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Two years after the
Salt Creek flood,
Butler's fairways

Seventh fairway during the Western Open, 1989.

Penneagle and Oscar Miles
make Butler National GC
‘picture perfect’ again!

“Before the 1987 Western Open,
Butler National was primped and
trimmed to perfection for its date
with the pros and television cam-
eras” says Oscar Miles, “then 9%2
inches of rain drenched the course.
The resulting flood deposited tons
of silt that dried and destroyed the
grass beneath.

“After the cleanup that required
thousands of manhours, high pres-
sure hoses, squeeges and helicop-
ters for drying; the process of
reseeding began.

“Based on Penneagle’s excellent
performance before the flood, I
chose to reseed with this bent-
grass. After two years, the new
stand appears better than before.
With our time-proven maintenance
program, we mow our fairways at
7/16" and have a good working
layer of Penneagle with virtually no
thatch.

After two years, Penneagle produces
a good working layer with no thatch
buildup

“In preparing for the 1989 West-
ern Open, we compared the course
to a Van Gogh painting, and the
crew’s efforts were to enhance the
work of art by meticulous touchup
on the frame. The result was a
‘picture perfect’ course that caused
the players and announcers to rave.

“Now if I could only get the
announcers and writers to call
‘Penneagle’ by name ... you can't
plant just any bentgrass and

expect it to perform like Penneagle”
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Oscar Miles, CGCS
Butler National GC
Oak Brook, Illinois

Seventh fairway before the rain
delayed 1987 Western Open.

Oregon Certified PVP 7900008
Penneagle is one of the ‘Penn Pals’
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Along
sidewalks
and
paved areas

For edging
along
pond banks




Now’s the time to Remember

ROUNDUP® herbicide for all
kinds of jobs around parks and
recreational areas. Remember that
ROUNDUP controls a broad spectrum
of weeds roots-and-all. ROUNDUP is
faster to use than mechanical trim-
mers and there’s no need to retreat.
That means you'll save time and labor.

Remember that ROUNDUP stays where
you put it...so there’'s no washing or
leaching problems to harm desirable
vegetation. And Remember that
ROUNDUP is biodegradeable and

el Around
s buildings and

R other

Lo e o structures

For edging
around
parking lots

won't build up in the soil. That fact will
give you the environmental confi-
dence you need to use ROUNDUP
everywhere you've got a weed, brush,
trimming or edging problem. Spray
with confidence — REMEMBER THE
ROUNDUP.

Always read and follow label directions for Roundup®* herbicide.
Roundup?® s a registered trademark of Monsanto Company.
2 Monsanto Company 1989 RIP-9-201-D

Monsanto

For complete information on the many benefits of
Roundup herbicide for Parks and Recreational facility
managers, call toll-free

1-800-225-2883

Circle No. 125 on Reader Inquiry Card
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How much
of my money
do you want? &

What would you say if I told you that I would be willing to pay you
more than you want to be paid? You'd jump at the chance, right?

Green Industry, you're not jumping. Not yet, anyway.

If I were Mr. Middle Income, my household would be pulling
down a tidy annual sum, even though both my wife and I would
have to hold down separate jobs. And, because of those demands,
we’d have little time to spend with each other and with the kids.
So we'd be looking for shortcuts in our day-to-day lives.

We’d hire a “domestic engineer” to vacuum every week. We'd
have the local pizza joint deliver dinner once or twice a week.
When the carpets got dirty or we detected the presence of an
abominable insect somewhere inside our beloved walls, we’d call
the appropriate specialists.

We’d maintain this philosophy so we could spend evenings, Satur-
days, Sundays and holidays as a family. We’d play “Trivial Pursuit”
after dinner; we’d watch “Indiana Jones” movies together; we'd take
weekend excursions, especially during the summer.

And do you know what? We might not even realize what we'd
be paying our lawn specialists. Whatever it was, we’d think, it was
certainly worth it. Our lawn would be neat, trim, devoid of
weeds—the envy of our neighbors. And all we’d have to worry
about would be turning the sprinklers off and on.

Well, friends, many of your own customers are Mr. (or Ms.)
Middle Incomes. They’re people you're mighty interested in
keeping. And how do you do that?

Number one, most important of all: you’re going to have to pay
your employees better wages because they're your direct pipeline
to those valued customers. We're talking pretty hefty raises, too,
for basically unskilled labor.

And, upon hearing this nasty bit of news, the first thing you say
to yourself is, “I can’t afford it!”

But you can. You can afford to compete with the McDonalds’ of
the world for that unskilled labor. You can afford to pay your line-
level help $10 or $15 an hour.

Do you know why? Because of all the Mr. and Ms. Middle
Incomes out there. People who value their time more than their
money, to a point. (Don’t let your costs climb over what a second
income might be able to afford.)

Here's the real secret. Pay your employees more now, before
you lose the good ones to competitors; pay them now, before the
personnel crunch hits the industry. You can either horde the good
ones now, or wait in line three years from now.

All you have to do is ask your customers for a little more
money.

Jerry Roche, executive editor
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Quality Turf-Seed

3 °
varieties developed
and produced for
.
turf professionals.
Species Variety
Improved Challenger
turf-type Columbia
Kentucky Midnight
Bluegrass Galaxy blend
Imp. Common Ky. Voyager
Improved Birdie II
turf-type Charger
perennial Citation II
ryegrass Manhattan II
Omega Il
Remington
Saturn
Alliance blend
CBS Il blend
Improved ARurora
hard fescue
Improved Shadow
Chewings fescue
Improved Bighorn
Sheeps fescue
Improved Flyer
creeping fescue Fortress
Shademaster
Improved Apache
tall fescue Bonanza
Eldorado
Monarch
Murietta
Olympic
Silverado
Triathalawn blend
Improved Penncross
creeping Penneagle
bentgrass PennLinks
Creeping Pennway
bentgrass blend

TURFSEED
PO Box 250, Hubbard, OR 97032
603/981-9571 FAX 503/981-5626

1-800-2417-6910
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Fma]ly A Hi
oesn't

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

el

Operating the 580-D 1s incredibly easy.
Only Toro provides an adjustable tilt steer
ing wheel and column. All controls are
at the operator’s fingertips, even cruise
control.

Transport is easy too. An exclusive
rotating hinge lowers the outboard cut-
ting units behind the operator fora clear
view to the side and rear. A balanced de-
sign allows you a stable 20 mph trans-
port speed because the weight of the
outboard cutting units is rotated to
the rear.

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

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

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

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

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

Ifyou've been sacrificing
easc of operation for high
capacity, it’s time you saw the
revolutionary machine that
gives you both: the new
Groundsmaster 580-D from

g.;,;’/” R 0 Toro. Call your local Toro
—r—y o distributor to see the Grounds-
N master 580-D or contact Toro
) j“ A " at the address below. You'll see
AL firsthand how productive and
il :_:LJ? versatile
Another Toro exclusive allows you to raise F%SJ "‘LL/A\:\\ l:fr%mtii‘k
one or both of the outboard cutting units inside ——\ O T ing can be.
the traction unit width. The 580-D can then trim =] ' Wipmermdll The Professionals
between objects less than 8 feet apart with the : ’ e i ? MK&EP%U Cumng

92" Triflex® cutting unit.

The Toro Company, Commercial Marketing Services, 8111 Lyndale Ave. So., Minneapolis, MN 55420.
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After visit by Hugo,
Charleston courses
look like ‘war zone’

CHARLESTON, S.C. — A
week after Hurricane Hugo
tore into the South Carolina
coast, golf course superin-
tendents expressed awe
over its destructive power,
and thanks that the death
and damage toll was not
what it could have been.

Up to 90 percent of the
trees were gone on many
South Carolina courses.
Salt water intrusion,
downed power and tele-
phone lines, damaged or
destroyed buildings and
courses strewn with debris
were the major problems
faced by superintendents.

The courses that sus-
tained the most damage are
those within a 75-mile ra-
dius of Charleston Harbor,
especially those on the
neighboring islands to the
north. The Sept. 21 storm
slammed into South Car-
olina there and moved in-
land to Columbia, where it
turned north toward
Charlotte, N.C. It left be-
hind a wide swath of de-
struction that may cost $3
billion to repair.

“It looks like a war
zone,” said Tom Cannon,
superintendent of Patriots
Points Links, an 18-hole,
7,100-yard public course
right on Charleston Harbor.
“I was in the Vietnam War
and I've seen a lot of devas-
tation there. I've also had a
couple of brushes with hur-

ricanes. But the damage
that was done to the
Charleston area was awe-
some and unbelievable. It's
just absolutely devas-
tating."”

Damage to Patriots Point
Links was typical of that en-
dured by many other area
courses. Ninety percent of
the trees on the course were
gone or damaged. The 16th
hole, a par three that jutts
out into Shrimp Creek, was
submerged, as were the
fairways of the 17th and
18th holes. Also, half of the
maintenance building was
destroyed and the pump
house was flooded after its
roof was blown off. There
was trash everywhere.

“People are scattered all
over here and yonder,” said
Cannon of his employees.
“I've got together a small
base crew and everybody is
pitching in. It's an ex-
tremely stressful situation
because everyone has
friends or relatives that
were hit really hard. Mor-
ale is fairly high, though.
Most people are over the
shock and have grit their
teeth and are ready to start
digging out from this
storm."”

Tony Brown, superin-
tendent of The Country
Club of Charleston, said
that his course may have
been spared severe salt-
water damage because of

8 LANDSCAPE MANAGEMENT/NOVEMBER 1989

the heavy rains before and
after Hugo. "“There has
been ample opportunity for
that salt water to run off or
be flushed into the soil,”
said Brown. “It's kind of
strange; a lot of areas sub-
merged by salt water aren’t
showing a lot of damage.”

Brown and Cannon
credit local media and Civil
Defense officials for provid-
ing enough warning of the
storm'’s direction and fury.
“They probably saved sev-
eral hundred thousand
lives,” said Brown.

Dr. Paul Alexander, a
turf specialist at Horry-
Georgetown Tech in Con-
way, S.C., urged area super-
intendents to run a salinity
or soluble salts test as soon
as possible. Bermudagrass
registering more than 1,500
ppm or bentgrass more than
950 ppm need to be flushed
thoroughly or the grass will
die.

“The only thing you can
do is pump those areas out
and replenish them with
fresh water. On tees and
greens get out there with
gypsum and make that ap-
plication to tie up the salts
in the soil,”” observed
Alexander.

“The big thing that
saved us was that the storm
moved so rapidly we didn't
get the anticipated rainfall
of 10 to 15 inches."

Dr. Tim Bowyer of

Numerous evergreen trees
like these at the Oaks
Plantation Athletic &
Country Club were
sheared off at mid-trunk
by the damaging winds of

Hurricane Hugo.

Southern Turf Nurseries
sent a letter to superinten-
dents. ‘‘Salts may be
leached from the profile
through the application of
gypsum,” he wrote. “Reg-
ular ag gypsum can be ap-
plied at the rate of 1-2 tons
per acre. This will provide
little negative effect on soil
pH while at the same time
freeing sodium from the so-
dium profile and replacing
it with calcium.”

The president of Car-




olinas GCSA, Randy Allen
of Dunes Golf & Beach Club
in Myrtle Beach, said his
area escaped serious dam-
age, Still, his 35-acre irriga-
tion lake showed salt intru-
sion of 9,500 ppm, and more
than 300 trees were lost,
many large oaks.

“When I rode around
our golf course I just
thought, ‘Good Lord, I just
can't believe all this hap-
pened,”’ Allen added. “But
whenIlook at the footage of
Garden City and other
places that were totally de-
stroyed, I feel fortunate. I
had never lived through a
storm of that magnitude
and hopefully I won't have
to again.”

—Will PerryO

An eyewitness
to weather history

CHARLESTON, S.C. — “I completely under-
estimated that storm. I will never do it again.
My wife and I decided to ride out the storm in
our home. Like I said, I was in full combat in
Vietnam and it was as bad or worse than that.

“We could hear the wind starting to
scream, so we went into a hallway in the
middle of the house. The wind just kept pick-
ing up and picking up until you couldn’t
even hear yourself talk. The wind started to
buck the house...I felt several times that the
wind was going to pick up my house and flip
it.

*“We laid there like that for an hour and a
half. The power was off, all the radio stations
were off; there were no lights or TV. We were
afraid to move. | mean we were just laying
there listening to the house shake.

“Then it was the eeriest thing. The eye
came over the area and just as fast as those
winds picked up they quit. They just stopped.
There was no wind. It was hot, balmy and
humid. I opened the front door and saw my
neighbor up on his roof trying to patch a hole
made when a tree fell on his house. About 20
minutes later, the winds started picking up
again and it was like a freight train coming
through the living room for the next hour-
and-a-half to two hours.

“I woke up the next morning and I was
still shaking. I opened my front door the next
morning and I did not recognize the place
where [ lived.

“The damage is simply unbelievable.
You cannot imagine it. It looks like someone
dropped an atom bomb on the place.

“I don't think people took the storm se-
riously. They think we're down here crying
about the wind damage. People don’t realize
the amount of devastation that has taken
place. If it hadn't been for the evacuation,
there would have been substantially more
deaths.”

—Tom Cannon
Patriots Point Links
Charleston, S.C.0

TECHNOLOGY

ASSOCIATIONS

ALCA searches
for new exec

FALLS CHURCH, Va. —
The Associated Landscape
Contractors of America
(ALCA) is searching for a
new executive director in
the wake of Terry Peters’
resignation.

ALCA has formed a
Search Committee to con-
duct interviews with possi-
ble candidates. The person
the committee seeks will
have “strong interpersonal
skills,” says ALCA presi-
dent Ron Kujawa. That per-
son could come from the
landscaping industry, from
marketing and sales, or it
could—like Peters—be a
person currently directing
another association.

“We're lucky to have a
good, competent and pro-
fessional staff in Wash-
ington,' says Kujawa.
“That gives us the luxury to
take our time and get the
person we really want. We
don't have to rush.”

During his four-year
tenure with ALCA, Peters
administered a growth in
the association’s insurance
program from $10 million to
$30 million; merged the In-
terior Plantscape Associa-
tion into ALCA; and helped
create the Green Industry
Exposition.

Anyone interested in
being considered as ALCA
executive director should
contact the organization at
405 N. Washington St., Falls
Church, VA 22046; phone is
(703) 241-4004. O

System reclaims sewage

BEVERLY HILLS, Calif. —
Atlantic Northern Corp.
has developed a water re-
cycling system that re-
claims sewage wastewater
for agricultural and land-
scaping purposes otherwise
endangered by the increas-
ing water shortage.
Micropure will be put on
the market nationwide by
the end of the year, says
company president Craig
Rhoades. It will be offered
to the private and public

sectors to conserve fresh
water and cut water bills.
The unit uses an elec-
trical charge to kill bacteria
in the water. It then “‘globs"
and filters out solid waste,
which can be used as fertil-
izer. The household unit is
about the size of a refrigera-
tor and doesn't have high
pump or electricity costs,
Rhoades notes. ‘‘Mainte-
nance isn't very high, ei-
ther."” Total processing
costs run $1.50 to $1.75 per

gallon.

The city of Monterey,
Calif., has cut its water
costs by 20 percent using
the Micropure system,
Rhoades notes.

“We're moving out of
the ‘disposable society’
frame of mind," he says.

Urban and rural com-
munities using septic tanks
and overloaded municipal
sewer systems could also ir-
rigate their farmlands, golf

continued on page 14
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Here’s what

Dan Nordell

hits the slopes
with each winter

Steep slopes and winter rain used to make
mowing tough for superintendent Dan Nordell.

No more. Now, a John Deere 3325 Professional Turf
Mower mows fairways at the Contra Costa Country
Club outside Oakland, Calif. And Nordell and his
members have all noticed the difference.

“The weight transfer system on the 3325 is
a big help in the winter when the ground gets wet,’
says Nordell. “You just flip a switch and keetﬁ right
on mowing. We demo’ed the 3325 along with three
other fairway mowers on some of our bigger hills
before we bought one. Some of the other units
couldn’t even climb them.

“Since then, we've put over 700 hours on the
3325 and it's done a beautiful job. It’s faster than
other mowers, and I like the single lever lift of all five
reels for cross-cutting. Our members have noticed,
and commented, about the improvement in our
fairways”

Talk to your John Deere distributor today for
more information on all we have to offer. Or write
John Deere, Dept. 956, Moline, IL for free literature.
We know, like Dan Nordell, you're going to like
what you see.

A John Deere 3325 Profes-
stonal Turf Mower handles
all the fairway mowing
at the Contra Costa
Country Club out-
side Oakland, Calif.

Circle No. 107 on Reader Inquiry Card
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SHOW

WEEDS
WHO’S
BOSS!

Lebanon Pro Fertilizers

with

Take the upper hand against crabgrass, poa annua and
goosegrass with Lebanon Pro SCU blends with TEAM.
No need to squander time or money when one of.our
four fertilizer/control combinations can deliver superior
weed control and fertilize your customers' turf with one
simple application. Only from Lebanon—your source for
premium quality turf products.

TOVTA I IRE CADE
(L AL TURY LA

A division of Lebanon Chemical Corporation

TEAM.. is the Registered Trademark for Elanco Products
Company's combination of benefin and trifluralin.

Circle No. 118 on Reader Inquiry Card
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INNOVATIONS

Bill Heald (left) and Mark Neville of B&S Lawn Sprinkler
adjust a sprinkler irrigation head at the entrance to the
Fairlane Woods community in Dearborn, Mich.

Market seen for
‘enhancements’

DEARBORN, Mich. — A
new market for sprinklerir-
rigation contractors has
emerged in the United
States, according to Mark
Neville of B&S Lawn
Sprinkler Systems & Ser-
vice of Southfield, Mich.
This market for “‘landscape
enhancement' items
(aerator-fountains, night-
lighting, artificial water-
falls, etc.) is virtually
untapped, he says.

“The scalescould turnto
where we do more lighting
than sprinklers,” he says.
“It probably would make us
more profitable.”

Because nightlighting
and fountains are less de-
veloped markets than
sprinklerirrigation, there is
less competition and less
price sensitivity among
customers than in sprinkler
irrigation, Neville believes.

His company was re-
sponsible for the landscap-
ing at nearby Fairlane
Woods.

‘*Landscape enhance-
ments extend our options
tremendously,” he notes.
“There's not a full-fledged
apartment building in this
area that has a great variety
of landscape lighting,
pumps, waterfalls and so
on. It gives credibility to the
product. People know they
can count on it.

“Where there may have
been skepticism with cus-
tomers about landscape
lighting in the past, they'll

feel comfortable now.”

B&S installed Loran
nightlighting at Fairlane
Woods' entrance security
booth, below a waterfall in
a pond at the entrance,
around the pond, down the
main road along the woods’
edge, around the clubhouse
grounds, on anisland witha
gazebo in a larger pond, and
in the pond adjacent to the
clubhouse shining onto a
stone wall.

This new concept in-
cludes all hardware that
can enhance the exterior of
a property, says Ernie
Hodas, president of irriga-
tion supplier Century Rain
Aid. That is to say, land-
scape lighting, aerator
fountains, bridges, gazebos
and underwater lighting. O

SEWAGE from page 11

courses and parkways
while conserving fresh
drinking water, says
Rhoades.

