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PennLinks: 
Gorgeous in Georgia 

"We Do See Eye-to-Eye on PennLinks" 
Frank Gill III, Superintendent 
The Fields of Rosemont, LaGrange, GA 
• Public 18 hole course 
• Sand base greens 
• Open prairie design 
• Triplex-mowed greens 
• Organic nutrients 

"When the word was out that we had 
bentgrass greens, our numbers went up 
considerably. Players tell us our 
greens are fast and smooth as glass 
when compared with bermuda. PennLinks 
is the icing on the cake!" 

J^JJL,JJX 

Paul Cheplick, Superintendent 
Highland Country Club, LaGrange, GA 
• Private 18 hole course 
• Soil push-up greens 
• Dense trees, limited air movement 
• Walk-mowed greens 
• Granular and sprayable nutrients 

'The members and guests at our club 
have raised their perception of our 
facility dramatically since converting 
to PennLinks bentgrass. And we 
don't go through the inconvenience 
or transition of Winter overseeding." 

Tee-2-Green Corp. PO Box 250, Hubbard, Oregon 97032 USA • 800-547-0255 • FAX 503-651-2351 
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MANAGEMENT 

is a p r o u d m e m b e r of t hese 
green i ndus t ry p ro fess iona l 
o rganiza t ions : 

Associated Landscape Contractors of America, 
12200 Sunr i se Valley Dr., Su i t e 150, Res ton , 
VA; (703) 620-6363. 

American Sod Producers Associat ion, 1H55-A 
Hi« ks Rd.. Roll ing M e a d o w s . IL 60008; (708) 
705-9898. 

Golf Course Superintendents Associat ion 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, C rop & Soil 
Environmental Sc iences , VPI-SU, Blacksburg , 
VA 24061-0403: (703) 231-9796. 

National Arborist Associat ion, T h e Mee t ing 
Place Mall . P.O. Box 1094, A m h e r s t , NH 
03031-1094: (603) 673-3311. 

National Golf Foundation, 1150 S o u t h U.S. 
Highway One , Jupi ter . FL 33477; (407) 744-
6006. 

Ohio Turfgrass Foundation, 2021 Coffey Rd., 
Columbus. OH 43210: (614) 292-2601. 

PgMS 
Professional Grounds Management Society. 
10402 Ridgland Rd.. Su i te 4. Hun t Val ley. MD 
21030: (301) 667-1833. 

Professional Lawn Care Associat ion of 
America, 1000 Johnson Ferry Rd., NE. Su i t e C-
135, Mariet ta . GA 30068-2112; (404) 977-5222. 

Responsible Industry for a Sound 
Environment, 1155 1 5 t h St. NW, Su i t e 900. 
Washington, D.C. 20005; (202) 872-3860. 

Sportsi 
Tuifil 

Manager's Association 

Sports Turf Managers Associat ion, 401 N. 
Michigan Ave., Chicago, IL 60611-4267; (312) 
644-6610. 

Turf and Ornamental Communicators 
Association, 8400 N o r m a n d a l e Lake Blvd. . 
Suite 500, B looming ton . MN 55437; (612) 832-
5000. 
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A S WE SEE IT 
RON HALL, SENIOR EDITOR 

Industry finally making some 
headway in Washington, D.C. 

Amtrak's Capitol Limited usually slices Ohio, and I f inished our rounds in Rep. 
right through t h i ^ m g ^ y i ^ f s j T ^ i q g t o n Paul Gillmor's (R-Ohio) office. 
D .C . /C levekwi i^h j£a !o l r tm^ Rep. Gi l lmor , a big m a n , g ree ted us 
a f t e rnoon^TeJf ig ine developed a l i m p ^ L f t V g e n i a l l y . He gave u s 15 m i n u t e s . He 
out of Ro^^Tue, Md. ( ^ s e e m e d to be genuinely interested in our 

miles f rom Union Station and ^ j k l u s t r y and our message. 
we 'nwa\ ia l f -hour behind already. The guy feeling better and better about the 
in m ^ e a t beside m e S ^ ® o » e d with his i n d u s t r y ' s g r o w i n g p r e s e n c e in 
rat jQQvhich is t u n e W o t n e t r a i n ' s fre- l ^ a m i n g t o n . Law makers and the i r staff 
qu mcM. He says we ' lk j fc fnMnWengines at ( j j ^ j r unde re s t ima te the impor tance of 
thdTai l yard in C u l h R m m a . u t h e n v i ^ ^ p mMjrs) are start ing to sound supportive. 

fney ' re learning more about the posi-
m o i X i t a i ^ ^ l l m m a L g ^ w m ^ m t i ^ w o r k we do. Their files contain our lit-

Tnh prospect of digging my Dodge out culture, 
of a rrfcquntain of s n o w on a f r i g i d / Some have heard f rom us every year 
ClevelantT^^e-dawn is keeping me f r o p r now for the past four years, 
feeling too cml>^anyway. (Plowi^df t^s , I What a difference these four years have 
know f rom p r e v i o u s l y ps1, lJUTyanything made. That first year, many of us didn ' t 
they can't push out of the way.) even know which met ro stops to use. We 

Anyway, I 'm having these powerful ly scrambled through office buildings, most-
positive thoughts about the previous week ly lost. But, we scrambled, 
in Washington D.C. The growing prospect Dick Ficco, a lawn care business owner 
of a hot meal served on tables with real from the Boston area, says it best, 
linen in about an hour is, I'll admit, warm- On his first PLCAA visit to Capitol Hill, 
ing my recollections. he says, he d i d n ' t k n o w q u i t e w h a t to 

This last week in February, it seems to expect. On the second he was still feeling 
me, unfolded about as well as I or any of his way around, and on the third trip he 
us in the lawn/landscape indust ry could was start ing to get the industry's positive 
have hoped. message across. On this, his fourth trip, he 

Early on, about 100 of us—most of us came to get something accomplished, 
f rom the Midwest and the Eas t—jammed You think about people and about what 
into Consti tution Hall with the larger U.S. they've said on a sleepy night train. 
C h a m b e r of C o m m e r c e g r o u p t o see The Capitol Limited lurches to a stop 
President Bill Clinton pitch his economic beside a massive, roofless railroad round-
plan. He gave it to us, 35 minutes worth. house , a Civil War-era S t o n e h e n g e . I t 's 

Us lawn care types then gathered with collapsing one red brick at a t ime. Here's 
veteran Capitol Hill staffers, and one lob- Martinsburg, W.V. with melt ing snow drip-
byist for a how-to-win-f r iends-and- inf lu- ping from ancient buildings. 
ence-people-on-the-Hill briefing. This was Waiting for me tomorrow morning, I 'm 
the warm-up to PLCAA's 1993 "Day on the sure, is one very cold car in a mounta in of 
H i l l . " ( C o - s p o n s o r s w e r e Lesco , I n c . , snow. 
Miles, Inc. and Sandoz Agro, Inc.) 

By mid-week we'd fanned out in both 
Senate and House office buildings to meet 
with ou r respective legislators and the i r 
aides. 

Gene Poole, a lawn pro from Van Wert, 



It Began As A 
WafloMake 

Golf Course Grass 
Grow Slower. 

When we developed new Primo™ for turf clippings in half, and give golf superintendents 

growth management, we knew it would slow more flexibility in mowing, 

down the growth of the grass. We figured that it might possibly make mow-

We knew it would cut the amount of grass ing equipment last longer, thanks to the shorter, 

©1993 C/BA-GE1GY Corporation, Turf and Ornamental Products, Greensboro, NC 27419. Always read and follow label directions. We're proud to be a 1993 GCSAA Platinum Tee Club member. 



hltOurRtuk 
TheRuvways 

TumedA 
Deeper Green7 

more compact nature of turf treated with Which, in turn, helps turf grow healthier, 

Primo. What we didn't know was that stronger, and better all season long, 

it would cause every major type of turf to Primo also improves turf color. But, hey, 

develop 25% more root mass. we can live with that, too. 

It MakesThe Best Qrass Even Better: 

Circle No. 111 on Reader Inquiry Card 
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8 Playing Washington's game 
Federal preemption will remain elusive this year; industry 
must continue to work at local and state levels. 
Ron Hall 

12 LM Reports: Hardscaping 
Hardscaping projects, whether done in-house or by sub-con-
tractor, are stylish add-on services. 
Terry Mclver 

16 Renovation or reconstruction? 
Though renovation may seem successful, an improperly con-
structed athletic field will rapidly decline again. 
Henry W. Indyk, Ph.D. 

20 Getting seasonal help 
Seasonal workers can make welcome contr ibut ions. 
Determine your current job needs, and how they can fit into 
the company growth picture. 
Ed Wandtke 

22 Over/under billing 
Here is a tool that identifies the difference between amount 
billed and actual monthly costs. 
Kent Miller 

24 Willing to pay more? 
If your prices don't yield the earnings you might normally 
expect, you should consider raising them. But will your 
customers pay more? 
Bess Ritter May 

26 Phone logs: inexpensive info 
Want to develop a powerful information-gathering tool for 
your business at surprisingly low cost? Implement a system 
to track and analyze all in-coming telephone calls to your 
business. 
Ron Hall 

28 Irrigation system efficiency 
As a major user of water, the green industry is in the spotlight. 
Save money—and our resources—by checking out your irri-
gation system. 
Jerry Roche 

32 How much is risky? 
Will you be reassured by this summary of insurance cover-
ages? Or are there unknown gaps in your policy? 
Ed Wandtke 

34 Warm-season turf insect control 
Mole cricket and spittlebug control is getting most of the 
research. The future looks bright, thanks to nematodes. 
Don Short, Ph.D. 

50 Cool-season turf insect control 
The wet summer of '92 suppressed much pest activity. But 
a normal weather pattern in July and August this year will 
bring the grubs back. 
Harry Niemczyk, Ph.D. 

56 Sodding vs. seeding 
No matter how you intend to establish turfgrass, proper 
soil preparation goes a long way to assuring success. 
Ronald C. Smith, Ph.D 

64 Pointing finger at supers 
Superintendents and legislators all agree: environmental 
responsibility falls squarely into the lap of the super. 
Jerry Roche 



66 'Informational' posting 
Golfers responded positively to a different kind of posting program in Nebraska. 
This program, using write-on, wipe-off signs, also served to inform golfers of other 
maintenance practices. 

Ron Hall 

74 'The right stuff' of franchisees 
The requirements to become a good lawn care franchisee are wide-ranging, accord-
ing to Canadian businessman Dick Nelles of Nutrilawn International. 

80 More lawn care inspections 
Industry says violation rate of 1992 inspections gives misleading impression of 
lawn care safety. EPA will try again. 
Ron Hall 
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A S K THE 
EXPERT 

DR. BALAKRISHNA RAO 

Poison ivy remedies, warnings 
A number of our employees working on landscaping jobs where 
there is poison ivy are affected by the plants upon contact. How 
is poison ivy spread from one part of the body to another? Does 
it get into the blood stream? What can be done to prevent this 
problem? 

Solution: Poison ivy contains toxic oil (resin) produced from 
leaves, stems and roots. Secretion of oil occurs generally when 
the plants come in contact with skin. Reports indicate that irri-
tation can result from touching a dormant plant or recently 
dead plant, or even from pruning tools which come in contact 
with the plant. 

Symptoms of poison ivy contamination include a rash. 
Eventually affected areas turn red, producing blisters, swelling, 
burning, itching and may lead to fever in some instances. 
Medical attention may be required if the problem is severe. 
Reports indicate that poison ivy is not spread by the watery liq-
uid within the skin blisters. Also, I am not sure whether or not 
the ivy oil enters the blood system. My guess is it spreads only 
on the external skin*. The oil from the plant causes the itchy 
rash reaction. Washing the skin immediately after coming in 
contact with poison ivy may reduce the symptoms. 

The resin sets up in the skin five to 15 minutes after expo-
sure, after which washing will not help. 

People who are sensitive to poison ivy should learn to recog-
nize it and where it grows, and if possible, avoid any contact. 
Your landscaping job probably makes avoidance difficult, so 
wear gloves, coveralls, long-sleeve shirts, etc., to protect your 
skin. Wash hands, arms and any other body parts that may have 
come in contact with the plant with soaps such as Fells naptha 
soap. Wash contaminated clothing. 

When large areas of the body or delicate areas such as eyes 
are involved, get prompt, professional medical care. 

Consider using materials such as Technu on the body of sen-
sitive persons prior to working in an area having poison ivy 
plants. Reportedly, the material helps against poisoning if 
applied before and/or after coming in contact with the plants. 

(*Ed. note: we checked with the editors of Dermatology 
Times magazine, who verified that the poison ivy resin remains 
on the skin surface.) Partially excerpted from an article, 
u Poison Ivy Cures Founded on Myth," by Sharon McDonald, 
resident in dermatology, Columbus, Ohio. 

Getting the most out of broadleaf control 
This year we had a lot of service calls from our clients relat-

ed to poor broadleaf weed control in spite of using postemer-
gent herbicides. Why do you think we are having this problem? 
Now, we are thinking of applying the herbicides in the fall. How 
effective would this be? fPA) 

Solution: In general, broadleaf weed control service calls are 
the major service calls in our industry. This is partly because of 
the way the treatments are programmed. For example, most 

practitioners would not include any broadleaf herbicide in treat-
ments until late spring. Therefore, the clients' lawns treated 
prior to this time may present a weed problem before the second 
treatment is scheduled. Clients may not be willing to wait for 
weed control until the second treatment, creating a need for a 
service call. Perhaps explaining to clients how these materials 
work and how they manage the weeds would help minimize ser-
vice calls. This would involve educating the practitioners as well 
as the clients. 

Other factors to consider are the cold and wet conditions 
which existed this year in many parts of the country. Weed con-
trol is more effective if weeds are actively growing. Rain before 
the herbicide has dried on the weed foliage may reduce effective-
ness. 

Concerning fall t r ea tmen t with herbicides, tur fgrass 
researchers at Cornell University have found that fall is the best 
time to apply postemergent herbicides to control broadleaf 
weeds in turf. Winter annual broadleaves and perennials are eas-
ier and more effectively controlled at that time, and the turf has 
more time to fill in the open areas before spring weeds germi-
nate. Cornell scientists suggest herbicide applications be made 
from mid-September to mid-October, or even as late as mid-
November during mild years. Even though you will not see the 
response until next spring, the herbicide will be absorbed by the 
plants and move down to the roots, resulting in good control in 
the spring. 

This approach sounds good from the agronomic standpoint. 
However, study this option on a small practical and business 
aspect of the program before planning to implement on a larger 
scale. 

Another option would be to use preemergent broadleaf herbi-
cides such as Gallery. Make sure this product is labeled for your 
use. Read and follow label specifications for better results. 

Ronstar and newly sprigged bermudagrass 
Can we use Ronstar herbicide on newly sprigged bermudagrass? 
(GA) 

Solution: Yes, Ronstar 50W and Ronstar 2G are now labeled 
for use on newly sprigged bermudagrass. However, it is not 
labeled for use on home lawns. Both the Ronstar 50W and 2G 
herbicide use is restricted for golf courses, commercial sites, 
etc. 

Read and follow label specifications for best results. 

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

Mail questions to "Ask the Expert, " LANDSCAPE MANAGEMENT, 

7500 Old Oak Blvd., Cleveland, OH 44130. Please allow two to 
three months for an answer to appear in the magazine. 



If the paper boy can hit it, so can we. 
Maybe you don't know that a little bit of TEMPO 

insecticide can cover a whole lot. We're talking 

trees, shrubs, bushes, flowers. Even lawns. 

The reason is simple. TEMPO uses an advanced technology 

to give you the flexibility to effectively control both 

leaf-feeding and surface insects - including 

deer ticks, the main carrier of Lyme disease. 

TEMPO also provides the fast knock-

down, and the residual control, you'd expect j B E S L ^ ^ * 
Circle No. 131 on 

from a top insecticide. And TEMPO does it all with 80% less 

active ingredient than the insecticide you may be using now. 

And get this. TEMPO has a low odor. That alone should help 

you start breathing easier about your next job. 

If you'd like to give TEMPO a shot, contact 

Miles Inc., Specialty Products, Box 4913, Kansas 

£ City, MO 64120. (800) 842-8020. 
• 

935641 ©1993 Miles Inc. 
MILES 
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New faces in U.S. 
Capital but industry 
challenges remain 

Capitol 
Hill staffer 
James 
Aidala 
says 
legislators 
divided on 
preemp-
tion. 

Federal preemption will remain elusive 
this year; industry must continue to work 
at local and state levels. 

• Washington D.C.'s message to the chemical green industry: 
Lobby. Play the legislative game. But, don't neglect local issues 

either. Congress this year isn't likely to pass legislation that will 
preempt local political bodies from enacting their own pesticide 
use laws. So far, only scattered local jurisdictions have rushed 
toward pesticide-use laws. Where they have, it's created havoc. 

"You probably have some t ime to work," says Claudia 
McMurray, minority council, Senate Committee on Environment 
and Public Works. 

The reason: the unprecedented number of new faces in 
Washington D.C.—President Bill Clinton and his administration, 
new EPA chief Carol Browner, 110 freshmen representatives, 11 
new senators. (That doesn't even include new or reassigned leg-
islative aides, individuals working directly with legislators, and 

committee staff members, the people who supply legislators with 
information and, sometimes, opinions that drive legislation.) 

"We're just barely getting started," says McMurray. Everybody 
in Washington is waiting to see where the Clinton administration 
is on the issues, she says. 

So far lawn/landscape chemical pesticide use, is not high on its 
list. Health care and Clinton's economic package dominate the 
administration's attentions. 

Other issues, says McMurray, that will probably take prece-
dence over pesticide use deliberations include a Clean Water Act, 
the reauthorization of Superfund, amendements to the Safe 
Drinking Water Act, and a stronger Endangered Species Act. 

James Aidala, a staff member with the House Government 
Operations Committee, says food safety will be a bigger issue 
than lawn/landscape pesticides. 

"Lawn care is going to be a very small piece of that puzzle," he 
says. "So, the more that you (green industry) can have worked out 
among yourselves, the better off you'll be. Congress is not going 
to spend a lot of time on these issues...given all these other things 
going on." 

Pennsylvania lawn care professionals (I. to r.) Bob 
Williamson, Kenneth Clemmer, and Larry Ellmaker practiced 
delivering the message they were going to present the 
following day on Capitol Hill to, right, Tom Diederich, Orkin 
Pest Control, Atlanta. 

Meeting with Ohio Senator John Glenn's staff in February: 
(foreground to back) Mark Laube, Barefoot Grass Lawn 
Service; Gene Poole, Emerald Green/Bolton Lawn Care; 
Michael Dietrich, Lesco, Inc.; and George Gossett, 
DowElanco. 



Although Aidala says the green indus-
try and its critics seem to be approaching 
common ground on posting and chemical 
registries, preemption will be difficult to 
pass this year. 

Last year, industry's lobbying effort to 
get federal preemption legislation ran out 
of time. 

The 102nd Congress ended before the 
full House Agriculture Committee could 
act upon a bill to prevent local govern-
ments from regulating the use of pesti-
cides. Almost 100 cosponsors in the House 
and 22 in the Senate had signed onto the 
"National/State Pesticide Regulation 
Partnership Act of 1991" which also set 
strict standards for certification and verifi-
able training. 

Most green industry associations will-
ingly supported the proposed bill's certifi-
cation and training provisions. 

Although legislation for federal pre-
emption could get another legislative 
push this year, "it's not the sort of thing 
that's going to get worked out easily," 
warns Stan Ray, staff director for The 
House Department Operat ions and 
Nutrition House sub-committee. 

"Preemption is going to be the one 
issue where members divide," adds fellow 
staffer Aidala, "It will get swept up in larg-
er politics, especially agricultural uses of 
products." 

Although 12 states passed new preemp-
tion legislation in 1992, industry suffered 
setbacks in Maryland, Kentucky and 
Washington. This year could see Alabama, 
Illinois, Massachusetts, and Texas consider 
the issue also. 

On another f ront , Senator Joseph 
Lieberman (D-CT) will "probably be rein-
troducing" his "Notification of Chemical 
Application Act of 1992," says top 
Lieberman aide Sara E. Walzer. 

Although no lawn care hearings had 
been planned as of mid March, Walzer said 
hearings will take place as the bill goes 
through committee. 

Posting, notification and registry pro-
visions in Lieberman's newest proposal 
are toned down from the Senator's first 
effort in 1990. Even so, industry remains 
uneasy with its intent. 

Lieberman's proposed amendment to 
The Emergency Planning and Community 
Right-To-Know Act sets stiff fines and jail 
terms for lawn pros who willingly don't 
notify—also, homeowner posting. 

PLCAA, for its part, has its own "lawn 
care bill" which it threa tens to push 
should Lieberman's bill surface. 

— Ron Hall 

LC 
pesticide 
advisory 
board 
gave 
industry 
and 
its critics 
their say 

• We may not have the LCPAC to kick around much longer. 
LCPAC? Few turf/landscape professionals know of the Lawn 

Care Pesticide Advisory Committee (LCPAC). Ostensibly, its 
purpose has been to explore ways "to reduce the public's risk to 
exposure by lawn care chemicals," said Vic Kimm of the U.S. 
EPA. But, in reality, it's been a protracted debate with represen-
tatives from specialty chemicals and allied user groups versus 
pesticide critics, with the EPA and regulators acting as referees. 

Indeed, the LCPAC itself hasn't agreed on whether its delib-
erations are fueled by safety concerns, a view sought by anti-
pesticide members of the board but hotly denied by industry. 

"People continue to buy and use our products," said William 
Chase, Jr., a LCPAC member representing Chevron Chemical. 
"The sales information sends us a positive message that there's 
no overwhelming concern by the public." 

The LCPAC, formed by the U.S. EPA last spring, has met 
twice near the capital. It's advisory. Its charter expires in May. 

Some of its 28 members represent the chemical and lawn 
care industries. Others represent public interest groups that 
seek stricter regulation and less use of pesticides. 

continued on page 22 

A plan to save our world 
• Vice President Albert Gore would 
save the world. 

He would start by mobilizing the 
world's governments to cooperatively 
attack the earth's environ-
mental woes, he writes in 
his book, "Earth in the 
Balance, Ecology and the 
Human Spirit" (Houghton 
Mifflin Company). The 
United States will spear-
head this environmental 
crusade to save society 
from its headlong rush to 
ecological suicide. 

Of interest to anyone 
involved with ag or spe-
cialty chemicals: some-
where among the ecological ills—and 
apparently down the list since Gore 
mentions it only in passing—is modern 
agriculture's profligate use of pesticides. 

"The huge amounts of fertilizer and 
pesticides now routinely used in agricul-
ture frequently drain off into the 
groundwater beneath the fields, contam-
inating them for many centuries to 
come," he says. 

This is the kind of generalization that 
Gore, a former newspaperman, likes to 
lean on throughout the book. There are 
many others. 

"Earth in the Balance..." is a call to 

action. Indeed, it covers a lot of real 
estate, an entire global environmental 
rescue plan in just over 400 pages. 

Gore wrote the book while he was 
Sen. A1 Gore from 
Tennessee, and after 
he'd failed in his 1988 
Presidential run. It 
appeared on book-
stands during 1992 
when Gore was again 
blistering the cam-
paign trail. The book 
takes some sharp jabs 
at former-opponent 
and former-president 
George Bush and his 
environmental policies. 

(Who cares now?) 
Political jabs aside, Gore's oft-repeat-

ed bigger message is the listing of the 
Earth's largest environmental catastro-
phes-in-the-making. Then he tells how 
to solve them. 

Gore's book is earnest and his con-
cerns seem genuine. But, he stretches a 
little bit of science over an awful lot of 
ground. Even that little bit of science is 
hotly disputed. 

For better or worse, Gore, as vice 
president, probably won't get a chance 
to reshape modern civilization in 1993. 

—Ron Hall 



I HARDSCAPING:! 
A one-time project 

that's great for referrals PATTERNS 

HERRINGBONE 

-BASKET WEAVE" 

Hardscaping projects, 
whether done in-house or by 
a sub-contractor, are stylish 
add-on services. 

• If your company has the resourcft?y§W 
might want to tackle a hardscaping project 
this summer. 

Besides being a good one-time pro-
ject—and one that you don't have to water 
and weed afterwards, hardscaping, in this 
case, paving stones, can really lead to refer-
rals in the right neighborhoods. 

The surface earth should be well-com-
pacted before you lay the stone, advises 
Phil Walters, a production manager for 
Ruppert Landscape's Chantilly, Va. office. 
"Place pavers with drainage in mind," says 
Walters."Have a way for the water to run 
off, and tamp the material as it's installed." 

Walters also suggests that easy access to 
the site is important due to the weight of 
the materials. It should be an easy in and 
out pathway. 

Hard construction includes a wide vari-
ety of materials. Selecting the proper mate-
rials while balancing aesthetics and cost 
effectiveness requires skill and ingenuity. 
Paving materials can be made of asphalt, 
brick, concrete, stone, tile or wood. 

• Brick is easy to manufacture and is 
easy to find in a variety of sizes, shapes col-
ors and textures. Brick pavers are made 
specifically for outdoor walkway and floor 
surfaces. They are sized to permit a wide 
variety of paving patterns (some of which 
are shown at right). 

Their thickness ranges from 1-1/8-inch-
es to 2-1/4 inches. Thin pavers are a cost-
effective choice when specifications call for 
brick walks to be set in a mortar bed. 

• Turf blocks are a type of concrete 
paver with openings or slots for growing 
turfgrass. 

• Glass block is available in a range of 
styles and functions. 

• Adobe, a kind of mud brick, is also a 
good choice for decorative use or special 
effect. Many concrete materials can be used 
for paving and other landscape applica-

tions. Concrete toppings or 
coatings are presented by man-
ufac turers as solut ions to 
problems generated by certain 
uses or conditions. 

Patterned concrete may be 
cast in place by a number of 
proprietary systems in the 
industry. One is Bomanite, a 
specially finished concrete 
paving system. Concrete 
pavers can be formed in a 
wide range of textures and 
finishes. Interlocking con-
crete pavers can be formed 
in a wide range of textures 
and finishes. 

These Terra-Pavers, from Wausau Tile, can be 
installed over bituminous sand or mortar beds. They 
hold up well under pedestrian and moderate 
vehicular traffic. 

Reprinted in part by per-
mission from Means 
Landscape Estimating, by 
Sylvia Hollman Fee; 
Published by the R.S. Means 
Co., Kingston, MA; (617) 585-
7880. 

L VI REPORTS 



Granite pavers give authentic 
look to racing monument 

• Thoroughbred Park, a new public park in Lexington, Ky., 
includes detailed and ornate design elements of granite and bronze 
which are meant to capture the spirit of racehorses, owners and 
breeders. But creating the park required unique design, technical 
and fabricating capablitites from a variety of product suppliers. 
Cold Spring Granite Co. provided the paving and other granite 
details for the project. 

The park is divided into five areas representing an aspect of the 
world of horseracing. Highlights include bronze statues depicting 
champion racehorses and jockeys. The center of attention is a 
simulated granite racetrack featuring seven life-size bronze thor-
oughbreds and jockeys barreling down the home stretch. 
"The entire racetrack is created from granite. We worked with the 
project architects to select the appropriate color of granite and cut 
the stone at just the right angles to replicate an actual horseracing 
track," according to Jodie Moore, structural sales representative 

Installing granite pavers on slab, left and on slab with bond breaker. Courtesy Cold Spring Granite Specialties. 

1. A dry pack mortar bed is laid on a concrete slab and gran-
ite pavers are tamped into the bed. 

2. The mortar may be hydrated with a latex additive in lieu of 
water to increase bond strength and add moisture resis-
tance. 

3. In this system, the expansion joints in the concrete must 
be carried through to the granite pavers at the same loca-
tions. 

4. The joints may be pointed dry, fogged with water, or point-
ed with wet grout. 

1. A bond breaker is placed on a contcrete slab to separate 
from the setting bed. 

2. The setting bed is applied on top of the bond breaker 
sheet. 

3. Granite pavers are tamped into a dry pack setting bed. 
4. Latex additive may be added to mortar in lieu of water. 
This will increase bonding strength and provide moisture rei-
sistance. 
5. In this system, the expansion joint pattern in the concrete 

does not have to be duplicated in the granite paving pat-
tern breaker allows the paving system to "float" on the 
concrete slab. 

Some paving material suppliers 

Cold Spring Granite Specialties, 202 South Third Ave., Cold Spring, MN, 56320. 
Hanover Architectural Products, Inc., 240 Bender Rd., Hanover, PA 17331. 

3 0 0 

3 0 1 

Pave Tech, Inc., Advanced Paving Technology, P.O. Box 31126, Bloomington, MN, 55431. 3 0 2 

Stonwurks, Inc. 314 Lincoln Ave., Clay Center, KS 67432-2806. 3 0 3 

Vespro, Inc. 40 Belvedere St., Suite 2, San Rafael, CA 94901; makers of Control-A-Root, 
a barrier which prevents roots from growing up into hardscaping. 

3 0 4 

Wausau Tile, Inc., Terra-Paving Division, P.O. Box 1520, Wausau, WI 54402-1520 3 0 5 

for Cold Spring. 
Carnelian, a 
mahogany-col-
ored granite , 
matches the 
r edd i sh -hued 
earth found on 
racetracks. Cold 
Spring fabricat-
ed thermal-fin-
ish, split-faced 
pavers and set 
them sde by 
side to create the rough surface on which the bronze statues stand. 
"Having a split-faced showing is very unusual," says Moore, "but it 
was the unique design element that allowed us to create just the 
look we were after." 
The project required 9000 square feet of 1-1/2 inch thick, and 
12,600 square feet of 3-inch thick thermal Carnelian paving. 





