awful lot of talent there, an 
awful lot of good, new ideas being 
generated by them. We just can't do 
things the way we used to." 

This is not to say that Reit's hands 
are completely tied. He still controls 
$175,000 for the headquarters' land-
scape and an additional $500,000 for 
the golf course, greenhouse and em-
ployee park. 

It helps, too, that Sentry has three 
mechanics who are qualified on the 
company's lapping machines, milling 
machines and metal lathe. "We do all 
our own repair work," Reit notes. 

The maintenance facility's size is 
testament to the amount of work 
done: 120 by 460 feet with a full paint 
shop included. (That's about the size 
of 1V2 football fields.) 

Training is also rather inexpen-
sive. That, too, is done totally in-
house. "There are not a lot of sources 
available in central Wisconsin," Reit 
adds. "You pretty much have to be 
self-sufficient in a town this size. 
That's the key to all of our mainte-
nance." 

Flowering up 
Like on the "Flower Hole," annuals 
are a big part of the entire facility's 
b e a u t y . T h e m a i n b u i l d i n g ' s 
courtyard contains more than 15,000 
annuals (down from 35,000 in past 
years). For weddings, special flower-
ing almond, forsythia, hydrangia, 
witch hazel and hazelnut plants are 
put in. 

At the entrance to Sentry World 
are basil, coleus and geraniums. "But 
we're going more and more to peren-
nial flowers like shasta daisies," says 
Reit. 

Sentry, of course, has its own 
greenhouses. At present, there are 
220,000 annuals in stock, some of 
which are sold commercially. 

Reit has been landscape supervisor 
for eight years. His predecessor, Bill 
Roberts, a turf graduate of Penn State 
University, is now superintendent at 
Lochmoor Country Club in Grosse 
Pointe Woods, Mich. "Bill had a heck 
of an impact on the way the course 
looks today," credits Reit. 

The complex has a fascinating irri-
gation system. It features 7,000 heads, 



"I finally found a 
turf specialist 

who is in my league." 
Mr. George Toma,World Renowned Turf & Landscape Specialist 

Introducing ProHauler. 
After more than 20 years in the 

turf grass business, IVe seen almost 
every kind of utility vehicle there 
is—from modified golf carts to a 
motorized wheelbarrow. But in my 
book, the ProHauier by Yamaha 
beats them all. 

ProHauler is more maneuver-
able than other utility vehicles 
because of its tight 8.4-ft. turning 
radius. Its special low gearing is 
designed for serious work. Even 
with heavier payloads, ProHauler s 
special turf tires and differential 
help prevent damage to even the 
most delicate surfaces. 

With a 400-lb. cargo capac-
ity and a long, wide wheelbase, 
ProHauler has no problem hauling 
mowers, irrigation supplies, and 
those bulky bags of fertilizer. And 
the ability to pull a trailer provides 
even more payload capacity. 

So when it comes to a utility 
vehicle designed with turf in mind, 
don't play around in the minor 
leagues. Play with a pro, the 
ProHauler by Yamaha. 

For the location of your nearest 
Yamaha dealer and more informa-
tion about the Yamaha ProHauler, 
call 1-800-284-1991, Extension 701. 

YAMAHA 
We make the difference: 

Long wheelbase. wider track and 
optional stake sides give ProHauler 

a 400-lb. cargo capacity—up to 
three times more weight than other 

vehicles in its class. 

The proven 4-stroke engine, with 
shaft drive, low-range transmission 

and special work gearing, is reliable 
and easy to maintain. 

Dunlop turf tires and differential to 
protect the grass 

ATV s with engine sizes of90cc or greater are reeommended for use only by those aged 16 and older. ) ant ah a reeommends that all ATV riders take a training course. For safety and training information, see your dealer 
or call the ATV Safety Institute at 180<) 447-47(H). ATV's can b<-hazardous to operate. For your safety: always wear a helnut, eye protection and protective clothing; never ride on paved surfaces or public roads; never 
carry passengers; never engage in stunt driving; riding and alcohol/drugs don't mix; avoid excessive speeds; and be particularly careful on difficult terrain. ©1989 Yamaha Motor Corporation. U.S.A. 



50 miles of piping and 70 controllers 
running off two main controllers. The 
buildings have Toro controllers and 
heads; there are some RainBird heads 
in outlying areas. The golf course has 
Buckner equipment with a PSI pump-
ing system. The entire system is capa-
ble of pushing 5 ,000 gallons per 
minute on all sites. 

On the golf course fairways, four-
inch irrigation pipes are spaced four 
feet apart. Water is pumped in from a 
half-mile of man-made creekways 
carved out of the swamp when the 
complex was built in 1981. 

Originally, 50 percent of the golf 
course was woods, 30 percent was 
swamp and 20 percent was waste-
land. 

The real keys 
Reit is especially proud of the golf 
course. " T h e real keys to a good 
course are fertilization, coring and ir-
rigation," he says. 

Among the fertilizers he has incor-
porated into the regime are Scott's 15-
0-30 and Par Ex 24-4-12 for fairways; 
Milorganite 6-2-0 plus an additional 
20-0-16 for greens and tees. Roughs 

get Lebanon 20-10-20. Occasionally, 
depending on conditions, urea, sulfur 
a n d / o r potash are added. Fertiliza-
tion is "pretty much spread through-
out the year ," Reit notes.Bayleton, 
Subdue and Chipco 26019 are used to 
avoid dollar spot. Daconil 2787 , 
Thiram and an A l l i e t t e / R u b i g a n / 
Daconil combination are used for 
other diseases. 

The biggest insect problem at Sen-
try World is the cutworm. So Reit uses 
two applications of Proxol at the 
proper time to keep populations 
down. 

Complementing the pesticides is 
$2 million worth of equipment: 18 
maintenance trucks and 250 other 
pieces of equipment. Also, nearly 
500,000 parts are kept in stock. 

Sentry World owns four John 
Deere tractors, some models 420 and 
755; a JI Case front-end loader, a 
Ford /New Holland backhoe and 25 
Cushman utility vehicles. 

Jacobsen mowers are used on the 
fairways and greens, along with Toro 
Greensmaster 2s. The equipment in-
ventory even includes a Hi-Ranger 
tree truck and a tree transplanting 
truck. 

The course has 26 acres of Penn-
eagle and Penncross fairways. The 40 
acres of playable rough are bluegrass. 
Tees and fairways are mowed at 3/ie-
inch, greens at 5/32-inch and playable 
roughs at 2 inches. 

The other component to a good golf 
course, according to Reit? Aeration, 
which reduced thatch and compac-
tion. As a matter of fact, thatch on the 
course was reduced from three inches 
to 3/i-inch in less than one year. 

"One man spent the whole sum-
mer coring the hell out of the course," 
Reit notes. "We core around midnight 
and pick up debris at 4:30 a.m." 

Dry t imes 
Despite last summer's drought, the 
course was kept in fine shape. 

" W e had to make some adjust-
ments on some of the outlying areas, 
eliminating water. Some of the areas 
which you could call 'readily playa-
ble' we had to let go," remembers 
Reit. 

"Everybody was pretty well suffer-
ing. The employees realized what we 
were up against. But we pretty much 
kept top m a n a g e m e n t involved . 
There's just no way you can substitute 
for Mother Nature." 

But when Mother Nature turns on 
her spring thaw, you can be sure that 
the new set of earlybird golfers will 
again be greeted by, maybe, the most 
beautiful golf hole in the country. 
And, maybe, by the most beautiful 
course around. LM 

Hahn 

The 
HAHN 

Pendulum Action 

SPREADER 

H n m 

The Ultimate In Precise Fertilizer Application 
I n f i n i t e a r c a d j u s t - A v a i l a b l e l o r tt-T h e s t r e n g t h a n d 

d u r a b i l i t y o f s t e e l 
c o u p l e d w i t h t h e p r e -
c i s i o n of p e n d u l u m 
a c t i o n m a k e t h e 
H a h n P A - 1 7 y o u r 
s p r e a d e r s o l u t i o n . 

W i t h a c a p a c i t y of 
17 .1 c u . f t . , t h e con i -
c a l s e a m l e s s s t e e l 
h o p p e r e n s u r e s f r e e 
flow of a l l m a t e r i a l s . . . 
f e r t i l i z e r s , s e e d , l i m e 
o r s a n d . 

m e n t a n d m u l t i p l e 
f l o w s e t t i n g s a l l o w 
you to c a l i b r a t e t h e 
PA-17 a c c u r a t e l y a n d 
c o n f i d e n t l y . 

p o i n t h i t c h m o u n t i n g 
o r a s a n a t t a c h m e n t 
f o r t h e H a h n M u l t i -
P r o 4 I S . F r o m H a h n , 
t h e l e a d e r s in a p p l i -
c a t i o n e q u i p m e n t . 

F o r a f r e e d e m o n -
s t r a t i o n c a l l y o u r 
n e a r e s t d i s t r i b u t o r 
o r : 1 - 8 0 0 - 4 5 7 - H A H X 
in Indiana 812-4)28-2020 

Hahn 
Hilin X. (larvtn I.vimsvlllc, 1X47711 



Gasoline-powered Hustler 440 with 12' Range Wing1M rotary gang mower 

"With our old 
steering wheel mowers, 

daily service was 
a way of life. 

Husder ended all that." 

Get out of that daily rut. If you routinely start your 
day by greasing your mower from end to end, oiling 
the chains and gears or adjusting temperamental drive 
belts, it's time to buy Excel turf equipment. 

Say goodbye to high maintenance. When Excel 
introduced the Dual-Path hydrostatic mower 20 years 
ago, it cut the number of moving parts by more than 
half. That eliminated time-consuming daily service 
and the costly downtime that went with it. 

One-hand hydraulic steering gives the operator total 
command. The Hustler has no foot pedals, gear shift 
or steering wheel. Speed, braking and zero-turning 
maneuverability are controlled with one hand. The 
result is greater productivity and less operator fatigue. 

Buy Hustler for low maintenance. For reliability, 
comfort and a beautiful finish, you can't buy better 
than Hustler. For a FREE Husder Product Guide, call 
Excel toll free or see your local Hustler dealer today. 

Excel Hustler...Still Out Front! 

1-800-835-3260 
(In Kansas and Canada 316-327-4911) 
Excel Industries, Inc. 
Hesston, KS 6 7 0 6 2 - 2 0 9 7 





History tells us 
throwing packages into 

the water can be 
a revolutionary idea. 

Patriotic colonists really started something 
when they threw packages of tea into Boston 
Harbor back in 1773. Today, DURSBAN* 50W 
in water-soluble packaging is starting a 
new revolution in simple and convenient 
insecticide handling. 

In handy 4-oz. packets that dissolve 
quickly and completely in water, DURSBAN 
50W eliminates many problems which have 
been bugging lawn care operators for years. 
• No mess. No dust to blow around. 
• No operator exposure. The chemical 

stays in the packet. 
• No measuring. Each pre-measured packet 

holds exactly 4 ounces; no chance for error. 
• No waste. No accidental ovenise... no 

skimping that can lead to costly callbacks. 
• No package disposal problems. The 

DURSBAN* 50W 
TURF INSECTICIDE 

packet dissolves as you mix, and the fiber 
container goes in the trash. 

Just convenience... and lasting 
efficacy. No turf insecticide controls a broader 
spectrum of surface-feeding insects than 
DURSBAN 50W And because it's a wettable 
powder, it keeps working longer than emul-
sifiable concentrates... without their solvent 
odor. And DURSBAN 50W has an estab-
lished human safety record. 

Join the revolution. Throw over 
your old insecticide and 
switch to DURSBAN 
50W Eight 4-oz. 
water soluble 
packets in a 
childproof fiber 
container. 

Attention: Always read the label before use and care-
fully follow all label directions and precautions. 

'Trademark of 
The Dow Chemical Company 



ARE YOUR EMPLOYEES 

It is the employer's responsibility to make sure he has no illegal aliens on his 
payroll. The penalties for not complying are strict. 

by Richard I. Lehr 

On Nov. 6,1986, President Rea-
gan signed into law perhaps 
the most sweeping statue af-

fecting immigration and employment. 
The Immigration Reform and Control 
Act became effective on Jan. 1,1987. A 
formal grace period—during which 
time employers did not receive cita-
tions for an initial violation—expired 
May 31, 1988. The act has two essen-
tial provisions of note: 

1) If a company employs four or 
more, it may not discriminate based 
on citizenship or national origin. 

2) Regardless of the number of em-
ployees, the employer must fill out 
Form 1-9, indicating an employee's 
identification and eligibility to work. 

No discrimination 
An Office of Special Counsel in the 
Justice Department will investigate 
and prosecute alleged discrimination 
based on ci t izenship or national 
origin. A special panel of administra-
tive law judges will hear these cases. 
An administrative law judge decision 
may be appealed to the United States 
Court of Appeals. 

If the Special Counsel fails to bring 
an action within 120 days after receiv-
ing notification of the alleged com-
plaint, a person can take legal action 
through private counsel. If a winner, 
the person is entitled to receive at-

Richard I. Lehr is a partner in the Bir-
mingham, Ala. law firm Sirote, Pirmutt, 
Friend, Friedman, Held & Apolinsky. He is 
legal counsel for the Professional Lawn 
Care Association of America. 

torney fees, costs, reinstatement, back 
pay and other compensation. 

"Citizenship status" as a basis for 
discrimination refers to someone who 
has or is intending to apply for United 
States citizenship. Thus, discrimina-
tion could be the case if a person ap-
p l i e d for a job, p r o v i d e d t h e 
appropriate alien documents and was 
otherwise qualified for the job—yet 
was not hired. 

While Title VII of the 1964 Civil 
Rights Act covers employers with 15 
or more employees, the anti-discrimi-
nation provisions of the Immigration 
Act cover employers with four or 
more employees. 

The new act does not require affir-
mative action when employers are 
considering hiring a person seeking 
U.S. citizenship. If an alien applies for 
employment and is as qualified as a 
United States citizen, the employer 
may hire the citizen as a preference 
without violating this act. 

As a practical suggestion, employ-
ment applications that give company 
philosophy on not considering certain 
factors (race, color, religion, etc.) as a 
basis for employment, should also add 
"citizenship status" to that list. 

Citizenship status 
An employer must verify the cit-
izenship status of applicants for 
employment. Four steps must be 
taken: 

1. The employer must examine the 
appropriate documents before hiring. 

2. The employer must verify Immi-
gration and Naturalization Form 1-9: 

(a) that the appropriate documents re-
garding citizenship have been re-
viewed by the employer and (b) the 
employee who is hired is not an illegal 
alien. The verification must be com-
pleted within three days of when the 
employee begins work. 

3. The employer must be sure that 
the employee completes the "em-
ployee" provisions of the form. 

4. The employer must retain this 
form for a period of three years, or one 
year after the employment rela-
tionship is terminated, whichever is 
longer. 

Employers are not required to re-
tain copies of the documents provided 
by the employee, just a copy of the 1-9 
form. 

The three categories of verification 
documents are: Group A, Group B and 
Group C. According to the act, any one 
of the following Group A documents 
would be sufficient to establish em-
ployment authorization and identity: 

• U.S. passport; or 
• certificate of U.S. Citizenship; or 
• Certificate of Naturalization; or 
• unexpired foreign passport; or 
• Resident Alien Card or another 

type of registration card approved by 
the Attorney General. 

Group B documents relate to only 
employment authorization. Group C 
documents relate to only the identity 
of the alien. 

If presented with a Group B type of 
document, you then must also review 
a Group C document relating to iden-
tity. A Group A document covers both 
identity and authorization. 

continued on page 92 



All in a days work... 

1. 3 ,5 or 7 Gang Tractor Mount Mowers 

7. Brouwer Greens Mower 

for the Brouwer turf maintenance team. 
T h e t e a m to m a k e easy work of y o u r turf m a i n t e n a n c e p r o g r a m . 

F o r golf courses , s chool boards , municipalities, highway 
parks and recreat ion depar tments , airfields and l a n d s c a p e s , 
there is a Brouwer product for you. 

