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Penneagle/Penncross 
Right on Course 

• H i 
David Riedman, Superintendent, Crooked Stick GC, Camiel, Indiana. 

When the 1991 PGA comes 
to Crooked Stick, the 
pros will be playing 
on 27 acres of Penneagle/ 
Penncross fairways. 
Superintendent David Riedman is preening this exciting Pete Dye 
designed course for one of the major events in golf. His job: provide 
them with the best playing conditions possible. The turf the pros, as 
well as the club members, are pleased to play: Penneagle and 
Penncross. 

To find out how David prepares 27 acres of Penn Pals bentgrass 
fairways for the PGA, call or write Tee- 2-Green Corp. for a copy of 
our new 16 page booklet "Focus on Fairways", with comments by 
Byron Nelson and Patty Berg. 

'Ocuscn 

Tee-2-Green Corp. 
PO Box 2 50 
Hubbard, OR 97032 
1-503-981-9574 
FAX 503-981-5626 
1-800-547-0255 
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Think of it as 
your 10-horse 
SWATteam 

A M T 6 2 6 U T I L I T Y V E H I C L E 

Don't blink. You may miss the busiest machine 
on the course-the A M T 626 All Materials 
Transport. Your immediate response vehicle. 

Versatile design and simple operation keep the 
626 in demand. Here, an overhead valve 10-hp 
engine delivers power while an automatic variable 
speed transmission provides no-shift acceleration 
to over 15 mph. 

Operators feel immediately at home with 
automotive-type steering wheel, brake and foot 
throttle. A big benefit when 
many crew members wind 
up operating the same 
machine. 

Add its two-person 
design, 1000 pound towing 

Hydraulic dump option 

capability and 600 pound on the AMT 626 allows you 
, , , to empty its cargo box 

cargo capacity (on level from your seat 

ground) and you can see why 
the AMT 626 spends so much time in motion. 

Ask your John Deere dealer for a demo today. 
Or write John Deere, Dept. 956, Moline, IL 
61265 for free literature. It's probably your best 
chance to see one sitting still. 

NOTHING RUNS 
LIKE A DEERE* 



AS I SEE IT... 

A holiday 
word to the 
apocalyptics 
T i s the season to be jolly, so news this month from this corner 
might help brighten your holiday season. 

Would you believe it if I told you that the landscape/golf 
industry is still alive and well, and not experiencing the whole-
sale "recession" predicted by the many apocalyptics—many of 
whom consider themselves to be economic whizzes? 

Sure, there has been a minimal downturn in business. Very 
minimal. And yes, there are more business concerns bugging land-
scapes and golf course superintendents (see this month's "State of 
the Industry" report). But friends, by and large the green industry is 
effectively coping with the most recent roadblocks—including those 
imposed by certain Middle Eastern oil-producing countries. 

It is a curious thing about this country's economy that when the 
apocalyptics speak, their vast minions from coast to coast—many 
of them leaders of Fortune 500 companies—listen. Thus, when 
political problems arose earlier this year in the Mideast, the oil 
companies immediately jacked up their pump prices by 30 to 40 
percent. Which led to increased predictions of a crumbling econ-
omy by the surly apocalyptics. And we have the beginnings of the 
self-fulfilling prophecy. 

Not surprisingly, then, it is a real delight to talk to the movers 
and shakers in the green industry and hear that their businesses 
remained healthy through this most recent economic escapade. 

"Business in 1990 has been more a function of weather and not 
the recession here," notes Gary Thornton of Thornton Landscap-
ing, Maineville, Ohio. 

"All the other media are making it look bad," says Terry Stout of 
R.B. Stout, Akron, Ohio. "We see no effect, no problems, here." 

"The last four to five years have been a record-breaker, says Arnie 
Sieg of the Bruce Co., Racine, Wise. "And nobody is ready yet to say it 
won't be great again next year. Sure, we're going to keep alert to 
trends, but we're certainly not panicking." 

Some parts of the country, most notably the Northeast, are 
experiencing a noticable decrease in business because of the 
economy. But the big factor affecting green industry profits—as it 
always has been and always will be—is weather. Rain in the 
Midwest and lack of rain in the Southwest have been responsible 
for decreased profits, not the economy. 

Our holiday message, then, is this: enjoy this special season. 
Spend more time away from the desk with your family and 
friends. Sing a few carols. Hang plenty of mistletoe. Because 
despite what the apocalyptics say, if you work in the green indus-
try, you can afford it. 

Happy holidays from the staff and management of LANDSCAPE 
M A N A G E M E N T ! 

Jerry Roche, editor 
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Aurora, Shadow and Bighorn qualify 
for Hirf-Seed's blue tag incentive 
program. Write us or call your seed 
distributor for details. 

CERTIFIED SEED 

P.O. Box 250, Hubbard, OR 97032 
503/981-9571 
TWX 510-590-0957 

Aurora Hard Fescue, Shadow Chewings 
Fescue and Bighorn Sheep Fescue . . . 
three shade and drought tolerantJineJescuesJor 
golf courses, parks, home lawns, roadsides and 
reclamation areas. 
Aurora, Shadow and Bighorn have 
consistently topped fine fescue turf 
trials, and have years of'experience' 
in low maintenance and high per-
centage shade areas. 

These fescues mix well with 
perennial ryegrasses and Kentucky 
bluegrasses for use in sod produc-
tion and golf courses; Aurora and 
Bighorn in the roughs and Shadow 
on the fairways. 

When seeded in a monostand, 
our fescues will help give a course 
the 'Scottish links' look around tees 

and in roughs, and blue-grey 
Bighorn adds another color dimen-
sion to course design. 

Low growing Aurora, Shadow 
and even shorter growing Bighorn 
require less mowing, making them 
ideal for roadsides and other low 
maintenance areas. 

All-in-all, when your turf area is 
in the shade, where water, nutrients 
and maintenance are costly, it'll pay 
you to look into Aurora, Shadow 
and Bighorn . . . the good look in 
fine fescues. 

Aurora PVP 8700070 
Shadow PVP 8100155 
Bighorn PVP Applied for 

Produced and Marketed by 
• 

Turf-Seed, Inc. 

NO. 123456 

VARIETY NAME 

CALL TOLL FREE Q A A O y l 7 C Q 1 A 
OUTSIDE OREGON O U v I ' O i / l l / 



Reroute roots and 
the ugly side of yo 
Introducing Typar 
Biobarrier root 
control system. 

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

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

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

Forget roots for 15 years. 
Underground, Biobarrier sets up a solid 

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

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

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

Forget extra labor. 
Without Biobarrier, you're spending 

plenty of time and labor to trench, trim 
roots and replace damaged landscaping. 
But with Biobarrier, you'll only do the job 
once every 15 years—trim roots, replace 
damaged cart paths and install Biobarrier. 

By rerouting roots downward, Biobarrier 
protects your golf greens, cart paths, tennis 



lame 

courts, swimming pools and other recre-
ational areas from unsightly roots. And 
helps keep your reputation in good stand-
ing among your customers. 

Easy on plants and 
landscaping. 

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

Treflan s active ingredient is biode-
gradable. It cannot be taken up by plant 
systems. And it stays put without leaching 
out to keep rerouting roots for 15 years 
or longer. 

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

ble to make installation simple. Just install 
vertically along your golf, recre-
ational or landscaped areas 

where tree roots threaten to bring out_ 
ugly side of your landscape. 

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

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

B i c K b a r r i e r 
Root Control System 

Typar Biobarrier is jointly marketed by Reemay, Inc., a member 
of The InterTech Group, Inc., and Elanco Products Company, a 
division of Eli Lilly and Company. 
Treflan*1 — (trifluralin, Elanco) 

Circle No. 102 on Reader Inquiry Card 
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Service the customer, and 
profits necessarily follow 
NASHVILLE, Tenn. — In 
dealing with your custom-
ers, you should heed the ad-
vice of t w i s t e d - t o n g u e d 
baseball sage Yogi Berra: "If 
people don't want to come 
out to the ba l lpark , no-
body'll stop 'em." 

B e s t - s e l l i n g a u t h o r 
Michael LeBoeuf provided 
that and other wisdom as 
keynote speaker at Green 
Industry Expo 490 here last 
month. 

He told a full house at 
the Nashville Convention 
Center the five best ways to 
keep c u s t o m e r s coming 
back: 

• by far, the most impor-
tant is to be reliable; 

• people pay dearly for 
peace of mind, so be credi-
ble; 

• use tangibles to be at-
tractive; 

• when customers want 
service, they want it now, so 
be responsive; and 

• be empathetic: treat 
cus tomers the way they 
want to be treated. 

" A t y p i c a l b u s i n e s s 
hears from only four per-
cent of its dissatisfied cus-
tomers, (but) a cus tomer 
who complains is your best 
friend," LeBoeuf noted. He 
added tha t c o m p l a i n e r s 

point out areas of needed 
improvement , give you a 
second chance, and offer 
you a w o n d e r f u l oppor-
tunity to earn their loyalty. 

Next year 's Expo will 
have a tough act to follow, 
judging by comments from 
some of the more than 3,000 
participants. 

A sell-out for the Profes-
sional Lawn Care Associa-
tion, Associated Landscape 
Contractors , and Profes-
sional Grounds Manage-
m e n t Socie ty , Expo '90 
featured more than 250 ex-
hibits and numerous edu-
cational sessions. 

Special announcements 
On the news front, Expo '90 
featured important indus-
t r y - r e l a t e d a n n o u n c e -
ments. 

James Brooks, who en-
ded a 7V2-year re ign as 
PLCAA executive director 
and executive vice presi-
d e n t , was n a m e d Lawn 
Care Industry magazine's 
"Man of the Year" by LCI 
p u b l i s h e r Jon M i d u c k i . 
And Vince Pat terozzi of 
ServiceMaster was named 
"Landscape Manager of the 
Year" by LANDSCAPE M A N -
AGEMENT magazine and the 
PGMS. 

LeBoeuf: Complainers are a 
businesses best friends. 

Brooks, who was also 
given an honorary lifetime 
membership in the PLCAA, 
noted: " I 've enjoyed my 
t e n u r e . We 've had good 
t imes ; w e ' v e had s o m e 
tough t imes. But I've al-
ways known we'd pull to-
gether, and we did. I thank 
you forever. 

"(For now), I'm going to 
rest up a little bit. There are 
lots of oppor tun i t i e s out 
there, some in the green in-
dustry. I'll turn up again in 
this industry." 

The m a n u f a c t u r e r s of 
spec ia l ty p e s t i c i d e s an-
nounced the formation of 

Responsible Industry for a 
Sound Environment (RISE), 
to address issues facing the 
green industry on the reg-
ulatory and safety fronts. 

The PLCAA announced 
it has entered into a label-
ing agreement with K-Mart. 
K-Mart stores will support 
t h e a s s o c i a t i o n ' s n e w 
"Grasscycl ing" campaign 
by incorporating the pro-
gram's logo, slogan and en-
v i ronmenta l message on 
package l abe l ing for K-
Mart's line of Super K-Gro 
Lawn and Garden products 
(see related stories). 

Three-in-one works 
Expo '90 was a trial run for 
the three-association con-
cept, and there were few 
problems reported. 

"It was a huge success," 
said Sandy Marting, the 
PLCAA's director of public 
r e l a t i o n s . " E v e r y b o d y 
loved the show and educa-
tional programs, and exhib-
itors were very happy , " 
said Marting. "Everyone's 
looking fo rward to nex t 
year." 

Debra Dennis, executive 
director of ALCA, reported 
an A L C A / P G M S a t t e n -
dance of 528, "more than 
double the attendance at 



last year's St. Louis show. 
And we did receive quite a 
n u m b e r of n e w m e m -
berships on site." 

Added Alan Shulder, ex-
ecutive director of the PGMS, 
"It was an idea whose time 
had come five years ago." 

Reported problems were 
few. ALCA registration at a 
separate locale was incon-
venien t , but sources say 
next year all three groups' 
events will be he ld in a 
main convention center. 

Smaller exhibi tors , ac-
cording to Shulder, said the 
exhibit floor should have 
been open longer than the 
scheduled 10 hours. • 

A S S O C I A T I O N S 

PLCAA and Kmart join hands to promote 
environmental awareness to Americans 
NASHVILLE, Tenn. — The 
Professional Lawn Care As-
s o c i a t i o n of A m e r i c a 
(PLCAA) announced here 
that Kmart Corp. will sup-
port the associat ion 's na-
t i o n a l e n v i r o n m e n t a l 
a w a r e n e s s c a m p a i g n , 
" G r a s s c y c l i n g : T o d a y ' s 
Turf, Tomorrow's Earth." 

T h e 4 ,000-s to re re ta i l 
chain will incorporate the 
program's logo, slogan, and 
envronmenta l message on 
package labels for Kmart's 

line of Super K-Gro lawn 
a n d g a r d e n p r o d u c t s . 
Scheduled to appear early 
in the 1991 merchandising 
season, the new label ing 
wi l l be i n c l u d e d on all 
packaged i tems of Kmart 
household plant products, 
l iquid and granular fertil-
izers, and insecticides. 

"We are pleased to be in-
c l u d i n g t h e P L C A A ' s 
Grasscycling identifiers on 
our lawn care p roduc t s , " 
says Will iam L. Chilcut t , 

K m a r t b u y e r f o r h o r -
t i c u l t u r e and d e c o r a t i v e 
flowers. "Kmart 's environ-
mental program focuses on 
the solid waste stream, and 
the PLCAA's program fits in 
nicely with our overall en-
v i ronmenta l mission of a 
heal thier envi ronment for 
America." 

The campaign's goal is to 
urge homeowners to leave 
g r a s s c l i p p i n g s on t h e 
ground while mowing. The 

to page 12 

A packed room of landscape managers sits enthralled during an educational session at Expo '90 in Nashville 

f 

James Brooks (right) accepts the La wn Care Industry"Man Vince Patterozzi (left) gets his "Landscape Manager of the 
of the Year award from LCI's publisher, Jon Miducki Year" award from current PGMS president Ted Shull 



K M A R T from page 11 
two-pronged result is fewer 
tons of waste, and healthier 
lawns. 

T h e l a b e l i n g c o n c e p t 
was presented to Kmart by 
T h e Andersons , a d iver -
sif ied agr ibusiness which 
f o r m u l a t e s and packages 
produc ts for major retail , 
lawn care and golf course 
distributors. 

"We presented the con-
cept to Kmar t last s u m -
m e r , " said Peter Machin , 
manager of sales and mar-
keting for The Andersons ' 
Lawn Fertilizer Division. 

"We felt the "Grasscyc-
ling" program was very ap-
propriate to Kmart 's com-
mi tment to enhance , pro-
tect and preserve the global 
e n v i r o n m e n t , " sa id Ma-
chin. 

When the Grasscycling 
p rogram was i n t r o d u c e d 
earlier this year, PLCAA's 
Sandy Marting said, "This 
program provides a prac-
tical solution for eliminat-
ing m i l l i o n s of t o n s of 
clippings taking up space in 
our municipal landfills." • 

ENVIRONMENT 

Chemical manufacturers lead 
parade to support pesticides 
NASHVILLE, Tenn. — Spe-
cialty pest ic ide manufac -
turers have united to form a 
new organization to better 
suppor t the green i ndus -
try 's batt le against misin-
formation. 

Responsible Industry for 
a S o u n d E n v i r o n m e n t 
(RISE), an a u t o n o m o u s 
standing committee within 
the National Agricul tura l 
C h e m i c a l s A s s o c i a t i o n 
(NACA), will act as an um-
brella organization. It will 
address the issues affecting 
the $1.3 billion green indus-
try. A key part of the effort, 
a c c o r d i n g to s o u r c e s , is 
"speaking in a unified voice 
to communica te the envi-
r o n m e n t a l , h e a l t h a n d 
safety benefits of the proper 
use of pesticides." 

"We are constantly bom-
barded by federal, state and 
local i s sues , r egu la t ions , 
legislation and misinforma-

Budget for RISE is $440,000, 
including $10,000 for member-
ship acquisition. 

t ion," says Bill Liles of 
Ciba-Geigy. "This constant 
attack has cost us all valu-
able resources . In most 
cases, our defense has been 
weak and poorly focused 
due to a lack of a central, 
coordinated effort." 

A l l e n H a w s of t h e 
Mobay Specialty Products 
Group says RISE will "sup-
port the position that judi-
cious use of pesticides can 
prove positive in the care, 
maintenance and protec-
tion of public health and 
property in the urban, sub-
urban and industrial envi-
ronment. 

"It is our mission," says 

Haws, "to be responsible to 
the public and support the 
industry." 

The RISE membership 
drive has begun as a way to 
seek industry support and 
to create a large, strong en-
tity that will have a voice of 
authority in the public and 
private sectors. RISE will 
serve as a clearinghouse of 
information on specialty 
markets, to promote and 
expand opportunities for 
the industry. 

Integral in the program 
are lobbying at all levels of 
government, education for 
the public and end user 
p r o g r a m s o n p r o p e r 

Chipco 26019 For turf that thrives 

fdP RHONE-POULENC 
© 1990 Rhone-Poulenc Ag Company. 2 T.W. Alexander Drive. Research Triangle Park. NC 27709. For additional information, please call: 1-800-334-9745. As with any crop protection chemici 
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L E G I S L A T I O N 

Sanity prevails: 
'Big Green' fails 

pes t i c ide use and han -
dling. 