“Available clean water
in the U.S. has reached a
crucial turning point. Fresh
water foragriculture and ir-
rigation will become scarce
because potable water has
become a premium com-
modity."

For more information on
the system, write Rhoades
at Atlantic Northern Corp.,
9300 Wilshire Blvd., Suite
470, Beverly Hills, CA
90212; or phone him at (213)
452-7254. 0



When you put as much into something as
I have with this new 30-1 it gets close to you. But
[ think it's the kind of machine you're going to
love. It's got a Yanmar diesel that turns out 30
horses lor all the power you'll ever need. The
72" deck gives you the big cut you want for
wide area mowing, Talk about smooth. The ,
hydrostatic transmission really gets the job
done. And our special rear-wheel steering
lcaves a “0” uncut circle. Naturally, the 30-H
has all the dependability we build into
every Gravely. Let me tell you, this baby
will steal your heart” ’

\sk your local Gravely dealer to

introduce you to the powerful, new

30-H today :}GRAVELY

. Nwpm
4 / uJRfu:.'
- ==
PROMASTER
Ailler, Director of Engineseing 30-H
Granvely Inmermational, Ing
Clemmons, North Caroling
°
— \
—-_— - -

Fall In Love
With AGravely

Gravely Intematonal. Inc, PO, Box 5000, One Gravely Lane, Clemmons, NC 27012 @ 919.766-4721 @ Telelax: 919-700-7545

&
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If you run into a tur-managemen

keep running.

But for virtually every other turf-management
problem you face, you can count on a quality
Chipco® product to deliver the proven performance
you demand. i .

Take our premium fungicides, for example.
Chipco®brand 26019 fungicide provides unsurpassed
control of all major turf diseases. And its long-
lasting protection makes it the perfect foundation
for a season-long disease control program.

For Pythium control, you can't beat Chipco®

CHIPCO, RONSTAR, ALIETTE, MOCAP, SEVIMOL, SEVIN and WEEDONE are registered trademarks of Rhone-Poulenc. © 1990 Rhone-Poulenc Ag Company

16 LANDSCAPE MANAGEMENT/NOVEMBER 1989

Aliette® brand fungicide. Its powerful systemic action
protects turfgrasses for up to 21 days.

Grubs, mole crickets and surface-feeding insects
a problem? Depend on the powerful twosome of
Chipco® Mocap® SG and Chipco® Sevimol? Chipco®
Mocap® 5G pesticide delivers effective, fast, depend-
able control of grubs, mole crickets—all species—
and a wide variety of surface-feeding pests.

Chipco® Sevimol® is a special liquid formulation
of Sevin® brand carbaryl insecticide for broad
spectrum defense against grubs, sod webworms,
chinch bugs, bluegrass billbugs, mole crickets and
more than two dozen other turf pests. Chipco®
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Sevimol® can be used to protect your trees and
ornamental Planlings, as well.

Chipco® Ronstar® brand herbicide tackles more
than 20 of the toughest broadleaf and grassy weeds—
including goosegrass and crabgrass—for up to 120
days from a single Q{Ie-eme ence application.

eedone® brand DPC herbicide

And Chipco®
gives you unmatched post-emergence control of
more than 65 annual broadleaf weeds.

So, for the turf-management problem Chipco®
goroducls can’t solve, keep a pair of sneakers handy.

r all the others, turn to the first name in quality
turf care: Chipco®

®
Circle No. 134 on Reader Inquiry Card ‘ :
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ONE BAG.

TWO JOBS.
THREE

CHEERS!

Country Club 19-4-6
with

Fertilize putting greens, fairways and general turf
areas—while you control crabgrass and poa annua—
with Gounty Club 19-4-6 with Betasan. This Superior
homogeneous fertilizer with 3 units of WIN and 3.6%
Betasan herbicide does two jobs in one operation for
maximum efficiency! And for straight pre-emergence
control, try Lebanon Betasan 7G or Lebanon Betasan
4E. From the source for premium quality turf
praduets ~—your local Lebanon distributor.

Lebanon

8T (10 18 IPAN (SRl [ | | IS
A division of Lebanon Chemical Corporation

BETASAN* is the Registered Trademark of ICl Americas, Inc.

SHORT CUTS

HORRIFIC HUGO...Hurricane Hugo not only
temporarily ruined golf in the Carolinas (see
page 8), but it also took its toll on home lawns.
Most LCOs were wielding chain saws as dazed
citizens returned to what was left of their
homes, according to a report in this month'’s
LAwN CARe INDUSTRY magazine. “The beau-
tification of someone’s lawn is the last thing on
most people’s minds. | think we’ll just be able to
survive,” said Ellen Boutwell, office manager of
Lawn-O-Green in Summerville, S.C., just out-
side of Charleston. Treatments will most likely
be needed to control fire ants, yellow jackets
and other insects stirred-up and made home-
less by Hugo'’s wrath. That won't be an immedi-
ate source of income because “‘the homeowners
won’t come across them because they're con-
cerned with getting a roof over their heads.”
Numerous yards had gouges where trees, poles,
cars and houses were slammed to the turf.

FINNISH CUP’O’TEE...De-
mand for tee times is much
higher in Finland than in the
U.S., says John Piersol, golf
course division chairman at
Lake City Community College
in Florida. He recently spent 12
days in the Scandinavian coun-
try at the invitation of its Sports
Institute. “Golf is one of the
fastest-growing participatory John Piersol
sports in the world,” he ob-
serves. “‘Our (golf) program at LCCC is recog-
nized by most leading golf courses in America
as the best in the country. We're out to make
that reputation worldwide.” Finland, Piersol
notes, will add 15 to 20 courses in the next few
years.

HAPPY B-DAY...To E-Z-Go Textron, the
oldest and largest golf car and utility vehicle
manufacturer in the country. E-Z-Go cele-
brated its 35th birthday a couple months ago,
and guest of honor at a special ceremony was
co-founder B.F. Dolan.

CHEERS...That’s what entrants in the annual
Special Olympics should have for Briggs & Strat-
ton. The small engine company raised $6,730 for
the Wisconsin and Kentucky Special Olympics
with a five-kilometer run held at Expo ‘89 in
Louisville, Ky. “We are pleased that so many
show attendees participated,” said CEO Fre-
derick P. Stratton, Jr. “Together, we are helping
support Special Olympics’ worthwhile efforts
to provide sports and recreational oppor-
tunities for our mentally retarded citizens."

Circle No. 119 on Reader Inquiry Card
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Now Sevin gives

you two ways
control tough

turt pests.

Now SEVIN*® brand carbaryl insecticide is available
in an easy-to-handle granular formulation. So you
have two ways to apply the effective, economical
and environmentally sound control of SEVIN®
brand carbaryl on your toughest turf pests.

One thing’s for sure, whether you choose the
liquid or new granular formulation, you get the
same broad-spectrum pest control that has made
SEVIN® brand carbaryl insecticide the first choice
of turfcare specialists across the country.

Tests prove that SEVIN® brand carbaryl insec-
ticide delivers effective control of white grubs, sod
webworms, chinch bugs, bluegrass billbugs, cut-
worms and more than two dozen other turf pests.
Plus, the liquid formulation can be used to control
86 troublesome insects on trees and ornamentals.

And, because other formulations of SEVIN®
brand carbaryl insecticide are used to control pests
on poultry, pets and even some species of game
birds, it’s one of the most environmentally sound
pesticides you can use.

Contact your turfcare chemicals distributor
today, and put the proven performance of SEVIN®
brand carbaryl insecticide to work for you. Now
available in a quality granular formulation.

Sevin

Brand Carbaryl Insecticide "’ RHONE-POULENC

p protection chenmucals, alwans read and lollow instructions on the label
red trademark of Rhone-Poulenc tor carbarvl insecticide. © 1990 Rhone-Poulenc
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Savage Heat Waves,
Water Shortages,
Parched Farms

Year After Year
After Year

The National Arbor Day Founda-
tion Urges You to Plant Trees to
Fight the Greenhouse Effect

The Greenhouse Effect
may take hold of the Earth in
your lifetime.

If that happens, the huge
polar ice caps may melt,
causing oceans to flood
coastal cities. Drought will
plague America’s bread-
basket. Rivers that supply
water to cities will dry up.
Heat waves will be
commonplace.

A sharp increase in atmo-
spheric carbon dioxide is a
major cause of the Green-
house Effect. Trees remove
carbon dioxide from the
atmosphere, but mankind
has destroyed a third of the
world’s forests.

You can make a differ-
ence. Trees you plant may be
our best line of defense.

Free Booklet. The
National Arbor Day Founda-
tion has published a free tree
planting guidebook titled
Conservation Trees. Return
the coupon below and I'll send
your free booklet by return
mail.

John Rosenow, Executive Director
National Arbor Day Foundation

[_Yes, Send my free
l Conservation Trees booklet. |

I Name

| Address

City State Zip
I Mail to: Conservation Trees, National Arbor Day

— — ———

We offer
dozens more

Precision’s complete line of turf products improves your
performance. See your distributor or call.

Precision Laboratories, Inc.
P.O. Box 127
Northbrook, IL 60065

PRECISION

1-800-323-6280 PRODUCTS FOR GROWTH
Circle No. 141 on Reader Inquiry Card
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LAWN CARE

Service still king,
but is hard to find

MINNEAPOLIS — Service
in America stinks.

That'’s the opinion of au-
thor Ron Zemke who does
not hesitate to tell the lawn
care industry so.

Why is service so lousy
when most businesses real-
ize how important good ser-
vice is to their success?

“Because,” says Zemke,
“they try to manage the de-
livery of services the same
way they manage the pro-
duction of commodities,”
and those two concepts are
like night and day.

Zemke believes there
are four keys making up
“the service triangle:”

® Understanding cus-
tomer wants and needs.

@ An articulated service
strategy, a sense of what is to
be accomplished with the
customer. “When everyone
in the organization knows
what you are trying to do to
and for the customer,” says
Zemke, “you stand a chance
of it happening.”

® Delivery systems—or
rules—that are designed
with the customer in mind.

® Well-trained employees
who understand the needs
and wants of the customer,
and who are in line with the
company’s strategy for meet-

SEED

Ron Zemke

ing those needs.

Zemke says the corporate
hero of the 1990s will be the
executive who understands
the world of service, and
stives to satisfy the needs of
both internal and external
customers.

“The successful organiza-
tions will be those known for
their steadfast commitment to
service quality, and their abil-
ity to deliver it without fail.”

“If you're not serving the
customer,” says Zemke,
“you’d better be serving
someone who is.”

Zemke'’s latest book is ti-
tled “Service America! Do-
ing Business in the New
Economy.” O

Demise of field burning?

MARTINSVILLE, N.J. —
This year may in fact be the
last time open burning of
seed fields is allowed in
Oregon, says Gary L. Parker,
general manager of Lofts
Great Western Seed Co.
Next year, growers will be
spending substantially more
money to eradicate rem-
nants of the 1990 crop, he
says.

‘““We’ll be okay this
year,” Parker says. “They
(the Oregon state legis-
lature) are not going to shut
us off completely, unless
something truly unex-
pected happens.”

Parker, addressing visitors
at the Lofts Annual Field Day,

says that propane burning is
the most likely alternative,
though it will add anywhere
from $20 to $70 to the cost of
field burning. “I think the ac-
tual increase will be closer to
$40 an acre,” predicts Parker.
“Yes, it's an added expense,
but if the legislature says
that’s the way it’s going to be,
that’s the way it's going to be.”
Parker notes that pro-
pane equipment will cost
growers close to $30,000,
but that isn’t his biggest
worry. “We're at the point
now where they want to
regulate propane burning
too. We're a little nervous
about that. Hopefully calm
heads will prevail.” O
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Scott’s ProTurf Lebanon Country Club Par Ex
Down in the analysis area on every fertilizer release is so slow, it’s almost useless, and will
bag, you'll find the “fine print” that tells you most likely occur during the hottest periods,
what the big print doesn’t. Read all of it. just when you don’t want it.
Carefully. But most importantl{,’ look at the For Sulfur Coated Urea (SCU), research has
percentage of Water Insoluble Nitrogen. shown tg‘at bly th(le tg]ne it ff1s spreladaabgrxt 50%
: is immediately soluble, effectively doubling
Water Insoluble Nltrogen (WIN)... your cost of controlled-release Nitrogen and
the key to superior turf. cutting the benefit in half!

The higher the WIN percentage, the longer Be sure to read your bag
your turf will remain green. And the less often If the percentage of Water

ou will have to fertilize. That's because WIN is Insoluble Nitrogerisn't listed, there

tg: tpg{cepta o?/vorf tiggaleN;}rgegreln ———=" isn't any slow-release Nitrogen. Ifit
IS Guly Slow re.ease. rreeing is listed, chances are it won't be as
small amounts of Nitrogen each 24 av2 high as the WIN percentage in Par
time it's touched by water (Par Ex* BB | Ex Evenifitis, we guarantee you

with IBDU®) or activated by tempera- 8 o - :
ture or bacterial action (competi- that 100% of what we list as WIN is

: v available to your turf every growin
;‘\‘l’e products). : . s‘.\ \ seasoP?. T?aty means for eﬁ%rgy six :
months of growing, you'll receive an
d Ohcompeumrﬁ arn bl .9 m additional %6-53%gm¥)re usable WIN
eliver as mucn usapie P ﬁ:l‘ﬁ“mf than our competitors can deliver.
WIN as Par Ex. » So start building your WIN per-
Only Par Ex contains IBDU—a d o centage today.Talk to your local

Par Ex Representative or call
813/294-2567. And get all the WIN
you've been reading about.

ball®° CX

THE EX STANDS FOR EXCELLENCE
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unique Water Insoluble Nitrogen
source that is 100% available to

our turf in a single growing season.

onsider that urea formaldehyde
products (bacteria and temperature |
released) contain about one third of }
their WIN in the form of plastic
polymers. Its long-term Nitrogen
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Par Ex and IBDU are registered trademarks of Vigoro Industries, Inc., P.O. Box 512, Winter Haven, FL 33882, ProTurfis a registered trademark of the
OM Scott & Sons Company; Country Club is a registered trademark of the Lebanon Chemical Corporation
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PEOPLE

From tearing up turf to laying down sod

LANCASTER, Calif. —
Wendell Tyler has gone
from tearing up turf to lay-
ing down sod.

The former Los Angeles
Ram and San Francisco
49ers running back has
come to the Antelope Val-
ley, the desert area of Los
Angeles County, to start a
lawn care business. In June,
Tyler launched All-Pro
Lawn Care, which spe-
cialized in lawn care for
commercial properties.

Tyler wants to apply the
same drive he had in foot-
ball to his new business.

“It’s like being at Pop
Warner all over again—a
pro Pop Warner,” he says.

Tyler, 34, retired from
football three years ago, but
he still looks as if he could
play the game. The 5-
foot-10, 180-pounder still
appears to possess excel-

lent upper body strength.

References to his football
past pop up often in Tyler’s
conversation. He believes his
football background will help
him in business.

“From football, I have
dedication, discipline and
determination,” he says. “I
believe that if you work
hard you can do anything
you want to.”

Tyler speaks constantly
about the virtues of having
dreams and working hard
to fulfill them.

“I'm always working, al-
ways dreaming. I've got
goals. That’s what’s wrong
with some people—they
just don’t dream,” he says.

If championships are a
measure of success, then
Tyler’s football career was
a successful one. As a col-
legiate, he played in a Rose
Bowl with UCLA, and as a

Wendeli Tyler (left) and hi

professional he played in
two Super Bowls. He
earned a World Cham-
pionship ring with the
49ers when they pounded
Miami in Super Bowl XIX.

& )

s ace worker Jahmal Taylor.

“The Super Bowl is justa
game,” he says now. “Win-
ning the Super Bowl is like
a business deal. You have
business to take care of. Not
only do you cut the deal,

s

Once crabgrass takes hold, you're the
one who gets squeezed. Angry customers
want ‘{;)ur neck.

ell now there’s a pre-emergent pro-
that’s custom-tailored to your needs.
t's a unique herbicide program available
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Stop crabgrass from grabbing hold

at your DOTS distributor.
You can choose from TEAM;
SURFLAN; BALAN® or XL~
depending on your location and turf
conditions. Your DOTS distributor will
customize your choice by matching your desired

'\\



but you wrap up the deal.”

His football fame has
opened up some business
opportunities for him.

“I am doing a job for a
Cadillac dealer and I could
see that he respected me. It
was, ‘Hey, I'm working with
Wendell Tyler,”” he says.

Word-of-mouth will
spread faster if the job is
done right, Tyler notes. But
it will also spread fast if the
job is done wrong.

“The key is service: be
there on time, do what you're
paid to do, and do the job the
best you can,” he says.

One of his workers is
foreman Jahmal Taylor, a
20-year-old with an un-
usual background: 10 years
as a member of the Crips, a
Los Angeles street gang.

Taylor used to walk the
streets, armed with a .357
Magnum, selling dope. Tired
of gang life, Taylor sought out
the Inner City Youth Minis-
tries Academy in Rosamond.

The academy, established by
Tyler and former gang mem-
ber JoJo Sanchez, is a place
where troubled youth go to
straighten out their lives.

Tyler's All-Pro Lawn
Care serves as an occupa-
tional training program for
the youth academy.

Tyler was attracted to
the Antelope Valley be-
cause of its rapid growth.
The area is one of the fast-
est-growing regions in the
country. The population of
the area’s two principal cit-
ies, Lancaster 'and Palm-
dale, grew from a combined
total of 60,304 in 1980 to
128,500 this year.

Tyler started his busi-
ness on the advice of a de-
veloper who told him to
take advantage of the con-
struction boom. The rapid
growth of the area has pro-
vided Tyler with a pool of
ready customers, and he is
reaping the profits already.

—James Skeen

PESTICIDES

New pyrethroid is approved by EPA
for use by lawn care companies

KANSAS CITY, Mo. — The
EPA has accepted registra-
tion of Tempo insecticide
for use on home lawns.

Tempo, an advanced-
generation pyrethroid from
Mobay Chemical Corp.,
was introduced for indoor
pest control and ornamen-
tal insect control in 1988.

“Tempo can be used ef-
fectively at lower rates of
active ingredient than most
organophosphates, carba-
mates and other py-
rethroids on the market,”
notes Mobay marketing
manager Hal Paul.

Tests show Tempo to be
compatible with com-
monly-used fungicides, lig-
uid fertilizers and other
insecticides in tank mixes.
Mobay is also promoting
Tempo for tick control in
response to concerns about
Lyme disease nationwide.

Registration for use on
commercial turf and golf
courses is pending. O]

NEXT MONTH:

® LM’s “State of
the Green In-
dustry” report
® Part 2 of Dr.
John Briggs’
“Bio-Controls
for Turf”’

with DOTS custom-blenc

_ active ingredient per acre rate
with the fertilizer analysis to fit

your nutrient demands.

Your DOTS distributor then offers
personalized service providing helpful

For more information on the DOTS
fertilizer and pre-emergent herbicide

program, call 1-800-345-DOTS.

and timely advice to maximize results.

At DOTS, we help your turf look its
best. So you look your best.