H o w TO TURN 
A R O m PROBLEM 
INTO SOLID GOLD 

AMDRO FIRE A N T INSECTICIDE 
INTRODUCES A GUARANTEED M O N E Y MAKER 

FOR LAWNCARE PROFESSIONALS. 

If you've been looking for an easy way to build your 
business, you've just struck gold. With AMDRO. 

AMDRO lets you offer customers an added professional 
service. Fire ant control. Killing fire ants is big business, and 
your existing lawncare customers are a built-in market. Plus, 
AMDRO can help you attract many new customers. 

A PROVEN KILLER THAT COMES WITH A GUARANTEE. 
There's only one sure way to eliminate fire ants. Eliminate the queen. And 

AMDRO is specifically formulated to kill the queen. 
Here's why AMDRO insecticide is so effective. Worker ants are attracted to 

AMDRO, carry it back to the mound, and pass it on 
to other workers including the queen. The queen eats 
the bait and dies. So does her colony, typically in less 
than a week. 

For best results, apply AMDRO as a broadcast 
application when ants are actively foraging. 

We're so sure AMDRO kills the queen, we 
guarantee results with proper use of the product. 

For more information about this exciting 
business-building opportunity and the AMDRO 
Royal Guarantee, call us today 
at 1-800-545-9525. j m CVANJUHiD 

American Cyanamid Company 
Agricultural Product» D'vuon 

Always read and follow label directions carefully NUOWO ^ 0 1 Twa 

KILLS THE QUEEN. 



• All too often, the blast of an offi-
cial's whistle at the start of a sport-
ing event b r i ngs two oppos ing 
teams toge ther on a barren field 
speckled with ragged tufts of green. 
Many of these tufts are the sad rem-
n a n t s of a once -p roud t u r f g r a s s 
cover, in te rmingled with coarse, 
aggressive weeds. 

In dry weather, the playing sur-
face is hard from compaction, rough 
from previous activities, and dusty 
from a lack of turf cover. If it rains a week 
before the event—or worse, during the 
event—the surface is slippery, muddy and 
soft, with virtually no traction. 

Such conditions give natural turf play-
ing surfaces a bad reputation. However, 
criticism of natural turf fields should be 
aimed at weaknesses in construction or 
maintenance, not the limitations of natu-
ral turf. 

Success in providing superior natural 
turf playing surfaces often means over-
coming or correcting errors in construc-
tion. Neglect, for even a relatively short 
per iod of t ime , j eopa rd i ze s p rev ious 
investments. 

Though turf appearance is undoubtedly 
impor tan t , durabil i ty to intensive use 
under a wide range of conditions is more 
critical. 

Athletic fields: 
renovation 

or 
reconstruction? 

Though athletic field 
renovation may seem 
successful, an improperly 
constructed field will 
rapidly decline again. 

by Henry W. Indyk, Ph.D. 

Costly mistakes—Successful ath-
letic fields are based upon similar prin-
ciples in design, planning, construction 
and maintenance. Failure of these sur-
faces also is based upon a set of similar 
mistakes: 

• Drainage considerations: Poor 
drainage not only affects payability, but 
negatively influences turfgrass growth 
and increases maintenance costs. (See 
sidebar.) 

• Improper specifications: Too 
often, in the original construction of an ath-
letic field, standard specifications are used. 
Each site should be evaluated critically 
before formulating accurate specifications 
to avoid a field with "built-in" problems that 
are difficult or impossible to correct, even 
with excellent maintenance procedures. 

• Lack of specification enforcement: 
The best of specifications are of little or no 
value unless cons t ruc t ion procedures 
adhere to them. 

• Maintenance deficiencies: A well-
planned main tenance program should 
include equipment, materials, personnel, 
and an adequate budget. The supervisor 
should be conscientious and knowledgable 
in turfgrass management principles and 
techniques. 

The single most important 
factor: drainage 

• The single most influential factor in the failure of nat-
ural turf fields is improper drainage. 

Pe rhaps the mos t i m p o r t a n t reason for ove r look ing 
drainage as a critical factor in athlet ic field const ruct ion 
is no t u n d e r s t a n d i n g or a p p r e c i a t i n g i ts i m p o r t a n c e . 
Unfor tuna te ly , in many ins tances , adequa te dra inage is 
negatively affected by cost-cut ters who do not realize the 
fu ture cost of improper drainage. 

In some cases, e f for ts to improve dra inage are to no 
ava i l . S u c h f a i l u r e s m o s t l ikely can be a t t r i b u t e d to 
improper specifications and/or o ther deficiencies in con-
s t ruc t ion . Some of the common faults of ineffective per-
formance of drainage systems include: 

• Provision for surface drainage only. A crowned or 
turt le-backed field with a few catch basins on the sidelines 
can facilitate removal of surface run-off, but will do little 
for improving internal drainage. 

• Improper design of the drainage system involving 
pipe spacing, depth, grade and outlet . 

• Improper grade for installation of drainage pipe. 

Somebody made a big mistake 
with this newly-constructed field 
when they did not allow for proper 
drainage. 

• H e a v y - t e x t u r e d 
m a t e r i a l in b a c k f i l l 
t h a t r e s t r i c t s pe rco la -
t i o n of w a t e r to t h e 
drainage pipes. 

• Improper physical 
p r o p e r t i e s of t o p s o i l 
above the drainage sys-
t e m . So i l s c o n t a i n i n g 
too much silt, clay and 
ve ry f i n e s a n d as t h e 
g r o w i n g m e d i u m for t h e t u r f t e n d to r e s t r i c t p r o p e r 
drainage due to slow percolation of water. Consequently, 
d u r i n g rainy cond i t ions , such soils tend to be soft and 
soggy in spi te of a proper ly ins ta l led d ra inage sys tem. 
These soils compact readily when subjected to traffic. Air 
porosity is reduced by both mois ture sa turat ion and com-
paction, resul t ing in a less favorable environment . This is 
reflected by a shallow root system, weakened top growth, 
reduced wear tolerance and turf deter iorat ion. 

—Dr. Indyk 



NO MORE HEAVY BACKPACKS. 
How The Nomix* System Works. This revolutionary weed control system covers a lot of ground - nearly every7 municipality in the 
U.K., the grounds of Windsor Castle and championship golf courses the world over to be exact. And now, it's complete line of unique applicators and herbi-
cides are being made available in the U.S. The Expedite now features an upgraded head and spiral disc for greater flexibility. With the addition of the Compact 
and a full-range of four new herbicide formulations, over 90% of the U.S. markets' needs will be met. The unique features of the Nomix system include: 

NO MIXING. 
Our unique oil-based formulations require NO MIXING. These formulations are pre-mixed herbicides 

ready for use in a snap. That's right - just snap in a cartridge and you're ready-to go. 

NO CHEMICAL CONTACT. 
The re-sealahle packaging eliminates chemical contact and venting. 

The Nomix system is safer for you and the environment. 

NO DIFFICULT CALIBRATION. 
Correct calibration saves you both time and money. 

The Nomix system uses pace tones, charts and formulas that make calibration easy. 

NO HEAVY BACKPACKS. 
The weight of conventional backpacks can he unbearable. 

Just one Nomix cartridge covers the same area as this exaggerated backpack! 

NO DRIFT. 
Studies show the Nomix System produces up to 40X LESS DRIFT than conventional methods. 
Less drift equals less exposure - again, the Nomix system is safer for you and the environment. 

NORUNOFE 
Our unique oil-based formulations actually adhere to the leaf s surface longer and provides faster absorption 

of the chemical into the weeds. NO RUNOFF means a more accurate and faster method of eliminating weeds. 

NO WEEDS! 
That's what you ultimately get with the new Nomix System - NO WEEDS! 

Call 1 - 8 0 ( M 8 N O M I X tor a Nomix distributor near you. 

The Nomix Compact is the most versatile lance m the Nomix product line. 
Remember.. Just one Nomix cartridge (shown here) corns the same area as the backpack to the left! 

N O M I X 

A full range of Nomix products to meet all vour needs - including 3-Wav Broadleaf and Grass & Weed Plus, the Glvphosate Orvzalin product you've been waiting for! 



• Abuse in field use: There are limits 

to how much you can use turf—even good 

turf. Damage will be most serious where 

proper construction procedures have been 

bypassed, particularly with excessive soil 

moisture. 

• Inadequate facility-to-use ratio: The 

surging interest in outdoor athletic activi-

ties has increased pressure on existing 

facilities. Because money or space is not 

always available to add fields, the use of 

existing facilities is intensified. Improperly 

constructed fields are less able to accom-

modate more intensive use without seri-

ous deterioration of the turf cover. 

Temporary renovation—Near miracu-

lous results can be achieved by temporari-

ly restoring improperly constructed or 

maintained fields. Superior varieties of 

turfgrasses (particularly among the 

Kentucky bluegrasses, turf-type tall fes-

cues and turf-type perennial ryegrasses 

adapted for athletic fields) can be effective-

ly established in existing fields by 

a) core aeration to relieve compaction 

and 

b) verti-grooving to prepare a seedbed 

without destruction of grade or established 

turfgrasses. 

The new seedlings introduced during 

renovation can be nurtured to a mature, 

dense turf with adequate provision for 

proper pH, nutrients, supplemental irriga-

tion, mowing and restrictions on use. 

To fully restore a field in this way, you 

must restrict use for six months, at the 

least. If this amount of time cannot be sac-

rificed, restoration with a high quality sod 

can provide instant results. 

As impressive and effective as a suc-

cessful renovation effort may seem, an 

improperly constructed field will rapidly 

decline again. Repeated renovation efforts 

will follow the same costly and discourag-

ing pattern until inherent construction 

problems are corrected. 

Reconstruction—For a successful nat-

ural turf field, essential planning, design, 

construction, maintenance and use princi-

ples must be followed. 

Experts in field reconstruction, such as 

Turfcon/GSI Consultants of the Greenway 

Group based in Horsham, Pa., evaluate 

each field. Their planning and design, cou-

pled with overseeing all reconstruction 

processes, and establishing a sound main-

tenance program, can convert problem-

laden fields to high quality natural turf. 

Natural grass has been, and will contin-

ue to be, the best playing surface for a 

wide variety of outdoor sports and play-

ground activities. Its characteristic 

resiliency and cushion not only contribute 

to the enjoyment of a specific sport, but 

also provide superior footing and reduc-

tion in sports surface-related injuries. 

These advantages, combined with aesthetic 

and economic considerations, make natu-

ral turf and its management high priori-

ties for sports in coming years. 

What field 
consultants 
offer: 

On-site inspection for specific 

deficiencies in: 

• grade, 

• drainage, 

• soil characteristics, 

• turfgrass conditions and 

• any other factors conducive to ath-

letic field problems. 

Topsoil and subsoil samples are 

taken for physical and chemical analyses. 

Individual site-specific specifica-

tions for each field. They may include: 

• provision for stripping, stockpiling, 

and processing of existing topsoil, 

for use in the rootzone mix; 

• selection of the sand used in the 

modification process; 

• the quality of sod; and 

• the characteristics of the soil in 

which the sod is grown. 

—Dr. Henry W. Indyk is turfgrass consul-

tant with Turfcon/GSI Consultants of the 

Greenway Group, Horsham, Pa. and 

extension specialist emeritus in turf man-

agement, Rutgers University. He serves on 

the board of directors of the national 

Sports Turf Managers Association. 

An athletic field after stripping and stockpiling of topsoil shows promise for the 
future. 



Watch closely 

We're about to 
show you how easy 

it is to hook up 
a John Deere. 



Best seasonal help can easily be yours 
Seasonal workers can 
make welcome 
contributions. Determine 
your needs, and how they 
can fit into the picture. 

by E.T. Wandtke 

• Using seasonal, temporary workers lets 
companies avoid extra costs which come with 
full-time personnel, and at the same time 
bring new enthusiasm into the lawn or land-
scape company. 

Why they'll work—The skills and 
quality of potential seasonal employees 
applying for jobs with your lawn or land-
scape business will change in 1992. The 

applicant will possess more skills, be more 
performance driven, and may be an overall 
better potential employee than you have 
seen in the past. 

Generally, these people are looking for 
more than just a job; they are seeking the 
opportunity to learn more skills and a way to 
apply their knowledge. In the past, the sea-
sonal employee has typically not been moti-
vated. But the current economic conditions 
make this a buyer's market. Look for a way to 
meet the challenge good seasonal workers 
will present to your company, rather than 
someone to just "fill in." 

How many?—A key factor influencing 
the local job market is obviously the unem-
ployment rate. 

Need for some kind of financial restitu-
tion will lead many over-qualified individuals 
to your doorstep if the unemployment rate is 
very high. Be careful in hiring these job-
shifters. If an individual has been highly com-
pensated in the past and your job opening 
does not pay that well, expect them to leave 
you as soon as a job close to their previous 
pay level opens. 

Where are they?—Seasonal workers are 
found among farm hands, people laid-off from 
other businesses, new immigrants, retired 
people, and those seeking to supplement their 
family income with a second job. 

A big mistake made by personnel man-
agers and owners is failing to properly advise 
a prospective employee about the physical 
and environmental stress involved in the job. 
Many newcomers to the green industry leave 
in the first two to four weeks. 

It is extremely important when hiring 
seasonal help to properly advise them: 

• the job is physically demanding 
• they will be expected to work in almost 

all weather conditions; and 
• the hours are sometimes longer than 

usual. 
When to recruit?—Establish how many 

extra people you need two months before 
you advertise. Let current employees know 
of your needs, and perhaps they can recruit 
for you. 

Post notices at local churches. The quality 
of those applicants, their integrity and highly 
dedicated work ethic often has resulted in 
higher-than-expected performance from all 
of the employees they come in contact with. 

Consider hiring retired people. They may 
not be capable of performing all of the jobs, 
but they may surprise you. In addition, their 
dedication is unbelievable. 

continued on page 96 

WARNING: 

WORKING OUTDOORS MAY BE 
HAZARDOUS TO YOUR HEALTH. 

DON'T 
GET 
BURNED 
Too much sun can be dangerous, at work or play. You can 
reduce that risk with DEFLECT Occupational Sunscreen, the 
newest addition to the proven line of SBS industrial skincare 
products. 

Rated SPF 15, DEFLECT provides fifteen times your skin's 
natural protection from the sun's harmful ultraviolet rays. And, the DEFLECT water-
proof formula stays with you under the most demanding conditions. The field 
experience of Operation Desert Storm led to this superior formulation. 

DEFLECT contains the natural moisturizers aloe vera gel and cocoa butter, as well as 
vitamins A, D, and E, yet it is greaseless and fragrance-free. 

Hard-working troops deserve the sunscreen protection proven around the world. 
Call us today for your nearest distributor. 

FOR YOUR LOCAL DISTRIBUTOR: 
1-800-248-7190 



Too late... 
you missed it. 

Heard enough fast talk about 
implement hookup that really 
isn't fast? Then you've come 
to the right place. 

Because John Deere 70 
Series Tractors have the 
quickest connecting times in 
the business. 

Case in point, the 770 and 
front blade. A true "drive into 
the implement" system. With 
a total hookup time of less 
than one minute. 

But it's not just our blades 
that mate so quickly. Every 
implement you see here can 

be hooked up without tools in 
5 minutes or less. 

See your dealer and get 
attached to a 70 Series in 
record time. Or for more infor-
mation, call 1-800-544-2122. 

NOTHING RUNS 
LIKE A DEERE" 



Over/under billing: how to do 
it, and how to do it easier 
Here's a tool that identifies the difference between 
amount billed and actual monthly costs. 

by Kent Miller 

• Usually, construction projects do not 
start at the beginning of the month or end 
on the last day of the month. When con-
struction is under way on one or more pro-
jects that cross into the next month, it is 
important to be able to allocate earnings on 
the monthly income statement accurately. 

Larger projects can run for months or 
years before reaching completion and 
acceptance. Billing cycles and conditions 
may also vary from billing the whole pro-
ject before the work is started, to no billing 
at all until the job is done and accepted. 

Regardless of the billing techniques, the 
monthly income statement should indicate 
some earnings. 

We use a program called "over/under," a 
simple Lotus spreadsheet that assists us in 
determining what amount to chart as 
income each month. 

We begin by enter ing the contract 
amount, estimated direct costs and esti-
mated gross profit anticipated. As the work 
progresses, we identify all of the costs 
incurred during the month through job 
costing. At the end of the month, those 
costs are plugged into "costs to date." 

Using the estimated gross profit antici-
pated, we apply the same gross profit to the 
costs we incurred that month to derive our 
amount earned. The amount earned is 
compared to the amount billed and the dif-

ference is typically over-billed or under-
billed. 

A simple example—Let's use an exam-
ple using simple values. A construction 
project has a value of $500,000 with direct 
costs of $400,000. That leaves $100,000, or 
approximately 20% as a gross profit . 
During the first month of construction, the 
job incurred total costs of $80,000. With a 
20% gross profit, income for the first 
month would equal approximately 
$100,000. If no billings were made for that 
month, we'd be $100,000 under-billed. We 
would then add $100,000 to our monthly 
income statement for that month. 

If we had billed the same project 
$150,000 for that month, we still would 
have only earned $100,000, so we would be 
$50,000 over-billed for that month. In that 
case, we'd reduce our monthly income 
statement by $50,000. 

When you have several projects on this 
worksheet , the total entered in 
"Over/Under Billed" is the result of the 
whole, and that amount is added to or sub-
tracted from your monthly statement. 

Exceptions—There are some instances 
when this approach will need some adjust-
ment to accurately reflect your earnings. 
An example would be if you use the multi-
ple overhead recovery system (for estimat-
ing, labor, equipment, materials), and sub-
contractors are marked up at varying per-
centages, providing an overall mark-up on 

the entire project. 
Assume the first $80,000 in costs was a 

subcontractor you only marked up 10%: 
your actual earnings that month would be 
less than the overall mark-up. So this gives 
you an average mark-up over the course of 
the construction, and not a specific mark-
up on the actual costs incurred. 

Now let 's assume that you're two 
months into the construction project when 
you realize it 's going to take another 
$50,000 in additional costs. In this 
instance, we would enter $50,000 to the 
column "Additions to Cost," which revises 
our cost in the "Total Revised Cost" to 
$450,000. It adjusts our "Gross Revised 
Percentage" to 10%. The shock comes 
when you have to pay back the gross profit 
you should not have taken in the first 
place. 

I use this program to measure antici-
pated gross profits. I'm quick to identify 
"Additions to Cost" so I don't take profits 
too early and then have to pay them back. 
Adding costs to the "Estimated Cost to 
Complete" column lowers the "Percentage 
Gross Revised" and reduces the amount of 
gross profit earned each month. This is 
also a good column to use to provide for 
plant replacements and other warranty-
related items that might linger before they 
actually become a cost to the job. 

When the job is done and all the costs 
are in, adjustments may be necessary in 
the "Additions to Cost" column to have 
"Over/Under Billed" equal $0 and then earn 
the gross profit you didn't want to take 
until completion. At this point, the final 
gross profit obtained is in the "Percentage 
Gross Revised" column. 

Simply stated, our program assists us in 
identifying monthly income based on the 
costs we've incurred. 

—Kent Miller is vice president of The 
Groundskeeper, an employee-owned com-

pany in Tucson, Ariz. 

Washington from page 11 
Four U.S. EPA officials, two state regulators, and two legisla-

tive staff members round out the committee. 
The LCPAC has met three times, most recently in Alexandria. 

Va., on Feb. 25-26. Meetings last 1-1/2 days. 
Points aren't conceded easily. Disagreements between mem-

bers sometimes, but not often, cause sharp exchanges. 
Even so, most members of the committee agreed, at least 

broadly, on these points at the February meeting: 
Posting: signs consistent with what most states do now, 4x5 

inches and in contrasting colors. Posting at common points of 
entry; more than one notice may be needed in some situations. 

Notification and Registries: open registries with limits on the 
number of addresses one wants to be notified about, and annual 

fees to pay for the notification program. In the case of hardship 
the fees can be dropped. The addresses one wants to be notified 
about must be supplied by the person joining the registry. 

EPA says it's determined to write guidelines covering posting, 
pre-application notification and registries. Even the development 
of guidelines was debated. 

"EPA's issuance of guidelines signals there is a problem, at 
least a consensus by this group that there is a perceived problem," 
said Chevron's Chase. 

Public Citizen's Patti Goldman, took the opposite view. She 
said the EPA shouldn't be drafting guidelines but rather lawn care 
regulations. 

February's meeting of the LCPAC meeting may have been its 
last. It's charter expires this spring. —Ron Hall 



You know the story. The guys who swing an iron 
the way a lumberjack wields an ax are the same guys 

who yell the loudest when weeds give them a bad 
lie. So, with all the abuse your turf takes, the last 

thing you need is root-pruning from your herbicide. 
That's why you need CHIPCO® RONSTAR® brand G 

herbicide. University root pull studies show that 
CHIPCO® RONSTAR® G works without pruning turf 

roots. That means healthier roots and stronger, 
more durable turf. Best of all, just one pre-

emergence application provides season-long 
control of 25 tough broadleaf and grassy 

RHÔNE-POULENC 

weeds—including goosegrass, crabgrass and Poa 
Annua. You'll also appreciate the fact that CHIPCO® 

RONSTAR® G is labeled for use on a wide variety 
of ornamentals, and is now available in a new low-
dust formulation that makes application even 
more convenient. CHIPCO® RONSTAR® brand G 
herbicide. It can't improve the quality of play on 
your course, just the quality of weed control. 

New Low-Dust Formulation 
Chipco Ronstar G 

Brand Herbicide 

Rhone-Poulenc Ag Company, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. For additional product information, please call: 1-800-334-9745. As with any crop protection 
chemical, always read and follow instructions on the label. CHIPCO and RONSTAR are registered trademarks of Rhone-Poulenc. ©1991 Rhone-Poulenc Ag Company. 

With AllTheAbuseY>urTurf Takes, 
WhoNeeds Root Paining? 



Stress value and need when 
you have to raise prices. 
If your prices don't yield the earnings you might 
normally expect, you should consider raising them. But 
will your customers pay more? 

AQUASHADE Expands Our Family to 
Six Algae and Aquatic Plant Control 

and Maintenance Products. 
CUTRINE-PLUS 

® 

ALGAECIDE/HERBICIDE 
AQUASHADE 

AQUATIC PLANT GROWTH CONTROL 

• Concentrated • Patented • Low dosage rates 
• E.P.A. Registered • Broad range control 

Quality Products for Water Quality 
• Lakes and ponds • Aquaculture • Aquascapes 

OjO applied biochemists mc 
6120 West Douglas Ave. • Milwaukee, Wl 53218 • 1-800-558-5106 

• If your prices don't yield the earnings 

you might normally expect, you should 

consider raising them. But will your cus-

tomers pay more? According to most 

lawn care and landscape companies, the 

answer is "yes," but only if you use sensi-

ble strategies. Here are some hints: 

1) Base your prices on the value and 

need for your services. 

Many landscapers concentrate on 

working for two-income families because 

they easily accept higher prices just to 

keep up appearances. They also have the 

money to pay more for such work, but 

not the time or energy to do it for them-

selves. Senior citizens whose incomes are 

more than comfortable will also accept 

higher prices for similar reasons. 

2) Check competitors' prices for work 

that is comparable to yours. You can easi-

ly do this by reviewing these companies' 

ads. You might also use the phone and 

give the impression that you are a 

prospect. Ask what is charged for such 

services. Other questions might include: 

• How experienced are your employ-

ees? 

• Do you use modern equipment? 

• Do you offer any free extra services 

or premiums? 

Strike an average price for each type 

of work based on the answers, then com-

pare these figures and features with your 

own. 

Now, if you feel that you must charge 

more, let the customer know why by 

pointing out the extras which you offer 

but competitors don't—such as the use 

of more modern technology or more 

experienced employees. If need be, name 

the competitors. 

3) Sell your professionalism instead 

of your price by stressing any (true) 

advantageous factors which your compa-

ny possesses (such as how long it's been 

in business) and showing the written tes-

timonials of satisfied customers. 

Other ploys can be equally successful. 

One landscape contractor takes prospec-

tive clients for short drives in the neigh-

borhood and points out the lawns and 

grounds of those for whom he has 

worked for many years. You can also 

continued on page 62 

No irrigation restrictions following treatment 

YOUR ONE SOURCE 
J SUPPLIER FOR [ 
AQUATIC PLANT CONTROL 



*For full program details, contort your local Tow distributor. 24 Hour Fast Track and Direct Today 48 Hour dehvrry are available 
mthrJS contiguous states and awn only parts supported by the Tow Company, Minneapolis, and do not include irrigation or 
cerlam rngmeparts. Program subject to carrier deimny restrictions. © 1993 The Tow Company. The Tow Company, Sili l.yndale 
Avenue South, Minneapolis, Minnesota 55420. "Tom" is a registered trademark of The Tow Company. 

/ IclpingYnihd Quality Into Play! 

That s because we know you can't 

afford to wait forever. So, in those 

rare cases when you can't get parts 

immediately from your Toro distributor, 

our Parts Delivery System offers 

three ways to meet your schedule. 

Besides Normal Direct Ship, our new 

24 Hour Fast Track 

guarantees delivery in 

a day,* or your parts 

are free. And Direct Today 48 Hour means 

reliable arrival in two days* 

Toro Parts Delivery. Another way 

we help turf care professionals create 

extraordinary beauty and playability. 

Right on schedule. 

Once you order our parts, 
were on your schedule. 



• Want to develop a powerful informa-
tion-gathering tool for your business at 
surprisingly low cost? 

Implement a system to track and ana-
lyze all in-coming telephone calls to your 
business. These calls, particularly those 
from customers, are a treasure of data for 
the owner of any lawn care or landscape 
maintainance business. 

Not popular, yet 
Not everyone's already doing this. 

Only a half dozen or so lawn care busi-
ness people, out of an audience of about 
150 at a PLCAA educational session this 
past November, admitted they routinely 
log information they receive from in-
coming phone calls. 

This really surprised session leader 
Dr. Scott Mason, who described data 
coming from customer phone contacts as 
one of several information sources that 
allows a small company to compete with 
the big guys. 

Mason is with Walker Research, a 
consu l t i ng f irm headquar t e red in 
Indianapolis. 

"If you collect and monitor data on 

Phone 
logs: 

cheap 
but 

valuable 
info 

j^may increase their business with 
your company as you offer new or 
expanded services. 

j^may recommend your company to 
others. 

The flip side is that customers can, as 
easily, dump your services and/or bad-
mou th your company to family and 
friends. That is, if you don't have a sys-
tem to record, analyze and respond to 
their questions, complaints or concerns. 

But by maintaining an accurate and 
regularly reviewed telephone log, busi-
ness owners can respond to customers on 
a more timely and personal basis. They 
can resolve complaints and answer ser-
vice calls, and retain customers that 
might have been lost. 

Market ing tool 
The owner can also use telephone data 

for marketing purposes. 
For example: 
• Are cont rac t renewals ahead or 

behind last year? 
• On what day of the week do most 

new business inquiries in? 
• What kinds of services are people 

Date Init Caller -- Name / Address Phone 
Customer 
Pro»p«Ct 
om*f Action 

Action 
Date Init 

Action Date: Action by: Comment: 1 Other • 
Follow-up Date: Confirmed by: Comment: 
Date: Name: 1 Phone: New Customer • 
Taken by: Address: Old Customer • 
Action to be Taken: Prospect • 

Vendor 1 1 
Action Date: Action by: Comment: Other • 
Follow-up Date: Confirmed by: Comment: 

transactions, you'll be well ahead of com-
petitors," says Mason. 

Listen! 
Concentrate on listening to your cur-

rent customers first. 
"Most of tomorrow's business comes 

from retaining today's customers," says 
Mason. Today's customers: 

i^can continue to do business with 
you. (Retaining a current customer is 
more cost effective than generating a 
new one.) 

Two styles of phone logs are 
shown above. One is simpler, and 
could be used by almost any kind 
of business. The second is more 
customized and allows room for 
more comments about follow-up 
actions and a line to confirm that 
the customer is satisfied. 

being referred to by customers? 
Basic bean count ing—part icular ly 

when it comes to customer information— 
is often overlooked or under-estimated by 
the small business owner.. 

"Somebody at your phone should 
record every call that's coming in, who 
called, when it came in, and all the infor-
mation that you think you're going to 
need," says Mason. 

—Ron Hall 



Dacthal. 
For everything it doesnt do. 

— Dacthal doesnt 
let weeds get out of 
control. On crabgrass, 
annual chickweed, 
spurge, foxtail, Poa 
annua, and over 15 
other annual grasses 
and broad leaf weeds, 
Dacthal is the proven 
preemergent herbi-
cide performer. 

— Dacthal doesn't let 
you down. It means 
healthier turf and a 
difference you can see. 
And that makes you 
look good with your 
customers. 

— Dacthal doesn't 
leach, because it isn't 
water soluble, and it's 
biodegradable, too. 

— Dacthal doesn't 
damage roots regrowing 
after drought. And 
don't worry about 
newly sprouted turf* 
either. Dacthal is the 
right choice in high 
stress situations. 

— Dacthal doesn't 
stress or damage roots, 
because turfgrass root 
systems have a high 
tolerance for it. And 
that means less stress 
and worry for you. 

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

*Of uniform greening and 1 to 2 inches in height. 
Always follow label directions carefully when using turf chemicals. 

® Registered trademark of ISK Biotech Corporation. 



Is your irrigation system 
operating at top efficiency? 
As a major user of water, the 
green industry is in the 
spotlight Save money—and 
our resources—by checking 
out your irrigation system. 