The group's initial pro-
posed budget is $440,000. 
Of that amount, $220,000 is 
earmarked for salaries for a 
director, a secretary, office 
e x p e n s e s , b e n e f i t s and 
travel. Membership acqui-
sition kitty is $10,000. An 
additional $200,000 is to be 
used for projects like coor-
dinat ing universi ty sup-
port, addressing state and 
local issues, developing ed-
ucational programs and ad-
dressing environmental is-
sues. 

RISE urges participation 
to unite all resources neces-
sary to the organization's 
efforts. 

Membership in RISE is 
open to end users like golf 
course s u p e r i n t e n d e n t s , 
landscape contractors and 
public employees. It is also 
open to basic manufactur-
ers, formulators, distribu-
tors, associations, media 
and equipment manufac-
turers. 

Those joining before Jan. 
31,1991 will achieve charter 
member status. • 

SACRAMENTO, Calif. — 
"Big G r e e n " has tu rned 
blue. 

State Proposition 128, 
which would have turned 
California into a legislative 
jungle and severely limited 
pesticide use, was a loser in 
the Nov. 6 general election 
here. 

Voters refused to foot 
the bill for "Big Green," 
which would have cost an 
estimated $90 million in its 
first year, mostly through 
h igher energy and food 
prices. 

"People finally clued in 
on what 128 would mean to 
California's economy and 
what it would mean to Cal-
i f o r n i a ' s e n v i r o n m e n t , 
which is not much," says 
Scott MacDonald, who op-
posed the legislation. Mac-
Donald says the bill failed 
to address smog, ground-

water contamination and 
toxic waste, which he says 
are California's true envi-
ronmental culprits. 

Failure of the initiative 
does not, however, mean 
that Californians are apa-
thetic to a clean environ-
ment, says Richard Wood-
w a r d , d i r e c t o r of t h e 
anti-128 campaign. He be-
lieves the vote, "means that 
Californians are not willing 
to make faulty proposals a 
law of the state merely be-
cause they are called pro-
environment by their pro-
moters." 

"Big Green" was spon-
sored by A s s e m b l y m a n 
Tom H a y d e n (D-San ta 
Monica), and Atty. Gen. 
John Van de Kamp. Many 
motion picture and televi-
sion personalities joined in 
the effort to pass the pro-
posed bill, giving it high vis-

ibility among voters. 
Hayden said efforts to 

protect the envi ronment 
would be accelerated. 

"We will get clean food, 
clean air, a clean ocean and 
government clean enough 
to stand up to the polluters 
in Sacramento ," Hayden 
said. Prop 128 may reappear 
on ballots in two years. 

"Big Green" would have 
provided $300 million in 
bond funds to buy and pre-
s e r v e a n c i e n t r e d w o o d 
trees, curb auto and other 
emissions, banned oil de-
velopment in state waters, 
and barred pesticides sus-
pected of causing cancer. 

Former Surgeon General 
C. Everett Koop was among 
128's o p p o n e n t s . Koop 
echoed the concern of other 
"Big Green" opponents, by 
saying the bill would in-
crease food, gas and utility 
prices and eliminate jobs. 

Also failing at the polls 
in California were Prop. 
130, a forestry protection 
measure, and Prop. 135, a 
pesticide counter-initiative 
s p o n s o r e d by t he agr i -
cultural industry. • 

underpressure. 
Your high-value turf will never need to withstand the 

punishment of a cattle drive, but there's another kind of pressure 
your turfgrasses are facing right now: increased traffic. And it 
can make even the hardiest varieties more vulnerable to disease 
damage. 

That's why more turf pros rely on CHIPCO® brand 26019 
fungicide than any other disease control. 

Even turf-killer diseases like Helminthosporium Leaf Spot 
and Melting Out, Dollar Spot, Brown Patch, Fusarium Blight, 
Red Thread, Pink and Gray Snow Mold and Fusarium Patch 
knuckle under to the power of CHIPCO® brand 26019. 

And the long-lasting protection of CHIPCO® 26019 makes 
it the perfect foundation for a season-long disease management 
program. Just one application protects turf for up to four full 
weeks. 

This year, invest in the best: CHIPCO® brand 26019 fungicide. 

Chipco26019 
JL Fungicide 

always read and follow instructions on the label. CHIPCO is a registered trademark of Rhone-Poulenc. 



NEWS BRIEFS 
PEOPLE 

DUDECKS'S A GRANDDAD...LM editorial 
advisor Dr. A.E. Dudeck (University of Florida) 
became a grandfather on Oct. 5th. Daughter 
Kathy Collart gave birth to Timothy Collart at 
9:31 a.m. Dudeck says that waiting in the deliv-
ery room with son-in-law Dave, "brought back 
memories of 30 years ago; I felt like an expec-
tant father again." Congratulations to the Du-
deck family. 

PROMOTING SAFETY...A new "ALCA Su-
pervisor's Safety Handbook" is available from 
the Associated Landscape Contractors of 
America. The book covers safety policies, 
meetings, proper clothing, general first-aid, 
equipment certification, material handling and 
(are you listening?) chemical safety. The book 
is available to members for $4; non-members 
can get it for $20 (maybe it's time you joined...?). 
Contact ALCA at (703) 241-4004; order by fax at 
(703)532-0463. 

TAKING CHARGE...Harold Vaubel has been 
hired by Signal Landmark as golf course super-
intendent for Eagle Crest Country Club, now 
under construction in the hills of Escondido, 
Calif. 

IN COLLEGE, IN BUSINESS...Word comes 
from Centerville, Ohio, about the business suc-
cess of Martin Grunder, a college student who 
operates a thriving landscaping business. 
Grunder, a senior finance major at the Univer-
sity of Dayton, cleared $300,000 in gross sales 
last summer. "I've operated my own business 
since I was in seventh grade," says Grunder, 
who began his business career as a grass cutter. 
Today, he employs about 10 workers. "The 
darn phone is ringing off the hook," Grunder 
says. 

SPEAKING OF GETTING CLIPPED...Calgene 
Pacific of Melbourne, Australia, is nearing 
completion in the breeding of a blue rose. 
Latest research was to isolate the gene that 
makes other flowers blue. The blue hue is to be 
transferred into roses, gerberas, carnations and 
chrysanthemums. But does Calgene really 
think, as reported, that a blue rose will fetch 
$100 per stem? Wake up and smell the roses! A 
Japanese firm has invested $5 million into Cal-
gene's other gene research that seeks to pro-
duce flowers that last longer in the vase. What 
might those cost? 

'Dad' Gill 
away in Milwaukee 
MILWAUKEE, Wisconsin 
Harry Gill, a founder of the 
Sports Turf Managers Asso-
ciation and a friend to every 
athletic turf manager who 
ever raked an infield, died 
here of natural causes on 
Oct. 25. 

"His passing represents 
a great loss to us individu-
ally and as an organiza-
tion," notes Dale Keller Jr., 
executive director of the 
STMA. "Under his guiding 
hand, the association grew 
in membership and stature. 
Harry dedicated his life to 
making it a strong group 
with a main purpose to edu-
cate sports turf managers." 

Gill, 69, was planning to 
retire on Nov. 1. 

For the last 16 years of 
his life, Gill was superin-
t e n d e n t of g rounds and 
maintenance for the Mil-
waukee Brewers at County 
Stadium here and at Com-
padre Stadium in Chandler, 
Ariz. During those final 16 
years, he won v i r tua l ly 
every major turf award, in-
cluding Sports Turf maga-
zine's "Man of the Year" in 
1990. 

A press release from the 
Brewers aptly notes: 

" T o t h e M i l w a u k e e 
Brewers, his fr iends and 
family, Harry Gill will be 
remembered affectionately 
as 'Dad,' a warm reception 
he often used when greet-
ing someone he knew. 

"Gill was soft-spoken, 
but was always able to cap-
t i v a t e a n a u d i e n c e , 
whether it was addressing a 
couple hundred at a con-
vention or a couple in the 
Brewers ' f ront off ice. A 
good-natured, friendly in-
dividual, he always found 
time to share a humorous 
tale with someone, usually 
leaving him with a smile. 
That 's what made Harry 
Gill the king of the hill." 

Gill was especially fond 
in recent years of telling au-
diences about his experi-
ence during the filming of 
"Major League" at County 
Stadium, and about his one-
on-one conversations with 

HARRY C. GILL 
1921-1990 

such baseball notables as 
Henry Aaron. 

As a tribute to his lead-
ership, the Harry Gill Turf 
Scholarship was estab-
lished in 1987 through the 
STMA. 

P r i o r to j o i n i n g t h e 
Brewers (where former as-
sistant Gary Vanden Berg 
becomes his successor), the 
Milwaukee native was a 
groundskeeper and facili-
ties director of a 45-hole 
golf course and 700-seat 
restaurant in Rockford, 111. 

Mary, his wife of 40 
years, has requested that 
donations be made to the 
Gill Scholarship Fund or 
the local heart/diabetes 
funds or needy food pro-
grams. 

—Jerry Roche • 

WATER 

Districts sign 
to save water 
SACRAMENTO, Calif. — 
Two Southern California 
water districts recently 
signed an agreement which 
will ease the drain on that 
region's evaporating water 
supply. 

The Irrigation Associa-
tion reports that the Metro-
politan Water District of 
Southern California will 
pay the Imperial Irrigation 

to page 15 



ENVIRONMENT 

Illinois wetlands are facing extinction 
ST. CHARLES, 111. — The 
o n c e - t h r i v i n g I l l i n o i s 
prairie wetland is now a 
drop in the bucket, and a 
concerned landscape archi-
tect has taken steps to pre-
serve what little remains. 

"Nearly 90 percent of 
the wetlands that charac-
terized the Illinois land-
scape when the ear l iest 
settlers arrived.. .are now 
gone," says Greg Stevens, 

senior landscape architect/ 
project manager with The 
Lannert Group here. 

According to Stevens, 
widespread drainage and 
development are the two 
biggest causes of shrinking 
wetlands, which are now 
recognized more as vital 
and important ecological 
systems. 

But c o n t r o v e r s y has 
arisen over what today con-

stitutes a wetland. 
"Because it is impossible 

and i l l -advised to com-
pletely stop development," 
says Stevens, "we have to 
find some better way to dis-
t ingu ish b e t w e e n those 
wet lands that should be 
preserved and those that 
add nothing tangible to the 
environment." 

It is in education that 
Stevens says landscape ar-

chitects can play a useful 
role. 

The government wild-
life department describes 
wetland as having: 

• hydrophytic vegeta-
tion, or p lants typical ly 
found in wetland and other 
aquatic habitats; 

• hydric soil, which is 
s a t u r a t e d , f l o o d e d or 
ponded during the growing 

to page 18 

WATER from page 14 
District about $97 million to 
build conservation facili-
ties in the agricultural dis-
t r i c t , and a n o t h e r $23 
million for indirect costs 
over the program's first five 
years. Another $2.6 million 
will be paid annual ly to 
cover the Imperial Irriga-
tion District's direct cost of 
the program. 

Under the program, Met-
ropolitan will f inance 16 
conservation projects in the 
Imper ia l Valley and, in 
turn, will receive an esti-
mated 106,100 acre-feet of 
water per year that would 
be saved. 

The projects include au-
tomated control structures, 
concrete lining of earthen 
irrigation canals and new 
reservoirs. The conserved 
water will remain in the 
Colorado River and be 
available for Metropolitan 
to import into its service 
area through its Colorado 
River Aquaduct. 

Metropoli tan provides 
water service to more than 
14.7 million Southern Cal-
ifornians in six counties. 
Imper ia l de l ive r s wa te r 
from the Colorado River to 
agricultural users or about 
500,000 acres farmland, in 
the fertile Imperial Valley. 

According to Carl Bor-
onkay, general manager of 
Metropolitan, "Implemen-
ta t ion of th i s l andmark 
wa te r c o n s e r v a t i o n en-
deavor between the farm-
ers in the Imperial Valley 
and urban Southern Cal-
i fo rn ia e x e m p l i f i e s t he 
growing role water man-
agement and conservation 
will play in meeting (our) 
future water needs." • 

Experience an Exmark and 

Mow in complete control. 
Exmark's Turf Tracer™ and 
Midsize Walkers eliminate 
dangerous downhill runaway 
and freewheeling. Five speeds 
and positive reverse provide 
exceptional handling. We invite 
you to ask your dealer for a 
demonstration and see for 
yourself how Exmark commer-
cial mowers keep you in 
complete control. For the dealer 
nearest you call Exmark: 
402/223-4010 

Experience an Exmark. 
Industrial Park NW. Box 748. Beatrice. NE 68310 FAX: 402/223-4154 



ThisTitne,Vfe Did 
Competition^^ Out 

To make a dramatic turnaround in your productivity, put yourself behind the 
wheel of the machine that outmaneuvercd them all: The new Groundsmaster® 
220-D or the new gas-powered 224 from Toro. No other out-front rotary mowers 
are as maneuverable, as effortless to operate or provide as much trim productivity. 

you even 
more cutting 

control, Grounds-
masters feature a 

single knob deck-to-
tractor weight transfer 

system. A twist of the wrist 
is all it takes to balance 
cutting unit flotation to 
height of cut and traction 
needs. The result is better 
traction and better flota-
tion without scalping. 

Fourlink power steering is your link to unmatched 
maneuverability. Now operators can make sharper, 

easier turns with less fatigue. This makes trimming 
around any obstacle quick and almost effortless. 

When it comes to engine 
size, Toro gives you the power 
of choice. The new Groundsmaster 
220-D features a 20 hp liquid-cooled, 
3-cylinder Mitsubishi diesel engine. 
The new Groundsmaster 224 gives 
you the same engine in a gas model, 
providing you with the durability 
diesels are known for, but with 
more power. Both give you all the 
speed and power needed for the 
most demanding jobs. 

The Groundsmaster220 also 
is available with a 20 hp air-cooled 
gas engine. 

"Toro" and "Groundsmaster" arc registered trademarks ofThc Toro Company. ©1988 The Toro Company. 



n't O v e r p o w e r T h e 
euvered T h e m 

A small, compact wheelbasc provides 
a small uncut trim circle and tight turn-
around enabling you to trim close around 

any obstacle. Just what you need 
to get into or out of 

tight areas. 

With all these performance features, 
it's obvious why the new Groundsmaster 
220-D and 224 are so popular. And why 
Toro is the leader in out-front riding 

rotary mowers. To request a 
demonstration, call 
your local Toro 
distributor or con-
tact Toro at the 
address below. 

A patented, heavy-duty carrier frame with floating cutting decks allow the 
cutting units to follow ground contours for a superb quality of cut. For added 
cutting control, there are three decks to choose from: 72", 62" or 52". And the 
52" is available with an optional grass collection system. 

The Toro Company, Commercial Marketing Services, 8111 LyndaJe Ave. So., Minneapolis, MN 55420. 

The Professionals 
That KeepYnj Cutting. 



ILLINOIS from page 15 
season to develop anaero-
bic conditions in the upper 
part; and 

• hydrology, which is 
the science of dealing with 
the properties, distribution 
and circulation of water. 

Section 404 of the Clean 
Water Act requires devel-
opers to obtain a permit be-
fore any dredging or fill ac-
tivity occurs in property 
encroaching into a wetland. 

"If the proposed devel-
opment is found to impact 
the wetland area," explains 
Stevens, the landscape ar-
chitect must devise an al-
ternative layout or develop 
a plan that mitigates lost 
wetland to another on-site 
location." 

To determine the exact 

EVENTS 

boundaries of wetland area, 
Stevens says The Lannert 
Group uses a wetland con-
sultant, a soil scientist and a 
botanist. 

That crew studies sites 
and makes the proper de-
termination by using vari-
ous factors: 

• the amount of wetland 
vegetation present, 

• the limits of the hydric 
soil and 

• a computer-plot over a 
map or aerial photograph. 

"This not only preserves 
an irreplaceable natural re-
source, but also achieves 
the highest and best possi-
ble use of that wetland," 
says Stevens. More people 
a r e a b l e to e n j o y t h e 
amenity, while its impor-
tant ecological function has 
been retained." • 

ATHLETIC TURF 

DECEMBER 

12-14: Pacific Coast Turf 
and Landscape Con-
ference and Trade Show, 
Washington State Conven-
t ion and Trade Cen te r , 
Seattle. Contact: Jones and 
Associates, Park Center , 
Suite 200, N. 908 Howard 
St., S p o k a n e , WA 992-
01-2261; (509) 327-5904. 

13-14: New England Ar-
borists Exposition, Sher-
aton Inn and Conference 
Center, Boxborough, Mass. 
Contact: Elizabeth Collins, 
Massachuse t t s Arboris ts 
Association, 288 Walnut 
St., Suite 300, Newton, MA 
02160; (617) 332-8683. 

JANUARY 
4-6: Mid-Atlantic Nur-
serymen's Trade Show, 
Baltimore Convention Cen-
ter. Contact: P.O. Box 314, 
Perry Hall, MD 21128. 

7-9: Maryland Turfgrass 
Council Conference & 
Trade Show, Ba l t imore 
M a r r i o t t I n n e r Ha rbo r . 
Contact: Cheryl Gaultney, 
Michigan Turfgrass Coun-
c i l , 12 P r e s s i e L a n e , 
Churchville, MD 21028. 