Distributor’s Own

Always Read and Follow Label Instructions M w
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WINTER, A TIME OF R&R
FOR YOUR EQUIPMENT

Like your body, landscaping equipment can last longer
if you take care of it year round. Shenandoah Valley Golf Club
has found secrets that increase its machines’ life expectancies.

by Jay Holtzman, contributing editor

The thorough off-season maintenance performed by mechanic Calvin Smith
(1) at Shenandoah Valley Golf Club allows superintendent Eric Linde (r) to
clip about $15,000 from his annual equipment budget.

fessionals, you push your equip-

ment pretty hard during the busy
season. The job demands it. But just as
demanding is the stress and strain on
equipment. Machines that are used
hard must be carefully cared for, and
the off-season is the perfect time to
completely clean, inspect, repair and
refurbish equipment which has putin
a long season of work.

Not that any once-a-year routine
can make up for a failure to maintain
mowers, trucks, hand-held equip-
ment and other machines throughout
the year. Proper maintenance has to
be a constant effort. But winter is the
season when there aren't any excuses
for failing to do the job 100 percent.

“There's a lot you can do in the off-
season,” says Eric Linde, superinten-
dent of the Shenandoh Valley Golf

I f you're like most landscape pro-

Club in Front Royal, Va. “In fact, it's
the one time of year when we can
really be thorough with our equip-
ment.

“This time of year also gives us the
leeway to let a piece of equipment go
down for quite a while. During the
season, we have such demands on the
equipment that we can’t let it go
down.”

The off-season is the time to go
back and make perfect those repairs
that were done expediently rather
than the best way during the season,
Linde explains.

“Let’s say a piece breaks on a trac-
tor during the season. We may weld
that piece together while it is still
mcunted on the tractor because we
need to keep usingit. The winter time
allows us to go back and fix that thing
once and for all. We can examine the
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source of the problem and address it at
that point.”

By the same token, the off-season
allows time for careful and thorough
maintenance as well, and that starts
with cleaning the equipment.

“Typically, when a piece of equip-
ment goes out of service for the year, it
will be steam-cleaned from head to
toe,” Linde says. “That means all the
cowlings and everything else will
come off the machine. Then it is
painted, too, if it's required.

“It’s also the time of year when we
have time to rate batteries, go over
belts and hoses that aren’t often seen,
and examine all the other parts that
can deteriorate or wear.”

Two-fold maintenance

It's a period when you can get ready
for the coming of spring as well as
catch up from the previous season.

“That's when we do things like
pack all the wheel bearings. It might
be that a certain truck only needs to be
packed once a year, or even once
every two years. But we can’t afford to
let it wait. We don’t know how much
we are going to use that piece of equip-
ment next season; that's why our an-
nual maintenance program goes
much further. In the summer if a
brake feels bad, we adjust it. Butin the
winter, we pull the hubs, examine the
brakes and do what's necessary,"”
Linde explains.

Autumn's annual maintenance
chores are scheduled by Linde and his
full-time mechanic, Calvin Smith, to-
gether. “Calvin and I will schedule
how we want to go through this pe-
riod, because we often run our dump
trucks and some other equipment
well into the season. Then he directs
from there,” Linde says.

Formally scheduling a full mainte-
nance program in the off-season helps
Linde maintain a crew of 13 year-
round out of a summer season peak of
20 persons.

This crew not only maintains the



Disposable equipment?

As careful as most professionals appear to be about
maintenance—everyone stresses the need for a good,
year-round maintenance program—many find that
some small, hand-held equipment such as string trim-
mers don't repay careful maintenance in the same way
as larger machinery.

“We almost always replace trimmers every season,"
explains Tim Haney, executive director at Woodlawn
Cemetery, Toledo, Ohio. “We are using them about 40
hours a week through most of the summer and up until
the leaves fall, and some 55 to 60 hours a week in the
spring. Somebody told me that was like driving a car
250,000 miles."”

Adds Eric Linde of Shenandoah Valley Golf Club:
*“We go out and buy a good one and then we find some-
one local to maintain it, but after it starts to develop
downtime for little things, we just throw it away. Don’t
hang it on the wall because it isn't going to make you
any more money. When a guy in the field needs one of
these, he needs it to work. In the contracting business it
gets down to the minute as to how we are going to make
our money and if something like that doesn’t work, it's
just like you're throwing money on the ground."

Even equipment like string trimmers that many pro-
fessionals consider disposable can play a role in keeping
crews working effectively.

“I try to hold onto our trimmers until about the first
week in May so that when the guys start to get dis-
couraged with the old ones, I can break out the new
equipment,” explains Haney. “That way, they work
more efficiently through Memorial Day, which is obvi-

ously a key time in our year. This has worked out well

because the guys feel good about the new trimmers and

the novelty doesn’t wear off before the holiday."”
—]Jay HoltzmanO

27-hole golf course, but works for a
related outside contracting service
with annual volume of some
$250,000. All in all, they maintain a
fairly large stable of equipment, in-
cluding eight triplex mowers, two
rough units, two fairway units, three
tractors, a backhoe, assorted utility
and pickup trucks—the equipment
for what Linde calls “‘a well-equipped
27-hole course"—plus the compres-
sors and air-conditioning system for
the clubhouse.

“We're not undercapitalized at
all,” Linde notes, “‘so we're very main-
line in equipment: Toro and Jacobsen
mowers and Chevy trucks. We buy
what we feel is best.”

Divvying it up

Once the work is scheduled, the me-
chanic and crew divide it between
them.

“When it comes to ordering parts
and the technical stuff, the me-
chanic does it. But most of the time
he tries to get our full-timers to work
on a single project each,” Linde ex-
plains. “If we are doing a brake job
onadump truck, for example, one of
the full-time crew will get the truck
up on jacks, take the wheels off and
clean out the drums. Then Calvin

can take a look at it."”

One man generally stays with the
job until it is done, he says.

“We try to put the guy on a job until
it's completed. If the job requires
parts, for example, then he runs to get
them. He does all the set-up work and
helps finish up when Calvin is done.
The mechanic does the actual repair.
But it helps make the guy feel better

It’s a period when you
can get ready for the
coming of spring as well
as catch up from the
previous season.

about the operation when he can stay
with a job all the way through,"” Linde
explains.

As thoughtful as this approach to
maintenance is, Linde stresses that
though it’s thorough, it isn’t fancy.

“Our place is looked on as a model
by the equipment manufacturers. But
we aren’t doing anything fancy like X-
raying the equipment. We're just

being very thorough with what the
manufacturer suggests,” he says.

Such a thorough approach to end-
of-season maintenance, and to main-
tenance in general, requires good or-
ganization, Linde has found a simple
tool that he says has been a tremen-
dous help in keeping his shop in
order: a large metal file like those
found in auto parts and hardware
stores for holding catalogs.

“This file holds our entire collec-
tion of parts books, maintenance man-
uals and other paperwork that comes
with the equipment. It's the heart of
our shop; it's what our inventory is
based on,” he says. “Whenever any
piece of equipment comes in, the pa-
perwork goes in this file. Anyone can
go in there and look up a part or find
the schematic drawing for what
they’re workingon. If they’'re working
on a machine somewhere else, they
can come in and find the manual they
need and take it with them. If we need
a part number or a phone number, we
don’t have todigthrough a drawer. It's
right there,” Linde notes.

Best of all, as effective as the file is,
it was inexpensive—just $125.

“l rate my equipment by how
many years it should last,” Linde re-
lates. “And it’s outlasting the years |
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$$ saved = $$ earned

By and large, there are plenty of good reasons to pay
careful attention to your equipment’s winter mainte-
nance program. Most professionals agree that every dol-
lar spent on maintenance is a dollar invested that pays
itself back.

“We spend many, many dollars on maintenance, but
it’s still the cheapest thing to do,” says Herbert Brown,
superintendent at Wandermere Golf Course in
Spokane, Wash. He points to the high cost of equipment
as one of the best reasons for giving maintenance prac-
tices close attention.

“When you were paying $3,500 for a greens mower,
people used to trade them in every few years and get a
new one. But now you're paying $12,000 or $13,000 for
that mower, and you can't afford to trade it in every
three years. You've got to maintain it and keep it."”

Such maintenance pays for itself in the examples
Brown cites.

“I've got a 1974 fairway mower that was $9,000 when
I bought it and that now costs $35,000 (comparable
model new). It's still running well because of its mainte-
nance, I've also got a 1977 greens mower that’s still like It's more cost effective to sink money into maintaining
new," he says. equipment than replacing it, says Shenandoah Valley

—Jay Holtzman(J mechanic Joe Casteel.

project for it because my mechanicis still dependable, even though we $50,000 a year on equipment, but for

so good about taking care of it. For now use a back-up unit.” the last couple of years I've said we
example, I've got a 1978 greens This has a direct and positive effect can do fine on $35,000. I can go to the
mower that is supposed to last six on his budget. board of directors and say we don't
years. Six years is enough. But it is “We figure we have to spend about need to buy all that equipment.” LM

The Brouwer difference...
“dollar for dollar there is no better triplex mower on the market today”

. =y BROUWER TRIPLEX-376...designed from ‘‘the
grass up”’ for the professional. Compare the high
quality engineering, rugged reliable performance,
and you will be convinced that in the long-run your
equipment investment should include a Brouwer
Triplex-376. It is the perfect mower for a wide range
of applications where grass requires the best in
routine maintenance.

SOME OUTSTANDING FEATURES:

¢ 5.8 m.p.h. (9.4 Km/h) transport speed

74 in. (188 cm.) width of cut

Rear reel can be operated independently

Height of cut: 1/2 in. to 3 in. (1.3 cm. to 7.6 cm.)
Transport width only 69 in. (175 cm.)

Low center of gravity

Differential lock

Call your Brouwer dealer for more information... TODAY

Woodbine Ave., Keswick, ™ 7320 Haggerty Rd.,
Ont., Canada L4P 3E9 BROUWER Canton, MI. 48187

Tel. (416) 476-4311 TURF EQUIPMENT LIMITED Tel. (313) 459-3700
Fax. (416) 476-5867 O BONSERIRS SOy Fax. (313) 459-8778

89-106PA Copyright 1989 Brouwer Turf Equipment Limited.
Circle No. 103 on Reader Inquiry Card
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Turf needs a Balanced Diet too...
Iron makes the Difference! | \

/ ”w

,‘ l‘.'; ‘\ ,"‘\ W ' rl' g "/_.

-
('4.
Q'

»

Vs’

'

— \

Booth #221-223

Call RGB's New
Toll-Free # (800)TRY-IRON
879-4677

Fertilization programs' that include iron: stimulate green-up, enhance root
growth, and improve tolerance to heat, cold, and drought conditions.

Lawn-Plex® 8% Iron plus 8% Sulfur makes all the difference.

Only Lawn-Plex® with it's patented Phosphate-Citrate Chelate consistently
provides the above benefits, and more — full tank mix compatibility, virtually

non-staining, non-phytotoxic and buffers the tank mix pH to prevent breakdown
of pesticides.

All of these Features at a Low Application Cost.

Unequaded Micronutrient Technology

rRGaB

LABORATORIES INC. 1531 CharlotteSt, Kansas City, MOG64108 (816 ) 474-3342
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PROJECT PROFILE

The Shiki-En, or Four Seasons Garden laces its way through the office buildings of
Bannockburn Lake Office Plaza in Lake County, Illinois.

EAST MEETS WEST IN
SUBURBAN CHICAGO

Japan'’s latest export is the serenity and peace of its gardens, which one
developer used to further soften his suburban Chicago office complex.

by Will Perry, managing editor

hen real estate developer
w Allen S. Pesmen left his
downtown Chicago law

practice, one of the things he didn't
miss was the congestion and
inconvenience of city life. And when
he carved his beautifully landscaped
Bannockburn Lake Office Plaza out
of the woodlands of undeveloped
suburban Lake County, he made
sure the only thing he brought in
from the city was tenants.

The Plaza is a 66-acre develop-
ment with three (soon to be four)
106,000-square-foot buildings and a
health club. Begun in 1977, it was
the first of its kind in then-
undeveloped southern Lake County.

After 22 years of commuting to

and from the Loop, Pesmen decided
he wasn't the only one who would
enjoy working in an environment
where ponds and trees replaced
parking lots and telephone poles.
The park's 100 percent occupancy
rate attests to Pesmen's accuracy.

Downtown alternative

“It’s mostly a whiplash from working
downtown,"” says Pesmen of the
Plaza’s serene campus. “There the

emphasis is up, up, up. If you're really

socially conscious in the city, you'll
stick a plant in a container box and
put it outside your door. Here we've
created a peaceful environment that
doesn't attempt to be ‘the city
transported to suburbia.’ It's quiet,
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relaxing...”

The park’s most recent addition is
an authentic Japanese garden that
will eventually cover 10 to 11 acres
of the complex. The garden's
inspiration came from Pesmen'’s
fascination with similar gardens in
the U.S. and particularly Japan,
where gardens offering peace and
tranquility exist in the heart of
dense, unattractive urban centers. In
effect, such gardens mirror the
concept of his office complex as an
alternative to an inner-city location.

The garden was designed by
Takeo Uesugi, Ph.D., a principal of
Takeo Uesugi & Assoc. of West
Covina, Calif. Uesugi, 48, is a
professor of landscape architecture



Chicago's regional landscape is captured in the form of waterfall, stream and
the overall “lake-scape” effect of the garden.

The Japanese garden is based upon an ancxent garden desngn book, Sakuteiki
(1040 A.D.), where traditional techniques are expressed in the planting,
mounding, stepping-stones and methodical rock arrangements.

at California State Polytechnic
University in Pomona and a 15th
generation landscape architect.

Other Uesugi projects include the
Japanese American Cultural and
Community Center Garden in Los
Angeles, the Naiman Tech Center,
San Diego, and Epson Madrona, in
Torrance, Calif. Pesmen believes
that the Bannockburn garden, Shiki-
En, or Four Seasons Garden, will be
the largest private Japanese garden
outside California.

Garden makeup

The first phase of the garden
features a tea house, waterfalls,
lanterns and bridges. Plants common
in Japanese gardens and adaptable to

the Chicago climate are incorporated
among existing woods and lakes.
Pine trees provide dignity and
durability. Willows express
flexibility. Magnolias enchant.
Crabapples, plums and redbud
capture the sense of spring. Maples
and river birch capture autumn. If
he can find a variety of bamboo that
can withstand the harsh Midwest
winter, Pesmen hopes to plant it as
well.

The garden holds more than one
million pounds of boulders brought in
from Wisconsin and North Carolina, as
well as Nitto granite from Japan. The
boulders are white to dark grey in
color, rough to intermediate in texture,
and rugged to tranquil in form. The

Allen S. Pesmen, left, president of
Bannockburn Park Concepts, Inc.,
and his son Brian.

Japanese concept of In and Yo, or
negative and positive, and the numbers
of 7, 5, and 3 are incorporated to
achieve symmetrical balance in the
garden.

Two islands reach into the main
pond, symbolizing a turtle and a
crane which represent longevity and
cheerfulness, respectively.

Bannockburn Lake Office Plaza has
an in-house landscape crew. Pesmen
says maintaining the garden has been a
new yet welcome challenge for
them.Ornamentals were planted by the
Theodore Brickman Co. of Long Grove,
as well as a commercial division of
Amlings Nursery of Hinsdale and
Miles Lindblad of the architecture firm
of Krucek and Olsen. LM
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Above: An immature nematode photographed at 300x. Nematodes are an
important biological control agent, multiply in the body susceptible
insects and carry a bacteria that cause physical damage and rapid death.

Left: Millions of microscopic, immature nematodes hatching from eggs
laid inside a caterpillar. The nematodes are searching for additional
insects to invade and quickly destroy (photos courtesy of Dr. Briggs).

BIO CONTROLS FOR
THE GREEN INDUSTRY

Biologicals gain more acceptance as safe and effective
alternatives to chemical pesticides.

by John D. Briggs, Ph.D., Ohio State University

andscapers and horticulturists
I face questions from employees,

the general public and clients
about virtually every material they
use.

Recent governmental safety in-
vestigations have provided some level
of confidence in the products. But the
resull is increased time and costs for
landscapers to explain their practices
to clients,

In the past 25 years—particularly
in the past decade—safe and useful
alternatives to conventional
pesticides have received serious at-
tention. (Especially since government
regulatory agencies have increased
and refined manufacturer and ap-
plicator guidelines through federal,
state and local legislation.)

Biological alternatives to conven-
tional chemical pesticides are re-
ferred to by federal agencies as “bio-
rational” agents, Manufacturers con-
tinue to center on bio-rational agents
that attack and cause diseases of in-
sects, mites and certain weeds.

Micro-organisms cause disease
The five principal groups of micro-
organisms that can cause diseases of
insecls are bacteria, fungi, viruses,
protozoa and nematodes. From these
groups, bacteria, fungi and nematodes
are used to market products to the
landscape market (Table 1).

Milky spore products for long-term
control of Japanese beetle grubs con-
tain bacteria, These products have
been under development and suc-
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cessfully sold under different trade
names in the eastern U.S. for almost
50 years. They contain the resting
spores of Bacillus popillae formulated
as a dust for application to turf.
Bacillus popillae spores physically
damage the mid-gut and growth of the
bacteria in the body cavity of beetle
grubs

For the past 30 years, another bac-
teria, Bacillus thuringiensis, has been
produced and marketed by 20 dif-
ferent companies for managing popu-
lations of larval forms of some species
of flies, beetles and moths. These
products are often referred to collec-
tively as “BT."” Several manufacturers
in the U.S. have registered formula-
tions of bacteria with the EPA and
USDA for landscape use (Table 1).
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ast year, revenues for the lawn care
industry as awhole grew 15%.
Revenues for ServiceMaster
LawnCare grew a whopping
77%!Over five times the
industry rate.
Obviously, we
must be doing some-

Revenues for ServiceMaster LawnCare

Greener

for return on equity in their ratings
of the 500 top service companies
in America.

So ifyou're looking for the
right opportunity to start your
15% own lawn care business, you
simply can’t find a company
with a more consistent record
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thing right. And we are.  grewowerfive times the indusiryrate. - fOr SUCCESS.

For one thing, ServiceMaster is
one of the few lawn care companies
\ ;  able to provide truly cus-
i/ ) tomized treatment to
g cvery customer.

We specially design
our own trucks and
equipment SO you can
individually tailor your
treatment to each lawn.

For another, we pro-
vide complete training

and back-up support. Pro-

15 like discount pur-
- chasing. A 1-800 hot line
Customized
treatment,
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started ina
ServiceMaster
LawnCare
franchise for as
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For more information, call Stan
Guy toll-free at 1-800-635-SERVE.
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Mode of action for Bacillus
thuringiensis is by a toxin produced
by the bacteria which attacks the mid-
gut cells and moves to the body cavity.
The toxin, produced during the
manufacturing process, is the active
ingredient in formulations. The toxin
makes the use of Bacillus thuringien-
sis unique, because the mode of action
is the result of a pesticide toxin made
by a bacterium.

We can now recognize three dif-
ferent toxins from Bacillus
thuringiensis attacking three dif-
ferent kinds of insects: caterpillars
(Lepidoptera), mosquitos (Diptera)
and beetles (Coleoptera). Only the
bacteria attacking caterpillars and
mosquito larvae have been regis-
tered for use to date.

