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Tony Kalina, First Assistant Superintendent, appraises the

12th Hole seven days after seeding

PennLinks:
From Tee-2-Green

at McChesney Golf Club, West Chicago, lllinois

PennLinks Greens, Tees and Fairways Add Excitement tc

Excellence at McChesney Golf Club in Chicagoland

Golf Club in West Chicago. “The
clubhouse focuses around a 2% story
brick structure moved three miles to
the center of the 240 acre site.”
Selecting the right creeping
bentgrass for greens, fairw ays and

“This twenty-one hole public course
is destined to be a Chicagoland

showpiece when it opens in August,

1993. Nothing about this Robert
[rent Innu, Jr. designed course is
halfway” says Tony Kalina, Assis-
tant ‘ﬁupL rintendent at McChesne y

Left to Right: Assistant Matt Springer, Scott

Nissley, CGCS, and First Assistant Tony Kalina

tees was not left to chance, either.
Superintendent Scott Nissley says,

“1 specified PennLinks because of

its predictable germination and out-
standing heat and moisture stress
tolerance. I've found PennLinks to
be more aggressive in cool soil tem-
peratures than other bent varieties,
and the best Poa annua competitor.”
Tony Kalina, responsible for
seeding and establishment, finds
PennLinks germinates rapidly and
establishes uniformly, with seedling
emergence as early as four days.
fony says, “We were mowing our

Circle No. 137 on Reader Inquiry Card

fairways with lightweight mowers
twenty days after seeding. After 50
days we're maintaining putting
greens height at 0.2 inch.”

Superintendent Scott Nissley
sums it up: “The ball rolls truely on
our greens and our fairway lies are
excellent. | think Unmuolm\d
golfers will enjoy this course as
much as any course they play, and
one reason will be PennLinks.”

Tee-2-Green Corp.
Post Office Box 250
Hubbard, OR 97032
800-547-0255
503-651-2130
FAX 503-651-2351




is a proud member of these
groen induatry professional

ALCA

Associated Landscape Contractors of America,
12200 Sunrise Valley Dr., Suite 150, Reston,
VA; (703) 620-6363.

American Sod Producers Association, 1855-A
Hicks Rd., Rolling Meadows, IL 60008; (708)
705-9898.

Golf Course Superintendents Association of
America, 1421 Research Park Dr., Lawrence,
KS 66049-3859; (913) 841-2240.

International Society of Arboriculture, P.O.
Box 908, Urbana, IL 61801; (217) 328-2032.

International Turfgrass Society, Crop & Soil
Environmental Sciences, VPI-SU, Blacksburg,
VA 24061-0403; (703) 231-9796.

National Arborist Association, The Meeting
Place Mall, P.O. Box 1094, Amherst, NH
03031-1094; (603) 673-3311.

National Golf Foundation, 1150 South U.S.
Highway One, Jupiter, FL 33477; (407) 744-
6006.

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

PG

Professional Grounds Management Sodaty
10402 Ridgland Rd., Suite 4, Hunt Valley, MD
21030; (301) 667-1833.

Symbol of Good Practice

Professional Lawn Care Association of
America, 1000 Johnson Ferry Rd., NE, Suite C-
135, Marietta, GA 30068-2112; (404) 977-5222.

Responsible Industry for a Sound
Environment, 1155 15th St. NW, Washington,
D.C. 20005; (202) 296-6085.

Manager's Association
Sports Turf Managers Association, 401 N.

Michigan Ave., Chicago, IL 60611-4267; (312)
644-6610.

Turf and Ornamental Communicators
Association, 8400 Normandale Lake Blvd.,
Suite 500, Bloomington, MN 55437; (612) 832-
5000.

AS WE SEE IT

JERRY ROCHE, EDITOR-IN-CHIEF

Special projects for that
‘cabin fever’ time of year

If you're anything like me, the middle
of February brings with it the effects of
what the Alaska gold-rushers called “cabin
fever.”

Maybe you're blessed with living and
working south of the Mason-Dixon line, or
in New Mexico or Arizona or Nevada or
southern California. But if you live and
work in exotic places like Cleveland, Erie
or Buffalo, you can relate to our tales of
the “lake effect” that paints everything a
gleaming white five or six times a year.

It's the time of year when the west
wind blows across Lake Erie, slapping cold
and warm air together and depositing
sparkling crystals all over Port Clinton,
Willowick, Geneva and Ashtabula.

It’s the time of year when wildlife nes-
tle in their burrows, and non-wildlife cud-
dle together in front of the fireplace.

So if, like us, you are suffering cabin
fever, I've rounded up a list of projects you
might consider to make those so-long
February days seem a tad shorter.

1) How about an intense planning ses-
sion for all top and middle managers?

“After the first of the year, we have a
three-day planning blitz for our top peo-
ple,” says Chris Malham, director of busi-
ness development at Scapes, Marietta, Ga.

He says January, or even February, is
the perfect time. The holidays are over,
and the staff can begin getting in focus for
the 1993 season. “It’s easier to plan for ‘93
when it’s ‘93,” he observes.

“Everybody has time to do what’s
urgent, but not what’s important—and
planning is important,” says Ron Kujawa
of KEI Enterprises, Cudahy, Wis.

2) Why not treat yourself and/or some
of your valued staffers to a trade show or
convention—maybe even in some warm
part of the country?

All you have to do is take a look at our
“Events” section to see all the educational
seminars scheduled at this time of the
year.

New Jersey and California are holding
landscape expositions; the Irrigation
Association has a series of short courses;
the National Arborist Association is hold-
ing its annual management conference;
and much, much more.

3) Go on a shopping binge. It might
take the form of a real shopping binge, if
you're in dire need of new equipment; or it
could simply be window shopping. If
you're anything like me, just visiting the
different dealers to see what’s new will be
an invigorating process...and it’ll get you
out of that boring office, to boot.

4) Brainstorm and/or meditate. This
might not be easy for action-oriented indi-
viduals, but it’s important.

Go over last year’s logs. Find out what
went wrong and get all those brain neu-
rons (the ones that were doubtless dulled
by too much holiday fruitcake) working
again. Try to come up with some interest-
ing, different, creative solutions should
last year’s problems arise again this year.

5) Finally, why not take a vacation? A
real vacation, away from the work and
worries, away from that hated west wind
and all the slush.

Pack Mom and Skipper and Janie and
Bowser into the family wagon, point
south, and enjoy yourself.

Why not? As we used to say in the
Army, “you owe it to yourself"—and you
certainly won’t be able to take any time off
next month!

Landscape Management, February 1993 1
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YOU KNOW

SOMETHING’S

WRONG WHEN

YOUR DISEASE

CONTROL SCHEDULE

STARTS TAKING

CONTROL OF YOU.

Managing a golf course has
never been a nine-to-five job.

So the last thing a busy super-
intendent needs is to find time
in an already tight schedule to

fight turf disease.

That's why using Banner®

makes such good sense. It works
systemically, defending your turf
from twelve major diseases.

And as little as 2 ounces per
thousand square feet can provide
up to four weeks' protection.

All of which gives you a big
edge on turf disease. And possi-
bly, some much needed rest.




LANDSCAPE

FEBRUARY 1993 VOL. 32, NO. 2

26

30

8 ‘Right-sizing’ your operation

The key to effective money and resource manage-
ment is vision, say veteran landscape managers Jeff
Bourne and Larry lorri.