• If you or your department are under pres-
sure from your superiors to cut costs, one of 
the ways might be taking a thorough look at 
your irrigation system and either recommend-
ing changes or consulting an irrigation 
designer. 

"An irrigation system that is designed and 
installed correctly can save substantial 
amounts of money during the operational life 
of the system," says#Kurt Hall of Water 
Management Specialists, Houston, Tex. "In 
most cases, the additional cost it would take to 
make the system water- and cost-efficient are 
returned in less than a year." 

For instance, just using a triangular head 
pattern instead of a rectangular one is saving 
the city of Houston $751.16 per month (see 
tables). 

Many irrigation systems are installed with-
out any consideration for the operations costs, 
Hall contends. Some of the reasons for this sad 
commentary on water conservation include: 

• lack of design skill or knowledge; 
• lack of the basic understanding of the 

relationship between plants and water; 
• designing to a pre-conceived irrigation 

budget; 
• lack of familiarity with new techniques 

and products; 
• not designing to the "big picture" (estab-

lishing precipitation rates, and irrigation 
schedules developed for the design); 

• designing to installation cost instead of 
long-term and operational costs. 

"The underlying reasons for poor irrigation 
design," Hall says, "can be broken down into 
lack of knowledge, skill and training; and profit 
motivation. When these two are combined, the 
results can be horrific." 

1) Is the system designed for the applica-
tion? There is no such thing as one size fits all. 

2) Have the components been teamed effi-
ciently? Make sure sprinkler heads, for 
instance, are fitted into the design just for easi-
er maintenance. 

3) Are manufacturer's specifications fol-
lowed? The manufacturer knows much more 
about its own products than even the irrigation 
designer/contractor. 

4) Would more heads with a more conser-
vative design be more efficient? A poorly 
designed system will always cost you extra. 

5) Are borders respected? Spraying over 
concrete and other borders just to reduce the 
number of heads in the design costs more 
money than proper design. 

6) Are water shut-off devices and moisture 
sensors part of the design? 

These devices will easily pay for themselves 
over a very short period of time, Hall says. 
Their installation cost is minor. 

315' 

48 rotary heads spaced at 45' x 39' 
1 head = 4.0 gpm x 48 = 192 gpm x 60 = 11.520 

gallons per hour 

195 

315' 

45 rotary heads spaced at 45' x 39' 
1 head = 4 0 gpm x 45 = 180 gpm x 60 = 10.800 

gallons per hour 

195 

Hall: save 35-45% on water bills. 

7) Have you calculated irrigation sched-
ules? "A very conservative dollars savings 
amount that can be attributed to irrigation 
schedules is 35-45 percent of the monthly aver-
age water bill," Hall contends. 

"It would take volumes to list all of the 
wrong things that are done. However, here are 
the biggest problems: 

• Head placement that has been "guessed" 
or "eye-balled." 

• Shrubbery zones mixed with turf zones. 
• Spray heads mixed with rotary heads. 
• Schedules that have not been calculated 

for the design; for instance, 30 minutes for 
rotors and 15 minutes for spray." 

Water is a scarce and valuable resource. If 
you have any doubts as to the efficiency of your 
system, the money you spend now could result 
in multiple savings over the next few years. 

Hall gave a presentation on "Designing for 
Irrigation Efficiency," from which this article is 
taken, at the Irrigation Association's annual 
International Exposition & Technical 
Conference in New Orleans late last year. 

—Jerry Roche 

Dcaign Efficiency VS- Operational Efficiency 

N<MR Head Spacing end Prenure Con»tant ® 45" « 39' ® 40 PSL 

Note: Data derived from Hun« Indurne» Profile» Software 

Styl« M M Wetteat Pioeip, Rata Sdied. Coeef. 

Sqirere .10 34 30 2.OS 

Triangular .12 39 30 144 

.41 

Water Coat Valuer .0046 per GaL 
(Irrigate Rare; Water Only .No Scw^) 1 

Water Cut and Gallonage n Apply 6'of Wa»er 
during die month of July 2 

Source: (1) Cty of Ho.ton 10(27/92 (2) Tea« Water Dev. Board 

Style Hn CPH (Head.) TTLCal WaterS m . Month! 

Ssure 423 11320 487396 .0046 S2341.56 

Triangular 30.0 10.800 324 4046 SI.490.40 

163396 $ 75116 

Thta saving» poaaable by detigning die LYUON m peak efficiency and uolwng in. 
tavinp pouiblc due to correct irrigation ichedu 

duttry available lofa 
bng. 

arare. Additional 



• On-demand 4 WD sys-
tem with differential lock 
delivers hill climbing ptnver 
with less scuffing. 

I High capacity; deep 
tunnel decks deliver 
both nunving quality 
and productivity. 

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

I Fnmt-mxmnted imple-
ments powered by 
efficient, hydraulic 
PTC) Drive. 

• Ptnver steering reduces 
operatorfatigue. 
• Controls within easy 
reach. 
• Choice of high-back sus-
pensi/m seats for all day 
comfort. 

Turfcat's 4WD 
redefines upward mobility 

Introducing the new, 4WD T\irfcat.H 

The 4WI) TVirfcat T422I) climbs steep hills* with 
just a flip of a switch. For better side hill traction, 
a step on a pedal engages the differential lock. 

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

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

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

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

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

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

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

TEXTRON 
Jacobsen Division of Textron Ine 

Circle No. 122 on Reader Inquiry Card 

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

JACOBSEN 



Today, nothing 

Dylox. If you don't know why that's 

important, we'll bring you up to speed. 

works faster than 



DYLOX insecticide controls all 

species of white grubs in as little as 24 

to 48 hours. It doesn't waste time. Then 

it doesn't hang around. 

In these times, that's reason 

enough to use DYLOX. But there's 

more. It has no label restrictions on 

turf grass species or sites. So, you can 

spray your tees, greens and fairways 

for grubs, as well as cutworms and sod 

webworms. And with the EYLOX 80% 

formulation, you can also treat your 

flowers, shrubs and trees for army-

worms, bagworms and stink bugs. 

Add to that the fact that it's a low-

odor compound available in 6.2% 

granular as well as 80% water soluble 

powder. Now you can understand why 

it is the fastest growing grub insecti-

cide on the market. 

For more information, contact 

Miles Inc., Specialty Products, Box 

4913, Kansas City, MO 64120. (800) 

842-8020. 

The time is right for DYLOX. 

MILES flhk 

01993 Miles Inc. 935638 



much are you taking? 

Will you be reassured by 
this summary of insurance 
coverages? Or are there 
unknown gaps in your 
policy? 

by Ed Wandtke 

• Do you really know how many risks you 
are taking? Some of you may not be 
insured for a risk, or assume you are 
insured for a risk. 

Although many insurance agents do 
not know what coverage you really need 
because they are not experienced with 
green industry issues, they place you in an 
insurance package which covers most ser-
vice or construction companies—often 
not the right coverage, but a good starting 
point. 

Auto policy—Commercial automobile 
policies contain an exclusion (you are not 
covered) for accidents which result in 
damage to the environment caused by a 
pollutant. Pollutants you normally handle 
are fertilizer, herbicides, insecticides, 
plant growth regulators, or gasoline for 
power equipment use. 

If you have an accident and one of 
these pollutants spills on the highway, you 
alone can be responsible for the clean-up. 
Even if a third party causes the accident, 
you may remain liable for the clean-up. 

Customer property—Did you know 
that a standard general liability insurance 
policy covers you for damage to persons or 
properties adjacent to your customer's 
property, but not direct damage to your 

customers or their property? 
Some states have enacted laws requir-

ing the "herbicide and pesticide" endorse-
ment for green industry companies to 
protect customers and their property. 
However, many of you do not realize you 
don't have this coverage and have accept-
ed the risk for any damage on a cus-
tomer's property. 

An experienced agent working with a 
lawn care or landscape company that is 
fertilizing the turf (liquid or dry, organic 
or standard), spraying trees or shrubs, or 
putting vegetation control in landscape 
beds, will have sold you the "herbicide and 
pesticide endorsement" coverage. This is 
available in the form of a supplemental 
endorsement to your policy that would 
provide coverage for damage to a cus-
tomer or its property, subject to a small 
deductible. 

Fire insurance—Many of you do not 
adequately protect your business in the 
event of a fire or other catastrophe. Many 
policies have a very low clean-up limit, 
and if you do not have a containment sys-
tem in your building you may be exposing 
your business to a very high risk. 

Our research has shown that the stan-
dard industry policies provide $10,000 for 
site clean-up after a fire. Based on today's 
costs, if the water poured on the fire 
spread a few bags of fertilizer, a gallon of 
herbicide, or several gallons of petroleum-
based products on the floor of the build-
ing, you could have clean-up costs rang-
ing from $10,000 to $50,000, depending 
on the volume and amount of materials 
that have to be removed. 

Business interruption—This cover-
age, which is most often overlooked, 

assures you continuous income if your 
business should suffer an inability to oper-
ate. Those companies in Florida that had 
the coverage before Hurricane Andrew are 
in business today. The cost is very afford-
able, in light of the risk you are taking. 

Extra expenses—Business interrup-
tion insurance is good to have. But in this 
industry, extra expense insurance is more 
important. This type of insurance provides 
coverage for expenses that are a result of a 
loss and not normal operating expenses. 

For example, if you were to have a loss 
and you had to rent a truck to continue to 
meet production, this would be covered by 
extra expense insurance, but by business 
interruption only if there were a loss in 
profits. 

Key person—If one key person were 
lost to your company, would it go out of 
business? If the answer is yes, you need to 
purchase this type of coverage. 

Insure for the replacement of the indi-
vidual and the length of time it would take 
for a new individual to become as profi-
cient as the person lost. Don't assume an 
individual needs to die for this coverage. 
Permanent health problems or incapaci-
ties can create a need. The survivability of 
your company will depend, on having this 
insurance. 

Key person insurance also avoids the 
issue of salary continuation being con-
strued by the Internal Revenue Service as 
a dividend by the corporation to an owner 
of the company. 

—Ed Wandtke is a principle in Wandtke 
& Associates, 2586 Oakstone Dr., 

Columbus, OH 43231. For further infor-
mation about the items covered in this 

article, phone (614) 891-3111. 



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

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 Gets The 
Beasts Without 

Getting The Beauties. 

BASF 
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Warm-season turf 
insect control 

Mole cricket and spittlebug control is getting most of the 
research. The future looks bright, thanks to nematodes. 

by Don Short, Ph.D. 

• Managing turf insects in the South is a 
never-ending challenge. Mole crickets con-
tinue to be the most troublesome insect pest 
in Florida and several other southeastern 
states. Spittlebugs have been causing more 
concern during recent years, primarily in 
north and northwest Florida. Tropical sod 
webworms, chinch bugs and fire ants make 
their presence known yearly. 

Mole crickets—The major thrust of turf 
insect research in Florida is biologically con-
trolling mole crickets with the nematode 
Steinernema scapterisci and the red-eyed 
Brazilian fly Ormia depleta. These natural 
enemies of mole crickets, imported from 
South America, are specific parasites of mole 
crickets and harmless to non-target organ-
isms. The nematodes cause death by bacteri-
al poisoning, the fly by depositing live mag-
gots on or near the mole crickets. 

Efforts with these two parasites seem to 
be paying off. The red-eyed fly, released in 
1988, has spread to 30 Florida counties. The 
nematode now populates 13 Florida coun-
ties. Fifty-three percent of golf course super-

intendents in south Florida counties report-
ed in 1991 either the same or less mole 
cricket damage than in previous years. None 
reported more mole cricket activity. 

Cultural practices—Cultural practices 
can greatly influence the susceptibility of 
turfgrasses to insects and related pests. Here 
are some tips: 

1) Do not over-apply water-soluble inor-
ganic nitrogen fertilizers. They force rapid 
succulent growth that acts as an attractant 
and substantially increases the chances of 
insect attack. Pest damage, especially from 
chinch bugs and sod webworms, can be 
greatly reduced by using slow-release nitro-
gen fertilizers in combination with other 
nutrients. 

2) Mow, water and fertilize properly to 
prevent thatch, which is an excellent habitat 
for chinch bugs and turf caterpillars and 
chemically ties up insecticides, thus reduc-
ing their effectiveness. 

Proper mowing can make the grass more 
tolerant to pests and greatly reduce thatch 
build-up. Proper mowing heights: 
St. Augustinegrass 3 to 3-1/2 inches 
St. Augustine (shaded) 4 inches 

INSIDE 

Mole cricket 
control is 
improving, due 
to research with 
nematodes and 
sub-surface 
injection. 
Photo by James Castner 

centipedegrass 1-1/2 to 2 inches 
common bermudagrass 1/2 to 2 inches 
hybrid bermudagrass 1/4 to 3/4 inch 
bahiagrass 3 to 4 inches 

Sharpen the mower blade frequently. To 
minimize stress on the grass and reduce 
thatch problems, mow often enough so that 
no more than one-third of the grass blade is 
removed at each mowing. 

3) Do not routinely collect clippings. The 
only two instances when they should be 
removed: to prevent the spread of a disease 
or weed problem, and when the grass has 
grown excessively tall. Never mow when the 
grass is wet since this can disperse disease. 

4) Do not irrigate until the grass begins 
to wilt or turns a blue-green color, or foot-
prints on the grass remain compressed for 
more than a few seconds. Irrigate with 3/4 to 
1 inch of water and do not irrigate again 
until the above symptoms reappear. This 
encourages a deep, vigorous root system. 

Soil injection—Injection or sub-surface 
placement of both liquid and granular insec-
ticides, is becoming more popular for control 

continued on page 47 

Cool-season insect control: Soil preparation essential 
grubs might be a problem, p. 50 when sodding or seeding, p. 56 

The adult two-
lined spittlebug 
is best controlled 
in the adult 
stage, usually in 
June and August 
in Florida. 
Photo by James Castner 



No one can 
offer you a 

more effective 
I . . •/ v

 g ' \ preemergent 
w p p H r o n t r o l v v c c u t u l l t l U 1* 

ProTurf 

SCOTTS Pendimethalin 



And here are 
7 reasons 

why: 



1 • Broad Spectrum Control - Prevents sprouting 
of six annual grassy weeds and nine annual 
dicot weeds. 

9 
LJ% Control Effectiveness - No other single pre-

emergent herbicide controls so many weeds 
so well. 

Q 
U « Season-Long Control-Pendimethalin's unique 

chemical properties allow for maximum per-
formance season long. 

^ t » Application Flexibility - Pendimethalin 
gives you more flexibility in programming 
preemergent applications. 

5 « Scott Formulation Advantage-Scott's smaller, 
uniformly sized particles provide better cover-
age with fewer application breaks and more 
effective control. 

fi 

VJ» Turf Safety - When used as directed on a variety 
of cool and warm season turf grasses. 

7 
I • Formulation Flexibility-Your Scott Tech Rep is 

ready to help you select the right formulations to 
best meet your preemergent program needs. 



Since 1984, SCOTTS® pendimethalin preemergent 
control products have provided the toughest, most cost-
effective control of a broad spectrum of grassy and 
broadleaf weeds. 

When selecting a preemergent herbicide, it is im-
portant to understand all the performance capabilities 
and limitations of the products you are considering. 
Season-long crabgrass control is only one aspect of 
a comprehensive weed control program, and 
pendimethalin provides it. But pendimethalin also of-
fers performance advantages over other preemergent 
weed control products, advantages that will favorably 
impact your total turfgrass management program. 

Broad Spectrum Control 
Pendimethalin effectively prevents sprouting of 

six annual grassy weeds and nine annual dicot weeds. 
No other single preemergent turf herbicide can 
match pendimethalin's broad spectrum control of 
these important weeds. 

Nooth 
broad spe 

Control Effectiveness 
Your choice of a preemergent herbicide will impact 

other aspects of your weed control program. An effec-
tive preemergent will provide a high level of control on 
a wide variety of grassy and broadleaf weeds resulting 
in fewer costly and time consuming postemergent 
herbicide applications during the season. Pendimethalin 
provides superior performance on troublesome weeds 
such as goosegrass and oxalis. 

Goosegrass Control Comparison 
Dimension 

*0.50 lbs A.I./Acre 
Single 

Application 

Barricade 
* 1.00 lbs. A.I./Acre 

Requires Repeat 
Application 

Pendimethalin 
>**3.0 lbs. A.I./Acre 

Single 
Application 

5 0 75 
Percent of Control 

100 

* The maximum label rate of 0.50 lbs AI./Acre/Year will only provide suppression of goosegrass 
in the South. Dimension is a trademark of Monsanto Company. 
* * Repeat applications are required to control goosegrass. Product was applied at 0.75 lbs. AI./ 
Acre with a repeat application at 0.25 lbs. A I./Acre. Barricade is a trademark of Sandoz Limited. 
* * * In the South, pendimethalin may be applied as a single 3.0 lb AI./Acre application or as two 
1.50 lb AI./Acre applications for the control of goosegrass. 

Preemergent Co 
Crab-
grass 

Goose-
grass 

Dimension H M 

Barricade H M 
Pendimethalin H H 

H = High level of control 
(Based on Sco 



1er preemergent can matcl 
ctrum control, season-long 

Season-Long Control 
One of the major strengths of pendimethalin is its 

ability to provide season-long preemergent weed con-
trol. In cool season turf areas pendimethalin provides 
early control of crabgrass, season-long with a single, 
properly timed application. 

In warm season turf areas where weed pressure is 
generally more severe, pendimethalin allows preemer-
gent control of crabgrass, goosegrass and other trouble-
some weeds with a single, properly timed application. 

Pendimethalin s favorable chemical properties allow 
for maximum performance in these critical areas: 

• Ability to move into the zone of weed seed 
germination and maintain a viable barrier. 

• Stability on the soil surface to minimize loss 
following application. 

• Sufficient soil longevity to provide effective 
residual weed control. 

mtrol Comparison 
k. 

Foxtail 
Poa 

Annua Oxalis Spurge 

H M H M 

H M M-H M 
H M H M 

M = Medium level of control 
:oTTs/university data) 

Season-Long Crabgrass Control Comparison 
Single Application/Weeks of 90+% Control 

Dimension 
0 . 5 0 lbs 

A. I./Acre 

Barricade 
0 . 7 5 lbs. 
A. I./Acre 

Pendimethalin 
1 . 5 0 lbs. 
A. I./Acre 

Weeks of Control 

Approved label directions and allowable rates are 
based on extensive testing to assure responsible use of 
control products. Pendimethalin s label offers an 
important advantage in this area by allowing the turf 
manager to choose from a wide range of product rates 
and application timing choices. 

Pendimethalin compares well to Dimension and 
Barricade in the following key areas: 

Unlike Dimension: 
1. Pendimethalin can be applied as a split- or single-rate 
application for crabgrass control in the North and/or as 
a split- or single-rate application for crabgrass and 
goosegrass control in the South. 
2. Pendimethalin outperforms Dimension on the 
control of goosegrass. Dimension is labeled for goose-
grass suppression only in the South. 

Unlike Barricade: 
1. Pendimethalin can be applied as a single or split-rate 
application in the South for control of both crabgrass 
and goosegrass. 
2. Pendimethalin provides excellent control of goose 
grass with a single application. 



i pendimethaliris combina 
performance and proven t 

Application Flexibility 
Repeat Single Application 

Applications Control Effectiveness 
Allowed By Label Crabgrass Goosegrass 

(South) 

Dimension NO YES 
Barricade YES YES 
Pendimethalin YES YES 

Scott Formulation Advantage 

Pendimethalin particles are smaller and more con-

sistently sized than typical competitive physical blends, 

reducing segregation potential while providing up to 

3 times the coverage with SCOTTS Poly-S™/pendi-

methalin product and up to 8 times the coverage per 

square inch with Scotts Triaformm/pendimethalin product 

Note the improved particle distribution pattern 

achieved with SCOTTS fine-particle Triaform/ 

pendimethalin fertilizer and Scotts Poly-S/pendimeth-

Typical Large-Particle Blended Product 

alin fertilizer products. Such distribution means the 

active ingredient is more evenly distributed over the soil 

surface for more consistent control and fewer application 

breaks. Uniformly sized particles reduce segregation 

potential and improve spreadibility. Field tests show 

that poorly formulated combination products may sacri-

fice preemergent weed control by up to 15% or more. 

(Each square in the graph below represents a 1-inch 

square area.) 

SCOTTS Triaform/Pendimethalin 

Typical Large-Particle Blended Product SCOTTS Poly-S/Pendimethalin SCOTTS Triaform/Pendimethalin 

Uniformly sized particles reduce segregation potential and improve spreadability. 

Poorly formulated combination products may sacrifice weed control by up to!5% or more. 

SCOTTS Poly-S/Pendimethalin 



tion of 
;urf safety 

Turf Safety 
When used as directed, pendimethalin products 

have proven to be safe on a variety of cool and warm 
season grasses, including: 

Cool Season Grasses Warm Season Grasses 
Kentucky Bluegrass Bermudagrass 
Perennial Ryegrass Zoysiagrass 

Fine Fescue Bahiagrass 
Tall Fescue St Augustinegrass 

Creeping Bentgrass* Centipedegrass 

* For use on Creeping Bentgrass maintained at 1/2" or taller. 

Root Effects and Turf Quality/Density 
Research studies conducted since 1984 show that 

pendimethalin, when used according to label direc-
tions, does not reduce root growth on cool and warm 
season grasses compared to other preemergent herbi-
cides. And university studies have shown that turf 
quality, turf density and sod strength are equal to or 
better than other preemergent herbicides tested. 
Turfgrasses show excellent tolerance to applications 
of pendimethalin even at the higher labeled rates 
(3.0 lbs. AJ./Acre). 

Seeding/Reseeding 
The practice of seeding cool season grasses is an 

intergral component of almost every turf manager's 
program. In the North, seeding may be done to renovate 
worn tee boxes or to increase turf density on fairways, 
roughs or lawns. In the South, ryegrass overseeding is 

Product 

a common practice used to enhance the winter appear-
ance and payability of golf courses and other turf areas. 
When selecting a preemergent herbicide, it is important 
to understand the effect that the herbicide residual may 
have on your seeding/overseeding program. 

Seeding Interval (Months) 
Drill Broadcast 

Rate 
(Lbs. A.I./Acre) 

Dimension 0.50 3* 3* 
Barricade 0.33-0.50 3-4** 4-6** 
Barricade 0.50-1.00 6-8** 8-12** 
Barricade 1.00-1.50 9-12** 12-18** 
Pendimethalin 3.0 

* Isabel states that seeding within three months of application may inhibit establishment of desirable turfgrass. 
" From RegalKade 37 label directions. RegalKade is a product of Regal Chemical Company. 
*** Isabel states to delay seeding four months following application. 
NOTE: Barricade 65WG label states: Do not apply to spring seeded turf or newly set sod until the following year. 

Pendimethalin s favorable combination of chemical For more information about Scoirs pendimethalin 
and physical properties allows for season-long weed products, contact your Scott Tech Rep. Or call 1-800-
control and yet still offers the flexibility for safe, success- 543-0006. 
ful seeding/overseeding programs. 



ProTurf 
The O.M. Scott & Sons Company Marysville, Ohio 43041 

The O.M. Scott & Sons Company, Marysville. Ohio 43041. All Rights Reserved. 
SCOTTS«, ProTurf*, Poly-S,.and Triaform^ are registered trademarks of the O.M. Scott & Sons Company 

Printed in U.SA. 



TREATING WARM-SEASON TURF FOR INSECTS 
PEST SUGGESTED PESTICIDE TIMING APPLICATION 

Mole Crickets Crusade 5G In large turf areas, map and make note of tun- Irrigate before treatment if 
Mocap 10G* nelling (egg-laying) activity during spring months turf is not moist. Treat as late 
Oftanol 2 for treatment after nymphs hatch. Middle to late in the afternoon as is practi-
Oftanol 5G June after most nymphs have hatched and are still cal. Follow label for post-
Orthene turf, tree and orna- small is the optimum time for pesticide application. treatment irrigation direc-

mental spray Spring treatment is optional. Orthene may reduce tions. 
Pageant DF adult tunnelling somewhat. It is more important to 
Triumph 4E*" keep damaged areas packed down and grass roots 
Turcam 2.5G in contact with the soil. Irrigate and fertilize as rec-
Dursban bait ommended for grass variety. 

Sod webworms Bacillus thuringiensis In Florida, the major species is the tropical sod Delay mowing and irrigation 
Crusade 5G webworm. Populations usually do not build up until for 24 hours after treatment. 
Diazinon 4 E " June in south Florida, July in central, and August in 
Dursban north Florida. 
Pageant DF 
Proxol 
Orthene 
Tempo 2 
Triumph 4 E ' " 
Turcam 

Spittlebugs Diazinon 4 E " Control is usually more successful when most of Mow and dispose of clippings 
Dursban the population is in the adult stage. Usually June before applying a pesticide. 

and August in Florida. Damage usually begins in Irr igation several hours 
shaded areas. before treatment will improve 

control. 

Chinch bugs Crusade 5G Replace turf with resistant variety. More of a prob- Apply additional spray vol-
Diazinon 4 E " lem in dry weather. Monitor St. Augustinegrass ume if thatch is present. In 
Dursban weekly, concentrating on sunny areas. Treat when limited experiments, granules 
Oftanol damage begins to appear. appear to be more effective 
Orthene in heavily-thatched turf. 
Pageant DF 

in heavily-thatched turf. 

Tempo 2 
Triumph 4E"* 

Grubs Crusade 5G Early June is probably the optimum time for most Keep the soil moist for sever-
Diazinon 4 E " species. al days before treatment to 
Proxol encourage the grubs to come 
Mocap 10G* close to the soil surface. 
Oftanol Apply as late in the p.m. as 
Sevin possible and irrigate before 
Triumph 4E"* the insecticide dries on the 
Turcam 2.5G grass blades. 

Billbugs Crusade 5G Most effective control is obtained in late spring or Same as for grubs. 
Diazinon 4 E " early summer. 

Same as for grubs. 

Proxol 
early summer. 

Mocal 10G* 
Oftanol 
Sevin 
Triumph 4E"* 
Turcam 2.5G 

Ground pearls None have been found to When approved fertilization, irrigation, mowing and 
be effective. nematode management practices are followed, 

grass will usually not be obviously affected. 

Fire ants Amdro bait Treat only when soil surface temperatures are Irrigate before application. 
Logic bait between 60-80 degrees F. Do not apply during the Use one bait and follow with 
Dursban heat of the day. Dursban or Orthene in 5-7 
Orthene days. Be sure baits are fresh. 

'Mocap 10G is labelled for commercial turf only (golf courses, sod farms). 
"Diazinon is not labeled for use on golf courses or sod farms. 
'"Triumph 4E is restricted to certain soil types and several application techniques must be followed. It is labeled for use on lawns, sod 
farms and golf courses (only tees, greens and aprons). A maximum of one application per year is permitted for the higher surface insect 
rate and a maximum of two applications per year at least 60 days apart for the lower surface insect rate. 

Source: Dr. Don Short 
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dimethalin. 
Imagine a world without 

weeds. Immaculate expanses of 
flawless turf, bathed in glorious 
shades of green. 

Behold. This is the world of 
pendimethalin. 

Developed by American 
Cyanamid, pendimethalin is the 
most widely used preemergent turf 
herbicide. With very good reason. 
Pendimethalin has been shown 
to provide consistent, long-lasting 
weed control while demonstrating 
excellent tolerance to cool- and 
warm-season turfgrasses. And it's 
labeled for numerous ornamentals 
as well. 

Because of its unique prop-
erties and residual activity, pendi-
methalin controls a broad spectrum 
of germinating grassy and broad-
leaf weeds all season long. 

Yet, all this control is available 
at a surprisingly economical cost. 
Exclusively at Lesco and O.M. Scott. 

Go ahead, imagine a world 
without weeds. And behold the 
beauty of — C Y A N A M I D 
pendimethalin. V ^ American Cyanamid Company 

Agricultural Products Division 
Vegetation and Past Control Department 
Wayne. NJ 07470 C1993 

Pendimethalin 
ibr a sight to behold 

Always read and follow label directions carefully. 

Circle No. 106 on Reader Inquiry Card 



The Choice For 
Preemergerit Control. 

PRE-IVPwith Pendimethalin. 

Turf managers keep 
choosing LESCO PRE-MS 60 DG 
preemergent herbicide because 
it's cost effective. 

They know from 
experience it gives them control 
over most major annual grassy 
weeds plus a variety of the most 
troublesome germinating broad-
leaf weeds. 

PRE-M controls 
crabgrass, annual bluegrass, 
foxtail, goosegrass, barnyardgrass 
and fall panicum. And it's effective 
on these tough-to-control broadleaf 
weeds: oxalis, spurge, common 
and mouseear chickweed, henbit, 
evening primrose and hop clover. 

Always read and follow label instructions before 
applying any herbicide product. PRE-M* is a 
registered trademark of LESCO, Inc. 
© 1993 LESCO, Inc. 

LESCO PRE-M contains 
pendimethalin, a proven per-
former for broad-spectrum weed 
control, including both early and 
late germinating weeds. 

Labeled for use on 
most northern and southern 
turfgrasses, PRE-M's water-
dispersible formula can be 
tank mixed with most 
fertilizers and pesticides. 

Contact your LESCO 
Sales Representative or visit 

your nearest LESCO 
Service Center. Or, 

call (800) 321-5325. 
In Cleveland, call 

(216)333-9250. S r 

LESCO, Inc. 
20005 Lake Road 
Rocky River, Ohio 44116 



Warm Insect from page 34 

of mole crickets, other soil insects and nematodes in large turf areas. 
The benefits are obvious: (1) lower rates; (2) reduced risk to 

human and animal exposure; (3) less odor; (4) reduced run-off and 
drift; (5) minimal ultra-violet degradation; (6) less pesticide bound 
up in thatch; (7) greater exposure to the pests; and (8) longer residu-
al activity. 