Important progress has been made
in the production, formulation and
marketing of nematodes that attack
immature forms of insects in the soil
and on plants. The developmental
stages of insects (larvae active at night
on plant parts or pupae hidden from
predatory natural enemies) are pri-
mary targets.

An essential condition for
nematode survival is adequate
moisture in or on the material inhab-
ited by the immature insect. Moist soil
and/or moist plant parts are ideal
sites for the activities of Neoaplectana

carpocapsae nematodes. These
nematodes can enter the body of an
insect through any body openings,
particularly the mouth and spiracle,
into the respiratory system.

Nematodes are an important bio-
logical control agent because they re-
spond to the presence of susceptible
forms of insects and literally seek out
their prey. Neoaplectana nematodes,
which are marketed for use against
insects, carry a bacteria that causes
physical damage accompanied by
rapid death. Further, the use of
nematodes is attractive because they
multiply in the body of the attacked
insect which, in turn, increases
nematodic egg production. This ac-
tion results in a continuous supply of
nematodes to control additional gen-
erations (if moisture conditions are
suitable).

Biological herbicides

In the past five years, research activity
has centered on possible biological
herbicides.

For many years, we have accepted
the idea of importing insects that have
a specific appetite for certain weeds (a
biological control). This has been ac-
cepted as a principle for control of the
Klamath weed and Tansy ragwort in
California and Oregon. In Australia,
caterpillars are used to control cactus.

In addition, experiments continue in
Florida for controlling aquatic weeds
by using specific viruses that infect
only the weeds.

Abbott Laboratories has registered
Devine as a biological herbicide in ag-
ricultural systems using a natural en-
emy of the weed. Although it is
temporarily for use only in certain
counties in Florida, we can expect a
continuing line of herbicides for bio-
logical control. Eventually, these de-
velopments will provide the
professional landscape horticulturist
with the necessary array of bio-ra-
tional agents for both weeds and in-
sects.

Product formulations
Bio-rational agents have been widely
developed into a full range of
formulations for their safe use and ap-
plication with equipment used by
horticulturists. Further, industry has
been able to adapt a heat- and pres-
sure-sensitive living product (the liv-
ing bacteria and their toxins), to
formulation procedures, and has
maintained the activity of a bio-ra-
tional agent which could otherwise be
harmed when exposed to procedures
commonly used for formulating con-
ventional chemical insecticides.

The production method for bacte-
rial insecticides (for example, Bacillus

Everything you always wanted to know
about bio-rational agents, but were afraid to ask

What they are: Bio-rational agents are biological alter-
natives to conventional chemical pesticides. They are
micro-organisms that attack and cause diseases of in-
sects, mites and certain weeds. Of five principal groups
of micro-organisms, bacteria, fungi and nematodes are

Milky spore disease bacteria invade grubs of
Japanese beetles.

used in products marketed for landscapers.

How they work: Milky spore products are a good
example of how biological control of insects take place.
Milky spore products contain the resting spores of the
bacteria Bacillus popillae, These spores physically
damage the mid-gut growth of the bacteria in the body
cavity of beetle grubs, thereby destroying them.

Such products have been on the shelves for about 50
years. Newer formulations are available for control of
flies, beetles and moths. Bacteria that attack caterpillars
and mosquito are also available, and important progress
has been made on nematodes that attack immature
forms of insects in the soil and on plants.

How biological herbicides work: The concept be-
hind biological herbicides is basically the same. In Flor-
ida, researchers are looking at specific viruses that in-
fect only aquatic weeds, and Abbott Laboratories has
registered a biological herbicide for use in certain
counties. Landscapers can expect to add bio-rational
agents to their weed-control arsenal in the near future.

How bacterial insecticides are formulated: Bacterial
insecticides, such as those for caterpillars and mosquito
larvae, include a final fluid suspension of bacteria.
Dried products, like wettable powders, require a re-
suspension of the stable powder in water. Dry, granular
formulations are also available, eliminating the need to
use spray equipment.

—Dr. John BriggsO
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Three ways Mazda trucks
outperform the competition.

1989 Mazda B2200

[f you're about to commit your company’s
resources to building a truck fleet,
you've probably looked at Ford Ranger,
Chevrolet 5-10, Toyota and Nissan.

But your shopping list isn't complete

until you've taken a good look at Mazda.
Because Mazda trucks offer some very
important advantages over the competition.

Mazda trucks: Offer a
36-month/50,000-mile
“bumper-to-bumper“warranty—
The best in the truck business.”

Mazda trucks: Number one =N
in overall customer satisfaction 36,000
. it MILE
for three Stralght years' WARRANTY | WARRANTY | WARRANTY
1986 1987 1988
EE Mazda trucks: Offer the most truck
| TOYOTA #2 | [Tovora 2 | [Tovora#2 for your money.''
NSSANES | [NISSAN #3 j |N|SSAN“ 2:3;“3'3;’ Toyota Nissan | Ford Chevrolet

Standard | Standard | Ranger”S” | S-10"EL"

1

s |

CHEVROLET 10 #6 | [CHEVROLETS10#7 | [FORDRANGER#8 |
|

S-speed N/A Standard | Standard | Standard
FORDRANGER#9 | [FORD RANGER#9 | [CHEVROLET510#10 Automatic | NA | Optional | NA NA
23‘53'&“53" Standard | Standard | Standard | Standard

Optional N/A Standard | Optional

[ steel-betted
radials

Full
carpeting N/A NA | NA N/A

Standard | Standard | Standard | Standard

To find out even more ways Mazda

Mazda B2200 Cab Plus. Combining spaciousness OUtPerformS the competition, contact:
with practicality, the Cab Plus is the first extended-cab Fleet Department, Mazda Motor of America, Inc.
compact truck that allows two adults to sit facing 7755 Irvine Center Drive, Irvine, CA 92718.
forward in optional rear jump seats. Or call (714) 727-1990.

d 1988 Light-Duty Truck CSI customer satssfaction with product quality and dealer service ==
" d warranty information
requires $100 deductible per visit after 12 months/12.000 miles =

petitive data
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PESTICIDE

Example of Formulations and Pesticidal Activities of Biorational Pesticides
Produced and Marketed for Gardens and Landscapes.

MANUFACTURER/TRADE NAME  FORMULATION CONTENT

Biologic Co.

Chambersburg, Pennsylvania

Insecticidal Nematodes for Caterpiliars (Lepidoptera), Beetie Grubs (Coleoptera)

SCANMASK Granular and Liquid 7 Million Active Units per pint (granular)
One Billion Active Units per galion (Liquid)

Fairfax Laboratories

Clinton Corners, New York

Insecticidal Bacteria for Beetle Grubs (Coleoptera)

DOOM Dust 100 Million Spores per gm

Abbott Laboratories

North Chicago, lllinois

Herbicidal Fungus

DEVINE 6.7 X 105 Live Chlamydospores per mi
(3.2 X 108 per pint)

Insecticidal Bacteria for Caterpillars (Lepidoptera)

DIPEL ES Emuisifiable Suspension 17,600 international Units of Activity per mg
(63 Billion International Units per galion)

DIPEL 2X Waettable Powder 32,000 International Units of Activity per mg
(14.52 Billion International Units per pound)

DIPEL 4L Emuisifiable Suspension 8,800 International Units of Activity per mg
(32 Billion International Units per galion)

DIPEL 6L Emuisifiable Suspension 13,200 International Units of Activity per mg
(48 Bition International Units per galion)

DIPEL BAF Agueous Flowable 10,750 International Units of Activity per mg
(48 Billion International Units per galion)

DIPEL 8L Emuisifiable Suspension 17,600 International Units of Activity per mg
(64 Billion International Units per galion)

DIPEL BAF Aqueous Flowable 14,500 Internation Units of Activity per mg
{64 Billion International Units per galion)

DIPEL 10G Granular 1600 International Units of Activity per mg
(0.726 Billion International Units per pound)

insecticidal Bacteria for Mosquito Larvae (Diptera)

VECTOBAC-AS Aqueous Suspension 600 International Toxic Units (ITU) per mg
(2.19 Billion ITU per galion)

VECTOBAC-12AS Aqueous Suspension 1200 International Toxic Units (ITU) per mg
(4.84 Billion ITU per galion)

VECTOBAC-G Granules 200 International Toxic Units (ITU) per mg
(0.091 Billion ITU per pound)

SOURCE: The author
NOTE: This is a partial isting of biorational pesticides available.
Endorsemant of the i is not . nor is

thuringiensis for caterpillars and
mosquito larvae), includes a final
fluid suspension of bacteria. The fluid
suspension contains living bacterial
cells and their toxin products. Aque-
ous flowable and emulsifiable suspen-
sions of the bio-rational agents reduce
and avoid clumping of the bacteria
and their microscopic toxin particu-
lates.

Dried products like wettable
powders require a re-suspension of
the stable powder in water. The pro-
duction material must be dried at a
temperature that will not reduce the
effectiveness of the bacterial agents or
their products but assure successful
suspension in water.

Producers and formulators also
provide dry granular formulations
that preserve the product’s insec-

of pe

ticidal qualities. Applying granular
and wettable powder formulations as
dry materials to soil and turf allows
the professional landscaper to pene-
trate larval habitats without using
spray equipment. For example, a com-
bination of wettable powder or gran-
ular formulations with fertilizer can
be used with granular application
equipment on sod.

As with chemical pesticides, a
number of factors influence the deci-
sion to select an emulsifiable or flowa-
ble formulation (which differs only in
concentration of the active agent).
These factors are the equipment's
large or low-volume spraying capa-
city, the nature and volume of spray
mixture additives, and the recom-
mended concentration of active in-
gredients needed to be in contact with
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the target insect.

Some professional horticulturists
may need to serve the interests of cli-
ents who have ornamental water
ponds as part of the landscape. In that
case, using any one of several
formulations of larvacidal bacteria for
mosquitos is an important addition to
the service.

Using biologicals

Aqueous suspensions and di-
atomaceous granules provide a
suspension of larvacidal bacteria in
the site. Sand granules (as carriers)
deposit the bacterial insecticide in the
bottom of the mosquito larval habitat.

Mosquito larvae that feed pri-
marily at the surface encounter the
bacterial insecticide in a suspension
or as a floating formulation. Larvae
which have a bottom-feeding be-
havior contact the bio-rational agent
with the sand formulation which
sinks and is not initially in suspen-
sion.

Granular formulations of bio-ra-
tional agents, depending on the physi-
cal qualities of the inert material, can
release over an extended period of
time. The granule’s low solubility and
the active ingredients’ slow release
extend the agent's residual period.
This is true in ponds, in soil, in leaf
axles or into the root/stem interfaces
of plants.

Landscape professionals cannot
expect to meet every client expecta-
tion for control of insects, mites and
weeds using biological agents. How-
ever, major opportunities are now
available to integrate bio-rational
agents with chemical agents. That, in
turn, provides the landscaper with a
chance to retain the initiative for
safety and effectiveness in profes-
sional programs.

In addition to their benefits to the
applicator and consumer, bio-rational
agents allow a high probability for the
survival of beneficial organismsin the
landscape ecosystem. This can reduce
debate on the impact of conventional
horticultural practices on honey bees,
earthworms, ladybugs, green-lace
wings, parasitic wasps and birds.

Next month, I will explore specifi-
cally the dreams and the realities in
the quest to genetically engineer bio-
rational agents.

Dr. Briggs is professor of entomology at
Ohio State University, Columbus, Ohio. His
research and testing activities include Intro-
ductory Entomology and Biological Control
of Insects and Weeds.
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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, WI 53038, (414) 699-2000.

BOEB-CAT"®
WHERE GREAT IDEAS START
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Perennial Ryegrass

This advance generation turf-type
perennial ryegrass is setting new stan-
dards for quality, color, and performance.
Its dark green color, fine leaf texture,
and environmental tolerance gives you
beautiful and functional results, while
its high seed count stretches your grass
seed dollar. Use Fiesta Il straight or in
Futura 2000 where it is blended with
Blazer Il and Dasher II perennial rye-
grasses. A genetically superior combina-
tion for perennial turf in the North and
overseeding in the South.

Bani

Kentucky Bluegrass

Banff is a vigorous dwarf variety that
was discovered on the Banff Springs Golf
Course in Alberta, Canada. There, Banff
survived twenty years of continual heavy
watering, repeated attacks from snow
mold, and close mowing on a putting
green. Just imagine what it could do for
you. Banff establishes quickly and forms
a disease resistant, cold tolerant, dark

green turf.

Tou

KENTUCKY BLUEGRASS

Since Touchdown’s discovery by the
late Tom Rewinsky on the National Golf
Links of America on Long Island, this
elite bluegrass has become the top choice
of sod producers. Its aggressive growth
habit and rapid establishment crowds
out weeds and Poa annua while develop-
ing an even, dark green turf.

TALL FESCUE

TURF-TYPE

Mustang is the tall fescue that looks
like bluegrass. Its finer texture, darker
green color, and wear and drought toler-
ance have made it the choice for sports

field, sod, park, and home lawn use. Mus-

tang is available straight or in TEAM —
a three-way turf-type tall fescue blend
that also contains Maverick Il and
Thoroughbred.

POA TRIVIALIS
Colt is an Oregon produced variety

that offers you domestic seed production
benefits. It combines superior turf per-
formance and turf quality with genetic
adaptation to North American growing
conditions. It is dark green, shade toler-
ant, disease resistant, and very winter
hardy. Colt is a vigorous, low-growing
variety that has excellent overseeding
qualities.

For avarie
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For the fourth consecutive year Victory
was the highest rated commercially avail-
able chewings fescue in the national Fine
Fescue Trials. Victory is a low growing,
shade tolerant variety that has possibly
the darkest green color of any other
chewings fescue. It exhibits superior uni-
formity and disease resistance, too. If
you like picking winners, pick Victory.



ty of reasons.

SHORYSTOP

TURF.-TYPE \TALL FESCUE

Shortstop is the little guy with big
benefits. As its name implies, Shortstop
is a slower and shorter growing variety
of turf-type tall fescue. But don't let its
stature fool you. Shortstop is plenty
tough. It has heat and cold tolerance,

disease resistance and is widely adapted.

Shortstop forms a beautiful, dense, uni-
form turf of finer, darker green leaves.

Gl

Kentucky Bluegrass

Bronco is a very wide bladed Kentucky
bluegrass that was developed specifically
as a mix companion for turf-type tall
fescue. While its texture and color gives
it the appearance of a tall fescue, the
comparison between the two ends there.
Bronco is elite Kentucky bluegrass all
the way. Its been bred to be less dense so
it won't crowd out tall fescue and yet still
aggressive enough to fill in and repair
damaged areas quickly. That’s what
makes Bronco ideal for sports turf use.
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TURF-TYPE TALL FESCUE

Crossfire turf-type tall fescue is the
only strategy you need for battling a
summer ambush of heat and drought.
Crossfire is a lower and slower growing
variety of tall fescue that exhibits a very
dark green color. It combines improved
heat and drought tolerance with out-
standing turf quality to produce a dense
and durable turf. Crossfire's high marks
in overall performance during its initial
evaluation proved it was ready for the
field, Let Crossfire show you how to
endure a long summer siege.

Spartan is a robust, advanced genera-
tion of hard fescue that is dark green,
leafy, and persistant. It demonstrates
excellent cold tolerance and creates
attractive, low growing, low maintenance
turf. Spartan mixes well with perennial
ryegrass, Kentucky bluegrass, and other
fine fescues. It is an outstanding compo-
nent in many shady and low mainte-
nance mixes suited for use on home
lawns, parks, and golf course roughs.

AMERICA

KENTUCKY BLUEGRASS

America is a low maintenance Kentucky
bluegrass that has a dense dwarf growth
habit, dark green color, excellent disease
resistance, and good shade tolerance. Per-
fect in mixes, America is ideal for golf
course fairways, sod production, playing
fields, and home lawns.

Pickseed also produces the following
quality turfgrass varieties: Agram chew-
ings fescue, Jasper creeping red fescue,
Jazz perennial ryegrass, Alpine Kentucky
bluegrass, Exeter colonial bentgrass, and
National creeping bentgrass.

Pickseed products are distributed
throughout North America by quality
seed suppliers.

PICKSEED"

PICKSEED WEST Inc.

P.O. Box 888 ® Tangent, Oregon 97389
(503) 926-8886



COMMON SENSE
WEED CONTROL

Is it possible we chemical applicators are caught in our own web
of “weed-free”’” marketing jargon and quick-fix chemicals?
Come on, industry, let’s get real.

ontrolling weeds in ornamen-
c tal turf has emerged as one of

the most difficult and perhaps
most important issues we will face in
the 1990s.

According to 1989 surveys,
weeds—a natural part of the land-
scape—continue to be the single big-
gest source of customer
dissatisfaction with lawn
care companies. This is
caused, in part, by an indus-
try afflicted with unre-
alistic customer expecta-
tions on the amount of
weeds acceptable in lawns.

Weeds that distract from
the landscape’s general ap-
pearance are considered
symptoms of poor manage-
ment. But a weed infesta-
tion that would threaten
the actual health or vigor of
the turf would far exceed
any visual limits. There-
fore, the real issue in weed
control is how weeds affect
the landscape’s visual qual-
ity.

If we are going to talk
about visual quality, we
must set some criteria for
how the landscape is
viewed. The Mona Lisa, for example,
is not very attractive when viewed
under a magnifying glass. Step back a
few feet within the visual range in-
tended by the artist and it becomes a
beautiful work of art.

The landscape, too, should be
viewed first from a distance. “Curb
appeal” should be judged by walking,
standing or driving a few feet from the
curb.

On balance

Part of being in control of the land-
scape is keeping its various elements
in relative balance. This means we
must accept the existence of weeds as
part of the system.

i) |

by Phil Christian III

Weeds that detract from the gen-
eral health and appearance or balance
of the landscape are not acceptable. It
is also true that some weeds are more
acceptable than others. Some vari-
eties of clover, for example, are the
same color as turfgrass and grow at a
similar rate. If the turf is correctly

mowed on schedule, small amounts of
clover will not detract from the color
or texture of the lawn.

But what about the owner who
says, “Don’t talk to me about balance
or offensive weeds versus non-offen-
sive weeds. You promised weed-free,
and that is what I want.”

This same customer has been con-
ditioned over the years by the lawn
care industry’s marketing efforts to
think “weed-free.” Why? Because
companies are agreeing to perform
no-charge service calls when custom-
ers see a few weeds. The customer
who has shopped around in the indus-
try may have heard a variety of unre-
alistic claims or promises made by
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lawn care operators. They have se-
lected you to perform the services on
their grass, and they expect your com-
pany to live up toall the promises they
have heard.

Your only defense against unre-
alistic demands and expectations is to
tell the customer the truth:
there is no such thing as
“weed-free.”” A company
promises to control weeds
to the extent that they will
not distract from the ap-
pearance of a property
when viewed from the
curb. The one condition to
the promise is that the cus-
tomer and the landscape
manager work with the
company and follow its in-
structions to better manage
the landscape for accept-
able weed control.