Jerry Roche, Terry Mclver

14 LM Reports: Deer control

Landscape managers have to use their imaginations, ‘
a regularly changing combination of both taste and
scent repellents, and fences.
Ron Hall ‘

Training builds profits

Maryland landscape firm discovers that company per-
formance is tied directly to its employee training.
Ron Hall, Terry Mclver

18

' 36

20 Picking up pick-ups
Landscape managers who run their trucks ‘long and
hard’ need to be prepared before buying replace-
ments.
Jerry Roche
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Early-season fertilization

Judicious, well-timed spring fertilization can help
prevent diseases and weeds, and enhance overall turf-
grass quality.

Tony Koski, Ph.D.

Controlling fire ants

Baits, dusts, broadcast sprays, mound injections and
drenches—these are some of the answers to control-
ling dangerous fire ant colonies.

Jerry Roche J

The art of bunker maintenance

Nothing shows your course off better than
clean, sharp lines in a well-raked bunker.

On the cutting edge

New biological concepts and technologies will help
golf course superintendents meet the future demand
for quality trees, shrubs and herbaceous plants.
Douglas J. Chapman
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44 Opportunity in the next drought
Develop the strategy before an emergency begins to give your company
focus and direction while competitors struggle.
Ron Hall

Mole control can be profitable

Professional mole trapper in Cincinnati works all year long and keeps
many of his customers from year to year.

} Ron Hall

52 2,4-D not threat to bystanders

Canadian study reaffirms importance of reading the label, wearing protec-

tive clothing when using a pesticide.

‘ Ron Hall

52 Give clients a say in pesticide use

| Dr. Frank Rossi says bowling injures more Americans each year than pest-
icide applications. Yet some of the public can work itself into an outrage
over pesticides, while nobody protests recreational bowling.
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ASK THE

EXPERTY

DR. BALAKRISHNA RAO

Weeds in nurseries
Problem: We are a nursery outlet. Our yard composition is a blue
stone base. We have a continual problem with annual and
perennial weeds. Can you recommend a pre-emergence or post-
emergence herbicide which can be used around retail nursery
stock effectively? (New York)
Solution: Annual and perennial weeds can present a serious
and unsightly problem in a nursery situation. These weeds
should be mechanically removed where practical (this is time-
consuming!) or be treated with labelled herbicides at the proper
time. Refer to your Cornell University weed control/pesticide
guide to learn more about your specific need.

Often, the type of nursery plants you grow and the type of
weeds you will be dealing with dictate the choice of herbicide.

Since nursery plants differ in their tolerance to various herbi- |

cides, be sure to determine this before using a herbicide.

The following information might be useful in your situation:

1) For pre-emergence weed management in nursery housing
areas: use herbicides such as simazine (Princep) plus Pennant,
or simazine plus Surflan.

2) For pre-emergence weed management in containers: you
can use herbicides such as Treflan 5G (must be watered-in
immediately after treatment), Devrinol 50WP, Pennant 7.8E,
Ronstar 2G, Scott’s Surflan AS.

3) For post-emergence weed control: depending on the prob-
lem, products such as Roundup, Basagran or diquat can be used.

For additional details on the type of weeds managed by differ-
ent products and their relative ease of handling, efficacy and
other pertinent information, refer to the Cornell recommenda-
tion book.

Read and follow label specifications for better weed management.

Weeds around trees

Problem: How are broadleaf weeds managed around newly-
transplanted trees in the lawn area? We have lost trees in the
past, which we believe is related to herbicide injury. (Ohio)
Solution: To manage broadleaf weeds, you can use post-emer-
gence herbicides such as Trimec containing 2,4-D, MCPP and
dicamba. You can also use Turflon II Amine if you prefer 2,4-D
with trichlopyr. For 2,4-D-free products, you can use herbicides
such as Encore or Confront. To manage future broadleaf weed
problems, the pre-emergence herbicide Gallery can be used.

From your statement above, I understand that you have lost
a number of trees after transplanting, which you have attributed
to herbicide injury. Although this is possible, in my opinion it’s
more likely that the trees were lost due to transplant shock,
poor recovery after transplanting, or insufficient post-planting
care.

Plants should be planted at the same depth they were planted
in the nursery, or slightly higher. Deep-planted plants suffer
from suffocation due to lack of oxygen to the roots.

Some of the tree loss could be related to post-planting care.
After planting, during the establishment period, the plants need

proper watering, mulching and fertilizing.

From our research and field experience using herbicides in
the lawn, we have not observed injury when the products are
properly applied. Instead,"it is most likely related to the above
factors. Make sure you have selected the proper plant for the
proper site and follow good planting and cultural management
methods to minimize tree mortality.

Managing adelgids

Problem: How are pine bark adelgids managed? (New York)
Solution: To manage pine bark adelgids, use a horticultural oil
in spring as a dormant treatment. An application of insecticides
such as malathion or Dursban can be used to manage crawlers
when they are active, usually around mid-May.

These adelgid insects feed on new shoots at the base where
needles attach to twigs. Two applications of an insecticide at
one-month intervals should provide adequate protection. If new
generations appear, continue the treatment as needed when
crawlers and/or white cottony patches appear on pines.

Read and follow label specifications for better results.

A difficult-to-control weed

Problem: Every year, summer oxalis infestations present a seri-
ous problem in many lawns. We have used Killex in past years
with poor results. Are there some effective chemicals to man-
age this problem? (Ontario, Canada)

Solution: Oxalis is considered one of the most difficult-to-con-
trol weeds. The Canadian Ministry of Agriculture and Food rec-
ommends repeated use of mixtures containing amine formula-
tions of 2,4-D with mecoprop, dichloroprop and/or dicamba.

The Killex you mention is a mixture of this type.
Unfortunately, reports indicate that Killex doesn’t provide ade-
quate control, and the ester formulations available in the United
States may not be registered for use in Canada. The only choice
you have is to mechanically remove the plants or use repeated
applications of Killex, as needed.

Remember that these herbicides adversely affect the root sys-
tems of turfgrass also. Therefore, it is a good idea to spot-treat
an area for specific oxalis problems rather than to treat the
entire lawn.

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.
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It cleans up the tough spots

NEW 2653 PROFESSIONAL UTILITY MOWER

Every course has them.The
spots that are tough to get to.
Tough to mow. Spots where
the new John Deere 2653 Pro-
fessional Utility Mower shines.
A unique combination of
hydraulic reel drive, exceptional
climbing ability, and 26-inch cut-
ting units allows the 2653 to

precisely mow where others can't.

Powered by a liquid-cooled
18-hp engine, the 2653 has the
guts to work through wet, lush,
or long grass —plus the ground
hugging ability to deliver a qual-
ity cut over undulating terrain.

In addition, the 2653 features
the same John Deere reel tech-
nology used in our 30-inch ESP
cutting units. Reels and bed-
knives are made of induction-
hardened high-impact steel for

v

Hydraulic reel drive and John Deere 26-inch
cutting units allow the new 2653 to power
through tough conditions as well as precisely
follow ground contours.

Circle No. 107 on Reader Inquiry Card

longer life. Height adjustments
are locked in with a simple
system designed to hold true
through the bumps and shocks
of everyday use. You don't find
cutting units any better than
these.

For the name of your nearest
distributor, or free literature,
call 1-:800-544-2122. Or write
John Deere, Dept. 956,
Moline, IL 61265.

NOTHING RUNS
LIKE A DEERE’

7 |
JOHN DEERE
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COVER STORY

‘Right-sizing’: worth the risk?

The key to effective money |
and resource management
is vision, says this veteran
county groundsman.

m Jeff Bourne's landscaping budget was
$6 million in 1989, but just $4 million
last year—a cutback of 33 percent in
three years. Thus, he had every reason to
speak on “Doing More with Less” at
the Professional Grounds Manag-

ement Society’s annual meet-
ing last year.

