
APRIL 1992 '$3.00 

INCORPORATING LAWN CARE INDUSTRY 

Niemczyk, Cobb 
on insect control 

The magic of mulch 

Estimating II: 
Project take-offs 
i t # 



Penncross for tees. Penneagle for fairways. PennLinks for greens. 

Every day they spike your greens, 
scoop divots from your fairways 

and tear up your tees. 

Give them what they deserve. 

Give them perfection. 
Give them the'Venn Pals' 

creeping bentgrasses from Tee-2-Green. 
Circle No. 135 on Reader Inquiry Card 

PO Box 250, Hubbard, Oregon 97032 USA 800-547-0255 FAX 503-651-2351 



LANDSCAPE 
MANAGEMENT 

is a proud member of these 

green industry professional 

organizations: 

Assoc ia ted Landscape Cont rac tors of 

Amer i ca , 405 N. Wash ing ton St., Fal ls 

Church, VA 22046; (703) 241-4004. 

American Sod Producers Association, 1855-

A Hicks Rd., Roll ing Meadows, IL 60008; 

(708) 705-9898. 

Golf Course Superintendents Association of 

America, 1421 Research Park Dr., Lawrence, 

KS 66049-3859; (913) 841-2240. 

International Society of Arboriculture, P.O. 

Box 908, Urbana, IL 61801; (217) 328-2032. 

International Turfgrass Society, Crop & Soil 

Env i r onmen ta l Sc iences , VPI-SU, 

Blacksburg, VA 24061-0403; (703) 231-9796. 

National Arborist Association, The Meeting 

Place Mal l , P.O. Box 1094, Amherst, NH 

03031-1094; (603) 673-3311. 

National Golf Foundation, 1150 South U.S. 

Highway One, Jupiter, FL 33477; (407) 744-

6006. 

Ohio Turfgrass Foundat ion , 2021 Coffey 

Rd., Columbus, OH 43210; (614) 292-2601. 

Professional Lawn Care Assoc ia t ion of 

America, 1000 Johnson Ferry Rd., NE, Suite 

C-135, Marietta, GA 30068-2112; (404) 977-

5222. 

Respons ib le I ndus t r y for a S o u n d 

Env i r o nmen t , 1155 15th St. N W , 

Washington, D.C. 20005; (202) 296-6085. 

AS WE SEE IT 
RON HALL, SENIOR EDITOR 

Next stop: 
Capitol Hill 
Monday a.m., Feb. 24. 

The bus creeps out of New Haven while 

the town sleeps; even the southbound traf-

fic on 1-95 is sparse and drowsy. 

It's 5:15 a.m. and Washington D.C. is a 

far piece down the road. So, who can be 

chipper so early? Not even Paul 

McDonough. And he brought the coffee. 

The driver's a pro; you can see that. As 

much emotion as he shows, this could be 

a drive in the park for him, except he's a 

bit concerned about New York City. He 

wants to enter and escape that city's orbit 

before the commuters get a chance to tie 

themselves into knots. 

Bridgeport. Norwalk. Stamford. The 

bus gobbles up Connecticut in a hurry. It's 

a small state—even for a small state. 

The morning finally gains a foothold 

on a wintry sky that looks like somebody 

tried to smudge it out with a dirty eraser. 

New York's skyscrapers grow, then shrink, 

then dissolve into rain and lowering 

clouds. Uhm, that's easy. 

Hello New Jersey; good-bye New 

Jersey. 

Philadelphia, you We looking kinda 

grey, kinda solemn this morning. 

The riders' spirits, buoyed by box 

lunches packed aboard by Lesco, rise. 

The 26 Connecticut lawn care company 

owners and managers are at the door to 

the Hotel Washington before noon. 

They're almost cheery. Sandoz supplied 

the bus. DowElanco is preparing a tasty 

spread for them and other lawn care pro-

fessionals arriving to participate in 

PLCAA's "Day on the Hill '92." 

In all, 130 lawn care business owners 

and managers show up, most from mid-

Atlantic and mid-east states. The Conn-

ecticut contingent, the one that comes by 

bus, is the largest from any one state. 

Tuesday, 9:30 a.m. February 25. 

Sen. Joe Lieberman doesn't arrive right 

away. When he does walk into his own 

office, his eyes widen. His lips seem to 

form the words—"Oh, my God!" But he 

doesn't say it. 

His surprise is evident. At least to some 

of the 26 lawn care professionals zippered 

into his office on this raw, drizzly Tuesday 

morning, yes, he seems surprised. Maybe 

even a little amused. 

Lieberman (D-Conn.) regains his com-

posure and smiles broadly. He comments 

about how unusual it is for his con-

stituency to arrive in mass (or something 

very much like that). 

But, for whatever reason, he's in fine 

mettle, downright genial. 

Is this the same Sen. Joe Lieberman 

that took the chemical lawn application 

industry to task on Capitol Hill last May? 

(And may or may not do so again this 

spring.) You bet. 

The same Sen. Lieberman who pro-

posed legislation to—what many in the 

lawn care industry insist—hamstring 

chemical lawn applications? You bet. 

But, his demeanor on this Tuesday 

morning is saying—these are constituents 

and business people, people I represent. 

Several of the lawn care professionals 

outline their concerns. Conversation is 

abbreviated. Pointed. Polite. 

Lieberman is attentive, inquisitive, but 

he makes no promises. 

Tuesday evening. 

Conversation from the tired riders is 

muted, but upbeat. They went to the capi-

tal to convine lawmakers of the impor-

tance of their work. In the process, they 

receive an education of their own. 

It's been a long couple of days; miles of 

walking, a pow-wow with an aide to Sen. 

Christopher J. Dodd (D-Conn.), and meet-

ings with several U.S. Representatives and 

their staff members too. 

The headlights of the northbound bus 

slice through the drizzle of the moonless, 

starless night. 

New Haven, next exit. 

Professional Grounds Management Society, 

10402 Ridgland Rd., Suite 4, Cockeysville, 

MD 21030; (301) 667-1833. 

Sports Turf Managers Association, P.O. Box 

98056, Las Vegas. NV 89193-8056; (702) 

739-8052. 

Tu r f and O r n a m e n t a l C o m m u n i c a t o r s 

Association, 8500 Normandale Lake Blvd., 

Suite 1200, Bloomington, MN 55437; (612) 

831-8515. 



In the South, where weeds are a 

problem most of the year, you don t 

get much of a break from using herbi-

studies show it doesn't harm root 

systems. So Southern turf stays 

strong and healthy. 

And Surflan lasts up to a month 

longer than other herbicides. Just two 

or three applications gives you year-

round control of more than fifty weeds, 

including goosegrass, crabgrass and 

Poa annua. That can help you put 

less chemical into the environment. 

Surflan is also very gentle on 

off-target plants. In fact, it can be 

People use a 
herbicides. Mila usually 
cide. So the milder your herbicide is 

to turfgrass, off-target plants and the 

environment, the 

better off you are. 

That's why you 

should seriously 

consider Surflan* 

herbicide for 

your weed 

control program. 

How To Keep Weeds 
From Sneaking Up On You. 
University studies show crabgrass 

and goosegrass germinate when soil at 

2" reaches the following temperatures 

for three consecutive days: loam 50-

52°F, heavy wet clay 53-57°F, sand 49-

51° F Measuring soil temperature allows 

you to predict germination, and time 

your herbicide application for 

maximum control. 

Soil Thermometer 

Surflan is very mild on all warm 

season grasses. When used properly 

on established turf, university 



sprayed over the top of delicate 

ornamentals. So there's 

virtually no risk to 

nearby shrubbery, trees 

Surflan stays where you put it 
Even in heavy rainfall, it resists 
leaching into groundwater. 

jot of words to describe 
isn't one of them. Our 44-page book, The Turf 

Managers Guide To Respon-

sible Pest Management can 

tell you more. It contains compre-

hensive "how to" information you 

can use to control weeds more effi-

ciently. It also gives you step-by-

step tactics you can use to control 

Bermudagrass Zoysiagrass St Augustinegrass 

insects and turf diseases more 

effectively and responsibly. If you'd 

like a copy, just return the coupon 

or call our toll-free number. 

Words can't describe how helpful 

you'll find it. 
Send me the following 
Management Guide(s): 

• Cool Turf 
• WirmTurf 
• Landscape and Nursery 
Mail To: DowElanco 

Box 3 0 6 4 
Cedar Rapids. IA 52406 
1-800-729-3693 ext 2492. 

Name _ 

Company-

Address 

C i t y . S t a t e . 

7 . in_ _ Phone ( . 

The chemistry is right." 
Surflan is available as a sprayable or on fertilizer. 

Not labeled for use on greens. 
•Trademark of DowElanco. ©1992 DowElanco 

or flowers. Surflan is available 

as a sprayable and on 

fertilizer. If you prefer a 

granular form, there's 

XL* herbicide (it contains 

the same active ingredient 

as Surflan). 

You can put it down 

at the full rate, or use split appli-

cations to spread the load over 

the season. Either way, you'll get 

good results. 
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8 Cover story: 
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Company execs learn the hard way the importance of 

safety programs and insurance claims management. 

For LCOs, a clean-up insurance plan lets even the 
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at a reasonable price. 

Terry Mclver 
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ASK THE 
EXPERT 

DR. BALAKRISHNA RAO 

When to plant evergreens 
Problem: When does the planting season for evergreens like pines 
and spruce begin? How late can we plant in the fall? (Michigan) 

Solution: Generally, evergreen planting can be started as soon as 

the early summer growth has become hardened. Plant pines and 

spruce when the annual growth is complete and has hardened, and 

the terminal buds are firmly set. During dry periods, it is better to 

wait until there is some good rain and soil moisture, usually in 

early September. 

Most of the plantings should be performed from late summer to 

early fall or from early September to late October. Planting would 

be risky after this time because of potential injury to plant parts 

from exposure to low temperature. Evergreens such as rhododen-

dron and azaleas should not be planted after the above planting 

periods. These fall planted plants require sufficient care and proper 

follow-up to ensure good recovery from transplanting shock. 

Provide proper water and mulch. 

As a general rule, plant about six to eight weeks before the soil 

temperature reaches 40° F in the fall. It would be risky to plant 

without having sufficient periods of warm soil temperature for 

proper root development and recovery. 

With proper plant health care, you could plant until the end of 

October. Remember that different plants respond differently to 

planting. Most plants do better and are easier to transplant in the 

spring. Some others do better when planted in the fall. Late planted 

perennials should be covered with 2 to 3 inches of mulch after the 

ground freezes. 

Minimizing herbicide residue 
Problem: In a res ident ia l property, a large number of shrubs and 
p lan ts l i ke rhododendron and a z a l e a s w e r e showing injury f rom 
lawn-appl ied herbicides. Symptoms appear to be caused by 2 ,4 -D 
and/or d icamba- l ike mater ia l . Is there anything we can do now to 
min imize the injury f rom possible res idue in t h e so i l . Secondly , 
what can be done to the fo l iage? (North Carolina) 

Solution: Improperly-applied lawn herbicides containing 2,4-D and 

dicamba mixtures can affect non-target desirable plant materials in 

the landscape. 

The extent of damage may vary depending upon the rate, formu-

lations of herbicide (amine vs. ester) and species involved. To deter-

mine whether the soil has residual herbicide, a soil test would be 

beneficial. In addition, plant a known number of radish seeds in the 

suspected areas for a bioassay. If there is any soil residual of sus-

pected herbicide, the seeds will either not germinate or the 

seedlings will show growth distortion. 

If possible, plant seeds in an unaffected area for comparison. If 

herbicide is present, incorporating activated charcoal into the soil 

would be beneficial. This material may be difficult to incorporate 

into soil near established trees. In this case, injecting activated 

charcoal using a liquid fertilization technique may be useful. 

Prune and discard already affected plant parts. The new growth 

may not show the symptoms if the soil does not contain high doses 

of herbicide. Often the affected plant parts can be left alone if 

growth distortion is not objectionable. The herbicide will gradually 

break down in plant tissues and not cause permanent injury. 

Medicaps and vascular systems 
Problem: Can medicaps damage the vascular system of trees? 
(Missouri) 

Solution: Medicaps implantation can cause some internal tissue 

injury. I have seen cross sections of treated trees showing extensive 

bluish-black discoloration of wood, suggesting the possibility of 

injury to xylem tissue. However, we seldom see adverse effects on 

the tree crown. 

If the plant is suffering from iron deficiency, the risk of losing 

that tree from iron starvation is more likely than losing the tree 

because of injury from medicaps. It is true that whenever we drill 

holes to implant medicaps, we can see injury. 

We need to compare the risk vs. the benefit to the tree. Ideally, 

trunk implantation is used to correct an existing nutrient deficien-

cy followed by soil treatments to prevent a reoccurence. 

On pH adjusting methods 
I appreciate readers' comments in response to my request in the 

November issue. Regarding pH-adjusting comments we ran in the 

February and November 1991 issues of LANDSCAPE MANAGEMENT 
magazine, we received the following comments from Dr. Walter S. 

Barrows, a consultant from California:"Use 5 lb. soil sulfur per 100 

sq.ft. or 2-1/2 cubic yards of soil to lower 0.5 pH point over time. Or 

use aluminum sulfate at 1 lb. per 100 sq.ft. Soil must be leach-

able. " 

As I indicated in previous months, / am not familiar with these 

recommendations to lower or buffer the pH. Those who are inter-

ested in this should try this on a small scale and learn more about 

it before using in many areas. 

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

Questions should be mailed to "Ask the Expert, " LANDSCAPE MAN-

AGEMENT, 7500 Old Oak Blvd., Cleveland, OH 44130. Please 

allow two to three months for an answer to appear in the maga-

zine. 



WHEN YOU'VE GOT GRUB 
CONTROL THAT'S THIS GOOD, 

WHY NOT SPREAD IT AROUND? 

When it comes to grub control, 
there's nothing faster or more 
effective than DYLOX Insecticide. 

Now, thanks to DYLOX 6.2 
Granular Insecticide, there are 
two great formulations of DYLOX 
to tackle tough grub problems. 

DYLOX gives you the fast-
acting protection 
you've come to 
depend on, and 
now the granular formulation 
makes it even easier to use. 

So find out more about DYLOX 
80 Turf and 
Ornamental 
Insecticide and 
DYLOX 6.2 
Granular today. 

©1992 Miles Inc 924080 

MILES 

Because the only thing faster 
than DYLOX at work, is the way 
its reputation for grub control 
has been spreading. Miles Inc., 
Specialty Products, Box 4913, 
Kansas City, MO 64120. 
(800) 842-8020. 

Circle No. 127 on Reader Inquiry Card 



C O V E R S T O R Y 

After premium hikes, owners 
become Insurance literate' 
and more safety-conscious 

Company execs learn the 

hard way the importance 

of safety programs and 

insurance claims 

management. 

• Safety is on everybody's mind as 1992 

gets into full swing. With the economy the 

way it is, it's especially important to 

reduce insurance costs. 

David Frank says that between 1986 

and 1988 his company's insurance premi-

ums doubled each year after a series of 

uncharacteristic workmen's compensa-

tion, auto, property and liability claims. 

He says it was then that he realized the 

close relationship between insurance pre-

miums and accident history. 

Frank, president of David J. Frank 

Landscape Contracting, Germantown, 

Wise., says the company's first concern 

was safety. 

"We began an active safety and loss 

program," recalls Frank. Apparently, 

Frank's efforts are paying off, as the com-

pany recently had 120 days of no lost-time 

accidents, and good records in property as 

well. 

He estimates the company saved 

$100,000 in claims and premium charges 

in 1991. 

Like Frank, David Minor, president of 

Minor's of Ft. Worth, Texas, says it only 

took one incident to convince him of the 

need for better claims management and 

accident reduction at his 150-person com-

pany. 

"We were hit with a $17,000 surcharge 

in workmen's comp," remembers Minor. 

"The comp rate had not been promulgated; 

we had gotten a base rate, but we had not 

received a 'modifier.'" 

Minor became a self-admited "student 

of insurance," and learned all he could 

about reducing workmen's comp premi-

ums. 

Both men enacted extensive safety pro-

grams to be followed by all employees. 

Frank's program is divided into workmen's 

comp, workplace safety, property safety 

and auto safety. 

Safety is also 

influenced by 

proper selection 

and tra in ing of 

employees, and 

safety procedures 

are reviewed 

weekly. 

Other plan ele-

ments at Minor's: 

v0 a "get-

back-to-work-

soon" program: 

v0 self-insur-

ance on closed-

end or first-aid-

type claims; 

V safety contests; 

v0 better claims management; and 

^ adoption of safety standards estab-

lished by the Associated Landscape 

Contractors of America (ALCA). 

Minor's company became "obsessed 

with safety," and as a result saved "tons of 

money." 

Under Minor's safety program, foremen 

receive a $35 per month safety bonus 

based on accident-free periods. Safety-

related meetings are held every two weeks. 

Every new employee has to read and sign-

off on the safety program. 

A safety manual for claims manage-

ment geared for safety "officers" describes 

how to respond to a wide variety of acci-

dents. 

continued on page 77 

D a v e M i n o r , r i g h t , a n d D a v i d F r a n k : D o n ' t l e t s o m e o n e e l s e ' 
in t h e o f f i c e h a n d l e your c o m p a n y ' s i n s u r a n c e r e v i e w s . 



Injury management requires 
company-wide commitment 
• Insurance industry figures show that 

construction workers experience occupa-

tional injury and illness at twice the rate of 

those employed in general industry. 

The Occupational Injury Management 

(OIM) program developed by CNA 

Insurance, Chicago, is a system of proce-

• A commercial pollution clean-up insur-

ance program for the lawn care industry is 

now available, providing coverage for spills 

caused by a vehicle accident. 

"We've worked out the details of the 

insurance coverage and negotiated a pre-

mium format which will allow even the 

smallest of operators to purchase the cov-

erage at a reasonable price," says Richard 

Bersnak, president of Columbus, Ohio-

based M.F.P. Insurance Agency, Inc., and 

himself the owner of a Barefoot Grass fran-

chise. 

This coverage is significant because in 

1986, the property and casualty insurance 

industry revised the standard commercial 

dures used by employers and medical pro-

fessionals to help injured employees 

return to work quickly and healthfully. 

According to CNA, successful imple-

mentation rests on an active commitment 

from all levels of the company. All levels of 

management need to be held accountable 

automobile policy used by most U.S. insur-

ers, to exclude damages to the air, land or 

water caused by an automobile accident. 

Bersnak says clean-up costs for even 

the smallest lawn care chemical spills can 

range from $7500 to $10,000. 

"The largest spill we are aware of by a 

lawn care operator carried a $75,000 

clean-up fee," says Bersnak. "The average 

lawn care firm will struggle paying these 

costs, much less any fines and any other 

statutory charges by state and local gov-

ernments." 

Before this coverage was available, says 

Bersnak, policies would probably start in 

the $7500 to $10,000 premium range. 

for results. From initial medical treatment 

and diagnosis to development of a treat-

ment plan, and eventually the employee's 

return to full-time work, the focus needs 

to be on the philosophy of occupational 

injury management. 

Of special importance in the CNA pro-

gram is the function of the "team coordi-

nator." This is the management level per-

son responsible for maintaining contact 

with the injured worker. 

Duties include: 

• contacting employees in person or by 

phone within 24 hours of the injury; 

• verifying their understanding of 

their injury, treatment or follow-up plans; 

and 

• making certain employees under-

stand available benefits—especially disabil-

ity benefits—for work-related injuries. 

The Occupational Injury Management 

program also provides instruction on how 

to select primary care providers, job func-

tion evaluations and timely claims report-

ing. 

Management must choose medical care 

providers so that workers are treated by 

professionals experienced in occupational 

injuries. 

If your state does not permit employers 

to direct injured employees to selected pri-

mary care providers, you can still contain 

costs and help ensure quality care by 

developing a list of preferred providers. 

—For more information, contact CNA 

at (800) 262-6241. 

B e r s n a k : I n s u r a n c e p r o g r a m r e l i e s o n 
a v e r a g e - s i z e c o m p a n i e s . 

depending on the size of the operator. An 

individual contract will have a higher limit 

of liability and will require an expensive 

site or operation's study performed by an 

continued on page 77 

Medkal Case Management 

C N A c l a i m s 

Return to w o r k M e d i c a l t r e a t m e n t 

Alternative duty 
assignment T r e a t m e n t p lan 

R e t u r n t o w o r k 

Rehab i l i ta t ion 

Lawn care clean-up 
insurance made affordable 



ThisTmie,We Did 
Competition,^ Out 

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

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. 

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. 

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-cyIinder Mitsubishi diescl 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 "Groundsmaster1 are registered trademarks ofThe Toro Company. ©1988 The Toro Company. 



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

e u v e r e d 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 Lyndale Ave. So., Minneapolis, MN 55420. 

Thef to fess iona l s 

T h a r KeeoY>u Cut t i ng . 



Starting the bid: project take-offs 
Part II of III: Professional estimators don't confuse 
quantity take-off with a separate assignment, pricing. 

by Sylvia Hollman Fee 

• From practice to trial, knowing materi-

als, methods and variable conditions will 

sharpen your estimating skills. 

Experience can expand your profit mar-

gin in a given market. Your estimate and 

bid price are based on two factors: (1) your 

company's history and (2) the facts of the 

potential new job. 

Some of the factors you consider each 

time are routine: travel costs, costs of 

bonds, specific site conditions, and special-

ties such as irrigation or required heavy 

equipment. Other factors may be special 

and unique to the job, such as the rela-

tionships between those parties involved. 

Whatever the specifics, it is vital to map 

out the scope of work involved in the job 

and the key players to manage the project. 

If you discover inconsistencies in the work 

outline, you can take into consideration 

the costs that deviate from your own 

firm's standards. This holds true whether 

the specifications are given by archi-

tects and owners or proposed by the land-

scaper making the bid. 

The Landscape Project Analysis form 

(Fig. A) provides a format for recording 

and evaluating vital aspects of the project 

estimate. When you have recorded all the 

elements of the project and decided that 

the job is appropriate for your firm, your 

systematic estimate is under way. 

S e t t i n g u p —To perform a unit price 

estimate, some unit of measurement 

must be assigned to every cost associated 

with a job. For example, portable toilets 

are required on a highway job, so the 

un i t of measurement will be each 

portable toilet. 

Some required items are mentioned 

briefly in requests for bids. You must be 

sure to obtain all the site drawings, 

specifications and information collect-

ed on-site. 

A quantity take-off lists the materi-

als, number of man-hours, equipment 

and any other items required to com-

plete the job. Take your time. Keep in 

mind that this information-gathering 

is the basis for your pricing and bid. 

Accuracy is vital for your bottom-line 

profit. 

The quantity take-off is a 

separate assignment from 

pricing; professional estima-

tors do not confuse these 

tasks. You can guard 

against error by using a pre-print-

ed form such as that shown in 

Fig. B. Every item that you will 

pay for, or reimburse as a cost, 

must be "captured" and included 

on the quantity take-off form. 

' T a k i n g o f f — T o do a take-

off from a plan drawing, read 

and make notations in a planned 

sequence. This is done by mak-

ing lists of all work and materi-

als of the same type, such as all 

grass sod areas and all paved 

walkway areas of similar mate-

rials. Shade and color mea-

sured areas on plans as you 

go. 

Areas may be measured in 

square feet, yards, linear feet, 

F i g . A volume and so on, as long as 

you record the unit of measure on the 

take-off form. Measure and record items 

for surface cover, or volume of materials, 

length of border, amount of time, etc. 

Remember the methods and amount of 

work to do a job all have an associated cost 

that must be recovered. 

A systematic method is useful for 

future reference and/or communica-

tion with others. This listing includes all 

items such as work days for specific earth-

moving equipment, man-hours for clean-

up and other requirements. 