Brouwer builds rugged dependability and superior quality 
into every p r o d u c t , and that m e a n s value - not only when you 
buy but also in the " s e c o n d to n o n e " after sales service that will 

keep y o u r machinery d o w n - t i m e low, and you happy to have 
Brouwer on y o u r side. Check the products above, f rom the 
rugged, e c o n o m i c a l t r a c t o r mount m o w e r s with unbeatable 
4-WI) traction and the high capacity Brouwer Vac to the 
turf renovat ing t e a m of the Sod C u t t e r M K2 and one o f those 
turf rollers, no m a t t e r , the B r o u w e r t e a m c a n fit the bill . . . 
and y o u r budget. 

For a live or Video demonstration of Brouwer products contact your area Brouwer dealer...TODAY 

BROUWER 
TURF EQUIPMENT UMfTED 
An Outboard Marine Corporation Company 

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

5. Triplex 376-A 6. 3 ,5 or 7 Gang Hyd. or Manual Lift P.T.O. Mowers 

9. Large Capacity Brouwer-Vac rM 8. 5 Gang Vertical Mower 

2. Turf Rollers 130, 224 & 235 3. 24 in. Seeder/Over Seeder 



LEGAL from page 90 

n j The following are Group B 
wM documents: 
• • Social Security account 
f number card; or 

• certificate of birth in the 
United States; or 

• establishment of U.S. nationality 
at birth as approved by the Attorney 
General; or 

• any other documentation ap-
proved by the Attorney General that 
demonstrates authorization of em-
ployment in this country. 

Group C documents are consid-
ered to be either: 

• a driver's license, or a similar 
document, provided that it contains a 
photograph or other personal identi-
fication approved by the Attorney 
General; or 

• (for applicants under age 16) 
other documentation that has been 
approved by the Attorney General. 

Note that you are not required to 

make a copy of any of the documents 
you are presented by the applicant. 
The act requires you to examine the 
document, which presumably means 
that you may examine a copy. 

If the document you have re-
viewed appears to be genuine and if it 
meets the standards of a Group A, B or 
C document, do not ask for any fur-
ther identification. It would be dis-
criminatory, for example, to request 
all documents in all groups, when one 
document in Group A or one docu-
ment each from Group B and C would 
be sufficient. 

If you are concerned about hiring a 
person while waiting for citizenship 
verification, we suggest telling the 
person in writing that his continued 
employment will be contingent upon 
the verification. Practical suggestions: 

1. The act does not require employ-
ers to document employees who were 
hired prior to Nov. 7, 1986. However, 

The new act does not require affirmative action 
when employers are considering hiring a person 
seeking U.S. citizenship. 

there may be other immigration-re-
lated requirements that apply to em-
ployees hired prior to that time, such 
as student employment or employ-
ment while an immigration applica-
tion is pending. 

2. The verification method antici-
pates an employer reasonably con-
cluding whether it appears to be 
genuine. If an employer has any doubt 
about the genuineness of a document, 
ask the applicant if he has the original 
or another document that would sat-
isfy the Immigration Act. If the person 
does not have such documents, then 
tell him that under the act, you be-
lieve you are required to seek ver-
ification from the agency involved. 

3. Begin the document verification 
process after you have decided that 
the person is otherwise qualified for 
the job. If the person is hired before 
final verification, tell him or her that 
continued employment is contingent 
upon verification, within three days 
of when the individual begins to 
work. 

4. Let the individual know that it is 
his or her obligation to report to you 
promptly any change in citizenship 
status. 

continued on page 94 



"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 N u g e n t . L a w n Medic . Inc. , B e r g e n . N Y 

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. 

ASSOCIATE MEMBER Lebar non 
TOTAL T U R F C A R E 

A division of Lebanon Chemical Corporation 
P.O. Box 180 • Lebanon, PA 17042 



Answer file: illegal aliens 
How many undocumented aliens 
reside in this country? Between 3 
and 12 million. 

What is their growth rate? An-
nua] growth since 1980 has been be-
tween 100,000 and 300,000. More 
than 1 million undocumented aliens 
have been apprehended each year 
along the U.S./Mexico border. 

What is the current ceiling on 
legal immigration? 270,000 per year. 

This figure, however, does not in-
clude the unlimited categories of im-
migrants, such as immediate 
relat ives of U.S. citizens and re-
fugees. If they are included, the total 
legal immigrants a p p r o x i m a t e 
570,000 each year. 

How much does illegal immigra-
tion cost United States taxpayers? 
According to a 1983 study by the Im-
migration and Naturalization Ser-

vice, each 1 million undocumented 
aliens costs federal, state and local 
governments $2.5 billion annually 
in job displacement, police costs, ed-
ucation, welfare benefits and unem-
ployment insurance. An estimated 
$995 million was paid in taxes, re-
sulting in a net government loss of 
$1.2 billion per million undocu-
mented aliens. 

O 

5. If you rely on employment ser-
vices or state employment agencies to 
refer employees to you, be sure to find 
out who is responsible for the employ-
ment verification process. If done by 
them, ask them for a copy of the form 
they use to ver i fy the ind iv idua l ' s 
documentation, and include a copy of 
that in the personnel file. 

Employer risks 
Employers who violate the act face 
severe penalties, both civil and crimi-
nal. For a first offense, the fines range 
from $250 to $2,000 per unauthorized 

alien employed; $2,000 to $5,000 for a 
second offense; $3,000 to $10,000 for a 
third offense. These penalties will not 
attach to the employer until after a 
hearing is set. A defense to this would 
be the good faith effort that the em-
ployer made to review the propriety of 
the documenta t ion before the indi-
vidual was hired. 

In addition to the civil penalties 
mentioned above, criminal penalties 
may include up to six months im-
prisonment and a $3,000 fine per un-
author ized alien if the employer is 
found to have engaged in a pattern or 

practice of violating the Immigration 
Reform and Control Act. 

Those individuals who were hired 
prior to Nov. 7,1986, are exempt from 
this statute. However, the individual 
employee is not protected if he has 
violated other provisions of immigra-
tion laws that existed prior to this act. 

Employers who attempt to assist in 
the registration of illegal aliens for 
permanent status must still comply 
wi th the p rocedu re s that were in 
place prior to the enactment of the 
Immigration Reform and Control Act 
of 1986. LM 

TURF TYPE TALL FESCUES 
Now, more than ever, the choice of professionals and homeowners 

Rich, green and luxurious Turf Type Tall Fescue gives you the beauty you want with a 
minimum of care. Excellent for play areas, parks, airfields, roadways, industrial sites 
and golf courses. Proven disease-resistant, Oregon Grown Tall Fescue seed produces 
an adaptable, weed-free turf that not only persists through summers and winters, but 
maintains its beauty. Insist on Turf Type Tall Fescue Seed grown in Oregon! 

Join the rapidly growing number who select Tall Fescue for: 
• richer, darker, dense green turf 
• requires low maintenance 
• adaptable to a wide variety of soils 
• achieves healthy, full growth in all normal climate 

conditions 
• tolerance to heavy shade 
• tolerance to heat and drought 
• resistance to disease 
• durability and longer wear 
• year-round beauty and performance 
Circle No. 150 on Reader Inquiry Card 



EASY-FOLDING 
CUTTING UNITS FOR 

TRANSPORT 
YEAR-ROUND 
VERSATILITY 

Your search for a high capacity mower encompassing 
a one man operation is now concluded. The Hydro-
Power 180 with its 15 foot hydraulically driven rotary 
mower has a mowing capacity of up to 11 acres an 
hour while incorporating rear wheel steering for 
maximum maneuverability. Cutting units are designed 
for maximum floatation and may be used individually 
or in any combination of the three. 

A foot pedal controlled hydrostatic transmission 
affords variable mowing speeds as well as transport 
speed to insure maximum travel time between the 
job sites. The Hydro-Power 180 offers year-round 
versatility with a 2-stage, 73" snow blower and 
heated cab. 

18155 Edison Avenue 
Manufactured by 

H O W A R D P R I C E 
lURFEQiJIPMENT Chesterfield, Mo. 63017 

n llUlT ij z] JZd\iT*]-]^^ki 

with HYDRO-POWER 180 

UNIQUE TRIMMING 
CAPABILITIES 



EMERGENCY! 
Crews at Cleveland Hopkins Airport are schooled in immediate 

mobilization, for times when hundreds of airline passengers' lives depend 
on the snow removal job they do. 

By Carl Kovac 

Few things are as useless as 
snow-bound airplanes sitting 
on the ground when there are 

passengers and freight to be hauled 
and schedules to be met. Even fewer 
things are as disturbing as not being 
able to land, particularly if the low-
fuel lights start flickering. The al-
terative could be trying to put a very 
large airplane down on an ice-slick 
runway at a relatively high speed. A 
loaded 747, for example, has a landing 
weight in excess of 300 tons and 
touches down at around 140 miles per 
hour. 

At Cleveland Hopkins Interna-
tional Airport, a highly-trained field 
maintenance team keeps the airlines 
flying when the snow falls. About the 
only things that will close the sprawl-
ing airport 14 road miles southwest of 
downtown Cleveland are zero-zero 
visibility and high winds, over which 
the maintenance crews obviously 
have no control. 

Normal snowfall at Hopkins is 53 
inches a year, according to the Na-
tional Weather Service. The record 
for one month was 42.8 inches in Jan-
uary 1978. 

Fickle weather 
Greater Cleveland is known for its 
fickle weather. Because Hopkins is a 
mere five miles due south of Lake 
Erie, it can fall prey to what the 
weather forecasters call "lake effect." 

What happens is that a cold flow of 
air blowing over the lake from the 
north picks up moisture from the 
warmer water. This rising moisture 
condenses at alti tude and comes 
down as snow. Ordinarily this pre-
cipitation is carried to higher eleva-
tions east of Cleveland—the so-called 
snow belt—but a wind blowing di-
rectly from the north will occasion-

Carl Kovac is a freelance writer based in 
Cleveland, Ohio. Assistant editor Jeff Sobul 
also contributed to this article. 

Graders and front-end loaders are used to clear snow from around aircraft 
at the gates. 

ally dump an awful lot of the white 
stuff on the airport in a very short 
time. 

On the other hand, a storm can 
sneak in the back door, as happened 
March 30-31 , 1987 . A jet s t ream 
s w i n g i n g d o w n f r o m C a n a d a 
through the deep south picked up 
m o i s t u r e - l a d e n a i r in E a s t 
Cleveland around evening rush-
hour time and dropped 16.4 inches 
of snow within 24 hours, the largest 
one-day accumulation in the area in 
74 years. 

Hopkins was shut down twice for a 
total of 12 hours because of high winds 
and low visibility. Some 200 flights 
were reportedly diverted or can-
celled. It was the longest shutdown 
since January 1978 "when we were 
closed for a couple of days because of 
high winds—up to 50 mile an hour— 

and blowing snow," recalls airport 
commissioner Nick Bogas. 

Expensive equipment 
Keeping Hopkins' some 3.4 million 
square feet of runways and taxiways 
clear for arriving and departing air-
craft is the job of a 40 on the field 
maintenance staff using $4 million 
worth of snow removal equipment. 
"We have 51 pieces of equipment, in-
cluding trucks, snow blowers, high-
speed brooms, front-end loaders, road 
graders and truck-mounted plows," 
says Bogas. In addition, four graders, 
four front-end loaders and six trucks 
are leased from an outside contractor, 
but garaged at the airport, ready for 
instant use. 

Graders and front-end loaders are 
used to clear snow from around air-
craft at the gates; 28-foot plows clean 



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

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

Typar is easily cut, lightweight 
and less 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 

look healthy as well as handsome. 
So save time and labor whi le 

you control weeds, drainage, soil 
erosion, and heaving of walks and 
patios. 

Get Typar Pro Landscape Fabric. 
And start cutting corners the 

FOR PROFESSIONALS 
mREEMAY 
a member at The InterTech Group. Inc 



At Cleveland Hopkins Airport, 28-foot plows clean the runways and 
taxiways. 

the runways and taxiways; and 12-
footers are used for roads on airport 
property. Hopkins also has about 35 
acres of parking lots; six-foot and 
eight-foot plows mounted on Bombar-
dier tracked vehicles are used to keep 
them clear. 

At the first hint of snow, the high-
speed brooms begin sweeping the 

runways. "If that doesn't work, we'll 
put down urea, which is a standard 
fertilizer that melts snow. If we get 
ice, we'll use ethyl glycol, used to de-
ice airplanes," Bogas says. 

To keep the main runway, the first 
priority, clean, a team of four 28-foot 
plows and two blowers are deployed 
to work in tandem. A second team is 

deployed to keep the secondary run-
way, parallel to the main one, clean. 
At the same time, other crews are 
busy clearing taxiways, ramps and 
other runways. 

Ordinarily, Hopkins' maintenance 
crews work normal eight-hour shifts. 
There are two shifts a day on duty, 
seven days a week. If a big storm hits, 
everyone gets into the act. 

"The crew on duty will begin 
clearing the runways and taxiways 
while the second crew is being called 
in," says Bogas. "The crews will sleep 
and eat at the field until things are 
back to normal. We'll work 12-hour 
overlapping shifts. We try not to work 
them longer, but if need be, we will." 

By "we," Bogas means everyone. 
"In addition to the regular crews, we 
have a dozen supervisory personnel, 
including me, plus 10 mechanics who 
can operate the equipment. We're all 
checked out on it." 

Just how good his people do their 
jobs is evidenced by the fact that 
Hopkins was shut down only once this 
year, "and that," says Bogas, "was be-
cause of poor visibility. We had blow-
ing snow and 40- to 50-knot winds. 
There's not much you can do about 
that." LM 

"VERSATILITY'S THE NAME OF THE GAME WHEN IT COMES TO CHOOSING A SPREADER" 

Spread More, Save More With Kuhn! 

350 SU Spreader 
(Shown with optional 

turf tires and 
directional lights) 

Salt, sand, fertilizer, dry lime or seed — the Kuhn Comet SU 
and WB Series spreaders handle them all. Whatever the 
application, there's a Kuhn spreader to do your job. 

Kuhn Comet 350/600 SU Spreaders 
• Ideal for golf courses, parks, schools, apartment 

complexes, shopping centers and municipalities. 
• Ground driven; attaches easily to pickup truck, tractor or Jeep. 
• Large 750 and 1325 lb. capacity hoppers. 
• Controlled distribution from 3 to 32 feet. 

Kuhn WB Series Spreader 
• Compact, 21/2 foot worttng width. 
• 3-point hitch for Category I tractors. 
• Large 550 lb. capacity hopper. 

Get the most out of your next spreader Spread with the best 
— Kuhn Comet SU and WB Series spreaders. 

Kuhn Farm Machinery, Inc. 
R0. Box 224 
Vemon, NY 13476 
lei. (315) 829-2620 
FAX (315) 829-2270 

THE KUHN 
CONNECTION 



Let's face it, the last thing you need from 
a turf herbicide is root damage. That's why 

so many golf course superintendents are making 
CH1PCO® RONSTAR® brand G herbicide their 

first choice for broad-spectrum weed control. 
Root pull studies conducted at a leading university fc 

show that CHIPCO® RONSTAR® G herbicide works 
without pruning turf roots. That's important, because 

healthier roots mean stronger, more durable turf. 
Turf that stands up better to stress. 

Best of all, just one pre-emergence application of 
CHIPCO® RONSTAR® G provides season-long 
control of 25 tough broadleaf and grassy weeds 

—including goosegrass and crabgrass. 
You'll also appreciate the fact that CHIPCO® 

RONSTAR® G won't leach out or move 
laterally through the soil. And it's labeled for 
use on a wide variety of ornamentals. So you can 

apply it to ornamental plantings at the same 
time you do your turf. You'll get up to 120 days of 
weed-free control. 
Plus CHIPCO® RONSTAR® is also available as a wettable 

Ronstar G powder and in granular fertilizer formulations under 
well known brand names. 
So judge for yourself. You'll discover why 
CHIPCO® RONSTAR® is the number one 
turf herbicide on the course today. 

Chipco Ronstar G 
A Brand Herbicide 

fP RHONE-POULENC 

As with any crop protection chemical, always read and follow instructions on the label. C H I P C O and RONSTAR are registered trademarks of Rhone ftwlenc. C 1988 Rhone-ft>ulenc Ag Compan> 
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We say judge for yourself. 