“We're making pri-
ority selections
about how we can
do more with less,”
noted Bourne, who \
is maintenance chief
for the Howard
County (Md.) Depart-
ment of Parks. “You
have to create a situation
to maintain a certain look,
but you have to do it more
effectively.”

Bourne says that the popular
term in business has
been “down-sizing”
to describe cutbacks
in manpower and fi-
nances—but the
proper term might

e “right-sizing."”
That is, having the
right number of
people and other
resources to ade-
quately meet your
goals.

“You need to
establish a goal to
describe what is

acceptable,” he
notes, “then eval-
uate priorities

8 Landscape Management, February 1993

and decide to work with alternatives.
“You've got to get yourself and your

| staff thinking about these alternatives.
| You make selective decisions in a num-

ber of areas. And you've got to involve
middle managers in making these deci-
sions.

"Part of the decision-making process
is defining function and creating lists of
resources, “ he notes.

“The essential element is determining
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your current costs and finding substitutes.

“The key to the whole thing is vision:
seeing alternatives that we may have
never seen before.”

Here are some ways Bourne's depart-
ment is doing more with less, with some
additional suggestions added by his
PGMS audience:

1) adapting a more natural look, thus
decreasing maintenance demands;

2) collecting leaves less frequently;

3) renovating less turf in low-use

areas;

4) renting pavilions to
generate dollars;

5) letting secondary
vegetation grow up to
enhance wildlife areas
in the parks;

6) gdetting single-
shred pallets for free
instead of purchasing
mulch; using double-
ground instead of bark
mulch;

7) eliminating coated
fence and going back to gal-
vanized pipe fences;

8) putting an extra gallon of
paint in athletic field
striping mixes to get
two additional weeks
of stripe life;

9) alternative
plantings in tran-
sition areas to
eliminate mowing,
which is the most
expensive mainte-
nance task;

10) re-designing
and renovating areas
that are expensive to
maintain;

11) using larger
mowers where feasi-
ble, and creating
mowing strips;

b d



Bourne: ‘It's a
whole new
awakening for
us in the
public sector
to be
customer-
driven.’

12) researching tasks: a video tape
study cut mowing of one area from 1-
3/4 days to 3-1/4 hours by using differ-
ent equipment and crew configuration;

13) using the Boy Scouts to install
paths as a community service (he
suggests using condominium associa-
tions and neighborhood associations,
too);

14) educating the customer or con-
sumer as to what maintenance is appro-

15) leasing land to local gardening
enthusiasts so they can maintain it.

[t may be a sad fact, but it’s a fact of
life indeed, that landscape management
in the ‘90’s will mean being more effi-
cient and “doing more with less.”

Using your imagination may help
you not only survive, but thrive, in the
decade of the ‘90’s.

—Jerry Roche

priate; and

B Larry Torri was motivated to downsize his company eight
years ago, when he realized it wasn’t fun anymore.

President of Down to Earth, Inc. in Wilmington, Del., Torri
says he returned to the shop at the end of a day and noticed a
number of things “out of place.” He sensed a lack of apprecia-
tion from the crew, and realized he was spending a lot of time
and effort and getting little in return. The business was doing
well, but he was working as hard as he had been 20 years ago.

It was then that lorri decided to downsize his company in a
way that would keep it profitable and productive. The plan
took five years to implement, during which time he:

@ converted the eight full-time and 10 part-time work
force into a part-time “flex-force,” with one full-time
supervisor;

@ lowered the volume of work done by the in-house force;

@ earned higher profit margins on each job, and was still
able to maintain high quality work; and

@ switched from two- to three-year contracts.

The flex-force is split into two wage divisions: a $9- to $14-
per-hour force and one that is paid between $4.50 and $6 per
hour. Clothing allotments are across the board.

lorri is generous with salary increases in both wage brack-
ets. “If I get somebody who's a great worker,” he says, “I'm
going to pay him well to show I appreciate him. Why should I
try to save a couple thousand dollars a year by not giving
(good raises)? That person ends up making me money, and I
don’t have to retrain him!”

lorri’'s crew members are between 30 and 72 years old.
They have one thing in common: strong motivation to work,
primarily families.

“I realized that my best guys were always older, and had a
lot of responsibilities,” says lorri. :

Those of his crew who are not retired all hold full-time
jobs, which takes care of their insurance and health care.
There are no paid holidays for Iorri to worry about, and vaca-
tion pay is related to the number of hours each man works
each week. For instance, an eight-hour-a-week employee gets
eight hours of vacation pay. He pays less Social Security tax,
less federal unemployment tax, and less liability insurance.

All employees benefit from the company profit-sharing
plan.

Is it working? Torri says he hasn't lost a man in eight years,
L and estimates that the entire crew has missed about five days

in eight years.

lorri feels as if he has incor-
porated a genuine team
approach, thanks to the crews’
positive work ethic and flexible
schedules.

‘Satellite substitutes’—
These lorri innovations are
people who handle accounts
with multiple locations—such
as a bank or realty company—
located at greater distances
from the office. Iorri sets them
up with the equipment, and
they take it from there.

Iorri says he now has
enough flexibility to sub-con-
tract mowing, big mulching
jobs, weeding and larger chemical applications. Size of job and
geographic location are taken into consideration when choos-
ing a sub-contractor.

His company handles lawn renovations, aeration, pre-
emergence weed treatments, and athletic field jobs

A man who’s bursting at the seams with ideas, Iorri has a
few other tricks up his sleeve, designed to keep busy and pro-
mote the company:

@ selling his services as a design consultant to homeown-
ers, competitors and institutions such as hospitals;

@ advertising “winter pricing” and off-season pricing to get
customers locked in for the spring and summer;

@ acting as a service broker. If a client wants a service done
that Torri can't handle, he’ll do the legwork, secure a supplier
for the service, and pocket a fair finder’s fee (10 to 20 percent
of the price of the job);

@ acting as a third-party arbitrator in legal disputes; and

@ concentrating on finding service niches that require one
man and one piece of equipment.

lorri suggests that the decision of whether or not to down-
size depends on the stage your business is in. It might not
work for a company just starting to grow, but could be just the
ticket for an intermediate size company, or one whose owner
is planning to retire soon.

lrrl: No health
insurance costs with
part-timers.

—Terry Mclver
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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 - -
Ao
a premeasured water-soluble package.
And when you get right down to it, PENDULUM costs

less per treatment than Surflan' and other preemergents. GOOd in beds.

The result? Top performance G CYANAMID
American

and a more beautiful erican Cyanamid C Abways e s fllow el direcions el
. Vegetation and Pest Control Department "™ Tradermark, Amencan Cyanamid Company ©1993
bottom line. Wayne, N 07470 £1993 Tradermark. DowElanco
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From soap to hot sauce, deer
damage prevention gets creative

Landscape managers have
to use their imaginations, a
regularly changing com-
bination of both taste and
scent repellents, and
fences.

® Bambi, loved by millions of Americans,
is becoming a landscape destroyer.

Bambi is the northern white-tailed
deer. She nips off the soft tips of twigs,
and munches branches and shoots no
thicker than a match stick. Unfortunate-
ly, some of the plants she finds appetiz-
ing are valuable trees and plants in our
landscapes.

The problem: too many deer.

Populations are at historically high
levels in many areas of the country, par-
ticularly east of the Mississippi.

“The deer pressure is getting so high
that the food source is getting very, very
low,” says Les Hulcoop, cooperative
extension agent for Duchess County, N.Y.

Unfortunately, as deer populations

|
|
|

rise, deer habitat shrinks as people subdi- |

vide prime deer browsing
locations into suburban
home sites and office parks.