Notice in Fig. B that the sur-

face material measured by noted dimen-

sions with irregular areas is accompanied 

by a waste allowance. The required depth 

of the concrete slab is listed, so volume of 

material may be priced later. The area of 

crushed stone is listed and then converted 

to a volume of material so that item may 

be priced correctly when costs are added. 

—Sylvia Hollman Fee is owner of 

Sylvia Fee & Associates, Inc., Needham, 

MA 02192. 

Figures reproduced from Means 

Landscape Estimating, by Sylvia Fee, R.S. 

Means Co., Inc. (800) 334-3509. 

NEXT M O N T H : 
Pricing the take-off 



Custom-tailor a Bobcat 
2410 to fit your job-
You can custom-tailor your MTC 
(Multiple Tool Carrier) to fit your job, 
whether it requires excavating, 
landscaping, demolition, back-filling, 
loading, fertilizer handling, scrap 
handling, construction, or more. 

M o r e A g i l e : Full-time four-wheel 
hydrostatic drive provides the traction 
and flotation you need to work in rough 
terrain and muddy job sites. And the 
MTC's articulated design provides a 
tighter turning radius to help you work 
in those hard-to-get-at places. 

The Bobcat 2410 MTC Is The Ultimate 
Multi-Purpose Machine 

Save time on the 
job. Here's an 
example of how 
a landscaper 
can use the MTC 
with a box 

of minutes, you 
can switch to a 
front-mounted 
pallet fork and 
unload sod. 

M o r e Versatile: The 2410 MTC 
features the exclusive Bob-Tach* 
system (available front) and a rear 
quick attachment system for fast, 
secure attachment changes. Your 
MTC can quickly change function from 
a loader to a landscape rake, or from 
a demolition hammer to a backhoe to 
a 3-point loader, plus many more, 
for even more versatility. 

M o r e A v a i l a b l e : The Bobcat dealer 
network is worldwide and there's a 
dealer near you. So why not stop in 
and see for yourself how much more 
you can do with a new multi-purpose 
Bobcat MTC. 

scraper going 
forward and 
with a land-
scape rake 
going back-
wards, without 
changing 
equipment... 
and in a matter 

M o r e M o b i l e : The MTC is ready to 
move when you are. Its ease of trans-
port will save you money by cutting 
transportation costs and expensive 
downtime of larger machines, which 
often wait for ground transport. 

More than a loader. 
More than a backhoe. 

'Bob-Tach is the registered 
name for the patented front 
Bobcat attachment system 



Control insects and mites 
without disturbing homeowners. 



M a v r i k is g e n t l e o n b i r d s , b e e s a n d o t h e r b e n e f i c i á i s . In f a c t , n o o t h e r b r o a d s p e c t r u m 
i n s e c t i c i d e is g e n t l e r . 

M a v r i k is a l s o n o n - r e s t r i c t e d , e f f e c t i v e a t l o w r a t e s , a n d n o n - p h y t o t o x i c . 
T h e r e i sn ' t e v e n a n o f f e n s i v e o d o r t o a l a r m n e i g h b o r s . 

S o w h e n y o u c o n t r o l i n s e c t s a n d m i t e s w i t h M a v r i k , y o u c a n r e s t e a s y . 
A n d s o c a n t h e n e i g h b o r h o o d . 

MAVRIK 
A SANDOZ Insecticide/Miticide 
Use pesticides effectively. R e a d and follow label directions carefully. 
Mavrik;«) Insecticide is a registered trademark of Sandoz Ltd. 
© 1992 Sandoz Agro, inc. Circle No. 133 on Reader Inquiry Card 



Mulch: perfect for 
beauty in landscapes 

If p roper ly u s e d , m u l c h p r o d u c t s c a n i m p r o v e t h e h e a l t h of s u r r o u n d i n g t r e e s a n d 
s h r u b s , p lus t h e y a r e v isua l l y p l e a s i n g t o t h e e y e . 

Beware how mulch you 
use! Experts says it's not 
hard to actually over-mulch 
around trees and shrubs. 

• Mulch is an integral part of most award-

winning landscapes—not merely for its 

practicality, but also for its appearance. In 

combination with the trees and shrubs 

around which it's used, mulch provides 

another way for designers to break up 

large areas in the landscape. 

"Mulching started out as being purely 

practical," notes A1 Rickert, owner of 

Wholesale Landscape Supply in 

Bradenton, Fla.. "It's now become a part of 

the aesthetics." 

The term "mulch" is defined by Dr. 

Donald Rakow of Cornell University as 

"any ground treatment that differs from 

the substrate (soil beneath), either physi-

cally or biologically." Many different types 

are available (see Table 1). 

Rakow says wood chips are the most-

often-used mulch. "They can serve a valu-

able role in the landscape if used proper-

ly," he notes. 

The phrase "if used properly" is key. 

"Piling too much organic mulch can 

rot the base of the tree and kill it," says 

Bonnie Lee Appleton of the Virginia Tech 

Cooperative Extension Service. "Back off! 

In most cases, we see no reason to exceed 

two to three inches. If you need more, put 

a well around the tree base, keeping the 

mulch away from the tree. 

"The finer the particles of organic 

material you use, the less you should use," 

she continues. "Weeds have a field day if 

you're using mulch over fabrics or 

polypropylene because it acts as a sub-

strate." 

Rickert says the types of mulch avail-

able to landscapers and golf course super-

intendents vary according to region. 

"Cypress mulch is very popular from 

Kansas east because of favorable shipping 

rates. It dominates the market in the 

Midwest," he notes. "Pine bark is the old 

standby in the South, Southeast and 

Central Atlantic. Pine straw is more 

regionalized in the Southeast, but that's 

changing." 

Though mulches have numerous bene-

fits (see Table 2), there are disadvantages. 

"Most mulches also make a wonderful 

winter home for mice," says Dr. Bill 

Fountain of the University of Kentucky. 

"And when warm spring weather arrives, 

they awaken with the hunger of a 16-year-

old male. The closest food source is often 

the trunks of young trees." 

Fountain says that raking the mulch 

away from the trunk for six to eight inches 

will discourage feeding by mice without 

reducing the mulch's benefits. "Hardware 

cloth around the trunk is also a very effec-

tive barrier to mice and rabbits," he notes. 

—Jerry Roche 

T A B L E 1 . 
S e l e c t e d t y p e s of m u l c h : 
• blackplastic/geotextiles/fabric 

• cocoa mulch 

• cypress mulch 

• grass clippings 

• gravel 

• hardwood bark 

• limestone 

• marble chips 

• natural recycle 

• pine bark 

• pine straw 

• volcanic material 

T A B L E 2 . 
B e n e f i t s of m u l c h : 

decrease phosphorus 
levels in plants 
improve manganese 
content in trees 

increase penetration of 
water into the soil 

insulate soil from 
extreme cold in winter 

upkeep soil more viable (looser) 
slower pH 

reduce chances of chlorosis 
w reduce erosion 

reduce surface evaporation 
retard weed growth 

u^warm soil and accelerate 
growth in summer 

T A B L E 3 . 
M u l c h r a n k i n g s : 

WETTEST: 
1) herbicide-treated 

shredded pine bark 
2) shredded pine bark 

DRIEST: 
1) marble 

2) red "Flower Rock" 

COOLEST: 
1) chunk pine bark 

2) red "Flower Rock" (large) 

WARMEST: 
1) red "Mite-T-Lite" (small) 

2) marble 

BEST WEED CONTROL: 
1) marble 

2) red "Flower Rock" 

Source: Bonnie Lee Appleton 
VPI-SU 



LM REPORTS 

Pick the right 
chain saw 
for specific 
appli 

has taken the t ime to 

check the saw and make 

adjustments. 

Here are some of the fea-

tures you might want in your 

new saw: 

solid-state ign i t ion— 

eliminates the need for ignition 

tune-ups; 

anti-vibration system— 

reduces operator fatigue; 

W manual and inertia-acti-

vated chain brake—better pro-

tection from chain saw kick-

back, regardless of the cutting 

position of the saw; 

W steel ball-bearing sup-

ported crankshaft—contributes 

to a smoother running, more 

powerful engine with higher 

cutting speeds; and 

gear-driven automatic 

oiler—assures bar and chain are well lubricated during extended 

operation; 

—The author is product and forestry manager for 

Husqvarna Forest & 

Garden Co., 

Charlotte, N.C. 

L o o k for s a f e t y f e a t u r e s t h a t 
r e d u c e k i c k b a c k : 
l o w - k i c k b a c k c h a i n s , a 
c h a i n b r a k e a n d a g u i d e b a r 
w i t h a s m a l l r a d i u s t i p . 

• All chain saws are not created equal. 

There are many types and sizes of chain saws, ranging from 

lightweight bucket saws to heavy-duty stump saws. 

Choose the correct saw to do your work. A small bucket saw 

doesn't belong in the ground work role. Conversely, a stump saw 

is too heavy for tree pruning. 

Select a chain saw for your business based on these factors: 

• What do you intend to cut? 

• What type of wood (hard or soft) and in what environment? 

• How often—and under what conditions—will the saw be 

used? 

Buy from a reputable dealer who both sells and services chain 

saws. Request a "test drive." Many dealers will have test areas 

behind their stores. 

When comparing different models, look for qualities that will 

make the saw comfortable, quiet and reliable. Features such as 

anti-vibration and noise dampening systems, good balance and 

well-designed handles will make your saw easier and safer to use. 

Don't be misled by bar length. That can make very different 

saws seem the same. Instead, look at engine size, weight and 

engine speed at maximum power. 

By the way, don't be alarmed if your new saw looks like it has 

already done some 

cut t ing; it's just a 

sign that the dealer 

by Mark Michaels, 
Husqvarna Forest & Garden Co. 



C H A I N S A W S F O R T H E G R E E N I N D U S T R Y 
Manufacturer Models Displacement Fuel cap. Weight Bar length 

Ar iens 
Circ le No. 3 0 0 

CS320 
CS400 

32-40 cc 8.5-15.2 oz. 8.2-11.7 lbs. 12-16 in. 

D o l m a r U S A 
Circ le No. 301 

11 models 
100-143 

3 3 - 9 5 C C 13.3-34 oz. 8.1-13 lbs. 14/16-20/36 in. 

E c h o 
Circ le No. 302 

10 models 
CS280E-
CS8000 

27.9-80.7 cc 6.8-27.7 oz. 8.6-16.3 lbs. 12/14-20/30 in. 

H o m e l i t e 
Ci rc le No. 303 

12 models 
XL-Super 1050 

30-100 cc 8.5-49.3 oz. 8.5-22.4 lbs. 10/16-23/60 in. 

H u s q v a r n a 
Circ le No. 304 

21 models 
35-3120XP 

34-119 cc 9.6-42.4 oz. 9-22.9 lbs. 10/18-20/60 in. 

M c C u l l o u g h 
Circ le No. 305 

22 models 
Mac 110-
Double 
Eagle 80 

32-82 cc 10.8-25.6 oz. 8.9-17.2 lbs. 10-20/60 in. 

P o u l a n / W e e d 
Eater 
Ci rc le No. 306 

27 models 
1800-PP655 

30-98 cc 11.5-31.8 oz. 7.8-19 lbs. 10/16-16/36 in. 

R e d m a x / 
K o m a t s u 
Circ le No. 3 0 7 

5 models 
G300 TS-
G621AVS 

28.5-62 cc 7.5-22 oz. 8.5-14.9 lbs. 14-20/36 in. 

S h i n d a i w a 
Circ le No. 3 0 8 

5 models 
300S-695 

28.5-57.3 cc 11.8-23.7 oz. 8.6-13 lbs. 10/14-16/24 in. 

Solo 
Circ le No. 309 

11 models 
634-603 

34-103 cc 16-29.3 oz. 9.2-17.4 lbs. 14/16-16/42 in. 

Stihl 
Circle No. 310 

26 models 
009EQ-
084AVREQ 

40.8-121.6 cc 9.8-42.2 oz. 9-20.1 lbs. 12/14-25/50 in. 

Tanaka 
Circle No. 311 

5 models 
ECS-320 
ECS-655 

32-63 cc 8.5-20.4 oz. 8.2-15.1 lbs. 12/14-16/24 in. 

NOTE: Models and specifications listed low-end first, high-end second; intermediate models not listed on this chart 
because of space considerations. Source: LM mail/phone survey, Feb. 1992 

A f t e r s e l e c t i n g a c h a i n s a w , m a k e s u r e y o u a r e p r o p e r l y d r e s s e d . 
P r o t e c t i v e c l o t h i n g c a n r e d u c e in ju r ies if a n a c c i d e n t d o e s o c c u r . 
T h a t i n c l u d e s w o r k g l o v e s , a p r o t e c t i v e h a r d h a t e q u i p e d w i t h v isor 
a n d e a r m u f f s , p r o t e c t i v e p a n t s or c h a p s , a w e l l - v e n t i l a t e d sh i r t or 
j a c k e t a n d s t e e l - t o e d b o o t s . C h a i n s h a r p e n i n g g u i d e s a r e a v a i l a b l e 
f r o m your l o c a l s e r v i c i n g d e a l e r , a n d br ie f i n s t r u c t i o n s o n f ie ld f i l ing 
m a k e s h a r p s a w s a r e l a t i v e l y e a s y t a s k for l a n d s c a p e r s . T h o u g h da i ly 
f i l i ng m a y n o t a l w a y s b e n e c e s s a r y , s u c h m a i n t e n a n c e h e l p s k e e p t h e 
s a w p e r f o r m i n g a t m a x i m u m c a p a b i l i t y . 

Photo courtesy Husqvarna Forest & Garden Co. 



Once you make 
Daconil 2787 

the cornerstone of 
your turf management 

program, this is 
what youre left with. 

Peace of mind and healthy turf. 
With Daconil 2787®, you get the broadest-

spectrum contact-fungicide protection on 
the market. And a history of 20 years without 
a known case of disease resistance. Which 
is why more course superintendents make 
it the cornerstone of their turf 
management program. 

It controls 12 major diseases, 
including Leaf spot, Melting 
out, Brown patch, Dollar spot, 
and Rust, on all Southern 
grasses. Especially on 

Bentgrass tees, greens, and overseeded 
turf. And it's the most economical fungi-
cide per day of control on the market. 

You can also use it on many 
ornamentals. 

Get Daconil 2787 in your 
disease management program, 
and you'll be seeing green. 

ISK Biotech Corporation, 
T\irf & Specialty Products 
Division, 5966 Heisley Road, 
RO. Box 8000, Mentor, OH 
44061-8000. 

T h e co r ne r s t o ne o f y o u r t u r f m a n a g e m e n t p r o g r a m . 



Insect control in cool-season t u r f 
There is little scientific 
data offering high marks 
on efficacy for organic, 
natural and biological 
insect controls. 

by Harry Niemczyk, Ph. D. 
Ohio State University 

• Interest in—and demand for—organic, 

natural, biological and bio-rational ways to 

control damage from insect pests of turf-

grasses remains high. 

The EPA, as well as other agencies and 

organizations, strongly encourages the use 

of some such insect control materials. 

Collective scientific data to date still pro-

vide relatively little encouragement where 

their effectiveness is concerned. 

G r u b c o n t r o l — V a r i o u s species of 

insect pathogenic nematodes have been 

evaluated over the last eight to 10 years. 

While successful control is occasionally 

reported by researchers, no single species 

has provided consistent results. In the 

view of this author, nematodes and other 

forms of biological control will meet with 

limited success—at best—until equipment 

is developed to place these agents directly 

into the zone of grub habitation. The dis-

tance from the turf surface to the target is 

a formidable one for these agents to trans-

verse. We are simply not there, yet. 

C u t w o r m s a n d s o d w e b w o r m s — 
Grass-eating, thatch-inhabiting sod web-

worms and cutworms are more readily 

reachable targets for biological control 

materials than are subsurface pests such 

as grubs. 

Results with surface applications of 

insect pathogenic nematodes such as 

Exhibit (Steinernema carpocapsae). a Ciba 

Geigy product for control of cutworms on 

golf course greens, have been somewhat 

encouraging. This writer encourages golf 

course superintendents to try them in 

1992 and report their impressions and 

results to the company. 

Further encouragement for control of 

this group of pests has been seen with the 

use of insect growth regulators (ICRs), 

some of which are natural extracts from 

the neem tree. 

C h i n c h b u g s—Few, if any, of the bio-

logical control 

materials have 

been effective 

against this 

thatch-inhabiting 

pest. Insect 

growth regulators 

show some 

promise for con-

trol when applica-

tions are made to 

the early develop-

mental stages. 

B i l l b u g s —The 

fact that the larval 

stages of this—the 

No. 1 pest of cool-

season lawns— 

feeds in the stems 

and crown of 

grasses, makes it a 

more reachable 

target for insect pathogenic nematodes 

and other biological control materials. 

Results of 1991 research have been 

encouraging, but broader field evaluation 

is needed to confirm effectiveness. 

E x p e c t a t i o n s —Bio l o g i c a l controls 

will not totally replace insecticides for 

control of insect pests of turfgrasses. Our 

expectations for biological agents should 

be for them to act as suppressors of pest 

populat ions, not as complete control 

agents in themselves. 

Knowledge about the lifecycle of pests 

in any specific area and the determination 

of the need for treatment based on evalua-

tion of populations at vulnerable periods 

during the insect's life cycle remain the 

keys to successful control. 

This guide points out the seasonal 

occurrence of the eight most important 

cool-season pests of this region and some 

of the insecticides that may be effective. 

B i l l b u g d a m a g e is o f t e n m i s t a k e n for d r o u g h t , d i s e a s e or 
o t h e r s t r e s s . E x a m i n a t i o n of t h e g r a s s r e m o v e d a n d t h e root 
z o n e d i s t i n g u i s h e s b i l l b u g d a m a g e f r o m t h a t of o t h e r p e s t s . 

No endorsement of products is intended, 

nor is criticism implied of those not men-

tioned. 

—The author is Professor Emeritus 

and turf insect research coordinator at the 

Ohio State University s Ohio Agricultural 

Research & Development Center, in 

Wooster, Ohio. 

Warm-season 
insect tips, 
p. 31 

Ornamental 
insect control, 
p. 34 



Woods 
family 

tree 

Today's Woods line has 

branched out to include over 

50 proven products... all rooted 

in the same tradition of innova-

tion, quality, value and service 

that began when we introduced 

the first tractor powered rotary 

mower in 1947. 

Engineered and manufac-

tured at our plant in northern 

Illinois, Woods mowers, cutters, 

scraper blades, backhoes and 

other specialty products are 

known for superior perfor-

mance and rugged reliability. 

They're the first choice of 

commercial users, farmers and 

home owners when quality, 

value and service count most. 

Discover how the Woods 

family tree of proven perform-

ers can promote new growth for 

your business. Send for your 

free copy of our Full line 

Catalog today. 

| WOODS| 
O R E G O N . I L L I N O I S 6 1 0 6 1 

Circle No. 143 on Reader Inquiry Card 



If applying herbicide is something 

you'd like to do less often, we have 

^ good news for you. We can 

show you how to make 

fewer herbicide applica-

grass. And it's available on fertilizer Pest Management can tell you 

or in a granular form 

for accurate 

application. 

Gallery-24 weeks 

Team-20 weeks 

Balan-10 weeks 

more. It contains in-

formation you can use 

to control weeds. 

Of course, a her- Choose the length of control best for you. insects and turf dis-

9 tions and get weed bicide that lasts all season won't eases more efficiently. For a free 

| The herbjcjdes 
not applying herbicides 
control that's as good or better than 

you're getting now. 

Let's start with broadleaf 

weeds. It usually takes up to five 

herbicide applications a season to 

control them. But by using Gallery* 

herbicide (straight or on fertilizer), 

you can do it with one. It doesn't 

take much, either. Just 1/3 ounce 

per 1000 square feet. 

"JwQanco 

A Story Straight 
From Crooked Stick. 

By switching to Gallery the superin-

tendent at Crooked Stick Golf Club in 

Carmel, Indiana, reduced herbicide 

applications on his fairways from five a 

year to one. The notoriously picky PGA 

officials who inspected those fairways for 

the 1991 PGA Championship raved 

jfFZr* ^fc about their 

n A I outstanding 

condition. 

Okay, now for grassy weeds. A 

single application of Team* herbi-

cide gives you sixteen weeks of 

broad-spectrum control. It's very 

effective on crabgrass and goose-

always fit your 

schedule. 

That's the 

time for 

Balan* her-

bicide. 

Available 

straight 

and on fer-

tilizer, it gives you up to 

ten weeks of grassy weed 

control. And, depending 

on the rate you use, you 

can reseed as soon as 

six weeks after you 

apply it. 

Used according to label direc-

tions, Gallery, Team and Balan are 

gentle on all major turfgrass species. 

University studies show they don't 

harm root systems. And they won't 

leach into groundwater or harm 

nearby ornamentals and trees. 

Our 44-page book, The Turf 

Manager's Guide To Responsible 



copy return the coupon, 

v KI/J o r ca[] our toll-free 

Goosegruss n u mb e r And start sav-

i ¿L ing some wear and 

^ ^ tear on your herbicide 

Cmbgmss applicator. 

Company« 

Address 

City 

_ Phone (_ 

The chemistry is right. 
•Trademark of DowElanco. 01992 DowElanco 

for people interested in 

Send me the following Management 
Guide(s): • Cool Turf • Warm Turf 
• Landscape and Nursery 
Mail To: 
DowElanco, 
Box 3064, 
Cedar Rapids, IA 52406. 

1-800-729-3693 ext. 2492. 



Cool-Season Insect Control 

Billbugs 

Sod webworms 

Cutworms 

4 

Grain mites 

Clover mites 

Grubs 

Black turfgrass 
ataenius 

Spr ing 
Apr i l -May 

S u m m e r 
J u n e - A u g u s t 

When summer damage expected, Treat before injury is severe, 
preventive application of liquid or with Dursban (1 lb. ai/A); 
granular Dursban (1 lb. ai/A); diazinon" (2.5-5.5 lbs. ai/A); 
Triumph1 (1 lb. ai/A) may be used or other labeled insecticides, 
as soon as the insects become active. 
Applications of insecticides should 
be completed by first week in May. 

Same as for chinch bugs. 

Overwintered larvae can cause 
damage in April or May. When 
necessary, apply diazinon" 
(5 lb. ai/A); Triumph1 (1 lb. ai/A); 
Dylox or Proxol (6-8 lb. ai/A). Use 
flush of water/liquid detergent to 
scout for infestation level. 

Use insecticides that are 
effective against sod webworms. 
Apply late in afternoon. Do not 
irrigate after liquid applications 
unless specified on label. 

Greenbug aphid Aphid numbers too low to detect. 

If treatment is necessary, 
use liquid diazinon** (2-3 lbs. ai/A) 
or Dursban (1 lb. ai/A). Avoid repeated 
use of Sevin-Sevimol. 

Liquid diazinon** (2.5 lbs. ai/A) or 
Dursban (1 lb. ai/A) may be used. 

Treat at grub rates with 
Triumph1, diazinon**, 
Turcam, Mocap or Sevimol. 
App. in mid-late June most 
effective. Irrigate following 
application. 

Apply when damage is seen, 
or larvae are present. Use 
Dursban (1 lb. ai/A), Triumph1 

(1 lb. ai/A); diazinon** (5 lbs. 
ai/A); Sevin-Sevimol (6-8 lbs. 
ai/A) ; Proxol-Dylox (6-8 lbs. 
ai/A), or other labeled products. 

Use Orthene (1-3 lbs. ai/A); 
Dursban (1 lb. ai/ALTriumph1 

(1 lb. ai/A); Proxol-Dylox (8 lbs. 
ai/A). Do not irrigate following 
liquid applications unless speci-
fied on label. 