9: Sacramento Valley Land-
scape & Nursery Expo, Sac-
ramento Community Con-
vention Center . Contact: 
Patti Adkins, (916) 7292606. 

13-18: National Institute of 
Golf Management, Oglebay 
P a r k R e s o r t a n d C o n -
ference Center, Wheeling, 
W.V. C o n t a c t : NIGM, 
Wheel ing Park Commis-
sion, Oglebay, Wheel ing 
WV 26003, or Department 
of Continuing Education at 
Oglebay, (800) 624-6988. 

14-16: Great Lakes Nursery 
& Landscape Trade Show, 
A m m w a y G r a n d P l a z a 
Hotel and Grand Center, 
Grand Rapids, MI. Contact: 
M i c h i g a n N u r s e r y a n d 
Landscape Association, 819 
N. Washington Ave., Suite 
2, Lansing, MI 48906; (517) 
487-1282. 

14-17: Virginia Turf and 
Landscape Conference & 
Trade Show, R ichmond 
Centre and Richmond Mar-
riott, Richmond, Va. Con-
tact: Randeen Tharp, (804) 
340-3473. 

14-17: University of Mary-
land Advanced Turfgrass 
IPM Short Course, College 
Park, Md. Contac t : Lee 
Hellman, (310)454-7130. 

Rebuilding and resodding 
Vicnor Farms of Connoquenessing, Pa. uses 

an innovative method of installing athletic 
fields. 

The company strips off existing vegetation, 
tills, and adds lime, fertilizer and soil amend-
ments. Fields are graded and sodded with a 
bluegrass blend. 

Vicnor says the soil amendments loosen 
tight soils, reducing future soil compaction. 
Another amendment reduces the frequency of 
irrigation. According to Vicnor, amending the 
existing soil rather than using a sand base re-
duces divots caused by athletic cleats. Fields 
are playable in four to six weeks. 

Vicnor Farms, which will consult with 
schools in maintaining rebuilt fields, is located 
at Box 227, Connoquenessing, PA 16027. Its 
phone number is (412) 789-7811. 

Natural turf in domes 
Technology for installing and maintaining 

natural turf athletic fields in domed stadiums 
and other indoor facilities is now available 
from the Greenway Group of Horsham, Pa. 

Greenway, says Thomas L. Ripley Sr., has a 
patent pending on the Integrated Turf Manage-
ment (ITM) System, which can also be used 
over existing artificial surfaces. 

ITM provides the first transportable natural 
turfgrass system, complete with an all-new 
greenspec lightweight growing medium. The 
system, which Dr. Henry Indyk of Rutgers Uni-
versity helped develop, weighs a fraction of 
typical growing alternatives. ITM systems also 
can be interchanged to meet the demand of the 
sports activity. 

For more information, contact Greenway at 
(215) 343-0110. 

Brochure is offered 
Dr. Bruce Augustin and Art Wick of Lesco, 

Inc. have authored a new brochure entitled 
" Athletic Field Turf Maintenance Handbook." 
The 12-page brochure gives specifications for a 
variety of athletic fields. To receive a copy, call 
the Sports Turf Managers Association at (702) 
739-8052 or Lesco at (800) 825-3726. 



turf performers, 
% First-rate disease and weed control demands 

a professional's touch. And here are the T\irf 
Care products that have what it takes. 

Daconil 2787.® The cornerstone of a professional spray 
program. Daconil 2787 is economical to use and the most 
effective, broadest-spectrum turf fungicide on the market. 
Controls 12 major turfgrass diseases. Available as a 
flowable or wettable powder formulation. 

Daconil 2787® WDG. A new water-dispersible granular 
formulation that is virtually dust-free. Pouring and mixing 
are fast and easy. The 5-lb. reclosable container means 
better handling, storage and disposal. 

Dacthal.® The preemergence herbicide that consistently 
delivers superior broad-spectrum control of crabgrass, 
spurge and 22 other tough annual grasses and broadleaf 
weeds. Available as a flowable or wettable powder 
formulation. 

Daconate® 6. The proven postemergent herbicide. 
Highly effective against pesky weeds such as crabgrass. 
(Sold as Bueno® 6 in western states only.) 

2 Plus 2 (MCPP + 2,4-D Amine). As effective as it is 
economical against more than 20 hard-to-kill broadleaf 
weeds such as clover and dandelions. Contains no dicamba. 

FVigate® adjuvant. The only product specifically 
formulated to enhance the performance of Roundup* for 
control of perennial and annual weeds. Fbr turf renovations 
and non-cropland use, too. 

When it comes to turf care, you'll see the difference in 
the professional's touch. 

Fermenta ASC Corporation, 
5966 Heisley Road, P.O. Box 8000, 
Mentor, OH 44061-8000. 

•Roundup is a registered trademark of Monsanto Company Always follow label directions carefully when using turf chemicals. 



THE STATE 
OF THE 
INDUSTRY 

Green industry professionals are dealing 
with five burdensome issues today: 
dwindling labor pools, high insurance costs, 
regulations, marketing and maintaining a 
professional image. 

Gone are the days when the as-
piring landscaper, grounds 
manager or golf course super-

intendent could rely entirely on his 
horticultural expertise to churn out 
beautiful landscapes. A new era in 
landscape management has begun, a 
business-based era where the bottom 
line is not wholly affected by the land-
scape's appearance. 

And so goes the facts of life for to-
day's landscaper, according to the re-

s u l t s of a r e c e n t i n d u s t r y pol l 
c o n d u c t e d by t h e e d i t o r s of 
LANDSCAPE M A N A G E M E N T . 

"If you came out of school with a 
degree in ornamental hort icul ture, 
you ' re not prepared to be a busi-
n e s s m a n , " no tes Gerry Leider of 
Tropical Plant Renters, Riverwood, 
111. "All the personnel issues, govern-
ment employee and pesticide regula-
tions that you have to abide by have 
become a hell of a lot more complex." 

Bill Russell of Chem-Turf Land-
scapes, Norcross, Ga., has a Ph.D. in 
agronomy, yet his company prospers 
because of his business acumen. 

"You can be a whiz-kid as far as 
landscaping," Russell notes, "but if 
you don't run the business, you're 
going to fail." 

Klaus Ahlers of Carlacio Land-
scape, Fullerton, Calif., who has a 
background in business administra-
tion, agrees: "Just undertanding the 
different government programs that 
affect the landscape industry, you'd 
better have some kind of background 
in business." 

Labor: where is it? 
The Association of Landscape Con-
tractor's 1989 "Crystal Ball Report" 
wrote that "firms face the problem of 
attracting formally-trained individu-
als who want to work from the bottom 
to the top and stay with the firm. Ex-
isting firms also encounter those indi-
v idua ls who go into bus iness for 
themselves , and because of inex-
p e r i e n c e , b e c o m e u n f a i r c o m -
petitors." 

T h e i n d u s t r y ' s l abor fo r ce is 
largely composed of 18- to 25-year-
olds. That group is shrinking, how-
ever, a problem which which requires 
immediate attention. 

"The day of the $4.50-an-hour la-
borer is over," says ALCA, "and we all 
better realize it. And the day of the 15 
percent payroll costs is over, and we 
better recognize it." 

The labor situation has, however, 
gotten better in some areas, like along 
the eastern seaboard. 

" T h e cons t ruc t ion t rades have 
fa l len off cons ide rab ly , " expla ins 
Mike Stewart of Control Environ-
mental Services, Edison, N.J., "so 
there's a lot less building in this area. 
We get an overwhelming response 
from ads for laborers." 

Stewart also does a good amount of 
recruit ing from SUNY's Cobleskill 
college or other schools offering 2-
year agr icu l tu re / rec rea t iona l land 
management degrees. Notes William 
Heyser of Heyser Landscaping, Nor-
ristown, Pa.: "The labor shortage is no 
longer an issue. The economy has 
taken care of that." 

Running out of gas 
Gasoline prices—which started their 
skyrocket well into the growing sea-
son this year—have affected most 
landscapers, but probably none more 
than Russell's Chem-Turf. 

"They 've gone from .79 cents to 
$1.25 a gallon here," notes Russell. 
"That 's been a major glitch in our pro-
fit margins. If it gets to $1.50 a gallon, 
you ' re talking double the original 

Marketing 

rofessioj 



Labor flux, insurance issues loom 
If your workforce is fluid, and 
you're suffocating under op-
presive insurance rates, one 
thing else is certain: you're not 
alone. 

Robert Maronde, current 
president of the American Landscape Contractors Associa-
tion (ALCA), predicts that stabilizing the workforce and 
managing insurance costs are "the top issues of the 1990s." 

Maronde believes the labor pool is shrinking; what re-
mains is ever-changing. 

Maronde's term as ALCA president gives him a front-row 
seat at all landscape-related developments, and an oppor-
tunity to pass along what he's learned as president of Exotic 
Plant Rentals, South Elgin, 111. 

Maronde offers three solutions to stablilize the workforce 
and attract more people to landscaping: 

• Higher wages; 
• Fluid work hours; 
• Innovative benefits, such as day-care subsidies for part-

time workers not eligible for group health insurance. 
"The prevailing wage rate across the United States is on 

par with McDonald's and Burger King," says Maronde. "No-
body can live on minimum wage." 

Other landscapers in-the-know agree that to be competi-
tive, wages must begin at $7 to $10 an hour. 

Admittedly, landscaping is not a nine-to-five job. And 
then there's weekend work. Maronde thinks that to make 
the work more attractive, companies 
implement flex time, so workers 
avoid the hassle morning and evening 
rush hours. Alternating Saturday 
work might also help, and would take 
some schedule juggling, especially at 
companies with multiple offices. 

To suppress volcanic insurance 
rates, Maronde says worker educa-
tion programs must be widespread: 
in offices, greenhouses, warehouses, 
and in the field. 

"We have to do more in-depth 
training," Maronde insists. "Work-
men's compensation payments are 
going off the chart because of stupid 
accidents. The supervisor, manager, 
or company owner has not taken the 
time to review the proper way to han-
dle machinery, equipment and hand 
tools." 

Worker safety has long been a 
concern of ALCA. Its "Safety and 
Awareness" program contains every- mmmmmmm 
thing a company needs to make its 
workers more aware of proper safety 
measures. It includes lessons in first aid, pesticide applica-
tion and safe driving. "And it's economical," says Maronde. 
"All you need is a small TV and a VCR. Sit them down and 
show them." Regular safety reviews are a mandate at Ex-
otic Plant Rentals. 

When did you last review your customer base? Can you 
accurately describe your typical customer? 

"A company owner must do a review (of his market) 
twice a year," insists Maronde. "Look at population growth 
or trends that influence your direct market. Otherwise, you 
won't be in business two to three years down the road." 

Bob Maronde: 
Emphasize worker 
safety and marketing. 

Landscapers must pay attention to what may be a shift-
ing market niche, as today, customer profiles are less de-
fined. 

"Marketing is a concept, an evaluation, an adjustment to 
trends that are happening within your grasp," explains, 
Maronde, who believes advertising is necessary to stay 
afloat. "If you sit there and don't advertise for a year," he 
says, "two years from now, nobody knows about you. 
You're a well kept secret. And you know what happens to a 
well-kept secret." 

Top-flight landscapers perform quality work, but the 
public needs to know. 

"You can win a ton of awards," says Maronde, "but that 
doesn't mean anything unless you utilize it and market 
your services. It's great to have all those plaques, but it's also 
great to have all those plaques in all the newspapers." 

Marketing on this level is simple. It's done with an 
occasional press release to the business and garden sections 
of local papers. "And you don't have to be a large company 
to be able to afford it," insists Maronde. "There are a lot of 
marketing companies that would love to be able to spend 
four hours a week on your business, and put you three 
years ahead of yourself." 

If you think your company has an image problem, look 
at the way your workers dress and the condition of the fleet. 

Trucks must be bright and clean, insists Maronde. 
"They don't have to be new, just rust-free. And uniforms 
can't look like they were first worn in 1965." And: no jeans, 

no tennis shoes. 
Maronde believes that landscape 

contractors are just as important to a 
job project as a building contractor; 
the mutual importance needs to be 
stressed. "Landscape contractors are 
not just the last guy to come in," he 
says. "We're part and parcel of the 
contracting trade." 

Failure to comply with water and 
pesticide regulations could well put 
some companies out of business dur-
ing the next few years. Stringent con-
trols will continue, and the losers will 
be those who don't follow regulations 
and don't educate employees. 

Maronde promises that the negli-
gent companies will not be able to 
pass muster on facility inspections, 
and will fail when it comes to meet-
ing insurance requirements. Quoth 
Maronde: "You must invest in your-
self." 

a m m m ^ ^ H m m m m m m m The emotionalism of the environ-
mental movement will continue, al-
beit in waves. "The idea is to be able 

to ride through the storm and capitalize on it," advises 
Maronde. "Come up with a new or better product. Come up 
with a different way of handling the situation to make your 
customers better aware." 

Landscape contracting and lawn maintenance is now a 
test of stewardship. 

"If we can conserve water," suggests Maronde, "we cut 
down on water pollution. If we can filter the air, we can cut 
down on air pollution. There are ways to be pro-active. You 
can be part of the emotionalism, or part of the solution." 

—Terry Mclver • 



price. That means that instead of pay-
ing $2500 a month for gas, we'll be 
paying almost $5000. And if you're 
locked into annual contracts like we 
are, you can't adjust the prices you 
charge until next year." 

Competition is high 
Stewart reports that competition in 
his neck of the woods is stiff. "In the 
past it was the land of plenty. For 
every construction job, we used to bid 
against five other companies. Now, 
it's about 40." More emphasis, too, is 
being put on full-service maintenance 
as the construction boom has faded. 

To survive, he says, "you have to 
be good. Service and professionalism 
have to be stressed. It's going to keep 
separating the men from the boys." 

To foster quality workmanship and 
responsibility within the ranks, land-
s c a p e s must continue to promote 
from within their companies. 

"If I have to hire a crew leader 
(from outside the company), then I've 
got a problem," says Mike Puckett, 
landscape construction manager at 
Fullcare, Inc., Louisville, Ky. "That 
means I can't keep good lead people." 

Puckett thinks leadership is a qual-
ity most people have, "they just don't 
get the opportunity to develop it 
within themselves." 

By hiring from within, Puckett fol-
lows a well-designed management 
blueprint. 

"They know they have that oppor-
tunity," he says. "They want that re-
sponsibility; they want to upgrade 
themselves, they want to make more 
money. They can aspire to do that as 
opposed to just coming in, doing their 
work, and leaving. Every once in a 
while you'll get a guy who is not satis-
fied with that. He's restless. That's the 
person I'm looking for." 

Wages must rise 
ALCA says wages must begin in the 
$7.50 to $10 range, and Stewart agrees. 
He starts his laborers at about the 
$7.50 level. 

In addition to a good paycheck, 
Puckett believes that workers deserve 
"mental wages" everyday. "That means 
you compliment people," he explains. 
"You tell them what they're doing well. 
You give constructive criticism. Leider 

"I owe it to the guys to let them 
know anything and everything that is 
a positive," Puckett says. "Many 
times people are motivated by money 
or self-respect. One thing everybody 
likes is to be complimented." 

Insurance woes 
Like amny areas of the country, east-
ern Pennsylvania is experiencing an 
increase in the cost of Blue Cross/ 
Blue Shield coverage next year. 
Coverage there will jump to $560 per 
month per employee. 

"There aren't many landscaping 
companies that can afford those 
rates," says Heyser. "Many com-
panies, like us, are passing along some 
of the expenses to employees. We pay 
for so much coverage and then give 
the employee the option to purchase 
more." 

Likewise out in California, where 
Ahlers says "you can't find a person 
who doesn't ask about insurance 
when you offer them a job" and in 
Illinois, where Leider notes that the 
health insurance prices are "lu-
dicrous." 

Attack of the low-ballers 
Price undercutting by some com-
panies is a grub in the turf of many 
landscapers. 

Who are the low-ballers? Is "right-
to-work" a valid concept? Not when it 
affects quality and, in the long run, the 
collective image of the industry. 

Mark Yahn, president of Ground 
Control Landscaping, Orlando, Fla., 
says contractors must "learn to bid 
responsibly for their own financial 
well-being as well as that of the indus-
try. 

"It does little good to take premium 
jobs out of the market," explains 
Yahn, "if the final result is conflict 
with the owner and no profit; or, in 
some cases, red ink." 

"A lot (of the undercutters) have 
been in business for a short time," 
notes Stewart, "and I don't think they 
know a lot about pricing." But he says 
he looks forward to that competition, 
because in the long run, the most pro-
fessional and service-driven com-
panies will survive. 

According to a new report by the 
Center for Golf Course Management, 
golf course superintendents consider 
environmental safety to be an ex-
tremely important priority in main-
taining their courses. 

When asked to rank special areas 
of concern, superintendents surveyed 
said groundwater protection was 
their highest priority. Also mentioned 
as important aspects of management 
were: 

• notifying the public of control 



product applications, 
• water-use restrictions and 
• r egu la t ions on u n d e r g r o u n d 

storage tanks and hazard communica-
tions. 