It's no wonder that deer
are increasingly invading
landscapes. They're hungry.

Todd Mizen discovered
this last April when, after a
late-spring snow, deer
chomped off all emerging
tulips at the woodlot-encir-
cled, three-acre office site he
helps maintain just south-
west of Cleveland.

Mizen, like other land-
scape managers, can't do
much to keep it from hap-
pening again and again.
These deer live in small
woodlots surrounding the
office, not in an area where
they can be harvested dur-
ing Ohio’s brief deer season.
Indeed, some of the office
employees or neighbors probably
wouldn't stand for it even if they could be
taken.

“When you talk about deer, you're talk-
ing about a controversial subject,” admits

Todd Mizen sprays a homemade mixture, hoping that the deer in a nearby woodlot find it too ‘hot’ for their taste.

Feeding by white-tailed deer distorted the shapes
of these evergreens at the Holden Arboretum.

Hulcoop, who has been investigating the

| deer-repellent properties of the fertilizer

Milorganite. “On one hand, people don't

continued on page 16
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PICKSEED rolls out the green carpet

e Y By

Two and a half dozen superior
Pickseed varieties cover North America’s

all-season turf needs. Home lawns, sod, .
. @ Mmmew< . parks, golf courses, |

Azay Sheeps, Jasper Creeping Red,
Spartan Hard and Victory Chewings.
Elite Kentucky bluegrass: Alpine,
America, Banff, Bronco, Crest, Indigo,

everywhere. No Nugget and Touchdown. Poa trivialis:
matter what your Colt. Creeping bentgrass: National.

climatic conditions,
a hardy, durable,
wearable, insect
and disease resis-
tant, good-looking Pickseed turf grass
does the job for you.

The TURF PROFESSIONAL...you.

Pickseed varieties consistently

satisfy turf profes- ‘
sionals. Always
have. Always will.
Your support
means everything
| to us, sowe'll do
everything possible to support you.
Unceasing R&D. Turf tests. Product
literature. Technical data. Pro-
fessional advice. Whatever you
need, Pickseed rolls out the
green carpet. It’s for you.
And thanks.

Perennial ryegrass: Blazer II, Dasher
I, Edge, Express, Fiesta II, Futura
2000 Blend, Jazz and Lowgrow.
Turf-Type Tall fescue: Maverick II,
Mustang, Team Blend and Thorough- |
bred. Slower growing Turf-Type Tall .
fescue: Crossfire, Mini-Mustang,
Shortstop and Team Jr. Blend.
Fine fescue: Agram Chewings,

PICKSEED

PICKSEED WEST Inc.
P.0. Box 888 « TANGENT, Oregon 97389 + U.S.A.
(503) 926-8886
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Products to keep deer, landscapes apart

®m Just about any type of fence, provided it’s at least eight feet high and there are no gaps in it, will keep deer from landscape

plants, But fences look like fences..

A newer product on the market, Benner's Deer Fence, is a dark mesh polypropylene material that can be strung from tree to
tree around a property or planting, and it's not as obtrusive, say users. Contact: Benner’s Gardens Inc., P.O. Box 875, Bala-

Cynwyd, PA 19004; phone (800) 753-4660.

Some popular taste or scent products used to repel deer from landscapes include:
® Deer-Away, Deer Away, 712 15th Ave., NE, Minneapolis, MN 55413.

® Gustafson 42-S Thiram Fungicide and Repellent, Gustafson Inc., P.O. Box 660065, Dallas, TX 75266.
@ Hinder, Necessary Trading Company, 422 Salem Ave., New Castle, VA 24127.
@ Hot Sauce Animal Repellent, Miller Chemical and Fertilizer Corporation, PO Box 333, Radio Road, Hanover, Pa 17331.
@ Milorganite, 1101 N. Market St., Milwaukee, W1 53201-3049.
® Ro-Pel, Burlington Bio-Medical & Scientific Corp., 222 Sherwood Ave., Farmingdale, NY 11735.

@ Spotrete 75 WDG Turf Fungicide, W.A. Cleary Chemical Corp., Southview Industrial Park, 178 Route 522, Suite A,

Dayton, NJ 08810.

For an excellent overview of deer damage control, the pamphlet Controlling Deer Damage in Wisconsin by Scott Craven and
Scott Hygnstrom is a good place to start. Write to Agricultural Bulletin, Room 245, 30 N. Murray St., Madison, WI 53717, or
phone (608) 262-3346. There is a small charge for the pamphlet.

want to hurt them. On they other hand,
they don’t want deer damage.”

Mizen tries to discourage deer from
eating the Taxus near the entrance of his
office site with a spray mixture of hot
sauce, Wilt Pruf and water.

The spray may or may not work
through the winter. He may have to re-
apply it. He may have to try another type
of repellent.

Most studies show that chemical repel-
lents, even some homemade ones, are
about 50 percent effective. That's probably
a little bit better than the success rate for
collecting human hair at a barber shop and
spreading it around specific plants. Or
hanging it in bags from branches. Or
drilling holes in small bars of deodorant
soap and hanging them on the branches of
valuable plants. (Leave the wrapper on the
soap, it lasts longer, says one landscape
manager with deer control experience.)

Jim Mack, superintendent of grounds at
Holden Arboretum in wooded northeast
Ohio, fights an even bigger battle to pro-
tect trees and plants, some of them quite
valuable, from deer. The 3,000-acre arbore-
tum, besides being basically an outdoor
tree museum, is also a game preserve.

The arboretum’s staff protects its valu-
able trees and gardens with an assortment
of fences and aviary netting. Some of the
materials Holden Arboretum uses include
electric fences around plant nurseries,
welded wire fences around some free-
standing trees, plastic fencing material in
some wooded areas.

Mack acknowledges that fences protect

| trees and beds, but he questions whether

homeowners would find them aesthetically
pleasing. Fencing really doesn’t solve the
bigger deer problem anyway. They just
deflect deer to another area, says Mack.
The solution, he believes, is for deer
populations to be maintained at numbers
that would be in balance with their avail-

| able food source.

Beyond that, landscape managers will
have to use their imaginations and, per-
haps even, a regularly changing combina-
tion of both taste and scent repellents
along with fences to keep deer from
destroying and disfiguring trees and land-
scape plants, he says.

—Ron Hall

Jim Mack, at the Holden Arboretum, tends a wire mesh fence that keeps deer
from this tree.
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* . There’s Curalan” DF fungicide.

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.

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
©1992 BASF Corporation JJ8247
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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.

BASF

BASF Corporation



Better training builds profits and
sets standards for quality and safety ‘

Maryland landscape firm discovers that
company performance is tied directly to
its employee training.

m [f you don’t think you can reap real financial returns with your
employee training program, think again, says J. Landon Reeve IV.

A strong training program trans-
lates into a stronger company, says
Reeve, president of Chapel Valley
Landscape, a multi-branched firm
based in Woodbine, Md. His company
began a formal training program five
years ago, and it started recording and
tracking these efforts about four
years ago.

Therein, claims Reeve, lies one of
the cornerstones of training—record
keeping.

The training records that Chapel
Valley generates and maintains allow it
to statistically gauge the effectiveness
of its efforts. It actually matches the
level of training its departments receive
to their performance.

“The branches that are most pro-
ductive and most profitable, did the
most training,” he says unhesitatingly.

Reeve maintains that a varied and
well-thought-out program builds more self-reliant employees,
employees that:

¥ produce more,

v have fewer accidents,

» maintain better morale, and

v are less apt to leave.

“You could see it just as clear as
day,” he says.