Orthene (1 lb. ai/A); Dursban 
(1 lb. ai/A) ;diazinon** 
(2.5 lbs. ai/A) 

If needed, use spring treatment. 

Treatment usually not needed. 
Mite is in egg stage. 

Fal l -ear ly w in ter 
Sept . -Dec . 

Treat if necessary. Generally, 
infestation not high enough to 
warrant using insecticides. 

Treatment is usually not 
appropriate at this time. 

Larvae cause little damage 
at this time. Treat in Sept. 
to reduce spring population. 

Same as for summer. 

If treatment of overwintered grubs is 
necessary, apply when all grubs are 
in the first two inches of surface soil. 
General or spot treatment with 
Triumph1 (2 lbs. ai/A); Oftanol, 
Sevin-Sevimol or Mocap. Mocap 
(5 lbs. ai/A) or Turcam (2-4 lbs. ai/A) 
may be used. Irrigate as soon as 
possible after application. Green 
June beetle larvae are difficult to 
control at this time. Sevimol 
(2-4 lbs. ai/A) may be effective. 

Dursban (1-2 lbs. ai/A) applied to 
fairways in April for control of over-
wintered. egg-laying adults, reduces 
potential for summer larval infesta-
tions. Retreatment after two weeks 
may be necessary. 

Severe infestations may occur 
as late as Dec. Use the same 
insecticides as in summer. 

If infestations develop in 
Dec. use summer treatment. 

Treat as needed, with liquid 
diazinon" (2.5 lbs. ai/A) or 
Dursban (1 lb. ai/A) 

Treatment can be made as 
late as mid-late Sept., as 
long as grubs stay in first 
nch of surface soil. Triumph1 

Mocap, Dylox. Proxol at labeled 
rates may be effective. 

Existing grubs found in Juy 
or August may be treated with 
Triumph1, Dylox, Proxol, 
Turcam, Oftanol, Sevin-Sevimol 
or Mocap. Apply at label rates. 
If soil and/or thatch is dry, 
irrigate thoroughly before and 
as soon as possible after app. 
Treat green June beetle with 
with Sevin (2-4 lbs. ai/A). 

If preventive applications were Undeveloped larvae die with 
not made, spot or generally treat developmentof ground frost. 
with Triumph'(2 lbs. ai/A); 
Proxol-Dylox (8 lbs. ai/A); 
Turcam (2-4 lbs. ai/A) or 
Mocap (5 lbs. ai/A), as needed. 

1 For use only by commercial lawn pest control personnel, and only on golf course tees, greens and aprons, and on sod farms. See soil restrictions. 
"Diazinon may not be used on golf courses or sod farms. Source: Dr. Niemczyk 



What 
has up to 

60 horsepower, 
9 speeds and a 

monthly payment 
so low 

you'll want to 
call us on it 



The brand-new 5000 Series 
Now you can get a value-packed 

tractor for about the same price 

as some of the lesser-equipped 

competition. 

And enjoy the full-range of 

comfort, convenience and opera-

tional features that have been a 

John Deere tradition for more 

years than your great-grand-

father can probably remember. 

New John Deere 5200,5300 

and 5400 Utility Tractors are 

powered by liquid-cooled 

3-cylinder diesel engines (40-, 

50- and turbocharged 60-PTO 

horsepower) with wet-type 

cylinder sleeves. 

With high value features like 

planetary final drives, wet-disk 

brakes and power steering, 

they'll be high on your most-

wanted list. Operator, private 

buyer or purchasing agent. 

John Deere 5000 Series Trac-



Tractors from John Deere 

NOTHING RUNS 
LIKE A DEERE1 

1-800-544-2122 

tors are endowed with a 9-speed 

collar-shift transmission. And 

in-line shift capability for back-

and-forth operations. 

A separate 11.4 gallons-per-

minute pump means faster cycle 

times for 'hoe and loader work. 

Optional front-wheel drive 

and standard differential lock 

improve productivity in poor-

traction situations. 

See your dealer for an eco-

nomical 5000 Series and a wide 

array of implements. Four rear 

blades, 11 rotary cutters, loader, 

pallet fork, backhoe, flail and 

sicklebar mowers, posthole 

digger and more. 

To get more information on 
our low monthly payments 

and the name of your 
nearest dealer, call 



Emergency parts? 
In most cases, we can get them for you overnight. 
With a variety of systems at his 

fingertips, your John Deere 

dealer gives you the best product 

support in the business. First, 

there's DART. A computerized 

system that provides a direct 

link between your dealer and 

John Deere parts depots. 

The FLASH™ system gives 

dealers an instant hotline to 

parts not available from the 

regional depot. The nearest 

location is determined and the 

fastest delivery method is used. 

FLASH +™ system "machine 

down" orders are processed 24 

hours a day, seven days a week. 

Required next-day deliveries 

are handled under this special 

system. 

• Service 

Your John Deere dealer delivers 

excellent service after the sale. 

For solutions to difficult service 

problems, your dealer has quick 

access to DTAC (Dealer 

Technical Assistance Center). 

The DTAC system consists of 

full-time factory service experts 

who help solve problems over 

the phone by accessing field 

data, specs and engineering 

information. 

• Convenient financing 

John Deere finance plans make 

equipment ownership easy. 

There are a number of conve-

nient plans to choose. See your 

dealer for the one right for you. 

Engine John Deere 3-cylmder Diesel 

Engine hp (kW) net 45.6 (34) 55.9 (41.7) 68.4 (51) 
FTP horsepower (kW) 40 (30) 50 (37) 60 (44) 

Aspiration Natural Natural Turbocharged 

Lubrication Pressure system with full-flow oil filter 

Cooling system Pressured, w/pump, thermostat, fixed bypass 

Fuel tank capacity 18 gal. U.S. (68.1 L) 

Cooling system capacity 10 qt. U.S. (9.5 L) 

Transmission Collar shift, (9 F/3R speeds), positive park pawl 

PT0 Independent 540 rpm 

Brakes Hydraulic, foot-operated, individually or simultaneously, disks run in cooled oil 

Electrical system 12-volt with 40-amp alternator 
Hydraulic system Open center, tandem-gear pump 

Steering Hydrostatic, power 

Hitch Category 1 or 2,3-point 



Insect control in warm-season tur f 
Close observance of pest 
populations is essential for 
maximum effectiveness of 
your various control 
efforts. 

by Patricia P. Cobb, 
Ph.D., Auburn University 

• Turfgrass professionals in the South are 

growing a variety of grasses and managing 

them better than ever before. Part of the 

price of this success is often increased 

"opportunities" for controlling a variety of 

insect pests. 

Successful turfgrass managers, who are 

always concerned about the environment, 

continue to weigh all pest control options 

when developing new control strategies. 

This concern, coupled with increased pest 

pressure and control costs, has stimulated 

the same creative ingenuity that has been 

responsible for the best turf quality in the 

Souths history. 

Because pest pressure is often so great 

and so varied, integrating cultural and bio-

logical tactics as part of the control plan is 

nothing new. What is new, is an increased 

interest in determining factors that influ-

ence control efforts, and in using this 

information to develop safe, effective, well-

balanced tactics as a part of total turf man-

agement programs. 

Field testing on parasitic flies and 

insect-parasitic nematodes continues. 

First results of massive releases of nema-

todes for mole cricket control look 

promising for long-range suppression. 

Formulations of virulent strains of 

Bacillus thuringiensis (Bt)—such as 

Biobit and Javelin—enhance control pro-

grams for surface-feeding caterpillar pests. 

N e w s u b s u r f a c e t e c h n o l o g y — 
Subsurface, "precision" placement of 

insecticides has focused on controlling 

mole crickets and grubs. Spray insecti-

cides can be placed into the turf by high 

pressure liquid injection—with or without 

slicing, depending upon the system. 

Subsurface applications of lower rates 

| of chlorpyrifos (Dursban) and isazophos 

I (Triumph) for mole cricket control and 

isazophos (Triumph) for grub control have 

been promising in many cases. Recent 

studies indicate that saturated and poorly 

drained soil, and extremely hot and humid 

weather, influence the effectiveness of liq-

uid injection applications. 

Improvements continue in placing 

granular insecticides under the surface to 

control mole crickets and grubs. Shallow 

slits are cut in the turf, granules are 

deposited and covered—much like an 

overseeder but with less turf injury. 

Subsurface placement often results in the 

same level of control with half the rates of 

surface applications. Less surface residues 

decrease the potential for runoff and 

human exposure. Less potential for ULV 

breakdown and placement close to the 

pests provides control with less product. 

W e a t h e r c o n s i d e r a t i o n s — W i n t e r 

weather, together with spring rains—or 

lack of rain—affects insect populations. 

For example, the winter of 1991-92 was 

mild throughout most of the South. Fire 

ants were active in mounds during warm 

winter days. Tawny mole cricket emerges 

from the previous season's hatch that are 

usually present in March in the mid-Gulf 

states were rare in 1991. 

Winter mole cricket activity during the 

1990-91 "mild" winter indicates that these 

pests probably matured during this time. 

Tropical sod webworms, longtime pests in 

central and south Florida, again infested 

coastal areas from the Florida panhandle 

to Texas. Monitoring turf for insect pests is 

always important. In the South, the mobil-

ity of many pests and the variation of 

weather patterns from year to year make 

monitoring a must. 

Keeping a close watch on pest popula-

tions is essential to get the most out of 

cultural, biological and/or insecticidal 

efforts. 

—The author is an associate professor 

of entomology at Auburn University. 

Tips for maximum efficac 
M o l e c r i c k e t s — M a p areas of spring activity 

—Monitor hatch time, apply as recommended to young nymphs. 
—Pre-water dry soil to move pests to surface, unless label 

states otherwise. 
—Treat late in the day. 

G r u b s — M a p area to locate infestations. 
—Treat newly-hatched grubs, usually mid- to late summer. 
—Water before treatment unless label states otherwise. 

F i r e a n t s — App ly broadcast (area) treatments after spring mating flights 
(May-early June) before mid-summer, and/or fall when 
drought conditions do not exist. In high use areas, three to 
five days after broadcast bait applications, mound treat with 
a contact insecticide to quickly eliminate stinging worker ants. 

C h i n c h b u g s —Moni tor early-season activity during warmer daytime hours. 
—Treat first generation nymphs in April-May. 

S p i t t l e b u g s —Moni tor turf areas for nymphs in spittle masses deep in 
the turfin May-June. Infested areas feel "squishy" underfoot. 

—Mow and water lawn before treatment. 
—Monitor landscape plantings for adults; movement between 

shrubs and turf is common, especially between Japanese or 
other "small leaf" hollies, and centipede grass.) 

—Dethatch turf if needed at proper time for grass type. 
S o d w e b w o r m s —Moni tor spring moth flights of common sod webworms (April 

in most areas) and treat two to three weeks after peak flight 
(usually May). 

—Mow grass before treatment. 
—Watch for buildup of tropical sod webworms in coastal 

areas and Florida. Chewed grass blades are notched and 
ragged. Use lots of water when treating for tropical sod web-
worm (10 gals./1000 sq. ft.) 

Source: Dr. Cobb 



'Best T ime' Uses o f S o m e C o m m o n Tur f I n s e c t i c i d e s * 
I N S E C T I C I D E / R E G I S T E R E D S I T E S S P R I N G : M a r c h - M a y S U M M E R : J u n e - A u g u s t F A L L : S e p t e m b e r - D e c e m b e r 

B. t . ( i .e . , B i o b i t , 
D i p e l , J a v e l i n ) GT 

S o d w e b w o r m (younq larvae): s e e label B. t . ( i .e . , B i o b i t , 
D i p e l , J a v e l i n ) GT 

C r u s a d e 5 G , GC;S 
^ Mole crickets (nvmphs):4 lb ai /A ^ 

Grubs: 4 b. ai /A w C r u s a d e 5 G , GC;S 
^ Mole 

D i a z i n o n , L 
SDittlebugs 4lb ai /A 

D i a z i n o n , L (adults) Billbuas ( larvae) ^ 4lh ai/A D i a z i n o n , L 

Fire ants (mounds): s e e label 

D i a z i n o n , L 

^ Grubs: 4lb. ai/A younq qrubs 
• 

D i a z i n o n , L 

Chinch bugs, sod w e b w o r m s 4lb. ai/A 

D i a z i n o n , L 

D u r s b a n , GT 
Cutworms 11b. ai /A 

D u r s b a n , GT Chinch bugs, sod webworms: 11b. ai /A D u r s b a n , GT 
Fire ants: s e e label 

D u r s b a n , GT 

_ Fall a rmvwc 
• 

rm: 11b ai/A _ 

D u r s b a n , GT 

^ Mole crickets 75-1501 a. bait/A ^ 

D u r s b a n , GT 

D y l o x , P r o x o l , GT 
^ Cutworms 6-8 lb ai /A 

D y l o x , P r o x o l , GT 
^ G r u 

_ Fall armyworrr 
• 

: 61b. ai /A ^ D y l o x , P r o x o l , GT 
^ G r u b 81b. ai /A ^ 

D y l o x , P r o x o l , GT 

Sod webworms: 61b. ai /A 

D y l o x , P r o x o l , GT 

M o c a p 1 0 G . GC;S 
Billbug ( larvae): 5lb. ai A 

^ • ^ Grubs jib ai/A ^ M o c a p 1 0 G . GC;S 
Mole crickets (nymphs): 7 .5 -1 O l b . a r A w 

M o c a p 1 0 G . GC;S 

O t t a n o ! 2 , 5 G . GT 
( M u l t s - o f t . 2 ) billbugs ( larvae-5G) :2 lb a^A 

_ Chinch bugs 2lb. ai /A 
O t t a n o ! 2 , 5 G . GT 

Fire ants: s e e label 

O t t a n o ! 2 , 5 G . GT 

Mole crickets (nymphs): 2lb.ai /A 
ai /A 

O t t a n o ! 2 , 5 G . GT 

^ _ Grubs: 2lb. ai /A 

O t t a n o ! 2 , 5 G . GT 

ai /A 

©1992 CIBA-GEIGY Corporation, Turf and Ornamental Products, Box 18300, Greensboro. NC 27419. Always read and follow label directions. 



O r t h e n e T u r f , T r e e & 
O r n a m . S p r a y , L; REC 

Fire ants: s e e label 

Fall a rmyworm 1-21/2 lb ai A 

(Overwintered) Mo le crickets (nymphs): 2 .6 -3 .5 lb . ai /A 

Sod webworms. 6lb- ai/A 

C a r b a r y l 
( i . e . , S e v ¡ m o l , S e v i n S L ) , 
L; REC 

(adults) Billbugs s e e label 
Cu tworms 2-4lb. ai/A 

Chinch bugs: 6 -8 lb . ai /A 
_ F iie_ Ants J mounds s e e Jabel _ 

Fall a rmyworm: 2-4lb. ai/A 

j G r e e n | u n e beet le 9£ubs:2-4lb. ai /A (young grubs) 
^ Mole crickets ( n y m p h s ) ^ l b . ai /A 

T e m p o 2 , WP, L 

Çhinçh Quqs: , i4H?. a i /A ; s o d w e & w p r m s ; ,Q9lb a i A • 

^ Fall a r m y w o r m 09lb. ai/A ^ 

T r i u m p h 4 E , L; G C " , S " 

(Overwintered) (young nymphs) Mo le crickets: 2lb. ai /A 

(adults) Billbug (larvae):_2lb_ai/A , 
Grubs: l - 2 lb . ai A 

T u r c a m 2 . 5 G , 76WP, GT 

Billbugs ( la-vae): 7 6 W P 3lb. ai/A 

^ Chinch bugs: 1-2lb. ai/A 
Fire ants s e e label 

Mol9 crickets (nymph) 3lb.ai /A 
Grubs: 3lb. ai/A 

F i r e A n t B a i t s 
A f f i r m ( A s c e n d ) 
A m d r o 
A w a r d ( L o g i c ) , GT 

S e e label 

( - = best choice application timing; = 2nd choice timing.) 
Registered sites: L = Home Lawns; GC = Golf Courses; S = Sod; GT = General Turf; REC = Recreational Turf 

*No endorsement or exclusion of specific products is intended. 
"Special registrations (24c) for golf greens, tees, aprons, sod in some states. Source: Dr. Cobb 

THE WORST PART ISN'T 

THAT SHE'S CALLED BACK 

THREE TIMES, OR THAT 

SHE PROBABLY WON'T RENEW. 

THE WORST PART IS THAT 

SHE'S GOT NEIGHBORS. 

If she's cal l ing you about grubs, f i re 

ants, or mole crickets, you can bet her 

neighbors are hearing about you, too. 

Makes you wish you'd used Tr iumph' 

doesn't it? You could have delivered up to 

9 0 % control in just 2 to 3 days. Too bad. 

Bet you'll use Triumph first, next t ime. 



Ornamental insect control 
Pest invasions are 
symptoms of plant stress. 
Reduce stress, and 
ornamental insect 
problems will decrease. 

by David J. Shetlar, Ph. D., 
Ohio State University 

• The extremes in temperatures and pre-

cipitation we have seen over the last sever-

al years push ornamental plants to their 

limits. 

In 1991, many plants died or were 

killed by borers simply because they 

couldn't withstand the drought after hav-

ing their roots rotted off in the wet soils of 

1989 and 1990. 

In 1992, you can expect to see addition-

al trees and shrubs die from previous 

years' stresses. Many insects, especially 

borers, take advantage of these stressed 

plants. Remember that these pests are a 

symptom of plant stress, not the cause of 

the stress. Eliminate the plant stress and 

the pest problem will be greatly reduced or 

eliminated. 

Cool, wet years see an increase in 

Japanese beetle populations and "cool-sea-

son" pests such as the spruce spider mite. 

On the other hand, hot and dry seasons 

seem to give the advantage to soft scales, 

borers, lace bugs and "warm-season" 

mites. 

Remember: cool seasons cause pest 

activity to be delayed and spread out over a 

longer time; warm seasons cause pests to 

be active sooner in the season, and often 

they are present for a shorter period. 

Bronze birch borers emerged in Ohio in 

mid-June in 1990 (a cool year) and in late 

May in 1991 (a warm year). If you had fol-

lowed a "spray calendar" of June 5-10, you 

would have been okay in 1990—but too 

late in 1991. 

Two ways of dealing with changes in 

insect and mite activity is to use pest mon-

itoring tools and degree-days. Many orna-

mental pests can be monitored using 

pheromone traps, light traps and visual 

inspection. The activity of others can be 

predicted using the degree-days. 

Pheromone traps are readily available 

for many of the clearwing moth borers. 

S c a l e contro l—Most of the scales are dif-

ficult to control because we have always 

relied on a calendar to predict when the 

crawlers will be active. If pine needle 

scales, euonymus scales or soft scales are a 

problem, locate an infestation nearby your 

operation. Observe the infestation two to 

three times a week to determine when the 

crawlers are emerging. You usually have 

two to three weeks after the crawlers are 

first noticed to apply a control product and 

still get good results. 

Almost all of the soft scales—pine tor-

toise, magnolia, European fruit lecanium, 

terrapin, cottony maple—enter the fall as 

an immature female. Recent evaluations 

have indicated that these females are very 

susceptible to insecticidal soaps and horti-

cultural oils or these materials mixed with 

standard scale insecticides. 

P r e d a t o r s a r e b e n e f i c i a l — S p i d e r 

mites and aphids seem to be perennial pest 

problems in urban landscapes. These pests 

easily rebound from pesticide applications. 

In fact, the two-spotted spider mite is often 

a more severe problem after being sprayed. 

P e s t R e s u r g e n c e P r e v e n t i o n 

Pestiçides/ingeçt Targets 

Bacillus thurlngiensfs 
(microbial toxins, " B O leaf beetles/foliage 
Kurstaki' strains feeding caterpillars 

'Tenebrio' strains 

Oi ls (mineral/botanical) insect and mite eggs; 
Dormant ( 4 - 6 % ) s o m e scales; soft 
Horticultural ( 1 - 2 % ) scales; scale crawlers; 

s o m e aphids; mites 

C i t r u s (d- l imonene) 
usually with soap 

soft-bodied insects a n d 
mites 

Fa t ty a c i d sa l ts soft-bodied insects 
soaps with insecticidal (aphids, scales, caterpil-
properties lars.lace bugs, mealy 

bugs, etc.) and mites 

S o d i u m 
a l u m i n o f l u o r i d e 
a mineral which 
destroys insect 
gut linings 
(=kryocide, cryolite) 

P y r e t h r i n s 
botanical insecticide 
(usually with piperonyl 
butoxide synergist) 

gypsy moth caterpillar, 
flea weevil , fuller 
rose weevil 

aphids; caterpillars; 
white flies; thrips; etc. 

A z a d i r a c t i n - n e e m 
e x t r a c t 
botanical insecticide 
with feeding inhibitor 
and growth regulator 
effects 
(= Margosan - O ) 

Charts courtesy of: Dr. Shetlar 

whiteflies, thrips, mealy-
bugs, leafminers and 
caterpillars 

L i l ac b o r e r a d u l t . 

The major reason for these "pest resur-

gences" is that the pesticides also kill the 

beneficial predators and parasites (the bio-

logical controls). By using the "softer" pes-

ticides and targeted applications, these bio-

logical controls can be conserved and 

many of the resurgent pests will no longer 

be a problem. 

Many entomologists now say that 

Integrated Pest Management (IPM) should 

be renamed Integrated Plant Management, 

with more emphasis on plant health and 

less on the pests. As an example, most pine 

trees do not get bark beetles unless they 

are under water stress. When their vascu-

lar system is not strong, bark beetle 

females are able to chew through the bark 

and lay eggs without being gummed up in 

the pitch. Therefore, the first method for 

control of bark beetles should be restoring 

the vascular system, not the spraying or 

injection of a pesticide. This may mean 

watering or mulching. 

Of course, if the infestation has already 

occurred, a rescue treatment may be 

required before reverting to plant health 

care tactics. 

—Dr. Shetlar is an assistant professor of 

entomology at Ohio State University. 

P h e r o m o n e s for 
O r n a m e n t a l Insec t C o n t r o l 

C o m m o n n a m e / S c i e n t i f i c n a m e 

(Thyridoptreyx ephemeraeformis) 

a s h b o r e r (Podosesia aureocincta) 
p e a c h t ree b o r e r (Synanthedon pictipes) 

b o r e r (Podosesia syringae) 
O a k bore r (Paran threne simulans) 
P e a c h t r e e b o r e r (Synanthedon exitiosa) 
R h o d o d e n d r o n b o r e r (Synanthedon rhododendri) 

E l m bark b e e t l e (Scolytus multistriatus) 
E u r o p e a n p i n e s h o o t m o t h (Rhyacionia buo-
Hana) 
G y p s y m o t h ( L y m a n t r i a dispar) 
N a n t u c k e t p i n e t ip m o t h (Rhyacionia frustrana) 
S a n J o s e s c a l e (Ouadraspidiotus perniciosus) 



Sales of T O U C H É took off like 
a rocket when golf course and lawn 
care professionals discovered that it 
provided effective disease protection for up to 28 days. That's the T O U C H É 
advantage . . . and the reason it's LESCO's number one selling fungicide. 

T O U C H É is highly effective against Dollar Spot, Brown Patch and Leaf Spot. Its 
contact/systemic action provides preventative or curative control of these diseases 
plus Melting Out, Red Thread, Pink Patch, Pink Snow Mold and Gray Snow Mold. 

T O U C H É is the ideal product for the busy lawn care professional who can't 
service a customer every two or three weeks. And its broad spectrum, long-residual 
control means fewer applications on golf courses. 

Formulated as a flowable product, each gallon contains 4.17 pounds of active 
ingredient. This offers a significant advantage over less concentrated fungicides in 
container handling, triple rinsing, storage and disposal. And T O U C H É is priced 
competitively, too. 