WE REACH 
THE PEOPLE YOU NEED 
TO REACH! 
Place a classified ad in any of these 
EDGELL COMMUNICATIONS' publications 
and you know your ad dollar is wisely spent. 

Circulation Magazine 
22,544 AFTERMARKET BUSINESS 
13,094 AMERICAN AUTOMATIC MERCHANDISER 

135,288 AMERICAN SALON 
28,987 BEVERAGE INDUSTRY 
10,478 BODY FASHIONS/INTIMATE APPAREL 
3,894 CANDY INDUSTRY 

11,293 CANDY MARKETER 
50,125 COMMUNICATIONS NEWS 
20,431 CONCRETE PRODUCER NEWS 

102,981 DENTAL MANAGEMENT 
6,765 DERMATOLOGY TIMES 

12,781 DRUG & COSMETIC INDUSTRY 
35,417 DVM NEWSMAGAZINE 
24,447 FLOORING 
77,322 FOOD & DRUG PACKAGING 
61,224 FOOD MANAGEMENT 
19,063 HEARING INSTRUMENTS 
45,116 HOTEL & MOTEL MANAGEMENT 

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

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

Circulation Magazine 
14,090 HOUSEWARES 

275,174 INSTRUCTOR 
47,767 LANDSCAPE MANAGEMENT 
13,550 LAWN CARE INDUSTRY 
15,241 LP/GAS 
17,407 MEAT PROCESSING 
13,613 NEUROLOGY 
15,321 OPHTHALMOLOGY TIMES 
13,774 PAPERBOARD PACKAGING 
12,923 PAPER SALES 
16,325 PEST CONTROL 
14,099 PETS SUPPLIES MARKETING 
21,581 PIT & QUARRY 
10,090 POULTRY PROCESSING 

101,583 RESTAURANT MANAGEMENT 
20,987 ROOFING/SIDING/INSULATION 

9,377 SNACK FOOD 
8,957 UROLOGY TIMES 

COUNT ON US 
TO REACH THOSE 
WHO COUNT! 
Call Dawn Nilsen at 218-723-9200 

iifllii 
COMMUNICATIONS 

One East First Street 
Duluth, Minnesota 55802 



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

010 - ADVANCES IN TURFGRASS PATHOLOGY $27.95 
665 - ARBORICULTURE: THE CARE OF TREES, SHRUBS AND 

VINES IN THE LANDSCAPE $56.00 
220 - CONTROLLING TURFGRASS PESTS $36.00 
345 - COST DATA FOR LANDSCAPE CONSTRUCTION 1989 $35.00 
410 - DISEASES & PESTS OF ORNAMENTAL PLANTS $37.95 
800 - THE GOLF COURSE $35.00 
510-HORTUS THIRD $135.00 
415 - INNOVATIVE APPROACHES TO PLANT DISEASE 

CONTROL $52.50 
690 - INSECTS THAT FEED ON TREES & SHRUBS $49.95 
300 - LANDSCAPE DESIGN: A PRACTICAL APPROACH $41.00 
305 - LANDSCAPE MANAGEMENT $29.95 
370 - LANDSCAPE OPERATIONS: MANAGEMENT, METHODS & 

MATERIALS $38.00 
365 - LANDSCAPE PLANTS IN DESIGN $58.95 
375 - RESIDENTIAL LANDSCAPES $43.00 
230 -LAWNS $25.95 
235 - LAWN CARE: A HANDBOOK FOR PROFESSIONALS $36.00 

INSTRUCTIONAL VIDEOS 
01 - PROFESSIONAL SOD LAYING TECHNIQUES $85.00 
02 - PLANTING AND STAKING LANDSCAPE TREES $85.00 
03 - SUCCESS WITH BEDDING PLANTS $85.00 
04 - WORKING WITH PESTICIDES 2 videos $143.95 total 

810 - LIABILITY AND LAW IN RECREATION, PARKS AND 
SPORTS $33.00 

645 - MANAGEMENT OF TURFGRASS DISEASES $26.70 
400 - NATIVE TREES, SHRUBS, AND VINES FOR URBAN 

AND RURAL AMERICA $79.95 
500 - 1989 PESTICIDE DIRECTORY $75.00 
125 - SCIENTIFIC GUIDE TO PEST CONTROL 

OPERATIONS $49.95 Domestic All Others $60.00 
720 - SHRUB IDENTIFICATION $12.95 
755 - TREE DETAILING $32.95 
750 - TREE IDENTIFICATION $14.95 
760 - TREE MAINTENANCE $49.50 
225 - TURFGRASS MANAGEMENT $42.00 
640 - TURF IRRIGATION MANUAL $27.25 
615 - TURF MANAGEMENT FOR GOLF COURSES $52.75 
620 - TURF MANAGEMENT HANDBOOK $25.25 
110 - TURF MANAGERS' HANDBOOK $32.95 
630 - TURFGRASS SCIENCE AND CULTURE $42.00 
405 - WOODY ORNAMENTALS $32.50 

05 - PROFESSIONAL TURF MANAGEMENT $85.00 
06 - LANDSCAPE IRRIGATION $85.00 
07 - PLANT PROPAGATION 2 Videos $85.00 each 
08 - ELEMENTS OF PRUNING $89.95 

Use 
this 
coupon 
to place 
your 
order. 

Mail this coupon to: Book Sales, Edgell Communications 
One East First Street, Duluth, MN 55802 

Name 
Street Address 
P.O. Box Number 
City/State/Zip _ 
Phone Number L ) 
Purchase Order Number. 
Signature Date. 
Please send me the following books. I have enclosed payment* for the total amount. 
Please charge to my Visa. MasterCard or American Express (circle one) 

Account Number _ Expiration Date _ 

BOOK NUMBER AND TITLE QUANTITY PRICE TOTAL PRICE 

Domestic—'Please add $3.00 per order plus $1.00 
per additional copy for postage and handling. 
All others—'Please add $5.00 per order and if 
ordering multiple copies, also add $2.00 per additional 
copy to cover postage and handling. 
Please allow 6-8 weeks for delivery. 
Prices subject to change. 
Quantity rates available on request. 

Questions? Call 218-723-9471 or 9472 

(postage & handling) 

Total Enclosed 

LM 



'KENT' OUTSHINES 
COMMON WHITE CLOVER 

Although white clover in a lawn can be slippery, stain clothes and is 
unsightly to some, many prefer it to a grass monoculture. 

by R. E. DeGregorio and R. A. Ashley, Dept. of Plant Science, Univ. of Connecticut. 

Landscapers are often surprised 
to discover the advantages of 
having white clover present in a 

lawn. Many are delighted to find that 
white clover offers a biological pro-
duction of a slow release nitrogen fer-
t i l i z e r ( c l o v e r s e e d s h o u l d be 
inoculated), has deeper roots than 
many lawn grasses—implying some 
drought tolerance—and that it thick-

ens sod. Also, some grass pests do not 
damage white clover, and ecosystem 
diversity more often than not de-
creases pest epidemics. 

We found a grass and legume cover 
crop mixture to contain fewer weeds 
than either the grass or the legume 
grown as a monoculture. In England a 
white clover cover crop "successfully 
dominated" annual bluegrass and 

chickweed (Cerastium sp.). 
"Kent" white clover is considerably 

shorter than common white clover. The 
latter is sometimes referred to as "Du-
tch," but this term is scientifically and 
legally meaningless. However, as long 
as the myth of "Dutch" white clover is 
perpetuated, the lawn industry and 
lawn owners are likely to perceive 
white clover as a weed. 

Common white clover may be any 
of the three types of white clover 
(small, intermediate, or large) but is 
usually intermediate. We suspect that 
much of the problem with white 
clover in lawns is due to the height, 
leaflet and stolon size, abundance of 
flowers, and lack of persistence of 
common white clover. 

Benefits of 'Kent' 
Kent is not only shorter than common 
white clover, it also has smaller leaf-
lets and stolons, and flowers less pro-
fusely and over a shorter period of 
time. There are also reports and ob-
servations of Kent, or the small white 
clover type in general, persisting 
longer, being more resistant to mol-
luscs and mites and requiring less 
water. 

We recently have observed consid-

In England a white 
clover cover crop 
'successfully 
dominated' annual 
bluegrass. 

erably fewer Japanese beetles and 
leafminers on Kent than on common 
white clover. These results are of in-
terest because of the problem of Jap-
anese beetle larvae in lawns and 
adults on landscape plants. Leaf-
miners can harm forage legumes. 

In an adequately fertilized and 
mowed lawn, there should be little 
problem with heaving, competition 
for light, water, phosphorus or potas-
sium. These are critical to the estab-Not just a weed? Kent may challenge your opinion of white clover. 



Now Woods offers three 
reliable backhoes that 
can out-perform others 

their size. The newest is the 
Model 1050 and it's ideal for 
farming, light construction and 
landscaping. Golf courses, 
nurseries, utility companies 
and cemeteries now have a 
versatile backhoe for digging 
footings, wiring trenches, 

irrigation and drainage 
ditches, as well as other earth-
moving applications. 

Here are some features that 
make the "on-the-job" differ-
ence... convenient two lever 
control for smooth operation of 
all work functions..."stacked" 
valve body construction with 
5 circuit reliefs and 4 anti-
cavitation valves... independent 

With Woods you can match a backhoe to your job requirements 

Model 1050 Model 750 Model 650 
Reach 13' 1" 9 ' 4 " 7 ' 10" 

Max Digg ing Depth 10' 7 " 7 ' 6 " 6 ' 6 " 

For Tractors Rated 50-130 hp 20-40 hp 18-35 hp 

hydraulic system...exclusive 
"float position" of boom arm 
provides greater operator 
safety and improves 
"maintaining grade"...Woods' 
exclusive Saf-T-Lock® tractor 
mount eliminates side-to-side 
freeplay of the 3-point hitch 
...these features and more 
are available on all Woods' 
backhoes. 

Get the 'lull scoop" on these 
three top performing backhoes. 

Send for complete specifications today. 

Division of Hesston Corporation 
Oregon, Illinois 61061 



As long as the myth of'Dutch9 white clover is 
perpetuated, the lawn industry and lawn owners 
are likely to regard white clover as a weed. 

lishment and maintenance of white 
clover, as identified by those working 
with white clover for pasture and as a 
living mulch for row crops. However, 
a reduction in nitrogen fertilizer after 
the lawn is established may be eco-
nomical, ecological and beneficial to 
the persistence of white clover. Abun-
dant potassium and moderate phos-
phorus and lime will also favor clover 
and disfavor some weeds. 

The remaining barrier to increased 
use of Kent is the inconvenience of 
obtaining seed and its higher price 
compared to common white clover. 
Seed of certified Kent white clover 
can be obtained by simply writing to 
Goldsmith Seeds, Bury St. Edmunds, 
England, where you can receive price 
i n f o r m a t i o n as wel l . W h a t e v e r 
amount you send Goldsmith Seeds, 
the company will send you as much 
seed as that amount will buy, less 
enough for surface mail, which takes 
two to three weeks. 

Considering cost 
If seed cost is the only factor in decid-
ing whether to use Kent or common 
white clover, the size of the area to be 
seeded would be the primary consid-
eration. However, it would seem 

"penny wise and pound foolish" not 
to spend an additional 10 cents or so 
per 1,000 square feet for a nicer lawn. 
Landscapers may distinguish them-
selves as unique within a certain geo-
graphical area in offering this certified 
clover and charge accordingly. 

The purity of the Kent white clover 
seed lot we used, according to Gold-
smith Seeds, was 99.1 percent and 
total germination 94 percent (hard 
seed eventually germinates and may 
actually be insurance if the seeds that 
quickly germinate fail to establish). 
Thus pure live seed was (.991) X (.94) 
or 93 percent. Our most recently used 
common white clover seed, which 
was labelled "extra fancy" and in-
tended for use in lawns, was 90 per-
cent pure live seed. Combining the 
extra 16 percent seed due to Kent's 
small seed size and the 3 percent extra 
pure live seed, one might use 19 per-
cent less weight of Kent, reducing the 
expense to about 81 percent of the 

originally estimated cost. Of course 
seed viability and purity can vary 
from year to year and source to 
source. 

Further research and development 
is needed to determine if and in which 
climates the potential advantages of 
Kent white clover in lawns exist. We 
note that some large, rather attractive 
lawns on the grounds of this univer-
sity contain a considerable amount of 
small white clover . Perhaps this 
clover was chosen because these sites 
have undergone years of frequent 
mowing at a low stubble height, sim-
ilar to the 10 or more years of pastur-
ing necessary prior to certification of 
Kent as a wild white clover. 

It seems likely that many of today's 
lawn owners, after reading about 
pesticides, nitrate and groundwater 
contamination, will be willing to ac-
cept clover in a lawn. If so, Kent seems 
worth the extra cost, at least for 
smaller lawns or on a trial basis. LM 

According to turf experts, excessive thatch 
must be removed after a hard winter in 
order to have healthy turf in the spring. 
Thatch prevents nutrients from reaching 
down into the root structure. Result: the 
lawn cannot breathe and grow properly. 

flail reel 
BlueBird has the most complete line of power rakes in the 
industry, a rake for every lawn and purpose. Spacings for every 
application. Interchangeable flail reels and knife reels are available 
for vertical mowing, and together they answer every need of lawn 
service professionals in every part of the country. Call your distrib-
utor today for a BlueBird catalog. For the name of your distributor 
call the BlueBird Action Center. BlueBird International Inc., 2778 
South Tejon, Englewood, Colorado 80110. Phone (303) 781-4458. 

BLUEBIRD INTERNATIONAL 

Before you fertilize... 

GET 
THE 
THATCH 
OUT! 



No mites. 
No damage. 

No doubts. 
For mite control, there's no substitute 

for Pentac Aquaflow? It kills a wide spectrum 
of mite species, and can be applied 
indoors or out. Yet Pentac won't harm 
plants, not even when it's sprayed right on 
the open blooms. And it is a non-restricted 
use material with no unpleasant odor. 

For 25 years, Pentac has been the 
product of choice for controlling dozens of 
kinds of mites, on hundreds of species 

of plants in thousands of greenhouses 
and nurseries. Now it is available for 
landscape maintenance use as well. 

If you're not already using Pentac, 
there's no doubt you should be. See your 
distributor today. 

A SANDOZ 
CROP PROTECTION 
CORPORATION 
DCS PLAINES, I I 60018 

Use pesticides effectively. Read and follow 
label directions carefully. 
© 1988 Sandoz Crop Protection Corporation 
Pentac and Pentac Aquaflow are registered 
trademarks of Sandoz, Ltd. 



ONE STEP BEYOND 
Lawn care operators that say they are going to diversify may find it's 

'easier said than done.' And it might make or break your business. 

by Rudd McGary, Ph.D. 

The marketplaces of the country 
are becoming more saturated 
with companies offering lawn 

care and landscape services. Con-
sequently, diversification becomes 
one of the major avenues for these 
companies to earn more money from 
their current customer base. 

In many cases, only through diver-
sification can you achieve the type of 
growth you want. In many cases, the 
markets have so many companies of-
fering the same services that it is ex-
tremely difficult to continue previous 
growth patterns. 

Several issues should be consid-
ered when diversifying. Failure to 
consider these will result in problems. 

Why more? 
The first consideration is the reason 
behind offering new services. 

For many companies, it is neces-
sary to diversify. The growth rate in 
one type of service just isn't sufficient 
for many companies. This is espe-

MANAGEMENT 

Rudd McGary, Ph.D., is a senior consultant 
with All-Green Management Associates, 
Columbus, Ohio. 

IN BUSINESS 
cially true of companies that have 
been in business for a number of years 
and which have worked very hard to 
build up a loyal customer base. In this 
case, diversifying makes sense. 

There are, however, some com-
panies that decide to diversify simply 
because "the thrill is gone." When the 
company was just starting, there was a 
certain excitement. Everyone put in 
long hours, did all the jobs, and were 
driven by starting a new company. 
Many of these companies go on to 
mid-sized existence. The manage-
ment talents needed to grow to the 
present size aren't useful to take the 
company to the next level. So the de-
cision to diversify is a combination of 
losing both that initial excitement and 
finding out that the company doesn't 
respond the same way to the old man-
agement skills. If your company is di-
versifying for these reasons, you're 
not taking the right action. 