You are in this together.
We have trained the cus-
tomer to believe our magic
chemicals can provide a
“quick fix” for weeds any
time we choose to apply it.
The truth is, there are nu-
merous limitations to the
application of chemicals. At
some point, excess application could
do damage to the turf.

Weed control should be viewed as
a landscape management issue. Weed
control chemicals are used as a sup-
plement to that management pro-
gram, but they do have limitations.

Do customers understand exactly
what their role is in managing weed
control? Have they been told, for ex-
ample, a spring pre-emergent has
been applied and should be watered
in, and they should avoid mowing for
24 hours, since incorrect mowing
practices, hand raking and de-thatch-
ing can reduce the effectiveness of the
weed control program?

How many times have we made a
professional herbicide application

continued on page 42



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

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

1988 Kubota Tractor Corporation

Then for your mowing comfort,

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

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

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

“IKUBOTR

Nothing like it on earth.




The agronomics of weed control
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Welcome to the ‘90s. Today, chemical weed control is
viewed by some as an assault on public health and our
environment. It's reasonable to believe that govern-
ments may further restrict the industry’s use of all
pesticides, including herbicides.

To continually treat weeds without correcting the
management practices that are allowing them to occur
leads to frustration and dissatisfaction among clients.
Total elimination of weeds should never be the goal of
weed control programs.

The challenge of the ‘90s is to get excellent weed
control from less herbicide use.

The answer lies not in future pesticides, but in un-
derstanding and applying the principles of turfgrass
management. The best method of weed control is to
grow a dense turfgrass. That means five key agronomic
principles must be well managed. Errors in executing
any of these principles can affect turfgrass density and
vigor and ultimately allow more weeds.

1) A well-adapted turfgrass must be selected.

2) It must be fertilized properly.

3) It must be properly mowed and dethatched.

4) It must be properly watered.

5) Pesticides must be used as necessary to control
weeds and pests.

Fertilization

Excellent weed control requires proper selection, appli-
cation and timing of fertilizer. Managers should
fertilize to produce dense turf, not dark green color.
Over-emphasizing the importance of dark green color
can cause disease and insect problems.

Mowing and dethatching
Constant clipping removal wastes much of the applied
fertilizer. Mowing the turf too closely creates stress that
thins turf and allows weeds. Herbicide applications can
be made totally ineffective by mowing. Mowing less
than 24 hours after application can remove post-emer-
gence herbicides before they are absorbed by the weed.
When pre-emergence applications are not watered in,
up to a third of the pre-emergence herbicide can be
removed with clippings. Mowing weeds just before
treatment reduces weed control by removing leaves
that would otherwise catch and absorb herbicide.
Dethatching can destroy an effective pre-emergence
herbicide barrier and thin turf, allowing weeds to be-
come established. Turf should be dethatched when it
can be forced to fill thin areas quickly.

Watering

Frequent light watering encourages weeds and disease.
Weekly, heavy waterings are more appropriate. Pre-
emergence herbicides should be watered in, while post-
emergence herbicides should be allowed to remain on
the leaf tissue. Watering prior to post-emergence her-
bicide applications generally improves weed control.

Overseeding

Overseeding bare or thin areas of the lawn must be
carefully coordinated. Grass seed should be chosen for
its adaptibility and quality. Overseeding and weed con-
trol applications just don’t mix. Most herbicides can
prevent germination for at least a week after treatment
and can damage young seedlings when applied too
soon.

Pesticides

Over-use of herbicides can cause weed problems by
weakening the turfgrasses that provide primary protec-
tion against future weeds. Herbicides have been shown
to reduce heat and drought resistance, inhibit root and
rhizome growth and increase disease occurrence. In-
sect and disease problems must be detected and treated
before extensive damage occurs.

Communication

Communication with the
customer improves weed
control. The applicator
must insist on proper mow-
ing height with a sharp
mower. Heavy infrequent
irrigation should be en-
couraged. The applicator
must communicate the
purpose of each treatment
and give specific manage-
ment instructions on how
to make the treatment most
effective. When particu-
larly difficult problems oc-
cur, providing pre-treat-
ment instructions for

Dr. Troutman is director of ed-

watering and mowing can
make a difference.
—Dr. Barry Troutman(

ucation for the Professional
Lawn Care Association of
America.
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LANDSCAPE VIANAGEER
OF THE YEAR

co-sponsored by

1988 Landscape
Manager of the Year
Roy Peterman

= ntry forms are now being accepted by the

Hm Professional Grounds Management Society
and LANnDscAPE MANAGEMENT magazine for their
third annual ‘‘Landscape Manager of the Year"
award.

The purpose of the award is to recognize
superior job performance among landscape
managers, to challenge those involved in the
industry, to achieve higher standards of
excellence and to bring national recognition
to deserving managers.

A ny person directly responsible for
the professional maintenance of one

or more landscapes is eligible to enter.
Applicants will be judged according to job
performance, honors and awards, procedures
and philosophies, and contributions to the
green industry. Applicants will be asked, at
the time of entry, to submit four 5 x 7 black-
and-white glossy photos and 10 color 35mm
slides of current work areas with a short
narrative on each.

(clip and mail)
Applicant’s name Title
Applicant’s company
Official entry form should be sent to:
Name Title
Company
Address City/State Zip Code

Mail to: PGMS, Landscape Manager of the Year,1201 Galloway Ave.,Suite1E, Cockeysville, MD 21030, 301-667-1833
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WEEDS from page 38

only to have some action taken by the
customer (either before or after the appli-
cation) negate its effect?

For instance, on Friday afternoon at 1
o’clock, you make a post-emergence her-
bicide application to a fescue lawn which
had not received a pre-emergent in round
one. The application was textbook, with
100 percent coverage, perfect timing and
perfect weather for maximum results. By
1:15, you are leaving the customer’s prop-
erty congratulating yourself on a “Pride-
of-the-Industry” application. At 1:30, the
automatic irrigation system (which was
supposed to be turned off) comes on,
drenching the turf for the next two hours.
Total saturation and run-off occurs 30
minutes into the cycle.

At 3:30, the high school student
next door shows up on his father’s
new riding mower with the patented
“Whirler-Sucker-Vacuum-Catcher”
apparatus, and scalps the fescue down
to 1% inches. The whirling, dull
blades, turning at different speeds,
chop the turf into chunks while the
apparatus strips the soil surface of all
organic matter not tied down by a ma-
ture root system.

What is the customer most likely to
complain about in the coming weeks?
You guessed it: weed problems.

What is your response? Perhaps this
is the time to implement your new, get-
tough, tell-it-like-it-is policy.

Our responsibilities

You might politely tell the customer
you know what happened to the lawn
after your Friday afternoon “State-of-
the-Art” professional post-emergent
application. You might also tell the
customer that your unconditional
weed-free warranty has been voided,
and a re-spray will be an additional
charge.

The customer will most likely re-
spond by saying, “We appreciate your
straight talk, and we don’t deny that wa-
tering and mowing shortly after your ap-
plication may have had a negative effect
on your weed control program. But look
at the issue from our point of view. We
did not know you planned to make an
application on Friday. We did not know
you actually made an application on Fri-
day. And we had no idea what we should
or should not have done before or after
the application, had we known about it.
When will you be here to re-spray?”

The customer was not deliberately
working against his or her own best
interest, or against your best efforts.
The customer simply did not know.

You may rationalize or argue that
the customer should have requested a
pre-call, or the customer should have
memorized the fine print in your an-
nual Customer Instruction Booklet.

But—the sad truth is—it is your
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responsibility to give the customer
clear, timely, step-by-step instruc-
tions on turf management before and
after herbicide application. In some
cases, the information can be just as
important as the application. The de-
livery of one without the other will
reduce or perhaps negate the benefits
we sell.

The widely-held belief that weed
control is strictly a chemical problem
unrealistically places the burden
squarely on the chemical applicator’s
shoulders. A huge information gap
exists between the realistic expecta-
tion for lawn care applicators and the
customer’s responsibility to be
informed.

Is it possible we, the chemical ap-
pllcators are caught in our own web
of “weed-free” marketing jargon and
quick-fix chemicals? Do we believe
that if our pre-emergent treatment is
not effective, we will simply kill the
weeds with the post-emergent?

The reality is that—if we don’t apply
the pre-emergent on schedule, in accor-
dance with the label, getting complete
coverage of the area, and if we do not
follow correct cultural practices—we
will have an uphill battle.

We apply substance to the turf, but
the customer is neither satisfied nor
dissatisfied based on what we put
down. They are satisfied or dissatis-
fied based on the result. The service is
almost completely intangible. We are
promising a result, and customers do
not know whether they are being
well-served until they get or do not
get what they were promised.

If we allow the existence of weeds
to become the evidence of our non-
performance, we have stepped into
our own trap. LM

Phil Christian Ill of Alpharetta, Ga. is a con-
sultant with All-Green Management Associ-
ates in Columbus, Ohio. He is a frequent
speaker at turf conventions.



If you’re looking
for a rider that
performs like a
Bunton walker,
the search is over.

To maximize
life and minimize
maintenance, the
Bunton 61" cutter
deck and power
unit are built with
reinforced heavy-

duty, 10 gauge steel.
The positive chain steering
system and electric cutter

deck lift eliminate the
maintenance costs and
problems of cables and
hydraulic systems.

The superior Peerless
transaxle has five forward
ground speeds and reverse,
with a unique shift linkage that

Over thirty years ago Bunton set
the standard for commercial
mowing with the introduction of an
“out-front” mowing deck. Since
then, others have copied the
concept on riding mowers, but only
now, after years of development
and testing, has the concept been
applied to a Bunton quality mower.

automatically declutches the
transmission to “shifton-thego”
without causing wear to the
shift keys and gears.

Operator efficiency is
improved with the unique
instrument console providing
“finger-tip” control of blade
engagement, ground speed and
engine speed. A shift quadrant
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The 61" Bunton rider is built for
longevity, performance and
efficiency. The result is a rider
that has the features and rugged
construction you expect from
Bunton. If you've been waiting for
a rider that performs like a Bunton
walker, call us for the name of a
Bunton dealer near you.

assures that the
transmission is in the
selected gear. A simple
toggle switch raises and
lowers the cutting deck
from the operator’s seat
for clearing curbs and
easy maintenance.

The American made
18 hp Onan engine
option makes the perfect
combination for long life
and reliable performance.
It has fully pressurized
lubrication and made in
America serviceability.

The Bunton details
make the difference.

BUNTON.
BUNTON CO.

P.O. Box 33247
Louisville, KY 40232
Phone: 502-966-0550
Fax: 502-966-0564
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his view of the Japanese garden at the Carter Presidential Center.

LANDSCAPE MANAGER
OF THE YEAR

Morris Lee Martin of Alfred L. Simpson & Co. believes education,
higher pay scales and industry organizations can help solve
Atlanta’s workforce problems.

hen we called to congratu-
w late Lee Martin of Alfred L.
Simpson & Co. for winning

this year's Landscape Manager of the
Year award, a light rain was falling in
Atlanta. But rather than sit and watch
the grass grow, Martin was en-
trenched in a weekly staff meeting. At
these times, he and the company'’s
other four division managers take
care of business and solve the prob-
lems that get in the way of award-
winning progress.

Martin is vice president of the com-
pany’s Landscape Maintenance Divi-
sion. As such, he is responsible for 182
acres of turf, 65 acres of shrubs and
10,000 square feet of bedding plants
and floral displays. These include

such prestigious clients as the Carter
Presidential Center and Library; the
Business Center of the Northwoods;
and One Atlantic Center, site of the
IBM Tower.

Unparalleled growth
Martin joined Alfred L. Simpson & Co.
15 years ago. The company has since
grown from 15 to more than 120 em-
ployees. In the last five years, accord-
ing to operations manager James
Brisky, Martin has taken his depart-
ment’s gross sales from $560,000 to
$1.35 million. His goal is $3 million.
““He has directed this steady
growth,” says Brisky, “while improv-
ing the department’s quality and the
percentage of its profits, as well as its
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reputation in a highly competitive
market.

“In addition to the technical care,”
Brisky notes, “Martin schedules all
work, and meets with clients when
necessary to insure high quality work
and client satisfaction."

Brisky calls Martin a real inno-
vator, and says one of his most impor-
tant ideas has been in the delegation
of day-to-day authority and responsi-
bility to a highly-qualified manage-
ment team.

“Lee started initiating this struc-
tural change around 1981." says
Brisky, “and has modified it con-
stantly over the years."”

“The people on my staff deserve
much of the credil,” says Martin.



Mitsubishi
Govers

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 payload capacity of up to 1750 pounds.

* Quick and precise rack and pinion steering.

* A compact 12%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.

w MITSUBISHI

MOTOR SALES OF AMERICA. Inc.

Industrial Vehicle Division
6400 W. Katella Ave., Cypress, CA 906300064
714) 372-6000 (BOO) FON-MITS
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Martin: “Work with people...to create situations

where everybody wins.”

N

One Atlantic Center is the site of l

attention.

Brisky, Garry Agan, Boyd Russell and
all of his 55-person staff “‘do a lot of
things that go beyond the call of duty,
and Mr. Simpson is more like a father
to me than an employer.”

Branch offices help

Martin has helped to direct company
growth by adding and reorganizing re-
sources to meet the department’s
changing needs while keeping work
quality high.

“Over the past few years, we had
problems in getting our manpower
from one side of the city to another,"”
explains Martin. “We elected to
evaluate the expense of having two
satellite offices. We then started to
get in-house jobs like the Carter
Center and Northwoods. Now, our
area supervisors are a few minutes
away from a job. The fast response
time makes us more efficient, and
there is less wear and tear on the

>
\

nchtime crowds and summer concerts, and therefore requires extra care and

Martin believes the employee
shortage can be intercepted with a
three-pronged attack of horticulture
education in high schools, higher
pay scales and continued
involvement of industry
organizations.

46 LANDSCAPE MANAGEMENT/NOVEMBER 1989

. VISR

trucks, less field costs.”

Martin believes the industry's em-
ployee shortage—which many pre-
dict as inevitable—can be intercepted
with a three-pronged attack consist-
ing of education in horticulture in
area high schools, higher pay scales
and continued involvement from in-
dustry organizations, such as ALCA
and PGMS, two groups Martin be-
lieves have done much for the profes-
sion.

*“A college eduation is valuable be-
cause of the way it molds a person's
way of thinking,” says Martin. “Trade
schools help give people some tech-
nical training to build on as well.

“Experience, however, is the most
critical part of a landscape manager's
background. He needs experience
with people: pleasing clients, encour-
aging employees lo motivate them-
selves and to work together like a
team." LM



with Lawn-Plex®

MSMA tank mixed

x® Unretouched Photo Taken 6/30/87
On Bermudagrass

MSMA without Lawn-Ple

Tired of getting burned? Lawn-Plex® fully
chelated micronutrients provide a cost effec-

tive way to reduce stress and burn on lawns,
fairways...all fine turfgrass. Similar results can be
obtained by adding Agri-Plex® to ACCLAIM® tank

mlxes Acclaim® is a registered trademark of Hoechst AG
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KEEPING IT GREEN FOR THE RED,

Joseph Paul Barefoot, our runner-
up for Landscape Manager of the
Year, is chief of grounds mainte-
nance and landscaping for the U.S.
Soldiers’ and Airmen's Home in
Washington, D.C. He is responsible
for the maintenance of 320 acres,
including a new nine-hole golf
course.

He also directs both interior and
exterior pest control, road and
walkway maintenance, transporta-
tion around the grounds and vehi-
cle and equipment maintenance.

The 260 acres of landscaped
area are divided into two levels of
maintenance: 150 acres intensely
maintained, 110 nominally
maintained.

Barefoot's annual budget is $1.3
million, but periodic budget cut-
backs are not uncommon.

For the past five years, Barefoot
has conducted a continuing pro-
gram of landscape improvements
in the domiciliary and health care
areas. Generally, $25-30,000 is
spent for landscape materials,

The Knot Garden at the U.S.
Soldiers’ and Airmen's Home.

“We've created many new pe-
rennial beds and replaced vast
amounts of overgrown shrub-

WHITE AND BLUE

bery,"” he says. His crews plant
30,000 perennials each year, and
follow a replacement program of
replanting three trees for each one
that is removed.

“A five-acre plant nursery is
maintained where we move dam-
aged materials into for recovery
purposes,’’ says Barefoot. “The
50,000 square feet of greenhouses
are leased to the Smithsonian In-
stitution, where they grow bedding
and display plants and maintain
collections for research purposes.”

Barefoot earned his bachelor of
science degree in agriculture from
Penn State. He has done master's
work at Penn State, Delaware State
and Wisconsin State at River Falls.

Active in grounds management
for 25 years, Barefoot was national
president of the Professional
Grounds Management Society in
1972-73. He has also served as vice
president and president of the Mid-
Atlantic Association of Golf
Course Superintendents.

—Terry Mclver(

-7.GO's versatile GXT-800 tackles

gPmamtenance head on! Built tough

ide and out, the gas stingy GXT-800
outperforms vehicles twice its size with an
easy-to-operate, fully automatic trans-
mission and a new, high output, helical
axle powertrain featuring a significant
increase in power and torque!

The GXT-800 hauls up to 1,000 pounds
and is available with a variety of attach-
ments that transform it into a dozen differ-
ent workers. Unquestionably, the most
versatile turf tackler on earth.

And that's just one of the full team of
dependable, three and four-wheel, gas and
electric utility vehicles from E-Z-GO. The
toughest, most versatile turf vehicles going.

NOBODY BUILDS THEM BETTER.

(=14 ] = § TEXTRON

E-Z-GO Division of Textron Inc.

PO. Box 388 1451 Marvin Griffin Road, Augusta, Georgia 30913-2699
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Central computer control the average golf

course irrigation control system for under ©
$30,000 (350 control valve stations) .
OSMAC SYSTEM FEATURES: L ——

B Converts existing electric irrigation time clocks to
computerized central control. : :

B Radio Controlled-no communication wires, no OSMAC Radio Data Receiver
trenching or construction.

W Battery powered option.

M Save labor, water, and pumping costs.

B Lease options and performance bond.

M Turn system off-on or change programs for
hundreds of remote locations simultaneously.

PC COMPATIBLE

B Hand held radio control is standard.

Wherever Motorola sells, our product is SUPPORT SERVICES
backed by service. In the U.S., we have 900
::toﬁzod or company-owned centers. In

ition, our products are serviced through- AR
out the world by a wide network of company = e
or authorized independent distributor serv-
ice organizations.

A and & are regh ol S
MOTOROLA
MOTOROLA C&E INC.

50 EAST COMMERCE DRIVE (SUITE T) » SCHAUMBURG, IL 60173-9613
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GETTING THE
MOST OUT OF A
TRADE SHOW

Trade shows have evolved from an
excuse to party into essential business
gatherings. By carefully planning your
shows, you’ll get more out of them.

by Rudd McGary, Ph.D.

he trade show season—Octo-

I ber through March—is upon

the green industry. And in

order to get the most out of the trade

show experience, it's important to re-

member to take steps before, during,
and after each show.

The day is gone when a trade show
was simply an excuse to socialize.
With today’s increased competition,
government regulations and con-
sumer ‘“chemophobia,” you need the
information available at trade shows
if you're to continue your personal
growth in the industry.