E S T A B L I S H E D 1 9 6 2 
20005 Lake Road 
Rocky River, Ohio 44116 

Fertil izers, Seed, Control 
Products, Equ ipment , Parts 

Circle No. 120 on Reader Inquiry Card It's easy to see why T O U C H É has rocketed to a stellar position in the green 
industry. 

For more information, stop by one of our more than 60 LESCO Service Centers, contact your LESCO 
Sales Representative or call toll free (800) 321-5325. In Cleveland, call 333-9250. 

T h e p r o f e s s i o n a l ' s b e s t c h o i c e f o r t u r f p r o t e c t i o n p r o d u c t s . 



LAWN CARE 
INDUSTRY 

Barefoot 's s ta ture a s 'national ' 
company grows wi th acquisit ions 
Management team headed 
by Pat Norton sees 
continued expansion of 
Worthington, Ohio-based 
company through 
development of franchises, 
'branchises' and buy-outs. 

• Convinced the lawn care business no 

longer offers any entrepreneurial excite-

ment? Shhh.. .don't let Patrick Norton 

know it. 

He still thinks—silly him—that there's 

opportunity to grow a lawn care company. 

A really big company. A national compa-

ny. 

"I think that good operators—and we 

don't think we're the only good opera-

tors—will continue to prosper and grow," 

says Norton. 

"There are a lot of markets still out 

there in the development stages. I think 

that portends well for the industry." 

Say what? 

What does Norton know? After all, 

Barefoot Grass Lawn Service, which he's 

helping to grow, has, since 1979, only 

spread from central Ohio into and across 

the Mideast and Midwest. Barefoot is now 

also represented on both coasts as well as 

in Florida, Colorado and Texas. Company 

revenues increased from about $2 million 

in 1979 to about $52 million in fiscal year 

1991. 

Reasons why the public is, seemingly, 

so eager to accept Barefoot services 

include: its clean yellow and green vans 

(Barefoot's main competition uses larger, 

tanker-type trucks), its well-trained tech-

nicians, it's customized, predominantly 

dry application program. 

Just as significantly, Barefoot is adept 

in targeting its considerable direct mail 

and in-house telemarketing efforts to 

homes in neighborhoods that are able and 

willing to pay a premium price for the 

delivery of granular fertilizer and control 

products. 

It's this attention to detail that's char-

acterized the Barefoot management team 

which has been headed by Norton since 

B a r e f o o t ' s 
P a t N o r t o n 
s a y s t h e r e ' s 
s t i l l l o t s of 
r o o m for 
g r o w t h for 
p r o f e s s i o n a l 
l a w n c a r e . 

the mid-1980s. 

Briefly: Pat Norton joined Barefoot in 

1979 as its director of finance and admin-

istration. In 1981 he, and other top com-

• C o m p a n y O w n e d • B r a n c h i s e s F r a n c h i s e s 

How to make 
friends in D.C., 
p. 38 

Knight keynotes, 
1992 GIE Expo, 
p. 44 

Industry urged to, 
pressure congress 
p. 48 



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, Shadow and Bighorn qualify 
for Thrf-Seed's blue tag incentive 
program. Write us or call your seed 
distributor for details. 

Aurora PVP 8700070 

Shadow PVP 8100155 

Bighorn PVP Applied for 

Produced and Marketed by 

T u r f S e e d , I n c . 

P.O. Box 250, Hubbard. OR 97032 

503/981-9571 

TWX 510-590-0957 

CALL TOLL FREE Q A A Q A 7 C f l l A 
OUTSIDE OREGON O U V I U l / I U 



pany managers, bought Barefoot from 

Toro. Norton became company president 

in 1986. In 1989 the Chicago-based invest-

ment firm Colder, Thoma & Cressey 

bought a majority share of the privately-

held company. This past October Barefoot 

went public. 

Barefoot Grass is now the third largest 

lawn care company in the United States, 

and still growing at an annual double-digit 

rate. 

Norton says it's attracting new cus-

tomers for each location. "We are still 

growing in Columbus, Ohio," says Norton. 

"If that's not the most competitive lawn 

care market in the United States, it's cer-

tainly one of the most competitive." 

But mostly it's growing because of the 

proliferation of its market-targeted fran-

chise and "branchise" operations—and, 

most recently, its acquisition efforts. (A 

"branchise" is a Barefoot franchise which 

is owned by a separate corporation but 

nonetheless managed by Barefoot through 

a management agreement.) 

Barefoot is definitely in a buying mood. 

Says Norton, "we would have growth with-

System-wide customers & average 
annual revenues per customer 

1986—133.00 0 $169 
1987—173,00 0 $177 
1988—206,00 0 $182 
1989—229,00 0 $199 

1990—258,00 0 $206 

out acquisition, but to maintain the level 

of growth we want, we have to look at 

acquisitions." 

On January 3, Barefoot bought lawn 

care operations in Cleveland, Wooster, 

Akron and Canton—former properties of 

Lawnmark which generated 1991. 

To make that deal work, Barefoot Grass 

also bought its Canton franchise. 

Otherwise the company would have found 

itself competing against one of its own 

franchise operations. 

"The ideal acquisition for us is going to 

be in a market where we already have a 

presence so that when we add revenues, 

we can do it profitably," says Norton, 

"where we already have existing facilities, 

where we're making money, where we can 

add revenues without adding too much 

overhead." 

In separate transactions in 1991, 

Barefoot purchased its "branchise" in 

Newark, N.J., (for about $1 million), and 

will likely purchase "branchises" in Fort 

Lauderdale, Long Island, Harrisburg, Pa., 

and Boston by the end of 1992. This past 

year also saw the opening of "branchise" 

operations in Portland and Norfolk, Va., 

and the opening of franchises in Topeka, 

Kans., and Cedar Rapids, Iowa. 

For the past several years about 88 per-

cent of the company's net service revenues 

have come from standard lawn care ser-

vices, and 12 percent from add-on services 

such as tree & shrub care, lawn aeration, 

liming and seeding. 

—Ron Hall 

1 0 easy steps in gaining a fr iend 
and supporter in the legislature 
These suggestions from 
two experienced lobbyists 
can guide you to a 
successful meeting with 
your lawmaker. 

• Here's a recipe for 

meeting with and 

seeking the coopera-

tion of your elected 

representative. 

It's a step-by-step 

recipe built from the 

comments of Ed 

Graves and Norm 

Goldenberg. The two 

men advised lawn professionals who had 

gathered in Washington D.C. prior to 

meetings with their U.S. Senators and 

Representatives. More than 100 lawn pro-

fessionals participated in these "Day on the 

Hill" events Feb. 23-24. 

Graves is a senior consultant with 

Capitoline International Group, an issues 

management firm headquartered in 

Washington D.C. He's been lobbying on 

Capitol Hill the past eight years. 

Capitoline is employed the green industry 

to present its case in the Capital. 

Goldenberg, former owner of Alert Lear 

Pest Control, Miami, is chairman of the 

Government Affairs Committee for the 

Professional Lawn Care Association of 

America (PLCAA). He's been involved with 

Florida and national legislative issues 

involving pest control/lawn care for the 

past 10 years. 

Their suggestions will help you 

through that all-important initial meeting 

Goldenberg urges 
LCOs to establish 
mutually beneficial 
relationships with 
legislators. 

with your legislator—more likely, legisla-

tive aide or staff member. And don't be dis-

appointed if a legislator can't meet you in 

person, says Goldenberg. 

Gaining the ear and, hopefully, the sup-

port of a staff member can be productive. 

Lawmaker schedules are incredibly busy. 

They rely heavily on staff members for 

information. Says Graves, "If you are able 

to convince the staff about your position, 

you're halfway home." 

If you've no immediate plans to meet 

with your legislators or their staff mem-

bers soon, file these suggestions and refer 

to them prior to such a meeting. 

1. Have a legitimate reason for seek-

ing a meeting. Are you responding to 

pending or proposed legislation? Do you 

want your representative to oppose a par-

ticular proposal? Or support another 

course of action? 

2. Identify yourself as a constituent. 

"The fact that he's your representative and 

you're from out of town gives you every 

reason to ask for a meeting," says Graves. 

3. Be concise. You'll have, at best, 15 

to 30 minutes to present your views. Start 

with a brief description of the nature of 

your business and industry. Progress to 

the two or three points you want to make. 

4. Be prepared. Have the facts at your 

fingertips. If your concern is a legislative 

proposal, know its, name, number and 

sponsor. More importantly, know its provi-

Ask your legislator to 
take action, says 
lobbyist Ed Graves. 

continued on page 44 



LANDSCAPE 
MANAGEMENT 
™ ™ ™ HKMMMRIM LAWN CAM IMDUÌTKY 

Subscription Fax 
free C o m p l e t e th is f o r m 

today a n d fax it to: 
218 -723 -9433 

I wish to receive (continue receiving) LANDSCAPE MANAGEMENT free of charge: 
Y E S Q n o Q 

Signature 
Name (please print) 
Title 

Date 

Phone Number ( . 
Y o u r F i r m ' s N a m e -
B u s i n e s s A d d r e s s 
C i t y 
Do you wish to receive promotional materials? Y E S • 

1. BUSINESS & INDUSTRY 

S t a t e - Z i p 
n o Q 

My primary business at this location is: (Check only one in either A, B, or C) 
A. LANDSCAPE/GROUND CARE AT ONE OF THE FOLLOWING TYPES OF FACILITIES: 

0005 • Golf courses 
0010 • Sports complexes 
0015 • Parks 
0025 • Schools, colleges & universities 

• Other type of facility (specify) 
B. CONTRACTORS/SERVICE COMPANIES/CONSULTANTS: 

0105 • Landscape contractors (Installation & maintenance) 
0110 • Lawn care service companies 
0112 • Custom chemical applicators 
0135 • Extension agents/consultants for horticulture 

• Other contractor or service (specify) 
• Other supplier (specify) 

C. SUPPLIERS 
0205 • Sod growers 

• Other supplier (specify) 
WHICH OF THE FOLLOWING BEST DESCRIBES YOUR TITLE? (Check only one) 
10 • EXECUTIVE/ADMINISTRATOR—President, owner, partner, director, general 

manager, chairman of the board, purchasing agent, director of physical plant. 
20 • MANAGER/SUPERINTENDENT—Arborist, architect, landscape/ground 

manager, superintendent, foreman, supervisor. 
30 • GOVERNMENT OFFICIAL—Government commissioner, agent, other 

government official. 
40 • SPECIALIST—Forester, consultant, agronomist, pilot, instructor, researcher, 

horticulturalist, certified specialist. 
50 • OTHER TITLED AND NON-TITLED PERSONNEL (specify) 



T H E B E S T S U M M E R P H T C H P R O G R H M E V E R R E C O R D E D . 



Experts recommend combining a proven 

fungicide with smart cultural practices to 

create a summer patch prevention program. 

If you think that's sound advice, then 

call for our free audio tape and brochure. 

Each outlines a summer patch program that 

includes everything from identifying the causes 

to managing susceptible areas. 

Also, they tell you a little bit about 

BAYLETDN 25 Turf and Ornamental Fungicide. 

For ten years, you've seen what it can do for dollar 

spot and many other diseases. Now discover how 

well it performs in a summer patch program. 

For your free tape and brochure, call 

1-800-842-8020. Or write Miles Inc., Specialty 

Products, Box 4913, Kansas City, MO 64120. 

After all, summer patch control today 

requires that you use your head. And what better 

place to start than with 

your ears. M I L E S ^ 

Circle No. 125 on Reader Inquiry Card 
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Friend from page 38 

sions. If you oppose it, suggest alterna-

tives. 

5. Make an accurate assessment of the 

benefits that your business and industry 

offer your community—environmental 

and economic benefits, including the 

number of jobs they provide. "That's the 

kind of message that gets to a member of 

Congress," says Graves. 

6. Leave t ime for quest ions and 

answers. Your legislator or their staffer 

will almost certainly want to ask some 

questions. If you have literature to leave 

behind, keep it in hand until after your 

talk, then present it, says Goldenberg. 

7. Never burn your br idges. 

"Sometimes a heated argument is appro-

priate but that's very rare," says Graves. 

8. Ask for support. "Don't just leave, 

ask them to take some action that sup-

ports your efforts," says Graves. Co-spon-

sor a bill? Communicate your views to a 

committee or subcommittee chairman. 

9. Write a thank you letter to the rep-

resentative or the staffer you met. In the 

letter reiterate several key points you 

made during your visit. 

10. Seek a long-term relationship. A 

single meeting with a lawmaker will not 

accomplish much, adds Goldenberg. Offer 

yourself as a continuing source of accurate 

and useful information concerning your 

industry to your representative and staff 

members. 

"You're only a telephone call away," 

adds Graves. "You can establish an on-

going relationship with them over the 

telephone, having met them." 

—Ron Hall 

BEFORE YOU MEET A LEGISLATOR: A CHECKLIST 
I w a n t to d iscuss : 

(Bi l l n u m b e r , a m e n d m e n t , i s s u e , e tc . ) 

I a m m e e t i n g wi th at 
Of f ice locat ion: 
T e l e p h o n e : 
Mater ia l to take: 

T h r e e po in ts to m a k e : 1. 
2. 
3. 

S u p p o r t i n g s ta tements / ideas : 

Ac t ion reques ted /des i red o u t c o m e : 

R e s p o n s e f r o m legislator: 

T h a n k - y o u letter sent (date): 

Addi t iona l f o l l o w - u p a c t i o n : . 

Source: PLCAA 

Coach Knight t o 
speak a t G I E / 9 2 
• Bobby Knight, the sometimes controversial but remarkably success-

ful basketball coach at Indiana University, will deliver the keynote 

address for the Green Industry Expo/92 in Indianapolis Nov. 16-19. 

Knight, the winningest coach in Big Ten history, sought his 11th 

conference championship this season. Besides winning three national 

championships, he's also coached gold medal-winning teams in both 

the Olympics and Pan American Games. In 1991 he was elected to the 

National Basketball Hall of Fame. 

GIE/92 will be held at the Indiana Convention Center—part of the 

complex that houses the Hoosier Dome, home to the NFL's 

Indianapolis Colts. 

Coincidentally, PLCAA President Robert Andrews is an Indianapolis 

businessman, and a graduate of Indina University. I ndy G I E / 9 2 a t t e n d e e s w i l l h e a r f r o m B o b b y K n i g h t . 



V y U l l T o l l F r e e 

1-800-277-1412 
For additional information write 

PENNINGTON SEED, INC. Turf Dept. 
P.O. Box 290 • Madison, Georgia 30650 

DISTRIBUTION CENTERS 
1. Pennington Seed. Inc. of Madison 

Madison. GA (404 ) 3 4 2 - 1 2 3 4 
2. Pennington Seed. Inc. of Columbia 

Columbia. SC (803 ) 7 7 1 - 4 2 2 2 
3. Pennington Seed. Inc. of Cullman 

Cullman. AL ( 2 0 5 ) 7 3 4 - 9 4 8 6 
4. Pennington Seed. Inc. of Orlando 

Orlando. FL ( 4 0 7 ) 2 9 5 - 6 2 7 1 
5. Pennington Seed, Inc. of Greenfield 

Greenfield. M 0 (417 ) 6 3 7 - 5 9 7 9 

Pennington Seed. Inc. of Louisiana 
Hammond. LA (504) 3 8 6 - 7 6 1 1 
Pennington Seed. Inc. of Virginia 
Petersburg. VA (804 ) 7 3 2 - 4 7 6 9 
Alby's 
Jacksonville. FL (904 ) 7 2 1 - 1 2 0 0 
Mid-South Seeds. Inc. 
N. Little R o c k . AR ( 5 0 1 ) 9 4 5 - 1 4 7 4 

PRODUCTION FACILITIES 
10.GTO-TEC, INC. Eatonton.GA 
11. CACTUS SEED C O M P A N Y INC. 

Roll, AZ 

12. Pennington Seed, Inc. of Oregon 
Lebanon. OR 

i ^ r 

Ask for: 

vour stand. 

DELIVERS YOUR SEED NEEDS NATIONWIDE 
Quality Brands...Research...Production...Personal Secyice 



PLCAA instructs 'Capitol Hill' 
participants: let legislators know 
that we will inform customers 

• Some of the public demands that "squirt 

and split" professional lawn care vanish. 

They clamor that they're being exposed to 

chemicals by profit-hungry chemical lawn 

application companies. They say that without 

adequate warning and/or information they 

can't protect themselves, their children, or 

their pets from unwanted and potentially 

harmful chemical exposures. 

Their complaints are emotional. 

Lawmakers are listening, and acting. 

That's why, says the Professional Lawn Care Association of 

America (PLCAA), the image of a professional applicator cruising 

into a neighborhood and hosing down lawns with fertilizer and 

chemical controls—then leaving behind little else other than 

invoices—must change. 

To that end, PLCAA drafted "Customer Right-to-Know 

Provisions." These provisions were handed out to the 100-plus 

lawn pros who traveled to Washington D.C. for the third annual 

"Day on the Hill" gathering this past February. 

Don't let your next dig 
be your last. 

— N E W — 
Path Finder - Path Finder I I 
Portab le locators f rom Rycom. 

The 8 8 4 0 • 8 8 5 0 models pinpoint underground 
cables and pipe, keeping you from serious 
injury and considerable financial loss. 

Features include: 
• Easy to use 
• Accurate 
• Durable and compact 

And the low cost of $ 3 4 9 and $ 4 9 9 for the 
8 8 4 0 and 8 8 5 0 P a t h F i n d e r M o d e l s 

won't be digging into your budget. 

Ask your distributor for information today! M a d e in U S A 

R Y C O M ® 

instrument! •nc. 
9351 E. 59th Street • Raytown, Missouri 64133 

800-851-7347 • 816-353-2100 • FAX 816-353-5050 
In Canada, call Argus Telecom at 1-800-363-1888 

Sen. Richard G. Lugar (R- lnd. ) , who 
owns a farm in Indiana, supported 
PLCAA's cal l for sensible pest ic ide 
legislat ion. Bob Andrews, left , PLCAA 
president , introduced Sen. Lugar to 
the aud ience of 1 3 0 lawn care pros at 
the "Day on t h e Hill" breakfast . 

The PLCAA poli-

cy statement urges 

professional lawn 

applicator compa-

nies to provide 

their customers 

with a written 

Customer Service 

Agreement contain-

ing the following 

information: 

j^the property 

address; 

^number of applications over a 12-month period; 

^general time frame in which chemical product applications 

will be made; 

^statements informing the customer of the right to be preno-

tified one day before products are applied, and to receive informa-

tion on the products to be applied on the day of application; 

the annual cost of the basic service; 

statement of what additional services may be necessary 

but are not included in the basic cost; 

statement informing the customer of the right to be 

informed in advance of any price increases for services in subse-

quent years; 

/^the signature of the commercial applicator; 

i^the company name, address, telephone number, business 

registration number and, where applicable, the applicator's state 

license number. 

PLCAA's members also believe that the following information 

should be provided to customers at the time of an application: 

• the brand name or common name of the chemical lawn-

product applied, 

• the general reason for use as stated on the label, 

• the maximum concentration of end-use product and the 

rate of application, 

• any special instructions relating to the use of the lawn by 

the customer after the application is made, and 

• on request, a copy of the product label. 

Not i f ica t ion Registry—PLCAA says the idea has worked in 

seven states and supports creation of a registry in each state. 

People wanting to be notified prior to nearby chemical applica-

tions could sign up for the registry. Applicators, on a regular 

basis, could be informed of the people signing up for the chemi-

cal application registry. 

Pre-notification—PLCAA supports a proposal to require com-

mercial applicators to pre-notify the following people one day in 

advance of intended applications: customers (if applicable); people 

on the Notification Registry that are adjacent to the customer's 

property; or an appropriate school authority. 

Posting—PLCAA supports national posting requiring com-

mercial applicators and do-it-yourselfers affix a posted marker at 

the primary point or points of access to a property at the time of 

chemical application. 



ONCE was developed 

using our OSMOCOTE® resin 

coating technology, the leading 

controlled release fertilizer 

worldwide. This unique system 

meters nutrients continuously— 

every day—for a full season. 

Because release is based 

only on temperature—not 

water, pIT, or bacteria as with 

other fertilizers—nutrient 

availability matches turf and 

plant growth needs. 

C 1 9 9 1 Grace-Sierra Horticultural Products Company. ONCE and Osmocote are trademarks of Grace-Sierra Horticultural Products Company for its brands of controlled release fertilizers. 

ONCE™ gives you con-

sistent, superior turf color and 

growth because it feeds con-

tinuously—all season. 

ONCE eliminates the 

"feast or famine" effects of con-

ventional fertilizers. This insures 

uniform, superior growth— 

with even mowing cuts. And 

minimal nutrient pollution. 

ONCE is available in a 

variety of analyses and 8-9 and 

5-6 month longevities. 

ONCE. Contact your 

Grace-Sierra turf/landscape 

distributor or call us toll-free at 

1-800-492-8255. 

Use ONCE, just once, for 

the best results all season long. 

GRACE ̂ SIERRA 



Industry urged to keep pressure on Congress to 
get pre-emption on fast track in fiscal 1992 

• The Federal-State Pesticide Regulation 

Partnership Act of 1991 may remain buried in 

committee in 1992. 

Thousands of professional pesticide 

users—from lawn applicators to farmers— 

would rather see action, now. But 1992 is an 

election year. Issues such as health care and 

the state of the nation's economy hold the 

public's attention. 

Admittedly, the Federal Insecticide, 

Fungicide, Rodenticide Act (FIFRA) is not a glamorous vehicle 

for attracting voter attention and support. 

Bluntly, FIFRA is dull—even if it is up for reauthorization this 

year. (Look for a one year extension, instead, say sources in 

Washington D.C.) 

And the Partnership Act is a pesticide pre-emption proposal to 

amend FIFRA, to keep (pre-empt) cities and towns from passing 

their own pesticide use regulations. 

In the U.S. Senate, the pre-emption proposal is referred to as 

S. 2085 (sponsored by Sen. David Pryor, D-Ark.), and in the House 

as H.R. 3850 (sponsored by Rep. Charles Hatcher, D-Ga.). The 

measures are identical. 

Passage of the Partnership Act could end the uncertainty 

A N E W "MACHINE".. . 

M o d e l C W 1 6 2 

...JUST FOR LAWN & LANDSCAPE 
MACHINES 

Transport and store all your equipment 

with complete security. Protected from 

the weather. Great Options like: FLOW-

T H R U V E N T I L A T I O N eliminates fuel 

fumes. W O L M A N I Z E D 1 1/2" floors and 

3/4" interior side walls for "guts". W I D E 

B O D Y , too. Hundreds of Models, Sizes 

and other Customizing Options. All backed 

by an EXCLUS IVE 3 YR . W A R R A N T Y 

PROGRAM . Give us a call, today. 

Tell Us You S a w It In 
L A N D S C A P E M A N A G E M E N T 

1 - 8 0 0 - 3 4 8 - 7 5 5 3 for C a t a l o g s - P r i c e s 
F a c t o r y S e r v i c e p o i n t s : G A , IN, T X , U T . 

N a t i o n w i d e Dea le r N e t w o r k . 
P .O . B o x 7 2 8 - 1 0 6 9 , E lkhar t , IN 4 6 5 1 5 - 0 7 2 8 
With a Wells Cargo Behind... You Never Look Back! 