What customers? 
Assuming that you are diversifying 
for the right reasons, your next task is 
to profile your current customers. A 
great many ques t i ons should be 
asked. It's easier to profile them if you 
ask them in sequence: 

1. What kind of demographic pro-
file can you see among your custom-
ers? If you are in residential work, you 
should determine the average age, in-
come and home value of your custom-
ers. Using these three basic variables 
will give you a good start on a demo-
graphic profile. 

If you are in commercial work, you 
need^to determine the type of organi-
zations you service, how big they are 
and who the buyer is. 

2. What is the usage profile of your 
current customer base? Do you have 
customers who receive periodic — 
weekly, monthly, etc.—work? Is your 
customer base made up of people who 
purchase your services on a one-time 
basis, like certain types of design/ 
build work? If your customer base is 
mostly people who purchase periodic 
services, how long have the accounts 
been customers of your company? 

3. What kind of marketing/adver-
tising have you done in the past? 
There is a big difference between 
marketing lawn care and marketing 
design/bui ld landscaping, between 
mowing/maintenance and tree and 
shrub work. You should consider 
your past marketing/advertising ef-
forts with this in focus. 

How have your approached your 
current customers? You should also 
consider the most efficient methods 
among those you use. What ap-
proaches gave you the best results in 
terms of customer attraction? In terms 
of closing percentages? You need to be 
aware of the past efforts and their ef-
fectiveness if you want to be effective 
in your future marketing. 

4. Why do you believe your current 
customer base will buy your new of-
fering? This question must be an-
swered before you begin any attempts 
to purchase equipment, to begin a 
new marketing program, or to con-
sider new personnel. For instance, 
many companies that were in lawn 
care decided to try carpet cleaning. 
They haven't been hugely successful. 
Some offerings make sense, others 
don't. Before you begin, consider the 
fact that consumer buying behavior is 
very different from service to service. 
So you must make sure your offering 
makes sense to your current customer 
base. 

5. Did you check with your current 
customer base before you decided to 
offer a new service? Some companies 
do, some don't. There is no guarantee 
either way, but often it is helpful to 
ask your current customers what new 
services they would purchase. In 
order to get this information, you 
should start sending out question-
naires the year before you want to add 
the service, perhaps even two or three 



years in a row. Most consumers will 
respond to your inqu i r i es if you 
phrase them well enough. By listen-
ing to them, you may find that you can 
determine the best possible new ser-
vice offering. 

One word of caution. Two or three 
people may respond that they would 
like a new service. That doesn't make 
up a customer base. Don't take what a 
few people say for what a large group 
says. If you do, you may find that in 
fact you don't have a true base for the 
sale of your new service, but rather 
have a very few people who are inter-
ested in your offerings. 

After you've gone through profil-
ing your current customer base, de-
termining why you are going to offer a 
new service, determining what that 

Two or three people may 
respond that they would 
like a new service. 
That doesn't make up a 
customer base. 

new service is going to be, and making 
sure that you have some input from 
your customers on how well they will 
accept your new offering, you can ask 
the final marketing/advertising ques-
tion: 

6. How is your company going to 
reach the current customer base in 
order to let them know of your new 
offering? The basic consideration is 
whether to use your current advertis-
ing mechanism to advertise your new 
service. Will you use new mailers? 
Will you include your new service of-
ferings with the invoice? Should you 
consider these new services as service 
extensions or will they be completely 
new offerings? Every answer given to 
each of these questions will help de-
termine your advertising/communi-
cation strategy. 

Summary 
It's next to impossible to give answers 
to the above questions unless you 
consider each of them from a single 
company point of view. No one single 
way of introducing new services to 
your current customer base is correct. 
It depends on your current customers, 
the types of services you are going to 
offer, and how you have reached your 
customers in the past. 

By considering all of the above 
questions, you should have a better 
planning system for marketing new 
services to your current customer 
base. LM 

EVENTS 
FEBRUARY 
11-13: International Golf Course Con-
ference and Show, Anaheim (Calif.) 
Convention Center. Contact: GCSAA, 
1617 St. Andrews Dr., Lawrence, KS 
60046; (800) 472-7878 or (913) 841-2240. 

13-15: Inland Northwest Turf and 
Landscape Show, Spokane, Wash. 
Contact Jones and Associates, (509) 
327-5904. 

15-18: Progress and Profits in the 90s, 
Astro Village Hotel, Houston, Texas. 
Contact: Dr. L.S. Pope, 129 Kleberg 
Center-TAMU, College Station, TX 
77843-2471; (409)845-3808. 

15-18: 20th Annual International Ero-
sion Control Association Conference 
and Exposition, The Pan Pacific Hotel, 
Vancouver, B.C., Canada. Contact: 
Ben Northcutt, (303) 879-3010. 

16: Connecticut Turf and Landscape 
C o n f e r e n c e , E x h i b i t i o n H a l l , 
Hartford Civic Center. Contact: An-
thony Penkrat, 23 Atwater St., West-
haven, CT 06516; (203) 934-3103. 

16-18: Florida Nurserymen and 
Growers Association Spring Trade 
Show, Prime Osborn Exhibition Cen-
ter, Jacksonville, Fla. Contact: Jen-
nifer Franzen, (407) 345-8137. 

17-18: Leaving No Stone Unturned III, 
Bethesda Holiday Inn, Bethesda, Md. 
Contact: Joel M. Lemer, PO Box 15121, 
C h e v y C h a s e , MD 2 0 8 1 5 ; ( 3 0 1 ) 
652-1212. 

21-22: Ohio State University Profes-
sional Lawn Care Seminar, Hol iday 
Inn on the Lane, Columbus, Ohio. 
Contact: Sue White, (614) 292-4230. 

21-23: Western Pennsylvania Turf 
Conference and Trade Show, Pitts-
burgh Expo Mart /Radisson Hotel, 
Monroeville, Pa. Contact: Christine E. 
King, Pennsylvania Turfgrass Coun-
cil, P.O. Box 417, Bellafonte, PA 16823-
0417; (814) 355-8010. 

21-March 5: AAN International Study 
Program, several sites in New Zea-
land and Australia. Contact: Geoffery 
Robertson, (202) 333-1800. 

23-24: Associated Landscape Con-
tractors of Colorado Annual Con-
ference and Trade Show, John Q. 
Hammons Trade Center, Denver, 
Colo. Contact : Diane Matt, (393) 
425-4862. 

23-24: Alaska Greenhouse and Nur-

sery Conference, Fairbanks, Alaska. 
Contact: Cathy Wright, Alaska Divi-
sion of Agriculture, S.R. Box 7440, 
Palmer, Alaska 99645; (907) 745-4119. 

23-26: ISPO-Spring, Munich Trade 
Fair Center, Munich, West Germany. 
Contact: Gerald G. Kallman, Kallman 
A s s o c i a t e s , F ive M a p l e C o u r t , 
Ridgewood , NJ 07450-4431; (201) 
652-7070. 

27-28: The Cash Flow of Trees, a sym-
posium sponsored by the Penn-Del 
Chapter of the International Society of 
Aboricul ture , Hershey Lodge and 
Convent ion Center , Hershey, Pa. 
Contact: Sara Pilling, 29 Garrett Ave., 
Rosemont, PA 19010. 

27-28: National Institute on Park and 
Grounds Management Regional Sem-
inar, Dallas, Texas. Contact: National 
Institute, P.O. Box 1936, Appleton, WI 
54103; (414) 733-2301. 

28:12th Annual Grounds Maintenance 
Conference, S h e r a t o n C o l u m b i a 
Northwest, Columbia, S.C. Contact: 
George V. Hyams, P.O. Box 12109, 
Char les ton , SC 29412; (803) 762-1595. 

• Stores water and adds fertilizer. 
• Helps control overwatering. 
• Fewer waterings needed. 
• Reduces soil compacting. 
SOIL MOIST PLUS works unlike any 
other product to time release both water 
and fertilizer into the soil. It absorbs 
excess water with an action similar to that 
of a sponge. When the surrounding soil 
becomes dry, the product discharges the 
water and fertilizer into the soil as needed. 
Available in bulk containers with or with-
out fertilizer for commercial application. 
Write or call for free fact sheet. ft 

^ jrm y ' 
JRM Chemical Division 
110 West Streetsboro St. ^ g ^ s 
Hudson, Ohio44236 Cr??.', 
1-800-962-4010 f F J J 



JOBTALK 
Compost: a profitable solution 
by Bob Scott 

For many years, fairs and shows have 
been in a quandary over the disposal of 
livestock and horse bedding. We had to 
get rid of it, but traditional disposal 
methods were no longer available. 

But we have found a way to not 
only get rid of it, but make money at it. 

Livestock shows 
use straw for bed-
ding. Farmers came 
to the showgrounds 
and hauled it away. 
However , as the 
number of farmers 
diminished, disposal 
methods changed. 
We began dumping 
ours in a landfill area 
west of town. Since 
the landfill and the 
fairgrounds were 
owned by the Town 
of Estes Park, labor 
and equipment were 
the only costs we in-
curred. In 1984 how-
ever, the landfill was 
filled to capacity. 

The problem was studied for almost 
one year before we decided that we'd 
use a private transfer station. The station 
compacted the used bedding and trans-
ported it by truck 37 miles down the 
mountain to the county landfill. How-
ever, it was soon discovered that the cost 
of this service was too much. 

Affordable alternative 
Other ideas and suggestions were 
kicked around, but only one option 
seemed to be able to handle the vol-
ume of the material the shows were 
producing. With the appoval of the 
elected officers, we purchased a used 
125 hp tractor and a used tub grinder 
to make compost. 

However, the area's sandy soil and 
rocks made the maintenance of this 
machine too expensive. 

In 1987 we replaced the standard hay 
tub grinder with a cone-type grinder that 
has about Vioth the moving parts. As a 
result, the machine's maintenance 
cost is no longer a burden. 

We have ground well over 1,000 
cubic yards with this new machine. 
It eats rooks, small pieces of lumber 
and about everything else except 
horseshoes and oil pans (exhibitors 
will dispose of about any and every-
Bob Scott is manager of the Estes Park 
Fairgrounds in Colorado. 

thing in the used straw pile). 
The standard tub grinder would 

throw rocks, horseshoes and about ev-
erything else out the top of the tub, 
sometimes as far as 200 feet away (and 
sometimes through the tractor cab 
window). 

The cone-type machine has a hop-
per/feed table on top that prevents 
foreign object discharge, which 
pleased our i n s u r a n c e c a r r i e r 
immensely. 

During the 45- to 60-day busy sea-
son, we store the bedding and let the 
rain and sun start the decomposing 
process for us. We begin daily grind-
ing on October 1 with the intention of 
grinding all the used bedding at least 
once before the season's first hard 
freeze (ice creates excessive wear and 
breakage, no matter what type of ma-
chine you use). 

During the grinding process, we add 
water by connecting a one-inch hose to 
a fixed sprayer head at the end of the 
conveyor. The presence of water and 
air are essential if the compost pile is to 
heat up to the desired 160° (140° and 
above is the temperature needed to 
kill weeds, fly eggs, etc.). 

The temperature will come back 
down in about 10 days, as the weather 
elements tend to solidify the outside 
of the pile and cut off the air. Once the 
temperature drops down to around 
110° (we have a three-foot ther-
mometer for testing in the middle of 
the pile) we grind, mix and water it 
before heating it up again. 

We grind twice with the cone ma-
chine. If we feel there is a need for fur-

ther breakdown of the material we just 
turn the compost pile with the loader. 

With the right mixture of used bed-
ding, water, and air we can get our 
first grind up to 160° within 10 days. 
The material is ground into windrows 
eight to 10 feet high and 150 to 200 feet 

long. From the first 
grind, the piles will 
shrink about 30 per-
cent. After the sec-
ond grinding our 
total finished prod-
uct is about 50 per-
cent of the starting 
material. 

T h e f i n i s h e d 
compost is very 
much like potting 
soil, dark in color 
and with smells 
s i m i l a r to good 
black dirt. The com-
post has some nutri-
ent value, but it's 
not a fertilizer. It is a 
soil builder that 
saves water and is a 

very good bed for worms—which in 
time add air to the soil. 

The end product 
Compost, because it is darker than 
most soils, will absorb heat from sun-
light, therefore extending the spring 
and fall seasons. 

Thus far we have been able to find 
customers for every yard of compost 
we produce. Our local park depart-
ment uses it for all their flower gar-
dens by mixing it 5 0 / 5 0 with sand for 
a top dressing on the lawn areas in the 
fall. Local residents come to the fair-
grounds with pickups and bring home 
a half-yard or more. We sell to land-
scaping contractors in 100 yard quan-
tities and deliver bulk loads of two or 
more yards to consumers in our local 
area. 

Peat moss enthusiasts, after learn-
ing about compost, tend to be some of 
our best customers. 

For additional information on 
making, using and the benefits of 
compost, I recommend reading 
Rodale Guide to Composting, by Terry 
Minnich, Marjorie Hunt and the edi-
tors of Organic Gardening magazine. 
It is published by Rodale Press, Em-
maus, Pa. There are, however, other 
books and articles about composting 
that you'll find helpful. LM 

A cone-type grinder is much less expensive to operate than standard tub 
grinders for making compost. It's also safer and faster. 
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PRODUCTS 
Stump cutter is 
self-propelled 
Vermeer Manufacturing's new stump 
cutter is especially designed for rental 
operators and commercial users. 

The handle bar-style Model 206 is 
self-propelled, and cuts out stumps 
10-V2 and 21 feet above ground level. 

A Kohler M20S gasoline engine op-
erates at 19.25 hp. 

Vermeer says the self-propel fea-

ture makes for easy manuevering of 
the 812-lb unit. The drive wheels ad-
vance the machine into the stump, 
giving unlimited tongue extension. 
Swing-away fingertip controls pro-
vide good operator visibility and solid 
down pressure to the cutter wheel en-
sures positive cutting action without 
fighting for control. 
Circle No. 191 on Reader Inquiry Card 

New tractor makes 
homeowners happy 
The new YT6800 is the "ultimate 
grass cut t ing m a c h i n e for large 
acreage homeowners," says Joe Stahl 
of Yamaha. Stahl says the company 
has taken the f e a t u r e s from its 
YT3600 and added more power and a 
wider cut. 

The mower is posered by an OHV 
V-twin 18-hp, a i r - cooled engine 
mounted in a heavy-duty reinforced 
steel frame and hydrostatic transmis-

sion. Other features include stellite 
exhaust valve seats, a pressure lubri-
cation system with filter and elec-
tronic ignition. 
Circle No. 192 on Reader Inquiry Card 

Five-gang mower cuts a 
productive profile 
The HM-11 from Jacobsen cuts an 11-
foot swath to get you through the big 
jobs in no time. Four-wheel drive and 
a reel lift control make for good trac-
tion and easier cross-cutting, and an 
up-to-date LCD instrument panel 
monitors all critical functions. 

The HM-11 is powered by a durable 
49-hp liquid-cooled diesel engine. Jim 
Byrnes of Jacobsen says the mower's 
five hydraulically powered reels give 
superior cutting action and float easily 
over surface undulations. Soil com-
paction and tread marks are reduced, 
thanks to large tires and low ground 
pressure. 

The four-wheel drive is a standard 
feature, and wide-track stance and 

faster thanks to a large loading hatch 
and increased agitation. 
Circle No. 194 on Reader Inquiry Card 

Backhoe is compact, 
ready to work 
A backhoe designed to be used in con-
junction with small vehicles is now 
available from The Wag Co. The 

rear wheel steering provide excellent 
stability and maneuverability. 
Circle No. 193 on Reader Inquiry Card 

Finn HydroSeeder 
holds 1,500 gallons 
The Model T-170 is Finn Corpora-
tion's newest HydroSeeder. It has a 
full 1,500 gallon working capacity and 
a new hydraulic system, and mounts 

Hydra-Hoe has a full swing of 360°, 
digs to 5', has a reach 9' 6" and a lifting 
height of 10'. 
Circle No. 195 on Reader Inquiry Card 

Out-front mower handles 
variety of cutting duties 
The Pro Master from Gravely is here, 
complete with an 18 hp Kohler Mag-
num engine to power an Eaton 850 
hydrostatic transaxle. 