Liquids are injected at up to 2,000 psi, depending on soil type, as 
pesticides are forced 1/8 to 1-1/2 inches into the soil. In Florida, we 
conducted mole cricket field tests on golf courses, injecting at 1,200 
psi and getting 1/2- to 3/4—inch penetration on bermudagrass fair-
ways. 

Excellent results were obtained with Dursban at 2 lbs. Ai/A com-
pared to poor control at higher rates when surface-applied with a 
conventional boom sprayer. 

On home lawns, we have experimented with the Nemajet, a hand-
held injection device that was used several years ago to inject nemati-
cides. Excellent mole cricket control was obtained with only 100 to 
150 psi at the nozzle. It is somewhat more time-consuming than a 
hand gun, but control is much better and the same benefits are real-
ized as with the larger machines. Landscape managers should seri-
ously consider this method of application on small turf areas for con-
trol of mole crickets, grubs and billbugs. 

Probably the most common equipment for sub-surface granular 
application on large turf areas is the Dol Overseeder, originally devel-
oped for seeding small grain and grass. The seeder puts the insecti-
cide 1/2-inch below the soil surface where the mole cridkets are 
active. There is no dust, and little—if any—odor. Several insecticides 
now include label directions for sub-surface applications, including 
Dursban, Turcam and Mocap. 

—The author is professor and extension entomologist for the 
Department of Entomology and Nematology, Institute of Food and 

Agricultural Sciences, University of Florida, Gainesville, Fla. 

New insecticides 
• At least two new insecticides are hitting your distributor's 
shelves this year: Merit from Miles, Inc., and Mainstay 2G 
from Lesco, Inc. 

Merit (test code NTN-33893) features totally new chem-
istry, according to Jim Dotson, Miles' turf and ornamental 
research product manager. Its common name is imidacloprid, 
a member of the chloronicotinyl group of chemicals. Merit, 
which will carry a label for soil insects, has shown to be very 
effective against white grub species. According to Dotson, it 
may also have "outstanding potential for mole cricket con-
trol." 

When Merit's label becomes EPA approved, it will be avail-
able on a limited basis. 

Mainstay is a 2% formulation of fonofos, which is also the 
active ingredient in Crusade. It is labelled for use on mole 
crickets, grubs, chinch bugs, billbugs, sod webworms, fire 
ants and other turf pests. Lesco is now taking orders for 
Mainstay. 

New formulations of other insecticides include a Dylox 6.2 
from Miles and a dry flowable (DF) formula t ion of 
DowElanco's Pageant. 

—Jerry Roche 

I We've got good news for turf, 
I bad news for bugs and worse 

news for weeds. 
Which would you like first? 

• How about all three at the 
it same time? 

W h e n weeds and bugs attack your customers' 
lawns it's anything but a laughing matter. 

So why not strike back hard and fast? Hit 'em 
with a dose of the only TEAM/DURSBAN 

fertilizer combination available today. Ask 
about The Andersons exclusive formulas with 

TEAM and DURSBAN. 

• 19-3-5 with 2 lbs. TEAM / 1 lb. DURSBAN 
• 19-3-5 with 1 lb. TEAM / 1 lb. DURSBAN 
• Custom blends available 

Either single-application formulation 
produces high performance results. 

Find out more today. 

1-800-225-ANDY 
T h e « « * 
Andersons 

•DURSBAN is a t rademark of DowElanco , •TEAM, * 1 9 9 3 The Andersons 

Circle No. 107 on Reader Inquiry Card 



The thing we're trying to help 
you avoid is overkill. Because if 

you can control weeds, isn't 
that enough? 

So here's 
a less 

EPA), and you'll get very good 
results. It sounds simple, but it's 
one of the most effective ways to 
use less herbicide. 

Also, calibrate your equipment 
frequently, and use the correct 

Gallon for gallon, 
Confront goes twice as 
far as standard three-
way herbicides. 

At last. A herbicide a 
like eradicate, eliminate 
aggressive approach to managing 
weeds. A few things you can do 
to use less postemergence herbi-
cide to get the 
weed control 
you need. 

First, look 
for weedy areas 

A Young 
Weed Is 

A Vulnerable 
Weed. 

The best time to 

apply your postemer-

gence herbicide is early 

—when you first see 

weeds emerge. This is 

when weeds are the most 

vulnerable to herbicides. 

You'll get better results 

from your application, 

and you'll reduce the need 

for treating hardened weeds later. 

before applying herbicide. That 
way, you can use spot treatments 
instead of broadcast applications 
(a practice recommended by the 



rate of herbicide for the weed you 
want to control. You'll get better 
results from your application, and 
reduce the chances you'll have to 
re-apply. 

And it's important to select a 

postemergence herbicide that does 
the job the first time you apply it. 
For stubborn broadleaf weeds, 

Careful scouting helps 
you get effective weed 
control using less 
herbicide. 

herbicides often miss, giving you 
excellent results from your appli-
cation. Confront* herbicide is also 
a good choice. Confront gets to 
the roots to keep weeds from 
coming back. It's very effective on 

d dial doesn't use words 
or destroy. Turflon* herbicide is 

a good choice. It 
controls weeds other 

clover. And peneci ior 
turfgrass where you 
prefer a herbi-
cide without 
dicamba, 2,4-D 
or MCPP 

Of course, there 
isn't room here to outline'an entire 
weed control program. That's why 
we created The Turf Manager's 
Guide To Responsible Pest Manage-
ment. It's 44 pages on the latest 
techniques for controlling weeds, 
insects and turf diseases. 

For a free copy return the 
coupon, or call our toll-free num-
ber. After all, why use any more 
herbicide than it takes 
to do the job? 

Send me die following 
Management Guidefs): 
C Cool Turf, 
• Warm Turf, 

Nursery and I.andsrane. 
Mail To: DowElanco, PO. Box 3064, Cedar Rapids, 
IA 52406. Or call: 1-800-729-3693 ext. 4493. 

The chemistry is right. 
•Trademark of DowElanco. ©1993 DowElanco 04 

Name 

Company Title 

Address 

City State 

Zip Phone ( ) 



Cool-season 
turf insect control 
The wet summer of '92 suppressed much pest activity. But a normal 
weather pattern in July and August this year will bring the grubs back. 

Billbug adult populations are reduced by Beauvaria spp.. an The entomopathogenic fungus Beauvaria, was also effective 
entomopathogenic fungus. against chinch bugs in the summer of 1992. 

by Harry Niemczyk, Ph.D. 

• The summer of 1992 in the North 
Central states was the coolest, cloudiest, 
and—in some areas—the wet tes t on 
record. These weather factors had a major 
influence on suppressing damage from 
chinch bugs, billbugs and grubs. 

The en tomopathogen ic fungus 
Beauvaria, which is especially ineffective 
under moist condi t ions, killed many 
chinch bugs. The cool temperatures and 
cloudy skies of July created a less-than-
optimal condition for Japanese beetles to 
lay their eggs. Some egg laying did occur 
later in the summer, and caused infesta-
tions to appear in late September and 
October. In general, however, grub infes-
tations and damage was down from previ-
ous years. 

What effect will this have on damage 
potentials for 1993? If we have a normal 
summer , especially dur ing July and 
August, do not expect much relief from 
grubs. Billbugs are ever present. Chinch 
bugs may be slow to recover after 1992, 
but keep in mind they have two genera-
tions each year to recover in most of the 
cool-season region. 

What 's n e w — I n t e r e s t in and c o n -
sumer demand for non-chemical controls 

for insects remains high. While field eval-
uation of various agents continues, the 
results are not exactly "exciting." It is 
unlikely that any single agent will control 
damage from turfgrass insect pests as well 
as chemical insecticides do. It is more 
likely that their role, either singly or col-
lectively, will be to act as suppressing 
agents to hold population levels below a 
threshold which would require the use of 
insecticides. 

Insecticides: Miles, Inc. (formerly 
Mobay), has applied for conditional regis-
tration of a new insecticide, Merit (imida-
cloprid), a new, low-toxic, broad spec-
trum, systemic insecticide for control of 
grubs and some sucking insects. The 
results of field evaluations over the past 
three years have shown this material to be 
very effective against a broad range of 
grub species. If full regis t ra t ion is 
obtained as expected in the first half of 
1993, full-scale marketing is expected in 
1994. 

O.M. Scott & Sons has announced reg-
istration of Turplex bio-insecticide to be 
sold to golf and other selected profession-
al markets for control of cutworm, army-
worm and sod webworm in turfgrasses. 
The active ingredient, azadirachtin, inter-
feres with the normal development of the 

insect (insect growth regulator—ICR) and 
is extracted from the seed of the neem 
tree, which originated in India and 
Burma. Test resul ts at Ohio State 
University and other locations have shown 
that target pests die in three to 15 days 
after application, but that feeding usually 
ceases before mortality occurs. 

IPM the one constant: Knowledge 
about the lifecycle of pests in any specific 
area and determining the need for treat-
ment based on evaluation of populations 
at vulnerable periods during the insect's 
lifecycle, remains the key to successful 
control. The concept of IPM—intelligent 
plant management—depends upon this 
principle. 

Seasonal occurrences of some of the 
cool-season insect pests in this region and 
some of the insecticides that may be effec-
tive in reducing damage from them are 
listed on page 52. No endorsement of 
products is intended, nor is criticism 
implied of those not mentioned here. 

—Dr. Niemczyk is Professor Emeritus 
and Turfgrass Insect Research 
Coordinator at The Ohio State 

University's Agricultural Research & 
Development Center in Wooster, Ohio. 



GMC. GMC Truck. Forward. Chevrolet and Tiltmaster are registered trademarks of 
General Motors Corp. © 1992 General Motors Corporation. All rights reserved. 

FORWARD 
TILTMASTERf 

WE 
REMEMBER 
WHY YOU 

W SERIES 
LOW CAB FORWARDS 

It's very simple. The more your 
trucks can carry, the greater 
your profit potential. 

That's why we offer lawn 
and landscape businesses a 
series of low cab forward 
trucks with payloads ranging 
from 5,751 to 22,790 pounds:* 
the GMC Truck Forward and 
Chevrolet Tiltmaster W4, W5. 
W6, W7 and W7HV series of 
low cab forward trucks. 

CALL IT 
PAYLCAD. 

W6 Series Model 

They're easy to maneu-
ver in tight spots, with their 
set-back front axle and stan-
dard power steering. They give 
you the great visibility of 
a panoramic windshield with 
their cab-over-engine design. 
And they're built to carry the 
specialized loads you need to 

carry See your GMC Truck 
Forward or Chevrolet 

Tiltmaster dealer and 
see how the W Series 

can pay off with 
payload for your 
business. 

» * Payload includes weight 
1 of cargo, body, equipment 

and passengers. 
Buckle up. America! 1®LL 



Cool-season insect control strategies 
Pest 

Chinch bugs 

Spring 
April-May 
When summer damage expected, 
preventive application of liquid 
or granular Dursban (1 Ib.ai/A); 
Triumph1 (11b. ai/A) may be 
used as soon as bugs are active. 
Complete applications of insecti-
cides by first week in May. 

Summer 
June-August 
Treat before severe injury 
with Dursban (1 lb. ai/A); 
diazinon**(2.5-5.5 lbs. ai/A); 
Crusade2 (3-4 lb. ai/A) or 
other labeled insecticides. 

Fall-early winter 
Sept.-December 
Treat if needed. Generally, 
infestation not high enough 
to warrant insecticides. 

Billbugs Same as for chinch bugs. Treat at grub rates with 
Triumph1, diazinon", 
Turcam, Mocap or Sevimol. 
App. in mid-late June most 
effective. Irrigate following 
application. 

Treatment usually not 
appropriate at this time. 

Sod webworms 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). 
Crusade 2 (3-4 lbs. ai/A)Use 
flush of water/liquid detergent to 
scout for infestation level. 

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); Crusade 2 (3-4 lbs. ai/A) 
or other labeled products. 

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

Cutworms Use insecticides that are effective 
against sod webworms. 
Apply late in the afternoon. Do not 
irrigate after liquid applications 
Irrigate granular applications. 

Use Orthene (1-3 Ibs.ai/A); 
Dursban (1 lb. ai/A); Triumph1 

(1 lb. ai/A); Proxol-Dylox (8 lbs. 
ai/A).; Crusade 2 (3-4 lbs. ai/A) 
Do not irrigate after liquid applications. 
Irrigate granular applications. 

Same as for summer. 

Greenbug aphid Aphid numbers too low to detect. Orthene (1 lb. ai/A); Dursban 
(1 lb. ai/A); diazinon" (2.5 lbs. 
ai/A) 

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

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

If needed, use spring treatment. If infestations develop 
in December, use 
summer treatment. 

Grubs If treatment of overwintered 
grubs is needed, apply when all 
grubs are in the first two inches 
of surface soil. General or spot treat-
ment with Triumph1 (2 lbs. ai/A); 
Oftanol, Sevin-Sevimol or Mocap 
(5 lbs. ai/A) or Turcam (2-4 lbs. 
ai/A) may be used. Crusade 2 

(4 lbs. ai/A). 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. 

Existing grubs found in July 
or August may be treated with 
Triumph1 , Dylox, Proxol, Turcam, 
Oftanol, Sevin-Sevimol or Mocap. 
Apply at label rates. Crusade 2 

4 lbs. ai/A). If soil and/or thatch 
is dry, irrigate thoroughly before 
and as soon as possible after app. 
Treat green June beetle with 
Sevin (2-4 lbs. ai/A) 

Treatment can be made 
as late as mid-late Sept. 
as long as grubs stay in 
first inch of surface soil. 
Triumph1, Mocap, Dylox-
Proxol at label rates 
may be effective 

Black turfgrass 
ataenius 

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 
will provide best control. 

If preventive applications were not 
made, spot or generally treat 
with Triumph1 (2 lbs. ai/A); Proxol 
Dylox (8 lbs. ai/A); Turcam (2-4 lbs. 
ai/A); Crusade2 (4 lbs. ai/A); 
or Mocap (5 lbs. ai/A) as needed. 

Undeveloped larvae 
die with development of 
ground frost. 

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. 
2 For use in professional turf areas such as golf courses and commercial sod. 
** Diazinon may not be used on golf courses of sod farms. Source: Dr. Niemczyk 



Dark blue-green MowLess blend stands out against a Southern 
California background. Drought and heat tolerant Mow-Less 
offers year-around color in areas not before considered possible. 

MOW-LESS SAVES YOU MORE 
Lower vertical growth 
means less clipping 
removal! 
Darker blue-green color 
requires less nitrogen. 
Dense growth habit 
reduces competitive weeds. 
Natural insect and disease 
resistance reduces 
chemical tools. 
Heat, drought and shade 
tolerance mean wider 
range of adaptability. 

Mow-Less Brand Tall Fescue blend was devel-
oped to save conscientious turf managers 
time, money and clippings. 

Mow-Less is a blend of the latest genera-
tion of dwarf tall fescues. Today, Mow-Less is 
composed of Silverado, Tomahawk (5DX), 
Monarch and EIDorado. As newer varieties are 
developed, like 5PM and 59D, they will be 
included in Mow-Less. 

The components of 
Mow-Less all contribute 
dark blue-green color, 
heat, drought, shade 
and insect tolerance ... 
naturally. Mow-Less has 
made inroads into areas 
that tall fescue has not 
traditionally been 
adapted. Is this the start 
of something big? We 
think it's the start of 
something small... with 
a big savings in mowing. 

TURFSEED 
1-800-247-6910 
PO Box 250 
Hubbard, OR 97052 
503-981-9571 
FAX 503-982-5626 
TWX 510-590-0957 

NEW FROM TURF-SEED! 

Brand Tall Fescue Blend 



C h o o s e Bay l e t on t h i s yea r f o r t h e s a m e 

r e a s o n e v e r y o n e c h o s e i t l a s t y e a r . 

A n d t h e y e a r b e f o r e t h a t . A n d t h e y e a r 

b e f o r e t h a t . A n d t h e y e a r b e f o r e t h a t . 

CON 
S I S 
T E N 
C Y 



Year after year, BAYLETON fungi-

cide has controlled the tough diseases. 

Like summer patch and dollar spot. 

Not to mention a broad spectrum of 

other turf diseases. 

Plus, BAYLETON has provided 

excellent control of powdery mildew 

and rust on ornamentals. 

That's why it's been a leading 

fungicide on the finest courses in the 

country for more than ten years. 

As if that weren't enough, con-

sider the fact that BAYLETON is 

systemic. Which translates into 

longer control. 

Which is all good reason to treat 

your entire course with BAYLETON. 

Especially your fairways, since it keeps 

your customers from tracking disease 

up to your tees and greens. 

For more information, contact 

Miles Inc., Specialty Products, 

Box 4913, Kansas City, MO 64120. 

(800)842-8020. 

It may be the most consistently 

rewarding choice you make. 

MILES ^ 

©1993 Miles Inc. 935637 

Our new water 
soluble packets give 
you consistency in formulation and control. 



Sodding vs. seeding: 
what's the best bet? 
by Ronald C. Smith, Ph.D. 

• A healthy stand of turfgrass controls 
soil erosion, reduced dust, controls soil 
temperature, recharges groundwater, and 
reduces noise levels. In addition, it simply 
looks great, setting off a well-designed and 
installed landscape planting. 

The four ways in which turfgrass is 
established are: seeding, sprigging, stolo-
nizing and sodding. But no matter how 
you intend to establish turfgrass, proper 
soil preparation goes a long way to assur-
ing success (see sidebar). 

Seeding—To establish by seeding, 
here are some helpful hints: 

• Buy quality seed. Purchase seed 
based on purity (the percentage of pure 
seed of the species being planted) and ger-
mination (the percentage of that species 
that can be expected to germinate). The 
higher these percentages are, the better; 
and the lower the "inert matter," "weed 
seed" and "other crop" that shows up on 
the label, the better. This is not the place 
to cut corners. 

• Apply the seed at the proper rate for 
the species: Kentucky bluegrass at 1 
lb./1000 sq.ft.; tall fescue or perennial rye-
grass at 7 lbs./lOOO sq.ft.; fine fescues at 

3.5 lbs./1000sq.ft. In the contracting busi-
ness, the tendency is to go heavier when 
in doubt, pushing the seed count to 25 to 
30 seeds per square inch. This results in 
an excellent flush of dense growth, but 
creates problems with maturation of the 
stand, leading to possible die-out from 
diseases. 

The methods of seed application vary 
widely—from a simple drop spreader, to a 
cultipacker, or to a hydroseeder (see 
chart). 

Sodding—All four types of sod—min-
eral or upland grown sod, peat sod, 
washed sod, and biosod—result in an 
"instant lawn" which provides immediate 
soil stabilization. 

Sodded turfs, like those that are being 
established from seed, need irrigation for 
successful establishment. With mature, 
properly harvested and handled sod, less 
overall water is needed than the seeded 
sites. This requires controller adjustments 
on the part of the contractor, or educa-
tional efforts directed at the property 
owner, to reduce watering frequency once 
the sod has rooted in. 

Sod that is originally weed-free is a 
commonplace expectation from quality 
sod growers, thanks to good management 
practices and intelligent use of herbicides 

Smith: Buy 
seed based on 
purity, 
germination 

on their part. This virtual elimination of 
weeds for at least a year, if not indefinite-
ly, is in stark contrast to the landowner 
needing repeat applications of herbicides 
for anywhere from one to three years 
before satisfactory control is achieved. 

The professional sod grower has the 
seeding rate down to a science, resulting 
in a quickly matured sod that efficiently 
uses fertilizer and water, competitively 
crowds out many weeds, and has essen-
tially no disease problems. 

Modern sod harvesting equipment 
carefully cuts at a uniform thickness—as 
thin as possible to allow for quicker estab-
lishment—so the end user has a smooth, 
finished surface, even before rooting takes 
place. 

Growers like Harley's Sod of North 
Branch, Minn., track results from turf-
grass researchers at regional universities. 
This allows them to continually improve 
their seed blends and mixes, selecting 
grass cultivars that have proven to have 
the most enduring qualities for their 

Preparing the seedbed 
• Since the landscape contractor often 
inherits a property where construction 
rubble is buried a couple of inches below 
the soil surface, here are the proper steps 
in soil preparation: 

1) Deep till any compacted soil or, if 
the soil is too heavy, use a chisel plow. 
Follow this with a rough disking or har-
rowing, leaving the surface rough to allow 
for a more gradual transition between the 
topsoil and subsoil. This rough grading 
establishes the surface drainage patterns 
for the turf s final grade. 

2) Uniformly spread topsoil over the 
subsoil at a depth of four to six inches— 
the deeper the better. 

To figure out how much topsoil is 
needed for an area, calculate it on the 
basis of about 3.5 cu.yds. needed for every 
1000 sq.ft. and 1 inch of depth. For exam-
ple, a 10,000 sq.ft. area, requiring topsoil 
six inches deep would need about 210 
cu.yds. of soil (3.5 x 10 x 6 = 210). 

3) Check the topsoil for pH. phospho-
rus, potassium and organic matter con-
tent. If organic matter is not 3 percent or 
more, add some in the form of peat or 
humus, to bring it to between 3 and 5 per-
cent. 

4) Remove any rhizomes that may be 
visible as the topsoil is being graded. 
These could be the residue of quackgrass 

or Canadian thistle and could cause a con-
siderable problem in trying to get a quali-
ty turf established. Certainly, any rock or 
debris should be removed as well. The 
final surface should be firm, granular and 
slightly moist to assure good contact 
between the applied seed or sod. 

5) Work in any necessary fertilizer 
materials, based on soil test results. 

It has all too often been noted that this 
phase of turf establishment is an effort to 
save money or to win the bid. Suffice it to 
say that cutting corners here will simply 
result in compounded problems later. 

—R.C.S. 



1 lie fnot-so) secret oi 
a gorgeous lawn is 

Oregon-grown Ryegrass 

Search the world over and you'll not find another variety 
with all the qualities of Oregon-grown Ryegrass. 

It's the turf grass that will normally germinate in 7-10 
days, show excellent disease-resistance, stand up to heavy hard 
use, respond rapidly to fertilization and mow beautifully at 
heights ranging from 3/i6 to IV2 inches. 

Ryegrass is available at lawn & garden stores, nurseries 
and seed dealers as either a utility grass or one that will pro-
duce "show quality" turf. 

Thoroughbreds of the Ryegrass family are the dark 
green, fine-bladed turf-type perennials which are marketed 
under a variety of names. They often form the turf at golf 
courses and other areas where premium turf is a must. 

If you prefer less "showy" turf, the choice may well be 
Linn Perennial Ryegrass. By comparison with the turf-type 
Ryegrasses, it exhibits bright green color and has a slightly 
broader blade. 

However, it too will usually germinate in a week or more, 
is disease-resistant, durable and will quickly develop an exten-
sive root system. 

For more information and free brochures, see your seed 
dealer or write to: 

Oregon Ryegrass Commission 
Post Office Box 3366 •'Salem, Oregon 97302 
FAX (503) 581-6819 



I it-seeding 
results in 
minimum soil 
disturbance, 
greatly reducing 
potential for off-
site pollution 
and weed 
problems. 

after installation, the 
water ing f requency 

should be 

region. Most growers use certified seed 
which assures genetic purity of the culti-
vars. Many nor thern growers use such 
dependab le cu l t i va r s as T o u c h d o w n , 
Adelphi, Glade, Rugby, Trenton, Ram I 
and many others. 

Some sodding failures are a possibility, 
most stemming from poor seedbed prepa-
ration (see sidebar). Other problems: 

• Bad edges t h a t are no t f i rmed 
enough to make good contact with the 
soil, resulting in edge drying and weed 
invas ion . This is e l imina ted by l ight 
rolling as the sod is laid. 

• Over-applying water. Ten to 14 days 

r e d u c e d 
to m a t c h 
t h e 
w e a t h e r 
c o n d i -
t ions and 
site expo-
sure. This 
genera l ly 

means that most sod-
ded tu r f a reas can 

look pretty good on about 1 to 1-1/2 inch-

es of water per week. On a 10,000 sq.ft. 
lawn, this amounts to between 6,000 and 
9,000 gallons of water per week. 

• Shallow perched water tables where 
sod is to be laid on heavy clay soil can be 
avoided by developing a "transition zone." 
Work about 1/2-inch of peat moss into the 
top inch or two of soil so that the change 
between soil types is not so abrupt. 

Conclusion—The choice of turf estab-
lishment is often a budget-driven process. 
Seeding may cost one-fifth to one-eighth 
that of sodding, but I have never known a 
client who was unhappy with a proper sod 
job. Neither have I known anyone who 

Table 1. Methods of seeding 
M e t h o d A d v a n t a g e s 
s p r e a d e r s lowest initial investment 

bes t for h o m e o w n e r situations 

c u l t i p a c k e r excel lent seed- to-so i l contact 
bes t in commercial , flat a r e a s 
l e a v e s neat f inished s e e d b e d 

h y d r o s e e d e r fas tes t method 
b e s t in difficult-to-reach a r e a s 

D i s a d v a n t a g e s 
wind c a n carry 
s e e d n e e d s dragging 
and mulching 
s e e d n e e d s mulching 

l e a v e s s e e d on top 
o f s o H 

Source: the author 

Some tools require a lot of time and manpower... 



Table 2. Preferred methods of establishment 
Situation S e e d , s p r e a d S e e d , h y d r o S e e d , cul t ipacker S o d 
urban construction site 
shaded construction site • 
athletic fields WÊÊtÊÊÊÊÊÊÊÊÊÊÊÊÊÊÊ 
mixed-use parks • • • • • • • • • • • • • • • M M I • • • • • • i ^ i • • • • • ¡ • • • • I 
home lawn renovation • (shaded) • (open) 
hiahwav. riaht-of-wav • 

Source: the author 

wanted to withhold final payment until 
full turf coverage was complete. Payment 

Sod growers are able to produce weed-free 
sod in a short time, then harvest it 
efficiently with modern machinery. 

decisions are often based on emotional 
judgment: a positive one results in faster 

payment than a neg-
ative one. Sod usual-
ly wins out in this 
circumstance. 

Logically, where 
water is not readily 
available for estab-
lishment, then seed-
ing would work well. 
Many a site has been 
hydroseeded initially, 
then watered until 
emergence with that 
hydroseeder—yield-
ing a good stand of 

Correction 
• The chart accompanying our February 
spring fertilization article incorrectly 
listed O.M. Scott & Sons' Poly-S fertilizer 
as containing methylene urea. Poly-S 
does not contain methylene urea. It is a 
polymer encapsulated urea, SCU. 

grass for the purpose of that site. 
—The author is an extension horticultur-
ist and turfgrass specialist with North 
Dakota State Universitg, Fargo. 

Some don't 

Roundup® herbicide is the ideal management tool 
when budgets are tight or manpower is limited. 
You can cover more ground in the same amount 
of time it would take using mechanical methods or 
pulling weeds by hand. 

Better yet, Roundup gives you long-lasting 
control. So crews don't have to keep coming back. 
You'll be able to allot more manpower to other jobs 
and save wear and tear on equipment—getting the 
most out of your budget. 

If you're not already using 

Roundup, don't waste another 

minute. Ask for our FREE 

brochure telling how Roundup 

combines ecology and economy 

Call: 1800 332 3111. LOWEST PRICE EVER 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR ROUNDUP HERBICIDE. Roundup- is a registered trademark of Monsanto Company. © Monsanto Company 1993 IND-30003 2/93 

Circle No. 139 on Reader Inquiry Card Landscape Management, April 1993 59 



You might think using less the right tactics, you can use a l ^ ^ ^ ^ l a m e n t a l s by about fifty per-
insecticide means you'll have to put less and still get excellent results. cent. Insecticidal soap controls 
up with more insects. But that's not Here's a good example. By most soft-bodied insects and mites, 
necessarily the case. Because how mixing insecticide with insecticidal By adding insecticide, you'll also 

you use your insecticide is as im- soap, you can reduce the amount take care of tougher insects, like 
portant as how much you use. With of insecticide you need on your scales and worms. University studies 

A lew ways to baki 
vvhli your love fortfie env 

DowElanco 



Studies show that Dursban delivers better chinch 
bug control at lower rates than other insecticides. 

suggest you may get better 
control than you get with insec-7 

ticide alone. 

Knowing exactly when to apply 
insecticide helps, too. For example, 
adult black turfgrass aetinius are 

cide gives you so much control at 
such a low rate. It's available in 

water-soluble packets. And it can be 
bio-monitored, which can reduce 
the likelihood of over-exposure. 

Now, we realize you probably 

nee your hate for insects 
J firQt nrpQpnt at t hp have some Questions. That's whv 

i ronment . 
first present at the same have some questions. That's why 

time the black locust tree we created The Turf Manager's 

blooms. Make your insec- Guide To Responsible Pest Manage-

ticide application then, ment. It's 44 pages packed with 

and you'll get the most ef- information on the latest tech-

ficient, effective control. % niques for 
Your insecticide it-

Why Adults Should Spend 

Time Catching Bugs. 

If you want better results from the 
insecticide you use, insect traps can 
help. They allow you to find out when 
certain pest insects are present and 
time your insecticide applications ac-
cordingly Insect traps are inexpensive, 
easy to use, and they'll help you get 
greater control using less insecticide. 

Pitfall Trap 

.̂controlling 

Pheromone Trap 

I insects, 

weeds and 

f turf diseases. 

For a free copy, 
}f just return 

the coupon, oFcall our toll-free tele-

phone number. 

Because when you apply a little 

knowledge, you don't need to apply 

as much insecticide. 

self can also make a difference. 
After all, different insecticides work 
at different rates. Which is why 
Dursban* insecticide could be your 
best choice. 