Break down your show re-
sponsibilities into two parts: prepar-
ing for the trip and following through
at the convention site.

Preparation

Usually you'll receive the trade show
program soon after mailing your regis-
tration fee. Take time to read the pro-
gram thoroughly, or you’ll end up
wasting a great deal of time at the
show. Send for a show brochure even
if you plan to register on site.

The program lists names of the
vendors and time and location of the
educational programs and social ac-
tivities. Look for educational topics
and vendors that interest you. If you
aren’t sure what a topic entails, call
the association offices for an explana-
tion before committing your time and
energy to attending.

Outline a plan that will allow you
to conveniently visit all the vendors
you wish to see. This is a great oppor-
tunity to gather information on their
wares, particularly if they’'re showing

Rudd McGary, Ph.D., is a senior consultant
with All-Green Management Associates,
Columbus, Ohio.

new products. It’s a good idea to bring
with you a list of questions for the
vendor so your visit doesn’t turn into
simply a social meeting. (It’s not bad to
have social meetings, but if that’s all
you do at a show it’s not a good way to
use your time.)

MANAGEMENT

IN BUSINESS

Always have a notebook with you.
Write down questions and answers;
that way you're sure to get all the in-
formation you need and you'll have it
for future reference.

Trade shows are a great place to
make business contacts, which is why
you should always carry plenty of
business cards. Even if you seldom
use business cards in the course of
your daily business, they are very
handy at a show—particularly a na-
tional show. If you want a vendor to
send you additional information or
want to make sure another attendee
knows how to reach you, a business
card is invaluable.

At the show

Get your show credentials as soon as
you arrive. The programs and a list-
ing of all the functions will usually
be issued with your credentials.
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Next, make out a schedule of the
events you want to attend and/or
vendors you want to see. Keep in
mind that you're likely to make last
minute changes and adjust your
schedule accordingly.

Divide the show days between at-
tending the educational sessions and
visiting vendors on the trade show
floor.

Your notebook will come in
handy at the educational sessions.
Most speakers don’t mind if you rec-
ord their speech on a cassette, but
it’s a good idea to ask first. A quick
thought about tape recording: peo-
ple often make tapes of sessions and
then never listen to them again, par-
ticularly if there are multiple ses-
sions in one day. When the show is
over and you're back in your office,
look over your notes, listen to your
tapes and summarize in writing
what you learned. This will give you
a permanent record you can use
throughout the year.

Also, take notes while taping. This
will protect you in case the recorder
fails and give you a permananent rec-
ord on paper that you can supplement
what you have on tape.

When listening to the educational
sessions make sure you consider the
information as it relates to your com-
pany. In some instances, specific in-
formation might not pertain to your
company. But for the most part you
should be able to use the information
in some form or another. If you can't,
you're wasting time by sitting in on
the session.

Ask questions

If you don’t understand what is being
said or the presentation is unclear, ask
questions. If there isn’t enough time



for the speaker to answer your ques-
tions or if you don’t want to interrupt,
make a note of your questions and ask
them after the session.

Unless the speaker’s topic is how to
read minds, he or she won't be able to
answer all your questions in advance.
Usually it's best to ask specific ques-
tions after the session so that you
don't take time away from the
speaker. Corner the speaker later if
necessary. If you don't leave the room
with the information you were hoping
for, it's because you didn’t ask enough
questions.

As with the educational sessions,
planning your tour of the trade show
floor is helpful. Circle the booth loca-
tions of the those vendors you want to
see. Don't go at them helter-skelter.

Plan your visits around the educa-
tional sessions. In some cases the
show is designed so that educational
sessions are at different times than the
trade show, though some shows
schedule them concurrently. Know-
ing booth locations and the hours you
can visit them will allow you to make
better use of your time.

As you go through the show, you
will find that your information falls
into several categories. From the ses-
sions, you will have technical, prod-
uct, regulatory and business
information. It makes some sense to
have your note-taking arranged so
that you can record information
within each of these categories.

Informal meetings are also excel-
lent opportunities to obtain informa-
tion. There is no need to “pump”
people for ideas during social occa-
sions, but you should have some idea
of what you intend to learn, even at
these informal meetings. Often the in-
formation you pick up here is as valu-
able as that from the trade show or
educational sessions.

If you attend the show with a co-
worker, it's important to decide be-
forehand which of you has the re-
sponsibility to find out certain infor-
mation. That way you won't waste
time by looking for the same things.

Plan to plan

Remember this simple rhyme: Plan
before you go; then plan again at the
show. By doing this you'll increase the
likelihood of seeing something or
someone that can be helpful to you or
your company. If you don't plan
ahead, you'll miss the chance to take
full advantage of the benefits of at-
tending a trade show.

At the end of a show make a note of
the things you enjoyed and the things
you’re going to avoid next time. This
will help you make the next show
even better than the last one! LM

A new innovation

TIT-FORWARD SEAT AMND
TILT BACK, CATCHER.

EXMARK. DNGREERING
1989

EXPO 80

The new Exmark Explorer™, winner of
Lawn & Garden Marketings Innovative
Products Award, provides unmatched
maneuverabllity and two-sided trimming
capability making quick work of mowing
tightly landscaped areas.
Today's demanding mowing conditions call
for a truly versatile riding mower that can
handle extensive landscaping and turf
contouring. The new Exmark Explorer™
1800 masters these challenges, and more.
This compact, mid-size rider simply out-
maneuvers the competition. True zero
turning radius with twin hydro pumps
provides superb trimming ability to let you
finish jobs in less time. The Explorer's 44-
inch floating cutting deck follows the
contours of even rugged terrain, providing a
smooth, professional cut every time. Setting
new standards in operator comfort and
mowing performance, the innovative
ExmarkExplorer™ 1800 is one more reason
why we say: Exmark — Better, over the
long run.

For more information on this
exciting new product and the
dealer nearest you, call today:
402/223-4010.

@Ek@ The mark of excellence.

MFG, CO. INC.

BOX 748, BEATRICE, NE 68310  FAX 402/223-4154
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INSURANCE INSIGHTS

Training is best way to reduce liability risk

by Jim Leatzow

A great deal of confusion exists con-
cerning possible insurance implica-
tions from using chemicals and even
fertilizers. Essentially, three separate
potential exposures are created by ap-
plying chemicals.

The first exposure is one that re-
quires you to be covered by profes-

sional liability insurance. If plant
material dies or is damaged after an
employee sprays it, the only insur-
ance available to pay for such a loss
would be professional liability.
However, since such coverage is
generally not available, we can say
with certainty that you virtually

Restore Fresh Look Anolor
To Faded Mulch In Just Minutes!

Muich Magic.™ You won't believe
it until you try it! It's so easy to apply,
so economical to use. Mulch Magic is
a long-lasting, water soluble spray col-
orant which restores the bright, orig-
inal appearance to faded hardwood
mulch products such as cedar, cy-
press, and redwood bark. It saves
wheelbarrows of
time and money.
Keeps landscap-
ing looking fresh-
ly groomed in
one, easy appli-

Becker-Underwood, Inc.
701 Dayton Avenue * Ames, lowa 50010 « (515) 232-5907

Toll Free: 1-800-232-5907
Circle No. 102 on Reader Inquiry Card

cation at a fraction of the cost of re-
mulching! Mulch Magic covers herbi-
cide stains, too.

Muich Magic applies quickly and
easily with any conventional backpack
or hand-held sprayer. And, it comes
in convenient, Tip-"N"-Measure gal-
lon containers for consistent applica-
tor mixing.

For more infor-
mation, contact
your distributor.
Or, call or write
today!
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have no protection whatsoever.

Certain safeguards need to be in
place in your operations to make sure
this kind of uninsured claim never
occurs. Probably the largest exposure
exists from combining chemicals in
tanks that haven't been thoroughly
washed and rinsed. The combined ef-
fects of multiple chemicals can result
in a potentially harmful product that
may injure plant material.

Also, segregate chemicals to elimi-
nate confusion about which is to be
used. Both measures will help reduce
the chances of a mistake being made
in your shop.

Have written procedures

Itis very important for your operation
to have written procedures that are
known by your employees. The pro-
cedures should always include the
routine maintenance plans to be per-
formed on your tanks and storage
units to prevent the unintended
chemical mixing.

The next area of concern involves
spray drift. This could occur if you're
using a systemic, broad-spectrum
herbicide that drifts and damages or
kills plants that are not the object of
your work, Coverage for this expo-
sure can be obtained, but it often re-
quires a special endorsement that
broadens the “property damage liabil-
ity" portion of your general liability
insurance,

Because this specific area has the
potential for sizable claims, some in-
surance companies are reluctant to
provide this broadened protection. It
is imperative for you to talk with your
insurance broker directly in order to
help him or her understand your con-
cerns and find a way of alleviating
such risks. If your broker is not
knowledgeable about your industry
and your specific insurance needs, it
might be prudent to obtain some com-
petitive quotations at your next policy
anniversary.

Claiming pollution
The third potential area of insurance
exposure involves pollution. The
courts continue to broaden their posi-
tion on pollution liability, which often
results in ridiculous awards. The in-
surance industry has responded by
dramatically restricting the coverages
available that fall under the loose
heading of “pollution.”

Most general liability insurance
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policies available today basically ex-
clude all pollution, regardless of the
source. In our current competitive
marketplace, some companies have
begun to broaden their definitions
ever so slightly, but the real impact is
that insurance companies are not in-
terested in providing exclusive pollu-
tion coverage. The financial risk is
simply too great.

There are several insurance com-
panies available that write these diffi-
cult classes of business on a specialty
basis, but they involve very signifi-
cant minimum premiums (possibly
$25,000) which make them far too ex-
pensive for the average small busi-
ness.

The largest litigation calamity that
appears to be brewing concerns
groundwater contamination. This
falls under the pollution heading and
is seen in the insurance industry as a
potential disaster. While more atten-
tion is being focused on the millions of
tons of toxic waste that has been bur-
ied or merely discarded by errant par-
ties across the United States, legal
challenges are also being mounted
against sprayers and applicators.
These challenges are an attempt to
prove that the products being applied
in the green industry are the real

culprits in tainting groundwater.

Setting up defense

The bottom line is that you can be as-
sured of no protection, and the best way
to keep yourself out of trouble is to have
frequent dialogue and written commu-
nication with the Environmental Pro-
tection Agency at the state and federal
level. Make sure the EPA has approved
all products used by your firm.

The largest litigation
calamity that appears
to be brewing is ground-
water contamination.
Such a claim is seen as
a potential disaster.

Be sure to document your attempts
to prove that the products you are
using are safe and are being applied
safely. By not doing so you may be
leaving your company wide open to a
claim that can ultimately bankrupt it.

Since two out of three insurance ex-
posures discussed above are virtually
uninsurable, it is imperative that you

continually update your in-house
safety and documentation procedures.
You cannot increase the awareness of
your staff enough, since a mistake could
lead to a large, uninsured claim. For
those areas covered by insurance, you
need to align yourself with a know-
ledgeable insurance broker familiar
with the green industry.

There is no substitute for these
precautions. Unfortunately, many
people don’t realize that until a large
claim has occured. By examining your
needs now, you take a major step to-
ward avoiding these kinds of costly
problems.

James Leatzow is president of Leatzow &
Associates, Glen Ellyn, lll. He specializes in
green industry matters.
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Introducin

the Ford C series.

A new standard i

of uptime performance.

Hot Iron has it. Cold iron doesn’t.
Hot Iron protects your profits, and puts
money in the bank. Cold iron takes the
profit out of a job, and sends it down
the drain.

The new Ford C series tractor loaders
and tractor loader backhoes are built
for profitable uptime performance, with
more push, pull, lift, load, digging and
staying power.

More push, pull and lift

New Ford loaders lower your cost per
vard. With fully synchronized power-
reversing transmissions, you get faster
shurttling, with sure-footed stability.

Higher payload buckets and high
output hydraulics cut bucket loading
time.

New 8 x 8 transmission

If you’re looking for a great land-
scape loader, look at the new model
455C. Equipped with a new 8X§
power-reversing transmission with
torque converter, it’s ready for any or
all loading and landscaping jobs. demonstration. He’s listed in the Yellow

You get greater gear selection with Pages under “Contractor’s Equipment
ground speeds ranging from 1.5 to 20 ' & Supplies.”
mph . . . a full power independent Find out how good a tractor loader can be. |
PTO. . . and a torque converter | |
lockup. With the torque converter | |
lockup, you maintain constant ground |
speeds for grading, mowing, rototilling |
or roading.
A great place to work

Climb aboard one of these new opera-
tor platforms and experience the indus-

try’s best design for operator comfort
| and convenience.
|  Low-effort, smooth-running controls
| are positioned so you'll work faster with
less fatigue.
See your Ford Tractor dealer for a

Circle No. 110 on Reader Inquiry Card



BOOKSTORE

410 - DISEASES & PESTS OF
ORNAMENTAL PLANTS
by Pascal Pirone

is standard reference discusses
diagnosis and treatment of dis-
eases and organisms affecting

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 funo»cndes
mumudos g gher control

415 - INNOVATIVE APPROACHES
TO PLANT DISEASE

CONTROL

gxllmtcnot il
rings together alternative

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
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800 - THE GOLF COURSE
by Cornish and Whitten
first book ever to give the art
ﬁon course design its due, and
course architects the credit and
roooqnmon they deserve. 320
pages and 150 color and black and
white phot hs. Traces the his-
tory and evolution of the golf
course, analyzes the great courses,
shows how were designed and
constructed. .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
by Lori Thomson Harvey and W.T.

s0Nn
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

010 - ADVANCES IN TURFGRASS
PATHOLOGY
by Joyner and Larsen
Leading U.S. turf pathologists re-
gon on turfgrass diseases, pythium
light, 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 turf K?nss professionals,
this handy g\'l @ will be invaluable
for playing field managers, golf
course man , Or any lawn care
practitioner. all aspects of
turfgrass management. $36.00

645 - MANAGEMENT OF
TURFGRASS DISEASES

dv J.M. Vargas

Identifies turf rass diseases by de-
scription and lllusmon Includes a
holistic approach to healthy turf
Lo
agement strategies for

courses, lawns and mﬂ'&c fields.
204 pages, illustrated. $26.70

620 - TURF MANAGEMENT
HAN

Prumcal ide 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

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
lessional 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,
.M. Corrigan
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
CONSTRUCTION 1989

DATA FOR LANDSCAPE

Kathleen W. Kerr, Editor

An updated unit cost data reference

for designers and cost estimators.

Developed to fill the

need for detailed landscape con-

struction cost data. Laid out in

;aassy-to«use CSl format. Annual.
.00

220 - CONTROLLING TURFGRASS
PESTS

by Shurtleff, Fermanian, Randell
comprehensive guide provides
the most up-to-date information
available on the identification, biol-
oqy control and management of

S % turfgrass

640 - TURF IRRIGATION MANUAL
by James Watkins

A guidebook for engineers, archi-
tects, designers and contractors.
Keeps pace with the latest develop-
ments in turf and landscape
irrigation. Specific chapters devoted
to rotary sprinkler design systems.
Golf course design systems and
expanded e moenngnd refer-
ence materia

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. 00

110 - TURF MANAGERS’
HANDBOOK-Second Edition

by Daniel and Free

ENTIRELY UPDATED. pncucal
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 roﬁoct the current
techniques available for turf
managers.

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. 00

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

. William A. Torello
Designed as a textbook or a prac-
tical uuqe 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. .95

by AJ. Ti

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.

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 mi , course adminis-
tration, irrigation, equipment and
disease and pest control. Fully
illustrated. $52.75

305 - LANDSCAPE MANAGEMENT
by James R. Feucht and
lack D. Butler
Planting and Maintenance of Trees,
Shrubs, and Turfgrasses. Describes
the basic principles of cultural man-
ment of installed landscapes.
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

plained D:Osimplo terms.

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

A oxcaliont eference for individu-
als involved in the design and

365 - LANDSCAPE PLANTS IN

DESIGN

by Edward C. Martin

An annotated photographic guide to

the design qualities of ntal

plants and their aesthetic and func-

tional use in land: designing.

Over 600 trees, shrubs, vines,
covers and turfgrasses are

o

bed in nontechnical language.
r 1900 photographs. Provides a
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native U.S. plants has now been
expanded to include shrubs and

vines. Over 250 major species are
characterized by form, bnnchinr&'
itat, soil, hardiness, susceptibility,
urban tolerance and associate spe-
m mwu unique color-coded
visual M&W cultural re-
quirements and

relationships. $79.

%‘Puul Pirone e,

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

NEW! Instructional Videos!

T 7T PSS —
!

01 - PROFESSIONAL SOD LAYING TECHNIQUES - 25 minutes - Color - VHS - $85.00

P of plantings and con-
structed features for residential

m'emfowsof is text.  $43.00

Natjve Trees Shrubs,
and Vines for Urban
ural America

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, ?opular and botanical
names are listed with index tabs for
easy reference.

$14.95 paperback

405 - WOODY ORNAMENTALS
by Partyka, Joyner,

limelspach, Carver
lllustrates 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
hhgta to simplify identification.

Mail this coupon to: Book Sales, Edgell Communications
One East First Street, Duluth, MN 55802

“How-to" video featuring step-by-step guidelines for g sod p
lllustrated reference guides and group study materials included.

02 - PLANTING AND STAKING LANDSCAPE TREES - 20 minutes - Color - VHS - $85.00
Award-winning infie!J demonstration video covers the key steps of planting landscape

trees. lllustrated 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

g plants

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 major warm and cool season turf varieties. Optimum mowing heights and
cutting frequency are given each turf variety. lllustrated 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. lllustrated 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 S

Best-selling video developed for entry level industry

training p in-the-field

of The Tech

included

fully. lllustrated reference

of Thinning Out Pruning,
How to Control and Direct Plant Growth by Selective Pruning, How to Prevent In-Field
Injuries and more. lllustrated reference manual and reproducible group study guides

Name

Street Address

P.O. Box Number

City/State/Zip

Phone Number { )

Purchase Order Number

Signature

Date

Account Numb
BOOK NUMBER AND TITLE

QUANTITY

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

Expiration Date
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
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JOBTALK
Geotextiles and matting improve surfaces

Geotextile works in
landfill renovation

When the City of Charlotte decided to con-
vert a landfill site into an 18-hole commu-
nity golf course, its primary problem was
how to stabilize the uneven surface of the
landfill into a smooth, well-drained surface
for tees and greens.

Moreover, a solution was needed to pre-
vent the landfill from sinking and its con-
tents from pumping up to the surface.

Designers selected heavy-duty geotex-
tiles to solve these problems. Installed over
landfill content and fill, geotextiles provide
a separating layer between these elements
and the top layers of the fill and soil. Addi-
tionally, they reinforce and stabilize the un-
even content of the fill by spreading the load
from above and save contractors money be-
cause considerably less fill is needed.

The installation

The first step in preparing the course was to
place at least 12 inches of soil on top of the
landfill material. Even so, it was anticipated AR & .

that the subsurface might be unstable in About six inches of backfill was bladed onto the geotextile, spread in
some locations. the direction of it overlap to keep the fabric from separating.