R i c h a r d T i c e , le f t , of G r e e n k e e p e r s / T & L L a w n S e r v i c e a n d 
f e l l o w l a w n c a r e p ro fess iona ls f r o m C o n n e c t i c u t s o u g h t 
p e s t i c i d e p r e - e m p t i o n s u p p o r t f r o m S e n . C h r i s t o p h e r J. Dodd 
( D - C o n n . ) . T w e n t y - f i v e r e p r e s e n t a t i v e s t r a v e l e d f r o m 
C o n n e c t i c u t t o W a s h i n g t o n D . C . t o a lso m e e t w i t h S e n . Joe 
L i e b e r m a n ( D - C o n n . ) , l a w n c a r e ' s h a r s h e s t c r i t i c on t h e Hil l . 

caused by the the U.S. Supreme Court's ruling in June 1991 that 

FIFRA does not prevent town and cities from passing their own 

pesticide-use laws. 

At least that's what the green industry—particularly applica-

tors and chemical suppliers—believe will happen. And hope for. 

The intent of S. 2085 and H.R. 3850 is clear: "A local government 

shall not impose or continue in effect any requirement or regula-

tion regarding pesticides or devices." 

But its passage is not imminent. 

"Our goal is to put enough pressure on through co-sponsor-

ships on the senate and house side for the committee chairmen to 

realize something should be done now, instead of waiting a year," 

says Allen James, executive director of Responsible Industry for a 

Sound Environment (RISE), a pro-industry group. 

T h e s e l a w n c a r e p r o f e s s i o n a l s f r o m O h i o — l e f t t o r ight , M a r k 
L a u b e , L a w n m a r k , Bil l C l u t t e r , Tur fGard C o m p a n y , a n d Phi l 
F o g a r t y , C r o w l e y L a w n S e r v i c e — d i s c u s s e d p r e - e m p t i o n w i t h 
a v e t e r a n s t a f f m e m b e r of S e n a t o r John G l e n n ( D - O h i o ) . 



Granular control for insects. 
Because you never know 

which way 
the wind will blow 

To control surface and soil insects as you feed, 
nothing works harder than Lebanon granular fertilizers 
with DURSBAN* insecticide. They spread evenly, with-
out drifting or leaching through, to eliminate chinch 
bugs, ants, weevils and fleas, as well as ticks that can 
carry lyme disease. 

Apply the homogeneous, balanced feeding of 
Greenskeeper 20-4-10 with DURSBAN insecticide for 
even growth and color. Or the economical, yet highly 
effective, SCU blended Lebanon Pro 20-3-5. Available 
with DURSBAN insecticide in 1% and 0.6% formulations. 

For more information, contact your Lebanon sales 
representative or local Lebanon Turf Products distributor. 
Or simply call 1-800-233-0628. 

DURSBAN* and the DURSBAN logo are trademarks of DowElanco 01992 Lebanon Turf Products • U R S B R N 



Good argument for pesticides: 
w e ' r e living longer than ever 

i just hope the 
lawyers allow that 
technology to 
happen.' 

—John Stossel 

NEW ORLEANS—If ABC-

TV environmental reporter 

John Stossel were a golf 

course superintendent or 

landscaper or lawn care 

operator, here's what he'd 

tell his customers: 

"We are exposed to 

more dangerous chemicals 

than ever before. The 

result? We're living twice 

as long...as (we were) 100 

years ago! And what gave 

us this longer lifespan? 

Technology. I just hope 

the lawyers allow that 

technology to happen." 

Stossel tried to put everything in per-

spective following presentations by Jay 

Feldman of the National Coalition Against 

the Misuse of Pesticides (NCAMP) and 

Victor Kimm of the U.S. Environmental 

Protection Agency (EPA), at the annual 

GCSAA conference here last month. 

"When is something too risky?" Stossel 

asked. "Old technologies we seem to 

accept. Natural gas kills 400 people a year, 

home swimming pools kill 100 people a 

year. 

"Sixty people a year die fishing," he 

continued. "Should we outlaw fishing? 

Should the regulators decide? I think you 

should give people information and let 

V i c t o r K i m m of t h e E P A ( l e f t ) a n d John S t o s s e l of A B C - T V ( r i g h t ) c o n -
fer w h i l e Jay F e l d m a n of N C A M P ( n o t p i c t u r e d ) c a l l s for m o r e s t r i c t 
f e d e r a l l e g i s l a t i o n t o r e g u l a t e p e s t i c i d e u s e in t h e U n i t e d S t a t e s . 

people decide." 

Feldman addressed the overflow ses-

sion first. He pretty much went by the 

book—his book—in citing what he consid-

ered to be problems with pesticide use in 

this country: 

• 602 of 620 pesticides slated for EPA 

re-registration still haven't been re-

assessed. 

• Studies in Nebraska and Kansas, and 

the National Cancer Institute's study on 

dogs, point to a relationship between cer-

tain pesticides and non-Hodgkin's lym-

phoma. 

• Pesticides in groundwater: "The 

more we look, the more we find." 

Feldman admitted he 

has little confidence in the 

EPA. 

"The EPA assumes a 

perfect world," he noted. 

"We cannot rely on the 

EPA because it doesn't 

assure safety. We need to 

question the benefits of 

pesticides. We've assumed 

the benefits are there." 

K imm observed that 

NCAMP and the EPA 

"share the goal of becom-

ing less dependent on pes-

ticides. 

"There are more tests 

on pesticides going on 

today than at any point in 

history," he said. "It is 

absolutely certain in my 

mind that some of that 

testing is going to show us 

new perceptions of risks 

about chemicals. We will 

then be able to change, 

alter or eliminate those risks that consis-

tute unreasonable risks. 

"Some of the current pesticides are 

likely to see their uses limited or restricted 

over the short term. Over the long term, 

you are likely to see increased public confi-

dence in our efforts to protect the nation's 

environment." 

The EPA will decentralize as much as 

possible, Kimm noted: 

"The heart of our plan is state control. 

We're anxoius to see states develop man-

agement plans that are constantly under 

scrutiny. This is the only applicable long-

term strategy." 

—Jerry Roche 
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WITH SCAG'S UNIDECK DESIGN, ONE DECK DOES IT ALL 
That's right. Forget your dedi-

cated mulching deck. Throw those 
baffles away. If you own a Scag 
mower, you already own a recycling 
mower. 

Scag s versatile Unideck™ 
design lets you convert 
your Scag cutter deck from 
dispersing to catching to 
mulching in a matter of 
minutes, right in the 
field. 

With our Unideck™ 
design, a deeper 
cutter deck and higher 
blade tip speed combine 
to provide better air flow 
under the deck. This stands the 
grass up and cuts it cleanly. 
Clippings are held above the blade 

until they are recut into a fine 
mulch. The air flow then forces the 
clippings back down into the lawn, 
providing valuable nutrients. And 

in heavy, lush grass, you can 
mulch at a reduced cutting 
speed or easily switch to 
dispersing. 

Our simple and eco-
nomical mulching kit fits 
on virtually all Scag walk-

behinds and riders, current 
and non-current models 

with 32", 36", 48", 52" and 61" 
decks. 

Plus, every new Scag cutter 
deck now features our exclusive 
low-maintenance taper roller 
bearing spindle (patent pending). 
Testing has shown this sealed 

spindle lasts longer than tradi-
tional ball bearing spindles. 

No mulching mower can mulch 
under all conditions. But mulching 
with a Scag gives you the cutting 
options you need to get the job 
done. See your local Scag dealer 
for a demonstration today. 

SIMPLY THE BEST 

Subsidiary of Metalcraft of Mayville, Inc. 
1000 Metalcraft Drive, Mayville, Wisconsin 53050 

© 1992, Scag Power Equipment 



Would ChemLawn, by any other name, 
still be ChemLawn? Stay tuned. 
'EcoScape' tag is spanking 
new; owner by mid-year 
likely will be new, too. 

• The 1992 lawn care season will be busi-

ness as usual for ChemLawn, except 

ChemLawn will: 

a. probably have a new owner; 

b. likely have a new name on the side of 

its trucks—"EcoScape by ChemLawn." 

c. attempt (again) to offer a more com-

prehensive package of lawn/landscape ser-

vices. 

Ecolab Inc., which bought ChemLawn 

in 1987, announced early this past March 

that it will sell most of its subsidiary and 

take a $275 million fourth-quarter bath. 

Ecolab's decision to put the "For Sale" 

sign on ChemLawn does not surprise 

many people in professional lawn care, or 

in the investment community, either. 

Financial analysts say Ecolab spent too 

much for ChemLawn to begin with. 

The St. Paul, Minn.-based maker of 

cleaning and sanitizing products paid 

about $370 mi l l ion for ChemLawn in 

1987. This was about $100 million more 

than Waste Management, Inc., the huge 

Chicago-based waste hauler, had initially 

offered in February 1987. (WM did, later, 

sweeten its offer.) 

The Ecolab/ChemLawn marriage was 

not a good one. 

As ChemLawn remained the most visi-

ble provider of professional lawn care, it 

likewise retained its uncomfortable role as 

lightning rod for anti-lawn-care, anti-pes-

ticide criticism. 

Moreover, the company's management 

changed substantially since lawn care's 

halcyon years in the early and middle 

1980s. 

But most significantly, sales stayed flat; 

ChemLawn couldn't add to Ecolab profits 

despite the synergy Ecolab felt would 

develop between the cleaning and sanitiz-

ing services it offers to commercial/insti-

tutional clients and lawn/landscape ser-

Ecolab's decision to put 
the "For Sale" sign on 
ChemLawn does not 
surprise many people in 
professional lawn care, or 
in the investment 
community, either. 

vices. Competi t ion is, if anything, as 

intense in big-acreage accounts as it is for 

home lawns, Ecolab discovered. 

In 1989 ChemLawn showed a $42.7 

million operating loss ($34 million from a 

one-time charge), and in 1990, with net 

sales of $383.9, a $2.45 million loss. The 

Wall Street Journal reported in March that 

ChemLawn will post a $10-$15 million 

loss for 1991. 

Apparently in an effort to present a new 

face, this past February ChemLawn pro-

vided 140 company-owned and 50 fran-

chisees with ads offering up EcoScape, a 

new name for an expanded lawn, tree and 

shrub service. 

Many ChemLawn trucks got a new 

paint job too with the name EcoScape 

prominantly displayed. The name, and the 

new service offerings it represents, will be 

introduced to the public through "slow, 

steady market ing," said a ChemLawn 

source. 

ChemLawn seeks to boost sales of add-

on lawn and landscape services; this while 

it preserves its position as the nation's 

most recognizable residential lawn care 

provider. 

"Options range from landscape installa-

tion to controlling weeds in flower beds," 

said ChemLawn President David L. 

Siegfried. Lawn aeration, renovation, 

mulching and pruning: these are services 

of EcoScape too. 

In mid-March, Siegfried also 

announced that ChemLawn's company-

owned branches would offer an all natural 

organic fertilizer as an option in 1992. An 

organic-based program launched by 

ChemLawn during the 1991 growing sea-

son captured few people's at tent ion, 

including customers. 

According to Ecolab, the company 

hopes to have a buyer for ChemLawn by 

mid-year. Stuart Pulvirent, an analyst with 

Shearson Lehman Brothers, said the price 

tag would be somewhere in the neighbor-

hood of $100 million, reported The Wall 

Street Journal. 

Pierson M. Grieve, Ecolab's chairman, 

president and chief executive officer, said 

that the divestiture of ChemLawn "focuses 

all our (Ecolab's) strategies on our strong 

world-wide cleaning and sanitizing busi-

ness opportunities." 

—Ron Hall 

Green media is 'ho-hum' 
on environmental c laims 
Writers believe they should 
keep readers informed. 

• So, who believes the hype anyway? Not 

the media, or so it appears. 

When 503 garden writers responded to 

a recent survey, only 14 percent were con-

vinced that products described as environ-

mentally correct were what they claimed 

to be. 

Furthermore, the respondents—all 

members of the Garden Writer's 

Association of America—split down the 

middle over the use of terms like "environ-

mentally correct" or "environmentally 

friendly" to market products. Only 30 per-

cent approved the use of the term "envi-

ronmentally preferred." 

Nine out of 10 of the garden writers 

surveyed, however, said "yes" they did 

have a responsibility to inform their read-

ers about environmental issues and water 

conservation. 

The survey was conducted by Hinsdale 

Marketing Services, Oak Brook, 111., on 

behalf of Aquapore Moisture Systems, 

Phoenix, Ariz. Aquapore, which manufac-

tures soaker hose and other water-saving 

products, was not identified in the survey 

as the sponsor. 



THERE IS ONLY ONE MILORGANITE & IT S #1 
WHAT'S THE DIFFERENCE BETWEEN 
MILORGANITE AND ALL THE "ME TOO" 

"JOHNNY-COME-LATELY" NATURAL ORGANICS? 

PROVEN RESULTS! 
MILORGANITE IS AMERICA S NUMBER ONE NATURAL ORGANIC FERTILIZER 

NATURAL ORGANIC 

Natural Organic Milorganite 

Is The Fertilizer That 

Golf Has Been Growing 

With Since 1926. 

Milorganite 
Milorganite Division MMSD 

P.O. Box 3049 

Milwaukee, W1 53201-3049 

(414) 225-3333 



O n l y A m d r o J s F o r m u i 

Each year, fire ants spread further across 
the South, stinging millions of people. And 
professional Lawn Care Operators have 
seen the pain they cause to humans and 
pets and the damage to valuable lawns, 
plants and property. 

KILLS THE QUEEN. KILLS THE MOUND. 
There are many fire ant products on the 
market. But the only way to REALLY get 
rid of fire ants is to kill the queen. Because 
only the queen produces more fire ants. 
So, when the queen dies, the mound dies. 

And now, more and more professionals 
are protecting their customers' plants, 
ornamentals and lawns with AMDRO® 
insecticide fire ant killer. Because only 

AMDRO is specifically formulated to kill 
the queen. 

HIGHLY EFFECTIVE BAIT FORMULATION 
Fire ants treat AMDRO as food. They find 
it when they are foraging, carry it back to 
their mound, and feed it to ALL the ants 
in the mound...including the queen. Once 
the bait kills the queen, the whole mound 
dies in a matter of days. 

FOR BROADCAST OR SPOT TREATMENT 
Nothing is as effective or easy to use as 
AMDRO. Just apply straight from the pack-
age. There's no mixing, no watering in, 
no dust, no mess. And unlike some other 
mound treatments, AMDRO has no offen-

sivtodor. For established mounds, simply 
sprinkle AMDRO insecticide around the 
base of each mound, according to pack-
age directions. (Do not apply directly to 
the top of the mound.) 

Or, you may use a hand-held applicator 
or vehicle-mounted Herd GT-77 spreader 
to broadcast AMDRO® over large areas to 
control existing mounds, as well as small, 
unseen mounds, and reduce the risk of 
reinfestation. Broadcast rates are only 
1 to IV2 pounds per acre for total control. 

USE WITHOUT WORRYING 
AMDRO® insecticide contains an exclusive 
patented biodegradable ingredient, hydra-
methylnon, incorporated into a highly 



HOW AMDRO BEATS THE COMPETITION 
Ready Toxicity Pasture 

Active Mode of Low Low To Use To Birds, or Leaching Time Required 
Ingredient Trade Name Action Odor Dust Broadcast Honeybees Rangeland Potential For Control 

®/™ Trademarks. Amencan CyanamidCo. € 1991 'Trademark. Maag Agrochemicals. Ine trademark. Merck4 Co., Ine trademark. SC Johnson 4 Son. Ine 
trademark, Whrtemire Research Laboratories, Inc. ^Trademark, Chevron Chemical Co eTrademark, The Spectrum Group trademark. Green Light Chemical Co. 

treatments. So, protect your customers 
and their property from fire ants. Give 
them complete fire ant control with the • 
only product specifically formulated to kill 

the queen. AMDRO. Availa-
ble in 1-lb. containers, or 
economical 25-lb. bags. 

AMERICA 'S N U M B E R O N E 
FIRE A N T KILLER. 

^m CYANAMID 
\ W Agricultural Diviaion 

Vegetation and Pest Control Department 
Wayne. NJ 07470 '1992 

attractive and unique bait formulation. So, 
when the-fire ants are gone, AMDRO is, too. 

THE CHOICE OF PROFESSIONALS 
AMDRO is used by more lawn care 

professionals than any other product. It's 
a very valuable, and profitable, additional 
service you can provide your customers. 
It's also easily incorporated into scheduled 

hydramethylnon AMORO' 

fenoxycarb 

avermectin Affirm2 

Fire Ant Ender2 

Ascend4 

acephate Orthene5 

BAIT 
Ingestion (Stomach 
Insecticide) 
BAIT 
Growth Regulator 
(Stops egg laying) 
BAIT 
Growth Regulator 
(Stops egg laying) 
CONTACT 

diazinon Spectracide® CONTACT 
Green Light2 

(various others) 
dursban Green Light2 CONTACT 

(vanous others) 

No Low 3 - 5 Weeks 

No Low 6 - 8 Weeks 

Yes* Moderate 3 - 7 Days 
to High 

No Moderate Immediate 

No Low Immediate 
(•grazing restrictions apply-see label) 



Effluent great for turfgrass, study contends 
TUCSONf Ariz.—After more than three 

years of study, University of Arizona agri-

cultural scientists believe that municipal 

effluent is ideally suited for turf irrigation. 

The water is safe—for the turf and ground-

water—and effectively produces golf course 

fairway-quality grass. 

At the Arthur Pack Golf Course and 

Ocotillo Golf Course here and in Chandler, 

soil scientist Ian Pepper and plant scientist 

Charles Mancino proved that effluent irri-

gation must be managed differently. 

Higher levels of nitrogen, phosphorus and 

potassium in wastewater can reduce 

reliance on commercial fertilizer, particu-

larly in the summer. 

"Daily applications of effluent offer a 

built-in advantage," says Pepper. "It's like 

spoon-feeding nitrogen to the turfgrass." 

He and Mancino compared soil samples 

CHICAGO—Since the 1986 tax reform and 

the loss of the Investment Tax Credit, con-

struction contractors who use heavy 

equipment have increasingly turned to 

rentingtheir machines. 

Heavy equipment studies conducted in 

1986 and again in 1990 by the market 

research firm of MacKay and Co. found 

that the number of owned and leased 

machines at work in the U.S. increased 

just 3 percent from 1986 through 1990. 

Rental machines more than doubled in 

number during the same period. 

The survey was sponsored by 

Construction Equipment magazine, whose 

taken at depths of two and three feet on 

plots irrigated with effluent and potable 

water. They found that levels of nitrate-

nitrogen, ammonia (which also contains 

nitrogen), potassium and phosphorus 

remained uniform, showing they posed no 

problem to groundwater. 

In soil irrigated with effluent, sodium 

and phosphorus reached levels that war-

rant different management practices than 

customarily used. For example, reducing 

phosphorus fertilizer applications would 

allow the grass to use the nutrient con-

tained in the effluent. And applying calci-

um sulfate or sulfur would reduce the sodi-

um in the soil. 

Mancino says turfgrass turning yellow 

(chlorosis) in the summer is the greatest 

problem resulting from effluent irrigation. 

An application of foliar iron takes care of 

editor Kirk Landers notes, "When invest-

ment tax credits were wiped out and 

H e a v y e q u i p m e n t t r e n d s 
3 3 t y p e s o f pav ing, l i f t ing and 

e a r t h m o v i n g e q u i p m e n t 

1986 1990 % c h a n g e 
R e n t e d 58.834 123,565 +110% 

O w n e d / 

leased 643.496 660.210 +3% 

Tota l 
m a c h i n e s 702,330 783,775 +11% 

Source: MacKay & Co. 

the chlorosis, but that's expensive. "It's an 

expense that municipal golf courses might 

not be able to carry," Mancino says. 

"Resort-owned courses should have no 

problem." 

Except for its cost, municipal effluent is 

ideally suited for irrigating turf, Mancino 

and Pepper believe. "Irrigating turfgrass 

with effluent is an advantageous way to go, 

with good management—except for the 

high cost," Pepper says. 

Most golf courses have their own wells, 

and irrigation water costs between $40 and 

$150 per acre-foot in this part of the coun-

try. In Tucson, buying effluent carries a 

price tag of about $400 per acre-foot, and 

using drinking-quality water costs $440. 

For more information on their 

research, contact Mancino at (602) 621-

1851 and/or Pepper at (602) 621-7234. 

depreciation allowances reduced, the cost 

of owning high-ticket capital equipment 

went up substantially. 

"When ownership costs go up, so does 

the liability for an under-utilized machine. 

From 1986 to 1990, a lot of equipment 

users just said 'no' to more liability. They 

made short-term rental commitments 

instead of long-term purchase or lease 

commitments." 

Some of the machine types that are 

essential to the country's efforts to rebuild 

its transportation infrastructure have also 

aged since the tax reform. 

"The average wheel loader in a highway 

fleet is more than eight years old," says 

Landers. "In 1986, a wheel loader that old 

would be scrapped or put into backup 

work. Today, the contractor replaces or 

rebuilds the machine's key components 

and tries to keep it working." 

More contractors a re 
renting equipment 

B&G'S NEW HP A 
Strap on the comfortable, lightweight KP-4 Knapsack Sprayer and enjoy 
the convenience and mobility it affords. Designed for a multitude of uses, 
the KP-4 is tough enough for all sprayable solutions. 
Easy to use with the lever-operated high pressure continuous action pump. 
Only minimal effort is required to maintain effective spraying pressures. 
The generous 4 gal. high density polyethylene tank allows for an extended 
application period. 
For more information about the KP-4 Knapsack Sprayer or to inquire about 
all your spraying needs, call 1-800-544-8811. 

B & G KUMPMKNT COMPANY 
P.O. BOX 130. PLUMSTEADVILLE. PA 18949 

Chemical resistant and heavy duty 
construction features include: 

»All soft parts, gaskets and seals, superior 
quality. 

» Unit converts for right or left hand operation. 
High pressure piston pump up to 
90 psi, 48 in. hose. 

• Discharge valve with screen 
and lock-on clip. 

• 18 in. angled extension with 
pin to cone spray pattern tip. 

• Hit 

OPTIONS 
• Brass extensions. 
• Fan spray 

pattern tips. 
brass and poly. 
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Now broad spectrum CURALAN con-
trols eight diseases without harm to turf 
so turf managers can sleep nights. 
Brown patch and dollar spot control. 
CURALAN controls these tough dis-
eases plus six more including leaf spot, 
Fusarium patch and grey snow mold. 
Two-way protection. 
CURALAN gives you the option of pre-
ventive and curative treatments by 
adjusting the application rate. 

Labeled for all turf grasses. 
You can apply CURALAN to any turf 
grass variety, at any stage of growth 
without concern for injury. 
CURALAN is part of a growing line of 
turf ornamental products from BASF. 
Simple solutions to complex problems. 
For more information call 
1-800-878-8060. 

Always read and follow label directions. 
Curalan is a trademark of BASF Corporation. 
©1991 BASF Corporation JJ7623R BASF 



HOT 
STUFF 

Turf at the Olympics 
ACWORTH, Ga.—The Georgia Turfgrass 

Association will help beautify the 1996 

Summer Olympic Games. 

The association has agreed with Atlanta 

Mayor Maynard Jackson and the Office of 

Olympic Coordination to design and beau-

tify a public site to be used during the 

Games. The specific site is yet to be deter-

mined. 

When the site is selected, a five-year 

beautification plan will be developed which 

should bring the site to peak beauty for 

the Games. Following the Games, the site 

will be turned over to the city for contin-

ued maintenance. 

AmeriFlora opens soon 
COLUMBUS, Ohio—The AmeriFlora '92 

exhibition begins here on April 20 and 

runs through Oct, 12, the 500 anniversary 

of the date recognized as the founding of 

America by Christopher Columbus 

One of the first exhibits to be complet-

ed, a display garden, was installed by O.M. 

Scott & Sons. "The Scotts World of 

Grasses," is a 55-foot-wide map of the 

world with continents created with differ-

ent turfgrass varieties. 

