
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 