John Schilling, executive director 
of GCSAA, bel ieves the survey is 
strong evidence that superintendents 
are sensitive to environmental issues. 

"The study shows clearly," says 
Schilling, "that golf course superin-
t e n d e n t s are very w e l l - i n f o r m e d 
about our nation's envir ionmental 
priorities." 

Pat Jones, GCSAA director of com-
munications, says that its certified su-
per in tendents are acquiring a new 
respect from environmentalists. 

"In the past," recalls Jones, "the 

Puckett 

In No Time At All 

Before the sun goes down, 
you too can become an 
expert. Grasshopper's 
instinctively natural 
controls, high productivity 
and durability make total 
mowing efficiency easy 
to learn. 

superintendent was cast in the role of 
the villain. That was frustrating for 
GCSAA members who are very much 
concerned about protecting the envi-
ronment." 

According to Jones, the golf super-
in tendents ' initiative has paid off. 
"We've heard from folks in the envi-
ronmental movement , " says Jones. 
"They see us in a better light. People 
are looking at golf courses as a way to 
set aside natural land, and keep wild-
life in areas that it might otherwise 
have been driven out from." 

Superintendents have also become 
more accepting of the integrated pest 
management (IPM) concept. "We're 
pleased that it's becoming a practice on 
golf courses, and not just a philosophy," 
says Jones. "The interesting thing about 
(IPM)," continues Jones, "is that for a 
long time people thought it was some-
thing that you could pull out of a box. It 
doesn't work that way. The person has 
to learn the basic principles of turf man-
agement, and then releam them and 
apply them at his or her facility. That 
puts a lot of impetus on the manager to 
make it a priority." LM 

N , wheels to turn. No gears to 
shift. No pedals to push. Grasshopper 
puts total command of mowing in the 
palm of your hand. Instinctively natural 
control of steering, speed, braking, turns 
and forward/reverse motion is placed at 
your fingertips. For added comfort and 
safety, the levers return to neutral 
automatically. 

Operation is virtually fatigue-free 
because you sit comfortably in a high-
back suspension seat that supports your 
body in a natural position. No humps, 
controls or levers to straddle, either! 

Zero-turning-radius and outfront deck 
design further simplify mowing by 
providing superior visibility, trim 
capability and maneuverability. The 
Grasshopper dealer network offers 
strong support and a versatile 
lineup that includes six models, 
11 to 21 hp, deck options from 
35" to 72" and year-round attachments. 

For 20 years Grasshopper has advanced 
outfront zero-turn-radius mower 
technology so you can become more 
efficient "in no time at all." 

The Ultimate Time-Cutter 

The Grasshopper Company < j J V V /jki W Telephone 316-345-8621 
One Grasshopper TVail % | * V 4 § i \ j * FAX 316-345-2301 
P.O. Box 637, Moundridge, KS 67107 f 

OUTFRONT SINCE 1970 

GRASSHOPPER 
GRA-2-90 YOUR NEXT MOWER ©1990, The Grasshopper Company 
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LANDSCAPE 
MANAGEMENT 

Spotlighting product literature 
to the entire Landscape industry. 

Get more information on the products you're interested in-
simply return the reader service card today. 

There's no cost and no obligation. 

New full-color Gras shoppe r l i terature 
out l ines the G e m i n i 700 Series of six 
ou t f ron t , zero- turn-radius mowers 
with the exclusive G e m i n i dual -
hydrostat ic direct dr ive, in 18 h p to 25 
hp, air-cooled gas and l iquid-cooled 
gas or diesel, powerplants . 
Deck op t ions f rom 44" to 72". 
Year - round a t t achments . 

The Grasshopper Company 
P.O. Box 637, O n e Gras shoppe r Trail 
Moundr idge , KS 67107 
(316) 345-8621 
Fax: (316) 345-2301 
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Ringer 
Commercial 
Ff»rtili7»»r For " 

It'.-.;: Operations 

Ringer Corpora t ion ' s new commerc ia l 
Lawn Serv ice /Landscape Product Use 
brochure includes sample natural 
organic turf fert i l ization programs and 
product i n fo rma t ion on the comple te 
Ringer line. Avai lable free f rom 
Ringer Corp . 

Ringer Corporation 
9959 Valley View Rd. 
Minneapol is , M N 55344 
(612)941-4180 
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Grazer ' s line of air-cooled and l iquid-
cooled out f ront mowers and 
accessories is descr ibed in this new 
six-page full color brochure . All uni ts 
feature a t rue zero tu rn ing radius, 
fingertip hydrosta t ic control and a fold 
back deck. Mowers are avai lable in 
12.5 to 22 horsepower models . 

Grazer Division 
M & W G e a r C o m p a n y 
Rou te 47 South 
G ibson City, IL 60936 
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LANDSCAPE MANACS-̂BMT 

t r i T ! 

1 
IPSL 

L A N D S C A P E M A N A G E M E N T ' S 
next l i terature R o u n d - u p will be in the 
February 91 issue. Spotlight your 
brochure , catalog, sales l i terature, 
v ideo or t ra in ing film. For m o r e 
in fo rma t ion on this section circle the 
reader n u m b e r or contact : 

LANDSCAPE MANAGEMENT 
Cynth ia Gladfe l te r 
Li terature R o u n d - u p 
7500 Old Oak Blvd. 
Cleveland, O H 44130 
(216) 891-2658 
(800) 225-4569 Ext. 658 
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C o R o N 28-0-0 Control led Release 
Ni t rogen. T h i s clear l iquid fertilizer 
p rov ides long te rm release in a non-
burn ing fo rmula t ion . Suitable for turf , 
o rnamen ta l s , foliar and deep-root 
feeding of trees and shrubs . Mixes 
easily with fertilizer mater ia ls and 
o ther plant protect ion products . 

CoRoN Corporation 
P.O. Box 198 
Souder ton , PA 18964 
(800) 338-0836 (215) 723-5099 
Fax: (215) 721-2800 
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CORE AERATION AT A FASTER 
P A C E Triple your profits with the 
Feldmann Pull Behind Gang System. 
Pull with approximately 20 H P utility 
tractor for wider and more 
comprehensive coverage. Core aeration 
encourages healthy turf and a subsequent 
resistance to disease. Increases moisture 
infiltration and rooting. The 2340-32" 
uni ts ganged in three will encompass 
an area of eight feet. T h e 2340-48" 
ganged together will cover an area of 
eleven feet, n ine inches. 

Feldmann Engineering & 
Manufacturing Co., inc. 
520 Forest Avenue , 
Sheboygan Falls, WI 53085-0908 
(800) 344-0712 
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I 
Onon 
Gaso l ine 

i INES 

This six page color b rochure tells 
" T h e inside s to ry" abou t O n a n ' s 
16-24 horsepower " P e r f o r m e r " engine 
series. It fea tures c o m p o n e n t pho tos 
together with detai led descr ip t ions of 
fea tures and benefits. A table of 
specif icat ions and list of s t anda rds and 
opt iona l features is also included. 

Onan Corporation 
1400 73rd Ave. Nor th 
Minneapol is , M N 55432 
(612) 574-5000 
Fax: (612) 574-8289 
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Mobay Corpora t ion has l i terature on 
its full line of turf and o r namen ta l 
products . Brochures conta in technical 
da ta and in fo rma t ion on handl ing, 
appl icat ion and storage of each 
product . Mobay manufac tu r e s turf 
and o rnamen ta l fungicides, 
insecticides and herbicides. 

Mobay Corporation 
Specialty Produc ts G r o u p 
P.O. Box 4913 
Kansas City, M O 64120 
(816) 242-2333 
(800) 842-8020 
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PERMALOC A L U M I N U M E D G I N G 
is a heavy gauge permanent landscape 
edging offering easy installation, low 
maintenance and lasting beauty. If you 
are tired of edging products that do not 
meet your longterm expectations, allow 
Permaloc to perform for you just as it has 
for Epcot, Sea World and others. 
Available finishes include mill, black 
dura-flex (painted) and black anodizcd. 
PERMALOC is available in 1/8" o r 
3 / 1 6 " thickness by 4 " a n d 5 1/2" 
depths . 

PermaLoc Corporation 
13505 Barry Street 
Hol land , MI 49424 
800-356-9660 
Fax: (616) 399-9770 
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TURF SPRAYERS 
A full Unr of \prav units for: 

Law* / Tun / TrtM / PC0 

SDI offers over 80 mode l s f r om 50 
thru 1000 gallon size, featur ing 
cus tom molded fiberglass tanks, 
exclusive self lubricat ing mechanica l 
agitator, and var ious p u m p and power 
op t ions to cover mos t spray 
appl icat ions. 

Spraying Devices, Inc. 
P.O. Box 3107 
Visalia, CA 93278 
(209)651-1306 
Fax: (209) 651-5024 
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GreenGraph ics® Green P e r m a n e n t 
T u r f Colorant - th i s water-based 
modif ied acrylic coat ing significantly 
improves visual appearance of all 
turfgrass types, holds its color, 
decreases incidence of cuticle 
b reakdown, and will normal ly require 
only one seasonal coating. Non-toxic , 
non-phyto toxic . Since 1972. Call 
1-800-544-8523. 

Green Graphics 
1101 Montc la i re N E 
Albuquerque , N M 87110 
(800) 544-8523 
(505) 255-5929 
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W o o d s '91 m o w n mach ines are 
avai lable in seven t ractors models , 
and five sizes of m o w e r decks. 
A t t achmen t s include three Vac 
models , snowblower , dozer blade, 
"Sweeps te r" brush and roll-over-
protect ion (ROPS) . Twelve page 
brochure including comple te 
specifications is now avai lable f r o m 
Woods . 

Hesston Corporation 
W o o d s Divis ion 
P.O. Box 1000 
Oregon, IL 61061-1000 
(815) 732-2141 

Circle No. 312 on Reader Inquiry Card 



Introducing Broadway. 
The spray that stays 10 days. 

Send brown patch a simple message. Get out. And stay out. For 10 days with new 

Broadway fungicide. Get all the details in our free brochure. 

You'll find out why Broadway is the spray that stays. Not just on brown patch, but also 

dollar spot, anthracnose, leaf spot, red thread and many other tough diseases. With two powerful 

active ingredients, Broadway works longer to save you application trips, time and labor. 

Send for your free brochure today. Just complete and return this coupon or call toll-free: 

1-800-352-6776, ext. 2641. 



Name. 

Order your free brochure now. 
Just complete and mail this coupon, or call toll-free: 
1-800-352-6776, ext. 2641. 
Mail to: DowElanco Fulfillment Center 

P.O. Box 3064 
Cedar Rapids, IA 52402 

Title 
Golf Course. 
Address 
Phone( 

-City. 
_# of holes. 
.State .Zip. 

DowElanco distributor. DowElanco 
© 1990 DowElanco 



While the law demands that you comply with regulations such as OSHA's Hazard Communication Standard 
and SARA Title III, the real benefits come from providing a safe workplace and being a responsible citizen. 

CHEMICAL SAFETY: 
IT'S IN YOUR HANDS 

Any company that handles pesticides must comply with the appropriate 
safety regulations. But many don't know exactly what is required by law. 

Ha n d l i n g c h e m i c a l s s a f e l y 
means being informed about 
the products you're handling, 

be ing aware of the i r haza rds and 
being prepared to control , contain, 
and clean up a spill. 

Golf course superintendents , land-
scape contractors and others who use 
pesticides and ferti l izers must plan 
ahead and think about the "what-ifs": 

"Wha t if appl icat ion equ ipmen t 
leaks?" 

"What if there is a fire in a chemical 
storage building?" 

If you are to h a n d l e chemica l s 
safely, you must inform your employ-
ees by complying with the Occupa-

by Julie M. Baranyai, Ph.D. 

tional Safety and Health Administra-
t ion (OSHA) S t a n d a r d or W o r k e r 
Right-to-Know Law. You also need to 
be aware of your responsibility to in-
form the communi ty at large about 
chemicals used at your facility as re-
quired by SARA Title III or the Com-
munity Right-to-Know Law. Under-
s tanding and using Material Safety 
Data Sheets (MSDSs) is part of both of 
these laws. 

Worker right-to-know 
The worker right-to-know law was is-
sued by OSHA on November 24,1983 
as the Hazard Communicat ion Stan-
dard (HazCom). Initially, the legisla-

t i o n w a s l i m i t e d to c h e m i c a l 
manufacturers , imports, and distribu-
tors. It was expanded to include other 
users of hazardous chemicals, such as 
golf course super intendents and land-
scape contractors, on June 24,1988. 

The federal OSHA standard pre-
empts any state or local worker right-
to-know law unless it is an OSHA-
approved state plan. HazCom protects 
the worker in the work place; it does 
not extend outside the work place. 
Employees of all businesses that han-
dle hazardous chemicals, including 
contractors and subcontractors, are 
protected under the law. 

Businesses are not responsible for a 



worker who is self-employed; how-
ever any employees of a self-em-
ployed business owner are covered by 
the law. 

Legal requirements 
The law requires that hazards of all 
chemicals used in a work place be 
evaluated and that information and 
training for safe use be provided to 
employees. Under HazCom, "haz-
ardous chemical" is defined as any 
chemical that presents a physical (fire, 
explosion, etc.) or health hazard in the 
w o r k p l a c e , ac-
cording to crite-
ria set by OSHA. 

M a n y p e s t i -
cides not consid-
ered h a z a r d o u s 
by the Environ-
m e n t a l P ro t ec -
t i o n A g e n c y 
(EPA) or Depart-
men t of Trans-
portat ion (DOT) 
a re c o n s i d e r e d 
hazardous by OSHA, including most 
fer t i l izers and all pest icides. The 
MSDS received from your supplier 
should be consulted to determine if a 
product meets the OSHA definition of 
"hazardous chemical." 

HazCom requires employers to: 
1) Evaluate hazards of all chemi-

cals handled in the workplace. 
2) Develop and maintain (keep cur-

rent) a list of all hazardous chemicals 
to which employees are or may be ex-
posed. 

3) Obtain and make available to 
employees MSDSs for every haz-
ardous chemical in the workplace. 

4) Insure that all hazardous chemi-
cal containers on site are properly la-
beled. 

5) Develop an employee training 
program to inform employees of phys-
ical and health hazards of chemicals 
and how to protect themselves. 

6) E s t a b l i s h e m e r g e n c y p r o -
cedures. 

7) E s t a b l i s h 
proper work pro-
cedures in han-
dling hazardous 
chemicals. 

8) Develop a 
record system for 
i n v e n t o r y a n d 
training. 

9) A n d d e -
velop a wr i t t en 
hazard commu-

nication program. 
The written Hazard Communica-

tion Program must explain how the 
employer intends to meet the law's 
requi rements . It must inc lude the 
hazardous chemical list, location and 
availability of MSDSs, and the em-
ployee training program. 

Employees must be given the fol-
lowing information: 

The MSDS says what a 
chemical is, why it's 

hazardous, and how to 
use it safely. 

Purveyors of hazardous chemicals are responsible for informing employees 
and the community at large about the control products used at your facility. 

• Requ i r emen t s of the worker 
right-to-know law. 

• Operat ions in the work area 
where hazardous chemicals are pres-
ent. 

• Location of the written HazCom 
program, hazardous chemicals lists, 
and MSDSs. 

Training requirements include the 
following: 

1) Methods and observations em-
ployees can use to detect the presence 
or release of a hazardous chemical in 
their work area. 

2) Health and physical hazards of 
chemicals in the work area. 

3) Measures employees can take to 
protect themselves from chemical 
hazards and procedures implemented 
by the employer to provide protec-
tion, such as safe work practices and 
personal protective equipment. 

4) How to read and interpret haz-
ard information found on labels and 
MSDSs. 

5) And how contractors or non-em-
ployees in the workplace are to be in-
formed of chemical hazards. 

Training is to be done when the 
employee is initially hired or assigned 
to a work area whe re haza rdous 
chemicals are present. Although re-
fresher courses are not required, any 
new hazard or hazardous chemical in-
troduced into the workplace requires 
additional training. 

Material Safety Data Sheets 
The MSDS identifies what the chemi-
cal is, details why it is hazardous and 
tells how to work with it safely. Man-
ufacturers of hazardous chemicals 
must provide MSDSs to their custom-
ers. If the customer is a distributor, 
the d i s t r ibu to r mus t p rov ide the 
MSDS to his customers, and so on 
down the line. 

You should make sure that MSDSs 
you receive are complete and ade-
quately explain hazards, that you 
have MSDSs for all chemicals on site, 
and that employees have access to 
MSDSs and can understand informa-
tion on them. 

SARA Title III 
SARA Title III is administered by the 
EPA rather than by OSHA. It was in-
cluded in the 1986 Superfund Amend-
m e n t s and R e a u t h o r i z a t i o n Act 
(SARA). Title III of the Act is also 
known as the "Emergency Planning 
and Community Right-to-Know Act." 
This law has four major components: 
Community Right-to-Know Report-
ing (Sections 311 and 312); Emergency 
Notification (Section 304); - Emer-
gency Planning (Sections 301-303); 
and Toxic Chemical Release Report-
ing (Section 313, not discussed here -



E M P L O Y E E S M U S T BE G I V E N T H E 
F O L L O W I N G I N F O R M A T I O N : 
f ^ T R e q u i r e m e n t s of the w o r k e r 
^ r i g h t - t o - k n o w law 

f ^ T O p e r a t i o n s in the work area 
^ where h a z a r d o u s c h e m i c a l s 

a r e p r e s e n t 

A ^ r Locat ion of the wri t ten HazCom 
program, hazardous chemicals 
l i s t s , a n d M S D S s 

applies to manufacturers only). 