For more informat ion about 

AmeriFlora '92, write 1995 E. Broad St., 

Columbus, OH 43209 or phone (614) 645-

1992. 

Supers packed show 
LAWRENCE, Kans.—A standing-room-

only crowd of 2,200 heard a panel session 

on pesticide use (see accompanying story), 

an event that was the highlight of the 1992 

International Golf Course Conference and 

Show in New Orleans two months ago. 

More than 15,000 superintendents, turf 

professionals and suppliers attended the 

week-long conference, according to the 

Golf Course Superintendents Association 

of America. A record 593 exhibitors show-

cased their products and services during 

the three-day trade show, which covered 

nearly 172,000 sq.ft. 

Almost 1,600 registrants representing 

44 foreign countries attended. 

Terry Bradshaw, the former Super 

Bowl quarterback for the Pittsburgh 

Steelers, was keynote speaker at the open-

ing session. Other key sessions were held 

by the USGA, the Golf Course Builders of 

America and the American Society of Golf 

Course Architects. 

William R. Roberts was elected 1992-93 

president; Randy Nichols was elected vice 

president and Joseph G. Baidy was 

appointed secretary/treasurer. 

Golfer Tom Watson received the Old 

Tom Morris Award at the closing banquet. 

Next year's conference and show will be 

held Jan. 23-30 at the Anaheim (Calif.) 

Convention Center. 

for impersonating an 
expensive fert i l izer 

Natural organic T e r r e n e , with its slow release, non-burning 
properties is showing up on turf professionals' "most wanted" 
lists everywhere. 
The specialized Turf and Greens grades of new T e r r e n e can 
be custom tailored to fit into any fertilizer program. Whether 
you're in lawn and turf care, golf course or landscape main-
tenance, nurseries, or any other related business, you'll profit 
from T e r r e n e ' s growth potential. 

F o r D i s t r i b u t o r i n f o r m a t i o n c a l l 1 - 8 0 0 - 4 5 2 - 1 9 2 2 

Produced and 
marketed by 
Enviro-Gro 

Technologies 
a JWP Company Terrene P.O. Box 5036 

Lancaster, PA 
17601-0036 



A revolutionary leap in the evolution of mowing. 
To see where rotary mowing is headed, take a good look 
at the sleek new Jacobsen HR-5111.™ It delivers an ll'-plus, 
high-production cut and exceptional trimability in a rugged 
four-wheel-drive package. 
Built for long life in rough country. 
Hydrostatic 4WD, a heavy-duty axle with differential lock, 
and a reliable, fuel-efficient, 51-hp diesel let the HR-5111 
confidently tackle tough hills that stall the competition. 

Our new box-channel steel, straight-line frame takes 
the pounding of tough conditions like no other mower in 
its class. Plus, the full-fiberglass body keeps its good looks 
for years, even in the harshest environments. And it's all 
backed by a 2-year, 1,500-hour warranty.* 

No belts. No pulleys. No kidding. 
Our revolutionary, fully hydraulic cutting 
system eliminates the maintenance and 
a4justments of belt-driven units. It incor-
porates individual, lifetime lubricated 
spindle motors which deliver more 
power to knock down tall, heavy grass, 

^ for a clean 1" to 5W cut. The decks 

•See your Jacobsen distributor for full warranty details. 

have a unique, counter-rotating 
spindle configuration producing 
the smoothest rear discharge 
going. 
Smooth operator. 
From the easy-to-read, full instru-
mentation, to the ergonomic con-
trols, the HR-5111 redefines operator 
convenience. What's more, power 
steering, tilt wheel, cruise con-
trol and the acyustable high-back suspension seat keep 
the operator comfortable, for a more productive day. 

For high productivity, 4WD mobility, heavy-duty dura-
bility and operator comfort, there's nothing like the 
HR-5111 on turf. So be sure to ask your Jacobsen distributor 
for a demonstration today. 

T H E P ROFESSIONALS C HOICE O N TURF. 

TEXTRON 
Jacobsen Division of Textron. Ine 
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Control grubs before they damage your 

turf while minimizing the impact on 

the environment. 

If you think that sounds good, then call for 

our free audio tape and brochure. 

Each tells you about this pre-damage strategy 

and how to implement it. From scouting for signs 

of grubs to timing your applications. 

Also, they show you how well DYLOX 

Insecticide fits in a pre-damage program. DYLOX 

works fast to control all species of white grubs. 

Plus, DYLOX goes away quickly, reducing the 

long-term risk to the environment. 

For your free tape and brochure, call 

1-800-842-8020. Or write Miles Inc., Specialty 

Products, Box 4913, Kansas City, M O 64120. 

The call is free. The tape and brochure are 

free. All we ask is that you lend us an ear. 

M I L E S A 

Circle No. 118 on Reader Inquiry Card 



CUSTOMER SERVICE 
TIPS 

Using customer surveys 
By E.T. W a n d t k e 

• Survey customers to find out how they 

perceive your service, and to get feedback 

and input on areas that may need improve-

ment. 

Many lawn care/landscape companies 

BAKER QUALITY. 
PRO PERFORMANCE. 

Tractor PTO Drive 
I H T . V I F A YARD WASTE RECYCLING SYSTEM 

THAT WORKS LIKE YOU DO. HARD AND SMART. 

COMPLETE DEBRIS CLEAN-UP. C H I P LIMBS 

UP TO 6" THICK. S HRED L" TREE TRIMMINGS. 

A N D TURN GIANT LEAF PILES INTO MULCH IN 

MINUTES WITH THE UNIQUE VACUUM KIT. 

C ALL TODAY AND ASK ABOUT OUR IN-HOME 

VIDEO DEMONSTRATION. 

M-F. 8AM-

5PM, CST 1-800-945-0235 

W190 N11260 Carnegie Drive 
Germantown. Wisconsin 53022 

conduct a regular customer survey, but they 

often forget to survey the employees to 

determine how they rate the quality of ser-

vice. 

Goals of a survey should be: 

1. to determine from customers what 

service level is expected; and 

2. to improve the employee's perception 

that they are professional service personnel. 

Creating a survey form requires the 

insights of a professional who has developed 

similar surveys in the past. How questions 

are asked, the sequence of the questions, and 

the response method may all influence the 

reliability of your final results. Use a profes-

sional surveying firm to develop the ques-

tionnaire, and the validity of the results of 

your survey will be more beneficial. 

COMMERCIAL INSURANCE 

for 

LAWN CARE OPERATORS 

M.F.P. Insurance Agency, Inc. 

50 West Broad Street, Suite 3200 

Columbus, OH 43215 

(614) 221-2398 

Contact: 

Richard P. Bersnak, President 

or 

Jeanne Bartkus 

Circle No. 188 on Reader Inquiry Card 

It's important take surveys in different 

months, to take out the predictability of the 

survey and to prevent your employees from 

performing special services only the month 

before the survey is distributed. 

Many companies have found that sharing 

the results of a survey with their customers 

and employees is very beneficial. It is an 

opportunity to identify what has been 

improved since the previous survey. Specific 

issues which need to be improved can be 

defined and the type of corrective action 

identified. This is the time to demonstrate to 

both your customers and employees how 

committed you are to customer service. 

Sam Walton achieved this recognition in 

the highly competitive low margin depart-

ment store business (Wal-Mart). He believes 

customers need to perceive that you are pro-

viding better service than the competition, 

and he continues to push his employees to 

higher and higher customer service aware-

ness. 

Walton's goal is not to be perceived as an 

average department store but one that offers 

the best service. 

If you do not have a customer survey pro-

gram in place, start now. Improved customer 

service will follow. 

GREEN INDUSTRY 
EVENTS 

APRIL 
13-14: Southeastern Turfgrass Conference, 

Tifton, Ga. Contact: Dr. Glenn W. Burton, 

Coastal Plain Station, P.O. Box 748, Tifton, 

GA 31793; (912)386-3353. 

MAY 
3-5: Menninger Sunbelt Conference, 

Orlando, Fla. Contact; Florida Nursery-men's 

& Growers Assn. (FNGA), 5401 Kirkman Rd., 

Suite 650, Orlando, FL 32819; (407) 345-

8137. 

6-9: National Club Assn. Leadership 

Conference, The Broadmoor, Colorado 

Springs, Colo. Contact: NCA, Washington 

Harbour, 3050 K St., NW, Washington, DC 

20007; (202) 625-2080. 

8-21: Target Specialty Products Field Days, 

Tempe, Ariz., Fresno, San Jose, Ventura, Los 

Angeles, Brea, Calif. Contact: Mick Danskin, 

Target Specialty Products, Marketing 

Communications, 17710 Studebaker Rd., 

Cerritos, CA 90701; (800) 352-3870. 

13-15: Golf Course Asia, Queen Sirikit 

National Convention Centre, Bangkok, 

Thailand. Contact: Ellen MacGillavry, 

Expoconsult, P.O. Box 200, 3600AE, 

Maarssen, The Netherlands; phone: ++3465-

737 77. 



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. 

With NITROFORM, nitrogen is 
g g - ^ released slowly throughout the 
¿¿¿¿¿¿¿J"' 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 bum 
top-growth or roots. So treated turf is subjected to 
less stress. As a result, it grows stronger and 
needs fewer pesticide applications. 

i r 

With dual-action 
NUTRALENE, you 
can count on quick 

— g r a s s 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" 
• 40-0-0 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 

tNOR-AM 
NOR-AM CHEMICAL COMPANY 

A Scher ing Berlin Company 

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

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 when applying any chemical. 

Copyright© 1990 NOR-AM Chemical Company 
All rights reserved 

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



INFO 
CENTER 

Useful literature and videos offered to LM readers 

B O R E R S I L L U S T R A T E D . . . 
Available through Michigan 

State University is a 32-page 

booklet titled "A Guide to the 

Clearwing Borers (Sesiidae) of 

the North Central United 

States." The publication con-

tains color plates, tables and 

line drawings relating to clear-

wing borers found in the north 

central, eastern and southern 

parts of the country. To order a 

copy, send your request for N.C. 

Regional Pub. 394 along with a 

check for $7.50 to: Publications 

Office, c/o The Cooperative 

Extension Service, Room 10B, 

Agriculture Hall, M.S.U., East 

Lansing, MI 48824-1039. 

W E E D G U I D E . . . " T h e Leaf 

Surface of Major Weeds" can be 

purchased from the Weed 

Science Society of America. It is 

a technical journal published as 

a public service by Sandoz Agro 

Ltd. Besides extensive color 

photography, the book contains 

a brief description of 30 world-

class weeds, leaf surface pH 

measurements, droplet contact 

angle measurements and gas 

chromatographic analyses of 

epicuticular waxes. The publica-

tion is available for $58 through 

the Weed Science Society of 

America, 309 West Clark St., 

Champaign, IL 61820; phone is 

(217) 356-3182. 

M O N O G R A P H . . . " T u r f g r a s s 

Agronomy Monograph 32" 

updates some of the topics from 

the first turf monograph pub-

lished in 1969. It is being pub-

lished by the American Society 

of Agronomy, Crop Science 

Society of America and Soil 

W r i t e or ca l l 
for d e t a i l e d 

l i terature 

Science Society of America. The 

monograph is divided into five 

primary sections, including turf 

physiology, soils and amend-

ments, energy conservation, 

etc. Co-editors are Drs. Don 

Waddington, Bob Carrow and 

Bob Shearman. The 828-page 

book costs $42.00 in the U.S., 

$62,00 elsewhere. Send your 

order to: ASA/CSSA/SSSA, Book 

Order Dept., 677 South Segoe 

Rd., Madison, WI 53711-1086. 

L A N D S C A P E S T U D Y . . . "The 

Gardening of America" is a 

study commissioned by Dixon 

Felix Inc. that takes a compre-

hensive look at environmental 

issues, service trends, and other 

factors affecting the lawn/land-

scape, nursery and landscape 

architecture industries. The 

study results is available from 

the American Society of 

Landscape Architects for $50. 

To order, call Ron Leighton at 

(202) 686-8326. 

A P P L I E D S C I E N C E . . . T h e 

American Society for 

Horticultural Science (ASHS) 

has introduced a new quarterly 

journal of applied horticultural 

science. "HortTechnology" 

includes articles and features 

on applied technology, includ-

ing research updates. 

Subscriptions for non-members 

of the ASHS are $25 per year in 

the U.S., Canada and Mexico, 

and $35 to other countries. The 

institutional subscription rate is 

$15 higher. To subscribe, con-

tact the ASHS, 113 South West 

St., Suite 400, Alexandria, VA 

22314-2824; phone is (703) 

836-4606. 

G R O U N D R U L E S . . . Landscape 

Structures Inc. has published a 

four-page brochure that 

describes the impact the 

Americans with Disabilities Act 

(ADA) will have on playgrounds. 

The new "Equal Access, Equal 

Play" brochure is written in an 

interview format, with Steve 

King (founder of Landscape 

Structures) providing answers 

to common questions. King is 

also chairman of the ASTM task 

group addressing this new fed-

eral statute. To receive your free 

copy of "Equal Access, Equal 

Play," contact Landscape 

Structures, 601 Seventh St. S, 

Delano, MN 55328; phone is 

(800) 328-0035. 

M O W I N G SAFETY. . .Briggs & 

Stratton Corp. and the 

American Red Cross offer their 

"Knowing Mowing" program. 

The 90-minute course includes 

mowing safety, basic first aid, 

general maintenance and yard 

waste recycling.To order the 

video, contact Katy Koch, at 

Briggs & Stratton, 606 East 

Wisconsin Ave., Milwaukee, WI: 

(414) 223-7520. 

O N W E T T I N G A G E N T S . . . 
Aquatrols has a pocket-sized, 

two-color brochure designed to 

help lawn care professionals sell 

the benefits of AquaGro soil 

wetting agents to customers. 

The brochure contains a non-

technical explanation of the 

purpose and benefits of having a 

company apply soil wetting 

agents to reduce lawn, tree and 

shrub watering requirements 

and solve water-related prob-

lems such as compaction, pud-

dling and dry spots. For a free 

sample of the brochure, and 

information on the company's 

Business Builder Program, call 

Aqua-trols at (800) 257-7797. 

T U R F SELECTION...Lofts Seed, 

Inc. has published the second 

edition of its "Guide to 

Turfgrass Selection for Golf 

Course Professionals." The 

guide is arranged by region, and 

suggests turf species, current 

varieties and seeding rates best-

suited to each area of the coun-

try. Contact Lofts Seed Inc., 

Chimney Rock Rd.. Bound 

Brook, NJ; (908) 560-1590. 

TURFCO EDGE-R-RITE 
MULTI-PURPOSE 

T U R F EDGER 

Just like a small sod 
cutter, the Blade does 
not spin, the oscillating 
motion does not throw 
debris. 
Self-propelled and push 
models available. 
Rugged design for 
commercial use. 

Disc B lade 

Optional Blades: 

Disc Blade for cutting stra 
along sidewalks and drive 
Right Angle Blade for golf 
sand traps, and flower be 

^ "V" Blade for removing a 
along a sidewalk. 

V - B l a d e 
Turfco Mfg., Inc. 
1655 101st Ave. N.E. 
Minneapolis, MN 55434-4420 
612/785-1000 
Telex 5106013762 



Introducing new low-dust CHIPCO® RONSTAR® brand G oxadiazon herbicide. 

Thanks to a cel lulose-based granule der ived f r o m recycled paper, your favorite 

herbicide is now available in an easier-handling, remarkably low-dust formulation. 

L E S S - I N - T H E - A I R 

O f course , y o u st i l l get t h e s a m e d e p e n d a b l e c o n t r o l o f 25 b r o a d l e a f a n d 

grassy weeds- inc lud ing goosegrass, crabgrass and Foa A n n u a - t h a t you've come to 

expect f rom CHIPCO' RONSTAR® G . A n d you get this proven control all season long 

f r o m just one pre-emergence application; w i thout the leaching and root pruning 

associated with some herbicides. You can even use it on a wide variety o f ornamentals 

to keep m o r e o f y o u r course w e e d - f r e e w i t h each app l i ca t ion . • For m o r e 

M O R E • O N * T H E • G R O U N D | 

information about new low-dust 

herbicide, contact your turfcare 1 ; (Mite* 

call to l l - f ree 1-800-334-9745. R o n s t a r E 

CHIPCO" RONSTAR® brand G 

chemicals supplier today. Or 

Chipco® Ronstar® G 
A Brand Herbicide 

1 

o RHONE-POULENC Rhone-Poulenc Ag Company, 2 T.W. Alexander Dnve, Research Triangle Park. NC 27709 CHIPCO and RONSTAR are registered trademarks of Rhone-Poulenc. 
As with any crop protection chemical, always read and follow instructions on the label. © 1991 Rhone-Poulenc Ag Company. 



JOB 
TALK 

Maintenance account 
includes 35 acres of 
turf, bedding plants 
Caring for the award winning 
Oregon Graduate Center keeps 
Teufel Commercial Landscape on 
its toes. 

• Just thinking about the work required on this project is 

enought to tire you out. 

The Oregon Graduate Center, mainta ined by Teufel 

Commercial Landscape of Portland, Ore. is featured on this 

month's cover. 

Teufel's accomplishments at the site won it an Environmental 

Improvement Award from the Associated Landscape Contractors 

of America (ALCA) in 1991. 

Caring for the Center is a massive responsibility. The 35-acre 

landscape maintenance project consists of 1,270,000 square feet 

of irrigated finish turf area, 147,000 square feet of shrub beds 

planted with 800 trees and 18,000 shrubs and groundcover. 

More than 3000 annual bedding plants are planted at seven 

bu i ld ing entrances. These 

i nc lude mar igo lds , petunias • • • • • • • • • • • • B S I P 
and fibrous begonias. 

The bedding plants are 

rotated up to five times a year. 

Areas the company is espe-

cially proud of include 22 acres 

of dedicated common area, 

water management of a two-

acre re-circulating pond sys-

tem, four holes of a par three 

golf course, a regulation soccer 

field and 2.3 miles of groomed 

jogging trail. 

Pat Enstrom, landscape 

management supervisor for 

Teufel, says the company won 

the account four years ago. 

"The management company 

had five contractors at one 

t ime," says Enstrom, and it 

finally decided to give the 

maintenance account to one 

company. 

T e u f e l ' s r e s p o n s i b i l i t i e s a t T h e O r e g o n G r a d u a t e C e n t e r 
i n c l u d e m a n a g e m e n t of a t w o - a c r e r e c i r c u l a t i n g p o n d 
s y s t e m . Photo by Demoulin/Waddell. Inc. 

The decision paid off in the first year alone, as Enstrom says 

Teufel was able to save the Center $20,000 in water bills. 

In addition to the savings that resulted with only one compa-

ny controlling the irrigation schedule, Enstrom says proper feed-

ing and lime applications helped reduce water use as well. 

The landscape is managed by three full-time employees and 

one part-timer. The 23 acres of turf are mowed in one day. A 5-

gang reel mower, two 70-inch reel mowers, a tractor-mounted 

fairway mower and a couple of walk-behinds help get the job 

done. 

Yearly fertilization, pruning and verti-mulching are part of 

the integrated pest management program. Bacillus thuringiensis 

(Bt) is used to control leaf rollers. Insecticidal soaps are used for 

aphid control. 

Dormant winter spray helps control fungus. Dursban is used 

to control crane flies, whenever the pest is spotted. 

—Terry Mclver 

T h e t w o - a c r e p o n d s y s t e m is k e p t f r e e of w e e d s by u t i l i z i n g s p e c i a l m a i n t e n a n c e t e c h n i q u e s 
s u c h a s s h a d i n g d y e s a n d a e r a t i o n . Photo by Demoulin/Waddell. Inc. 



Wanna' 
be 

good 
in beds ? 

ccc® 
Full instructions next month. 

C V A N J U M D 

A m e r i c a n C y a n a m i d C o m p a n y 
Agricultural Division 
Vegetat ion a n d Pest Control 
W a y n e . N J 0 7 4 7 0 © 1 9 9 2 ^ ^ N q 1 ^ Q n R e a ( J e r | n q u j r y C a r ( J 



GREEN INDUSTRY 

SHOWCASE 
Latest fertilizer technology 
allows for 180-day residual 

POLY-S technology is O.M. Scott & 

Sons' newest breakthrough in controlled 

release fertilizer production. 

POLY-S uses a two-tier coating process 

that produces highly efficient and cost-effec-

tive controlled release fertilizer products. 

The core of each particle consists of a 

high quality nutrient substrate. The first 

layer is a coating of sulfur that covers the 

core and acts as the first stage in regulat-

ing nutrient release. The second layer con-

sists of a proprietary polymer that further 

protects the nutrients and, in combination 

with the sulfur layer, determines the 

release rate. 

W h y p o l y m e r s ? —Polymers are com-

pounds made of very large molecules. The 

POLY-S polymer was developed for its 

properties as a film to control water pene-

tration into the fertilizer particle. Nutrient 

release is controlled by diffusion. 

"We were looking for a polymer that 

regulates and controls the movement of 

water across that barrier," explains Dr. 

Dean Mosdell, manager of product devel-

opment for Scotts' research and develop-

ment department. 

"By using both sulfur and polymer, 

there is low coating cost and we have 

excellent control of the nutrient release 

mechanism—or 'diffusion control pro-

cess,"' says Mosdell. 

"Water has to diffuse across that barrier 

so the soluble fertilizer can be released. 

We can control the release rate by increas-

ing the polymer coating. We can get resid-

uals up to 180 days, and we feel we can get 

very good agronomic efficiency." 

POLY-S technology was the invention 

of the Advance Technology Group at 

Scotts, directed by research scientist 

Harvey M. Goertz. 

By molecular composition and particle 

coating weight, the release rate can be 

programmed anywhere from two to six 

months, depending on the application. 

Traditional sulfur-coated fertilizers are 

relatively inexpensive to produce. 

However, nutrient release is not totally 

controllable, and lock-off (incomplete N 

release) is prevalent. In addition, many 

sulfur-coated ureas are coated with wax to 

prevent sulfur breakage. 

According to O.M. Scott, POLY-S com-

bines the best qualities of sulfur- and poly-

mer-coated fertilizers. The primary coat of 

T h e P O L Y - S c o a t i n g s c o n t r o l t h e r a t e 
of n u t r i e n t r e l e a s e . 

sulfur is wrapped around the fer-

tilizer/nutrient particle, creating limited 

access for water penetration. 

Being a low-cost material, sulfur is very 

economically effective. 

"By combining the sulfur and polymer, 

we find we're getting excellent value for 

the end user," says Mosdell. 

"Sulfur is an inexpensive coating mate-

rial, and the process of applying it to urea 

is very simple. However, sulfur-coated 

ureas have a number of disadvantages. 

"If we put on too little sulfur, we get a 

very rapid release of the ferti l izer," 

explains Mosdell. "If we put on too much 

sulfur, we get 'lock-off,' or inefficient 

release of urea from sulfur coating." 

POLY-S fertilizers offer excellent con-

trol of nutrient release, varied residual and 

no lock-off. The release is affected by coat-

ing weights of the sulfur and polymer, the 

polymer composition, and the proprietary 

coating techniques. 

Other advantages of POLY-S are: 

• abrasion resistance: no dust: 

• increased slow-release claim, resis-

tance to environmental stress: 

• uniform nutrient release, adjustable 

release rates, reduced surge growth: and 

• decreased temperature sensitivity: 

Scott reports that the effectiveness of 

the POLY-S coating process requires less 

total coating than is normally needed with 

sulfur-coated urea products, providing 

higher nitrogen analysis. 

Environmentally, with POLY-S there 

is minimal potential for leaching, run-off 

and volatilization, according to Scott. The 

efficiency of release results in a signifi-

cant reduction in clippings associated 

with surge growth, thereby addressing 

concerns about waste disposal and landfill 

use. 