Just one pound active ingredi-
ent per acre controls chinch bugs, 
billbugs, sod webworms and a host 
of other insects. No other insecti-

Send me the following 
Management Guide(s): 
• Cool Turf , • Warm 
Turf . Nursery and 
Landscape. 

Mail To: DowElanco, RO. Box 3064 , 
Cedar Rapids, IA 52406. Or call: 
1-800-729-3693 ext 6493 
Name 
Company-
Address 
City-
Zip— 

.State 
_ Phone (_ 

The chemistry is right. 
Dursban is available in liquid, dry flowable, granular and 

fertilizer formulations. ^Trademark of DowElanco. 
t* 1993 DowElanco. 04 



P r i c i n g from page 24 

6) Discount coupons which are sent 
th rough the mails, given to customers 
when purchases are made, placed behind 
the windshield wipers of nearby parked 
cars, or featured in ads. 

Although the first purchase is made at 
a lower price, th is is compensa ted by 
higher prices later, when customers have 
experienced the value of your landscap-
ing services. Be sure to set time limits on 
coupons ("Good only until Sept. 30") to 
alleviate customer procrastination. 

7) "Loss Leader" specials consisting 
of landscaping services sold to customers 
at a loss in order to encourage the pur-
chase of other services, such as late fall 
leaf raking and yard work. 

8) Offer "extras" that sugar-coat 
high costs, such as free how-to books on 
gardening, and free telephone advice on 
landscaping problems. Always detail such 
premiums in your ads and verbal sales 
presentations, and be sure to point out, if 
true, that no competitor offers such use-
ful and welcomed gifts. 

The m a r k e t i n g d e p a r t m e n t of 
Evergreen Services Corp. of Bellevue, 
Wash., recent ly developed a two-page 
customer newsletter that gives mainte-
nance tips and horticultural information. 
The little b rochure also enhances the 
company's visibility and gives customers 
a place to air their concerns. 

9) Remember that the marketing tool 
that will never be surpassed regardless 
of price is the reputation of your busi-
ness. This reputation is based, of course, 
on performance. 

"Our f i rm l ea rned the ha rd way," 
repor ts one landscaper . "After experi-
ment ing with several marketing strate-
gies, we are convinced that, even though 
our prices are considered to be high, 
most of our new business comes from 
customer referrals. Our clients are con-
vinced that, even though we charge more 
than the competition, what they get for 
their money is well worth it. 

"They pass the i r convic t ions on to 
their friends, who in turn become valu-
able clients." 
—Bess Ritter May, author of this article, 

is a freelance writer based in 
Philadelphia, Pa. She is a frequent con-

tributor to LANDSCAPE MANAGEMENT. 

3 *och&FvicS£ A xaseSh poirrtSS using a 

times you must visit the account to mow. 
This can be especially helpful for time-
consuming hillsides, terraced landscapes 

roadside? : > S S $ $ S $ S S S $ S $ $ S o 
5) Don't overlook the high value of 

old pricing techniques such as $29.95 
rather than $30 for a single item such as 
a potted plant; and "two-fer" prices, such 
as two for $59.95. Despite the fact that 

drive prospects past other properties that 

s ^ s w s i & c 
p r o s p h e r s e l f why 
the quality of your work justified your 
charges. 

4) Seek out and use products that 
will allow you do to more work in less 
time—but charge the same or more for 

most customers realize that these aren't 
bargains, studies that they are 

Other old pr ic ing "gimmicks'" that 
have never lost t he i r popu la r i t y and 
should he mentioned are: 

"We're Very 
-Pleased 

with the performance of Oregon 
Turf Type Tall Fescue. The quality is 

excellent and its durability 
and low maintenance make it 

superior for athletic fields." 
Steve Renko and Tom Turley. 

Mid-American Sports 
Complex. Shawnee 

Mission. Kansas 

OREGON M FESCUE 
Complete games are played on this field seven days a week (some-
times twice a day) and it still looks great! With Oregon Grown. Turf 
Type Tall Fescue seed you're getting fresh, pure seed of the highest 
quality-and more fun from your turf. Contact your seed dealer for seed 
from the world's largest producer of Turf Type Tall Fescue seed-Oregon. 

OREGON TALL FESCUE CUMMISSION 
866 Lancaster Dr. SE, Salem, Oregon 97301 

Phone: (503) 585-1157 



Same Crew 
SameWrkViëek. 

SameWeather. 
More Clients. 

Introducing Rimo. 
The more clients you have, the more money 

you can make. Its that simple. 
And a great way to win new clients is to offer 

special services that competitors don t. 
Primo™ turf growth regulator, for instance. 

New Primo helps turf grow healthier, denser, 
and shorter. Which reduces the number of 
mowings, makes mowing go faster, and cuts the 
amount of grass clippings in half. 

Know anyone who'd like to buy that? 

It MakesThe Best Grass Even Better. 
©1993 CIBA-GEIGY Corporation,Turf and Ornamental Products, Greensboro, NC 27419. Always read and follow label directions. 



STRICTLY 

GOLF 
U.S. Senator points finger 
at golf course managers 
All agree: environmental responsibility falls squarely in the 
lap of the golf course superintendent. 

• Can it be? Is the golf course superinten-
dent really viewed as an environmental vil-
lain in the hallowed halls of our national 
government? 

"Golf courses were using four to seven 
times the (intensity) of pesticides as agri-
culture/' Sen. Howard 0. Metzenbaum (D-
Ohio) told members of the GCSAA earlier 
this year in Anaheim, Calif. "You've got to 
cut down your use of pesticides and water." 

Metzenbaum, doubtless feeling the 
euphoria and energy that followed his 

party's first Presidential victory in 16 years, 
told the superintendents that they should 
more closely align themselves with environ-
mental groups. 

"Many of you have earned the title of 
environmentalists. But as an industry, you 
can and should do more. Help educate the 
people who use your golf courses; they can 
live with brown spots and weeds—it won't 
hurt their game." 

Kirk Kahler, government relations liai-
son for the GCSAA, sees a slight difference 

Superintendents are 
environmentalists who must 
work with Congress for fair 
legislation, say Bob Ochs (left) 
and Bill Roberts (center), 
representing the GCSAA, and 
Senator Howard Metzenbaum. 

between Metzenbaum's perception 
of the golf course superintendent 
and that of the EPA. 

"The EPA thinks golf courses are 
head and shoulders above the rest 
of the green industry," Kahler says. 

Another message that comes 
through loud and clear when legislators like 
Metzenbaum take the pulpit: the big-time 
industrial polluters are a moving target, but 
our lawmakers know exactly where to find 
golf course superintendents. 

"You people are in a position to do 
something about this environment," 
Metzenbaum says. "I think you'd be a lot 
smarter to figure out how to join and work 
with the Congress and administration. 
And become the leaders in your communi-
ty. I urge you to take the leadership in pre-

ELSEWHERE 

Golfers like sign 
posting programs, 
p. 66 

Run-off comes in handy 
against Calif, drought, 
p. 67 

'Scout' programs popular 
on some golf courses 
p. 70 



For the turf manager who worries about 
every spot, patch and mold. 

Broad spectrum Curalan DF controls 
eight diseases without harm to turf 
so turf managers can sleep nights. 

Two-way protection 
Like Curalan flowable, Curalan DF 
gives you the option of preventive 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. 

DF formulation is easy to use 
Curalan DF is easy to handle and 
leaves less residue in the jug. 

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. 
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"Get off your butts." 
—Senator Howard Metzenbaum 

"The message is loud and clear," Jones 
says. "The environmental movement is 
here to stay. But let me caution against 
the violent kneejerk reaction to environ-
mentalists. They only want what we want: 
to make the country a better place. 

"Show them that we follow the rules. 
That we are dedicated environmentalists 
and getting better. That we have learned 
to be lean with our chemicals and water. 
That we now have new and different kinds 
of grass and plants. 

"Golf is not an environmental prob-
lem—it's an environmental answer." 

—Jerry Roche 

Jones: Architects, supers must show environmentalists 'we 
fo l low t h e rules. ' Photo by Terry Husebye 

serving the environ-
ment. Get off your 
butts." 

Bill Roberts, the 
GCSAA's past presi-
dent, defends 
M e t z e n b a u m ' s 
statements. 

"He's not saying 
anything different 
than we're saying," 
Roberts observes. "We 
are simply going to 
have to be environ-
mentally responsible." 

Famed golf course 
architect Robert 
Trent Jones Jr., in a 
speech to the USGA 
Green Section (just 
one day following 
Metzenbaum's pre-
sentation), confirms: 

'Informational' sign posting earns 
high marks from golfing public 
• This program, using write-on, wipe-
off signs, didn't just advise golfers of 
pesticide applications. The signs also 
served to inform golfers of other mainte-
nance practices like aerifying and top-
dress ing . Pa r t i c ipa t ing golf course 
super in tendents , to varying degrees, 
took advantage of the opportunity to 
give golfers course maintenance infor-
mation beyond chemical applications. 

Posting is growing at golf courses in 
the United States. Some states require it 
to warn golfers of the possible presence of 
pesticides. (Nebraska does not.) Typically, 
courses post with pre-printed signs in lan-
guage—depending on one's views of pesti-
cides—that might seem threatening. 

"This was not the typical 
' c a u t i o n / w a r n i n g / p e s t ici de-appl ied ' 
approach," explains Dr. Roch Gaussoin of 
the University of Nebraska. The university, 
in cooperation with the Nebraska Golf 
Course Super in tendents Association, 
came up with the more informational 
posting program. "These signs had multi-
ple uses." 

A snapshot of the courses using the 

voluntary posting: 
• Four public, three semi-private, and 

three private. 
• Two nine-hole and eight 18-hole 

courses. 
• Five with fewer than 30,000 rounds 

per year, four with 31,000 to 60,000 
rounds, and one with more than 60,000 
rounds. 

Golfers responded 
positively to a different 
kind of posting program at 
10 Nebraska golf courses 
in 1992. 

• Annual maintenance budgets ranging 
from less than $50,000 to $249,000. 

When Gaussoin surveyed golfers and 
superintendents at the 10 courses at the 
end of the 1992 season, both groups said 
they supported this more-inclusive posting. 

For instance, 74 of the 75 golfers 
answering the survey said they felt the 
program should continue the following 

season, while eight of the 10 superinten-
dents said they would definitely use the 
program the next season. The other two 
said they probably would. 

Although a few of the golfers admitted 
they were indifferent to posting, most felt 
either "positive" or "very positive" toward 
the program. 

Gaussoin said six of the 10 superinten-
dents said they felt a stronger relationship 
with golfers on their courses because of the 
program. None felt the posting had weak-
ened their relationship with course users. 

"Public relations is one of the critical 
facets of being a superintendent," said 
Gaussoin. "Anything a superintendent can 
do to improve the re la t ionship with 
golfers is obviously a plus." 

Gaussoin said s u p e r i n t e n d e n t s 
shouldn't worry about giving golfers too 
much informat ion about golf course 
maintenance. 

"It's a benefit because the golfer feels a 
little more involved in what the superin-
tendent is doing, and can perceive what 
the superintendent as doing as more pro-
fessional," he added. 

—Ron Hall 



Using run-off helps to reduce 
effects of California drought 
Heavy clay, high salt greens 
also a solvable problem at 
Rancho Bernardo Inn G.C. 

• Tim Roth was anticipating a real water 
shortage problem. It wasn't that he might 
have to stop irrigating, but that the homes 
and businesses surrounding his golf course 
would have to stop watering their lawns 
and washing their cars. 

Roth is s u p e r i n t e n d e n t at Rancho 
Bernardo Inn Golf Course, 25 miles north 
of San Diego. Prior to the recent heavy 
winter rains, the continuing drought in 
California had county official contemplat-
ing ordering all lawn watering stopped. 
That would have eliminated most of the 
run-off that flows into a 10-acre natural 
lake on the edge of the course. And the 
lake supplies most of the course's irriga-
tion water. 

"Only our greens are watered with city 
water," says Roth. "Separate irr igation 
lines for the greens were put in two years 
ago, because the lake water was starting to 
cause some problems. 

"Besides run-off from the steep rocky 
hillsides, the lake catches run-off from 
local car washes and other businesses, as 
well as some from surrounding lawns. The 
pH of the water tends to get too high from 
dissolved alkaline salts. 

"We inject sulfuric acid with the lake 
water when we irrigate. That keeps the pH 
low enough so we can use it to water the 
fairways. But now, the greens are irrigated 
with potable water from city lines." 

Heavy clay problems—According to 
Roth, the original greens were constructed 
of native "push-up" soil. As a result, the 
greens are mostly heavy clay, and high in 
salts, making them more compact ion-
prone and tougher to manage turf on. 

In fact, Roth is gradually rebuilding the 
greens and sodding them with bentgrass. 
The first one was rebuilt last October and 
the plan is to re-do one or two greens each 
year. The existing greens are covered with 
a mix of about 20 percent bentgrass and 80 
percent Poa annua. 

Fairways, tees and roughs are overseed-

ed with perennial rye in October to keep 
them green year - round . Al though the 
heaviest use is generally during January 
through June, the course gets steady play 
t h r o u g h the year and averages abou t 
50,000 rounds annually. 

Along with a regular aeration program, 
Roth began an intensive topdressing pro-
gram this year. He puts on a light dressing 
of sand every month, then a heavy top-
dressing after every aeration, usually in 
February , June and Sep t ember . 
Sometimes, he adds an extra summer aera-
tion, using smaller 1/4-inch tines. 

Roth has reduced his aeration manpow-
er requirement by picking up cores with a 
Cushman Core Harvester a t t a c h m e n t . 
"Before, core removal was a three-man 
operation," he says. "Since we got the Core 
Harvester, it's now a one-person job." 

Because of the heavy clay and high per-
centage of poa, aeration cores are removed 
rather than dragged back into the turf. The 
heavy sand topdressing is dragged in, after 
aerification and core removal, in increase 
surface payability. 

Cores are dumped off the side of the 
green and picked up later with s skid 
loader. 

Specialized care—Roth's crews also 
apply gypsum to greens frequently. Both 
sulfuric acid and wetting agents are inject-

ed into irrigation water to increase percola-
tion and "flush" salts below the rootzone. 

Greens are mowed daily to about 9/64-
inch height. Mowing height is reduced 
slightly to 1/8-inch dur ing the winter 
months. 

Roth follows a consistent spray pro-
gram, both for fertility and disease control. 
Summer patch, anthracnose , fusar ium 
patch and pythium blight can all be prob-
lems, so Roth follows a preventive schedule 
of spraying every 10 to 14 days from April 
to October. During the winter season, he 
sprays only as necessary, usually every four 
to six weeks. 

Liquid fertilizer is applied weekly, using 
urea nitrogen in summer and more calci-
um nitrate in the winter. Nitrogen applica-
tions are completed with a micronutrient 
program, and wetting agents are added to 
the spray tank to enhance absorpt ion. 
Extra iron is added to fertilizer, with the 
heaviest iron boot added in the winter 
months, when the turf responds better. 

The course recently purchased a new 
Cushman Turf Master for making its 
spray p r o g r a m m o r e e f f i c i en t . The 
Cushman Turf Truckster with mounted 
Smithco sprayer that Roth had was moved 
to the another J.C. Resorts course, Oaks 
North, so spraying can be done on a more 
timely schedule there. 

Superintendent Tim Roth checks with one of his crew members during a post-
aeration core removal on a Rancho Bernard green. 
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Tell the media you will call back 
• "Listen, I don't want to mislead you. I 
want to give you the exact facts. What is 
your deadline? I will get back to you." 

Remember this phrase. Jot it down. 
Keep it handy. It might keep you from say-
ing something to the media you'll regret, 
says John D. Fox of Strategic 
Communications, Riverside, Calif. 

Keep your promise, though. Return the 
call. 
"You can make a friend out of that reporter. 
You can even build a pretty good image for 
yourself and your organization by being an 
expert, a good source," says Fox. 

Here are some other crisis communica-
tion tips Fox gave golf course superinten-
dents at the GCSAA Convention in 
Anaheim, Calif., this past January: 

• Review the types of crises that might 
affect your business or vocation. "Most can 
be anticipated, not in particular, but in gen-
eral," he says. 

• Develop a plan ("a crash book") to 
deal with crises. Your staff should help you 
put it together. 

• Keep internal communicat ions 
healthy. "The worst thing that can happen 
in any organization in a crisis to to have 
everybody running off in all directions," Fox 
says. 

• Appoint someone that is knowlegeable 
and articulate—it could be yourself—to be 
the spokesperson for your 
organization. "Then, ask 
your people, 'Please, don't 
talk to other people until 
you've told me, and let me 
decide on it'," advises Fox. 

• Be aware of what's 
going on around you and 
your company: environ-
mental, political, social 
and economic. "Right now 
the public is in a pretty 
grumpy mood," he says. 

• Keep your message 
simple and positive. "The 
media are not experts," 
says Fox. "They are gen-
era l i s t s . They react to 

situations very much like the public." 
Fox has been a reporter, photographer, 

news director, and he most recently worked 
in communications with the University of 
California Division of Agricultural and 
Natural Resources. 

—Ron Hall 

The media are looking for an excuse to give you some 
bad publicity. Don't give them one. 



THE WORST PART ISN'T 

THAT SHE'S CALLED BACK 

THREE TIMES, OR THAT 

SHE PROBABLY WON'T R E N E W 

THE WORST PART IS THAT 

SHE'S GOT NEIGHBORS. 

If she's call ing you about grubs, f ire 

ants, or mole crickets, you can bet her 

neighbors are hearing about you, too. 

Makes you wish you'd used Triumph* 

doesn't it? You could have delivered up to 

90% control in just 2 to 3 days. Too bad. 

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

Circle No. 114 On Reader Inquiry Card 

What to do when workers lose interest 
by Joe Carbone 

• "I don't understand it. That guy was 
real gung-ho when he got here. Now he 
spends all of his energy avoiding work 
and figuring out ways to do the least 
amount possible. I wonder what's got 
into him?" 

How many times have you asked your-
self that same question: "I wonder, what's 
got into him? There are few things more 
frustrating to a supervisor than witness-
ing the case where a good worker gradu-
ally deteriorates into a marginal worker. I 
believe that a good supervisor has to take 
a completely different approach to a 
problem like this and that approach has 
to be based on a different way of think-
ing. All it takes to uncover the shortcom-
ings of the standard thinking is a closer 
examination of the question itself: "I 
wonder what's got into him?" 

The question implies that something 
might have invaded and destroyed what 
had been a perfectly good worker. This 

idea of an "Invasion of the Productivity 
Snatchers" is of course absurd, and I only 
mention it to make a point. The question 
does imply that the problem is being 
blamed on forces beyond our control, 
even if not from beyond our solar system. 
And this is where we have to change our 
thinking, and our approach. 

As a supervisor you are in a position 
to influence workers' attitudes towards 
their jobs. You are in a position to keep 
those good workers going strong. You are 
even in a position to improve the perfor-
mance of marginal workers. 

Among the primary factors that influ-
ence worker attitudes are: 

• the example that is set by, and the 
attitude of the supervisor; 

• the importance and value the super-
visor attaches to superior job perfor-
mance; 

• the consequences and penalties that 
the worker's supervisor has attached to 
inferior job performance; 

• the degree of personal challenge the 
worker associates with performance goals 

that have been set by the supervisor. 
A good supervisor can't wait around 

for the personnel department to send 
them the perfect worker. Neither can a 
good supervisor expect superior worker 
performance by adopting a course of 
inaction. 

When we claim or imply that a prob-
lem has arisen due to forces beyond our 
control, we are doing little more than 
making an excuse for our own inaction. 

The job performance of your workers 
is a function of the attitudes they bring 
to the job. The supervisor is in a posi-
tion to control the primary factors that 
influence those attitudes. A good super-
visor will learn when and how to make 
this happen, and won't make or accept 
excuses. 

—From "Getting it Right: What it 
Takes to Become a Good Front Line 

Supervisor," by Joe Carbone. To order, 
contact: Front Line Supervisor, 

Publications Dept., P.O. Box 267, 
Lansing, NY 14882-0267. 



More U.S. golf courses using 'scouts' to 
monitor agronomic/pest conditions 
• Scouts are sprouting up on more and 
more U.S. golf courses. 

No, these scouts don't start fires by 
rubbing sticks together. They don't sit 
around camp fires singing "95 Bottles of 
Beer on the Wall." These are turfgrass 
scouts. They observe and record agro-
nomic and pest cond i t i ons on golf 
courses. 

Increasingly, they ' re the advance 
guard of integrated pest management 
(IPM) programs that allow golf course 
super intendents to target and reduce 
pesticide use while keeping their courses 
in excellent playing condition. 

These scouts must be experienced and 
educated in turfgrass. Increasingly, how-
ever, they must also be adept at gather-
ing and then feeding information about 
weather, pest activity, soil conditions, 
etc. into computers. This data provides a 
day-to-day snapshot of the condition of 
courses . It also builds an his tor ical 
record of each course. 

The data, gleaned by these scouts, 
guides and justifies appropriate mainte-
nance practices. In these times of more 
stringent economic and environmental 
accounting, the data also controls the 
proper, most effective use of chemicals. 

"In a scouting program you really 

The scout does not have 
to be be the course 
superintendent, but 
sometimes it is— 
particularly since many 
superintendents like to 
tour their courses daily 
anyway. 

need to make a commitment to keeping 
rigorous records of what you're finding, 
particularly concerning pest activity," 
says Dr. Pat Vi t tum, University of 
Massachusetts. "That includes what you 
found, where you found it, how many 
you found, and what kind of damage you 
observed." 

The scout does not have to be be the 
course superintendent, but sometimes it 
is—particularly since many superinten-
dents like to tour their courses daily any-
way. Or the scout can be a trusted and 
knowledgeable assistant. In either case, 
the scout must develop, then commit to 
a plan to observe the golf course literally 
at the hands-and-knees level each day, 

says Vittum. 
"If you get into a scouting system 

where you're scout ing regularly and 
you're beginning to notice the effect of 
weather and temperature conditions on 
pest activity, that will help you in pre-
dicting what's going to happen on the 
golf course throughout the rest of the 
year," says Vittum. 

For those superintendents starting a 
planned scouting program, Vittum urges 
them to begin modestly, initially scout-
ing maybe just the greens. They can 
expand the program as they become 
more comfortable with it. 

A scout's activities can be as detailed 
as budget and time allow. 

"The number of samples a scout can 
take has to be balanced between the cost 
of the time for taking them and the accu-
racy a superintendent demands to make 
the system work for them." says Vittum. 

Dr. Vittum spoke about scouting at 
the Golf Course Supe r in t enden t ' s 
Association of American Convention in 
Anaheim th is past November. (The 
GCSAA, at each annual convention, holds 
a one-day seminar of Scouting, Sampling 
and Monitoring Golf Course Pests. The 
next will be in Dallas, January 1994.) 

—Ron Hall 

Soil management program pays off for 
Falcon's Fire resort golf course 
• Falcon's Fire Golf Club in Osceola County, 
Fla. owes its reputation for "character" to a soil 
management program. 

When the championship layout was 
designed by Rees Jones, certain perimeter 
mounding and elevation changes were built 
into each hole. Also factored into the con-
struction process was an extensive soils man-
agement program which placed the right soils 
in the right places. 

Newfield Interprises International, develop-
ers of Falcon's Fire and of Seralago, the 550-
acre master planned resort on which the course 
is built, retained the services of Michael D. Sims 
& Associates geotechnical engineers. 

"Over a million cubic yards of fill were 

All soils were screened for 
organic content, percolation 
quality and compaction. Only 
soils with the highest 
percolation quality were 
placed on the fairways. 

moved, but the job wasn't just a case of placing 
any old dirt wherever it was needed," says 
Seralago project director Valerie Sewell. 

"The tees and greens needed to be built to 
exacting standards of the USGA, and the 
entire course envelope received a two-foot 
layer of fill, even before any fill for contouring 
was deposited. 

"In addition, all soils were screened for 
organic content, percolation quality and com-
paction. Only soils with the highest percolation 
quality were placed on the fairways." 

Since opening, Falcon's Fire is earning a 
reputation of being able to play shortly after 
heavy rains while other courses in central 
Florida stay closed with water-logged fairways. 



INDOOR/OUTDOOR 
LITTER VACUUM 
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Winged Foot loses 'guardian' 
MAMARONECK. N.Y..A tree was cut down last month, and 
the game of golf is the less for it. 

The elm tree at the 10th hole on Winged Foot Country Club 
in Mamaroneck, N.Y. was once called by writer Dan Jenkins 
"the greatest tree in golf." In 1987, the 250-year-old giant that 
guarded the green was named "big tree champion" of New York 
State. It was 100 feet high with a canopy over 40 feet wide. Its 
trunk was seven feet in diameter. 

"This tree was like a person to us," superintendent Bob 
Alonzi told the New York Times, which ran a big story in its 
Feb. 14th editions. 

Because of its presence, golfers were forced to hit to the 
10th green under the treeline. "If not," the Times article relat-
ed, "your ball would ricochet almost anywhere...if you were 
lucky, (it) would sometimes plop down onto the green, proving 
the elm had a heart, hard as it usually was." 

In place of the venerable giant elm, felled by Dutch elm dis-
ease, Alonzi and his crew will transplant a pin oak this spring. 

Seeking literary contributions 
CHELSEA, Mich.— Dr. Trey Rogers of Michigan State 

University is soliciting contributions from golf course superin-
tendents for his "Superintendents' Handbook for Golf Course 
Maintenance and Construction." 

Each chapter will consist of contributions detailing tech-
niques that superintendents have successfully used at their 
courses. Contributions should be one to five pages in length, 
and include photos. 

For more information and/or to receive a contr ibut ion 
packet, please write: "Handbook for Superintendents," P.O. 
Box 799, Okemos, MI 48805. 

'Menacing threat' to golf courses 
SAN FRANCISCO—Golf course architect Robert Trent Jones 
Jr. sees the nation's financial instability as playing a large role 
in the downturn in golf course development. But, according to 
his "Reading the Green" newsletter, Jones sees a much larger 
"menacing threat" to golf development in the U.S. 

"The major concern to our industry is the so-called 'envi-
ronmental movement, ' which has targeted golf courses for 
capital punishment," he writes. 

"These folks...have become a part of the golf course permit 
approval process at every level of government, from the local 
planning commission to the Supreme Court. 

"Their familiar refrain is that the golf course is a good idea, 
it is just in the wrong place. The fact is, they don't like golf 
courses anywhere...they just don't like the game. They see it 
as an elitist pastime. It occupies too much space; it takes too 
long to play; it is not the people's game." 

Jones feels the answer to these people is for those who love 
the game to step forward and "shout loudly that golf is the 
absolute preservation of open space" and has more environ-
mental benefits than drawbacks. 

"Let's join together and actually sell the game to those who 
make land use decisions. Loud and clear, let's let them know 
that our vote is for open space, greenbelts, wetlands, ani-
mals...birds...and wholesome fun and exercise." 

Unequalled 
vacuum power 
combined with 

The Vac-35 has a 
12-gauge welded 
steel chassis and 
a non-sparking 
aluminum/ 
magnesium alloy 
impeller for 
heavy-duty, long 
term use. 

superior maneu-
verability makes 
the Vac-35 the 
right choice in 
litter sweepers. 

Models are available 
with gasoline, propane 

and battery power. 

For a n o - o b l i g a t i o n 
demonstration, circle the 
reader service number 
below or call (513) 323-
4901/fax (513) 322-5462. 

P.O. Box 1728 
Springfield, Ohio 45501 
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Lawns Green for Less 
of Your Green 

Why Pay for Entras 
You Don't Need Bestway Commer-

cial Sprayers are designed and built to fit your 
specs — exactly. Order direct from our factory and 
well help determine what tank size and boom length — or other 
options — best meet your requirements. Don't pay for features 
you don't need. Pay the lowest price for exactly what you want. 
•ffTFinriYrPi^iiBii^iMiiirHI Ritchie Bestway has been produc-
ing high-quality agricultural sprayers for the past 20 years. That 
knowledge is put to use producing the best commercial, lawn 
care and golf course sprayers available today That's quality you 
can depend on. 
The bottom line is a customized, quality sprayer that can help 
keep lawns green for less of your green. 
Just Call 1 - 8 0 0 - 7 4 7 - 0 2 2 2 T o r A No Obligation Quote 
Ritchie Bestway Commercial Sprayers 
120 South Main RQ Box 730 
Conrad, Iowa 50621 USA 



If applying herbicide is something grass. And it's available on fertilizer Pest Management can tell you 

you'd like to do less often, we have 

good news for you. We can 

show you how to make 

fewer herbicide applica-

or in a granular form 

for accurate 

application. 

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-

tions and get weed bicide that lasts all season won t eases more efficiently. For a free 

The herbicides 
not applying herbicide 
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. 

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 

about their 
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, 
K or call our toll-free 

Goosegmss n u mbe i . And start sav-

» / ing some wear and 

tear on your herbicide 

Crabgmss applicator. 

Send me the following Management 
Guide (s): • Cool Turf • WarmTurf 
• Landscape and Nursery 
Mail To: 
DowElanco, 
Box 3064, 
Cedar Rapids, IA 52406. 
1-800-729-3693 ext 2493 

Name-

Company-

Address 

City-

Z i p -

-State-

. Phone ( )_ 

The chemistry is right; 
•Trademark of DowElanco. » 1993 DowElanco 04 

for people interested in 



LAWN CARE 
INDUSTRY 

Do you have 'the right stuff' 
to become a franchisee? 

Dick Nelles wants people 
with administrative and 
management skills, 'people 
skills' and a passion for 
customer service. 