Since it was particularly critical that the
tees and greens be solidly based, 8 oz.-per-
square-yard Supac fabric was unrolled in
tee and green locations on top of the backfill
material. In addition to reinforcing and sta-
bilizing the subsurface, Supac also acts as a
filtering agent.

The fabric was overlapped 12 to 18 inches
at the edges and end of each roll and shov-
elfuls of earth were deposited along the
edges and randomly across the width of the
fabric to prevent the wind from lifting it.
Then approximately six inches of backfill
was bladed onto the geotextile.

 dx

Before seeding...
Next, six inches of backfill were placed on
top of the geotextile, followed by a 20-inch
polyethylene sheet, a further six inches of
fill, and finally six inches of topsoil prior to
planting grass seed.

Supac geotextiles are manufactured by
Phillips Fibers Corp. (Greenville, S.C.) with
100 percent manmade fibers that are me-
chanically interlocked.

Manufactured from polypropylene, a pe-
trochemical-based polymer, Supac geotextiles
are chemically and biologically inert. Supac
will not decompose in soil due to bacterial or
fungal action. It is unaffected by acids, alkalies,
oils and most chemical solvents.

Geotextiles are also being used to line sev-
eral ponds on the golf course and as sedimenta-
tion control barriers. They enjoy widespread
acceptance in a wide range of civil engineering
projects, including reinforcement, stabiliza-
tion, drainage and erosion control. LM
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Positive,
non-slip drive.

The true test of
any grounds mainte-
nance tractor 1s up-
hill mowing—espe-
cially on wet grass.
The Cub Cadet GMT
—with positive final
wheel drive—has
the consistent power to handle steep grades
and wet turf. No slipping. No sliding. Just
upward and onward.
Oversize grass-gripping tires.

When the going gets wet, you'll really
appreciate Cub Cadet's 16” diameterx 7.5"
Turf Tread tires that deliver outstanding traction

and stability. When the going gets rough,
you'll like our pneumatic front tires with a built-
in puncture sealant that helps prevent flats

GROUNDS MAINTENANCE TRACTORS

Circle No. 105 on Reader Inquiry Card

The tough machine that does it all.

Choose from three powerful engines: 8.5
HP. 12.5 HP. 15 HP. Full-pressure lubrication for
hillside cutting. Unique planetary 5-speed
transmission that provides no-stop, no-clutch
forward/reverse shifting. Power unit converts
to a snowthrower, sweeper, dump cart
shredder/chipper, sprayer, and more—for year
round utilization

Grounds maintenance doesn't have to b
uphill struggle. Switch to a powerfu
GMT. it makes molehills out of mou

Contact Cub Cadet

Corporation,

PO. Box 360930, Clb Cadlel’
Cleveland, Ohio

e [ —



PRODUCTS

Two extra horses power
this new utility vehicle

E-Z-Go Textron’s latest utility vehi-
cle, the GXT-1500, features a 20 hp,
twin-cylinder Onan engine. Previous
models contained an 18 hp engine.
E-Z-Go says the GXT-1500 is the
only vehicle of this kind with an auto-
motive-type, fully synchronized 5-
speed transmission. The transmission
eliminates the need for a range
changer and provides even shifting

for the best available gear combina-
tions in any situation.

The GXT-1500 has a payload capa-
city of 1500 lbs. It has diamond-plated,
Polane-topcoated steel panels and a
welded tubular steel frame. The 19-
cubic foot load bed measures 52” x
54” x 12”, with removable sides and

tailgate for easy loading.
Circle No. 201 on Reader Inquiry Card

Economical vehicle carries
its weight and then some
The GT-1 turf vehicle from Cushman
is powered by an economical 8 hp gas-
oline air-cooled engine. The vehicle
features a fully automatic torque con-
verter with automotive-type dif-
ferential that transfers more engine
power to the drive wheels for more
lugging power. The 4-cycle engine
burns regular gas, eliminating the
need for oil-gas mixtures.

The GT-1 has an outside clearance
circle of 19.5 feet. Cushman reports it

»

has enough maneuverability for just
about any type of grounds work, from
golf courses to nurseries to camp-
grounds. The cargo box measures 44”
x 40” x 8”, and holds up to 8 cubic feet
and 1,000 lbs. of payload.

A manual dump bed option is also
available for easy unloading. With the
additional option of the folding steel
tailgate and loading ramp, one person
can load and transport smaller equip-
ment.

Circle No. 202 on Reader Inquiry Card

Easy maneuvering along
with sturdy endurance

A utility vehicle for the turf industry
that incorporates the pure work char-
acteristics of a rugged cargo carrier
with both the maneuverability and
ease of use of a Yamaha four-wheeler
has been introduced by the Pro-4 divi-
sion of Yamaha Motor Corporation,
U.S.A.

The Pro-Hauler features turf
tires specifically designed to protect
delicate or expensive turf from un-
necessary damage. It has a cargo ca-
pacity of more than 400 pounds that

'UNLESSYOU CAN AFFORDTHIS
RAIN SENSOR.YOU NEED MINCLIK

e
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allows it to perform a majority of the
routine hauling jobs tackled by land-
scapers, caretakers and
superintendents.

The Pro Hauler has been engi-
neered with special low-speed gear-

ing to make it most effective for the
type of work traditionally done in the
turf industry, says Yamaha. Yamaha
also is making available an optional
set of stake sides to further enhance
the versatility and usefulness of the
vehicle. Another optional accessory
feature is an hour meter that keeps
track of how long the vehicle has been
in operation so that maintenance can
be performed on a timely basis.

Circle No. 203 on Reader Inquiry Card

Take your pick from these
heavy-duty utility vehicles
Club Car, Inc. offers two utility vehi-
cles to choose from, based on your
workload requirements. They are the
Carryall I and Carryall II, and are dis-
tinguished largely by the size of the
pickup bed.

The Carryall I is a down-sized ver-
sion of Carryall II and is available in
gasoline and electric models. The
Carryall II is gas-powered only, and
has the larger pickup bed area.

The Carryall I has a clearance cir-

bed. Thermoset polymer front cowl,
integrated front bumper and side rub
rails, flange-sealed inner fenders to
protect the battery and engine com-
partment are also standard.

Circle No. 204 on Reader Inquiry Card

Get two extra wheels with
this good-looking vehicle

The Big Boss from Polaris is a six-
wheel utility vehicle with four-wheel
drive.

cle of 17’6”; clearance circle for the

Carryall IT is 2078”.

Polaris describes the Big Boss as
part pick-up/dump truck/cargo car-
rier, as well as a leisure vehicle.

Front suspension for the Big Boss is
by MacPherson struts with 6.26
inches.

Dual shocks on the rear supply 5.25
inches of suspension travel.

Cargo capacity is 6.4 cubic feet in
standard form, 13.68 cubic feet with
stake box sides.

A Fuji 244cc two-stroke single cyl-
inder motor provides the power.

The front wheels have dual
hydraulic disc brakes. The rear braking

Both cars have an all-aluminum is by a triple hydraulic disc system.

frame, chassis, rear body and pick-up

The vehicle meets or exceeds all

vt

One way to keep your sprinklers from watering
in the rain is to stay out there with them.

The far better way is to use the Mini-Clik I,
the best-selling rain sensor in the world.

It shuts off your sprinklers during rainfall.
And keeps them off until grass and shrubs are
thirsty again. Without disturbing your system’s
automatic controller. So instead of sprinkling
your money away, you save it on a rainy day.

Only Mini-Clik measures rainfall through
moisture-absorbing disks. They absorb water
and dry out the same way turf does.

Other rain sensors rely on collection cups.
But cups collect leaves and debris. The cost of
servicing them will more than pay for Mini-Clik.

What's more, the patented design is so
reliable, Mini-Clik is guaranteed to work.
Because it's simple, from the way it's installed

. to the way you click in the precise settings.

For more information and the name of the
distributor nearest you, just call Glen-Hilton
Products at 1-800-476-0260. To find a better
rain sensor, youd have to take the job yourself.

MINI-GLIK®

=1 SavesYouMoneyOnARainyDay.

Circle No. 111 on Reader Inquiry Card
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Golf course and park maintenance,
groundskeeping, facilities manage-
ment and maintenance applications
can all be serviced by Mighty Mits.

The line features a raised roof for
more headroom than similar multi-
purpose vehicles designed for use off
public roads.

The Mighty Mits come in full cab
models equipped with either sidebars
or doors, Flo-Thru and Tilt-Bed mod-
els, with two- or four-wheel drive op-
tions. Maximum payload capacity is
1,750 lbs.

Circle No. 206 on Reader Inquiry Card

American National Standards In-
stitute criteria for its category.

Circle No. 205 on Reader Inquiry Card

Mighty vehicle equipped
for a variety of uses

Mitsubishi’s Mighty Mits line of in-
dustrial vehicles is equipped to

Quarter-ton loads easy
for Kawasaki vehicle

The Kawasaki Mule 1000 hauls
quarter-ton loads in the bed and two
people up front. It goes anywhere,
thanks to a low center of gravity, inde-
pendent suspension and off-road
tires.

The Mule is powered by a 454cc,
four-stroke, liquid-cooled Kawasaki
engine. A dual-mode differential is
optional. With the flip of a lever, the
operator can lock the differential so
both rear wheels turn together for
maximum traction. Unlocked, the

28 FT. WELLS CARGO EXPRESS WAGON

ALL YOUR GEAR...
SECURE, ORGANIZED AND READY TO ROLL

We can say, “We build the best”. Our specifications
sheets will back that up. But why else should you

¥ L CATALOGS
consider Wells Cargo? How about: SPECIFICATIONS
« Factory Service Facilities - GA, IN, TX, UT. CALL

« US Wide Dealer & Service Network.
« A Product Designed & Built for 15 Yrs. Hard Service, and More. 1-800-348-7553
« Second-to-None 3 Yr. Warranty Coverage. SAY YOU SAWITIN
« Full Line Ball-Hitch Units 6” — 32” and Up. LANDSCAPE MGT.
« Full Line Fifth Wheel Units 20’ — 40’ and Up.

SINCE

WELLS CARGO | ®g54

WELLS CARGO,INC. PO.BOX728-837 ELKHART,IN 46515

Circle No. 140 on Reader Inquiry Card
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wheels provide a tighter turning ra-
dius and minimal soil disturbance.

Circle No. 207 on Reader Inquiry Card

Five-wheeler offers
handlebar controls

The AMT-622 is the newest addition
to the John Deere fleet of five-wheel
utility vehicles.

The 10 hp transport replaces han-
dlebar controls with a steering wheel,
foot accelerator and brake pedal. Dual
headlights are standard. Options in-
clude tail and brake lights, turn in-

dicators, horn, hour-meter and
electro-hydraulic dump.

Four-wheel drive with differential
lock provides extra traction in wet
ground, and high-floatation tires mini-
mize ground compaction. Variable
speed transmission requires little oper-
ator training.

Circle No. 208 on Reader Inquiry Card

Growth medium works at
half the cost of topsoil

Fairgrow is a safe, natural and nutrient-
rich growth medium derived by com-
posting solid waste organics and re-
claimed wastewater treatment solids.

Rich in both macro- and micro-nutri-
ents, Fairgrow reduces the need for fer-
tilizer, iron, lime, sulfur and topsoil.

According to the Fairfield Service
company of New Castle, Del., Fair-
grow is so rich in organic matter and
plant nutrients that mixing one part of
Fairgrow with two parts of existing
subsoil can result in a topsoil of supe-
rior quality.

Fairgrow has been composted in a
controlled environment at temperatures
high enough to destroy weed seeds and
damaging plant pathogens. Fairgrow has
a pH of about 7.0 to reduce soil acidity.
Circle No. 209 on Reader Inquiry Card
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BUSINESS OPPORTUNITIES

CURBMATE - THE MONEY MACHINE: Patented,
electrically driven and self-propelled machine pro-
duces beautiful continuous concrete landscape
edging. Simplifies the installation of concrete bor-
ders between lawns and flower beds, along driv-
eways and sidewalks, etc. Applicatiens for
residential and commercial settings, golf courses,
etc. Turn $5,000-$10,000 equipment purchase into
$50,000-$100,000 potential annual income.
(801)273-3938. 11/89

LEARN Professional Landscaping and Gardening
at home. Accredited program provides thorough
training in all phases of commercial and residential
landscaping. Certificate awarded. Free booklet
describes program and opportunities in detail.
Lifetime Career Schools, Dept. A-415, 2251 Barry
Ave., Los Angeles, CA 90064. 9/90

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

CONNECTICUT AND NORTHEAST: Selling or
buying a green industry business? I'm a specialist
in your field with over ten years experience and
can locate buyers and sellers. Phil Nilsson
(203)621-2311. 11/89

CURB KING: Curbing machine that lays continu-
ous concrete landscape borders. $2695.00. Low
investment, high returns. For information call
303-434-5337 or write PO Box 40567, Grand Junc-
tion, CO 81504. 11/89

HELP WANTED

Landscape Maintenance Project Superintendent
needed for large established installation/mainte-
nance contractor in Charlotte, N.C. Needs to have
2-5 years experience and education in hor-
ticultural practices with emphasis in turf. Competi-
tive salary and benefits. (704)375-7555. 11/89

LANDSCAPE MANAGEMENT SALESPERSON:
Leading Kansas City Landscape Company has
immediate opening for talented, experienced, and
aggressive person in Landscape Management
Sales. B.S. in Horticulture or related field pre-
ferred. Salary, incentive, benefits. Send a resume
with experience and salary history to the address
listed. HERMES LANDSCAPING, P.O. BOX 14336,
LENEXA, KS 66215. 913-888-2400. 11/89

Industrial Herbicide Manager/Applicator. Job
openings for quality Herbicide Manager/Ap-
plicators (in the Southeast, Northeast, and Mid-
west), Must be motivated and be willing to travel.
Mechanical ability desirable. Send resume or call:
Weeds Inc., 520 West Cobbs Creek Parkway,
Yeadon, PA 19050. (215)727-5539. 11/89

Lawn Doctor, Inc. needs a graduate Agronomist
with a minimum BS Degree for National staff work
with franchises on turf programs, training, safety
and regulation. Practical experience with warm
season grasses a plus; good communication skills
amust. Medium travel from New Jersey Corporate
Headquarters. (201)583-3200 or resume/salary
history to John Buechner, Lawn Doctor, 73 Atlan-
tic Avenue, Matawan, NJ 07747. 11/89

LAWN MAINTENANCE
DIVISION MANAGER

We are seeking applications for a Top
Notch Manager to handle a growing
maintenance division of a large Midwest
Landscaping Company. You would be
responsible for all phases of the opera-
tion including: Sales, Estimating, Train-
ing, Scheduling, and most importantly,
The Bottom Line. If you are the type of
individual that thrives on responsibility
and can operate with little direction we
would like to hear from you.

Please submit a resume with a cover
letter and salary history to:

Goode & Company
Personnel Director
860 West Long Lake,
Bloomfield Hills, MI 48013

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 214-634-0500.
3/90

BRANCH/SALES MANAGERS; JUNIOR AND
SENIOR LEVEL. Orkin Lawn Care offers more to
our Managers, so why settle for less? Our com-
pany is a leader in its field and expansion dictates
the need for senior level Branch and Sales Mana-
gers to maintain our high-standards and the integ-
rity that has built the Orkin reputation. We offer
unlimited room for advancement into top-level
management, salary plus incentive bonus, and a
comprehensive benefits package to talented, am-
bitious Orkin team members who are dedicated to
success. You will report directly to Zone Mana-
gers and be required to: “Initiate and develop ef-
fective work atmosphere, *Meet financial objec-
tives — revenue, cost control, profits and profit
margins. *Enforce Orkin policies and procedures
*Maintain a strong customer base *Select and
train new employees. If you can fulfill these objec-
tives and have the aptitude to prioritize duties and
projects, send a confidential resume to: ORKIN
LAWN CARE, PAT GUY, 2170 Piedmont Road,
Northeast, Atlanta, GA 30324. 11/89

"Consider all of your employment options in the
irrigation and landscape industries. Call Floraper-
sonnel, the international employee search firm for
the ornamental horticulture industry. Completely
confidential. Employer pays fee. Florapersonnel,
Inc., P.O. Box 1732, 1450 S. Woodland Blvd., Suite
201, Deland, FL 32721-1732. (904)738-5151. Jim
Bambrick, Jeff Brower, David Shaw, CPC, Bob
Zahra, CPC." TF

MANAGERS -- SUPERINTENDENTS -- AND AS-
SISTANTS: Innisbrook, Florida’s premier resort,
is currently accepting resumes for the above men-
tioned classifications for our golf courses and gen-
aral grounds areas. We have 63 holes of Florida's
finest golf and 950 acres of beautifully landscaped
resort property. Excellent benefit program, includ-
ing bonus and clubhouse membership, go with
these positions. We offer opportunities for ad-
vancement to quality oriented professionals. Send
resume in confidence to: R.A. Schust, Personnel
Dept., Innisbrook Resort, P.O. Box 1088, Tarpon
Springs, FL 34688-1088. EOE. 12/89

FOR SALE

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; 1-800-397-7509. 1/90

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

PAUL FLORENCE Turfgrass: Quality seed for the
Turf Professional. Elite Bluegrasses, Fine-Leaf
Ryegrasses, and Turf-Type Tall Fescues. Custom
mixing our specialty. Silva-Fiber muich and sup-
plies for hydro-seeders. Quality Elite Bluegrass
Sod. Call us! (513)642-7487. 13600 Watkins Rd.,
Marysville, OH 43040, TF

For Sale: Spyder Forklift in good condition, with
Kohler Motor $5,500; 5 ft. Sod Roller $750.
1-719-683-2262. 11/89

Bowie Hydromuicher 1100: Trailer mounted with
extra duty suspension and extra wide tires,
Kubota Diesel powered with heavy duty clutches
and powertrain, centrifugal pump and electric
hose reel with hose. Well maintained. No rust.
$11,900. Call Gary at (317)873-5231. 11/89

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

LAWN SEED: Wholesale. Full line of top quality
grasses. Improved bluegrass varieties, tall fes-
cues and fine bladed ryegrasses. We specialize in
custom mixing. Oliger Seed Company, 89 Hanna
Parkway, Akron, OH 44319. Call collect
(216)724-1266. TF

ESTABLISHED, 30-year profitable tree business
(summers) and snow plowing (winters) for sale
due to pending divorce. Pittsburgh, PA. Have all
equipment, vehicles and loyal clientele. Annual
revenue near $70,000. Must sell ASAP. Will sacri-
fice for $50,000 negotiable. $25,000 down;
$25,000in 12 months. Call Dave 412-766-6414.
11/89

ATTENTION GOLF SUPERINTENDENTS: Great
Meyer Zoysia for your Fairways and Tees. Guar-
anteed Bermuda & fire ant free. Beauty Lawn
Zoysia (Cincinnati) 1-513-424-2052 12/89

PIPE LOCATOR INEXPENSIVE! Locates, traces
underground drain, water pipe lines of clay, PVC,
ABS, steel, cement. Finds sprinklers, valves,
clogs. Bloch Company, Box 18058, Cleveland,
Ohio 44118. (216)371-0979. TF