The Pro Master is designed for top 
maneuverability at speeds from 0 to 6.3 
mph, and 0 to 4 mph variable reverse. 

on the truck chasis or a Finn mounting 
bed. 

A new discharge pump and piping 
provide for increased distance and 
smoother slurry flow. Slurry mixing is 

The mower has a zero turning ra-
dius, a 60-inch cutting deck and yoke 
handlebar steering that's guided by 
3/ie inch aircraft cable. 

An attached tool box is standard, as 
is a hydraulic deck lift. 
Circle No. 196 on Reader Inquiry Card 

Cub Cadet mower converts 
to thrower, power brush 
The latest Power Unit from Cub Cadet 
is a multi-purpose maintenance vehi-
cle. The mower unit easily converts to 
a power brush or snowthrower. More 
attachments are being developed. 

continued on page 112 



Add beauty 
Subtract problems. 

Otterbine® Floating Aerators 
from BAREBO, INC. do more 
than just beautify your 
grounds. They're the natural, 
economical way to improve 
water quality Eliminate 
algae and sludge. And, 
remove odors. 

So the next time you need 
beauty plus brains, contact 
BAREBO, INC. We have a 
wide variety of aeration 
systems to meet your 

aesthetic and water quality 
management requirements. 

Write or call today for your 
free corporate catalog. 

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

(215) 965-6018 



PRODUCTS from page 110 
It is available in three engine sizes: 

8.5,12.5 and 15 horsepower, with 32-, 

38- or 46-inch cutting decks. 
Circle No. 197 on Reader Inquiry Card 

Rake in all these 
versatile features 
Worksaver, Inc. of Litchfield, 111. offers 
two series of landscape rakes to pre-
pare soil for seeding, to distribute or 
spread crushed stone and top soil and 
to clean up roots, rocks or other 
debris. 

The DCR series features five for-
ward and five rear angle positions, 
and is available in four-six foot 
widths. The ULR series has seven for-
ward and seven rear angle positions, 
and is available in six-eight foot 
widths. 

Circle No. 198 on Reader Inquiry Card 

Publications focus 
on user health, safety 
Issues relative to occupational safety 
are more in the news, and Direct 

Safety Company of Phoenix is right in 
step with six health and safety ori-
ented publications. The new educa-
tion and training materials stress safe 
handling of pesticides and other oc-
cupational health and safety issues for 
grounds supervisors. 

Titles include, "The Applicator's 
Guide to Pesticide Safety," "Working 
with Pesticides," "Landscape Equip-
ment Safety Training," "The Land-
scape Chemical Field Handbook," 
"How to Prevent On-the-job Back In-
jury , " and "Fi rs t Aid Manual for 
Chemical Accidents." 

The books are designed to assist 
managers in compliance with right-
to-know laws, and are described and 
illustrated in Direct Safety's new 1989 
catalog. 
Circle No. 199 on Reader Inquiry Card 

Interlocking pavers handle 
traffic, protect grass 
Golf 2000 Corporation of San Diego, 
Calif, now offers a system of one 

square foot pavers that support heavy 
traffic while protecting the underly-
ing turf. 

With 140 cells per sq. ft., the pavers 
provide y2-inch of protection for the 
crown and lower blades and allow 
roots to grow unrestricted below the 
base plate. 
Circle No. 200 on Reader Inquiry Card 

Lesco marker keeps 
sprayers on track 
A new foam marker from Lesco de-
signed to be used on boom-type 
sprayers prevents costly skips and 
overlaps when applying chemical 
products or fertilizers. 

The marker features foam gener-
ators that mount on the ends of the 
boom instead of at the foam tank, thus 
greatly decreasing the air presure re-
quired and ensuring smaller bubbles 
and thicker, longer-lasting foam. 

The precise air/soap mixing system 
works like a carburator, metering soap 
flow into the air flow to assure consistent 
foam and uniform delivery. 

* Lesco says the foam stays light and 
stiff, using less soaD solution Der acre 

than systems that mix the foam at the 
tank. 

A clog-free system features high 
quality components, such as a 5-gal-
lon, stainless steel tank and cover, 
four stainless steel solenoids and a 
h e a v y - d u t y , d i a p h r a g m - t y p e air 
compressor. 
Circle No. 201 on Reader Inquiry Card 

No strings attached to 
Reciprocator trimmer 
RedMax has done away with string 
trimmers by its introduction of the 
Reciprocator, which does the job with 
two 20-tooth reciprocating blades. 

The company believes the product 
reduces the danger of flying debris 
and property or operator injury. 

Mas Hamamura, president, says the 
unit is ideal for golf courses, and can trim 
precisely around sand traps without 
tearing up the grass or kicking out sand. 

Circle No. 202 on Reader Inquiry Card 

Brochures tell story on 
walk-behind mowers 
A new brochure offering information 
and specs on the Ransomes line of 
commercial walk-behind mowers is 



Make this the last time you* 
spend time changing nozzles. 

Upgrade to Quick TeeJet\ 
Ever notice how the little things that 

shouldn't interfere with getting our work done 
are often the things that throw us off schedule? 

It's time to make sure that changing, replac-
ing and cleaning spray tips never eats up a 
morning again. 

Now, an easy-to-use checklist shows you 
how easy it is to order and install the Quick 
TeeJet System. 

With Quick TeeJet System all it takes is a flick 

of the wrist to change spray tips. Pop in a new 
tip, give the nozzle a quarter turn and the tip 
is locked, aligned and ready to go. In no 
time at all. 

The optional Chem Saver™ Diaphragm 
Check Valve saves money by saving chemicals. 
It eliminates nozzle drips when you shut down 
the system. 
Get the brochure. Eliminate the problem. 

No better way to spray todays 0 J chemicals. 

Spraying Systems Co. North Ave., whea ton , IL 60188 

Circle No. 169 on Reader Inquiry Card 

Complete and return this coupon for the guide to ordering and installing the 
Quick TeeJet System on your sprayer. ^ ^ ^ 

City Slate 

Mail to: Spraying Systems C o . , Agricultural Division, North Ave . Wheaton . IL 60188 



now available from the company. 
Ransomes says its walk-behinds 

are tough enough to handle the 
stresses of day-to-day use. Strong 
a l u m i n u m - m a g n e s i u m m o w i n g 

than a bushel of clippings. 
Circle No. 203 on Reader Inquiry Card 

Gophers are goners with 
Blackhole gopher trap 
After much trial and error, inventor 
Jim Pidgeon devised what he believed 
to be the ultimate in gopher traps: the 
Blackhole. 

Designed with the gopher's natural 
habits in mind, the trap is a round 
piece of plastic that, to the gopher, 
resembles the inside of a burrow. At 
one end is a small opening which lets 
in light. The gopher rushes to plug the 
hole and is killed by a trigger wire 
inside the body of the trap. 

Warren's Turf Professionals mar-
kets the trap, and says more than 

decks, one- inch diameter double 
s t e e l h a n d l e s and u n d e r - d e c k 
crankshaft protectors are just two 
reasons why. 

Three-side trimming is a standard 
feature on Ransomes mowers. Two 
optional grass catchers hold more 

R0CKH0UND 
T E A C H E S 

THE A B C S OF GROUND PREPARATION 

/ \ 
A SERIES 
R0CKH0UND " " Dumping 

/K 
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Skid Steer Mount (Hydrauk) 3 Point Mount 

B SERIES 
R0CKH0UND 

II A 

Open bottom—Hydraulic Drive. Rocks are raked 
to a convenient windrow for later pickup. 

COST EFFECTIVE ROCKHOUNDS Rake and collect rocks and surface debris. 
leaving the soil in a fluffy, level, seed-bed quality condition. 

It does not cost to own a Rockhound... IT PAYS! 
1-800-426-5615 

KEM ENTERPRISES, INC. 
18425 Eighth Ave. S.W., Seattle, WA 98166 

12,000 have been sold over the past 
year. 

This trap is used by the USDA. 
Circle No. 204 on Reader Inquiry Card 

Snapper markets zero-
turning mower line 
Snapper Power Equipment now offers 
a complete line of zero turning radius 
riding mowers. 

Designed to reduce mowing time, 
the mowers feature a compact design 
and low wide body to provide sharper 

turning and close trimming. Engine 
horsepower varies from 12-20 hp. 
Three mowing decks are available, in 
42-, 48-, and 60-inch widths. 

A twin bag grass catcher is optional 
for the 42- and 48-inch mowers. 
Circle No. 205 on Reader Inquiry Card 

Tailgate mulcher 
increases efficiency 
A tailgate mulcher is 10 times faster 
than hand-shaking and uses 20 per-
cent less straw, according to TGMI, 
Inc. 

The TGMI Tailgate Mulcher has a 
two-bale-per-minute capacity with 
30-foot discharge. With a 50-foot hose, 
it can mulch 150 feet before moving 
the truck. 

According to Phil Faber of TGMI, 
the mulcher can disperse three tons of 
straw mulch per hour, using two 
men—a feeder and a sprayer. 

The unit is made in the United 
States from domestically-manufac-
tured parts. 
Circle No. 206 on Reader Inquiry Card 

Keep weeds out, 
let precious water in 
Tensar porous landscape fabric blocks 
out more sunlight for better weed con-
trol and greater moisture savings, its 
manufacturer claims. Also, the fabric 
has longer service life because it resists 
sunlight breakdown and is specially 
treated to let water in faster. 

continued on page 116 



'Discover Why 
Americans are 
Taking Cycling 
to Heart W 

Today's Americans are re-discovering one of the 
safest, healthiest, family recreational activities. 
Cycling! 

You don't have to join a club or take expensive 
lessons. Gliding along at any speed strengthens 
your heart —just ask your doctor! 

So visit your local bicycle retailer today and 
start cycling. Your heart and family will thank you! 

P.S. Remember to always wear a helmet! 

H I I H H I I SPONSORED BY BICYCLE DEALER SHOWCASE MAGAZINE 
H ' 1 N H V ' R AND BDS EXPO 

E X P O S I T I O N S A DIVISION OF EDGELL COMMUNICATIONS, INC. 



P R O D U C T S from page 114 

Range of uses is from bushes and 
shrubs to under wallways, to rock gar-
dens and other hard landscaping, to 
under decks and patios. 

According to Tensar, mold, fungus 
or bacteria won't grow on the fabric. 
Tensar can be cut with kitchen scis-
sors and drapes the ground well for 
more attractive landscaping. 

The fabric prevents soil from mix-
ing from bedding material while at the 
same time reducing erosion and soil 
compaction caused by heavy rains. 
Circle No. 207 on Reader Inquiry Card 

Hydraulic accessory kit lets 
you edge, mow and pick up 
A new hydraulic accessory kit from 
Excel Industries lends three-in-one 
c o n v e n i e n c e to e x i s t i n g E x c e l 
mowers. 

The Hustler edger attachment lets 
the operator edge while mowing or 
driving along curbs, drives or side-
walks, with no backtracking. 

The Hi-Lift Bac-Vac grass catcher 
attachment is a 15-bushel hopper that 
raises hydraulically 4V2 feet. Conven-
ient behind-the-driver placement 
does not h a m p e r the H u s t l e r ' s 
maneuverability. 

The accessory kits are available for 

Tests Prove 
Bio-GroundskeeperM 

is Best for 
Thatch Reduction* 

( ( Bio-Groundskeeper^ has 
shown excellent results...it makes 
our job easier...}} 
J e n y Haupt, Lakeland 
Landscape Services, Inc., 
Manitowoc, WI. 

u I'm ver\) pleased with KLM 
Bio-Systems' product. }2 
Robert Hansen, 
Groundskeeper, New York Jets. 
• Michigan State University research 
rated Bio-Groundskeeper" most 
effective for reducing thatch. 

WBBtiH 
For 

Thatch Reduction 
KLM Bio-Systems, Inc. 

1 0 7 0 0 Normandale Blvd., 
Bloomington, MN 5 5 4 3 7 

1-800-383-4081 

Hustler Models 320, 340, 400 and 440. 
Circle No. 208 on Reader Inquiry Card 

Jacobsen LF-100 mower 
a true lightweight' 
Jacobsen's LF-100 lightweight fairway 
mowers promise a new level of fair-
way care, thanks to newly designed 
22-inch reels. 

According to the company, the 
new mower has a 100-inch cutting 
width with five reels. Outside reels 
are positioned up front for easier 
mowing and increased productivity. 

To ensure that the mower does the 

job, Jacobsen conducted a field test of 
all units made during the first week of 
production. All performance areas 
were checked, including cutting qual-
ity, speed and climbing power and 
hydraulic pressures. 
Circle No. 209 on Reader Inquiry Card 

New rotor designed for all 
turf grass applications 
The new R-70 rotor from Rain Bird is 
ideal for sports fields, parks and in-
dustrial sites, and combines many of 
the latest features. 

Service and down time is mini-
mized by a self-cleaning, water lubri-
cated piston drive which allows sandy 
or effluent water to pass straight 
through the rotor. The piston drive 
uses less than two percent of the 
water passing throught the unit to 
drive the head, increasing throw dis-
tance without increasing pressure 
requirements. 

Rain Bird has also designed color-
coded, interchangeable nozzles to in-
crease throuw distance by minimiz-
ing water turbulence. 

For added safety and less damage, 
the R-70 has a 2V2-inch exposed case 
diameter. An optional rubber cap is 
also available. 

Circle No. 210 on Reader Inquiry Card 

Reinco debuts new 
tackifier 
Reinco Mulch Binder Corporation has 
introduced RMB Plus tackifier stim-
ulant, containing a growth stimulant 
to promote plant development. 

Reinco says RMB Plus can also be 
used as a fiber mulch binder and as an 

The first tackifier that 
stimulates growth 

Erosion control 
products for 

professional contractors 

Reinco 
MULCH BINDER CORP 

POBo< 584. Plamlield. New Jersey 07061. 800-526-7687 In NJ 201-7S5 0921 

50 lbs. 

erosion inhibitor. 
The product is normally mixed 

with water and fiber mulch in a hy-
d r o g r a s s e r and s p r a y e d o n t o a 
seedbed. 
Circle No. 211 on Reader Inquiry Card 



Some of life's best lessons are learned 
in Hie school of 'soft knocks' 

The young man on the left will 
fall several times before he hits 
his first home run. The young 
man on the right wants him to 
have the advantage of falling 
on real turf. 

talking to some appropriate people, but it all takes 
time and money. 

While we're waiting for the big picture to 
change, we can all improve our Tittle corner . . . 
like planting an improved turf plot of our own, 
then using it! When officials see how much more 
fun we're having, they'll no doubt want in on the 
action. 

We think it's curious that the same lawmakers who 
insist that individuals and corporations make 
environment and products safer for children 
neglect to legislate safer standards for school 
playgrounds. 

It's no doubt easier to make us spend our own 
cash to improve conditions than to appropriate 
public funds for safe playin 

been instrumental in distributing information and 
Things are changing . . . slowly . . . but NSTC has 

areas. 