• The requirements to become a good 
lawn care franchisee are wide-ranging, 
according to Canadian businessman Dick 
Nelles of Nutrilawn International, head-
quartered in Winnipeg. 

A Nutrilawn franchisee has to be a per-
son with overall management ability, 
Nelles notes. He has to be a good adminis-
trator, trainer and judge of personnel. He 
has to be able to handle the field opera-
tions; he has to be a good people person; 
he has to ensure his employees have a 
good attitude to service. 

He also has to have some money in his 
pocket. 

Nelles and his vice president and part-
ner, Derek Riley, charge six percent royal-
ty on franchisees' sales. In return, they 
provide technical support and help with 
business and market planning. 

"It's a two-way street," says Nelles. "If 
our franchisees are successful, then we are 
successful." 

Nutrilawn franchises sell for $50,000 in 
larger Canadian markets and $37,500 in 
smaller markets. Nelles observes that 
prospective franchisees also need enough 
capital on hand to ride out the lean years 
while they build up their businesses. A 
base of at least 30 customers is needed to 
make money, he notes. But the rewards 
would seem to be worth the wait. 

The company's annual meet ing in 
Ottawa in January focused on training 
franchise operators to train their staffs. 
"Because our franchises are growing so 
fast, we emphasize retraining on training 
procedures," Nelles explains. "The Ottawa 
franchise, for example, growing as it is, 

has to train several new employees every 
year. It is a step-by-step process aimed at 
motivating employees to strive to excel in 
customer service." 

Nelles reports that Nutrilawn is doing 
research on developing a tree and shrub 
program for its franchisees. Irrigation has 
also been looked at. In his view, though, 

"From the outset, I felt the business 
could be duplicated successfully else-
where," Nelles says. He developed solid 
training and support programs, and began 
marketing franchises. 

"It is a large size business opportunity 
that offers good potential growth," he 
points out. "We have divided Canada into 

Nelles: Lawn care is 
large size business 
opportunity with good 
growth potential. 

"you have to stick to your knit-
ting"—your core business. 

"Any add-on services should 
only be approved where a guy is 
doing a real good job of looking 
after that core business," Nelles 
maintains. "You have renew-
able business out there and 
opening new accounts to worry 
about. A new division requires 
more people and capital. From all the 
research I've done, the consistent message 
is that add-on services can detract from 
customer service. I would be very cautious 
about approving add-on services to what 
we do." 

The keys to operating a successful fran-
chising business like Nutrilawn are a good 
business plan and t ra in ing program, 
choosing the right kind of people as fran-
chisees and staying focused on your core 
product or service, Nelles has learned. 
Using that formula, Nutrilawn has grown 
to 26 franchises with system-wide sales of 
$5 million in seven years. Projected 
growth for 1992 was 30 percent; Nelles 
expects 1993 sales to reach $7 million. 

When he star ted the business in 
Winnipeg after being a long-time agricul-
tural equipment dealer there, he had 500 
customers. Last year, there were 50,000 
Nutrilawn customers in Winnipeg alone. 

87 exclusive territories." 
Nutrilawn's first franchisee opened in 

Edmonton in 1987. Last year, that fran-
chisee had 38 summer employees and took 
in more than $1 million in revenue. Newer 
franchisees in Ottawa, the nation's capital, 
and Halifax are growing even more rapidly. 
Ottawa's revenue, for example, has jumped 
from $100,000 in its first year to $400,000 
in 1991 to $650,000 last year. 

Although the Nutrilawn name is regis-
tered in Washington, D.C., Nelles has no 
immediate plans to sell franchises state-
side. "We want to fully look after Canada 
first and make sure that our Canadian 
franchisees are successful," he says. "We 
have franchisees from coast-to-coast, but 
there are still a lot of areas to fill in." 

—The author, Myron Love, is a freelance 
writer based in Winnipeg, Manitoba, 

Canada. 



PLCAA's stand 
on pesticide use 
• This is where the Professional Lawn 
Care Association of America (PLCAA) 
stands on pesticide application issues. 

PLCAA made the following recom-
mendations in a briefing paper to par-
t icipants at its Day on the Hill in 
Washington D.C. this past February: 

Customer right-to-know: PLCAA's 
members endorse providing their cus-
tomers with a wr i t t en , " rol l ing" 
Customer Service Agreement, given to 
customers at time of an application. It 
would include the brand name or com-
mon name of the product applied: the 
general reason for use as stated on the 
label; the maximum concentration of 
the 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. 

Notification registry: PLCAA sup-
ports the creation of a notification reg-
istry in each state. Anyone who pays an 
initial fee and an annual renewal fee 
(to be used to defray the costs of oper-
ating the registry) would be eligible to 
be placed on the registry, with provi-
sions for the fee to be waived in bona 
fide cases of inability to pay. State reg-
ulatory agencies would then send the 
registry list to commercial and "part-
time" applicators (e.g. building mainte-
nance personnel) on a quarterly, or as-
needed basis. 

Pre-application notif ication: 
Commercial lawn care companies and 
part-time applicators should pre-notify 
the following people one day in 
advance of intended applications: cus-
tomers (if applicable); persons on the 
notification registry that are adjacent 
to the cus tomer ' s proper ty; or an 
appropriate school authority. 

Posting: National posting would 
build public recognition of the indus-
try standard for the size and type of 
signs. Commercial applicators, part-
time applicators and do-it-yourselfers 
should affix a posted marker or mark-
ers at the primary point or points of 
access to a property at the t ime of 
application. Retail e s tab l i shments 
would be required to provide posted 
markers and in fo rmat ion on the 
requirement to their customers. 

"My Bobcat 
ARTICULATED 

LOADER is 
PERFECT for HANDLING 

HEAVY NURSERY S T O C K " 
We just got tired of having to jockey a flatbed with nursery 

stock and landscaping material around so our tractor could 

unload it. We started looking for a 

machine that could do the 

job better. We found the 

Bobcat® Articu-

lated Loader. It 

can unload everything from one side of the flatbed and do it 

more quickly. Now we just pull the flatbed in and unload. 

The Bobcat was so fast and smooth, we tried it in 

our landscaping operation. It worked so well 

transporting stock, we quickly 

added a box scraper and a 

powered landscape rake. We 

have the thing working in 

both directions. It saves us a bunch of time. 

I just don't know what we'd do without it. 

To know more about Bobcat 
Articulated Loaders, find your 

\\ dealer in the Yellow Pages or 

call 701-241-8700 

* 

Bobcat Articulated Loaders are available in two capacities: 
1600 lb. with front mounted attachments and 2400 lb. (3000 lb. optional) D O O C C l i 
with front and rear mounted attachments. 
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PENDULUM™ 
Preemergent Herbicide. 
It's tough against weeds, 
gentle on ornamentals 
and your budget. 

Weed control is top priority with PENDULUM™ WDG 
herbicide. It's highly effective against most annual grasses 
and many broadleaf weeds, stopping them dead in their 
tracks as they germinate. 

Yet there's a gentle side to PENDULUM, too. Its active 
ingredient, pendimethalin, makes it safe for labeled 
ornamentals. So you can spray over the top of established 
trees, shrubs, flowering bedding plants and ground covers. 



For added ease-of-use and con- - £ 

venience, PENDULUM now comes in > > 
a premcasurcd water-soluble package. 

And when you get right down to it, PENDULUM costs 
less per treatment than Surflan1 and other preemergents. 
The result? Top performance ^ J J C Y J k N A I V I I D 
and a more beautiful V ^ 
bottom line. 

WDG herbicide 

Good in beds. 
American Cyanamid Company 
Agricultural Products Division 
Vegetation and Pest Control Department 
Wayne. NJ 07470 C1993 

Always read and follow label directions carefully 
,M Trademark, American Cyanamid Company CI993 
'Trademark, DowElanco 



JOB 
TALK 

Oil changes help 
Bailey's truck fleet 
stay trouble-free 
Frequent oil changes are essential if you 
expect to get your money's worth—and 
more—from trucks and tractors. 

• The key to a good preventive maintenance program on your 
tractors and trucks is frequent oil changes, says Len Bondeson, 
maintenance supervisor at Bailey Nurseries, St. Paul, Minn. 

The company operates 175 pieces of equipment, from Ford 
F600s to a Kenworth with a 300 Cummins engine; from new vehi-
cles to ones from the 1950s. 

"Although there's more stress on a tractor digging in the field 
than on a truck making a delivery 100 miles away, each piece of 
equipment gets the same care," says Bondeson. 

Each day, Bondeson and his maintenance staff of three will 
bring several pieces of equipment into the 2,800-sq.ft. mainte-
nance ship for inspections, oil changes and maintenance. "We try 
to work around production and delivery schedules," Bondeson 
admits. 

Today's oils are designed with universal characteristics to 
accommodate all types of gasoline or diesel fuel engines. Using a 
multigrade universal lubricant offers two major benefits: 

1) inventory consolidation; and 
2) reduced application errors. 
"In addition, says Dennis Boggs of Phillips 66, "multigrade oils 

are more versatile than single grades, because they can meet spe-
cific requirements for both old and new vehicles in the same 
fleet." 

All of Bailey's tractors are overhauled at the nursery, but 

Checking the oil at three-hour intervals keeps Bailey's 
tractor fleet always ready to do the toughest jobs. 

Bailey Nursery supplies more than 4 , 0 0 0 retail nurseries, 
landscape companies and garden centers nationwide with 
nearly 1 0 million trees, shrubs and container plants. 

because of increased fleet size, trucks are now sent to a local 
repair shop for overhauls. 

To supplement these major in-shop inspections, operators con-
duct their own equipment checks at least daily. These usually 
involve checking the oil once or twice a day, checking hydraulic 
fluid and greasing all joints. 

"During the fall, a digger can run 9 to 14 hours a day," says 
Bondeson. "The operator will check grease and oil and give the 

Maintenance scheduling 
Maintenance Tractors Trucks 
Oil change 100 hrs. 2,000 mi. 
Engine overhaul 15,000 hrs. 250,000 mi. 

Oil analysis 
programs can 
determine if oil 
changes can be 
safely extended. 

digger a complete look-over every three hours to make sure every-
thing is running right." 

Maintenance is important both winter and summer. In the 
winter, trees must be dug out of what is sometimes frozen 
ground. In the summer, dust is a constant problem that puts extra 
stress on an engine. 

"We haven't had a problem 
with dirt in the engines, though, 
because we change oil frequently 
to get rid of any dirt and grime 
suspended in the oil," Bondeson 
notes. 

Phillips 66 Super HD II motor 
oil is changed in tractors at 100-
hour intervals and in trucks and 
buses at every 2,000 miles. Phillips 66 HG Fluid is changed in 
hydraulic systems and transmissions once a year. 

An oil analysis program was recently implemented to deter-
mine if oil-change intervals could be safely extended. Proper anal-
ysis and interpretation of oil samples can help operators find 
internal engine problems early, or allow them to increase inter-
vals between service. 

"The toughest part is reading the report," says Bondeson, who 
worked closely with Fuel Oil Service, plus an independent oil 
analysis company. 

Lubricants experts at Phillips 66 advise operators to avoid 
making decisions based on oil analyses, unless they've mastered 
the art of reading them or have their oil supplier or oil analysis 
company help interpret the results. 



The 
only grub control 

fast enough 
to compete in the 
fifty-yard dash. 

Nothing works faster than DYLOX insecticide. Plus it has no turf restrictions, it's 

low odor, and it's available in an 80% water soluble powder and 6.2% granular. So it's 

easy to apply as well. Which helps when you have to cover a lot of ground. For more 

information, contact Miles Inc., Specialty Products, Box 4913, 

Kansas City, MO 64120. (800) 842-8020. MILES ^ 

01993 Miles Inc. 935639 



HOT 
TOPICS 

EPA will ask states 
for yet another round 
of lawn care inspections 
Industry says violation rate 
of 1992 inspections gives 
misleading impression of 
lawn care safety. 

ALEXANDRIA, Va.—When states, direct-
ed by the U.S. EPA, conducted 760 addi-
tional inspections focusing on lawn care in 
1992, about 34 percent of the inspections 
found violations. 

What does this mean? That's what sev-
eral key lawn care industry members asked 
U.S. EPA officials at a meeting of the Lawn 
Care Pes t ic ides Advisory C o m m i t t e e 
(LCPAC) here in February. 

What it means is ano the r round of 
unannounced inspect ions of lawn care 
application companies across the country, 
says EPA's Maureen Lydon. 

The EPA wants yet more data on the 
industry. Meanwhile, it's putting together 
a "compliance assistance packet" which 
will tell LCOs how to better meet state and 
federal regulations. 

LCOs at February 's LCPAC meet ing 
claimed the fiscal 1992 inspections unfair-
ly por t rays the indus t ry ' s wi l l ingness 
and/or ability to comply with oftentimes 
confusing pesticide-use regulations. They 
pointed out that 25 percent of the docu-
mented violations involved recordkeeping 
and other non-safety issues. 

Even so, as one i n d u s t r y m e m b e r 
admitted, the 34 percent violation rate will 
make "great sound-bite stuff." Industry 
critics, he said, will point to this number 
shou ld lawn care be the s u b j e c t of a 

'Pesticide-sensitivity' 
debate at LCPAC meeting, 
page 82 

Congressional hear ing again later this 
spring. (As of mid-March no plans had yet 
been made for more so-called 'victems' 
hearings.) 

Indeed, the EPA di rec ted the s ta te 
agencies to inspect 
10 addi t ional lawn 
care f i r m s each 
(ac tua l ly some 
inspected more) as a 
result of just such a 
lawn care h e a r i n g 
before a U.S. Senate 
s u b c o m m i t t e e in 
May 1991. 

"We were asked, 
'What do we know 
about the nature of 
v io la t ions? ' " said 

EPA official Vic Kimm of the '91 hearing. 
At that Senate sub-commit tee hear ing 
both pesticide cr i t ics and the General 
Accounting Office scolded the EPA. The 
r e s u l t i n g 1992 i n spec t i ons provide a 
"snapshot" of LCOs' activities, not a statis-
t ical s ample , he 
explained. 

"We can take the 
data and read it in a 
lot of ways," admit-
ted Kimm, depu ty 
assisant administra-
tor of the Office of 
P r e v e n t i o n , 
Pesticides and Toxic 
Substances. 

But Russ Fr i th , 
President and CEO 
of Lawn Doctor, said 
unlicensed applica-

INSIDE 

Scotts, Sandoz fungicide 
could get '94 labelling, 
p. 82 

tors accounted for 15 percent of all viola-
tions, and should not be included with 
licensed operators. Marty Erbaugh, presi-
dent of Lawn-mark, added that the "snap-
shot" drawn from the inspections is too 
narrow. 

"We're not dealing with any kind of 
national crisis, but we do think we can do 
a better job of it (compliance)," responded 
EPA official Stephen L. Johnson. 

Art Losey, a r e g u l a t o r f rom the 
Washington State Ag Department said he 
was surprised at the number of violations, 
but admitted, "some of our best applica-
tors , if you look close enough , you're 
going to find something wrong. That's the 
world out there." 

Even so, Losey said professional users 
of lawn/landscape pesticides seem to be 
doing a better job of complying with regu-
lations in his state. 

Industry and the 
EPA agreed on the 
need for a more 
aggress ive educa-
tional effort directed 
at l awn/ landscape 
care companies. 

The EPA's Mau-
reen Lydon promised 
t h a t " compl i ance 
assistance packets" 
would be made avail-
able to lawn care 
companies before the 
additional lawn care company inspections 
planned for fiscal 1994. 

But when a lawn care spokesman sug-
gested that applicators be supplied with 
this information just before an impending 
inspect ion, regulatory officials balked. 
Inspections must be unannounced, they 
insisted. 

"If ou r people (appl ica tors ) are 
licensed, we expect them to know the law," 
said Washington State's Losey. "We expect 
them to know how to read a label." 

—Ron Hall 

Family leave bill specifics 
available from nurserymen, 
p. 82 

Kimm: not a 
statistical sample 

Frith: unlicensed 
operators are a 
problem 

Erbaugh: 'snap-
shot' too narrow 



Same Crew 
SameWeather. 
Same Clients. 

Fewer Clippings. 

Introducing FHmo. 
Who would have thought, just a few years ago, Primo makes grass grow healthier, greener, 

that worry about what to do with grass clippings denser, and shorter. In most cases, it will reduce 
could keep a self-respecting landscaper awake the number of mowings you do for each client, 
nights? Well, we did. In every case, it will cut your clippings in half. 

So we developed Primo turf growth regulator. That should make for very pleasant dreams. 

It MakesThe Best Grass Even Better. 
©1993 CIBA-GEIGY Corporation, Turf and Ornamental Products, Greensboro, NC 27419. Always read and follow label directions. 



Pesticide-sensitivity issue 
debated at LCPAC meeting 
ALEXANDRIA, Va.— Mary Lamielle says 
she su f f e r s f r o m Mult ip le Chemica l 
Sensitivity (MCS). She says she becomes 
ill when she's exposed to any number of 
chemical products, pesticides included. 

Lamielle is president of the National 
Cen te r for E n v i r o n m e n t a l Hea l th 
S t ra teg ies , Voorhees, N.J., and also a 
member of the U.S. EPA-sponsored Lawn 
Care Pes t ic ide Advisory C o m m i t t e e 
(LCPAC). 

"Pesticides are making people sick and 
keeping them sick," said Lamielle during a 
10-minute recitation in front of the 24 
LCPAC members. But MCS is not exclu-
sively tied to pesticides, she said. It can be 
initiated by exposures as disparate as auto-
mobile exhaust and the fumes from new 
carpeting. 

Once an individual acquires a MCS they 
often react to more and more chemical 
products at lower and lower exposure lev-
els. Symptoms include headaches, fatigue, 
mental confusion and upset stomach, she 
said. 

"My guess is that many of your (pesti-
cide) applicators have spoken to people 

who ar sick or are g e t t i n g s ick," she 
claimed. 

Allen J a m e s of RISE (Respons ib le 
Industry for a Sound Environment), and 
also a member of LCPA, protested. "This 
presentation is not scientific nor is it con-
tributing to our deliberations," he said. 

Several other LCPA members repre-
senting the chemical industry pointed out 
that opinion, even within the main-stream 
medical community, concerning MCS isn't 
as clear-cut as Lamielle claims. 

"It seems the EPA itself has some ques-
tion about Multiple Chemical Sensitivity," 
said William Chase, Chevron Chemical 
Company. 

EPA's Vic Kimm, however, termed MCS 
"an area of growing concern." 

The LCPCA was established one year 
ago under the umbrella of the U.S. EPA. It 
is composed of about 25 members repre-
senting the chemical industry, lawn care 
business owners, several public interest 
groups, and state agencies. It has met 
t h r e e t i m e s in the year s ince it was 
formed. 

—Ron Hall 

Scotts, Sandoz plan 1994 label 
for jointly-developed fungicide 
DES PLAINES, ///.—Sandoz Agro and O.M. 
Scott & Sons has signed a limited time, 
exclusive agreement for Rizolex fungicide. 

Rizolex, as a stand-alone product or in 
combination as a fungicide premix, will use 
a new chemist ry developed by Sandoz. 
According to a Sandoz press release, this 
unique chemistry provides superior, cost-
effective brown patch and snow mold con-

trol for both cool- and warm-season turf. 
Rizolex ( tolclofos-methyl) has been 

field tested by the two companies since the 
mid-1980s. Sandoz expects it to be regis-
tered as early as 1994, with the market 
launch of Scotts' products formulated with 
Rizolex possible in 1995. Scotts estimates 
that it will use Rizolex in up to six turf care 
products. 

FTGA coloring book tells value of turf 
• The Florida Tur fg ras s Associat ion 
(FTGA) wants to educate children on the 
benefits of turfgrass. It's created an activ-
ity b o o k l e t ca l led "Fol low FTGA's 
Turfgrass Friends." 

Coloring pages, cartoon characters , 
word puzzles, and drawing games fill the 
booklet. All illustrate the importance of 
tu r fg rass to the env i ronmen t and our 
quality of life. Through these i l lustra-
tions and activities, children learn about 
the role of turfgrass: 

v 0 in trapping air pollutants, 
V a b s o r b i n g c a r b o n d iox ide and 

releasing oxygen, 
f i l t e r ing and f i l l ing the u n d e r -

ground water supply, 
cooling the environment and pre-

venting erosion, and 
V providing great playing surfaces. 

For more information on this project, 
contact the FTGA office, 302 S. Graham 
Ave., Orlando, FL 32803; (800) 882-6721. 

Family medical 
leave: the rules 
WASHINGTON—The Family & Medical 
Leave Bill has passed both the House of 
Representat ives and Senate , and Pres. 
Clinton has signed it into law. 

Here is what is required of you, if you 
employee 50 or more workers: 

• 12 weeks of unpaid leave during any 
one-year period for births, adoptions, care 
of seriously ill children, parents or spouse. 
(Only workers who have been employed 
for at least 12 mon ths and for at least 
1,250 hours of service during those 12 
months are eligible.) 

• You m u s t r e t u r n the worker to 
his/her old job or an equivalent position. 

• You must maintain existing health 
care benefits. 

Enployees who use the medical leave 
are not eligible for unemployment com-
pensation during that period. And if the 
employee does not re turn to work, you 
can recapture the health care premiums 
paid during the leave. 

You may also deny leave benefits to 
salaried employees in the highest 10 per-
cent of your workforce if the leave would 
create "substantial and grievous injury" to 
the business. 

Look for more information when the 
American Association of Nurserymen pub-
lishes a compliance guidebook. For more 
information on the guidebook or member-
ship into the AAN, write 1250 I St., Suite 
500, Washington , DC 20005 or phone 
(202) 789-2900. 

Business coaching 
services offered 
BAKERSFIELD, Calif.—The Landscape 
H o r t i c u l t u r e Cen te r for Personnel 
Development (LCHPD) is offering a new 
service tha t can provide landscaping, 
nursery and tree care companies with 
information and guidance for successful 
business management practices. 

"Business Coaching" is a way to get 
information on running small businesses. 
It covers general business management, 
f inancial management , market ing and 
sales, personnel management (including 
recruit ing and training), expansion and 
profitability.Guidance for buying or sell-
ing an existing business is also available. 

For f u r t h e r i n f o r m a t i o n , call Jim 
Keener at (800) 359-6647 or (805) 498-
6916. 



AMDRO ENDS HER 
REIGN OF TERROR. 

AMDRO FIRE A N T INSECTICIDE 
KILLS THE QUEEN, PROTECTS YOUR COURSE. 

There's only one sure way to eliminate 
fire ants. Eliminate the queen. And no other 
insecticide works harder at dethroning the 
queen than AMDRO, specifically formulated 
to kill the queen. 

Here's why AMDRO is so effective. 
Worker ants are attracted to AMDRO, carry 
it back to the mound, and pass it on to other 
workers including the queen. The queen eats 
the bait and dies. So does her colony. 

Typically, control is achieved in less 
than a week. 

For best results, apply AMDRO insecti-
cide as a broadcast application when ants 
are actively foraging. For individual colony 
control, spot treat with AMDRO. You'll find 
AMDRO is not only easy to use, but economical 
as well. 

Don't let fire ants threaten the safety 
of your course. Put the proven power 
of AMDRO to work. 
And put an end to the 
queen's reign of terror. 
A l w a y s r e a d a n d f o l l o w labe l 
d i r e c t i o n s careful ly . 

CYJkMJkMtD 
American Cyanamid Company 
Agricultural Product» Dtviaion 
Vag«tat.on and Paal Control Daparimani 
Wayna. NJ 07470 CI993 

AMDRO 
KILLS THE QUEEN. 



New Advanced Bio-Formula Offers... 
SUPER-ACCELERATED 
BREAKDOWN OF THATCH 
University field tests* at a major golf course 

showed a 1-5/8" THATCH REDUCTION. 
No aeration or other de-thatching methods were used. 

envirogenesis 

Thatch 
I m — — B 5 ^ - — 

Biogigest 
Economical to use - treat 18 greens for less than $500 
Eliminates the need for mechanical thatch removal 
Environmentally safe - advanced biotechnology 

-No Chemicals 
Call now to set up a free test sight at your facility! 

7 0 3 - 9 4 1 - 3 9 0 0 • F a x 7 0 3 - 9 4 1 - 1 5 0 8 
Envirogenesis, Inc. • 6634 Electronic Drive, Springfield, VA 22151 

'Contact Envirogenesis for full report on thatch study 
Dealer Inquiries Invited 

Circle No. 117 on Reader Inquiry Card 

A N E W " M A C H I N E " . . . 

Model CW162 

...JUST FOR LAWN & LANDSCAPE 
MACHINES 

Transport and store all your equipment 
with complete security. Protected from 
the weather. Great Options like: FLOW-
THRU VENTILATION eliminates fuel 
fumes. WOLMANIZED 1 1/2" floors and 
3/4" interior side walls for "guts". WIDE 
BODY, too. Hundreds of Models, Sizes 
and other Customizing Options. All backed 
by an EXCLUSIVE 3 YR. WARRANTY 
PROGRAM. Give us a call, today. 

Tell Us You Saw It In 
LANDSCAPE MANAGEMENT 

1-800-348-7553 for Catalogs-Prices 
Factory Service points: GA, IN, TX, UT. 

Nationwide Dealer Network. 
P.O. Box 728-1069, Elkhart, IN 46515-0728 
With a Wells Cargo Behind... You Never Look Back! 

CUSTOMER SERVICE 
TIPS 

Good service results when 
teamwork's the top priority 
by Ed Wandtke 
• This question is always being discussed in the lawn care 
industry, yet no one seems to be able to really answer the ques-
tion. Owners, technicians, salesmen, customers—who is really to 
blame? 

After years of discussing customer service with owners and 
service personnel in the industry, I believe I understand who is 
to blame. But first we must look at what is necessary for good 
service. 

Good service is the result of three people coming together: 
the owner, the technician, and the salesperson. When these three 
can identify customer problems, perform the service, and provide 
follow-up, the customer is satisfied. 

The owner must see to it that the employees are properly 
trained, the salesperson must correctly identify the customer's 
problems and expectations, and the technician must perform a 
thorough and quality job. 

If you consider service to be a working triangle among the 
owner, technician and salesperson, you can visualize what is 
needed for good service. So who is to blame for bad service? The 
answer is this: your "triangle of good service" has become a "tri-
angle of trouble." 

The triangle of trouble is the result of poor communication: 
among employees, customer and company owner. 

I have yet to hear of bad service when owners do the work 
themselves. The reason for this is because they have no one to 
communicate with but themselves. As a result, there are no com-
munication blocks. 

Three easy steps to good service: 
1) Communicate with your employees what you believe good 

service to be. Make sure the salesperson and the technician com-
pletely understand what you mean. 

2) Train your employees so good service is easy. Regular 
training sessions are the key to maintaining a consistency in the 
quality of your service. 

3) Follow up with the customer to make sure he or she is 
completely satisfied. This is a good way to see if your company is 
having any problems. 

Work at these three easy steps and next time I see you at a 
conference or trade show, I hope you can tell me your company 
has a "triangle of good service." 

—Ed Wandtke is a principle in Wandtke & Associates, 2586 
Oakstone Dr., Columbus, OH 43231. For further information 

about the items covered in this article, phone (614) 891-3111. W
EL

LS
 C

AR
GO

 



GREEN INDUSTRY 
EVENTS 

APRIL 

19-21: International Golf 
& Resort Development Show, 
Fiesta Americana Condesa 
Resort, Cancirn, Mexico. 
Contact: GDII Financial 
Seminars, P.O. Box 5194, 
Ignacio, CA 94948-5194; (800) 
285-2332. 

25-29: American Society of 
Golf Course Architects annual 
meeting, Ritz-Carlton Hotel, 
Philadelphia. Contact: ASGCA, 
221 N. LaSalle St., Chicago, IL 
60601; (312) 372-7090. 

MAY 
2-4: Menninger Sunbelt 

Tree Conference, Hotel Royal 
Plaza, Lake Buena Vista, Fla. 
Contact: Linda Van der Zee, 
Florida Nursery Growers Assn., 

5401 Kirkman Rd., Suite 650, 
Orlando, FL 32819; (407) 345-
8137. 

12: North Carolina Turf & 
Landscape Field Day, North 
Carolina State University Field 
Center, Raleigh. Contact: 
Turfgrass Council of North 
Carolina at (919) 695-1333. 

13: Landscape Irrigation 
Auditor Training Course, 
Provo, Utah. Contact: Irrigation 
Association, 1911 N. Fort Myer 
Dr., Suite 1009, Arlington, VA 
22209-1603; (703) 524-1200. 

17-18: Practical Tree Care 
Workshop, Indianapolis. 
Contact: Dr. James R. Fazio or 
Kathy Austin, The Arbor Day 
Inst i tute , P.O. Box 81415, 
Lincoln, NE 68501; (402) 474-
5655. 

INFO 
CENTER 

Useful literature and videos for LN readers 

LIGHTING GUIDE...A new 
guide to outdoor lighting is 
available from Intermat ic ' s 
Professional Landscape 
Lighting Products Division. 
"Light the Night" is a 20-page 
guide divided into six sections, 
including basics of low-voltage 
lighting, lighting techniques 
and products. Cost is $1.75; 
send check or money order to 
Light The Night, Intermatic 
Professional Light ing 
Division, In termat ic Plaza, 
Spring Grove, IL 60081-9698. 

STOP THIEF!... "Stand up 
to the IRS" is a new book by 
tax attorney Fred Daily, writ-
ten to offer relief for anyone 
who feels taken for a ride by 
the IRS. Most of the book cov-
ers audits and bills, but there 
is plenty of advice to taxpayers 

on how to file their returns 
and stay out of t rouble . 
Available for $19.95 from Nolo 
Press, (800) 992-6656. 