Initially, Chapel Valley’s goal was
to provide each employee 52 hours of
formal training each year. However,
the company’s definition of training
has since expanded to also include
just about any extra or specialized
knowledge an employee receives.
That includes any employee, even
managers.

Not too restrictive—“We don’t
try to write rules and regulations
about what’s training and what’s
not,” says Reeve.

The company is, however, a stickler
on recording and tracking its efforts. To get credit for the training,
the employee must make sure it's recorded on the forms that the
company makes available.

Actually, says Reeve, once employees see that training can help

Reeve says a
company-wide training
program helps keep
branch operations
moving in the right
direction.

Frank strengthened
training because he
didn’t think new hires
were getting the info
or support they
needed.

more responsive. That’s one reason why his company refers to its
training program as a Skills, Knowledge and Leadership Program.

David Frank, 34 years in the green industry, concurs that once
employees understand that training can help them achieve their
professional goals they're more likely to participate.

Let them do it—Participation is really what training is all
about, says the president of David J. Frank Landscape Contractors,
Germantown, Wis.

“We have to make training a participatory experience,” says
Frank. “We learn through our senses.”

That’s why he favors a mixed bag of training experiences,
including question-and-answer sessions, hands-on demonstrations,
and lots and lots of visuals. His company’s video library contains
about 350 titles.

“Probably the worst thing we can do *
is just stand up and lecture,” he says.

Steve Leker, ISS Landscape, Tampa,
Fla., suggests the following ingredients
for a successful training experience:

¥ a comfortable location,

¥ willing employees,

v ample and appropriate training
materials,

v a knowledgeable and enthusias-
tic trainer,

V¥ a step-by-step approach to the
material, and

v lots of repetition.

Says Leker: “If you can’t find the
time to train, you're not going to be
able to find the time to correct the

Leker: show
employees how to do
something, then let
them show you.
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Before you buy a fairway
mower, have your
Toro dealer take this test

r----—————-—---—-ﬂ
I The Ransomes 350D can. Because the engine is over the drive wheels,
I #» the 2-wheel drive Ransomes 350D is surefooted enough to tackle challenging

terrain. For the ultimate in traction, there’s the 4-wheel drive model that gives
new meaning to the words rugged performer.

2 Can the Toro 450-D cutting heads be adjusted by hand?

1 Can the Toro 450-D perform on hilly terrain? I

The Ransomes 350D can. Reel/bed knife and cutting height adjustment is
# easily made with a simple twist of a knob. No tools are required. What could
be easier?

!
l Can the Toro 450-D operator visually monitor cutting performance
while mowing?
# The Ransomes 350D operator can. All cutting units are located in front
I of the operator. The Toro 450-D wing units are positioned behind the operator,
I limiting visibility.
l 4 Can the Toro 450-D be transported at an efficient speed?

The Ransomes 350D can. It offers 15.5 mph transport, while the Toro 450-D
# lags behind at 12.5 mph.

Can the Toro 450-D mow in wet conditions without footprinting?
l The Ransomes 350D can. It doesn’t leave its mark — even on wet ground. |
I # The 350D is designed to evenly distribute weight to reduce the ground I
pressure which causes footprinting.

L--------------—-J
* Toro® * is a registered trademark of The Toro Company

The Toro 450-D has met its match — and then some — in the Ransomes 350D.
So go ahead. Ask your Toro dealer these five questions, and your next
question will be: how soon can I get a Ransomes 350D?

Call 1-800-228-4444 for a free
on-site demonstration.

Built to Last s"m‘s

1200 Ransomes America Corporation, 7900 West 78th Street, Suite 105, Minneapolis, MN 55439 © Ransomes America Corporation 1992, All nghts reserved
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mistakes later on.”

Setting standards—Bud Stephenson, owner of Caretaker
Landscape Management, Inc. of Mesa, Ariz., and current presi-
dent of the Arizona Landscape Contractors Association, recently
began a training program in his maintenance-heavy company.

Initial training will be for crew leaders, and will show “how
we want things done,” says Stephenson. He says he realized the
need to have some operational standards in place after six years
in business, “before we get any bigger."

Continuity of work from one account to another is important
in an industry where it's not uncommon to lose a contract to a
lowballing competitor. The more professional and disciplined the
crew, the better are vour chances of retaining accounts from year
to year.

Stephenson believes a good training
program shows that the company cares
about employee advancement. It also
helps reduce or eliminate turnover.

Worker safety is part of the Caretaker program, which
Stephenson has culled together from industry literature and
videos, and some material offered by various suppliers.

Stephenson plans to videotape his own training program, cus-
tom-made for Caretaker personnel.

Leker, Frank and Reeve all spoke at the ALCA annual conven-
tion in Indianapolis this past November; Stephenson spoke from
his office in Mesa, Ariz.

—Ron Hall, Terry Mclver

Exchange programs provide peer

group interaction

® An interesting twist on employee training is the tried-and-true
method of learning from others in your peer group. It's accom-
plished at the Chicago Botanic Garden through an exchange pro-
gram.

Cindy Baker, director of education, says the program was
started in 1989, “based on the premise that whenever two profes-
sionals meet, they have knawledge and experience to share with
each other.”

Participants in the program usually hail from area arboreta,
zoological parks or universities, but just about any green indus-
try professional is welcome.

“We invite (organizations and companies) to send their staff
members here for two weeks, and so far 18 have participated.”

According to Baker, having an opportunity to interact with

| someone from a different work environment is akin to re-learn-

ing or reinforcing some concepts and ideas that may have staled

| with time.

“And,” adds Baker, “we find that people integrate new ideas
into what they're already doing.

“The people who come to us wear many hats, so we try to
specify what they do here. They spend two weeks in two different
areas of horticulture.”

The Chicago Botanic Garden staff is itself a group that's ready,
willing and able to participate in continuing education. A recent
poll by management revealed a need for training in basic “horti-
cultural Spanish,” and the classes were given soon thereafter.

—Terry Mclver

Before you pick up your next pick-up |

®m Dealers say emphatically that price is not
as important as some other considerations
when small businessmen purchase a pick-
up truck.

Landscape managers who run their trucks ‘long and
hard’' need to be prepared before buying replacements.

“Service is probably number one to the
buyer today,” says John Kessen of
Southwest Ford in Parma Heights, Ohio.
“But service and trust run right together.
It's important to the dealership that people
come back again and again.”

The overriding features that small busi-
nessmen look for in their trucks nowadays
are, according to Kessen:

1) ruggedness, durability, “quality;” and

2) investment: how long it will retain a
value.

Before you head to the showroom, try to
picture how your new truck will fit into
your overall operations over the next sever-
al years. Scratching out a list of jobs your
new vehicle will perform will save time and
confusion at the dealer.

“The first thing I want to know is how
the truck is going to be used,” notes
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Manhattan Il
helps smooth out

the roughs
at Inverness

Tom Walker on Endophyte:

“Using Manhattan II
perennial ryegrass with
endophytes gives me a
biological alternative to
managing chewing/ suck-
ing insects. I have seen
no damage from these
insects, even though I
have not applied insecti-
cides. It makes good sense
to work with nature
whenever possible. "’

Turf Merchants

33390 Tangent Loop, Tangent, OR 97389

Outside Oregon 800-421-1735
503-926-8649/FAX 503-926-4435

INVERNESS CLUB, TOLEDO —
Superintendent Tom Walker
chooses Manhattan Il to
overseed roughs at this
prestigious club because of its
wear resistance, quick
establishment, dark green
color and drought and
disease tolerance. But Tom
finds Manhattan II's big plus is
density. Manhattan Il actually
produces more leaves per
plant, an economy
sometimes overlooked.