For free brochure and membership application, 
call or write to Fred V. Grau, Chairman 

USDA • ARS • BARC 
Bldg. 001, Room 333 
Beltsville, MD 20705 
301/344-3655 



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

235 - LAWN CARE: A HANDBOOK 
FOR PROFESSIONALS 
by H. Decker, J. Decker 
Written by turforass professionals, 
this handy guide will be invaluable 
for playing field managers, golf 
course manaoers, or any lawn care 
practitioner. Covers all aspects of 
turfgrass management. $36.00 

645 - MANAGEMENT OF 
TURFGRASS DISEASES 
byJ.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. S26.70 

620 - TURF MANAGEMENT 
HANDBOOK 
by Howard Sprague 
Practical guide to turf care under 
both healthy and poor turf condi-
tions. Chapters cover turf in cooler 
and warmer regions, fertilizer use, 
regular turf care, weed and disease 
control and special turf problems. 
Useful seasonal schedules for 
management of turf areas. $25.25 

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. ( 36 .00 

640 - TURF IRRIGATION MANUAL 
by James Watkms 
A guidebook for engineers, archi-
tects, designers and contractors. 
Keeps pace with the latest develop-
ments in turf and landscape 
irrigation. Specific chapters devoted 
to rotary sprinkler design systems. 
Golf course design systems and 
expanded enaineerinqand refer-
ence material. $27.25 

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 $42.00 

1 1 0 - T U R F MANAGERS' 
HANDBOOK-Second Edition 
by Daniel and Freeborg 
ENTIRELY UPDATED. A practical 
guide for the turf practitioner. Chap-
ters on grasses, growth regulators 
and diseases have had extensive 
modification. Innovations resulting 
from research and practice have 
been added to reflect the current 
techniques available for turf 
managers. $32.95 

230 - LAWNS-Thlrd Edition 
Dr. Jonas Vengns and 
William 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. 

grass is 
$25.95 

225 - TURFGRASS MANAGEMENT 
by A.J. Turgeon 
Revised edition. Covers the latest 
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 
problems and determining their 
causes. $42.00 

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 

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. $37.95 

415 - INNOVATIVE APPROACHES 
TO PLANT DISEASE CONTROL 
byllanChet 
Brings together alternative ap-
proaches and methods that have 
potential to control diseases 
caused by fungi, bacteria and vi-
ruses. Major concepts of disease 
control discussed include biological 
control systems, their possible 
mechanisms, potential application 
and genetic improvement. $52.50 

800 - THE GOLF COURSE 
by Cornish and Whitten 
The firi 
of golf 
golf course architects the credit and 

byL 
The first book ever to give the art 

lolf course design its due, and 

recognition they deserve. 320 
pages and 150 color and black and 
white photographs. Traces the his-
tory and evolution of the golf 
course, analyzes the great courses, 
shows how thev were designed and 
constructed $35.00 

690 - INSECTS THAT FEED ON 
TREES AND SHRUBS 
by Johnson and Lyon 
Essential information for identifying 
more than 650 insect pests and the 
injuries they cause. More than 200 
color illustrations. $49.95 

500 - THE 1989 PESTICIDE 
DIRECTORY 
bv Lori Thomson Harvey and W. T. 
Thomson 
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 $75.00 

510 - HORTUS THIRD 
from Cornell University 
A 1.300 page concise dictionary of 
plants cultivated in the United 
States and Canada. A reference 
which every horticulture 
professional should have. 
$135.00 

810 • LIABILITY AND LAW IN 
RECREATION, PARKS AND 
SPORTS 
by Ronald A. Kaiser. J.D. 
A fact-filled reference that all recre-
ation professionals should have to 
steer clear of lawsuits resulting 
from athletic and recreation partici-
pant injuries. Uses layman's terms 
and an analysis of crucial court 
cases to provide you with a host of 
recommendations and risk man-
agement guidelines. $33.00 

125 - SCIENTIFIC GUIDE TO PEST 
CONTROL OPERATIONS 
by G.W Bennett. J.M. Owens, 
R.M. Corngan 
Fourth Edition. New chapters on 
fumigation, urban wildlife, special 
facilities, plus updated, improved 
chapters on pesticides, cock-
roaches, birds, termites, equip-
ment. sanitation, stored product 
pests and more. Don't be without 
this updated edition. 
$49.95 Domestic All Others $60.00 

345 - COST DATA FOR LANDSCAPE 
CONSTRUCTION 1989 
Kathleen W. Kerr, Editor 
An updated unit cost data reference 
for designers and cost estimators. 
Developed to fill the tremendous 
need for detailed landscape con-
struction cost data. Laid out in 
easy-to-use CSI format. Annual. easy-to-i 
$35.00 

300 - LANDSCAPE DESIGN: A 
PRACTICAL APPROACH 
by Leroy Hannebaum 
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. $41.00 

305 • LANDSCAPE MANAGEMENT 
by James R. Feucht and 
Jack D. Butler 
Planting and Maintenance of Trees, 
Shrubs, and Turfgrasses. Describes 
the basic principles of cultural man-
agement 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 



BOOKSTORE 

370 - LANDSCAPE OPERATIONS: 
MANAGEMENT. METHODS & 
MATERIALS 
by Leroy Hannebaum 
An m-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-
plained in simple terms. $38.00 

365 - LANDSCAPE PLANTS IN 
DESIGN 
by Edward C. Martin 
An annotated photographic guide to 
the design qualities of ornamental 
plants and tneir 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 
landscape design. Contains detailed 
indexes that provide quick refer-
ence to particular design qualities 
and growing conditions. $58.95 

375 • RESIDENTIAL LANDSCAPES 
by Gregory M. Pierceall 
An excellent reference for individu-
als involved in the design and 
development of plantings and con-
structed features for residential 
sites. Illustrations and actual resi-
dential case study examples are 
used to communicate graphic, plan-
ning and desian concepts which a 
the focus of this text. 

i concepts which are 
$43.00 

665 ARBORICULTURE: THE 
CARE OF TREES. SHRUBS AND 
VINES IN THE LANDSCAPE 
by Richard W. Hams 
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 $56.00 

755 - TREE DETAILING 
by Michael Littlewood 
A compendium of practical infor-
mation on all aspects of tree 
planting and maintenance. 10 chap-
ters deal with tree stock and sizes, 
planting techniques, pruning and 
surgery, protection of new trees 
and existing trees, maintenance 
and management, survey and 
evaluation. $32.95 

400 • NATIVE TREES. SHRUBS. 
AND VINES FOR URBAN AND 
RURAL AMERICA 
bv 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, foliaqe, 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 ecolooical 
relationships. $79.95 

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. $49.50 

720 • SHRUB IDENTIFICATION 
by George Symonds 
Pictorial key to identify shrubs. 
Contains more than 3,500 illustra-
tions to check specimens. Popular 
and botanical names are aiven for 
each shrub and handy index tabs 
for quick reference. 
$12.95 paperback 

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 paperback 

405 • WOODY ORNAMENTALS 
by Partyka, Joyner, 
Rimelspach. Carver 
Illustrates plant identification 
characteristics. Organized in two 
basic sections: plant identification 
and plant disorders, this text uti-
lizes 430 color photos. 430 line 
drawings and 45 black and white 
photos to simplify identification. 

NEW! Instructional Videos! 

01 PROFESSIONAL SOD LAYING TECHNIQUES - 25 minutes - Color • VHS $85.00 
How-to" video featuring step-by-step guidelines for installing sod professionally. 

Illustrated reference guides and group study materials included. 

02 PLANTING AND STAKING LANDSCAPE TREES • 20 minutes Color - VHS - $85.00 
Award-winning infield demonstration video covers the key steps of planting landscape 
trees. Illustrated reference guides and group study materials included. 

03 SUCCESS WITH BEDDING PLANTS - 25 minutes - Color • VHS - $85.00 
Shares those "tricks of the trade" used by national award-winning professionals. Shows 
how to select, install and maintain bedding plants successfully. Illustrated reference 
guides and group training materials included. 

04 WORKING WITH PESTICIDES - 2 45 minute videos Color - VHS - $143.95 
This video safety course covers Pesticide Labels. In-field Clothing & Equipment, How to 
Be Prepared for a Spill. Tips on Mixing and Calibrating Pesticides and more. 

05 PROFESSIONAL TURF MANAGEMENT 30 minutes Color - VHS - $85.00 
Examines nine maior warm and cool season turf varieties Optimum mowing heights and 
cutting frequency are given each turf variety. Illustrated reference guides and review test 
included. 

06 LANDSCAPE IRRIGATION. Maintenance and Troubleshooting 
30 minutes Color VHS $85.00 
Step-by-step instructional video for infield employees covering Sprinkler Heads/Drip 
Emitters. Electrical/Manual Valves. Backflow Prevention Devices. Controller Operation 
and more. Illustrated handbook included. 

07 PLANT PROPAGATION • 2 25 minute videos • Color VHS - $85.00 each 
Volume One covers four important methods of propagation: by seed, division, bulbs and 
tubers and micropropagation. Volume Two covers three additional techniques of 
propagation: cuttings, layering and grafting and budding. Study guides included. 

08 ELEMENTS OF PRUNING 30 minutes - Color • VHS - $89.95 
Available in English or Spanish. Best-selling video developed for entry level industry 
training presents in-the-field demonstrations of The Techniques of Thinning Out Pruning, 
How to Control and Direct Plant Growth by Selective Pruning, How to Prevent In-Field 
Injuries and more. Illustrated reference manual and reproducible group study guides 
included. 
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Book Sales, Edgell Communications 
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CLASSIFIEDS 
RATES: $1.20 per word (minimum charge, $35). Bold face words or words in all capital letters charged at $1.45 per word. Boxed or display ads: $100 per column inch-1x (one inch 
minimum); $95-3x; $90-6x; $85-9x; $80-12x. (Frequencies based on a calendar year). / " " — K w C n r • '. For ads using Agency commissions will be given only when camera-ready art is provided by agency. I 
blind box number, add $15 to total cost of ad." Send ad copy with payment to Dawn Nilsen, LANDSCAPE MANAGEMENT. 1 East First Street, Duluth. MN 55802 or call 218-723-9505. Fax 
Number 218-723-9615. 

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 

WANTED 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 

BETTER THAN A FRANCHISE: Guaranteed in-
come, no franchise fees, established lawn mainte-
nance packages, year round "work". Will train and 
finance aggressive individuals with down pay-
ment. PALM BEACH FLORIDA, (407)627-8141. 

2/89 

HELP WANTED 

Commercial landscaping firm needs highly moti-
vated foreman to take over newly created irriga-
tion division. Excellent opportunity for responsible 
individual to develop divisions potential in the high 
demand Baltimore-Washington area. Call Steve at 
(301)850-6907 for more information. 2/89 

CITY OF URBANA 
LANDSCAPE SUPERVISOR 

The City of Urbana, IL, (Pop. 38,000), 
home of the University of Illinois, and a 
TREE CITY USA for eleven consecutive 
years, seeks to fill an opening for Land-
scape Supervisor in its Public Works 
Department. This person is responsible 
for: designing, implementing and main-
taining landscaped areas; supervising 
regular and seasonal workers; organize 
work sites; purchasing materials; main-
taining inventories and equipment. In-
te res ted cand ida tes shou ld have 
knowledge and skills typically acquired 
through 2 years of college level work in 
horticulture or landscape architecture 
and 2 years experience in landscape 
construction and maintenance. Person 
must possess or obtain within 60 days 
of employment, a valid State of Illinois 
Class C drivers license and within 1 year 
of employment, an Illinois Pesticide Ap-
plicators license and IAA Arborist cer-
tification. To apply, please submit re-
sume or application to the Personnel 
Office, City of Urbana, 400 S. Vine St., 
Urbana, IL 61801 by Tuesday, February 
28,1989. E0E. 

Lawn Care 
Career opportunities coast-to-coast. 
Employer retained. Experts in personnel 
since 1968. 
USA C a r e e r s 515-394 2556 
New Hampton, IA 50659 

READY FOR A CHANGE? COME JOIN OUR 
TEAM! Needed: "well seasoned" personnel 'Res-
idential Design/Sales 'Production Manager 'Field 
Supervisor 'Mechanic/Yard Man 'Foreman. Re-
sume to: Dennis Anderson & Wife, Inc., 28433 N. 
Fremont Center Road, Mundelein, Illinois 60060. 

2/89 

PRODUCT SALES MANAGER: Experience in mar-
keting compost products or selling soil mix ingre-
dients, mulch, fertilizer, etc. to the horticultural 
industry. Please mail resume to Fairfield Service 
Company, P.O. Box 354, Marion, OH 43302. At-
tention: J.S. Coulson. 2/89 

TREE CARE PERSON: experienced in Hor-
ticulture or Arboriculture. Will train tree climbing 
and/or spray applicator. Salary & benefits com-
mensurate with aoility and experience. Send re-
sume to Tree Care. Inc., 216 East Main St., 
Huntington, New York 11743. 2/89 

LANDSCAPE MAINTENANCE FOREMAN: Lo-
cated South of Boston fast-growing organization 
is seeking an experienced individual to assume full 
responsibility for our condominium property divi-
sion. You must be a self-starter with proven super-
visory experience, good communication skills, 
mechanical abilities and possess a sincere desire 
to maintain a high degree of professionalism. Our 
clients are willing to pay for the best- so are we! 
Your compensation package for this year-round 
position will be commensurate with your abilities. 
Please send resume, with salary history, in strict 
confidence to: South Shore Landscape Ser. Inc., 
2033 Ocean Street, Marshfield, MA 02050. 2/89 

Management 
Ever-Green Lawns, a division of ADT, 
Inc. is seeking both Branch and Sales 
Management personnel for several of 
our major markets. 

Branch Management candidates must 
be degreed with a minimum of 1-2 years 
of success in managing a multi depart-
ment lawn care branch with sales of over 
a $1,000,000. Strong management and 
communication skills required along 
with a desire to offer a quality service. 

Sales Manager at branch level with full 
responsibilities for telemarketing effort 
with a staff of 15-20 inside and outside 
sales people to solicit and provide lawn 
analysis for both residential and com-
mercial properties. 

If you are seeking a responsible and at-
tainable growth situation supported by 
an excellent base salary and company 
benefit program, send resume including 
salary history to: 

Corporate Recruiter 
Ever-Green Lawns Corp. 

1390 Charlestown Industrial Drive 
St. Charles, M 0 63303 

MAINTENANCE DIVISION 
GENERAL MANAGER 

Full Service Landscape Company with Design, 
Contracting, Maintenance and Nursery Divi-
sions offers a career opportunity for a top 
notch manager. 
Maintenance Division is currently grossing 2 
million in annual sales with 50+ employees. 
Proven experience and results managing an 
organization of this size or larger a require-
ment. 
Vibrant growing market area and strong com-
pany financial position make this a rare oppor-
tunity for growth if you are one of the Country 's 
Best Landscape Maintenance Managers. 

Send resume and Salary History to: 
1174 Florida Central Pkwy 
Longwood, Florida 32750 

LANDSCAPE DESIGNER - SALESPERSON this 
established landscape design/build firm is pres-
ently seeking applicants for this challenging posi-
tion. BS in Horticulture or related field required. 
Excellent growth potential for career oriented per-
sons. Send resume to: David J. Murphy Land-
scape Inc., 670 Boston Post Road, Marlboro, MA 
01752.508-485-2030. 3/89 

LAWN EXPERT: Individual with education and ex-
perience to manage lawn service for progressive 
Central Jersey tree expert company. Growth op-
portunity. Send resume to P.O. Box 230, South 
Plainfield, NJ 07080. 2/89 

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. 4 /89 

GROUNDS SUPERVISOR 83 acre municipal 
cemetary must have 2-3 years experience, excel-
lent communication skills, background in turf and 
ornamentals, licensed pesticide applicator, sur-
veying and mapping experience. Under direct su-
pervision of superintendent. Must have high 
school education or equivalent. Sales experience 
helpful. Only organized, disciplined and responsi-
ble need apply. Base salary $19,000. Excellent 
benefits. Send resume to: Ottumwa Cemetery, 
1302 N. Court, Ottumwa, IA 52501. 2/89 

PARKS MAINTENANCE SUPERVISOR Proposed 
salary range: $28,101 - $39,874. Responsible for 
supervising a high profile landscape maintenance 
program at Sky Harbor Airport. Req. 2 yrs. second 
line supv. level exp. in parks/grounds mainte-
nance, knowledge in all phases of grounds main-
tenance, scheduling, equipment utilization, work 
methods & standards, budgeting & ability to supv. 
20+ skilled/unskilled employees. To request ap-
plication, call (602)262-6277 or write: City of Phoe-
nix, Personnel Department, 135 N. 2nd Ave., Phx., 
AZ 85003. AA/EEO/H Employer. 2/89 

Career opportunity in Dallas/Fort Worth area for 
experienced Landscape Maintenance Sales per-
son. Seeking professional with 2-4 years experi-
ence in Landscape Maintenance Sales field. Sal-
ary and benefits commensurate with experience. 
Please forward resume' to: The Yerkey Co., 821 E. 
Southlake Blvd., Southlake, TX 76092. 2/89 



HELP WANTED 

CLEVELAND OHIO EMPLOYMENT OPPOR-
TUNITIES We offer excellent salary and benefit 
package and opportunities for advancement in our 
design/build firm. Our expansion plans include es-
tablishing a branch office. We are accepting appli-
cations for people with skills in landscape 
architecture, design-sales, supervision of land-
scape installation, maintenance, tree crews and 
nursery. Please send your resume or give us a call. 
Yardmaster, Inc., 1447 North Ridge Road, 
Painesville, Ohio 44077. (216)357-8400. 4/89 

CITY ARBORIST: City of Lincoln, Nebraska, (Pop. 
182,000). Parks and Recreation Dept. seeks City 
Arborist to perform professional Forestry work in 
directing programs in the care and maintenance of 
trees. Responsible for the Forestry section long 
and short term goals, budget, city ordinances, in-
ventory and supervising staff. Graduation from an 
accredited four or five year college or university 
with major course work in Horticulture, Forestry, 
Arboriculture or related field and five years exten-
sive Forestry work in a supervisory capacity de-
sired. Experience in an urban forestry situation 
and/or landscape architecture preferred. Valid 
drivers license. Possession of a Federal Certified 
Pesticide Applicator License and a First Class Ar-
borist License or ability to obtain within first six 
mon ths of emp loymen t . Annua l sa la ry : 
$24,460-$33,633. All applicants must complete a 
Supplemental Questionnaire in addition to appli-
cation. Call or send resume postmarked by Tues-
day, February 28, 1989 to: C i t y / C o u n t y 
Employment Office, 555 S. 10th Street, Room 
B113, Lincoln, NE 68508. (402-471-7597) EOE/AA. 