NEW FROM ALCA...The 
Associated Landscape 
Contractors of America has 
several new publications for 
exterior and interior landscape 
contractors: "Crystal Ball XIV: 
Client Sensitivity in The Total 
Quality Landscape 
Contracting Company"; 
"Understanding Business, 
Wage and Benefits"; and 
"Preparing a Landscape 
Company Policy Handbook." 
These and other publications 
are listed in a free catalog. 
Contact the ALCA 
Publications Department, 
12200 Sunrise Valley Drive, 
Suite 150, Reston, VA 22091. 

Cal l f o r a f ree d e m o n s t r a t i o n o r v i d e o . 

TURFCO 

MeteRMatic III: 
A Top Performer 

from the 
Original 

Top Dresser 
The manufacturer who's broughtyou innovative top 

dressing since 1961 also brings you the most trouble-free 
golf green and athletic field maintenanceyet. 

Top dressing with the Mete-R-Matic I I I levels existing 
turf while stimulating growth and 
improving soil conditions. Repeti-
tive top dressing fills in the low 
spots and also promotes the 
decomposition of thatch. 

• Top dress 18 golf greens 
in under 6 hours 

• Top dress an athletic field 
in under 2 hours Circle No. 143 on Reader Inquiry Card 

• capacity -TopdressatuptoS 
caPac,l-y miles/hour 

• Spreading width of 60" 
•Ground driven — 

no hydraulics 
• 6 identical wheels 

lower PSI 
• Easily spreads 

grass clippings 

IbSS 101st Ave. NE.Mpls. .MINI SS434 
Phone: (612) 785 1000. Fax:(6 l2) 785 0556 
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RESOURCES FOR PROFESSIONALS 

VANDSCAP/AiG 
Construction, Problems, Maintenance; 

Pest Control; Business Advice 
New & Best-Selling Books and Videos 

Landscape Construction, 
Problems, Maintenance 

Landscape Problem Management by BalaKrishna Rao, Ph.D. 
A new release! This is a compilation of Dr. Rao's popular 

"Problem Management" column from Landscape Management 
Magazine. Answers readers' questions and solves problems about 
weeds, insects, disease, plant selection, and a range of landscape 
issues...all new, revised, updated and presented in a categorized 
format 153pp. BK-102-539.95 

Landscape Plants in Design by Edward C Martin 
This must-have book is an annotated black-and-white 

photographic guide to the design qualities of ornamental plants and 
their aesthetic and functional use in landscape designing. More than 
600 trees, shrubs, vines, ground covers and turfgrasses are 
described in non-technical language, spotlighted in 1,900 
photographs. Select the best plant materials for use in landscape 
design. Quick references to specific design qualities and growing 
conditions. 496pp. BK-365-575.95 

Means Landscape Estimating by Sylvia H. Fee 
2nd. ed. Written by a highly respected landscape designer and 

contractor, this updated book is an organized working tool that 
"talks you through" every step of preparing effective bids and 
estimates. Guidance for planning jobs and marketing your 
company. 275pp. BK-346-564.95 

Means site Work and Landscape Cost Data 1993 
12th annual ed. Plan, budget and estimate site work 

construction. Data is up-to-date for estimating infrastructure 
improvements, environment-oriented construction, hazardous 
waste and ADA-mandated handicapped access. New items include 
additional piping and drainage, street openings, pavement repairs, 
handicapped ramps, railings, hardware. Check cost items using the 
handy page tabs and comprehensive index. Current guidelines and 
background references for solving estimating problems. 57 tables of 
Assemblies Costs with 3,000 supporting line items to make 
conceptual estimates (with 10% accuracy). 550pp. BK-347-579.95 

Train one...or many...new employees and update current staff 
inexpensively and effectively. Select the videos you need and 
use them again and again. Available in English (E) or Spanish (S). 

Landscape Equipment Maintenance Series (VHS Video) 
This five-title series gives you more than an hour of detailed 

instruction on one tape. Or, choose just the titles that apply to your 
business: 

Power Blower presents proper procedures on maintenance, 
safety and operation for optimum performance of the most 
valuable piece of landscaping equipment, the power blower. 10 
min. VS-102E or S 

Rotary Edger/Trimmer teaches how to keep this valuable tool 
in top shape with proper maintenance, safety and operation for 
crisp and neat lawn edges. 13 min. VD-103E or S 

21-Inch Rotary Mower shows maintenance, storage, operation 
and safety to get the best performance and a well-groomed job 
from your mower. 14 min. VD-104E or S 

Power Shears require proper maintenance to ensure safe, 
efficient operation. Covers what you need to know about gasoline 
models. 12 min. VD-105E or S 

String Trimmers can reduce the time for difficult mowing and 
trimming. Get the best results from proper maintenance, safety and 
operation. 13 min. VD-106E or S 

Each Title: $49.95. Complete Series: VD-EMS -$199.00 

Landscape Tools use and Safety (VHS Video) 
Choose the right tool for the job and know how that translates 

into safety for the landscape worker. Illustrates the relationship of 
construction materials to the quality of landscape tool. Safety 
precautions, proper clothing and back care are thoroughly 
discussed. See commonly used tools in action, such as scoop, round 
and square point shovels, rakes, forks, cultivators, hoe, picks, 
mattocks. 25 min. VD-107E or S-$89.95 

Landscape irrigation Maintenance and Troubleshooting 
(VHS Video) 

Starting with an overview of the operation and maintenance of 
irrigation systems, this video details sprinkler heads and drip 
emitters, pipes and fittings, field control wires and hydraulic tubing, 
valves, backflow prevention devices, mainlines and points of 
connection, and controllers. Troubleshooting: flow charts and step-
by-step methods. 26 min. VD-108E-$89.95 

IPM (Horticulture) (VHS Video) 
Beautifully filmed, excellent introduction to Integrated Pest 

Management (IPM) includes interviews with experts who help you 
learn to integrate biological, cultural, chemical strategies into an 
effective pest control program. 25 min. VD-109E-589.95 
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Business 
Get the competitive edge with good business management: 
improve customer service; enhance finances; know the 
industry; bid smart Make sure up-to-date information is at 
your fingertips by adding these books to your library: 

Landscape Management 1993 Directory and Buyer's Guide 
Your complete guide to the professionals you want to contact 

for business, including key contacts at land grant universities across 
the country. Sections include equipment, equipment companies, 
seed and chemical companies, and control products. Find extra tips 
and information in special departments spotlighting products and 
"As we See It" 112pp. IS-BG-$ 10.00 

Bidding for Contractors: How to Make Bids That Make 
Money by Paul J. Cook 

A clearly defined working guide for producing winning bids. 
Learn the benefits of the author's extensive experience in 
construction project management by providing contractors with the 
necessary tools to develop competitive bids from small jobs to 
multi-million dollar projects. 225pp. BK-348-S35.95 

Start 4 Run Your Own Profitable service Business 
by Irving Burstiner 

Step-by-step how to follow your dream of owning your own 
business into the reality of the service sector. Find out how to plan, 
launch and successfully run a service business-, prepare a business 
plan-, master the Financials; buy an existing business or start a new 
one-, choose a place of business-, market your service-, forms 
required for a proprietorship, partnership, corporation-, model 
business plan-, sample tax returns-, and a list of selected franchise 
operations. 286pp. BK-349-S 18.95 

Achieving Excellence Through Customer Service 
by John Tschohl with Steve Franzmeier 

This savvy guide holds all the ways to establish caring, 
dependable and speedy service to bring customers back again and 
again. From hiring and motivating workers to refocusing company 
policies and procedures on customer satisfaction, this book is the 
answer to customer service. 304pp. BK-350-S22.95 

Finance and Accounting for Nonfinancial Managers 
by Steven A. Finkler 

Completely updated, this expanded edition explains the basics of 
finance and accounting in clear, non-technical language. Get a firm 
grip on everyday business transactions involving finance, assets, 
depreciation, liabilities, inventory, costing, owner's equity, capital 
budgeting, audits, cost accounting, cash-flow statements, ratio 
analysis. Includes current tax laws. 225pp. BK-351-S 14.95 

Winning Strategies for Lawn 4 Landscape Contractors - A 
System for Success by Brent Demos 

Discover proven techniques that will help you meet and beat the 
competition! Win more bids, increase jobs from current clients, hire 
productive employees, and learn successful management skills. This 
comprehensive manual also includes effective tips for marketing 
and advertising, equipment management, diversification, education 
and training. 136pp. LSM-BK-761-$59.95 

Lawn Care industry state of The industry Report 
An up-to-date report of lawn care business growth, average 

annual expenditures, and a look at the future of the industry. Ranks 
the largest lawn care businesses in North America. BK-230-S 10.00 

ORDER TODAY! For the Landscape Professionals 
Title & Number Qty. Price $ Total 

Sub Total - $ 
Deduct 10% when you order 4 or more books - $ 

Tax: CA, CO.CT, GA, IL, MN, Hi, NY, OH, TX - $ 
Postage/Handling - $ 

Total Amount Enclosed- $ 
Postage, Handling and Tax must be included with payment 
Shipping & Handling Domestic- Please add $5 per order • $1 per additional book 
All others add $15 per order plus $2 per additional copy. 
Please allow 3-4 weeks for delivery. Prices subject to change. Quantity 
rates available upon request For information or to order call 1-800-598-6008 

JDT FAX 216-891-2726. 0 2 i935PM 

Account # 

Signature _ 

Name 

.Exp. Date_ 

. Date_ 

_ Title. 
Company. 

Address _ 

City 
(Please use street address) 

State Zip. 
Telephone ( 

• Check Enclosed or • Charge my: • MasterCard • VISA 
• American Express ($10 minimum charge card order.) 
Detach and mail this form with your payment or credit card information to: 

ADVANSTAR GUARANTEE -
If you are not completely 
satisfied with the material 
you order, return it to us 
within 15 days for a full 
refund. No questions 
asked. 

# 
ADVANSTAR 
C O M M U N I C A T I O N S 

7500 Old Oak Blvd., Cleveland, OH 44130 



PRODUCT 

SPOTLIGHT 
Super-absorbent polymers worth a look 
in days of rationed and expensive water 
• The high cost of water is enough to 
make any landscape manager cur ious 
about ways to conserve this valuable 
resource. 

One way some landscapers and lawn 
care professionals have begun to conserve 
water is with water-absorbent polymers 

Water-absorbing polymers are granules 
buried in turf to act as tiny sponges. They 
soak up and retain water, dispensing it as 
needed to thirsty plants. 

HydroGrowth Technology of Tucson, 
Ariz., has a new polymer on the market. 
The plan includes the polymer granules, 
injection equipment and installation tech-
niques for maximum efficiency. 

The HydroGrowth also improves soil 
aera t ion and porosity, es tabl ishes a 
stronger turf root zone and increases seed 
emergence, allowing the turf to be used 
weeks earlier. The HydroGrowth polymers 
are potassium-based. Polymer granules are 
inserted into the rootzone of newly plant-
ed seeds and growing plants with a patent-
pending injection process, which enables 
the polymers to create a "moisture wrap" 
effect that enhances seed germination, 
sprout emergence and plant growth. 

Turf roots grow into moisture-swollen 
polymers and tap the available water and 
nut r ien ts . Moisture and nu t r ien t s are 
ready directly, in 95 percent plant-avail-
able form. 

The granu les then dehydrate and 
absorb more moisture when it becomes 
available. A two-year study by the College 
of Agriculture at the University of Arizona 
compared turf treated with HydroGrowth 
with a control plot of untreated turf. No 
water was applied to any of the turf for six 
to eight weeks each summer. The poly-
mer-treated turf maintained 70 to 80 per-
cent of its original green and visual beauty 
after the test was concluded. The control 
plot retained 20 percent of its original 
green and was declared to be dormant. The 
treated plots were also green one month 
longer in the fall and one month earlier in 
the spring. 

The Ritz-Carl ton Hotel in Laguna 
Niguel, Calif., installed 43,000 sq. ft. of 
HydroGrowth polymers in 1989. Philip 
Sellick, Western Regional Director of 
Landscaping, says the initial cost was 
returned through water savings in less 
than one year. 

Tractors are easily modified to perform 
polymer injections. 

"Savings during this period have aver-
aged an impressive 39 percent ," says 
Sellick. 

"It would have been impossible to 
maintain our turf and landscape areas at a 
cost-effective level without polymers dur-
ing the drought," adds Sellick. 

"Super-absorbent polymers not only 
saved us water, but enabled us to reduce 
our fertilizer and labor costs," says Sellick. 

"We've seen firsthand how well they 
work, not only in saving us money, but in 
keeping our turf and plants in optimum 
condition." 
Circle No. 1 9 1 on Reader Inquiry Card 

"THE PROFESSIONAL S CHOICE" 
MIDWEST 1-800-558-5667 SOUTHEAST 1-800-329-2203 



LANDSCAPE 
MANAGEMENT 

Cover-to-cover 
readership, 

every month, 
from read-

ers who 
count! 

LANDSCAPE MANAGEMENT'S BPA-audited circulation provides advertisers with 4 5 , 1 0 6 
captive readers each month in the four key categories most frequently specified 
by those wishing to reach the green industry: 

14,019 golf course superintendents 
16,036 landscape contractors 

6,854 park/school/athletic field managers 
7 , 0 8 5 lawn care business owners 

To place your ad today, contact your LM marketing representative: 

Jon Miducki, publisher: (216) 826-8855 
Dick Gore, East Coast sales manager: (404) 233-1817 

Meg Garner, sales representative: (216) 891-2723 
Bob Mierow, West Coast representative: (206) 783-0549 



P R O D U C T 
REVIEW 

Software calculates water 
budgets for landscapes 

Irrigation Management Group recently 
released its IBM-PC compatible version of 
ET Cale, an exclusive software program for 

landscape professionals to use in calculat-
ing accurate water budgets for planting, 
irrigation and landsacpe management. 

Water budgets produced from extensive 
calculations in ET Cale can be formatted 
for compliance verification of local ordi-
nances or as required by the Water 
Conservation in Landscaping Act, effective 
January 1993. 
Circle No. 1 9 2 on Reader Inquiry Card 

Chipper makes mulching 
easy with two models 

Goosen Industries' new commercial 
chipper/shredder for landscapers can chop 
limbs up to five inches in diameter, and 
shreds leaves or brush into a decorative 
mulch. 

The two models available are the 
CS1000 PTO and CS5000 gas-powered 
chipper/shredders. The CS1000 PTO unit 
features a 540 PTO drive. The CS5000 fea-
tures a 13-hp Honda gas engine. 

The CS5000 is trailer mounted and can 
be towed easily to any work area. Blower 
and vacuum attachments are available and 
can be easily mounted to either unit. 
Circle No. 1 9 3 on Reader Inquiry Card 

New hand tool can be used 
as spade, saw or hook 

The Digsaw is an innovative new 
workhorse of great use in the garden, 
farm, forest or building site. The Digsaw 
works in three ways: 

• as a spade, with an extra thick foot-
bar for more digging power and leverage; 

• as a saw, to cut through tree roots; 

• as a hook, the curve footbar can be 
used to drag branches or gather felled 
undergrowth. 
Circle No. 1 9 4 on Reader Inquiry Card 

Heavy-duty grass catcher 
fits commercial mowers 

Retaining walls install quick 
and easy, no mortar required 

The Diamond retaining wall system by 
Anchor Wall Systems, Inc., is a mortarless 
and pinless retaining wall system available 
in earth tone colors, with natural rock-face 
texture. 

The patented retaining wall system 
includes a rear lip which provides auto-
matic setback which eliminates the need 
for mechanical attachments and provides 
greater installation efficiency. 

Each piece weighs about 70 lbs. and 
can be used in walls with heights ranging 
from as little as one ft. to geogrid rein-
forced walls more than 20 ft. in height. 

The wall system is available in straight 
or three-way beveled split; curves, 90-
degree cornersand terraces can be easily 
built. 

Diamond includes several options for 
custom designs and enhances rather than 
dominates the surrounding landscape. 
Circle No. 1 9 5 on Reader Inquiry Card 
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"Grass Packer" is a giant step forward in 
grass catchers, says Exalted Mechanicals, 
Inc. The unit fits virtually every commer-
cial mower and holds up to four bushels of 
debris in its heavy-duty plastic body that is 
dent-resistant and rustproof. 

Grass Packer's patented design uses 
both an aerodynamic entrance shoot and 
tapered cylinder to enhance air flow and 
ensure clog-free operation. In addition, it 
has large built-in handles and an oversized 
cover/hinge assembly for easy carrying and 
unloading. 

The Grass Packer is available with a 
universal mounting bracket and has a one-
year warranty. 
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Computerized watering 
system uses Windows 

A computerized water supply system 
has been developed in Israel to completely 
handle the irrigation management of all 
types of grounds. 

Called the 
Compact Con-
trol ler , it is the 
world's first irri-
gation computer 
that operates with 
Windows graphic 
software. 

The Compact 
Controller, which 
can be directly 
connected to a 
personal comput-
er, can program 
up to 225 stop and start times in 24 hours, 
watering cycles from one minute to 24 
hours, water flow rate and how much fer-
tilizer should be added to each cycle. 



It can handle 16 or 32 different water-

ing stations using the AC model and 12 or 

24 stations using the DC model. Each sta-

tion is adjustable to a choice of valves, 

pumps, filters and fertilizer injectors. 
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Sunscreen protects 
skin with SPF15 

SBS Products presents "Deflect," an 

SPF 15 formula which provides 15 times 

the skin's normal protection from the 

sun's harmful ultra-violet rays. It is water-

proof, greaseless and free of PABA and fra-

grance. 

Deflect, which was supplied to U.S. 

troops during Operation Desert Storm, is 

recommended for use by utility, parks and 

recreation, and construction workers, or 

virtually anyone whose work or leisure 

activities involve extended sun exposure. 

Circle No. 198 on Reader Inquiry Card 

Yard machine combines 
vacuum, chipper in one 

The EasyRake Chipper/Vac is the 

newest addition to the company's line of 

outdoor power equipment for residential 

and commercial use. 

Features include: 

• 5-hp I/C Briggs & Stratton engine; 

• self-feeding chipper with large chute; 

• three-inch diameter branch chipping 

capacity; 

The Chipper Vac has a capacity of 10-45 

bushels, and can dispose of three-inch 

branches and limbs. 

Circle No. 199 on Reader Inquiry Card 

P R O D U C T 
REVIEW 

Utility vehicle, sprayer for 
golf and athletic turf uses 

The new John Deere 1800 utility vehi-

cle can be matched with a Broyhill 200-

gallon Accumaster spray system for a sta-

ble and durable self-propelled sprayer in 

golf course and other athletic turf applica-

tions. 

The 1800 is a heavy-duty, 2000-lb. 

capacity traction unit that's powered by an 

18-hp liquid-cooled gasoline engine for 

quiet efficiency. The engine is a V-twin for 

smooth operation. Pressurized lubrication 

and oil filter are standard. 

A hydrostatic transmission provides 

infinite speed control between zero and 

11.5 mph. The UV has an oil cooler and oil 

filter to increase machine life. A power 

takeoff shaft transmits power at rated 

engine rpm to the transaxle output shaft, 

to power the sprayer pump at peak torque 

independent of ground speed. 
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New chipper/shredder is a 
10- hp, towable model 

A towable, 10-hp Troy-Bilt 

chipper/shredder from Garden Way fea-

tures a tow hook-up that attaches easily to 

any lawn tractor or riding mower, and a 

modular electric start to utilize a tractor's 

12-volt battery for convenient, key-switch 

starting. Its large, fully-pneumatic and 

easy rolling tires make it ideal for large, 

heavily wooded properties or properties 

with varying terrain. 

Circle No. 201 on Reader Inquiry Card 

Power hydraulic center 
mount for easy alignment 

The new Worksaver Power Ram 

Hydraulic Center Mount Post Drivers, 

Models HPD-16HC and HPD-20HC, are 

equipped with 3-point mounts. These 

mounts use hydraulic cylinders for quick 

positioning and effortless alignment. 

Engineered to handle all standard-size 

wood or steel posts, the drivers deliver up 

to 40, heavy impact strokes per minute 

without "mushrooming." 

Circle No. 202 on Reader Inquiry Card 

New trimmer line shaped 
with multiple cutting edges 

The new Cross Fire premium trimmer 

line from Echo, Inc., features eight cutting 

j surfaces that cut rather than tear the 

grass. 

The multiple surface design produces 

eight 90° edges. The new line is made from 

a long-lasting copolymer used in Echo's 

standard line. The line is described as tip 

split resistant and wear resistant. 

Circle No. 203 on Reader Inquiry Card 
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Pre-emergent treatment for 
crabgrass, other weeds 

Pre-San Granular selective herbicide is 
a pre-emergent treatment for crabgrass, 
goosegrass, poa annua and other weeds in 

lawns, parks and golf courses. 
Pre-San is marketed by PBI Gordon 

Corporation of Kansas City, Mo. 
The product, acquired from Grace-

Sierra Corpora t ion , is offered in two 
strengths, 12.5G and 7G. These designa-
tions reflect the percentages of the active 
ingredient, bensulide (Betasan). 

According to PBI/Gordon, Pre-San is 
regarded as one of the safest, most widely 
accepted pre-emergents available for use 
on bentgrass greens, tee boxes and high 
profile lawns. 
Circle No. 2 0 3 on Reader Inquiry Card 

Light, portable hose reel 
snaps together quickly 

The 790 Reeltote Portable Hose Reel 
from Melnor, Inc. snaps together in min-
utes wi thout tools and can be neatly 

stored. The hose stores up to 150 feet of 
5/8-inch hose or 200-feet of lv/2-inch hose. 
Comfort-grip handle folds down for easy 
storage. Dual, built-in foot stabilizers on a 
no-tip sled base keep the unit in place on 
any surface and provide for smooth wind-
ing and unwinding, says Melnor. 
Circle No. 2 0 4 on Reader Inquiry Card 

Brochure lists guidelines for 
shoreline protection walls 

A guideline for design and construction 
of Versa-Lok segmental retaining walls in 
shoreline and retention pond embankment 
protection applications is available from 

Versa Lok. Problem areas covered include 
foundation strength, scour protection, 
hydrostatic buildup and fines migration. 
Typical wall sections for this application 
are included. 
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Portable hydraulic power 
supplies range of equipment 

The line of portable hydraulic power 
units from Poweram Corp. is designed to 
supply a wide range of construction equip-

ment. The independent power packs, in 
easy-to-handle skid frames, use a variable 
volume pump to achieve the optimum in 

speed, power and economy. 
Other features include: 
• dependable gas engine, electric start; 
• safety relief valve, 
• magnetic suction filter and 
• high efficiency return line filter pro-

tection for the pump. 
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Centrifugal pumps eliminate 
engine misalign problems 

Berkeley pumps has rugged type B 
pumps with end suction centrifugal. 

The B-series pump end is for mounting 
on engines with S.A.E. standard flywheel 
housing. 

These products are for application in 
general irrigation, water transfer or any 
water pumping applications within its per-
formance range. 

The B-series centrifugals have a capaci-
ty range of 50 to 5000 gallons per minute. 
Horsepower ranges from 15 to 240 BHP 
with heads to 550 feet. 
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High wheel mower features 
exclusive mulching system 

Yazoo Manufacturing Company has a 
new high wheel mower, the S22CB1. 

The new mower features Yazoo's exclu-

sive Vari-Mulch system, and other user-
friendly features. The Vari-Mulch system 
lets the operator vary the rate at which 
clippings are returned to the lawn. This 
enables him to match the mower to mow-
ing conditions. 

In heavier, wet grass, when other mow-
ers would bog down, the operator can shift 
the selector to the heavy grass position, 
allowing easy mowing and mulching with-
out a loss of power or mulching ability. 
Circle No. 2 0 8 on Reader Inquiry Card 



Explosion of 
Opportunities 
at the All-New 
EXPO 93! 
* Special 10th anniversary features 
and entertainment 

* New, "user-friendly" floor plan with 
direct access to the outdoor demo areas 

* Introductions of manufacturers' 
newest innovations at what promises 
to be the biggest, most dynamic event 
of the decade 

One-stop shopping 
M 550 key manufacturers of lawn, 
garden & power equipment — all under 
one roof! 

Try before you buy 
* Outdoor demonstration area the size 
of 14 football fields open throughout 
the show. 

Ignite your business 
* Free seminars. 
* Face-to-face interaction with 
manufacturers and technicians. 

Save money 
* Free shuttles between the airport, 
hotels and EXPO 93. 
* Pre-negotiated room rates in a very 
reasonably priced city. 

Visit the 10th anniversary celebration 
of the International Lawn, Garden 
& Power Equipment Expo! 
July 25-27, 1993 
Kentucky Exposition Center 
Louisville, KY USA 

Call today for free brochure 
502-473-1992 or 800-558-8767 
Fax 502-473-1999 



PRODUCT 
REVIEW 

S e a s o n a l from page 20 
I often hear how they provide compa-

nies with a new view on how to do the 
work. 

Seasonal recruitment is an ongoing 
process; employees will quit at some of the 
busiest times. A ready reserve of pre-quali-
fied candidates gives you the power to 
react whenever turnover hits. 

If you recruit seasonals at the start of 
the season, you will be forced to make 
decisions on the hiring of individuals 
based on immediate needs. As a result, 
you will not be choosing the individuals 
who can satisfy both your short-term and 
long-term needs. These last-minute hiring 
decisions often result in more turnover, or 
in choosing someone who doesn't work 
out. Avoid this by making the seasonal 
employee interviewing process a year-
round activity. 

What skills?—Have a job description 
for each position in the company. This 
makes assigning both seasonal and full-
timers easier. It is important to let season-
al workers make decisions and assume 
authority and responsibility. These oppor-
tunities will help the employee become an 
integral part of the company. 

Allowing permanent employees to 
make decisions will encourage the season-
al employees to speak out and know they 
will be listened to. 

Evaluating the performance of your 
seasonal employees as well as your full-
time employees will encourage everyone 
not to be concerned with job titles. 

Personality matches—Choosing the 
individual who will work best in your 
company requires you to know your com-
pany's "personality." You must know this 
before you hire, or you may wind up with 
quality people who don't fit in. 

For most green industry companies, 
the characteristics I have most observed 
are: competi t iveness, team at t i tude , 
aggressiveness and personable nature. 

Adaptability is important. Flexibility, 
cooperation and teamwork are the key 
characteristics which an individual needs 
to bring to the job in order to contribute 
to the overall profitability and effective-
ness of your company. 

—The author is a principle in Wandtke 
& Associates, a management and market-

ing consulting firm in Columbus, Ohio. 

Ultrasonic transmitter is 
the smallest available 

Flowline has added another sensor to 
its family of level products for plastic 
tanks. 

A new electronic design offers an ultra-
sonic level transmitter in the smallest 

package available. 
The transmitter provides a two-wire, 4 

or 20 mA or TTL compatible voltage signal 
output. 

Flowline says the transmitter is excel-
lent for difficult liquids where fouling of 
floats from foam or turbulence is a prob-
lem. 

The transmittor is highly sensitive and 
well-suited for leak detection and point 
level measurement, resisting variations in 
temperature, light, viscosity, dielectric 
value and density. 
Circle No. 2 0 9 on Reader Inquiry Card 

High pressure washer is 
direct driven, skid mounted 

Karcher has a new Cold-Hot Steam 
High pressure washer. 

The direct drive, skid mounted unit is 
durable and designed for applications 
where optimum cleaning power and gaso-
line independence is a must. 

chemical metering. 
A high-performance electric-start unit, 

it features a plus-90%-plus fuel efficient 
burner system, automatic idle down when 
the trigger gun is released, and low water, 
fuel and oil cut-off which protects the 
machine from damage. 
Circle No. 2 1 0 on Reader Inquiry Card 

Vegetation mat speeds 
uniform turf growth 

Contrac tors and landscapers can 
achieve fast, efficient lawn growth over 
large problem areas by using large-sized, 
natural, biodegradable Futerra revegeta-
tion/erosion control mats. 

To use the mats, apply seed and fertiliz-
er to the ground and roll out the mats. 
After an initial watering, the mat bonds to 
ground contours. 

The HDS 1200 BE comes complete 
with infinitely variable operating pressure, 
water volume temperature control, and 

Seed held in place by the mat is 
secured evenly over irregular terrain and 
protected against weeds, birds, dry spells 
and high volume rain washouts . The 
Futerra mat is made of natural wood fiber 
and decomoposes into a healthful natural 
mulch to feed and nurture the emerging 
sprouts. 
Circle No. 2 1 1 on Reader Inquiry Card 

Correction 
• A product news release in our 

February issue incorrectly described 
products from Great Salt Lake Minerals 
Corporation as containing sodium of 
potash. This should have read "sulfate of 
potash." The products, Mini-Granular 
and Greens Grade Turf Blend, contribute 
a highly pure source of potassium, and 
protect growth envi ronments from 
excess salt and chloride. 

LANDSCAPE MANAGEMENT regrets any 
confusion caused by the error. 



S O F T W A R E FOR SALE 

Point and click 
(no commands to memorize here) 

/

We understand that the 
landscaping industry has 
complex processes such as 

scheduling, bidding and generating 
work orders. And because you 
don't have time to learn 
compl icated commands we 
integrated these processes into a 
computer program that is easy to 
use. The result? SuperScape for 
Windows and Macintosh with 
"push-button" graphics. All you 
have to learn is point and click. 
Call today for more information. 