This increased basal
tillering, coupled with
Manhattan II's lower crown
help ‘heal’ shallow divots by
spreading laterally. This is
why Manhattan Il is used to
overseed the range tees at
Inverness, 100.

Manhattan Il was developed
to take the abuses hard use
areas demand, and look good
while doing so. Give it a divot.
Rough it up a bit. Manhattan Il
can take it. Just ask Tom
Walker at Inverness Club.

11
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Watch the 1993 PGA Championship
from Inverness Club, August 12-15.

Turf-Seed, Inc.

PO Box 250, Hubbard, OR 97032

800-247-6910
503-651-2130/FAX 503-651-2351



Particle distribution pattern for typical blended product.

For maximum
you need the finest pat

Scorrs, fertilizer-based pendimethalin products are the fewer application breaks with more effective control of
most widely used preemergent combinations. And for grassy and broadleaf weeds. Field tests show that

three very fine reasons. poorly formulated combination products may sacrifice
@D The particles are smaller and more consistently preemergent weed control by up to 15% or more.
sized than typical competitive physical blends, reduc- & No other preemergent herbicide can match pendi-

ing segregation potential while providing up to 8 times the methalin’s combination of broad spectrum weed control,
coverage per square inch. That better coverage means control effectiveness and season-long performance,

Preemergent Control Comparison

Crabgrass | Goosegrass Foxtail Poa Annua Oxalis Spurge Henbit | Chickweed
pendimethalin H H IGSH | M B SR ) D - e H
prodiamine (Barricade)* H M H M NR | M M
dithiopyr (Dimension)* H M H bd B H M | M | M

H-High M-Medium NR- Not registered (Based on Scorrs/university data) * Barricade and Dimension are trademarks of Sandoz Limited and Monsanto Company respectively



Particle distribution pattern for Scorrs, methylene urea
fertilizer/pendimethalin product.

weed control,

ticles money can buy.

Season-long crabgrass control is just one consider-

ation, and pendimethalin answers it. But pendimethalin
also outperforms other preemergent herbicides on
tough-to-control weeds like goosegrass and oxalis.
@ Now ScorTs fertilizer-based pendimethalin line
also features Poly-S.technology, the most efficient and
cost-effective turf fertilizer ever developed. This exclu-
sive technology offers programmed, flexible release
rates and more predictable response. It's virtually dust-
free. And it's available only from ScorTs.

Offering a broad line of different fertilizer/pendi-
methalin products, your ScorT Tech Rep is ready to help
you select the formulation that best meets your needs.

For more information, contact your Scort Tech Rep
today. Or call 1-800-543-0006.

Scotts,

Pendimethalin Plus Fertilizer
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‘No-dicker’ dealerships

m No-dicker dealerships—where the sticker price is the only price—are catching on.
They could revolutionize the way cars and trucks are sold, according to a new study.

The market research firm of J.D. Power & Associates of Agoura Hills, Calif. says
new-vehicle dealers who skip the haggling are better liked and busier than tradition-
al dealers.

Ninety-two percent of the dealers surveyed said their sales have increased since
they adopted the system.

Among the differences customers like is avoiding the negotiation process with
sales people while trying to sort through a maze of rebates and incentives, says Doris
Ehlers, the J.D. Power account executive who conducted the study.

“We gave people the statement: ‘I dread negotiations’ and asked for a yes or no
answer,” she says. “Sixty-eight percent of the people answered yes.” (The corollary:
32 percent of buyers don’t mind haggling.)

No-negotiation car prices are like any other retail item: subject to frequent
change. The J.D. Power study showed 33 percent of one-price dealerships changed
prices as factory incentive programs changed, 29 percent changed based on invento-
ry conditions, 14 percent changed weekly, 14 percent changed to sell more vehicles,
and 10 percent changed every two or three days.

However, the J.D. Power study also showed that 54 percent of one-price dealers
still haggle on trade-ins.

Kessen. Total miles per year, how many
drivers, and what it will be hauling are key,
he says.

“A lot of landscaping and lawn care com- |
panies are running their pick-ups long and
hard,” Kessen observes. “The length of ser-
vice you get out of your vehicle depends on
the number of drivers and amount of regu-
lar maintenance. I've had people destroy a
truck in one year and others that get
150,000 miles or more.”

Other considerations—Some other
things to consider:

Size selection: Don't pick the truck that
can handle those giant loads you haul three
or four times a year. It's more economical

(including driver).

missions, gear ratios and axle sizes.

more for an easy-loading model.

Driving area: Suburban stop-and-go
driving versus highway hauls makes a big
difference when it comes to selecting trans-

Body type: The cheapest tailgate won't
save you any money if it takes your crew
longer to load the truck. Considering the
cost of labor and workmen’s compensation
today, it may be more economical to spend

Simplicity: Are tilt-away steering
columns and exotic engines really neces-
sary? How much extra time and money will
it cost to fix these items if they break down?

Ease of handling: Does the model make
backing into driveways a major project? You
want the truck that’s wide enough for your
loads, but not so big that it's a tricky ride
down narrow streets.

Trade-in value: Unless you're into the
habit of running them into the ground,
some: day your truck wil! end up on the
market. Which models best retain their
resale value?

Dealer reputation: The best “bargain”
often isn’t. What do other customers think
of the dealer’s service and reliability? He's
the most crucial link between you and
Detroit.

Lease or buy—Whether you choose to
purchase the vehicle outright or lease it
over a period of months will make a differ-
ence on your next income tax statement.

“Leasing programs have become more
popular,” notes Kessen, “mainly because,
then, businesses know exactly what their

| program is. When leasing, though, annual

(GVWR). Here is how they compare: |
Payload equals GVWR (found on inside left
door panel) minus Curb Weight (in manu-
facturer’s specs) minus Passenger Weight

mileage is a big factor.”

Lease payments in a non-financing lease
for equipment purchases are all deductible
as they are paid or incurred, so cash outlays
match expense deductions.

If purchased, however, equipment is
generally depreciated over five years,
regardless of the down payment amount.
You are also usually allowed to deduct up to

[ $10,000 of the price in the first year. The

| year=19.2%;

remainder is conventionally depreciated like
this: 1st year=20%; 2nd year=32%; 3rd
4th year=11.52%; 5th
year=11.52%; 6th year=5.76%.

—Jerry Roche

to select the size suited to average loads,
and then rent for the occasional large pay- |
T Accessory costs
Watch
when you’'re
comparing ® Here is an approximation of what you can expect to pay for certain non-standard
payloads to | | equipment:
compare | Air conditioning $800
“apples to AM/FM stereo $300
apples.” Some Anti-sway bar $75
manufactur- | Auto trans. air cooler $100
ers will give | Automatic transmission $800
you the vehi- ! Bed liners $250
cle’s payload Extended cab $800-$1700
capacity, oth- Heavy duty shocks $100
ers will give Larger engine $300 and up
Kessen: How are you you Gross Limited-slip rear axle $200
goingtouse yourpick- Vehicle Upholstery & trim $1,100
up? Weight Rating
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Full 10” overhang makes trimming a breeze. More choices in agile, compact, high-

Get the most out of every ride—even around production mowing.
tricky traps and planting beds—with the generous Select a 16 hp gas, mechanically
10” overhang of the 1684D. One of a complete driven reel unit with 71” cutting width,
family of Tri-King™ triplex mowers from Jacobsen. or 16.5 hp diesel,

hydraulically
driven models in
either 72" or 84"
cutting widths.