C i r c l e N o . 1 9 1 o n R e a d e r Inqu i ry C a r d 
N i t r o g e n r e l e a s e e f f i c i e n c y g r a p h , a s r e p o r t e d by O . M . S c o t t & S o n s , s h o w s P O L Y -
S t o b e e f f e c t i v e a f t e r 1 2 w e e k s . 



PRODUCT 
REVIEW 

Push reel mower is 
perfect for bentgrass 

American Lawn Mower Co. has a seven-

blade push reel mower that is designed for 

t r imming bent-

grass on either 

golf course greens 

or on home lawns, 

the company says. 

Its new Model 

1704-16 features a 

tempered alloy 

steel reel and bed-

knife blade, un-

breakable steel 

side plate and 

one-inch welded torsion bar frame assem-

bly, 10-inch diamond-tread tires with cast 

iron wheels and pinions and adjustable 

cutting heights from 1/2 inch to 2 1/4 

inches. 

The Model 1704-16, which has a cut-

ting width of 16 inches, also comes with 

an adjustable seven-section roller. 

C i r c l e N o . 1 9 2 o n R e a d e r Inqu i ry C a r d 

Product made to control 
algae, fungi, bacteria 

Parkway Research Corp. of Houston 

has introduced the Consan product line to 

the green industry. 

Consan Triple Action 20 is a triple qua-

ternary amine formula, EPA-approved as a 

greenhouse disinfectant and for direct 

application to ornamental plants, grasses 

and trees. 

Based on a hospital disinfectant, 

Consan Triple Action 20 is a broad spec-

trum bactericide, fungicide and algaecide, 

labeled for bacterial fire blight on pear 

trees and crepe myrtles. 

According to Parkway, Consan Triple 

Action 20 is also EPA-approved for fungi 

such as brown patch, pythium blight and 

helminthosporium leaf spot, in both resi-

dential and commercial applications. 

CTA 20 is completely water soluble, 

highly effective and economical, according 

to Parkway Research Corp. One gallon 

makes 256 to 384 gallons of treatment 

solution. 

C i r c l e N o . 1 9 3 o n R e a d e r Inqu i ry C a r d 

Ag sprayer maker now 
in specialty market 

Ritchie Bestway has formed the Ritchie 

Bestway Commercial Spray Equipment 

Division. Sprayers are built to customer 

specifications. 

The company says its engineers will 

help determine proper tank size, pump 

option, boom length, and other specifics. 

Sprayers will be available by direct 

order only from the company's Conrad, 

Iowa manufacturing facility. 

C i r c l e N o . 1 9 4 o n R e a d e r Inqu i ry C a r d 

P O L L U T I O N CLEAN-UP INSURANCE 

F O R 

C O M M E R C I A L LAWN CARE FLEETS 

AND E Q U I P M E N T 

Through the National Lawn Care Risk Purchasing 

Group, Inc., Lawn Care firms can now purchase 

pollution clean-up insurance for spills which are the 

result of an automobile accident. 

Reasonably priced clean-up insurance is available 

for all sizes of trucks and production equipment 

providing up to $100,000. in 

annual clean-up costs. 

Coverage is provided by Lloyd's of London and is 

subject to a $2,500. deductible per accident. This 

program will not replace your automobile insurance—it 

will fill a void in your current policy. Consult your 

Agent or Broker to verify that your current policy does 

not provide pollution clean-up protection. 

For further details contact: 

Richard P. Bersnak, Jeanne Bartkus, or Dan Remley 
at: 

M.F.P. Insurance Agency, Inc. 
50 W. Broad St., Suite 3200 

Columbus, OH 43215 
(614) 221-2398 

CALIFORNIA 
LANDSCAPE LIGHTING 

Since 1963 

The leading nationwide 
distributor for outdoor lighting. 
Providing contractors with the 

best selection of manufacturers, 
competit ive prices, quick delivery 

and the largest inventory. 

Distributors of 

After-Sunset 
Bronzelite 

Braun & Company 
Cal-Products 

Greenlee 
Hadco Lighting 

Hanover Lantern 
Intermatic 

Kim Lighting 
Lightolier 

Lumiere Design 
Malibu Lighting 
Nightscaping 

Rainjet Fountains 
Sylvan Designs 

Victor Illuminations 

TOLL FREE 
800-457-0710 
Order Desk 

800-457-0720 
Tech Line 

31119 Via Colina» • Westlake Village, Ca. 91362 
Corporate Office (018) 889-6300 

FAX (818) 889-6760 



Hydrogel injector gets 
polymers to root zone 

The Polymer Opener and Metering 

Injector is an all-new system designed to 

place water-absorbing polymers or hydro-

gels in the root zone of existing plants, 

bushes, shrubs and trees. 

Designed and manufactured by Cutler 

Engineering, Inc., Baldwin City, Kan., 

these water-absorbing polymers are mate-

rials that absorb 300 to 400 times their 

own weight in water. 

The Polymer Opener and Metering 

Injector place these materials in the root 

area of existing plants, where the roots can 

draw on the water stored in the polymer 

during dry periods or between watering. 

The Polymer Opener uses a standard 

electric drill to make an opening in the 

rootzone of an existing planting. 

The Metering Injector then places a 

measured amount of dry polymer or 

hydrogel in the opening. 

C i r c l e N o . 1 9 5 o n R e a d e r Inqu i ry C a r d 

Landscape finisher for 
near-perfect seed bed 

The Shaver Power Landscape Finisher 

mounts on three-point hitch tractors and 

most skid steer loaders. 

h s • S ' M a A * v : • - l 

PRODUCT 
REVIEW 

A hydraulic motor driven "pulvi-roller" 

teams with a top-mounted idler-roller. 

The Finisher clears rocks and debris to 

help prepare seed beds for p lant ing; 

thatches and renovates worn turf for 

reseeding; rakes landscape to grade, fill 

and level. 

Reverse the rollers to clear brush and 

vines, distribute and level topsoil, backfill, 

ditch, shape and mound. 

The Power Landscape Finisher is avail-

able in 6- and 8-foot models, with 0 to 30° 

left/right hydraulic angling standard. 

Depth is controlled by a rear gauge 

wheel. Hydraulic control is a standard fea-

ture on tractor models, optional on skid-

steer units. 

C i r c l e N o . 1 9 6 o n R e a d e r Inqu i ry C a r d 

Protectors increase 
tree growth, survival 

Tree protectors have been used suc-

cessfully for years. They all offer the same 

basic benefits, which include improved 

tree protection, increased growth and 

lower maintenance costs. 

Tree Pro incorporates all the best fea-

tures of leading protectors and adds a few 

they don't have. Overlapping stake support 

gives a tighter seal. Flared top protects the 

tree. 

A unique lock-tie not only performs its 

normal function of securing the shelter to 

the stake, it also virtually seals together 

C i r c l e N o . 1 9 7 o n R e a d e r Inqu i ry C a r d 

Soil additive lowers pH, 
neutralizes salt content 

Ironite Superferrite Pro-Formula is a 

new soil additive which acts as a fertilizer 

and soil conditioner. 

The Ironite Products Co. of Scottsdale, 

Ariz., says the Pro-Formula activity is very 

beneficial in any soils that "lock up" or 

hamper the release of essential plant 

nutrients and minerals due to alkalinity, 

excessive salinity, high pH or excessive 

leaching caused by high humidity or rain-

fall. 

The product's combined nutrients in 

sulfate and polysulfide form allow for the 

immediate release of approximately 40% of 

the product to dissolve with water. The 

remaining 60% slowly oxidizes in the soil 

through moisture and bacterial action. 

Ironite contains 6% nitrogen; 13% 

total sulfur; 3.9% immediately soluble 

iron. Calcium, magnesium, manganese, 

cobalt, molybdenum and zinc are also pre-

sent. 

C i r c l e N o . 1 9 8 o n R e a d e r Inqu i ry C a r d 

Multi-purpose dump 
trucks work on campus 

The Stahl Landmaster is a multi-pur-

pose truck body combining an eight-foot 

dump body with 35 cubic feet of storage 

space for tools, supplies, and materials, 

comparable to a traditional utility body. 

The five Landmaster models sold 

recently to Ohio State University were 

bought from Buckeye Truck Equipment, 

Stahl 's Co lumbus distr ibutor. The 

Landmaster was developed as a result of 

consultations with landscaping and con-

duction professionals. Stahl says it offers 

features unique to the market. 

C i r c l e N o . 1 9 9 o n R e a d e r Inqu i ry C a r d 

High output blower fits 
existing sand trap rakes 

The ProBlow is an 18 hp high veloci-

ty/high output blower, with an adjustable 

chute and radially adjustable housing for 

directional air flow. 

The ProBlow attaches easily to existing 

sandtrap rakes without requiring modifi-

cations, according to Selbro, Inc. of Avon 

Lake, Ohio. 

According to Selbro Inc., the self-con-

tained unit saves companies both time and 

labor costs, eliminates operator fatigue 

and is safer to operate than push blowers. 

C i r c l e N o . 2 0 0 o n R e a d e r Inqu i ry C a r d 



Company beefs up 
specialty products 

Uniroyal Chemical company has orga-

nized a specialities products sales force to 

service its expanding turf and ornamentals 

product line. 

John Kitsmiller, marketing manager 

for specialty products, said the company 

considers turf and ornamentals a growth 

market, and that it plans to establish a 

major position in plant growth regulators, 

fungicides and other products as they 

develop. 

Uniroyal's current product line 

includes B-Nine and Bonzi plant growth 

regulators, and Turfcide, Terraclor and 

Terrazole fungicides. Terraguard is its 

newly-registered fungicide. 

C i r c l e N o . 2 0 1 o n R e a d e r Inqu i ry C a r d 

Newest mower features 
folding wing decks 

Ransomes' new wide-area commercial 

mower, the XT6150, features two wing 

decks that fold to within the tractor width 

for transport or trimming. 

By simply operating a hydraulic lever, 

the operator can raise both wing decks to 

switch from a 117-inch cutting width to a 

61-inch overall width. The wing decks can 

be rotated to a vertical position for clean-

ing or service. 

The XT6150 is powered by a 51-hp 

Kubota diesel engine, and features 4-wheel 

cross-flow parallel hydrostatic drive with 

infinite speed ranges in forward and 

reverse. Forward speed can be adjusted 

from 0 to 7 mph for mowing, and from 0 

to 14 mph for transport. 

The rugged, 10-gauge steel mower 

decks are individually powered by separate 

hydraulic motors with single belt drives. 

The 61-inch front deck has three 21-inch 

blades and each 35-inch wing deck has two 

k l , ML'm, 4 M-VlV^l -1 

PRODUCT 
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18-inch blades. 

Blade operation is stopped automatical-

ly when the decks are raised to transport 

postition.Cutting height adjusts from one 

inch to 4 3/4 inches. 

C i r c l e N o . 2 0 2 o n R e a d e r Inqu i ry C a r d 

Brochure contains latest 
in material containment 

A new, six-page, full color brochure 

from Justrite Manufacturing features tech-

nical data and end-user benefits on the 

company's line of containment products 

for hazardous materials. 

The free brochure provides size and 

capacity specifications for Justrite's full 

line of hazardous waste accumulation and 

disposal products: outdoor storage cabi-

nets, spill control pallets, single-drum and 

double-drum collection centers, and much 

more. 

C i r c l e N o . 2 0 3 o n R e a d e r Inqu i ry C a r d 

Landscape rakes go well 
with skid-steer loaders 

York Rakes, a division of York Modern 

Corp., announces that it has landscape 

rakes specifically designed for use with 

most makes of skid steer loaders. 

While York Rakes builds models specifi-

cally for use with Bobcat and Case skid 

steer loaders, the SSF can now also be 

used with most other makes. 

York Rakes supplies the rake and skid 

steer frame, and the buyer obtains the 

proper mounting plate from the skid steer 

manufacturer. 

The rakes may be set at angles to dis-

charge material either left to right, and 

with a six-foot rake section and five work-

ing positions, handle almost any landscap-

ing or maintenance job. 

C i r c l e N o . 2 0 4 o n R e a d e r Inqu i ry C a r d 

Pumping stations just 
for irrigation systems 

SyncroFlo's Eagle VFD (variable fre-

quency drive) series of pumping stations 

are designed specifically for the irrigation 

system. 

Pump station operation is automatical-

ly optimized for peak load requirements 

with a built-in PC logic controller, which 

saves energy and operator training. 

The new Eagle models also feature soft 

start operation and require no routine 

maintenance. Task are ASME Code-NB 

stamped. Panels are UL labeled. 

A data access panel gives a continuous 

update on system pressures, flow rates and 

set points. Two-year total system guaran-

tee; five-year PC guarantee; 48-hour sys-

tem service. 

C i r c l e N o . 2 0 5 o n R e a d e r Inqu i ry C a r d 

Trimmer/brushcutters 
feature latest designs 

An innovative straight-shaft string 

trimmer/brushcutter from Solo is one of a 

new family of company trimmers and 

brushcutters designed for commercial use. 

The Model 124 incorporates the latest 

in German design, material technology 

and performance characteristics, com-

bined with operator comfort and safety. 

C i r c l e N o . 2 0 6 o n R e a d e r Inqu i ry C a r d 

Mower features one pump, 
two motors, one mod valve 

The new hydrosense mower from 

Encore Manufacturing features a totally 

new design. 

According to Encore, this is the only 

hydro walk-behind mower on the market 

with one gear pump, two motors and one 

modulation valve. 

The Hydrosense is built to let the oil do 

the work. It uses a two-gallon oil reservoir 

with high capacity oil filtration and an 

open loop hydraulic system that maxi-

mizes oil flow through the filter. 

A heavy-duty oil cooler ensures safe 

operating temperatures, yet does not 

obstruct the view of the front deck. 

A heavy-duty oil cooler is standard. 

C i r c l e N o . 2 0 7 o n R e a d e r Inqu i ry C a r d 
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Seven-speed tractor 
ideal for home lawns 

Yard-Man's 11-hp 7-speed lawn tractor 

is ideal for smaller lawns or wooded areas. 

The 36-inch, floating, High-Vac deep 

deck maneuvers easily between trees and 

shrubs, and adjusts to lawn contours to 

prevent scalping and uneven cuts. 

No stopping or clutching is required to 

adjust cutting height or to change speeds. 

Durable steel "box frame" increases service 

life and reduces vibration. 

Other comfort features include a cush-

ioned seat, foam grip and automotive-type 

steering wheel. 

Yard-Man says the mower is engineered 

to start quickly, even in cold weather. 

A balanced spring attachment lift sys-

tem accommodates optional accessories, 

such as angle dozer blades and snow 

throwers. 

Compatible twin-bag grass collector, 

gang reels, lawn sweepers and tow-behind 

carts are also available. 

C i r c l e N o . 2 0 8 on R e a d e r Inquiry C a r d 

Low-volume sprayer 
is 'noiseless, fume-free' 

Lesco's new Silent Spray System offers 

noiseless, fume-free applications for lawn 

care operators, golf course superinten-

dents and pest control operators. 

The system consists of a low-volume, 

low-pressure, noiseless electric sprayer 

available in 50, 100 or 200-gallon capaci-

ties. The sprayer features the same high 

quality frames and tanks on other Lesco 

gasoline-operated models. 

The system's Quad-4 Series, 12-volt 

electric pump is rated at 4.8 gallons per 

minute. 

The Silent Spray System is excellent for 

low-pressure, low-rate applications, and is 

ideal for operators who work in environ-

ments where noise levels must be kept to a 

minimum. 

C i r c l e N o . 2 0 9 on R e a d e r Inquiry C a r d 

AQUASHADE is the only EPA approved produet for 
light reduction eontrol of aquatie weeds and algae. 

Just a d d c o n c e n t r a t e d l iquid • E c o n o m i c a l . It's long lasting. 
A Q U A S H A D E to contained ponds 
or lakes. It works year-round. 

Wind and water currents disperse 
A Q U A S H A D E throughout, and it 
stays in the entire body of water. 
At the same time AQUA-
S H A D E effectively cuts 
off the sunlight that 
weeds and algae need 
for growth. 

• N o n - t o x i c . It will not harm 
people, livestock, fish, wildlife or 
turf. (EPA Reg. #33068-1) 

• Beaut i fy ing . It colors water a 
natural aqua-blue. 

• Non-k i l l ing . It controls growth 
by suppressing with light 

reduction. 

• Easy to use. Just pour. Since 1972 
A q u a s h a d e Inc . , P.O. B o x 198, E l d r e d , N e w York 1 2 7 3 2 (914) 5 5 7 - 8 0 7 7 

Circle No. 101 on Reader Inquiry Card 



Clean-up from page 13 

engineering firm that specializes in envi-

ronmental loss prevention. 

As far as Bersnak can say, many of the 

available products deal mainly with 

premises exposures which would emanate 

from the operator's place of business. 

"The costs associated with purchasing 

an individual policy are simply too expen-

sive when put in perspective with an oper-

ator's total insurance costs, which include 

liability for operations, commercial auto, 

workers compensation and employee ben-

efits," Bersnak says."Our concept relies on 

the participation of the average size LCO." 

The plan will operate under a master 

policy concept using the Federal Risk 

Retention Act of 1986. 

According to Bersnak, the law allows 

the group to purchase a master policy and 

add different yet homogeneous insured 

organizations to the policy for a premium 

charge based on the number of production 

vehicles or units they have in service at a 

time. 

"Prior to the Risk Retention Act," says 

Bersnak, "most states had laws against 

'master policy' concepts, which would not 

allow two or more unrelated organizations 

with different ownership to be 

insured under the same policy. 

"The key to our approach," says 

Bersnak, "is the homogeneous 

group of lawn care operators 

throughout the U.S. that we will 

make the insurance coverage 

available to." 

—T.M. 
C l e a n - u p c o s t s for t h e 

s m a l l e s t l a w n c a r e c h e m i c a l 
sp i l l s c a n r a n g e f r o m $ 7 5 0 0 

t o $ 1 0 , 0 0 0 . 

About the National Lawn Care 
Risk Purchasing Group: 

• Trustees are lawn care profes-
sionals and green industry consultants. 

• An LCO may obtain coverage 
completing a detailed application which 
requests information on how the opera-
tor handles products, fleet mainte-
nance, recruits drivers, and operator 
licensing. 

• Premiums will be based on a rate 

per production vehicle or trailer, ranging 
between $75 and $200 per unit, subject 
to a $2500 deductible per accident, with 
a limit of clean-up costs per year of 
$100,000. 

• Each operator of his or her corpo-
ration will be a named insured. 

• For more information, call M.F.P 
Insurance Co. at (614) 221-2398. 

Insurance from page 8 

And instead of raises for returning 

assistants, recent incentive safety bonuses 

were based on good safety records. 

Frank awards 10 cents per hour for 

crew leaders who have accident-free peri-

ods between April 1 and November 30. 

Brian Janek, an agent with the Van 

Gelder Co. of Denver, Colo., knows what 

saves companies money: 

• Find an agent and company with 

proven landscape industry experience. 

Otherwise, uncovered claims, pollution 

liability or worker comp problems will be 

overlooked. 

• Initiate a loss control program. 

• Initiate a safety program; use finan-

cial statements and driving records to 

prove insurability. 

• If your state allows you to use 

deductibles for workmen's comp or gener-

al liability, do it. The less the prior record 

inhibits renewal, the better. 

"It's gotten to the point where you're at 

the mercy of the insurance company," says 

Minor, and a company must "sell itself' to 

an insurer. 

According to Minor, his company's stel-

lar safety program earned a workmen's 

comp policy, when, as he says, no landsca-

pes in Texas were getting them. 

"Involve yourself in the insurance pro-

cess," advises Minor. "If you let somebody 

else do it, you're doing yourself a disser-

vice." 

Don Brown, a loss-control specialist 

with the CNA Insurance Co., thinks com-

pany owners are doing very little to 

J a n e k : C h o o s e a n i n s u r e r a n d a g e n t 
w i t h l a n d s c a p e i n d u s t r y e x p e r i e n c e . 

address medical cost containment, reduce 

litigation or manage claims. 

"Those are the two areas that make 

availability of coverage at affordable prices 

the critical problem today," says Brown. 

"Once the claim is filed, business owners 

tend to leave it up to a third party to man-

age the claim. The bottom line is, these 

folks are managing your business. Take 

charge as the owner. Work out a relation-

ship with insurance professionals and 

physicians. 

"Basically, you've got to provide the 

finest medical attention to an injured 

worker as you can. If not, they will go to 

an attorney and you lose control of that 

claim and costs will multiply." 

He suggests: 

• Developing "modified work" to bring 

injured workers back as soon as possible, 

doing alternative part-time work until they 

are back in top form, and 

• Filing accident reports within 24 

hours, to keep costs down. 

Minor's concern for the injured worker 

includes having a mid-level manager drive 

him to the hospital, the pharmacy and 

home if necessary. 

"If they are standing, and can walk, we 

want them in the office the next day," 

insists Minor. "We don't want them home 

watching TV commercials from personal 

injury attorneys." 

Brown thinks that concern must 

include genuine concern for the family. 