STUMP CUTTER: Replacement Head for Rear
Hodges & Fox. You'll have the fastest, safest port-
able stumper in the world. Satisfaction money
back guarantee. No gimmicks. U.S. Pat. Kinetic
Stump Cutter Inc. Toll free 800/422-9344.  2/90

HYDRO-MULCHERS AND STRAW BLOWERS
New and used. JAMES LINCOLN CORPORA-
TION, 3220 S. Jupiter Rd., Garland, TX 75041.
(214)840-2440, (800)527-2304. TF
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For Sale: New and Used Brouwer - Mowers -
VACX - Fork Lifts - Harvesters - and full line of
replacement parts. Contact Glenn or Ed Markham

at 1-800-458-3644. 11/89
eI TREE
JZ0NSID)  TRANSPLANTER
nghtwetghl‘ Variable Size Rootball (16" - 28%),
Component A (sprayer, logsp . dump

box. post-hole digger). Availlable in 3 models
(towable, bucket mount, 3 pt.).
MID DAKOTA CORP.
Box 728 « Garrison, ND 58540
Phone (701) 337-5619 or 1-800-327-7154

LANDSCAPE MAINTENANCE DIVISION - Com-
mercial only. Neat, ciean operation, 10 hand
picked accounts in fast growing Galveston
County, Texas, near Johnson Space Center. 100
M annual sales. Owner will stay as consultant. All
equipment & contracts go. Landscape Services,
George Bush 409-935-1539. 11/89

PROTECT GRASS
FROM AUTO AND
FOOT TRAFFIC
INEXPENSIVE, RELIABLE

Call Toll Free

(From & Touch Tone Phone)

1-800-824-9029
Wait for Tone - 753

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

Bowie 1000 gal. Hydro muicher, V4 Ford Engine,

Bowie gear pump excellent condition, no rust in-

side or out. $3000.00. Call (904)878-1782 nights.
11/89

16" reconditioned Brower Harvestor mounted on
a 3600 Ford tractor. Asking $24,900.
(205)665-2610. 11/89

Hydroseeder - 1980 Reinco HG25 NEW J.D. En-
gine ON 1987 |.H. F2574, 23,000 miles with Cum-
mins L10, Auto Jake Brake Ready to work, Photo
Available - $54,000. John Clark, J. Farmer Co.,
Middieton, MA. 508-774-9446. 11/89

WANTED: Large Lindig and Royer Shredders.
Lewis Equipment, 320 Third Street S.W., Winter
Haven, FL 33880. (813)294-5893. 11/89

USED EQUIPMENT

For sale - Used Equipment. 44" VERMEER TREE
SPADE mounted on a 1983 Ford 600 truck. Gear
shift; Very good condition. Moves a wide range of
shrubs and small caliper trees. If interested con-
tact, Property Services; Richmond, VA. (804)320-
0035. $12,500. 11/89

ATTACHMENTS Prus”

1ce Attachments for Tractorsand F ront Mo Wers
The Choice

Landscapers. Municipal-
ities. Schools. Cemeteries.
Serious
grounds maintenance per-
sonnel with continuous

Golf Courses.

Circle No. 144
on Reader
Inquiry Card

15170 Hickory St. * Spring Lake, MI 49456
(616) 847-4200 « 1-800-872-4242

of the Professional

maintenance needs. They
have all found A ttachments
Plus to be a practical
solution to save time and
money.
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BUCKET TRUCKS, Straight Stick, Corner Mount
and Knuckle Boom Cranes. Brush Chippers - New
Morbark Disc Type, New Woodchuck Drum Type.
Best prices anywhere. Used Chippers - Asplundh,
Woodchuck, etc. 2 to 8 usually in stock. Sprayers,
Dumps, Stakes, Log Loaders, Crew Cab Chip Box
Dumps, Railroad Trucks, 50 in stock. Sold as is or
reconditioned. Opdyke's, Hatfield (Philadelphia
Area) 215-721-4444. TF

NEW and USED EQUIPMENT--Asplundh, Hi
Ranger and Lift-all forestry bucket trucks, Chip-
more wood chippers. Mirk, Inc., (216)669-3567,
(216)869-3562, 7629 Chippewa Road, Orrville,
Ohio 44667. TF

BUCKET TRUCK: Hi Ranger 65', 57', 50'. Sky-
workers with chip boxes. Asplundh bucket trucks
with chip boxes. Asplundh brush chippers. Bean
55 gal. sprayers. Pete Mainka Enterprises, 633
Cecilia Drive, Pewaukee, WI 53072. 414-691-4306.

TF

MISCELLANEOUS

ATTENTION LANDSCAPERS: FREE CATALOG
Wholesale pricing on blades, belts, catchers, tires
and more. Over 500 guaranteed parts to fit Bob-
cat, Bunton, Exmark, Deere, Scag and other riders
and walk behinds. Outstate Call 1-800-343-4333 in
Michigan call 313-949-8031 LAWN CARE PARTS
UNLIMITED DELIVERS SAVINGS COAST TO
COAST! We've got your parts!! 11/89

FREE PARTS CATALOG-- If you own a
36"--48""--52" walk behind mower and you feel
you're paying too much for parts, call Preco Dis-
tributors toll-free and request our parts catalog.
BELTS, BLADES, GRASS CATCHERS, WHEELS
AND LOTS MORE! Replacement parts that fit:
BOBCAT, BUNTON, KEES, EXMARK & OTHERS.
1 day shipping coast to coast available. All parts
carry a 90-day warranty. Don't wait, call 24 hours a
day. TOLL-FREE 1-800-428-8004, in Mass.
413-596-5505. PRECO DISTRIBUTORS, 97 Cen-
ter St., Ludiow, MA 01056. TF

LANDSCAPE TRAINING VIDEOS

Intermediate mower maintenance field and
shop repair; efficient/profitable mowing tech-
niques; professional shrub trimming, plant in-
stallation, basic landscape plan drawing, etc.
ENGLISH AND SPANISH. Write for free bro-
chure.

C.D. Anderson Landscape Videos
515 Ogden Avenue
Downers Grove, IL 60515
1-800-937-0399

REPS WANTED

SALES REPRESENTATIVE: We're looking for
special energetic individuals to fill our full-time
sales representative positions. If you are a self-
motivated, "people’ person, we offer a great op-
portunity for interesting and challenging work in
either our northern or southern California territo-
ries. Target Specialty Products is a full-line distrib-
utor of speciaity agricultural chemicals and
supplies. Degree in one of the biological sclences
required. Ornamental/nursery experience is pre-
ferred. Salary commensurate with experience,
plus commission and auto. Excellent company
benefits, including medical and dental coverage,
profit sharing and incentives. Send resume to Tar-
get Specialty Products, P.O. Box 1117, Cerritos,
CA 90702. 11/89




- The art of application
for maximum germination.

POUNDS OF SEI

. TYPE
BENTGRASS

KENTUCKY
BLUEGRASS

FESCUE

..’ o l W ’ \ \ -\\'-"‘§‘ -
---I "’l K “+ -

RYEGRASS
PERENNIAL
MIXTURE

The Ryan® Mataway®
Overseeder is simply better.

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

Two-inch spacing between
rows gives you a dense pattern for

one-pass application. Gandy® pre-

cision metering and an easily re-
moved disc-type seed delivery
system places the seed directly
into the slits for uniform seed/soil
contact allowing maximum
germination.

The result is a lusher, thicker
lawn.

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

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

RYAN

BUILT TO LAST

9017 Cushman, P.O. Box 82409, Lincoln, NE 68501

Circle No. 106 on Reader Inauirvy Card
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Your Business {
Partner

...Helping grow your business

As a busy lawn care professional, you can’t be
personally involved with the many critical details that
go into making your business successful, details
ranging from developing staff safety training
programs to keeping abreast of the latest regulatory
issues. That's why it is vital that you have the timely
information that allows you to be proactive rather
than reactive. That’s why you need your Business
Partner — The Professional Lawn Care Association of
America. Let your Business Partner go to work for
you on such assignments as:

¢ Issues Management
¢ Training programs for

pesticide management
e OSHA Hazard Compliance
An effective telemarketing
program
Preparing a marketing plan
Update on small business law
Group Health/Life/Major Medical
A Credit Collection Service
A Liability Insurance Program
A newsletter on lawn care issues
A public relations program
Gather major suppliers of lawn care
products and services

iy \

As the only international trade association of lawn
care professionals, PLCAA has a strong history of
providing the right information at the right time for
the lawn care industry. Our staff and Board of
Directors are dedicated to providing you with the
professional business assistance you need to stay
strong and informed.

To learn more about how to put your Business
Partner to work — for less than a dollar per account Wl g
per year, contact the Professional Lawn Care
Association of America today. Clip and mail the
return coupon, or call toll free 1-800-458-3466. |

| NAME

Symbol of Good Practice
| TITLE
7 | COMPANY
PROFLIBIOAAL LAWE CARE AISOCIATION O/ ABERICA

information on membership in PLCAA

| AppRESS
PROFESSIONAL LAWN CARE | ey STATE zip
ASSOCIATION OF AMERICA | receproNE
1000 Johnson Ferry Road N.E., Suite C-135 | cupanp maiLto r

l Professional Lawn Care Association of America, Suite C135
Ll()()()]ohnson Ferry Rd NE Marietta GA 30068-2112 LM
T TR T T T TR

Marietta, Georgia 30068-2112
1-404-977-5222 FAX: 404-578-6071



Lightweight production
mowingisn’t just
for golf courses.

The new Jacobsen HM-11 combines proven, quality
lightweight mowing with a versatile 4-WD design to
deliver a beautiful fairway-like cut in places that might
surprise you.

Roughs, parks, universities, cemeteries . . . virtually
anywhere you've always wanted a beautiful cut and
high productivity, the versatile, high-capacity Jacobsen
HM-11 delivers.

On-demand 4-wheel drive, a wide-track stance and pow-
erful diesel take the HM-11 up challenging slopes that
are too much for 2-wheel drive competitors.

Five heavy-duty 30" reels sweep through demanding
schedules with an 11’ cutting width. Just a touch of your
toe lifts and lowers all reels simultaneously for more effi-
cient cross-cutting. And you can get into those tight spots
by mowing with 3-, 4- or 5-gangs.
Fixed or floating, our unique
heavy-section reels hug the ground
in all types of grass, for a smooth
cut at higher mowing speeds and

SJACOBSEN

better thatch control. Your choice of tough Jacobsen 6- or
10-blade reels, and high-speed or high-torque hydraulic
reel motors match the HM-11 to your specific conditions.
Plus, the fully programmable console —with cruise con-
trol—maximizes productivity.

Excellent maneuverability increases its versatility. Com-
pact design and rear-wheel power steering make the
HM-11 more agile and easy to operate. With a compact
70" transport width, even narrow paths and bridges won't
stand in its way.

For quality mowing at %" and above, nothing else comes
close. And for tournament-quality fairways at less than
%", Jacobsen leads the way again with the unique, up-front
design of the LF-100.

To see either of these lightweight wonders in action,
contact your Jacobsen distributor for
a complete demonstration. Lease and
finance plans available.

Jacobsen Division of Textron Inc.,
Racine, Wl 53403.

Jacobsen Division of Textron Inc

Circle No. 115 on Reader Inquiry Card
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TOW-TYPE TOP DRESSER

Top dressing levels existing turf on
athletic fields while stimulating growth
and improving soil conditions. Repeti-
tive top dressing fills in the low spots
and also promotes the decomposition
of thatch.

Top dress 18 golf
greens in under _
6 hours

B Top dress
an athletic field
in under 2 hours

=

B 18.3 cubic feet
hopper capacity

B Spreading width
of 60"

B Ground driven no
engine to maintain

B Topdressatupto 8
miles/hour

TURFCO also
manufactures self-
propelled and
truckster-mounted
METE-R-MATIC
TOP DRESSERS

TURFCO MFG., INC.
3456 N. Washington Ave.
Minneapolis, MN 55412-2688

Ph. 612/588-0741
kTelex 5106013762

TURFCO

Circle No. 142 on Reader Inquiry Card
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Ohio s
Turfgrass
Conference °
And Show

Regional Tonf Evert/ 7y

/
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DECEMBER 4-7, 1989
THE OHIO CENTER
COLUMBUS, OHIO

e Featuring Workshops, Educational Sessions
and over 200 Exibitors

¢ For Golf Turf, Lawncare, Grounds Maintenance
and Sports Turf Managers.

Detach and mail to:

AN e e PLEASE SEND INFORMATION ABOUT
Coffey R

e e b [] 1989 CONFERENCE AND SHOW

hiac ot [] OTF MEMBERSHIP

.l

Name

Company

Address

City State Zip

( )
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PROBLEM MANAGEMENT

by Balakrishna Rao, Ph.D.

Post-emergents for grassy weed

Problem: How can I get control of the summer grassy
weed Paspalum plicatulum on cool-season turfgrass?
(Spain)

Solution: The Paspalum plicatulum grass species
to which you are referringis not a common type of
paspalum in the United States. Some of the most
common species of Paspalum are: bahiagrass (Pas-
palum notatum); bull paspalum (P. boscianum);
dallisgrass (P. dilatatum); field paspalum (P.
laeve); fringeleaf paspalum (P. ciliatifolium);
knotgrass (P. distichum); and sourgrass (P.
conjugatum).

The approach that we use to control paspalum
that are weeds is to use post-emergent herbicides
such as MSMA, DSMA, or Atrazine for selective
management. In addition, a good cultural and
turfgrass management practice including proper wa-
tering, mowing and fertilization will help improve
the health and density of desirable turfgrass. As the
turfgrass grows aggressively and increases in den-
sity, it will be better able to compete with weed
species and their establishment.

The other alternative approach is to use a non-
selective herbicide such as Rounduptokill all the
existing green vegetation and then reseed the
area with desirable turfgrass cultivars. The
Roundup will manage existing plants with green
foliage. However, it will not have any activity on
weed seeds or the seeds which may germinate
after the treatments have been applied since
Roundup doesn’t have any soil residual. There-
fore, prior to reseeding, it is a good idea to wait
10-15 days after the first Roundup application and
monitor the area for new weed growth. If found,
provide their management before sodding. Read
and follow label specifications.

Measuring abiotic stress

Problem: The ornamental plants in some of our cli-
ents’ properties look bad. We were unable to find any
insect or disease activity. Perhaps it is related to some
sort of stress factors. Do you have any suggestions to
help improve the health of these plants?
(Pennsylvania)

Solution: The problem appears to be related to
abiotic stress factors, which are caused by non-living
factors such as environmental stress.

In my opinion, one of the most common and
serious problems in many landscapes is the expo-
sure of plants to extremes in moisture and/or
temperatures.

In many parts of the United States and Canada,
we had dry summers for the past two or three
years. This can kill fine absorbing roots and affect
plant survival. When roots are damaged, the
plants begin to decline.

In addition, the mild winters we’ve had in the past
years can adversely affect plants. A good snow cover
insulates the plants and roots, protecting them from

low temperature injury. Secondly, when the snow
melts, the roots would receive moisture.

This year many parts of the country had too much
percipitation in the spring. This can further aggra-
vate already stressed tree roots since excess
moisture can remove oxygen from the soil and suf-
focate or drown the root system.

Plants that were recently transplanted are the
most severely affected and many are showing vari-
ous degrees of decline. Even some plants that were
planted several years ago are showing poor twig
growth, dieback or scorching-type symptoms.

The best thing todo is to keep these plants healthy
by proper fertilizing, watering and pest management
as needed.

Insects or disease?

Problem: Every year on oak trees we see whitish
powdery growth on the lower surface of the leaves. We
also see a number of small, black specks present in
this area. Is this caused by mites? What can be
sprayed to control this? (Ohio)

Solution: From your description of the symptoms,
the problem you are dealing with appears to be
caused by a fungus which causes powdery mildew
disease. The black structures you have been seeing
are probably not mites, but are the fruiting bodies of
the fungus which contain fungal spores. There are
several different powdery mildew fungi which at-
tack oak. These include Sphaerotheca lanestris, the
most troublesome mildew producer. Others include
Erisiphe trina, Microsphaeria alni and Phyllactinia
corylea.

An application of fungicides like Acti-dione PM,
Benlate or Karathane is recommended to manage the
powdery mildew disease problems.

It is possible that mites may also be present on the
same plant. For detecting mites, shake the leaves
over some white paper or cloth. If there are any
mites, they will fall and begin to crawl on the white
surface. Mites have eight legs while insects have six
legs. Mites leave a staining mark on the white surface
when crushed. Verify this possibility just to be sure.

If the problem is identified to be due to mites, an
application of dormant oil during early spring or an
application of miticides such as Kelthane in mid-
June and again two to three weeks later should help
minimize the problem. i

Read and follow label specifications for best
results.

Balakrishna Rao is Manager of Technical
Resources for the Davey Tree Co., Kent,
Ohio.

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

Save over 17% on LESCO equipment!

spreaders ® gas-powered poly tank and stainless steel tank
sprayers ® rotary mowers — including our new zero-turning-
radius mower!

Don'’t let the grass grow under your feet! Order early
and make sure you get the LESCO equipment you need
in time for next spring. The sooner you order, the more
you'll save!

Order early and save! Pay early and save even more!
OR PAY NOTHING UNTIL MAY 1, 1990! Save an
additional 3% by picking up your equipment at our
Sebring, Florida manufacturing facility. Take delivery
at our option.

Determine your savings by combining discounts for the
month you order and the month you pay.

Early Order Early Payment Pickup
Discount Discount Allowance
November 10% 5% 3%
December 8% 4% 3%
January 6% 3% 3%

Look what you can save on a LESCO 36 Commercial Rotary
Mower:
$2,415.00 Price of Mower
241.50 10% November Early Order Discount
$2,173.50
108.67 5% November Early Payment Discount
$2,064.82
65.20 3% Sebring Pickup Allowance
$1,999.62 Net Due November 31, 1989.
Note: Example reflects total discounts of 17.2%. Sales tax

not shown.

: . : . LESCO, Inc., 20005 Lake Road, Rocky River, Ohio 44116
If you're planning on buying new equipment for next 800) 825-3726

spring, you simply can’t afford to pass up this opportunity! 216) 333-9250

Circle No. 120 on Reader Inquiry Card



When your business is turfgrass, you can't afford to gamble. O
Your ryegrass has to be great. That's why you should use
Palmer, Prelude or both. They’re a sure thing:

B Fine-leafed, dense growth W Improved disease resistance
B Improved mowability W Heat and drought tolerance
M Dark green color B Winter hardiness

Palmer and Prelude — alone or together there's no gamble.
Their performance has been proven!

Lofts Seed Inc.

World’s largest marketer
of turfgrass seed

Lolts/New England Lofts/Maryland Lofts/Great Western Sunbelt Seads, Inc. Oseco Inc
(Bzgl;)ngsgrg?gb NJ 08805 Arlington, MA Beltsville, MD A NoroToss GA Brampton, Ontario
- 617) 648.7550 800) 732-3332 (404) 448.9932 or Canada L6V.2L2
(800) 526-3890 * (800) 624-1474 (NJ) RO A0 V20 Sedid 50 i Lo

To locate the Lofts' distributor nearest you, call

(800) 526-3890 (Eastern U.S.) # (800) 547-4063 (Western U.S.)