Community right-to-know 
Community Right-to-Know Report-
ing businesses are required to report 
information about hazardous chemi-
cals at their sites to the Local Emer-
gency Planning Committee (LEPC), 
State Emergency Response Commis-
sion (SERC), or local fire department. 
Physical and health hazards of chemi-
cals are to be reported by indicating 
which—if any—of the five EPA haz-
ard categories applies: Immedia te 
( acu te ) Hea l th Haza rd , De layed 
(Chronic) Health Hazard, Fire Hazard, 
Sudden Release of Pressure, and Re-
active Hazard. 

Section 311 requires a one-time sub-
mission listing hazardous chemicals 
present at a facility. Alternatively, 
MSDSs may be provided. The lists or 
MSDSs are to be provided for all haz-
ardous chemicals for which OSHA re-
quires an MSDS if present in amounts 
greater than or equal to their Threshold 
Planning Quantity (TPQ). Currently, the 
TPQ is 10,000 pounds, except for chemi-
cals designated as "Extremely Haz-
ardous Substances" (EHSs) in Section 
302 of SARA Title DL 

TPQ listings 
The TPQ for many EHSs is listed in Sec-
tion 302. For those not listed, the TPQ is 
500 pounds (or 55 gallons). These TPQs 
are subject to change by EPA. The list or 
MSDSs must be submitted within three 
months after the facility first becomes 
subject to Section 311. 

It is recommended that a list rather 
than MSDSs be provided, since every 
revised MSDS received by the facility 
must be re-submitted to the LEPC, 

SERC and fire department. The list must 
include the EPA hazard categories for 
each chemical, chemical name, com-
mon name, and hazardous components 
of each substance, and, for mixtures, the 
identity of individual elements or com-
pounds which are hazardous. 

The LEPC, SERC, or local fire de-
partment may later request an MSDS 
for any chemical on the list. 

Section 312 is an annual responsi-
bility requiring more detailed infor-
mation on chemical hazards and 
handling practices. An inventory 
form must be submitted on or before 
March 1 of each year for any haz-
ardous chemical as defined by OSHA 
and present in amounts as described 
for Section 311 reporting. 

Facilities may submit either a Tier I 
form or the more detailed Tier II form. 

Tier I consists of a list of chemicals 
reported by the EPA hazard catego-
ries, estimates of maximum amounts 
of each category present on a daily 
basis and on a yearly basis, and the 
general location of the chemical. 

Tier II reports include the chemical 
name or common name as indicated 
on the MSDS, estimates of the max-
imum amount of the chemical present 
at any given time during the year, gen-
eral location, and description of stor-
age. State, local , or e m e r g e n c y 
response officials, as well as the pub-
lic, may request Tier II information 
from the facility. 

Emergency Notification Section 
304 requires that the LEPC and SERC 
be notified if there is a release of cer-
tain chemicals in excess of the Repor-
table Quantity (RQ) established by 
EPA for each covered substance. 
Chemicals covered include the Sec-

tion 302 EHSs and CERCLA haz-
ardous substances. 

Releases to the environment which 
go beyond the facility boundary must be 
reported, although EPA encourages re-
porting all releases for which there is a 
risk of movement offsite. 

If a CERCLA chemical is involved, 
the National Response Center also 
must be informed, even if the release 
stays on your own property. 

EPA has proposed to designate 
EHSs not on the CERCLA list as 
CERCLA hazardous substances, so 
that all releases, whether off your 
property or not, would be reportable 
on the local, state, and federal level. It 
is recommended that all of these 
groups be notified whenever any sub-
stance is spilled in an amount exceed-
ing its RQ. 

Emergency planning 
Any facility which has any of the Sec-
t ion 302 E x t r e m e l y Hazardous 
Substances present in amounts over 
the TPQ must notify the SERC. You 
should work with the local fire de-
partment or LEPC to develop an emer-
gency plan. 

As a first step, appoint an emer-
gency coordinator for your facility. 
Give his or her name, along with a 
copy of the emergency plan, to the fire 
department and LEPC. The plan 
should also be readily available to em-
ployees and extra copies should be 
filed at primary and secondary facility 
contact people's homes. The plan 
s h o u l d be m o d i f i e d w h e n e v e r 
changes at your facility affect emer-
gency planning provisions. 

The emergency plan should in-
clude: 

• procedures to follow for spills, 
fire, or explosion; 

• responsibilities of facility per-
sonnel; 

• list of available safety and clean-
up equipment and its location; 

• product safety information (la-
bels, MSDSs); 

• phone numbers of emergency 
personnel; 

• detailed facility map; 
• special instructions for espe-

cially hazardous materials; and 
• insurance information (name 

and phone number of agent). 
While compliance with these two 

laws is a legal requirement, the real 
benefits come from providing a safe 
workplace for your employees and 
acting as a responsible corporate cit-
izen in your community. LM 

Dr. Baranyai is health and environmental 
safety specialist for Ciba-Geigy, Agri-
cultural Division. She earned her Ph.D. in 
pharmacology from Duke University. 



On-demand 4 WD sys-
n with differential lock 
livers hill climbing p(/wer 
th less scuffing. 
• High capacity, deep 
tunnel decks deliver 
both rrunving quality 
and productivity. 

60" or 72" side or rear 
discharge rotaries. 
60" fine-cut flail. 

Front-vrumnted imple-
ments pinvered by 
efficient, hydraulic 
PTC) Drive. 
• Ptnver steering reduces 
aeratorfatigue. 
Controls within easy 
ach. 
Choice of h igh -back sus-
ntsitm seats for all day 
mfort. 

Introducing the new, 4WD T\irfcat.H 

The 4WD T\irfcat T422D climbs steep hills* with 
just a flip of a switch. For better side hill traction, 
a step on a pedal engages the differential lock. 

Unlike some mechanical versions, the Tlirfcat's 
hydraulic drive system also maintains constant 4WI) 
in turns. Tire slip is reduced to maintain quality 
turf without scuffing. 

The Ttirfcat's wide track stance and low center 
of gravity provide superior stability going uphill 
or down. 

A two speed transaxle lets you match the Tlirfcat's 
speed to your job. Low gear provides more torque to 
the cutting deck, while the hydrostatic drive lets you 

change mowing speeds to match conditions. High 
gear provides faster transport speed between jobs. 

Dependable hydraulic systems. 
Best of all, the Tlirfcat gives you a new generation 
of reliability with our exclusive, hydraulic 4WD 
and hydraulic PTO. Systems that do away with a 
host of moving parts. The results are smoother 
operation and longer life with dramatically less 
maintenance. 

Choose the TYirfcat you need: a 22 HP diesel in 
2WD or 4WD or a 36 HP gas engine in 2WD. 

See your distributor today for a demonstration. 
Find out how you can improve your upward mobility. 

TEXTRON 
Jacobsen Division of Textron Inc 

Circle No. 109 on Reader Inquiry Card 

•Consult your operator s manual for safety instructions when mowing hills. 
©Jacobsen Division of Textron Inc 1990 J-8-0 



In this age of environmental concern, it's nice to know that there's an effective way to protect your turfgrass, trees and ornamentals against 
damaging pests without compromising the environment: CHIPCO® SEVIMOL® brand carbaryl insecticide. You see, not only does 

CHIPCO® SEVIMOL® control your worst turf enemies, it also protects trees and ornamentals against 86 troublesome insects. 

Chipco 
As with any crop protection chemical, always read and follow instructions on the label. CHIPCO and SEVIMOL are registered trademarks of Rhone-Poulenc. 



And now it's registered for control of the deer tick—the primary vector of Lyme disease. Yet, despite its proven effectiveness against pests, the 
low environmental impact of CHIPCO® SEVIMOL® brand means that all this control, economy and convenience does not come at 
the cost of compromising your responsibility to nature. Get all the facts. Call your turfcare chemicals supplier today. 
n • i ® Sevimol 

Brand Carbaryl Insecticide 

' ^ RHONE-POULENC e 1990 Rhone-Poulenc Ag Company, 2 T.W. Alexander Drive. Research Triangle Park, NC 27709. For additional information, please call: 1-800-334-9745. 



WHERE IS 
YOUR COMPANY? 

A strong position statement will set your company 
apart from the rest. 

by Rudd McGary, Ph.D. 

Positioning has been an impor-
tant concept in advert is ing 
since the mid-1970s. To suc-

cessfully position your company in 
the consumer's mind, you need to ar-
ticulate exactly what that position 
w i l l be — a n d y o u d o n ' t n e e d 
boatloads of advertising dollars to 
make it work. 

The most visible aspect of position-
ing is the position statement. Famous 
positioning statements include, "It's 
The Real Thing" (Coca-Cola), and 
"Less Filling, Tastes Great" (Miller 
Brewing Co.). Each is a one-line ex-
planation of how a company wants to 
position its product. 

The position your company takes 
will make an impact on it internally 
and externally. It helps the company 
focus on what it does and how it does 
it. It should be part of your company's 
larger mission statement. 

What's the cost 
Some companies spend millions of 
dollars to find that magic combination 

It is important to 
articulate a position. 

of words that will stick in the cus-
tomer's mind and influence them to 
purchase its product. 

One green industry company that 
has used advertising to position itself 
nationally is ChemLawn, Inc. Its posi-
tioning statement used to be "Making 
America Green, One Lawn at a Time." 
Today, it's "We Care and It Shows." 
Both are designed to set the company 
apart in the customer's mind. 

Though most green industry com-
panies don't enjoy the deep advertis-
ing budget of a company l ike 
ChemLawn, positioning within your 
market is still possible. 

A strong position is one that makes 

you stand out in the minds of the con-
sumer. Potential positions in the 
green industry include: 

Professional service. Consumers 
want professional service from the 
moment they call you until they pay 
their bill. 

Courtesy. A position statement like 
"Beautiful Lawns With a Smile" im-
plies courteous service. 

Responsibi l i ty . The customer 
wants to know what to do when mis-
takes are made. For example, the posi-
tion statement "The People Who 
Work to Make Sure You're Satisfied," 
says that you'll do whatever it takes to 
make the customer happy. 

Fair Price. This seems to be the 
most common green industry posi-
tion, probably because every con-
sumer wants a fair price, remember, 
you're more likely to distinguish your 
company with a position that isn't 
easily duplicated. 

Safety. A position statement con-
cerning the environment is effective 
in many areas. However, research has 
shown that consumers aren't willing 
to pay more for it. 

All of these areas offer potential for 
a green industry company. The key is 
to choose an area that is both impor-
tant to the consumer and offers a com-
petitive edge. 

Some position statements don't 
work for that reason. For example, a 
common position in the green indus-
try is to offer a guarantee. Originally 
the concept worked well, but now 

that it's part of nearly every com-
pany's position, its effectiveness is 
diluted. Unless your position state-
ment differentiates you, it isn't 
working. 

A good position statement has ben-
efits within your organization as well. 
Employees often have an incomplete 
picture of the company for which they 
work. A position statement may shed 
some light on what they do and how 
they're to do it. 

Employees generally work better 
together when they understand the 
company's position. It gives a basis for 
dealing with customers and helps set 
up all the advertising and sales efforts. 

Companies that don't have signifi-
cant advertising budgets need to rely 
on exposure to get position across. 
That means exploiting the times 
you're in contact with the customer, 
be it through Yellow Pages advertis-
ing, mailings, or during any office-to-
customer communication. 

In time, a strong position will begin 
to differentiate your company. LM 

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



TeeJet Just AAade 
It Easier To Change 
The Way You Spray. 

Now there's a way to make all your spraying applications easier and safer. 
The New TeeJet Lawn Spray Gun, with its interchangeable shower head-
type nozzles and a spot-spray wand, helps you match the tool to the task. 

Three nozzles help you control volume and drift The optional low-
volume extension wand is ideal for spot spraying and "toucn-up" work. 
To keep the kinks out of the hose there's even an optional swivel. So 
the operator can concentrate on controlling the spray, not the hose. 

The TeeJet Lawn Spray Gun is the only lawn care gun with a 
trigger guard. It protects the applicator ana the environment from 

accidental discharge. 
So change the way you spray Change to the TeeJet Lawn 

Spray Gun. 

iT\ TeeJet 
• No Better WayTo Spray. 

Circle No. 116 on Reader Inquiry Card Spraying Systems Co. • North Ave • Wheaton, IL 60188 



JOBTALK 
Leasing equipment offers advantages 

Flexible financing of heavy equipment may offer the landscaper lower 
payments, shorter trade-in cycles, and a way to fix costs and cash flow. 

When Tony Fox decided to get back 
into the landscaping business after 
seven years absence, he knew he 
wanted the best equipment available. 
But he also wanted to "test the wa-
ters" before committing himself to a 
large capital investment. 

"There's a lot of commercial and 
residential construction going on in 
the Pacific Northwest," says the Van-
couver , Wash, cont rac tor . "But I 
wanted to be sure of the stability of 
the economy before making a lot of 
capital outlays." 

Fox diligently shopped around for 
a skid-steer loader—the workhorse 
for his new company—Special Dig 
and Construction. "I put between 50 
and 60 hours on every machine I 
demo'ed," he says. Finally he found 
the loader that best fit his needs and 
the flexible financing to help him get 
his business off on a fresh start, a 
model with tracks, one-yard bucket, 
forks and backhoe attachment. 

"Case Power and Equipment of 
Portland, Ore., gave me a 90-day 
lease. They would have given me a 
six-month lease, but after 90 days I 
felt confident enough to roll the lease 
over into a straight purchase." 

Innovation needed 
Fox's experience illustrates the de-
mand for innovative financing in the 
heavy equipment industry, says Phil 
Cote, Case Credit Corp. vice president 
for marketing and planning. One of 
the biggest challenges equipment fi-
nancing companies face is responding 
faster to changing customer needs. 

"Our customers' needs are chang-
ing faster in a more competitive mar-
ketplace," Cote says. "That's why we 
give dealers a great deal of flexibility 
in se t t ing up f inanc ing a r range-
ments." 

One of the most important deci-
sions facing a contractor who must 
upgrade or replace heavy machinery 
is the choice of a financing program. 
For example, lease f inancing can 
mean lower payments and shorter 
trade-in cycles; it's a way to fix costs 
and cash flow based on the operator's 
individual needs. "There's nothing 
wrong with paying only for what you 
use. And in this day and age, who can 
afford to needlessly tie up working 
capital? " Cote asks. 

Money at work 
Dick Krueger of Krueger's Associated 
Landscape, Hillsboro, Ore., agrees. 
"Leasing lets me keep my money 

working for me. My business is ex-
clusively commercial contracts and 
keeping my assets liquid gives me 
more bonding capacity to get bids." 

But leasing is not the answer for 
every contractor. 

"The decision to lease or buy is a 
very personal one and should be made 
in terms of one's unique financial sit-
uation," Cote says. "The majority of 
businesses that fail go under because 
of cash flow problems. A contractor 
must ask how important it is to have a 
title or deed to a piece of equipment in 
meeting contractual needs." 

Lower payments are possible un-
der a lease arrangement because the 
customer is not required to have eq-
uity in the equipment. "You can only 
pay a portion of the selling price, 
which is determined according to de-
preciation," Cote says. "Say the cur-
rent retail value of a machine is 
$10,000 and you only need it for two 
seasons of work. At the end of two 
years, you would still owe $5,000 un-
der a traditional four-year contract. 
With a lease however, you pay $5,000 
on the value of the machine during 

the period of use." 

Investment recovery 
Usually contractors expect to recover 
some of their investment by trading in 
an old machine when it's been paid 
for. "That can backfire if the used 
equipment market softens and you 
don't get as much money back as you 
were counting on," Cote notes. "With 
leasing, you in essence receive the 
credit you would get on a trade-in up 
front." 

Full-service financing is an inte-
gral part of the heavy equipment busi-
ness. It benefits landscape contractors 
and others by making the use of new 
equipment more affordable. 

"That 's why we're currently re-
viewing all current finance programs 
and contracts in an effort to stay com-
petitive," Cote says. Much of the in-
put for new financing options comes 
from dealers. 

"What influenced my decision was 
first, who had the better machine," 
says Fox. "After that however, it was 
which dealer offered the better sup-
port system." LM 



Largest Ever! 
A RECORD NUMBER OF EXHIBITORS! 385 of 
America's leading companies, from every facet of 
horticulture, will be exhibiting at the Mid-America 
Horticultural Trade Show in Chicago, ]anuary 17-19, 
1991. Displaying over 65,000 sq. ft. of all that's new 
and exciting in green goods, equipment, supplies, and 
services... from companies that are known for 

The Place To Be 
Mid-Am '91 has to be the most cost effective way to see it 

all. Everything from seedlings to software, mugos to 
mowers, pots to playgrounds... all under one roof at the 

World-Class Hyatt Regency Chicago. 

As in past years Mid-Am '91 will also host numerous 
seminars and meetings. All designed to update you on 

what's going on in the world of horticulture. 