2/89 

DIRECTOR OF VEHICLE MAINTENANCE AND 
SAFETY - Public Works operation. Responsible 
for the overall direction and leadership of depart-
ment which is responsible for repair and mainte-
nance of a wide variety of equipment from hand-
held equipment to a fleet of heavy trucks and 
buses; supervision of 4 mechanics; management 
of physical plant which includes a two-bay vehicle 
repair shop; employee offices and lounges; rental 
offices and tenant relations; a large yard with cov-
ered and uncovered storage areas. Job required 
successful experience with personal computer 
programs, budget development, management, in-
ventory control, purchasing, staff training, imple-
menting OSHA and MOSHA requlations, and 
scheduling of maintenance. Candidates should 
have strong administrative skills and 10 years ex-
perience in auto shop including four or more years 
in a supervisory capacity. Excellent benefits. Sal-
ary commensurate with experience. Send resume 
to Community Services Director, Columbia Asso-
ciation, 9861 Broken Land Parkway, Suite 300, 
Columbia, MD 21046. EOE M/F 2/89 

KT ENTERPRISES INC., a commercial landscape 
management firm servicing the Washington D.C. 
Metropolitan market, is now accepting applica-
tions for employment in the landscape mainte-
nance department for the 1989 season and 
beyond. All positions offer excellent salary, health 
benefits, retirement and most important, an in-
comparable opportunity to work in a quality orga-
nization that will continue to offer gross and pro-
fessional satisfaction. Please send a resume to 
and/or call our Personnel Director Caroline Sen-
nimore if you are interested in any of the following 
positions. Department Manager Plant & Turf appli-
cations. Supervisory-applications, Maintenance, 
Prunings, Floral. Sales, New Sales, Service Rep-
resentatives, Landscape Senior Estimator - famil-
iar with large commercial landscape projects. KT 
Enterprises Inc., "The Landscape Management 
Professionals," 7950-1 Woodruff Court, Spring-
field, VA 22151. (703)764-1870. 4/89 

LANDSCAPE MAINTENANCE OPERATIONS 
MANAGERS: Rapidly growing Washington, DC 
based landscape contractor is expanding into the 
Philadelphia/Wilmington area. We are looking for 
an aggressive, highly motivated, quality conscious 
individual to oversee this new branch operation. 
Applicant should possess a thorough, well tested 
knowledge of all aspects of commercial landscape 
maintenance. Applicant will be responsible for 
complete control of all branch day to day opera-
tions to include: scheduling, personnel recruit-
ment, quality control, marketing and equipment 
acquisition. This is a unique opportunity for the 
right individual, for a very worthwhile and profit-
able future with an established, quality conscious 
company. All qualified, interested individuals 
should send complete resume's, accompanied by 
references, and salary requirements to: Green 
Thumb Enterprises, Inc., 3825 Pickett Road, Fair-
fax, VA 22031. Attn: M. Gerard Chauvin. 2/89 

ARE YOU 
A NATURAL? 

Then bring your talents to us. We're 
SA V-A-TREE, 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 
respons ib i l i t ies include m a j o r account 
m a n a g e m e n t , s a l e s f o r e c a s t i n g a n d 
budgeting, marketing, recrui tment , and 
t r a i n i n g . C a n d i d a t e s s h o u l d h a v e 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 hor-
ticulture or a related field and a strong desire to 
succeed. Previous sales experience is a plus. 
T h e s e p o s i t i o n s o f f e r o u t s t a n d i n g 
compensation. 
Send resume with salary requirements to: 

SAYATKKK 
Stephanie Parker 
3 6 0 Adams Street 

Bedford Hills. NY 10507 

SUPERVISORS: (project foremen) to join a nation-
ally acclaimed firm looking to expand into its sec-
ond generation. The Long Island area supports a 
high budget landscape industry. Year round em-
ployment, company benefits and continuing edu-
cation available. Experienced and aggressive 
people send resume to: Goldberg & Rodler, Inc., 
216 East Main Street, Huntington, New York 
11743. 2/89 

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. 2/89 

HORTICULTURIST: Indianwood Golf And Country 
Club is now accepting applications for a HOR-
TICULTURIST Responsibilities include: Flowers 
on golf course grounds, clubhouse, a three acre 
estate, and greenhouse duties. Must have 2 years 
of education in Horticulture, and a minimum of 2 
years experience. Salary is negotiable. Please 
send resume to: Mark Jackson, Indianwood Golf 
and Country Club, 1081 Indianwood Rd., P.O. Box 
5, Lake Orion, Ml 48035. 3/89 

ARBORIST - FIELD REPRESENTATIVE - B.S. de-
gree preferred in Urban Forestry, Horticulture or 
related field. We offer Medical Plan, Profit Sharing, 
Savings Plan and Paid Vacation. Send resume 
with pay history to Ira Wickes - Arborists, 11 
McNamara Road, Spring Valley, NY 10977. 
914-354-3400, attention John. 3/89 

PROJECT SUPERVISORS- Established company 
has opening for motivated, responsible super-
visors to direct grounds care/golf course mainte-
nance projects. Must have 3-4 years supervisory 
and working experience in areas indicated. Salary 
negotiable, depending on qualifications and expe-
rience. Send resume to: Boyd Enterprises, 16632 
Oakmont Avenue, Gaithersburg, MD 20877. 3/89 

NORTHWEST LANDSCAPE INDUSTRIES - NLI 
has the following positions open in the Portland, 
Oregon and/or Seattle, Washington Metropolitan 
area: Maintenance Area Supervisor; Construc-
tion/Irrigation Job Supervisor; Maintenance Area 
Manager; Construction Estimator/Administrator/ 
Buyer. These are career positions with one of the 
Northwests largest and highest quality commer-
cial landscape firms. Excellent salary and benefit 
package. Please send resume including salary re-
quirements to: James E. Wathey, V.P., 16075 S.W. 
Upper Boones Ferry Road, Tigard, Oregon 97224. 

2/89 

GROW WITH TURF: Career opportunities are 
available for professionals with experience in lawn 
care, landscaping and irrigation. We're looking for 
aggressive 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 1-800-678-
TURF. 2/89 

MANAGER OF MAINTENANCE OPERATIONS. 
Specializing in large scale corporate and commer-
cial projects in the Chicago Metro Area. Position 
involves all client communications, pricing, invoic-
ing, jobsite inspections, hiring and training per-
sonnel, purchasing and scheduling of equipment, 
materials and subcontractors. A solid background 
in turf and ornamental management is required. 
Send resume and salary requirements to: Otto 
Damgaard Sons, Inc., P.O. Box 182, Des Plaines, 
IL 60016. 2/89 

Orkin Lawn Care, a Division of Rollins, Inc., At-
lanta, Ga. is looking for good lawn care manage-
ment & sales management candidates. We have a 
good management training program. Education 
and experience will count toward that training. 
Please call (404)888-2771, Sam Lang, or send your 
resume to Orkin Lawn Care Division, Personnel 
Director, P.O. Box 647, Atlanta, GA 30301. 2/89 

GROUNDS MAINTENANCE/LANDSCAPE/LAWN 
CARE- Expanding grounds management and 
lawn care firm in Cincinnati seeks qualified and 
experienced personnel to fill openings in grounds 
maintenance, landscape construction, lawn care, 
and general pesticide application. Quality con-
scious individuals knowledgeable in ornamentals, 
turfgrass, landscape installation, grounds mainte-
nance, irrigation, or pest management should re-
spond. Outstanding compensation and benefits 
available. Letter or resume to PROLAWN PROS-
CAPE, 11488 Deerfield Road, Cincinnati, Ohio, 
45242; Attn. Dave Osborn. (513)489-2433, days; 
677-9108, evenings. 2/89 



HELP WANTED 

S £ J We are recruiting! 
f ^ f We're looking for 

knowledgeable people in 
the following areas: 

Environmental Care, Inc. 
landscape management 

Arbor Care 
commercial & industrial arboriculture 

Interiorscape Division 
interior landscape maintenance 

Posi t ionsavai lable in: 
Los Angeles East Bay Inland Empire 
Sacramento Santa Ana Phoenix 
San Diego San Jose Denver 
Houston Ventura ColoradoSprings 
Palm Springs 

Send r e s u m e to: 
Robert L. Scofield 

Personnel Department 
24121 Ventura Boulevard 

Calabasas,CA 91302 
an equal opportunity employer by choice 

CAREER OPPORTUNITIES AVAILABLE. White 
Oak Landscape Co. Atlanta. Georgia is presently 
seeking qualified candidates to join our team in 
serving the landscape needs of one of the largest 
and fastest growing cities of the SE. We are a full 
service landscape contractor specializing in both 
commercial and residential bid build, design build, 
landscape maintenance, irrigation, and landscape 
illumination. In return for services, we offer a com-
petitive salary and a strong benefit program. For 
consideration contact: Jim Lanier, 3220 Moon Sta-
tion Road, Kennesaw, GA 30144. 404-427-0524. 

2/89 

P̂LANI ALŜj L A N D S C A P E P R O F E S S I O N A L S ! 
N a t i o n a l l y - r a n k e d l a n d s c a p e 
c o n t r a c t i n g f i rm S C A P E S , INC. 
is s e e k i n g t o h i re h i g h l y - t r a i n e d 
p r o f e s s i o n a l s i n to t h e p o s i t i o n 
o f P R O J E C T M A N A G E R . W e 
h a v e o p e n i n g s in o u r A t l a n t a 
a n d W a s h i n g t o n , D C o f f i c e s . 
H i g h e r p a y a n d b o n u s e s f o r 
q u a l i f i e d p e r s o n . P l e a s e 
c o n t a c t S C A P E S , I N C . a t 
(404) 9 5 6 - 7 5 0 0 f o r i n t e r v i e w s . 
A l s o h i r i n g E X P E R I E N C E D 
L A N D S C A P E R S . j 

LANDSCAPE MAINTENANCE SUPERVISORS 
Rapidly expanding landscape management firm 
seeking experienced, quality individuals to be 
field/working supervisors. Tremendous oppor-
tunity to grow. Full benefits. Contact: Tandem 
Landscape Company, 33W480 Fabyan Parkway, 
West Chicago, Illinois 60185, Attn: Glenn Kedzie. 

TF 

A D V A N C E Y O U R C A R E E R & 
I M P R O V E Y O U R L I F E S T Y L E 

Seeking Landscape Personnel and Foreman 
for positions in one of the largest leading 
l andscape Companies in the Hamptons. 
We arc 45 years established, dynamic, pro-
fessional. progressive and quality 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 i'S: Your experience 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 

LANDSCAPE INSTALLATION/CONSTRUCTION 
MANAGER: Chicago area landscape mainte-
nance company needs working ("hands on") 
manager to head up landscape installation divi-
sion. This is a year-round position with benefit 
package and career path. Send resume and salary 
requirements to Panoramic, 54 N. Eisenhower 
Lane, Lombard, IL 60148. (312)620-5130. 3/89 

ADVANCE YOUR CAREER Large and rapidly 
growing midwest landscape contracting and 
maintenance firm seeks quality, energetic MAIN-
TENANCE SUPERINTENDENT. Must be able to 
schedule, train and motivate crews; skills would 
include degree (or years of experience), chemical 
applicator's license (or the ability to obtain li-
cense), turf and horticulture knowledge, communi-
cation skills, blueprint reading, job measurement, 
directing maintenance crews, and maintenance 
estimating. Wages and benefits commensurate 
with ability and experience. Send Resume to: 
TORRE & BRUGLIO LANDSCAPING INC., 20401 
Hall Road, Mt. Clemens, Ml 48044. 3/89 

L A N D S C A P E E M P L O Y M E N T OPPOR-
TUNITIES-Commercial maintenance, sod and 
seeding contractor seeks professional individuals 
to fill the following positions: Maintenance and 
Installation Foreman, Equipment Operators, 
Pesticide Applicators. Please send resume & sal-
ary requirements, or call for more info. RJ Sunday 
Landscaping, Inc., 4311 Church Rd., Mitchellville, 
MD 20715, 301-262-2563. Equal Opportunity Em-
ployer. 2/89 

OPERATIONS DIRECTOR- Quality-conscious 
company seeks reliable, responsible manager to 
plan, execute, supervise and assure quality con-
trol of its grounds operations. Minimum qualifica-
tions: bachelor's degree in horticulture or related 
field: four/five years' experience supervising 
grounds maintenance; and a thorough knowledge 
of golf course maintenance, ornamental hor-
ticulture, plant diseases, insect pests, pesticides, 
herbicides, and other turf chemicals. Salary nego-
tiable. EOD date 3/89. Send resume/references to 
Boyd Enterprises, 16632 Oakmont Avenue. 
Gaithersburg, MD 20877. 3/89 

IPM Technician, Bedford Hills, NY. Excellent op-
portunity for knowledgeable, experienced profes-
sionals. Must be familiar with trees, shrubs, 
insects, and diseases of the northeast U.S. Ability 
to diagnose problems and treat with appropriate 
chemicals on-site required. Additional training will 
be provided. Join a fast-growing company with 
excellent pay and benefits. Send resume to: Per-
sonnel Department, SAV-A-TREE, 360 Adams 
Street, Bedford Hills, NY 10507. 914-666-8202. 

2/89 

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, Ml 48134. 2/89 

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 
Havana Road N., Venice, FL 34292, or call 
813-488-0688. 2/89 

Grounds Maintenance Supervisor/Foreman 
needed. Established landscape company seeking 
quality-oriented individuals who are not afraid of 
aggressive teamwork. Two years field experience 
minimum. Competitive salary, benefits and bonus. 
Send resume to GreenScape, Inc., 5548 Summer 
Avenue, Memphis. TN 38134. 3/89 

Ohio's premier grounds maintenance firm is look-
ing for top quality personnel to grow with us- if you 
have: a commitment to quality work, good work 
record, 2 years supervisory experience, past 
grounds maintenance experience a plus, refer-
ences. Call between 8:00 am and 4:00 pm for an 
appointment. (216)666-8811, R.B. Stout, Inc., 1285 
N. Cleve-Mass Road, Akron, Ohio 44313. 2/89 

The Central Park Conservancy is a pri-
vate non-profi t organizat ion dedicated 
to the restorat ion and preservation of 
New Y o r k ' s p remier park , Cent ra l 
Park. We are seeking someone to fill 
the challenging posit ion of Turf Care 
Coordinator for the Central Park Con-
servancy. Responsibil i t ies will include 
managemen t of h igh in tens i ty use 
areas such as the Sheep Meadow, 
Bowl ing Greens, 26 Ballf ields; over 
500 acres of tur f in all. A work ing 
knowledge of i rr igat ion systems, in-
stallation and maintenance of lawns, 
familiarity with wide variety of power 
equipment. Daily management of field 
personnel , accurate record keeping 
requ i red. Superv isory exper ience a 
must. 
If you are a responsible, hard working 
quality or iented individual who meets 
these requirements, send resume with 
salary history to: Neil Calvanese, Di-
rector of Hor t icu l ture, Centra l Park 
Conservancy, 830 Fifth Avenue, New 
York, N.Y. 10021. 
EOE 

LAWN CARE MANAGER: I am looking for a work-
ing manager for expansion of my company in the 
fast growing Washington, D.C. area. Granular 
seed and areation format. Full benefits. $25-$30K. 
Must be aggressive and wi l l ing to excel. 
(301)963-8996. Ask for Mike. 2/89 

New landscaping co. seeks landscaping mgr. with 
experience in estimates, tye wall and field supervi-
sion. Send resume to Pines, 674 N. Meridian, Val-
paraiso, IN 46383, Attn: Ron Turner. 2/89 



"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 
so 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. 