TM SuperScape 
800-299-9991 or 512-452-4500 

Circle No. 253 on Reader Inquiry Card 

L A W N 

A S S I S T A N T 

# 1 # 1 

T o g e l a F R E E c >() p a g e i n f o r m a -
t i o n b o o k l e t o n t h e # l s o f t w a r e 
f o r t h e l a w n a n d t r e e e a r e i n d u s t r y 

C a l l T o l l F r e e : 
1 - 8 0 0 - 4 2 2 - 7 4 7 8 

R e a l G r e e n C o m p u t e r s 
197Q Winner Street. Walled Lake, Ml 4839Q 

Circle No. 251 on Reader Inquiry Card 

C O M M E R C I A L E Q U I P M E N T 

30 'x40 'x10 ' 
$4,177 

BUILD IT YOURSELF AND SAVE MONEY 5000 SIZES. ALL 
STEEL. CALL TODAY FOR BROCHURE AND PRICE QUOTE HERITAGE BUILDING SYSTEMS 

800-643-5555 

TRIMS 
MANAGEMENT SOFTWARE 

FOR LANDSCAPE AND 
LAWN CARE CONTRACTORS 

CUSTOMER MANAGEMENT 
ACCOUNTS RECEIVABLE 

ACCOUNTS PAYABLE 
GENERAL LEDGER 

PAYROLL 

Call or write today for your FREE 
Demo Disk and Literature to see 
what TRIMS can do for you! 

LABB SYSTEMS/SOFTWARE 
6 0 1 8 EAST OSBORN ROAD 
SCOTTSDALE, AZ 8 5 2 5 1 

( 8 0 0 ) 7 3 3 - 9 7 1 0 

Circle No. 252 on Reader Inquiry Card 

HELP W A N T E D 

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

Progressive Northern NJ Firm seeks out-
standing candidate to manage 6 man 
crew. The right individual will possess a 
Horticultural degree and have 3 years 
hands-on experience. Excellent commu-
nication skills are required. Competitive 
salary and full company benefits. 

Please forward resume in confidence to: 
PO Box 623, Livingston, New Jersey 07039 

or call Mr. Scott at 201-992-0633. 
EOE M/F 

LANDSCAPE MAINTENANCE/CONSTRUCTION 
Established, Full Service Landscape Maintenance & 
Construction Company, seeks an experienced quality-
minded individual to assist in the continued growth and 
d e v e l o p m e n t of our M a i n t e n a n c e Div is ion . Dut ies 
include estimating, sales and scheduling Must have 
Horticultural background, sales/estimating experience 
and 3 - 5 years field experience. If you are a hard work-
ing, responsible individual, please send a complete 
resume along with past work history and salary to: 

H a r d e r L a n d s c a p e Const rac tors 
6 3 J e r u s a l e m A v e n u e 

H e m p s t e a d . N e w York 1 1 5 5 0 

Landscape 
Management Market 
Showcase 

L A N D S C A P E 
DESIGN KIT 3 

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

$74.95 50 Sft FWCEMPAGE 
CA orders add 7 3/4% ta« BROC*jWE 

AMERICAN STAMP CO. 
12290 Rising Rd , Dept 493 

VISA Wilton, CA 95693 
MasterCard Phone (916) 687 7102 

COMMERCIAL INSURANCE 
for 

LAWN CARE OPERATORS 

M.F.P. I n s u r a n c e A g e n c y , Inc . 
50 West Broad Street, Suite 3200 

Columbus, OH 43215 
(614) 221-2398 

Contact: 
R i c h a r d P. B e r s n a k , P r e s i d e n t 

or 
J e a n n e B a r t k u s 

Circle No. 188 on Reader Inquiry Card 

E Q U I P M E N T FOR SALE 

E o s y ^ r HydroSeeding 
Lawn) Systems 

THE MOST MULCH CAPACITY 
LOWEST MAINTENANCE ONLY 
LONGEST WARRANTY 

EASIEST FILLING 
BEST AGITATION A MONTH 

FREE FREIGHT! 
FOR INFORMATION CALL 

$ 1 6 9 . 0 0 

800-638-1769 

RATES: SI05 per column inch for Ix insertion; SI00 for 3x insertion; S95 for 6x insertion; S90 for 9x insertion; $85 for l?x insertion (one inch minimum). Frequency based on calendar year. For ads using a Reader Inquiry Humber, 
add S30 to the total cost of the ad per issue. For ads using a second color standard red, blue, green or yellow only, add S65 to the total cost of the od per issue. 
Send ad copy with payment to: Susan Ramseth LANDSCAPE MANAGEMENT, 7 5 0 0 Old Oak Blvd Cleveland O N o 44130, or coN (800) 225 4569 ext. 7 4 2 outside Ohio; ( 2 1 6 ) 8 9 1 - 2 7 4 2 inside Ohio; FAX ( 2 1 6 ) 8 2 6 - 2 6 8 5 . 

MARKEE SHOWCASE 



m » C L A S S I FI E D S 
RATES: $1.25 per word (minimum charge. $40). Bold face words or words in all capital letters charged at $1.50 per word. Boxed or display ads: $105 per column inch-1x (one inch mini-
mum); $100-3x; $95-6x; $90-9x $85-12x. (Frequencies based on a calendar year). Agency commissions will be given only when camera-ready art is provided by agency. For ads using 
blind box number, add $20 to total cost of ad per issue. Send ad copy with payment to Tammy Kenderes, LANDSCAPE MANAGEMENT, 7500 Old Oak Blvd., Cleveland, OH 44130 or call 
216-891-2665 Fax Number 216- 826-2865 

BOX NUMBER REPLIES: Mail box number replies to: LANDSCAPE MANAGEMENT, Classified Ad Department. 120 W. 2nd St.. Duluth, MN 55802. Please include box in address 

POSITIONS WANTED 

FREE CLASSIFIED AD 

To all4 POSITION WANTED Classified Advertisers! 

• Max imum 40 words • Max imum 2 issues 

Offered as an industry service - Let LANDSCAPE MANAGEMENT 
help you with your employment needs. For more information contact: 

Tammy Kenderes 
LANDSCAPE MANAGEMENT 

7500 Old Oak Blvd., Cleveland, OH 44130 

216-891-2665-Phone 216-826-2865-Fax 

Self motivated, conscientious, personable Horti-
culturist 17 years in green industry plus college 
seeks more than another dead end. Willing to 
learn and/or relocate upper Mid-west or Rockies. 
Contact Chris Brake, Rt. 1 Box 176, Odessa, MO 
64076. (816)633-8231 evenings. 4/93 

Entry level landscape architect. BSLA, July 1993. 
5 years experience in maintenance, 3 years expe-
rience design/build. Knowledge of Generic CADD, 
Land CADD, Interior planting, basic Spanish. Will 
relocate. Contact Edward Clark (school), 597 
Clark St., Morgantown, WV 26505, 304-291-6183. 
(Permanent) 201 -265-9475. 4/93 

Position sought that involves research, technical 
service, or sales with a university, or company 
involved in furthuring the turfgrass industry 
through education, communication, and scientific 
evaluation. Turfgrass Masters, June 1993. Paul 
Zarlengo, 5425 Frank Ave., Canton, OH 44720, 
501-443-4229. 4/93 

LANDSCAPER/ARBORIST: Seeking landscape 
maintenance opportunity. Western Mass. Exper-
tise in site location, nutrient requirements, dis-
ease, pest control. 18 years experience, Massa-
chusetts Certified Arborist, Stockbridge School of 
Agriculture, UMass, Amherst, MA. Resumes/refer-
ences: S. Nietupski, 18 Mineral St., Easthampton, 
MA 01027. 4/93 

BUSINESS OPPORTUNITIES 

ARE CHEMICALS KILLING THE CHEMISTRY 
BETWEEN YOU AND YOUR CUSTOMERS? If 
you're not growing, you might want to consider 
converting to or adding a NaturaLawn Franchise. 
We are the industry leader in organic-based lawn-
care. We offer reduced franchise fees to existing 
businesses with a minimum of $50,000 in existing 
annual lawn care revenue. NaturaLawn® of 
America, 1 -800-989-5444 (C). 5/93 

BUSINESS OPPORTUNITIES 

LET THE GOVERNMENT FINANCE your new or 
exist ing small business. Grants/ loans to 
$500,000. Free recorded message: (707)448-
0330. (OL8) 7/93 

NOW... Learn professional landscaping and gar-
dening at home. Accredited program provides 
thorough training in all phases of commercial and 
residential landscaping. Diploma awarded. Free 
brochure describes program and opportunities in 
detail. Call 800-326-9221 or write Lifetime Career 
Schools, Dept. LF0143, 101 Harrison St., Arch-
bald, PA 18403. 9/93 

EQUIPMENT FOR SALE 

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

FOR SALE: 1985 Jacobsen HF-5 Diesel. 100% 
ready for Spring, sharpened. $6,000. Also, Toro 
GM-3 Greens Mower, sharpened. $2,500. Nation-
al 84" cut. $1,200. Jacobsen 5 Gang Pole Type 
Fairway Mower. Completely recondit ioned. 
$3,500.313-653-5695. 5/93 

Use our 
Blind Box Service for 
Confidential Results 

to Your 
Classified Advertising! 

EQUIPMENT FOR SALE 

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

FOR SALE: Used Brouwer Sod Harvesters. 
Excellent condition. Ready to go. Call Brian for 
parts HUBER RANCH SOD NURSERY, Schnei-
der, IN. Phone (800)553-0552. 4/93 

HYDRO-MULCHERS AND STRAW BLOWERS. 
New and used JAMES LINCOLN CORPORA-
TION, 3220 S. Jupiter Rd., Garland, TX 75041. 
(214)840-2440, (800)551 -2304. TF 

NEW/USED EQUIPMENT AND RENTALS-
Asplundh, Hi Ranger, Holan and Lift-All Forestry 
Bucket Trucks, Chip Trucks and Chippers. Mirk, 
Inc., (216)669-2000, 7629 Chippewa Road, 
Orrville, Ohio 44667. TF 

SPYDERS- New/Used/Rebui l t . Full line of 
replacement parts and update kits. Kubota, Rug-
gerini, Kohler and Onan engines and parts. 
Nichols-Fairfield torque hubs. We repair and 
rebuild Spyder hydraulic pumps and motors. 
FAST SERVICE. Call or write: Mobile Lift Parts 
Inc., 5402 Edgewood Rd., Crystal Lake, IL 60012. 
(815)455-7363, (800)397-7509, FAX (815)455-
7366. 4/93 

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

BUCKET TRUCKS: Straight Stick, Corner Mount 
and Knuckle Boom Cranes. Brush Chippers - New 
Morbark Disc and Drum Style. New Rayco Stump 
grinders. Best prices anywhere. Used Chippers -
Asplundh, Morbark, etc. 2 to 8 usually in stock. 
Sprayers, Dumps, Stakes, Log Loaders, Crew 
Cab Chip Box Dumps, Railroad Trucks, 50 in 
stock. Sold as-is or reconditioned. We also buy 
your surplus equipment. Opdyke's, Hatfield 
(Philadelphia Area). 215-721-4444. TF 

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

Finn Hydroseeders, Mulch Spreaders, 
Krimpers, Pit Burners, Fiber Mulch & Tackifiers. 
New & Used. Wolbert & Master, Inc., P.O. Box 
292, White Marsh, MD 21162. 410-335-9300, 1-
800-234-7645. TF 



FOR SALE 

FOR SALE: JAC- E10 5 GANG BLITZER 
$35,000 JAC- 3 GANG BLITZER $1,500 TORO 
PACK MASTER 7 GANG MOWER $4,500. 501-
776-3802 JIM. 5/93 

MAKE MORE MONEY with safe, efficient employ-
ees. Free catalog of over 100 professional training 
videos available from California Polytechnic State 
University. Perfect for landscape construction and 
maintenance companies, grounds crews, design-
ers. etc. Call 1 -800-235-4146. 6/93 

FOR SALE: COMPUTER Slice System w/ALTOS 
3068/80 Megabytes hard drive, 2 user w/printer, 
U.P.S. Call Hardy (404)977-0981. 4/93 

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

MEYER Z-52 ZOYSIA SOD FOR SALE. 
VAMONT AND TUFCOTE BERMUDAGRASS 
SOD. FORKLIFT DELIVERY. SERVING THE 
MID-ATLANTIC REGION. OAKWOOD SOD 
FARM, SALISBURY, MD 410-742-3086. 6/93 

HELP WANTED 

Searching for the right employee? Time for a 
new position? Contact Florapersonnel, Inc., 
international search and placement firm for the 
landscape, irrigation industries and allied trades. 
Confidential. Fee paid by employer. Floraper-
sonnel, Inc., 2180 W. 434, Suite 6152, Longwood, 
FL 32779-5008. Phone: (407)682-5151 Fax: 
(407)682-2318. TF 

BOZZUTO LANDSCAPING COMPANY - An 
expanding firm in the Washington, D.C., Maryland 
and Virginia markets is currently looking for quali-
fied, career oriented professional. Opportunities are 
available in our commercial grounds maintenance 
division for foreman, assistant foreman, pesticide 
foreman, and mechanical positions. Benefits 
include vacation and sick leave, health care pack-
age, disability and retirement. Send resumes to: 
Thomas W. Davis, 15127 Marlboro Pike, Upper 
Marlboro, MD 20772, or fax to 301 -627-7011. 4/93 

LANDSCAPE CONSTRUCTION SUPERINTEN-
DENT Unique quality projects throughout North-
west. Challenging, stimulating variety. Security of 
established firm. Excellent benefits, growth oppor-
tunity. Company vehicle, moving expenses. Award 
winning design/build firm. Must have 3-4 years 
foreman experience managing projects, personnel. 
Come to booming economic region. $23,000 -
$31,000 DOE. Resume: 11001 Newport Hwy., 
Spokane WA 99218. 4/93 

LANDSCAPE MAINTENANCE & GENERAL 
SUPERINTENDENT: Largest landscape mainte-
nance company in the nation seeking individuals 
with 3-4 years experience. Must be able to make 
decisions, be creative, self-motivated, organized 
with strong supervisory skills. San Francisco Bay 
Area location. EOE. Please send resume to: Envi-
ronmental Care, Inc., 825 Mabury Road, San 
Jose, CA 95133. 5/93 

SALES REPRESENTATIVE 
Great opportunity for energetic, self-motivat-
ed individual for full-time sales. Interesting 
and challenging work in So. California for a 
distributor of specialty agricultural chemicals. 
PCA licenses and degree in biological sci-
ence required. Excellent company benefits. 

EOE NON SMOKING 
SEND RESUME: 

T A R G E T 
P.O. BOX 1117 

C E R R I T O S , CA 90701 

LANDSCAPING/OPERATIONS: Hermes Land-
scaping, a well established contracting company, 
is seeking a self-motivated, professional manager 
to handle the operations of a Commercial Land-
scaping and Sprinkler Division. Must have a B.S. 
degree, 2-4 years of experience, people skills and 
hands-on supervisory experience. Send resume 
and salary history to: Hermes Landscaping, Inc., 
P.O. Box 14336, Lenexa, KS 66215. EOE. 4/93 

fa send a Classified Advertising message... 
...write here. 

(Please Print). 

1. Number of insertions: 
2. Start with (month) 
3. Amount enclosed: $_ 

SIGNATURE 

(circle) 1 3 6 12 TF (Till Forbid) 
issue. (Copy must be in by 1st of month preceding). 

(To keep our rates as low as possible,payment must accompany order) 

_DATE 

NAME .COMPANY 

ADDRESS. 

CITY .STATE. .ZIP CODE 

PHONE NUMBER 

Mail ad copy to: Tammy Kenderes, Landscape Management, 7500 Old Oak Blvd., Cleveland, OH 44130 or call 216-891-2665. 

RATES: $1.25 per word (minimum charge $40). Boldface words or words in all capital letters charged at $1.50 per word. Boxed or dis-
play ads $105 per column inch, one time; $100, three times; $95, six times; $90, nine times; $85, twelve times (one inch minimum). 
(Frequencies based on a calendar year). For ads using blind box number, add $20 to total cost of ad per issue. 



MISCELLANEOUS 

ATTENTION: MOWING CONTRACTORS FREE 
CATALOG Commercial parts guaranteed to fit 
walk-behind mowers. Wholesale pricing on 
blades, belts, filters, pulleys, wheels, transmis-
sions and more SAVE MONEY on Bobcat, Bun-
ton, Exmark, Snapper and Scag parts. Call 1-800-
343-4333. LAWN CARE PARTS UNLIMITED 
delivers savings to your doorstep! AMX/Visa/Mas-
tercard Accepted. 4/93 

ORGANIC LANDSCAPE MAINT 

LANDSCAPERS interested in reducing the use of 
agricultural chemicals! Subscribe to BUGS Flyer, 
the premier environmental landscape quarterly. 
Discover the latest environmentally sound land-
scape products, techniques, and resources. Pro-
fessional subscriptions $18.00. BUGS, Dept. LM, 
PO Box 76, Citrus Heights, CA 95611. 4/93 

SERVICES 

NEED EMPLOYEES? We can fill any employment 
need you may have. We have hard-working, reli-
able and loyal Mexican workers to fill any job from 
laborer to foreman. We may also have the profes-
sional you have been looking for, from supervi-
sors, architects to managers. Call Bob Wingfield 
(214)634-0500. 4/93 

Pumps - Wanner D-10 and D-25 Hydra-cell. New, 
reconditioned parts and complete 24 hour repair 
service. Call Industrial Services Co., 614-965-
4112. New Lawn Care Hose Reel Swivel. 4/93 

CLASSIFIED 
ADVERTISING is 
available in 
LANDSCAPE 
MANAGEMENT! 
You can effectively 
reach readers at low 
classified advertising 
rates: 

Call 
T a m m y Kenderes 
216-891-2665 
for more informat ion. 

EDUCATIONAL OPPORTUNITIES 

GRAYSON COLLEGE, Denison, Texas: Two-
year technical program in Golf Course and Turf-
grass Management. 18-hole golf course on cam-
pus. Dormitories, placement assistance, financial 
aid and scholarships available. Contact: GCC. 
6101 Grayson Drive. Denison, TX 75020. 903-
463-8653. 5/93 

SOFTWARE 

Turf Works ™ - Your Best Buy. Version 4.0 just 
released. Customer/Job Tracking, Automatic 
Scheduling, Invoicing. Receivables/Cash Applica-
tion. Monthly Statements, Chemical Usage Track-
ing, Marketing, Sales Analysis and more. Online 
help. Affordable price. Send $4.00 and disk size 
for demo. Bellanger Group, 50 Clarkson Center. 
Suite 422, Chesterfield, MO 63017, 314/537-
2025. 5/93 

Route Manager System for scheduling and 
accounts receivable record keeping. Serving the 
Lawn Care Industry since 1982. List price $350. 
Fortunate Computers, 46 N. 4th Street, Coplay, 
PA 18037. 800-275-0620. 12/93 

PLANTS COMPUTER SOFTWARE offers a com-
prehensive plant database with over 960 charac-
teristics, including maintenance and 
disease/pests. Reviewed as one of the best! Call 
619-345-7120 for free brochure. 4/93 

WANTED 

WANTED TO BUY: USED TREE SPADE. SEND 
INFORMATION AND PRICE TO CHELMSFORD 
GOLF COURSE, BOX 9, CHELMSFORD, ON 
CANADA POM 1L0. 4/93 

WANTED TO BUY Sand injection machine (Davi-
son Internation or equal) for the purpose of provid-
ing turf drainage. Any condition. (516)586-8842. 
4/93 

MARKETING SERVICES 

INCREASE YOUR BUSINESS & KEEP YOUR 
CUSTOMERS with a customized, professional 
newsletter. You choose the articles and title! 
FREE marketing tips and information! Special 
introductory offer! For free sample and details, 
call TotalControl Inc. (800)432-5528. In Pennsyl-
vania call (215)430-3960. TF 

Classified 
Advertising is 

• EASY 
• EFFECTIVE 

• ECONOMICAL! 

ADVERTISER 
INDEX 
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CONTACT YOUR NEAREST MILORGANITE DISTRIBUTOR 
ALABAMA 
TIECO 
Birmingham. AL 205-942-4800 

ARKANSAS 
Agra Tkrf, Inc. 
Searcy. AR 501-268-7036 

ARIZONA 
Garden West Distributors 
Phoenix, AZ 602-253-1221 

U.H.S. 
Tucson, AZ 602-293-4330 

CALIFORNIA 
Associated Chemicals. Inc. 
Salinas. CA 408-422-6452 

Bandini Fertilizer Co. 
Los Angeles. CA 213-268-3274 
Butler s Mill. Inc 
San Diego. CA 619-263-6181 
Robuuon Fertilizer Co. 
Anaheim, CA 714-632-9710 
Surra Pacific Tkrf Supply 
Campbell. CA 408-374-4700 

COLORADO 
LL Johnson Dim. Co 
Denver. CO 303-320-1270 

FLORIDA 
Asgruw Florida Company 
Plant City. FL 813-752-1177 
Atlantic Fertilizer 
Homestead. FL 305-247-8800 
HarreUshc. 
Lakeland. FL 813-687-2774 

FLORIDA (cont'd.) 
Hector Turf A Garden. Inc 
Deerfieid Bead). FL 305-652-4470 
Howard Fertilizer 
Orlando. FL 407-855-1841 
Kaiser-Estech Corp. 
Winter Haven. FL 813-294-2567 
Lykes Agri Sales. Inc. 
Dade City. FL 904-567-5622 
Lykes Agri Sales. Inc. 
Ft Pierce. FL 407-465-5616 
Pennuigton Seed. Inc. 
Orlando, FL 407-295-6271 
Tieco 
Pensacola.FL 904-434-5475 
V. J. Growers Supply 
Apopka.FL 407-886-5555 
Vbodbury Chemical Co. 
Princeton. FL 305-258-0421 

GEORGIA 
Gold Kist. Inc 
Atlanta. GA 404-393-5452 
Graco Fertilizer 
Cairo, GA 912-377-1602 

IOWA 
Consumer 's Supply Corp. 
Storm Lake. LA 712-732-2922 
Grass Roots Tkrf Equipment 
Des Moines. 1A 515-285-7620 
Zimco Supply 
Sioux City. 1A 712-252-1604 

ILLINOIS 
CD Ford A Sons. Inc 
Geneseo.IL 309-944-4661 

ILLIONIS (cont'd.) 
Lake-Cook Farm Supply 
Waucoodi. IL 708-526-0007 
Olsen Distributing Company 
Bamngton.IL 708-381-9333 

INDIANA 
Geo W. Hill of Indiana. Inc. 
Indianapolis. IN 317-577-4455 

KANSAS 
Grass Pad. Inc 
OUthe.KS 913-764-4100 
Roberts. Wise Co. Inc 
Wichita. KS 316-838-1474 

KENTUCKY 
Bunion Seed Company 
Louisville. KY 502-5844)136 
George W Hill Co.. Inc 
Florence. KY 606-371-8423 

LOUISIANA 
Golf Course Specialties. Inc. 
Plain Dealing. LA 318-326-4484 

MASSACHUSETTS 
R.F Morse A Son 
Wiest Wareham. MA 508-295-1553 

MAINE 
Paris Farmers' Union 
South Paris. ME 207-743-8976 

MICHIGAN 
Benham Chemical Corp 
Farming«) Hills. Ml 313-474-7474 
J. Mollema A Son. he. 
Grand Rapids. MI 616-940-1441 

MICHIGAN (cont'd.) 
Parmeruer A Andre 
Grand Rapids. Ml 616-458-1546 
Shemin Nurseries. Inc. 
Ikylor, MI 313 291-1200 

MINNESOTA 
Turf Supply Ca 
Eagan. MN 612-454-3106 

MISSOURI 
Campbell Distributing Co. 
Springfield. MO 417-831-3543 
Outdoor Equipment Company 
Chesterfield. MO 314-532-6622 

MISSISSIPPI 
BWI,Jackson. Inc 
Jackson. MS 601-922-5214 

MONTANA 
Midland Implement Ca 
Billings. MT 406-248-7771 

NORTH CAROLINA 
Smith Turf A Irrigation Co 

Charlotte. NC 704-393-8873 

NEBRASKA 
Grtenkeeper Ca. Inc. 
Omaha, NE 402-333-8873 

NEW HAMPSHIRE 
Turf Specialty 
Loodondeny, NH 603-437-0008 

NEW MEXICO 
Helena Chemical Ca 
Mesquite, NM 505-233-3171 

NEVADA 
Las Vegas Fertilizer Ca 
North Las Wgas,NV 702-649-1551 

NEW YORK 
Eaton Equipment Corp. 
Blasdell, NY 716-822-2020 
Grassland Equip. A Irrig. Ca 
Latham. NY 518-785-5841 
High Point Mills, he 
Henrietta. NY 716-334-4574 
Metro Milorganite Inc. 
Bedfoid Hills. NY 914-666-3171 

OHIO 
US Garden Sales, he. 
Cleveland. OH 216-283-8400 

OKLAHOMA 
Paul Blakeruy Co. 
Oklahoma City. OK 405-528-7577 
Nick Knott Turf Supply. Inc 
Broken Arrow. OK 918-251-4868 

OREGON 
Pac-Wtsi Distributors 
WilsonvUle. OR 503-682-2711 

PENNSLYVANIA 
EH Griffith, he 
Swissvale, PA 412-271-3365 
Philadelphia Tkrf Company 
Doylestown. PA 215-345-7200 

SOUTH CAROLINA 
Carolina Eastern, he. 
Charleston.SC 803-382-5766 

SOUTH CAROLINA (cont'd.) 
Carolina Eastern, he. 
Columbu.SC 803-799-6685 
Carolina Eastern, he. 
Kingsiree.SC 803-382-5766 
Maybank Fertilizer 
Rjvenel.SC 803-889-2231 
Vereen s Farm A Turf Center 
Longs.SC 803-399-6711 
Wilbro. he 
Nonvay.SC 803-263-4201 

TENNESSEE 
BWI of Memphis. Inc. 
Memphis. TN 901-367-2941 
Tieco Tennessee. Inc. 
Nashville, TN 615-244-9871 

TEXAS 
Sports Turf Supply, he 
Grand Piarne, TX 2)4*47-8195/96 

Turf Industries 
Austin. TX 512-836-8181 
Tkrf Industries 
Dallas. TX 214-241-0545 
Turf Industries 
Houston. TX 713-952-4488 
Turf World. Ine 
Houston, TX 713-498-1570 

UTAH 
S R C Corp 
Murray, UT 801-268-4500 

VIRGLMA 
Weisel Seed Ca. he 
Harrisonburg. VA 703-434-6753 

VIRGINIA (coofd.) 
Weisel SeedCo.hc 
Virginia Beuch. VA 804460-5623 

WASHINGTON 
Cascade Seed Ca 
Spokane, WA 509-543-7431 

WISCONSIN 
Horst Distributing. Inc 
Chilton.WI 414-849-2341 

Wisconsin Turf Equipment Corp 
Janesville. W1 608-752-8766 

CANADA 
Even-Spray A Chemicals. Lid 
Winmpeg. MAN 204-237-9095 

Mantune Turf Supplies, Ltd 
Mooctoo. NB 506-852-4922 

Professional Gardener Ca. LuL 
Calgary. ALT 403 263-4200 

So-Green Corp 
Markhain, ONT 416-475-6555 

PUERTO RICO 
Fervili Company. Inc. 
St. Just. PR 809-755-70» 

Ochoa Fertilizer Co., Inc 
San Juan, PR 809-721-3705 

MILORGANITE DIVISION - MMSD 1101 N. Market St., Milwaukee, Wisconsin 53202. (414) 225-3333 

NATURAL ORGANIC 

Milorganite 
FERTILIZER 

America 's Number One 
Natural Organic Fertilizer 

Milorganite has been growing beautiful lawns, trees, shrubs and flowers since 1926. 
• Many of the finest golf courses in America are • 90% Water Insoluble Nitrogen (W.I.N.), slow 

fertilized with Milorganite. release nitrogen promotes vigorous growth and 
• Non-burning, cost effective, turf fertilizer. is resistant to leaching into the groundwater. 
• Supplies humus and improves water holding * G r e a t s t a r t e r fertilizer. Provides good foundation 

capacity of soils. f o r s e e d development. 
• Rich in organic iron — 4% minimum guaranteed. 



Wherever You Need 
A Low-Maintenance Turf 

Rely On 
R e N a n t 

HARD FESCUE 

Roads ides , cemeteries, golf 
course roughs, vacation homes, 
orchards, reclamation areas. 
Wherever maintenance is im-
practical, Reliant Hard Fescue 
is the one you can rely on. It 
thrives on low maintenance: 

Good performance without supple-
mental irrigation 
No fertilization needed (after initial 
establishment) 
Low growing 
Resistant to crabgrass encroachment 
Adaptable to full sun or moderate 
shade 
Improved disease resistance 
Tolerant to cold 
Dark green, leafy and fine-textured 

Blend Reliant with other fine 
fescues. I t ' s ideal for poor , infertile 
soils. Or wherever a fragile ecology 
doesn ' t allow fertilization. Reliant 
can be used on any area that ' s 
mowed infrequently or not at all. 

Rely on Reliant Hard Fescue — 
the high performance turf for 
low-maintenance areas. 

L O F T S 

Lofts Seed Inc. 
World's largest marketer of turfgrass seed 
Bound Brook, NJ 08805 
(908) 356-8700 • (800) 526-3890 • (800) 624-1474 (NJ) 

Lofts/Now England 
Arlington, MA 
(617)648-7550 
(800) 648-7333 

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

Lofts/Great Western 
Albany, OR 
(503) 928-3100 or 
(800) 547-4063 

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

Sunbelt Seeds, Inc. 
Norcross, GA 
(404) 448-9932 or 
(800) 522-7333 

To locate the Lofts' distributor nearest you, call 
(800) 526-3890 (Eastern U.S.) • (800) 547-4063 (Western U.S.) 