Also, let's not forget that Mid-Am '91 is being 
held in one of Chicago's most exciting 

sightseeing and shopping districts. 

Mark your calendar now to join us, 
Thursday through Saturday, 

January 17-19, 1991. 

"helping your business grow". Bring 
your tough questions and talk one 
to-one with the people who can 
guide you in making informed 
decisions. 

]oin more than 10,000 others at 
the "can't miss" horticultural trade 
show of the year. Landscapes, 
growers, nursery managers, park and 
grounds keepers, golf course 

Midjyn 
supervisors, interiorscape specialists, garden-center operators 
and others all come to Mid-Am to learn what's new in the 
industry. You'll be rubbing elbows with the best in the 
industry, ready to show you ways to improve your 
productivity and profits. 

Sponsored by: Illinois Landscape Contractors 
Association; Illinois Nurserymen's Association; 

Wisconsin Landscape Federation. 

Endorsed by: Indiana Association of 
Nurserymen; Iowa Nurserymen's Associationi; 

Minnesota Nursery and Landscape 
Association; Nebraska Association of 

Nurserymen. 

To avoid the crowds (and save 30%) 
you can preregister. Simply call, fax, 

• or write us today to receive your 
registration information packet: 

Mid-America Horticultural Trade Show 
1000 N. Rand Rd., Suite 214, Wauconda, IL 60084 

PHONE: 708/526-2010, FAX: 708/526-3993 

Mid-Am '91 . . . the one horticultural trade show that 
can truly help your business grow! 



QUICKIE-QUIZ 
Proper calibration of spray equipment 

Comparison of Pumps 

Operating Maximum Materials 
Type Range Pressure Handled Durability 

Roller 300-1000 rpm 350 psi wide range w / spraying pressure 
proper rollers decreases with 

wear, but worn 
rollers are 
easily replaced 

Piston 100-600 r p m 1000 psi any long life 
Centrifugal 1200-3500 rpm 200 psi any long life 
Diaphram 200-12,000 rpm 100 psi any long life 
Gear 500-1800 rpm 100 psi oil emulsions & limited life 

nonabrasives under adverse 
not for wettable conditions, 
powders except spraying pressure 
when gears are & capacity 
of nylon decreases with 

wear 
Flexible 500-1500 rpm 50 psi wettable pow- moderate 

impeller ders, mild 
abrasives 

Sliding vane 500-600 r p m 125 rsi limited to oil spraying pressure 
rotary and oil emul- and capacity 

sions decreases w / w e a r 

1 • Which of the following are important factors in 
the calibration of a sprayer? 

a) discharge rate per nozzle 
b) ground speed of the sprayer 
c) nozzle spacing and boom length 
d) recommended application rate 
e) all of the above 

2 . One way to achieve uniform coverage would 
be to: 

a) use a higher rate of product 
b) spray the area more than once 
c) adjust the height of the boom 
d) spray against the wind 

3 . To spray 17 to 19 inches from the ground, what 
series of spray nozzle is recommended?: 

a) 80 degree series 
b) 73 degree series 
c) 65 degree series 

4. As the orifices of the sprayer nozzle tips 
become worn, the spray pattern: 

a) usually remains the same 
b) is modified and more material is released 
c) is modified and less material is released 

5m The lower the pump pressure, the 
spray delivered. 

a) more 
b)less 
c) faster 
d) slower 

6. Which is not an accepted method of changing a 
sprayer's delivery rate? 

a) adjusting the speed of the sprayer 
b) changing pump pressure 
c) altering the discs or nozzle sizes 
d) moving the boom closer to the surface 

7 . To reduce the risk of drifting, you should: 
a) use more narrow angle nozzles 
b) use more wider angle nozzles 
c) increase ground speed 
d) reduce ground speed 

8. What percentage of overlap is best for most 
uniform coverage? 

a) 25 percent 
b) 35 percent 
c) 50 percent 
d) 75 percent 

9 . Nozzles on heavily used equipment should be 
replaced: 

a) annually 
b) twice a year 
c) monthly 
d) after each application 

10. Allowing for factors such as wind and 
irregular terrain, there should not be more 
than a percent error in 
application. 
a) one 
b) five 
c) 10 
d) 15 

Answers: q(0l -e(6 'p(9 'q(S 'o{z 

Source: Turf Managers Handbook by W H DANIEL AND R P FREEBORG 



The first turf fertilizers so specialized, 
they make the competition see red. 

Distributor's Own Turf Supplies" 
It's understandable, because no other dis-
tributor offers what we do. Some suppliers 
may pass their pre-packaged fertilizers 
off as custom blends, but when it comes 
right down to it, their products simply 
aren't formulated to meet your specific 
needs. As a result, your expertise and input 
are ignored which turns into frustration 
for you. 

At DOTS (Distributor's Own Turf 
Supplies), we do things differently. 

Our fertilizer/pesticide products are 

designed so you can develop your program 
professionally with specialized formulas 
for your specific needs. With a DOTS dis-
tributor, you're treated individually—not 
clumped together with others and sold 
"off-the-shelf" blends. 

We test the soil before 
we make the formula. 

We realize that the markets you serve have 
different turf, climate, and soil conditions. 
You tell us your specialized needs and 
problems, we'll provide soil testing when 

needed, and then work with you to prepare 
an individual solution. It's easy on your 
part, thorough on ours. 

All DOTS products are designed to meet 
the highest industry standards in uni 
formity and performance. In-house quality 
control means that each order delivered 
to you complies with our rigid specifica-
tions, assuring you the quality you expect. 

Just look for the red dot to know you're 
getting the best... from the best distributor. 
For more information, call l-8(X)-345-DOTS. 



RESEARCH UPDATE 
Tenacious goosegrass subject of study 
Researchers at Clemson University 
are studying the genetic structure of 
goosegrass to solve the mystery of the 
species ' r emarkab le res is tance to 
common herbicides. 

"We're taking a genetics approach 
to characterize resistance in the popu-
lation rather than in the individual 
p l a n t , " says ho r t i cu l t u r i s t Vance 
Baird. "We're trying to define suscep-
t ib le p l an t s and r e s i s t an t p l a n t s 
through DNA techniques." 

According to Baird, DNA identi-
fication is more specific than any vi-
sual d e t e r m i n a t i o n made by the 
naked eye. 

Goosegrass presents major prob-
lems to farmers and turf profession-
a l s t h r o u g h o u t t h e S o u t h e a s t . 
According to Ted Whitwell , a Clem-
son weed scientist , cotton farmers 
in South Caro l ina a l ready spend 
about $25 per acre for herbicides. 
Goosegrass ' res is tance costs them 
an extra $10 to $15 per acre. 

Ancestral clues 
Clemson researchers are investigating 

Circle No. 117 on Reader Inquiry Card 

if the resistant plants are the same or if 
they exhibit differences. According to 
Baird, if all the plants have the same 
resistance, it's safe to assume that they 
probably evolved from a common an-
cestor. Plants with different resistance 
capabilities, says Baird, indicate that 
the resistance phenomenon has arisen 
more than once. Genetic analysis dis-
tinguishes between the two pos-
sibilities, and allows scientists to 
eliminate one and focus on the other. 
Since farmers use like cultural and her-
bicide control practices, Clemson re-
searchers believe the findings can apply 
anywhere. 

Herbicides of choice 
The herbicides commonly used to 
control goosegrass—which Clem-
son l ists as Treflan, Prowl and 
B a l a n — b e l o n g to t h e d i n -
itroanaline family of herbicides . 
They are widely used on row crops, 
turf and ornamentals. The products 
attack a specific protein in the grass, 
and it is that protein which gives 
researchers a starting point. 

One possibility is that the resis-
tance has existed since the plant's 
origin, but no one has been spraying 
herbicides to allow those few individ-
ual plants to survive and become a 
significant part of the natural popula-
tion of goosegrass. 

"The herbicide eventually killed 
off all the susceptible ones until 

only the res is tant ones were left; 
but they were there all along," says 
Baird. 

Another possibility is that there 
were no resistant plants, but that a 
recent genet ic muta t ion has con-
verted a suscept ible plant into a re-
sistant one. With cont inued use of 
the he rb ic ide , the i r n u m b e r s are 
showing up large enough to detect 
them. 

The one-year research program is 
funded by the USDA's Southern Re-
gional Impact Pesticide Assessment 
Program. LM 

WANT 
Safe, Ice-Free 

Sidewalks? 

M 
CALCIUM CHLORIDE PELLE 

800-825-7650 
NO MINIMUM 

IMMEDIATE DELIVERY 

Co$Pekidow 
STANDARD TAR PRODUCTS CO., INC. 

2456 West Cornell Street 
Milwaukee, Wl 53209 



It's only a matter 
of time 

You know that good turf deserves the best forms of nitrogen. That's why you 
need slow-release NITROFORM' and controlled-release NUTRALENE , two 

superior formulations that cater to your specific nitrogen needs. 

i l ' J i ' J . l u l 

With NITROFORM; nitrogen is 
released slowly throughout the 
growing season and remains 
available to roots for one year or 
longer-when other nitrogen sources 

have been used up. Ideal for sandy soils where 
low micro-organism levels and leaching are often 
a problem. It also works well in clay soils since it 
stimulates micro-organisms that decompose 
thatch. Available in both dry and liquid form-
ulations and applied at recommended rates with 
conventional equipment, NITROFORM won't burn 
top-growth or roots. So treated turf is subjected to 
less stress. As a result, it grows stronger and 
needs fewer pesticide applications. 

NITROFORM 
• Consistent 38% nitrogen 
• Sustained, predictable 

nitrogen release by soil 
bacteria when most needed 
by roots and vegetation 

• Keeps providing nitrogen 
for a year or longer (12 to 
16 months) 

• Some nitrogen remains 
in the soil for the next 
growing season 

• Non-burning, low-salt 
index 

• Low leaching and 
volatilization 

• Reduced thatch build-up 
IMPORTANT: Please remember always 
to read and follow carefully all label 
directions w h e n applying any chemical 
Copyright© 1990 NOR-AM Chemical Company 
All rights reserved. 

With dual-action 
NUTRALENE, you 
can count on quick 
grass greenup in spring 
plus sustained release 

throughout one growing season. Unlike other 
controlled-release nitrogens, NUTRALENE is not 
solely dependent upon soil temperatures, 
moisture, coating or particle size for its optimum 
release pattern. Applied in chip or granular form, 
the dual release of NUTRALENE encourages 
outstanding growth response-even in early spring 
or late fall. In hot weather, its reduced leaching 
characteristics enable uniform, sustained feeding 
to continue. 

NUTRALENE M 

• 4 0 - 0 - 0 guaranteed analysis 
• Controlled release dual 

action to provide quick 
initial greenup 

• Complete availability 
of nitrogen within one 
season (12 to 16 weeks) 

• No nitrogen carryover 
• Non-burning, low-salt index 
• Reduced leaching and 

volatilization 
• Low thatch build-up 

W N O R - A M 
NOR-AM CHEMICAL COMPANY 

A S c h e n n g Berlin Company 

3509 Silverside Road, P.O. Box 7495 
Wilmington, DE 19803 

Now's the time to rely on NITROFORM and NUTRALENE for high quality Nitrogen. 



PRODUCTS 
Fertilizer spreader made 
to be compact, productive 
Low maintenance and dependabili ty 
are designed into the Model RS-30 
from Classen Manufacturing. 

This is a riding fertilizer spreader 
that can maneuver well in tight spaces 
(fits through a 30-inch gate), and put 
less fatigue on the operator. 

Classen says the spreader has few 
moving parts, and can be used with 
most fertilizers. 

The RS-30 is powered by an 8 hp 
Briggs & Strat ton engine. A V-belt 
Peerless Transaxle drive has two for-
ward speeds and one reverse. 

The spreader covers up to 125,280 
sq. ft. per hour. 
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Four new out-front 
mowers ready to go 
The Grasshopper Co. has introduced 
four new mowers for 1991. New mod-
els in the expanded Grasshopper out-
front zero-turning-radius mower line 
are the 720,721-D, 725, and 411R Mini-
Hopper. 

The models 720,721D and 725 were 
designed to tackle high-acreage mow-

ing. All mowers in the series feature 
the exc lus ive Gemini dua l -hyd ro -
static, direct-drive system designed 
specifically for turf applications. 

The Gemini direct-drive delivers 
increased responsiveness, ease of op-
erat ion, r educed ma in t enance and 
l o n g e r s e r v i c e l i fe , G r a s s h o p p e r 
claims. 

Also new for 1991 is a series of ul-
t r a - l o w - p r o f i l e EZ-Li f t o u t - f r o n t 
decks in 48-, 52- and 61-inch cutting 
widths. All 700 Series mowers can be 
equipped with Grasshopper's heavy-

duty 72-inch deck. A new steering 
lever design incorporates high-den-
sity foam padding and an adjus tment 
feature for max imum operator com-
fort. 
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Trencher's drive system 
eliminates PTO damage 
Kwik-Trench Earth Saw Co. has re-
leased the new model K-T 200 double 
V-belt drive protable t rencher. 

Accord ing to the company , t he 
t rencher offers superior performance, 
quality fabrication, and fast digging 
speed. 

The V-belt dr ive sys tem totally 
e l iminates all engine vibration and 
any PTO damage d u e to opera to r 
abuse in problem digging areas. 

The unit cuts a 6-inch root in sec-
onds and still leave a clean trench. 
Digs are adjustable to 8 inches deep, 2 
inches wide. It travels between 20 and 
30 feet per minute. 
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Four-wheel drive 
powers new excavator 
J.I. Case has in t roduced the Model 
1085C Cruz-Air excavator with four-
wheel drive power for tough off-road 

rated at 133 SAE net hp. 
Ground drive and at tachment op-

erate independently, so power flows 
s i m u l t a n e o u s l y to both . Opera tors 
can use a t t achmen t power to help 
push the unit if the wheels slip. 

R o u g h - t e r r a i n capab i l i ty is en-
hanced by a 16-inch ground clearance 
and 17 x 25-inch tires. Operators can 
choose two or four outriggers, each 
one independent ly controlled. 
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First all-hydraulic 
trencher/plow is here 
Ditch Witch has introduced what it 
calls the first, al l-hydraulic Modular-
matic t r encher /p low. 

The 50-hp Model 5020 represents a 
new generation of Ditch Witch Modu-
la rma t i c uni t s , t he f irst to have a 
h y d r a u l i c digging c h a i n / v i b r a t o r y 
plow drive. 

The 5020 is available with a full 
complement of Modularmat ic work 
modules , including utility backhoe, 
v ibratory plow and combo at tach-
ments. The digging at tachments use 
p o w e r - e f f i c i e n t h y d r a u l i c compo-
n e n t s t h a t m a x i m i z e t o r q u e fo r 
greater product iv i ty . The 5020 has 
easy-to-use operator controls and a 
work station that allows the operator 
to swivel the seat easily to view the 
work being done. 

The digging module drive uses a 
company-designed double reduction 
gearbox, available in three speed op-
tions for hard, standard or easy dig-
ging conditions. 

Circle No. 195 on Reader Inquiry Card 

Storage tanks provide 
full reg compliance 
Ultra Tank provides what it says is a 
safe way to store fuels and other haz-
ardous materials, combining the secu-
r i ty of a U L - l i s t e d s e c o n d a r y 
containment system and the con-
venience of an aboveground tank. 

Ultra Tank aboveground tanks 
continued on page 45 

applications. 
The 1085C is powered by a Case 

6T590 tu rbocha rged diesel eng ine 



meet NFPA-30 and provide full 
regulatory compliance for storing 
and dispensing hazardous materi-
als, including gasoline, diesel 
fuel, lubricants, hydraulic oils, 
waste oils, coolants and solvents. 

Available in 120- to 1300-gallon 
capacities, in single- or double-
wall units. 
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time. One handle engages blades and 
sets depth, and rear-wheel drive helps 
prevent surging common to front-

Gear-driven sprinklers 
with adjustable arcs 
Hunter Industries has introduced the 
1-40 ADS and 1-25 ADS, new gear-
driven rotary sprinklers with adjust-
able arcs. 

The arc feature allows the installer 
to set the arc at any increment be-
tween 40° and 360°. Hunter says the 
adjustable arc feature lets the unit ir-
rigate more efficiently and with less 
water waste. 

Especially suited for commercial 
use, these sprinklers share many com-
mon features. A moderate to heavy ca-

wheel-drive units. 
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Hazard communication 
for the turf industry 
Techne Train, Inc. offers a complete 
Hazard Communica t ion Right-to-
Know training program for the turf 
industry. 

A complete instructional package 
includes manual, training video and 
20 employee handbooks. 

The cost is $295. It includes a one-
year subscription to the quarterly 
newsletter, and one year of telephone 
consultation with Techne-Train's In-
dustrial Hygienist. 
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Hose reel features 
detachable handle 
Hannay Reels, the largest designer 
and manufacturer of hose and cable 
reels, now makes a compact, light-
weight, portable hose reel that incor-
porates a detachable handle. 

The detachable handle, in addition 
to making storage of the reel more 
compact, also means a significant sav-

pacity sprinkler, the 1-40 ADS has five 
interchangeable nozzles which vary 
the discharge rate from 7 to 25.3 GPM. It 
covers a radius from 45 to 68 feet. 
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Aerator/slit-seeder 
has reverse action 
The Olathe Model 84 walk-behind 
aerator/slit-seeder comes with a new 
reverse action clutch for added oper-
ator maneuverability and ease of op-
eration. 