All three fea-
ture your choice
of 5 or 10-blade
reels that can :
be switched from fixed to floating simply
by removing a bolt. Plus, foot-operated
reel lift allows the operator to keep both
hands on the responsive steering yoke
for fast, precise cross-cutting.

New standard features.

The 1672D & 1684D now come equipped
with on-demand, all-wheel drive and
power backlap-
ping standard
for the ultimate
in triplex
per formance and
value,
and the
Tri-Kings'

wide stance, lightweight
¥ design treads softly on
delicate turf.

Ask your Jacobsen dealer for a com-
plete demonstration.

Tue ProressioNaLs CHoICE ON Turr

JACOBSEN

Jacobsen Division of Textron, Inc
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Balance nutrients for
early fertilization

Organics, ‘bridge products’
and coated fertilizers now
offer more choices.

by Tony Koski, Ph.D.
Colorado State University

®m Late-season fertilization is common in
most cool-season turf programs, and even
in some warm-season programs. However,
quality turf cannot be sustained without
some kind of early-season fertilization.

Certainly, applying too much N in
spring causes more mowings and increas-
es the liklihood of turf diseases. Concerns
about the potential for water contamina-
tion via run-off and leaching force us to
more closely consider N sources, applica-
tion rates, and in which situations we
should —or should not—be using that
fertilizer.

Stimulate color, not growth—This is
a good rule-of-thumb for the average turf
that is not subjected to intensive wear. On
a heavily-used soccer field, however, N
must be applied more frequently to stimu-
late the growth that promotes better wear

tolerance and speeds recovery from
intense foot traffic. Common sense must
be used in determining frequency and
amount of fertilizer to apply. The proper
amount will vary with species, desired
quality level, and what the turf is used for.

Some turf managers rely on residual
activity of fertilizer sources to carry them
from one application to the next.

In Table 1, not that those fertilizers
which promote rapid greening possess
short residual activity, and that the poten-
tial for fertilizer burn is higher with these
quickly-available sources. On the other
hand, the quickly-available N sources are
less affected by temperature and are less
expensive per pound.

Slowly-available N fertilizers provide
more even feeding and longer residual
activity than fertilizers like urea or
ammonium sulfate. However, some slow-

“CHARACTERISTICS OF NITROGEN FERTILIZERS

[t smomtny | ahoShen 1w g et Sk | oty

Quickly-available N ferilizers

Ammonium nitrate

3300 | ommonium nitrate minimum

4-6 weeks

Ammonium sulfate

21-00 | emmonium sulfate minimum

46 weeks

Ml Ammonium phosphate

18-46-0 | dammonium phosphole

4-6 weeks

Urea

4500 | wea

4-6 weeks

Slowly-avaliable N fertilizers

Slow-release sources

Sulfur-coated urea

22-38% N| uea

Once

24-35% N| ueq nitrate, ommon. N

Polyon

11-44% N§ wea. potassum nitrote

Scotts Paly-S products

16-40% N| uea. methylene urea

Slow-soluble sources

IBDU

| 3100 | sobutysdine durea |

Ureaform reaction ledilizers

Nitroform

3800

Fiut

18-0-0

Nufralene

Methylene urea

Coron

N-Sure

Ringer

6-1-3

Sustane

524

Milorganite, Terrene

S6%N

oclivatedsiudge | high
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..And 1t’s low-dust, too.

Now the powerful turf insecticide that webworms and billbugs. And, applied at the
lets you lower the boom on damaging grubs nematicide rate, CHIPCO®* MOCAP* is one of the most

comes in an even more convenient, low-dust effective nematicides you can buy.
formulation. Introducing new CHIPCO* Best of all, you now get all this time-proven
MOCAP* brand 10G pesticide. Sl turf pest control in an easier-handling,
CHIPCO* MOCAP* brand 10G works fast to low-dust formulation. CHIPCO® MOCAP®

knock out subsurface insects before they can Nocap W& brand 10G pesticide. Available from your
inflict damage. Then, its broad-spectrum turfcare chemicals supplier today.

activity goes after surface feeders AL New Low-Dust Formulation
like chinch bugs and the

larval stagesofsod .= ChlpC0° MocapQ 10G

Beand Pesticade

@& Rhone-Poulenc Ag Company, 2 T.W. Alexander Drive, Rescarch Triangle Park, NC, 27709 For additional product information, please call: 1-800-334-9745
CHIPCO and MOCAP are registered trademarks of Rhone-Poulenc. As with any crop protection chemical, always read and follow instructions on the label. ©1992 Rhone-Poulenc Ag Company
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ly- available fertilizers may provide a slow
initial green-up, especially under cool, dry
spring conditions.

Slow response can be offset with high
rates (1.5 to 2 Ibs. actual N/1000 sq. ft.) of
the slowly-available sources, as is often
done with straight ureaform and natural
organics.

This is one of those rare instances in
which more than 1 |b. of N/1000 sq. ft. can
be safely applied. Unless you wish to
adhere to a strictly natural organic pro-

gram, it is wiser and easier to apply a
blend of quickly- and slowly-available N
sources in the early season.

The resin-coated product called “Once”
allows you to fertilize once in the spring
and yet provide even greening throughout
the growing season. This fertilizer has per-
formed impressively in three years of test-
ing at Colorado State University.

Disease control—Over- or under-fer-
tilization, especially in the spring, can
result in turfgrass disease problems.

"WB re Very

~Pleased

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

U R F

excellent and its durability
and low maintenance make it
superior for athletic fields.”

- Steve Renko and Tom Turley,
Mid-American Sports

\ Complex, Shawnee
3 Mission, Kansas

°TYPE

OREGON TALL 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, Tur
Type Tall Fescue seed you're getting fresh, pure seed of the highest
quality-and mare 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 COMMISSION

866 Lancaster Dr. SE, Salem, Oregon 97301
Phone: (503) 585-1157
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Red thread can be a problem during
moist, cool springs on fine fescue and
perennial ryes if they are under-fertilized
and not growing at a satisfactory rate. On
the other hand, diseases like stripe smut
can become severe if susceptible Kentucky
bluegrass cultivars get too much fertilizer
during the spring.

Research at Cornell University and
other universities shows that nitrogen
sources may also help suppress certain dis-
eases. That work suggests that natural
organic fertilizers and composts, when
used as turf fertilizers, can sometimes
reduce the incidence or severity of diseases
like brown patch, necrotic ring spot, red
thread, dollar spot and pythium root rot.
Success may vary depending on fertilizer
and location.

Clippings return nutrients—CGrass
clippings provide legitimate and important
nutrient sources when returned to lawns.
In addition, the severity of rust and red
thread may be dramatically reduced on
ryegrass and bluegrass lawns where clip-
pings are returned.

Use fertilizer responsibly—Any fertil-
izer application has the pofential to con-
taminate water resources through surface
run-off or leaching. Continuing research,
however, indicates that careful fertilizer
use presents negligible risk to most
ground and surface water sources.

Using water-soluble fertilizers on sandy
soils with high precipitation or irrigation
rates greatly increases the potential for
groundwater contamination.

Run-off from turf sites probably pre-
sents little hazard to water quality.
However, sloppy application of fertilizer
onto hard surfaces like driveways and
streets will obviously present a problem
when that fertilizer (which often is a pesti-
cide carrier) is carried into storm drains
with precipitation.

The responsible applicator will guard
against this altogether, or clean up any
mistakes by sweeping up the mis-applied
material.

Benefits of other nutrients—
Remember to test for and maintain ade-
quate potassium levels for your soil type.
Research shows that potassium can be an
important enhancer of wear, heat and
drought stress on both cool- and warm-
season species. Try reducing the amount
of N you use by making iron a more
important part of your standard fertility
program.