• PLCAA 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. 

• 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. 

• 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. 

I'm interested... tell me more! 
NAME. 

.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 



GENERAL MANAGER NEEDED FOR ESTABLISHED 
LANDSCAPE CONSTRUCTION FIRM IN SAN JOSE/ 
PLEASANTON AREA. MINIMUM 10 YEARS EXPERI-
ENCE IN SALES, ESTIMATING AND OPERATIONS. 
SEND COMPLETE RESUME TO: 

PACIFIC STATES LANDSCAPING, INC. 
P.O. BOX 1569 

EL TORO, CA. 92630 

FOR SALE 
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 

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

FOR SALE. Lawn-a-mat Economy Tractors 14 -
16 H.P., West Mac Core Aerators, used tanks and 
pumps. 513-242-7300. 2/89 

SPRAY TRUCK: 1977 Chevy C60. 1150 tank, 
Meyers 20 GPM pump, mechanical agitation, 1 
reel and hose. Motor and pump 2 years old. Looks 
and drives like new. Production ready. $6,500. 
816-229-5051. 2/89 

SPRAY TRUCK: 1979 International S1700. Lawn or 
tree spraying. 800 gallon tank. Meyers 25 GPM 
Wisconsin engine. 1 reel and hose. $6,500. 
816-229-5051. 2/89 

SPRAY UNIT- Bed mounted 3 compartment 250 
gallon- 125-100-25 fiberglass, like new, 125,000 
sq. ft. capacity, pump included, asking $1,450. Call 
Paul or Angelo, (609)567-3029. 2/89 

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. 5/89 

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 col lect 
(216)724-1266. TF 

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

FOR SALE: 1000 gallon stainless lawn care 
SPRAY UNIT COMPLETE with PTO pump, hose, 
reel, etc. Ready to use on our truck or yours 
(313)621-4677. 2/89 

New Turf-type Perennial Ryegrass "DANDY" 
"SPECTACULAR DARK GREEN TURF". Bailey 
Seed, Inc., Salem, Or. 503-362-9700. 2/89 

Tree Spades - Burkeen Demos: AM70 on 88 Inter-
national, AM70 on 80 Mack, AM50 on 86 Nissan, 
Low mileage. Used Vermeer TS66 on six-wheel 
drive Ford. Call 800-647-9824. 2/89 

BRUSH CHIPPERS - STUMP GRINDERS - small, 
medium, large - new - used-rebuilt, disc and rotor 
models. Also parts, knives and accessories. Cal-
Line Equipment Co. 415-443-6432. 4/89 

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 

FOR SALE: Vermeer TS-32 3-PT. Hitch Tree 
Spade. Low time. Excellent condition. $7,000. 
(912)488-2388. 3/89 

SPYDERS-New/Used/Rebuilt. 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 Cas-
ter, 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. 2/89 

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 

BUSINESS FOR SALE 10 year old Landscape 
Garden Center and Grounds Care Co., located in 
rapidly expanding North Carolina city. High vis-
ibility operation has well established clientele & 
contracts. Garden center located in major shop-
ping center. Total sales in 1988 exceeding 
$700,000. Owner will stay on for 1 year to provide 
smooth transition. Owner will consider some fi-
nancing. $300,000. Call 919-323-8811. 2/89 

Spyder Forklift, Gas $9,500.00, Good Condition. 
Meyers Turf Farms, Stilwell, Kansas 66085. 
(913)681-2668. 2/89 

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 Foun-
dation, Box 80071, Lansing, Michigan 48908. 4/89 

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

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. Bloch Company, Box 18058, 
Cleveland, Ohio 44118. (216)371-0979. TF 

MOWING EQUIPMENT - TORO - hydraulic lift, 7 
gang, 5 bladed mower. Excellent condition, low 
hours, new in 1987 - $8,500. or best offer. LOCKE 
reel mowers - 1 single, 1 triplex, seldom used, 
engines like new. Will sell both for $2,100. Call 
Steve at (301 )850-6907 for details. 2/89 

'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. 2/89 

Brouwer Sod Harvesters. Two reconditioned and 
ready to go. 18" roll W/ 48" Pallet Well. One with 
Ford 3910, one with Ford 3600. Case 586C Field 
Fork Lifts - Reconditioned-Like new. 2, qty. 
Brouwer Hitch Hiker Fork Lifts - New, used and 
demos - W/ Kubota Diesel Engines. Spyder Fork 
Lift - Diesel, 500 hours, Extenda-Forks, Perfect 
Condition. Hyster Shop Fork Lift 4000 # capacity-
Side Shift, Pneumatic Tires, Excellent condition. 
Brouwer Standard P.T.O. Mowers, 4 qty. and 7-
Gang Demos. Peerless Reel & Bedknife Sharp-
ener Model 1300. Brillion 10' Turf Seeders, new 
and used. Diesel Straight Truck, 20 ft. bed, excel-
lent, 30 ft. triaxle trailer. Huber Ranch Power & 
Turf, Schneider, IN 46376. 219-552-0552. 2/89 

ZOYSIA MEYERS Z-52 SOD OR SPRIGS. EXCEL-
LENT QUALITY DELIVERED ANYWHERE AT 
REASONABLE PRICES. ALSO ROW PLANTING 
AVAILABLE. DOUBLE SPRINGS GRASS FARM, 
SEARCY, AR. 1 -800-458-4756. TF 

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, Ml 
48107. 2/89 

EDUCATIONAL OPPORTUNITIES 

MOVE UP IN THE GREEN INDUSTRY. 2 year AAS 
Degree program in Golf Course Superintending, 
Irrigation Management, Landscape Contracting 
and Park Supervision. 1 year Technicians Certifi-
cate Program also available. Fully accredited, VA 
approved, excellent learning facilities, equipment, 
and faculty. Graduate job placement assistance 
available. For information contact: Golf Course 
Operations/Landscape Technology Department, 
Western Texas College, Snyder, TX 79549. 9/89 

MISCELLANEOUS 

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 

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 

USED EQUIPMENT 

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

BUCKET 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 

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, Wl 53072.414-691-4306. 

TF 

WANTED 

WANTED: Large Lindig and Royer Shredders. 
Lewis Equipment. 320 Third Street S.W., Winter 
Haven, FL 33880. (813) 294-5893. 11/89 

WANTED: Equipment - any condition. Ryan sod 
cutters, Spyder forklift, tractor mounted mowing 
units, gang mowers. Schulz Sod Farms, 1833 - 33 
St. N.W., Rochester, MN 55901, (507)288-3999 
day, (507)288-8817 evening. 2/89 
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MASTER ^ 
BLASTER 
8HP L0-BL0 AIR BROOM 
HEAVY-DUTY 
COMMERCIAL 
BLOWER 

America's 
#1 

Heavy-Duty 
Commercial 
Blowers 

175 mph air blast 
• 2500 cu. ft. 

air volume/min. 
8 HP l/C Briggs or 

Kohler engine 
• 8-blade cast 

magnesium heat 
treated impeller 

• Full pneumatic 
tires 

>Made in USA for 40 
Years by the Originators 

of Quality Commercial Vacuums and Blowers 

ILO - BLO 
ATWATER STRONG 

P.O. BOX 1108 • AKRON, OH 44309 • (216)947-2344 
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One-Pass Mowing fit Glean-Up 
Mow and power v a c at the s a m e t ime with 

Goossen's new 128 cu. ft. capacity Vac 'n' Load. It 
can be used with virtually any front deck or mid-
mount mower, and is also ideal for fast fall leaf 
pickup. And when the job's done, it tilts up for 
easy dumping. 

If you need time-saving one-pass capability, 
then you need to know more about Vac 'n' Load. It 
gets the big jobs done faster. 

Call toll-free 1-800-228-6542 
(In Nebraska : 402-228-4226) 

Gm&w 
P.O. Box 705 • Beatrice, Nebraska 68310 



PROBLEM MANAGEMENT 
by Balakrishna Rao, Ph.D. 

Controlling pine needle scale 
Problem: Can pine needle scale be controlled using 
dormant oil? (Michigan) 

Solution: Pine needle scale is an armored scale. This 
group of scale insects is difficult to manage. General 
recommendations for scale management usually in-
clude a dormant oil spray followed by one or two 
sprays when crawlers are present. 

Some extension publications recommend Ethion 
combined with horticultural oil for armored scale 
control. Douglas Caldwell, Ph.D., our staff ento-
mologist and manager of research and development 
at Davey, says, "Dormant oil could be interpreted as 
either a dormant oil product or the season when the 
application is made (or both). I assume you are refer-
ring to the dormant season. Applications of a 'hor-
t icul tural ' grade oil would probably not give 
adequate control if the application was made some-
time between October and April (dormant time). 
This is because this scale species overwinters under 
the old female cover (scale) in the egg stage. 

"The theory is that the oil will not penetrate 
enough to come in contact with all of the eggs, as the 
eggs are sometimes stacked on top of one another. A 
few armored scale species (euonymus scale and 
white peach scale) overwinter as females. Results 
(control) with oil are better since there is only one 
individual under the scale cover. 

"The most opportune time to use oil (at 2 gal. 
perlOO gal.), based on work done in several states 
(New York, Pennsylvania, Colorado), is shortly after 
the second generation crawler period, which would 
place the application time in early to mid-August in 
your area." 

The oil will kill settled crawlers and second 
instars. 

"For some reason, control with oils during the 
first generation crawler period (middle to late May) is 
not as effective. However, you could try using 
Dursban, Sevin, Orthene or Diazinon during the first 
generation crawler period. A third application (2% 
oil)could be made in middle to late August to control 
mature females before eggs are deposited. 

Effective Oftanol applications 
Problem: Oftanol has usually been my "right-hand 
material" for season-long grub control, but for the 
past two seasons it has not been all that effective. 
Application was accurately and carefully done. What 
other factors could have contributed to reducing the 
effectiveness of this pestiicide? (Maryland) 

Solution: The poor performance of Oftanol for grub 
control that you are explaining has also been re-
ported by other professionals in the industry. 
Though Oftanol is still considered to be one of the 
better products with longer residual effect for grub 
control, in recent years it failed to perform as ex-
pected in a number of cases. 

Consider the following factors if Oftanol isn't 
meeting your expectations: 

1. Improper timing, either too early or too late. 
Ideally insecticide applications should be made to 
control larvae in the fall. Mature grubs in the spring 
are more difficult to control. 

2. Pre- and post-watering. The most commmonly 
used materials (including Oftanol) are organophos-
phate insecticides which have a relatively short re-
sidual effect in soil and have a tendency to bind to 
thatch. Therefore, watering is recommended to im-
prove their effectiveness. Unless surface-applied 
material are thoroughly watered in, grubs can con-
tinue to cause damage. 

3. Dry soil conditions, improper movement and 
inactivity of materials. 

4. Possible bacterial degradation of Oftanol in 
some specific soil types. 

Reports suggest that some soil types may contain 
certain Oftanol decomposing bacteria that can affect 
its results. This will result in enhanced degradation 
of Oftanol and possibly other organophosphates or 
carbamates such as Sevin. 

S o m e of t h e s e f a c t o r s i n d i v i d u a l l y or 
cumulatively may have contributed to the lack of 
results with your grub problem. 

Identify the causal factors and try to correct them 
before using the products again. Read and follow 
label specifications for best results. 

Hard-to-control weeds 
Problem: In Hawaii, we have a problem getting rid of 
prostate spurge and woodsorrel. I have tried many 
ways with varying results, most not good. What would 
you recommend? (Hawaii) 

Solution: Prostate spurge and woodsorrel weeds are 
considered to be difficult-to-control weeds. Gener-
ally, Trimec (containing 2,4-D, MCPP and dicamba) 
herbicide is not very effective against these weeds. 
Mixtures of 2,4-D with 2,4-DP or triclopyr can give 
better results. Either amine or ester formulations of 
these products should be able to provide good 
results. 

Target the spray applications when the weeds are 
actively growing. If you are planning to use an ester 
formulation, be careful around non-target desirable 
broadleaf plants. Ester formulations are volatile and 
can cause injury to nearby plants under certain con-
ditions. Read and follow label specifications for bet-
ter results. LM 

^ g ^ Balakrishna Rao is Manager of Technical 
Resources for the Davey Tree Co., Kent, fj)OBio 
Questions should be mailed to Problem 

j m W Management, LANDSCAPE MANAGEMENT, 
7500 Old Oak Boulevard, Cleveland, OH 

• 44130. Please allow 2-3 months for an an-
swer to appear in the magazine. 



Spray herbicide directly over the 
top of your established shrubs and 
ornamentals? Go ahead. Surflan* lets 
you spray with complete confidence. 

All you'll see are the bright 
colors of your landscape or lawn. No 
crabgrass. No oxalis. No chickweed. 
And no prostrate knotweed and 50 
other grasses and weeds, either. You 
won t see them for six to eight 
months, in fact, when you spray 
Surflan preemergence herbicide. 

You'll also see Surflan is more 
stable on soil surfaces. It'll wait three 
weeks for water. Then it stays put, 

even in heavy rainfall, to provide out-
standing weed control. Yet it's gentle 
enough to spray over the top of 175 
different ornamentals. 

So go ahead. Fill up with Surflan 
and take your weed control where 
you never thought possible. Over the 
top of your ornamentals without 
injury. See your Elanco distributor. 
Or call toll-free: 1-800-352-6776. 

Elanco Products Company 
A Division of Eli Lilly and Company 
Lilly Corporate Center 
Dept E-455, Indianapolis, IN 46285, U S A J ^ f f J U j ^ 
Surflan® — (oryzalin, Elanco) K - ^ f f - / 
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Get the benefits of 

and 
the experience 
of Lofts 

Wildflowers! They're a beautiful, 
low-maintenance alternative to 
mown turf. And no one can help you 
choose wildflowers better than 
Marie Pompei at Lofts. 

As a wildflower specialist, Marie will consider 
your geographical area, the soil moisture, 
height of growth and time of flowering. She'll 
even consider colors. Then she'll recommend 
the specific mix to provide the best results. 
If soil erosion or weed invasion are problems in 
your area, Marie can suggest the best compan-
ion grass. She'll also suggest how to properly 
manage the field for optimum floral display in 
the years to come. 

Wildflowers need very little care. So they're 
perfect for roadsides, parks, golf courses, 
estates or industrial sites. They're ideal for 
areas that are hard to mow. Or any place that 
needs color. Try low-maintenance, natural 
wildflowers as your colorful alternative to high-
maintenance turf. And get your wildflowers 
from Lofts. 

Lofts has been a leader in the seed business 
since 1923. In fact, Lofts introduced Pinto as 
one of the first commercial wildflower mixtures. 

Call Marie at Lofts today. She'll help you select 
the wildflower mix suited to your needs. 

i 

c i m 
LOFTS J 

Lofts Seed Inc. 
World's largest marketer of turfgrass seed 
Bound Brook, NJ 08805 
(800) 526-3890 • (800) 624-1474 (NJ) 