The Model 84 is equipped with an 
18 hp engine for heavy-duty renova-
tion jobs. Features include the patent 
pending Shat ter Blade, which re-
quires less power yet brings up more 
topdressing. 

Remote seed shut-off allows the 
operator to shut the feed off at any 

ings in shipping costs because the reel 
can now be shipped via United Parcel 

Service. 
The portable hose reel, Model 1100, 

is rugged and durable, under the 
roughest working conditions. With 
the use of this reel, Hannay says that 
you'll get hose to any job site without 
piling or lugging it along. 
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Turf wetting agent 
available in tablets 
Lesco Wet non-ionic turf wet t ing 
agent is now available in 4 oz. tablets. 

Lesco Wet increases the ability of 
water to penetrate compacted soil or 
dense thatch. It can be used to elimi-
nate localized dry spots, help drain 

standing water, enhance pesticide 
penetrat ion and encourage deeper 
plant rooting. 

Lesco Wet can be sprayed directly 
on turf without burning fine turfgrass. 

According to Lesco, each tablet 
gives about 30 minutes of measured 
treatment, based on using a 3/4-inch 
hose and using the Buckner nozzle at 
60 to 100 psi. 

The product is also available in a 
granular formulation or liquid con-
centrate. 
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New backpack sprayer 
holds four gallons 
Ames Lawn and Garden Tools has 
added a new four-gallon backpack 
sprayer to its expanding line of lawn 
and garden sprayers for home and 
commercial use. 

The economically designed, man-
ua l ly o p e r a t e d s p r a y e r — M o d e l 
21-960—is ideal for pest and weed 
control on lawns and gardens, green-
houses and tree nurseries. 

With a high-grade polyethylene 
t a n k a n d c h e m i c a l l y r e s i s t a n t 
Vitron soft parts and pump piston 
collar, the new sprayer provides 
high impact s t rength whi le el in-
imat ing rust and cor ros ion . The 
unit also features molded-in, zinc-
plated steel tube frames and stand 
for added stability. 

Up to 90 psi high pressure piston 
p u m p with fan and hollow cone 



nozzle tips to insure effective spray 
atomization to meet specific needs. 
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Mid-size walk mowers 
have been redesigned 
Exmark Manufacturing says its new 
p r e m i u m m i d - s i z e w a l k e r s a r e 
proven, long-life performers. The top-
of-the-line 48- and 36-inch premium 
walkers feature exclusive new oper-
ator conveniences such as a rede-
signed control panel, Soft Touch drive 
levers, five-speed in-line gear shift 

and an extra large fuel tank. 
Posi-Track pulleys give traction in 

wet conditions. The Constant-Control 
drive system with double idlers pre-
vents downhil l runaway and free-
wheeling on slopes, and the Lo-Torq 
t r ansmiss ion d r ive sys tem of fe rs 
easier shifting and reduced transmis-
sion stress. 
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Granular spreaders fit 
any pick-up tailgate 
The Meyer Co. of Enumclaw, Wash, 
has concluded a license agreement 
with T.G.E. of Surrey, British Colum-
bia to manufacture and market port-
a b l e e n g i n e d r i v e n g r a n u l a r 
spreaders. 

The Tail Gator Spreader weighs 
180 lbs. It fits any pick-up tailgate or 
platform to spread any dry to damp 

granular material. 
For win te r use, the Tail Gator 

Spreader can disperse snow and ice 
melters. In the summer, the Spreader 
handles seed/ fer t i l izer , insect and 
weed controls, soil amendments, and 
gasoline and oil spill absorbers along 
roadsides. 

The Tail Gator hopper holds 4 cu. 
ft. of product, which dispenses in 12 to 
17 minutes at x/i open gate. 
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Software system identifies 
320 various weed species 
The Western Expert Educational Di-
agnostic System (WEEDS) is a random 
access software package which allows 
the user to identify any of the 320 spe-
cies i l lus t ra ted in "Weeds of the 
West." 

By selecting a few plant charac-
teristics, you will be able to sort out 
any species in the book. The large 
number of menu choices and selec-
tion func t ions will accommodate a 
great va r i e ty of ski l l l eve l s and 
plant condit ions. 

The program is accompanied by 
an extens ive i l lustrated manua l ex-
plaining how to recognize the char-
acterist ics used in plant identifica-
tion. 

It was developed by Richard Old, 
Robert Dobbins, Patricia Hine and 
Rober Calihan, Universi ty of Idaho. 
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New tall fescues, 
tall fescue blend 
The Medalist Turf Products Division 
of Northrup King has introduced two 

new, improved tall fescue varieties, 
Amigo and Arriba. The two new vari-

eties will be blended with Arid tall 
fescue, and offered to the professional 
turf market this fall as "The A-Team." 

These improved dwarf varieties 
are representative of Northrup King's 
continued belief in tall fescue as a 
burgeoning species for today's more 
sophisticated turf manager. 

"Amigo, Arriba and Arid are ex-
cep t iona l g ras ses , " says Dr. Eric 
Nelson, d i rec tor of turf research . 
"Each one has excellent drought and 
heat tolerance, fine texture, pleasing 
color and many low-ma in t enance 
characteristics." 
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New backhoe mounts 
on Mustang loaders 
The Du-Al 1015 backhoe adds even 
greater versatility to the 930A Mus-
tang skid steer loader. 

The Du-Al 1015 backhoe is ideal for 
light duty commercial applications in 
r e n t a l , c o n s t r u c t i o n , e l e c t r i c a l , 
plumbing, landscape and agricultural 
industries. 

The 1015 mounts and dismounts on 
your skid steer loader tractor in min-
utes and features a 7V2-foot digging 
depth. It is also available in 10-, 12-, 
16-, and 24-inch bucket widths and 
converts to a category 1 three-point 
hitch. 
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Feeding combines with 
safe grub control 
Lebanon Total Turf Care has intro-
duce Country Club 19-4-6 with Sevin 
for use on lawns, parks, golf courses 
and other professionally maintained 
turf areas. 

Lebanon 's Country Club 19-4-6 
with Sevin brand carbaryl insecticide 
provides premium feeding together 
with safe, dependable control of com-
mon white grubs and a broad range of 
surface feeding insects. 

Lebanon says turf care profession-
als can rely on Country Club to pre-
vent damage to turfgrass areas and to 
insure fast green-up and sustained 
feeding. When used as directed, the 
p r o d u c t wi l l p r o v i d e c o n t r o l of 
turfgrass pests, including white grubs, 



armyworms, chinch bugs, cutworms, 
earwigs , g r a s shoppe r s , sod web-
worms and ticks. 
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Broom attachment brushes 
away snow problems 
The Melroe Company of Fargo, ND, 
has introduced an angle broom at-
tachment which fits most of its Bobcat 
loader models. The unit has a 68-inch 
straight sweep width, making it com-
pact enough to get into tight corners, 
and against walls and fences. 

The unit is ideal for public institu-
tions and businesses wanting to keep 
sidewalks, driveways and small parking 

areas free of light snow, dust and debris. 
A rubber-dampened floatation sys-

tem allows the broom bristles to float 
on the surface. An electric actuator, 
operated from the cab, angles the 
broom up to 25 degrees left or right. 

The unit features 5° of oscillation, 
either direction, for better operation 
on uneven surfaces. The broom is 
powered by the loader 's auxi l iary 
hydraul ic circuit , and operates at 
125-250 rpm. 
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Side discharge deck 
suits larger acreage 
The Toro Company has introduced a 
new 62-inch ProLine side discharge 
deck. 

The three-bladed deck was orig-
ina l ly des igned for Toro ' s large 
Groundmaster mowing products. 

"Cutters have been asking for a 
bigger deck for their mid-size, walk-
behind mowers," says Jim Wallace, 
ProLine marketing manager. "Com-
mercial cutters increasingly are mow-
ing larger acreages. They want to 
increase productivity without adding 
more crews. Our new 62-inch deck 
will help them do that because it cuts 
20 percent more grass than the stan-
dard 52-inch deck." 

The deck features counter-balance 
springs for improved deck floatation. 
Front and back anti-scalp rollers and 
an adjustable gauge wheel minimize 
scalping. 

Cut t ing height can be adjus ted 

from one to four inches. 
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Mower provides traction 
on slopes and bunkers 
The Hustler 640 Hillsider from Excel 
Indus t r ies f ea tu res fu l l - t ime, six-
wheel drive that provides unmatched 
traction, stability and comfort. 

The 640 was designed to handle 
steep slopes, bunkers, hilly roadsides 

berms and rough terrain. 
The self-leveling feature automati-

cally tilts to keep the operator's sta-
tion level for optimum comfort and 
productivity. This design is unique 

because the engine is also held level, 
allowing for proper lubrication at all 
times. The tractor's weight distribu-
tion remains constant over the drive 
wheels for exceptional traction and 
balance. 
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New long-range gun 
reaches the tall trees 
A new longer-range tree spray gun 
from Spraying Systems Co. has an ef-
fective range of over 75 feet. 

It is designed for large shade trees 
or along roadsides requiring max-
imum throw and safety. 

"The gun is designed to be very 
operator-oriented," says Dr. Stephen 
Pearson, technical service manager. 
"A staged valve opening and front 
handle spray patter adjustment allow 
operators to maintain spray accuracy 
at all times." 

A new "low kick-back" design gives 
operators total control of the gun and 
minimizes the risk of accidental expo-
sure. 
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16-foot swath mows 
down the big jobs 
Jacobsen's HR-15 mower has a cutting 
width of nearly 16 feet. 

Jacobsen calls the HR-15 the only 

mower with hydraulic rotary decks or 
Jacobsens fine-cut flail decks. Available 
in either hydrostatic or manual trans-
mission. 

The HR-15 is powered by an 80-hp 
Perkins diesel engine, and a design 
proven durable by years of use in the 
field. Its three 72-inch decks are inter-
changeable for quicker servicing and 
lower maintenance costs. 

Easy to operate, with adjustable seat, 
power steering, and cruise control on 
hydrostatic transmission models. 
Circle No. 213 on Reader Inquiry Card 
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EDUCATIONAL OPPORTUNITIES 

FREE CATALOG of educational training vid-
eotapes. Over 50 titles including Irrigation, 
Pesticides, Safety, Pruning, Tool Use, Plant Selec-
tion, Soils and Planting, Turf Management, 
Xeriscape, IPM. Money Back Guarantee! VEP -
Cal i fornia Polytechnic State Universi ty . 
1-800-235-4146. 12/90 

GRAYSON COLLEGE, Denison, Texas. Two-year 
technical program in Golf Course and Turfgrass 
Management. 18-hole golf course on campus. 
Dormitories, placement assistance, financial aid 
and scholarships available. Contact: GCC, 6101 
Grayson Drive, Denison, TX 75020.214-465-6030, 
extension 253. 12/90 

BUSINESS OPPORTUNITIES 

HOW TO EARN UP TO THREE HUNDRED DOL-
LARS PER HOUR IN LAWN RENOVATION. 200 
pages. $39.95. HOW TO EARN AT LEAST 60 DOL-
LARS PER HOUR MOWING GRASS...AND STILL 
BE THE LOW BIDDER. $29.95.195 pages. Written 
by contractor with 15 years experience. GOMC, 
Rt. 1 Box 19D, Sulpher, KY 40070. VISA/MC. 
(502)499-9031. 12/90 

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. 9/91 

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

CURB KING: Curbing machine that lays continu-
ous concrete landscape borders. $2,695. Low in-
vestment, high returns. For information call 
303-434-5337 or write P.O. Box 40567, Grand 
Junction, CO 81504. 3/91 

WANTED 

Wanted: Gang Mowers. Jacobsen or Toros, any 
condition, priced accordingly. Also need Greens 
Mowers and Nationals, etc. 313-653-5695. 12/90 

HELP WANTED 

LANDSCAPE OPERATION MANAGER: Rapidly 
growing, full service landscape company seeking 
an honest and enthusiastic manager. This position 
requires exceptional organizational abilities and 
extensive knowledge of the landscape industry. 
5-10 years of experience and a BS in Horticulture 
desirable. Excellent opportunity and competitive 
salary. For consideration, send resume to: 5667 
Blue Pine, Cincinnati, OH 45247. EOE. 12/90 

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. TF 

Assistant Supervisor of Arboriculture. Super-
visory position assisting with planting and mainte-
nance of city streets and park trees. Supervises 
twelve employees. Salary: $21,509 to $25,311. 
Send resume to Bill Diedrichs, 705 E State Blvd., 
Fort Wayne, IN 46805. 12/90 

LANDSCAPE MAINTENANCE PRODUCTION 
MANAGER: Rapidly growing Central Florida 
Landscape firm seeking an experienced produc-
tion manager with strong people and organiza-
tional skills. Experience with large commercial 
accounts and a sincere desire to build a business 
based on customer service a must. Strong Salary 
and Benefits. Must relocate to Orlando. Send re-
sume to: Mr. Khalsa, 1174 Florida Central Pkwy., 
Longwood, Florida 32750. 1/91 

MANAGER (Owner/Manager) for landscape main-
tenance branch office in San Antonio, TX. You will 
be managing all aspects of new office (We will be 
starting with a significant customer base). You will 
have profit responsibilities and a great deal of 
latitude with customers/employees. Starting sal-
ary range is 20-26K* plus benefits. Successful 
candidates will receive significant ownership of 
branch (30-60%) within 18 months. Must possess 
demonstrated success and management skills in 
the following areas: Employees, customers (pro-
spective customers) and equipment. You need to 
have a desire and ability to make things look good 
and willingness to sacrifice to obtain satisfied cus-
tomers and excellent looking properties within 
reasonable budgets. You will be affiliated with a 
company who enjoys an excellent reputation and 
demonstrated abilities who will endeavor to pro-
vide substantial support. However, this is very 
much a "sink-or-swim" type position. Send letter 
describing how you fit these criteria with resume to 
Manager, Post Office Box 15391, Austin, TX 78761. 
(•Attention East and West Coasters: You can pur-
chase a very nice 2,000' home for 70-90K in this 
area). 12/90 

SALE-DESIGN-ESTIMATING a large high quality 
service oriented site construction corp. is looking 
for a highly motivated individual to join our team. 
Must have construction background, excellent 
communication skills, and a professional manner 
and appearance. Benefits and pay are commen-
surate with ability and experience. Send resume to 
Decorative Paving Co., 33 W. 518 Fabyan Park-
way, West Chicago, IL 60185. 3/91 

LANDSCAPE MAINTENANCE TRAINEE: Resi-
dential design/build landscape contractor is seek-
ing a career-minded individual to become part of 
our l andscape m a n a g e m e n t t eam. Re-
sponsibilities include: maintenance of our land-
scape installations, warranty service and 
customer service. Knowledge of plant material 
helpful. Experience and/or education in hor-
ticulture or landscape maintenance helpful, but 
not necessary. Little or no mowing. 4-5 day work 
week, good pay with benefits. Send resume to or 
call: Garden Gate Landscaping, Inc., 821 Norwood 
Road, Si lver Spr ing , M a r y l a n d 2 0 9 0 5 . 
(301)924-4131. 1/91 

LANDSCAPE MAINTENANCE FOREMAN: Full-
time, year-round career opportunity for individual 
with the right combination of education and expe-
rience in machinery use, technical expertise and 
knowledge of pests and diseases. Salary negotia-
ble. Thornapple is a well regarded, quality oriented 
firm serving commercial accounts throughout the 
Chicago area. Send confidential inquiries, re-
sumes and salary requirements to: Thornapple 
Landscape Maintenance, P.O. Box 626, Geneva, 
IL 60134. Attn: Steve Pease. (708)232-7050. 12/90 

LANDSCAPE DIVISION MANAGER: Well estab-
lished, rapidly growing company seeks individual 
to take over for retiring manager. Individual must 
be able to run both a maintenance and a planting 
division simultaneously. Requires exceptional or-
ganizational/management skills as well as com-
plete command of plant mater ia ls and 
maintenance techniques. For consideration con-
tact David Gorter, 855 Skokie Highway, Lake Bluff, 
IL 60044. 708-615-0800. 12/90 

W A N T E D - M A N U F A C T U R E R S REPRE-
SENTATIVES AND DISTRIBUTORS - to represent 
a line of high quality hydroseeding tackifiers. For 
more information, contact PRSM, Inc. at 
(215)430-3960. 2/91 

Landscape Supervisor: Established Michigan 
Contractor looking for self-motivated individual 
with 5 years minimum experience to manage 
crews and oversee landscape installation. Send 
resume and salary requirements to: DeAngelis 
Landscape Incorporated, 22425 Van Horn Road, 
Woodhaven, Michigan 48183. EOE. 12/90 

CAREER OPPORTUNITY 
Arborist/Salesperson - Terrific oppor-
tunity in the San Francisco Bay area sell-
ing large tree management programs. 
Responsible for over $1,000,000 worth 
of accounts. Must have good tree knowl-
edge & background. Need solid people & 
organizational skills. Computer knowl-
edge a plus, but will train. Salary, com-
mission, car & benefits. 