—Terry Mclver 
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n e r s - l enders . H i g h r a t e of re turn a n d / o r s h a r e d 
e q u i t y o p t i o n . F o r f u r t h e r i n f o r m a t i o n c a l l 
( 7 1 6 ) 4 4 2 - 2 1 5 1 , in R o c h e s t e r , N Y . 4 / 9 2 

LANDSCAPE SAVES 
DESIGN KIT 3 YOU TIME 

48 rubber stamp symbols: 
trees.shrubs.rocks.step.stones. 
vine, & more. 1/4-1 3 /4 in. dia 

$74.95 • $4 50 *h I 21 PG STAMP I 
CA orders add 7 3/4% tai 

A M E R I C A N S T A M P C O . 
12290 Rising Rd . Dept. 1192 

VISA Wilton. C A 9 5 6 9 3 
S T A M P S MOT S H O W N MasterCard Phone (916)687-7102 

H E L P W A N T E D 

B R A N C H M A N A G E R : F o r l a r g e s o u t h e a s t r e -
g iona l l a n d s c a p e m a i n t e n a n c e c o n t r a c t o r . M u s t 
h a v e 3 y e a r s e x p e r i e n c e runn ing a $ 1 , 0 0 0 , 0 0 0 + 
b r a n c h . M u s t p o s s e s s g o o d o p e r a t i o n a l a n d c u s -
t o m e r s e r v i c e abi l i t ies. E x c e l l e n t sa la ry a n d b e n e -
fits. S e n d r e s u m e t o L M B o x 4 8 8 . 4 / 9 2 

L A N D S C A P E M A I N T E N A N C E & G E N E R A L S U -
P E R I N T E N D E N T : L a r g e s t l a n d s c a p e m a i n t e -
n a n c e c o m p a n y in t h e na t ion s e e k i n g indiv iduals 
w i th 3 - 4 y e a r s e x p e r i e n c e . M u s t b e ab le to m a k e 
d e c i s i o n s , b e c r e a t i v e , s e l f - m o t i v a t e d , o r g a n i z e d 
w i t h s t r o n g s u p e r v i s o r y skills. S a n F r a n c i s c o B a y 
A r e a locat ion . E O E . P l e a s e s e n d r e s u m e to: Envi -
r o n m e n t a l C a r e , Inc. , 8 2 5 M a b u r y R o a d , S a n J o s e , 
C A 9 5 1 3 3 . 4 / 9 2 

L A N D S C A P E M A I N T E N A N C E & D E S I G N / B U I L D 
F O R E M A N : T o p O h i o f i rm look ing for qual i ty c o n -
s c i o u s l a n d s c a p e a n d m a i n t e n a n c e f o r e m a n . If 
y o u h a v e hor t icu l ture , m e c h a n i c a l skil ls a n d a r e 
not a f ra id of h a r d hea l thy t e a m w o r k t h e n y o u c o u l d 
qua l i fy for th is pos i t ion in O h i o ' s l a rges t l a n d s c a p e 
& m a i n t e n a n c e f i rm. R e p l y to: At tn: E d G a l l a g h e r , 
Y a r d m a s t e r , Inc. , Pa inesv i l le , B e d f o r d & C o l u m -
b u s O h i o O f f i c e s , 1 4 4 7 N o r t h R i d g e R o a d , 
Pa inesv i l le , O h i o 4 4 0 7 7 . 4 / 9 2 

L A N D S C A P E M A N A G E R . L a r g e e s t a b l i s h e d f i rm 
w i th r e p u t a t i o n for e x c e p t i o n a l qual i ty , s e e k i n g 
p e r s o n a b l e a n d e n t h u s i a s t i c indiv idual to m a n a g e 
mul t ip le c r e w s in full s e r v i c e m a i n t e n a n c e of h igh 
prof i le c o m m e r c i a l p r o p e r t i e s ; m u s t h a v e o r g a n i -
z a t i o n a l a n d p e o p l e ski l ls a s w e l l a s w o r k i n g 
k n o w l e d g e of all p h a s e s of m a i n t e n a n c e ; 4 to 5 
y e a r s e x p e r i e n c e & c o l l e g e d e g r e e p r e f e r r e d . En -
v i r o n m e n t a l L a n d s c a p e S e r v i c e s , 5 1 9 0 C r e s t v i e w 
Dr ive , M e m p h i s , T N 3 8 1 3 4 ; ( 9 0 1 ) 3 8 2 - 9 0 0 0 . 4 / 9 2 

A g r i c u l t u r a l M e c h a n i c - w a n t e d to w o r k in C e n t r a l 
P a r k , N . Y . C . , N Y . C a n d i d a t e m u s t b e fami l iar w i th 
2 cyc le e n g i n e s of all t y p e s ; t r a c t o r s a n d l a w n 
m o w e r s of all s i z e s . F o r m a l e d u c a t i o n or e x p e r i -
e n c e p r e f e r r e d . M u s t h a v e val id dr iver s l icense. 
G o o d b e n e f i t s o f f e r e d . I n t e r e s t e d c a n d i d a t e s 
s h o u l d s e n d r e s u m e a n d c o v e r i n g let ter to: K a -
t h l e e n D o o l e y , D i r e c t o r o f H u m a n R e s o u r c e s , 
C e n t r a l P a r k C o n s e r v a n c y , 8 3 0 5 t h A v e n u e , N e w 
Y o r k , N Y 1 0 0 2 1 . E . O . E . 4 / 9 2 

L A N D S C A P E M A I N T E N A N C E S U P E R V I S O R : 
L a r g e s t full s e r v i c e l a n d s c a p e m a i n t e n a n c e c o m -
p a n y in N o r t h w e s t F lor ida s e e k i n g indiv iduals w i t h 
s t r o n g s u p e r v i s o r y skil ls a n d s o u t h e r n hor t icu l ture 
e x p e r i e n c e . M u s t b e qua l i f ied for F lor ida cer t i f ied 
pes t ic ide app l i ca t ion e x a m or current ly l i censed . 
S a l a r y , bene f i ts a n d a d v a n c e m e n t o p p o r t u n i t i e s . 
A w a r d w i n n i n g b e a c h e s - g r e a t c l imate . S e n d re -
s u m e a n d sa la ry h is tory to: G r e e n s c a p e of D e s t i n , 
Inc. , P . O . B o x 1 2 6 9 , S a n t a R o s a B e a c h , F L 3 2 5 4 9 . 
A n e q u a l o p p o r t u n i t y e m p l o y e r . 6 / 9 2 

L A N D S C A P E C O N S T R U C T I O N M A N A G E R / 
P A R T N E R : D e m o n s t r a t e d abil ity to m a n a g e c o m -
p le te c o n s t r u c t i o n d e p a r t m e n t . M u s t h a v e e x t e n -
s ive e x p e r i e n c e w i t h t h e f o l l o w i n g : e s t i m a t i n g , 
s a l e s , c l ient re la t ionsh ips , insta l lat ion s u p e r v i s i o n , 
k n o w l e d g e of H i s p a n i c l a b o r m a r k e t , b i l ingua l , 
p u r c h a s i n g . D e g r e e p r e f e r r e d . D e s i g n bui ld e x p e -
r i e n c e p r e f e r r e d . W e a r e a p r o g r e s s i v e a w a r d w i n -
n ing c o m p a n y l o c a t e d in t w o T e x a s m e t r o p o l i t a n 
a r e a s w i th s a l e s a p p r o a c h i n g 3 mil l ion. Y o u a r e 
p r o v e n w i n n e r , y o u r e f u s e to b e s e c o n d bes t . Y o u 
m u s t b e wi l l ing to sacr i f ice in o r d e r to bui ld long-
last ing c u s t o m e r loyal ty a n d a pro f i tab le c o n s t r u c -
t ion div is ion. S ign i f icant prof i ts . S e n d r e s u m e to 
L M B o x 4 7 5 . 4 / 9 2 

L A N D S C A P E M A I N T E N A N C E S U P E R V I S O R : For 
mul t i -mi l l ion do l lar F lor ida l a n d s c a p e c o m p a n y . T o 
h a n d l e f ield s u p e r v i s i o n for u p to 5 c r e w s . K n o w l -
e d g e of s o u t h e r n hor t icu l ture p r e f e r r e d . S a l a r y + 
bene f i t s . S e n d r e s u m e to: M r . S . K h a l s a , 1174 F lor -
ida C e n t r a l P a r k w a y , L o n g w o o d , F L 3 2 7 5 0 . 4 / 9 2 

S e a r c h i n g for t h e right e m p l o y e e ? T i m e fo r a n e w 
p o s i t i o n ? C o n t a c t F l o r a p e r s o n n e l , Inc . , in te rna -
t i o n a l s e a r c h a n d p l a c e m e n t f i r m for t h e l a n d -
s c a p e , i r r igat ion indust r ies a n d al l ied t r a d e s . C o n -
f i d e n t i a l . F e e p a i d b y e m p l o y e r . F l o r a p e r s o n n e l , 
Inc . , 2 1 8 0 W . 4 3 4 , S u i t e 6 1 5 2 , L o n g w o o d , F L 
3 2 7 7 9 - 5 0 0 8 . P h o n e : ( 4 0 7 ) 6 8 2 - 5 1 5 1 F a x : 
( 4 0 7 ) 6 8 2 - 2 3 1 8 . T F 

F O R S A L E 
B E N T G R A S S a v a i l a b l e fo r i m m e d i a t e p i c k - u p or 
d e l i v e r y . F o r i n f o r m a t i o n c a l l J a d e R u n Tur f a n d 
S o d F a r m : 8 0 0 - 3 3 2 - 1 2 2 0 . 4 / 9 2 

H Y D R O - M U L C H E R S A N D S T R A W B L O W E R S : 
N e w a n d u s e d . J A M E S L I N C O L N C O R P O R A -
T I O N , 3 2 2 0 S . Jup i te r Rd . , G a r l a n d , T X 7 5 0 4 1 . 
( 2 1 4 ) 8 4 0 - 2 4 4 0 , ( 8 0 0 ) 5 2 7 - 2 3 0 4 . T F 

M O W I N G C O N T R A C T O R S : F R E E C A T A L O G . 
C o m m e r c i a l m o w e r p a r t s g u a r a n t e e d to fit B o b -
ca t , B u n t o n , E x m a r k , S n a p p e r a n d S c a g . W H O L E -
S A L E P R I C I N G o n b l a d e s , be l ts , f i l ters, pul leys , 
t i res, t r a n s m i s s i o n s a n d m o w i n g supp l ies . S A V E 
$ $ $ . Ca l l toll f r e e 1 - 8 0 0 - 3 4 3 - 4 3 3 3 . L A W N C A R E 
P A R T S g u a r a n t e e s s a v i n g s c o a s t to c o a s t . A M X / 
V i s a / M a s t e r c a r d a c c e p t e d . 4 / 9 2 

L A W N S E E D : W h o l e s a l e . Full l ine of t o p qual i ty 
g r a s s e s . I m p r o v e d b l u e g r a s s var ie t ies , tall f e s -
c u e s a n d f ine b l a d e d r y e g r a s s e s . W e s p e c i a l i z e in 
c u s t o m mix ing . O l iger S e e d C o m p a n y , 8 9 H a n n a 
P a r k w a y , A k r o n , O H 4 4 3 1 9 . C a l l c o l l e c t 
( 2 1 6 ) 7 2 4 - 1 2 6 6 . T F 

P E N N S Y L V A N I A G R O W N S O D : P E N N C R O S S -
B e n t g r a s s a v a i l a b l e s o i l f r e e . B L U E G R A S S 
B L E N D , B L U E G R A S S / R Y E G R A S S B l e n d - S h i p -
p e d via our t r u c k s - forkl i f t u n l o a d e d . V I C N O R 
F A R M S , I N C . , C o n n o q u e n e s s i n g , P A 1 6 0 2 7 . 
8 0 0 - 8 4 2 - 0 4 6 1 1 0 / 9 2 

S P Y D E R S - N e w / U s e d / R e b u i l t . N e w Koh le r e n -
g i n e s , shor t b l o c k s a n d a c o m p l e t e l ine of e n g i n e s 
a n d S p y d e r r e p l a c e m e n t par ts . N e w Sty le N icho ls -
Fair f ie ld T o r q u e H u b Kits, h e a v y duty W i l t o n C a s -
ter Kits, R e m o t e Air C l e a n e r Kits, h e a v y duty C a r -
r i a g e S i d e P la tes . W e repa i r a n d rebui ld hydraul ic 
p u m p s a n d m o t o r s for your S p y d e r . S a m e d a y 
serv ice . Ca l l or Wr i t e : M o b i l e Lift Par ts , Inc. , 5 4 0 2 
E d g e w o o d R d . , C r y s t a l L a k e , I L 6 0 0 1 2 . 
8 1 5 - 4 5 5 - 7 3 6 3 ; 1 - 8 0 0 - 3 9 7 - 7 5 0 9 . 4 / 9 2 

C h e m i c a l l a w n c a r e c o m p a n y w i th six b r a n c h e s 
l o c a t e d in K e n t u c k y , N o r t h C a r o l i n a a n d O h i o for 
sa le . Las t y e a r s r e v e n u e in e x c e s s of o n e mil l ion 
do l la rs w i th this y e a r s r e v e n u e e x p e c t e d in the 
1 . 8 - 2 . 0 M I L L I O N dol lar r a n g e . W e a r e o n e of t h e 
q u i c k e s t g r o w i n g c o m p a n i e s in t h e reg ion . P l e a s e 
s e n d le t ters of inquiry to P . O . B o x 3 4 1 3 , Louisvi l le , 
K Y 4 0 2 0 3 . 4 / 9 2 



ORTHENE will keep 
unwanted pests 
off your turf. 

Trying to control a broad range of 
tough turf pests like mole crickets, fire-
ants, fleas, chinch bugs and the worm 
complex is no day at the beach.That's 
why you should use ORTHENE.K 

ORTHENE kills both on contact and 
with long-lasting systemic action, and 

can be applied to lawns, ornamentals, 
shrubs, even trees.You can also 
combine ORTHENE with many miti-
cides and fungicides for more effective 
pest and disease control with just 
one application. 

ORTHENE is waterproof within 24 
hours, and its chemical structure allows 
it to break down quickly, eliminating 
the threat of harmful buildup in the soil. 

Throw a party your toughest turf pests 
will never recover from, with ORTHENE 
Turf, Tree and Ornamental Spray. 

ORTHENE* 
Turf, Tree & Ornamental Spray 
For safety, always read and follow label directions. C 1 9 9 2 Valent U.S.A. Corp. 
All rights reserved. ORTHENE isa registered trademark of Chevron Chemical Co. 

VALENT 

Circle No. 140 on Reader Inquiry Card 



R E I N C O H Y D R O G R A S S E R S and power mulchers 
in s t o c k . O p d y k e I n c . , ( P h i l a d e l p h i a A r e a ) 
215-721-4444. T F 

Finn Hydroseeders , Mulch Spreaders , Krimpers, 
Pit Burners. Fiber Mulch & Tackifiers. New & Used. 
Wo lber t & M a s t e r , Inc. , P.O. Box 292 , Whi te 
Marsh. M D 21162 .301 -335 -9300 .1 -800 -234 -7645 . 

T F 

C O M M E R C I A L PARTS: Complete line of commer -
cial walk behind mower parts, air filters, blades, 
monof i lament line accessor ies . A K R O N L A N D -
S C A P E SUPPLY. C A L L 1 -800 -666 -5344 . 4 / 9 2 

For Sale: Turf Vac Vacuum Model M 7 0 L D , 2 3 H P , 
Hydraulic Drive, Vac s a 4 8 " Wide Path, 2 C u Y d 
Hopper , Hydraulic Dump Height 63" , Vac 's W e t / 
D r y . 9 8 h r s . N e w $ 1 8 , 5 0 0 . A s k i n g $ 9 , 5 0 0 . 
(517)732-4982. 4 / 9 2 

FOR S A L E : J a c o b s e n H F - 5 7 ,400 , T o r o G M - 3 
green mower 3 ,000, Jacobsen 5 gang fairway, 5 
gang Blitzer, 7 gang Blitzer and hydraulic 5 gang. 
Ransomes 213-D 6 ,500. All equipment recondi-
t ioned and ready for Spring. 313-653-5695 . 6 / 9 2 

PIPE L O C A T O R I N E X P E N S I V E ! Locates, traces 
underground drain, water pipe lines of clay, PVC, 
A B S , steel , c e m e n t . F inds spr inklers , va lves , 
clogs. Bloch C o m p a n y , Box 18058, Cleveland, 
Ohio 44118. (216)371-0979. T F 

FOR SALE: Wisconsin Sod & Vegetable Farm, 
house, shop, warehouse, electic irrigation & tiled. 
$850 per acre. Equipment & Trucks for sale. 35 
mi les N E of M a d i s o n . O w n e r w a n t s to ret ire. 
414-484-3038 . 4 / 9 2 

N E W A N D U S E D B R O U W E R E Q U I P M E N T : 
M o w e r s - V A C S - Fork Lifts - Harvesters - and full 
line of replacement parts. Contact Ed or Glenn 
M a r k h a m at 1 -800-458-3644 . T F 

For Sa le : Used Brouwer S o d Harvesters and 
Hitch-Hiker Forklifts. Many lines of equipment for 
sod growers as well as full line of Ford, Brouwer , 
and Kubota parts in stock. Huber Ranch Sod Nur-
sery, Inc., Schneider, IN. Ph: 800 -553 -0552 . 4 / 9 2 

E D U C A T I O N A L O P P O R T U N I T I E S 

G R A Y S O N C O L L E G E , Denison, Texas: Two-year 
technical program in Golf Course and Turfgrass 
M a n a g e m e n t . 18-hole golf course on campus . 
Dormitories, placement assistance, financial aid 
and scholarships available. Contact: G C C , 6101 
Grayson Drive, Denison, TX 7 5 0 2 0 . 9 0 3 - 4 6 3 - 8 6 5 3 . 

7 / 9 2 

U S E D E Q U I P M E N T 

B U C K E T T R U C K S : Straight Stick, Corner Mount 
and Knuckle B o o m Cranes. Brush Chippers - N e w 
Asplundh (Morbark Disc Type) , N e w Asplundh 
Drum Type. Best prices anywhere . Used Chippers 
- Asplundh, W o o d c h u c k , etc. 2 to 8 usually in 
stock. Sprayers, Dumps, Stakes, Log Loaders, 
Crew C a b Chip Box Dumps, Railroad Trucks, 5 0 in 
stock. Sold as-is or reconditioned. Opdyke 's , Hat-
field (Philadelphia Area), 215-721-4444. T F 

B U C K E T 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, 6 3 3 
Cecilia Drive, Pewaukee , W l 5 3 0 7 2 . 4 1 4 - 6 9 1 - 4 3 0 6 . 

T F 

N E W a n d U S E D E Q U I P M E N T — A s p l u n d h , Hi 
Ranger and Lift-All Forestry Bucket Trucks, Chip-
more W o o d Chippers. Mirk, Inc., (216)669-3567, 
( 216 )669 -3562 , 7 6 2 9 C h i p p e w a Road , Orrvil le, 
Ohio 44667 . T F 

M I S C E L L A N E O U S 

Improve E m p l o y e e Per fo rmance , Prevent Acci -
d e n t s , I n c r e a s e Prof i ts . . .w i th e f fec t ive v ideo 
training. Get your F R E E copy of "How T o S h o w 
Video For M a x i m u m Impact" plus a F R E E catalog 
of over 110 landscape training videos, all Satisfac-
tion Guaran teed . Call 1 - 8 0 0 - 2 3 5 - 4 1 4 6 or wri te 
VEP, 82T-1, California Polytechnic State Univer-
sity, San Luis Obispo, California 9 3 4 0 7 T O D A Y . 

6 / 9 2 

E N G I N E S , E Q U I P M E N T , C O M M E R C I A L M O W E R 
P A R T S A N D M O R E ! - Get your F R E E catalog f rom 
L a n d s c a p e r s ' S u p p l y C o r p . b y c a l l i n g 
1 -800 -222 -4303 or in N e w York 1 -914-429-8300 . 

4 / 9 2 

F R E E P A R T S C A T A L O G - - If y o u o w n a 
3 6 " - - 4 8 ' - - 5 2 " walk behind m o w e r and you feel 
you're paying too much for parts, call Preco Dis-
tributors toll-free and request our parts catalog. 
BELTS, BLADES, G R A S S C A T C H E R S , W H E E L S 
A N D L O T S M O R E ! R e p l a c e m e n t parts that fit: 
B O B C A T , B U N T O N , KEES, E X M A R K & O T H E R S . 
1 day shipping coast to coast available. All parts 
carry a 90-day warranty. Don't wait , call 24 hours a 
day. T O L L - F R E E 1 - 8 0 0 - 4 2 8 - 8 0 0 4 , in M a s s a c h u -
setts 413-583-6100 . P R E C O D ISTRIBUTORS, 97 
Center Street , Ludlow, M A 01056. T F 

SOFTWARE 

SIMPLE, SIMPLE, S IMPLE 
MEANS 

PROFITS, PROFITS, PROFITS 
Superscape Landscape Management 

System offers the Landscape Professional 

the following: 

V Excellent Mgmt. Information 

V Large Time Savings 

V Increased Sales 

V Reduced Training Costs 

V Reduced Support Costs 

V Ease of Use 

V Our Users Love Us 

V Macintosh Window Environment 

Benefits too numerous to list. Simply the 

best software in the Landscape industry. 

Don't buy until you call. 

S o f t Q u e s t , I n c . 
1-800-580-5880 

F a x 5 1 2 - 4 5 2 - 2 3 7 8 
8 7 1 1 B u r n e t R d . , S u i t e F 7 2 

A u s t i n , T X 7 8 7 5 8 

TRIMS 
M A N A G E M E N T S O F T W A R E 

F O R L A N D S C A P E A N D 
L A W N C A R E C O N T R A C T O R S 

CUSTOMER MANAGEMENT 
ACCOUNTS RECEIVABLE 

ACCOUNTS PAYABLE 
GENERAL LEDGER 

PAYROLL 

C a l l o r w r i t e t o d a y f o r y o u r F R E E 
D e m o D i s k a n d L i t e r a t u r e t o s e e 
w h a t TRIMS can do for you! 

LABB S Y S T E M S / S O F T W A R E 
6 0 1 8 EAST OSBORN R O A D 
S C O T T S D A L E , AZ 8 5 2 5 1 

( 8 0 0 ) 7 3 3 - 9 7 1 0 
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124 Milwaukee Sewerage 53 

129 Nor Am Chemical Co 65 

131 Pennington Seed 45 

130 Rhone Poulenc, Inc 67 

132 Rycom Instruments, Inc 46 

133 Sandoz Crop Protection 16-17 

134 Scag Power Equipment, Inc 51 

135 Tee 2 Green Corp CV2 

136 Tornado Products, Inc 64 

137 Toro Co 12-13 

138 Toyota , Inc. (Reg.) 39 

139 Turfco Manufacturing Co 66 

111 Turf Seed, Inc 37 

140 Valent Corp. (Reg.) 79 

142 Wells Cargo 48 

143 Woods 23 

T h i s index is p rov ided a s a n addi t ional serv ice . T h e pub-
l isher d o e s not a s s u m e a n y liability for errors or omiss ions. 



Vantage Gets The 
Beasts Without 

Getting The Beauties, 

Vantage 

Your grass problem doesn't have 
to be a frightening story. Because 
Vantage™ herbicide selectively 
controls grass even among your 
most fragile ornamentals. 
You can apply Vantage over 

the top during almost any stage of your 
growth, eliminating the need for costly and 

time-consuming hand weeding. And with Vantage, 
there's no worry of leaching. 
Use Vantage on your ornamentals, and you'll see 
how it'll bring your grass 
problem to a happy 
ending. If you have any 
questions, please call us 
at 1-800-878-8060. 

Vantage is a trademark of BASF Corporation. ©1991 BASF Corporation. 
Always read and follow label directions. JJ 7256R 



The 
PERENNIAL RYEGRASS 

Difference... 

No Insect Damage... Naturally 
Repell Perennial Ryegrass was 
one of the first varieties devel-
oped especially for insect 
resistance. Repell is natur-
ally resistant to insects 
that feed above ground, 
because it contains high 
levels of an insect-resis-
tant fungus called an 
'endophyte.' So a 
Repell turf doesn't 
need costly insect-
icides to control 
insects like sod 
webworms, chinch 
bugs, billbugs 
or cutworms. 

In addition to its natural in-
sect resistance, national tests 
have repeatedly proven that 
Repell is an all-round top-
performing ryegrass: 

Bright, dark green color 
Drought tolerance 
Dense, persistent growth 
Attractive low-grow-
ing turf 
Adapted to condi-
tions ranging from 
full sun to 
moderate shade 

Try Repell — the 
perennial ryegrass 
with natural insect 

The dark green turf plots conta in high levels o f endophytes and thus have not been damaged by insect infestat ion. 
resistance. 

l 9 
ILOFTS 

Lofts Seed Inc. 
World 's largest marketer of t u d g r a s s seed 
B o u n d B r o o k , N J 0 8 8 0 5 
( 2 0 1 ) 3 5 6 - 8 7 0 0 • ( 8 0 0 ) 5 2 6 - 3 8 9 0 

L o f t s / N e w E n g l a n d L o f t s / M a r y l a n d 
A r l i n g t o n , M A Be l tsv i l le , M D 
(617) 6 4 8 - 7 5 5 0 (800) 7 3 2 - 3 3 3 2 

(800) 7 3 2 - 7 7 7 3 ( M D ) 

L o f t a / Q r e a t W e s t e r n 
A l b a n y , O R 
(503) 9 2 8 - 3 1 0 0 or 
(800) 5 4 7 - 4 0 6 3 

L o f t a / O h i o 
W i l m i n g t o n , O H 
(800) 3 2 8 - 1 1 2 7 
(513) 3 8 2 - 1 1 2 7 

S u n b e l t S e e d s , Inc . 
N o r c r o s s , G A 
(404) 4 4 8 - 9 9 3 2 or 
(800) 5 2 2 - 7 3 3 3 

T o l o c a t e t h e Lof ts ' d i s t r i b u t o r n e a r e s t y o u , c a l l 
( 8 0 0 ) 5 2 6 - 3 8 9 0 ( E a s t e r n U . S . ) • ( 8 0 0 ) 5 4 7 - 4 0 6 3 ( W e s t e r n U . S . ) 