Please send confidential resume to: 
Arbor Care 
825 Mabury Road 
San Jose. CA 95133 

or Fax # (408) 437-1817 

"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. Jeff 
Brower, Joe Dalton, Bob Zahra, CPC." TF 
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To the Suppliers listed below 
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Green Industry Expo 
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AGMA Inc F D Kees/Snapper Ransomes Inc. 
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FOR SALE 

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 mulch and sup-
plies for hydro-seeders. Quality Elite Bluegrass 
Sod. Call us! (513)642-7487. 13600 Watkins Rd., 
Marysville. OH 43040. TF 

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 

Finn Hydroseeders, Mulch Spreaders, Krimpers, 
Pit Burners, Fiber Mulch & Tackifiers. New & Used. 
Wolbert & Master, Inc., P.O. Box 292, White 
M arsh, M D 21162,301 -335-9300,1 -800-234-7645. 

TF 

FINN HYDROSEEDER: 1500 gallon. 80 HP diesel, 
hose reel, and accessories. $9000. negotiable. 
Salisbury, Maryland. 301-749-8994. 12/90 

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 Kits, Remote Air Cleaner Kits, heavy duty Car-
riage Side Plates. We repair and rebuild hydraulic 
pumps and motors for your Spyder. Same day 
service. Call or Write: Mobile Lift Parts, Inc., 5402 
E d g e w o o d Rd. . Crys ta l Lake , IL 60012 . 
815-455-7363; 1-800-397-7509. 1/91 

FOR SALE: Northwestern Indiana sod business 
serving the Chicago and Indianapolis markets. In-
cludes all rolling equipment, buildings, irrigation 
and 1 1/2 million yards of harvestable sod on 530 
acres. A profitable well established business. Call 
or write WILLE & STIENER REALTORS, P.O. Box 
290, Crown Point, Indiana 46307. Attention: Gil 
Stiener. Phone (219)663-2990. 1/91 

4500 PRINCETON FORK LIFT, diesel engine, 2 
years old, used in sod operation, low hours, dealer 
maintained, new tires and paint. Call Chris for 
more information. Canadian Valley Turf, Spencer, 
OK 405-771-5122. 12/90 

1978 Chevy C-60, 800 Gallon Tank W/Pump and 
Hose. Ready to spray. Call Steve at 918-258-3566. 
Price $3,900 or best offer. 12/90 

ZOYSIA MEYERS Z-52 SOD OR SPRIGS. EXCEL-
LENT QUALITY DELIVERED ANYWHERE AT 
REASONABLE PRICES. ALSO ROW PLANTING 
AVAILABLE. DOUBLE SPRINGS GRASS FARM, 
SEARCY, AR. 1 -800-458-4756. TF 

FOR SALE - HYDROSEEDER • FINN TITAN 3000: 
Very good condition. John Deere diesel engine 
with 800 hours. Mounted on a 1978 Mack 685. 
$32,000.216-539-4450. 12/90 

NEW AND USED BROUWER EQUIPMENT: 
Mowers - VACS - Fork Lifts - Harvesters - and full 
line of replacement parts. Contact Glenn or Ed 
Markham at 1 -800-458-3644. TF 

BENT GRASS available for immediate pick-up or 
delivery. For information call Jade Run Turf and 
Sod Farm: 800-332-1220. 12/90 

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 
P a r k w a y , Akron , OH 4 4 3 1 9 . Cal l col lect 
(216)724-1266. TF 

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

REPS WANTED 

Sales Representative: Great opportunity for ener-
getic, self-motivated individual for full time sales. 
Interesting and challenging work in So. California 
for a distributor of specialty agricultural chemicals. 
PCA license and/or degree in biological science 
required. Turf/landscaping experience preferred. 
Excellent company benefits. EOE. Non-Smoking. 
Send resume: P.O. Box 1117, Cerritos, CA 90702. 

12/90 

REP WANTED: Producer of 100% organic soil 
conditioner, needs rep working in AR, OK, TX, MO 
&TN area. Call Jim Tucker 501-374-3110. P.O. Box 
141, North Little Rock, AR 72115. 12/90 

USED EQUIPMENT 

Husler zero turning radius mowers: 2-Model 251 
18 hp 50" deck, Model 272 23 hp 72" deck, Model 
305D diesel 20 hp 72" deck, Model 262 18 hp 60" 
deck, Model 400 Rangewing 24 hp 1-72" deck, 
2-40" decks, Model 400 D 24 hp 72" deck. 
'Mowers only in operation 2 seasons and have 
been completely renovated for a new season. 
Owner highly motivated to sell. Call Mr. Khalsa. 
407-831-8101. 1/91 

FOR SALE: Powerline lease wholesale NSY/AG 
use. 5.25 acres usable. Long Beach, California, 
near (3) freeways. Has reclaimed water available. 
Asking price $26,250. Call Dave 714-995-0100. 

12/90 

Super Lawn growing mat is imbedded with high 
quality grass seeds. Rolls 5' X 50' - 250 sq. ft, 
$45.50. Weight 30 pounds. Wild flower growing 
mat imbedded with 20 varieties of wild flower 
seeds. Rolls 21/2" X10' = 25 sq. ft., $9.95. Weight 
3 pounds. Call 1-800-321-6888. 12/90 

NO-DRIFT CHEMICAL APPLICATOR 
Now apply chemicals on / 
windy days! Sizes range 
from 30" to 72". Send for * 
free packet with com-
plete parts information 
and prices. 
DANVILLE INDUSTRIES (316) 962-5292 
Box 12 • Danville. KS 67036 1 (800) 662-4212 

SOD blends of four bluegrasses or bluegrass and 
perennial ryegrass blends shipped via our trucks 
within 300 miles of Pittsburgh. Penncross bent 
sod shipped within 1,000 miles of Pittsburgh. Vic-
nor Farms, Connoquenessing, Pennsylvania 
16027.412-789-7811. 12/90 

5 CTL Turf-runner 1900D Mowers with 6' decks. 
Kubota diesel engines. These are commercial ma-
chines. (405)853-2253, (405)853-2551. 12/90 

Bulk bark mulch and woodchips, hardwood, pine, 
and cypress, lumber, timbers, stone products. 
Many other landscape and nursery supplies. Ex-
press delivery, UPS, next day shipment. LAND-
SCAPE SUPPLY HOTLINE! Garick Corporation 
and L a n d s c a p e r s W h o l e s a l e Inc. , O H I O -
1-800-631-1395, U.S.A.-1-800-322-7770. 12/90 

TOP SOIL SCREENER: RD 40-A Screenall 700 
Hrs, 1988 model, 4 sets of screens. Well main-
tained. $35,000. Phone (906)482-1349 after 5:00 
p.m. Ask for Paul. 12/90 

BUSINESS FOR SALE: After 35 years and an ill-
ness we are forced to sell our pride and joy, our 
well established and profitable Landscape Busi-
ness. We are located in the fastest commercial 
growth area in the nation. Our business caters to 
Commercial, Industrial and Corporate Headquar-
ters only. Our location is in the Northern Illinois 
Area and have a well established clientele of some 
225 accounts. We specialize in Landscape De-
sign, Construction, Maintenance, Service to Trop-
ical Plants, Irrigation Systems, Tree Service and 
other general related services. All inventory, 
equipment, land and building will be sold. We will 
stay on to assist incoming ownership. We can 
arrange for easy terms. Our Office Personnel, 
Crews, Foreman and Sale Staff will stay on with 
the new owner. Asking price is approximately $1.5 
Million, only interested parties should respond. 
Send all inquiries to: LM Box 483. 1/91 

High quality professional horticulture training 
videos. 100% satisfaction guaranteed! Call or 
write for a free color catalog. San Luis Video Pub-
lishing, P.O. Box 4604, San Luis Obispo, CA 93403 
Tel: (805)545-5426. Fax: (805)545-5423. 1/91 

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 

Two Vermeer Tree Spades: *T-44 on C-30 '82 
Diesel Chevy, Like New $11,500. *T-66 on C-65 '73 
Gas Chevy, $11,000. (405)842-7177. TF 

Roker 40'' Tree Spade - $3,800. Hydrobrute 30" 
Tree Spade - $2,500. All in good working con-
dition, ready to go to the field. CLOVERDALE 
NURSERY, Boise, ID (208)375-5262. 12/90 

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

BUCKET TRUCK: Hi Ranger 65', 57', 50'. Sky-
workers with chip boxes. Asplundh bucket trucks 
with chip boxes. Asplundh brush chippers. Bean 
55 gal. sprayers. Pete Mainka Enterprises, 633 
Cecilia Drive, Pewaukee, Wl 53072.414-691-4306. 

TF 

BUCKET TRUCKS, Straight Stick, Corner Mount 
and Knuckle Boom Cranes. Brush Chippers - New 
Asplundh (Morbark Disc Type), New Asplundh 
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, Hat-
field (Philadelphia Area) 215-721-4444. TF 

SERVICES 

ATHLETIC FIELDS renovated and resodded, 
stripped, tilled, fertilized, soil amendments added, 
graded and sodded. $20,000 plus or minus 20% 
within 150 miles of Pittsburgh. Vicnor Farms, Con-
n o q u e n e s s i n g , P e n n s y l v a n i a 1 6 0 2 7 . 
412-789-7811. 12/90 



KeepAGreat 
Thing Growing 

AMERICA 
TREE CITY USA 

All across America hundreds of cities, large and small, 
are j o i n i n g a g r o w i n g m o v e m e n t . . . T r e e City USA. 
From Manchester, Maine, to Pacific Grove, California, 
people are planting and caring for trees. 

What is Tree City USA? It is a national urban forestry 
program des igned to make every c o m m u n i t y a better 
place in which to live. It is a proven program where 
American cities and towns are given the gu ide l ines for 
effective urban forestry management . 

Be a part of this growing movement. Join New York, 
Chicago, Anahe im, Greenleaf and Broken Bow and 
support Tree City USA where you live. 

For more information, write: The National Arbor Day 
Foundation, Nebraska City, NE 68410. 

The 
, National 
'Arbor Day 
Foundation 
Nebraska City, Nebraska 68410 

TREE CITY USR 
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PROBLEM MANAGEMENT 
Managing gall on ornamentals 
Problem: How is the crown gall problem managed on 
ornamental plants? (Pennsylvania) 

Solution: Crown gall is a bacterial disease caused by 
Agrobacterium tumefaciens. These galls are usually 
formed on roots, lower stems and lower branches. 
Severely infected plants may decline and eventually 
die. 

The bacterium (pathogen) enters the susceptible 
plants through wounds , which may resul t f rom 
transplanting, cultivating, pruning, insects, animals, 
etc. 

To manage the problem, the following guidelines 
might be helpful: 

• Avoid wounding susceptible plants at or near 
the soil line. 

• Selectively remove infected plant parts when 
dry and disinfect pruning tools with Lysol or 10 per-
cent household bleach between each cut to mini-
mize disease spread. 

• Remove severely infected plants promptly. 
• Avoid planting susceptible plants such as apple, 

pear, brambles, euonymus, forsythia, Russian olive, 
grape. P lan t s s u c h as h e m l o c k , l i nden , hol ly , 
hornbeam, pine and spruce are known to be resis-
tant. 

• Chemical control: Galltroll-A and Gallex are 
two products from Ag Biochem, Inc. in Orinda, Calif., 
which are registered for use on several plants. Gall 
troll is a biological control material for crown gall 
management. This is used as pre-plant dip in green-
houses and nurseries. Pre-existing galls are not con-
trolled with this material. 

Gallex is recommended for eradicating existing 
crown galls. This material is painted on exposed 
galls, cut surfaces and nearby healthy tissue. Large 
galls should be removed prior to treatment. If new 
galls are found after four to six months, repeat treat-
ment as needed. 

Removing tall fescue 
Problem: Could you tell us how we can selectively 
remove tall fescue from established lawns? (Ohio) 

Solution: A product called Lesco TFC dispersible 
granule turf herbicide from Lesco, Inc. is labelled for 
spot t reatment to manage tall fescue. At rates of 2.76 
to 5.33 oz. per acre, tolerant turf species such as 
K e n t u c k y b l u e g r a s s , b e n t g r a s s , f i n e f e s c u e , 
bahiagrass and bermudagrass show little phytotox-
icity. 

Spray to wet the foliage of unwanted tall fescue 
and avoid contacting this product on nearby orna-
mentals. Over-application may cause injury to desir-
able grasses. Application can be made in spring or 
fall when growth is active and desirable turf is not 
under stress. Fall t reatment is preferred over spring. 

Apply when the soil temperature is about 40°F or 
more. Yellowing of c lumps will take one to three 
weeks and control can be expected in four to eight 
weeks. 4 9 4 

After t reatment the material translocates to grow-
ing points , p r e v e n t s cell d iv is ion, and inh ib i t s 
growth. Yellowing and reddening gradually devel-
ops before dying. From the fall applications tall fes-
cue plants may or may not die that same season. 
However, they will show discoloration in fall and die 
in spring. 

Reports indicate that the product can adversely 
affect ryegrass and in some situations, it can kill. 
Therefore, be careful when dealing with lawns con-
taining ryegrass. 

If it is used properly, Lesco TFC Herbicide can be a 
very good alternative to digging or using non-se-
lective herbicides such as Roundup for tall fescue 
control. Read and follow label specifications for good 
results. 

Black spots in maples 
Problem: We are seeing a number of maple trees de-
veloping black spots. These are slightly raised. Until 
mid-August, these were not seen; however, suddenly 
around mid-August we received several calls from 
our clients. What is the problem? What can be done to 
manage this? (Ontario, Canada) 

Solution: Based on your field observation of the fo-
liar symptoms, the problem you are referring to is 
called tar spot fungal disease caused by Rhytisma 
acerinum. This year in August I have seen this prob-
lem on maple in the Buffalo, Rochester and Niagara 
areas. 

The fungi overwinter as immature fruit ing bodies 
in the spots on fallen leaves. In spring the fruit ing 
bodies mature and release spores which spread to 
susceptible maples. The fungus grows inside the leaf 
tissue and produces thick, tarlike, irregular shining 
spots on the upper side of leaves. These spots are 
slightly raised from the other areas of leaves. Fruit-
ing bodies of the fungus develop inside these thick 
areas (called stroma) during summer . 

Tar leaf spots generally don't affect the health of 
the tree. The major problem is aesthetics. If the dis-
ease is severe the following spring, consider applying 
fungicides such as maneb, mancozeb, zineb, fixed 
copper or Bordeaux mixture. Make the first applica-
tion at budbreak and repeat two to three at 10- to 14-
day intervals. 

Fert i l iz ing affected t rees wi th a s low-release 
source of fertilizer and deep root delivery system 
would also help improve the plant health and vi-
tality. LM 

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

Questions should be mailed to Problem 
Management, LANDSCAPE M A N A G E M E N T , 
7500 Old Oak Boulevard, Cleveland, OH 
44130. Please allow 2-3 months for an an-
swer to appear in the magazine. 

29042 



with HYDRO-POWER 180 

EASY-FOLDING 
CUTTING UNITS FOR 

TRANSPORT 
YEAR-ROUND 
VERSATILITY 

Your search for a high capacity mower encompassing 
a one man operation is now concluded. The Hydro-
Power 180 with its 15 foot hydraulically driven rotary 
mower has a mowing capacity of up to 11 acres an 
hour while incorporating rear wheel steering for 
maximum maneuverability. Cutting units are designed 
for maximum floatation and may be used individually 
or in any combination of the three. 

A foot pedal controlled hydrostatic transmission 
affords variable mowing speeds as well as transport 
speed to insure maximum travel time between the 
job sites. The Hydro-Power 180 offers year-round 
versatility with a 2-stage, 73" snow blower and 
heated cab. ^ ^ ^ ^ ^ 

[ H M D P M C E I 18155 Edison Avenue 
Manufactured by LEiJRF̂ flUIPMENXJ Chesterfield, Mo. 63017 



it around! 
Introducing Tribute — another great tall fescue from 
the people who brought you Rebel. Tribute shares many of 
the same qualities as Rebel II: 

• Attractive dark green color 
• Fine-leafed, dense growth 
• Minimal thatch buildup 
• Improved heat and drought tolerance 
• Resists Fusarium Blight Syndrome 
• Well-adapted for shade use 
• Withstands foot traffic better 

than Kentucky bluegrass 

Good looks, high performance and low maintenance. 
Tribute is the terrific new tall fescue from Lofts. 

L i 
LOFTS 

Lofts Seed Inc. 
World's largest marketer of turfgrass seed 
B o u n d B rook , NJ 08805 
(201) 356-8700 • (800) 526-3890 • (800) 624-1474 (NJ) 

Tribute was named to honor the memory of Peter S. Loft. 
Royalties from sales of Tribute will be donated to the Peter 
Selmer Loft Memorial Scholarship Fund in support of 
turfgrass education. 

Circ le No. 111 o n Reader Inquiry Card 

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

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

Lofta/Qraat Western 
Albany, OR 
(503) 928-3100 or 
(800) 547-4063 

Lofts/Ohio 
Wilmington, OH 
(800) 328-1127 
(513) 382-1127 

Sunbelt Seed 
Norcross, GA 
(404) 448-9931 
(800) 522-733C 

To locate the Lofts' distributor nearest you, call 
(800) 526-3890 (Eas te rn U.S.) • (800) 547-4063 ( W e s t e r n U.S.) 