—Dr. Koski is an extension turfgrass spe-
cialist at Colorado State University's
Department of Horticulture.




"] he power structure
at Honda.

At Honda, we believe power is good. But more power is better. And our multi- m
purpose engines are no exception. They offer you all the power you want. And they're
designed to perform a multitude of tasks. Flawlessly. So if you need an engine, look m
to the organization that offers you more power: Honda. For your nearest dealer call m
1-800-426-7701. E ¢
© 1991 American Honda Motor Co.. Inc. For optimum performance and safety, please read the owner’s manuval before operating your Honda Power Equipment nglnes

Circle No. 113 on Reader Inquiry Card




(EC H & ENTEN

Controlling fire ants in the South

Baits, dusts, broadcast
sprays, mound injections
and drenches—these are
some of the answers.

® The key to controlling imported red
fire ants in warm-season areas is to kill
the queen and her brood, says Dr.
Beverly Sparks of the University of
Georgia. “The mound will rebuild if you
only kill the workers,” she says.

“Controlling fire ants can get confus-
ing because there are so many products
labeled,” she notes. “But it's not neces-
sarily the product—it's how you apply
it—that makes a difference.”

Red fire ants (Solenopsis invicta)
came to the United States in the 1930s
from South America. Entering the coun-
try in Mobile, Ala., they have infested
many parts of the southern U.S. Unlike
most landscape pests, the small (3 to 6
millimeters) imported red fire ant does
little damage to turfgrass. “They are a

people problem,” says Sparks. “They will-

attack anything that disturbs their
mounds.” Fire ant bites will cause white
pustules to
form on hu-
mans.

The popu-
lation of an
average col-
ony can be
between
100,000 and
500,000
workers with
several hun-
dred queens.

Before

=

Sparks: fire ant control  treating for
a long term program, fire ants, you
over months. must balance

potential
health risk with the environmental
impact of chemical applications. That
decided, you must then commit to a
long-term program.

You can temporarily control fire ants
with chemicals. However, if you stop
treatment, the fire ants will probably re-
infest the area, perhaps at levels exceed-
ing the original infestation.

One of the key principles in control-

After first chemical treatment, fire ants will re-infest an area in greater numbers.
Photo by Harry N. Howell, Jr., Center for Urban & Public Health Entomology, Texas A & M University.

ling fire ant infestations is that they tend
to seek warm soil and that freezing soil
temperatures limit their distribution.
“The queen and brood will be closer to
the soil surface and much easier to con-
trol in the spring and fall and immediate-
ly after a rain," Sparks points out.

Some solutions—Sparks says mound
drenches are effective and economical for
controlling fire ants,
Products such as

formulated as granules that need to be
watered in, or the mound will just move
to a different location. Some products
containing acephate are specially labeled
for dusting individual fire ant mounds
when water is not available. Granulars
will generally take several days to kill a
colony while dusts can take up to a week.

“Often, it is not feasible to treat fire
ant mounds individu-
ally, and for these sit-

chlorpyrifos |f you cannot treat uations there are sev-
(Dursban), acephate eral products labeled
(Orthene), carbaryl mounds Indlvldually, for broadcast applica-
(Sevin), diazinon several products tion,” Dr. Sparks
(home lawns only) notes. She lists gran-
and others are are labeled for ular or liquid formu-
labeled for this pur- broadcast application. lations of chlorpyri-
pose. fos, isazophos (Tri-

The basic pre-
scription is two gallons of diluted prod-
uct per mound. “Sprinkle one gallon
around the mound, one gallon over the
mound and you get 90 percent mortali-
ty,” she points out. “Do not disturb the
mound before application, though.”

The main drawback to drenches is
that they kill by contact and may require
several days to be effective.

Granular products and dusts can also
be used. Bendiocarb (Turcam), chlorpyri-
fos and diazinon (home lawns) are also

umph) and isofen-
phos (Oftanol) to kill foraging worker
ants and prevent small mounds from
becoming established.

Some insecticides, like pyrethroids
and chlorpyrifos, can be injected directly
into the mounds. “However, at $1 to
$1.50 per mound, this is a very expensive
control procedure,” Dr. Sparks says.

Liquid fumigants—methyl chloro-
form (MC96) in particular—have also
proven effective. One to two ounces of
the liquid poured into the mound rapidly
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changes into a deadly gas that kills the
fire ants within a matter of seconds.
“This method is good on athletic fields
and places where you're concerned with
pesticide residues,” notes Sparks.

Baits for the long haul—Baits can
also be used as a two-pronged solution to
fire ant infestations: (1) broadcast at 1 to
1.5 Ibs./acre, and then, two to three days
later, (2) follow with an individual
mound treatment. Some products
labeled as fire ant baits are hydromethyl-
mon (Amdro), fenoxycarb (Award, for-
merly Logic) and Bushwacker.

“In situations where immediate con-
trol is needed, I do not recommend
baits,” Dr. Sparks admits. “However,
baits work well as broadcast treatments
for control over a long period of time.”

According to a University of Georgia
extension booklet authored by Sparks, to
achieve satisfactory results with baits,
you should:

a) use fresh bait, preferably from an
unopened container or one that has been
tightly resealed and not stored for more
than two years;

b) apply when the ground and grass
are dry and no rain is expected for 24

Treatment options

® For small areas of turf, or where preservation of native ants is desired:
1) Treat unwanted fire ant mounds using the individual mound treatment of choice.
2) Selectively treat new or undesirable mounds as needed.

® For long-term suppression of ants in turf and non-agricultural lands:
1) Make an annual or semi-annual broadcast application of bait formulated insecti-

cide in the spring and/or fall.

2) At least two days after broadcasting the bait, begin treating individual mounds in
sensitive or high traffic areas using the individual mound treatment of choice.

® To eliminate all mound building and foraging activity in turf:
1) Make an annual or a semi-annual broadcast application of a bait formulated insec-
ticide in areas where there are fire ant mounds; or treat individually.
2) Routinely broadcast or spray a contact insecticide every eight weeks or when new

ants are detected.

hours;

c) apply in late afternoon or early
evening when worker ants are actively
foraging for food; and

d) treat individual mounds by sprin-
kling the recommended amount of prod-
uct up to three feet away, but not on top
of an undisturbed mount.

“Baits take several weeks to six
months to be effective,” says Dr. Sparks.
With a second bait application in the fall
and annual treatments, you get 90 per-
cent control for $15 to $20 per acre per
year. “If you do get on this regime,” she
adds, “you need to stay on it.”

—Jerry Roche

CROSS
/@l 2/ M 400 0Oakwood Road,
Lake Zurich, IL 60047.
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Cross section of
line shows the eight
culting surfaces
that shear

rather than

tear grass.
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Echo Incorporated,

EIGHT CUTTING EDGES FOR
CLEANER, SHARPER TRIMMING.

Introducing new Cross-Fire™ Premium Trimmer
Line from Echo. The shape of things to come.

Not your ordinary line, Cross-Fire’s™ eight cutting

edges shear rather than tear grass. That helps reduce

the browning of grass tips for a more professional look.

Cutting is easier and faster, too, even in long, thick grass.
Made from a specially designed premium copolymer,

Cross-Fire™ has excellent flexibility and suppleness, plus

exceptional split and tip wear
resistance for longer life. Also,
the bright color is easy for
the operator to see.
Choose the size you
need from .065" to .130"
7" in diameter, and lengths
from 40’ loops to 5 Ib. spools.
This year, don’t settle for the

same old line.
For the Echo dealer near you, call toll-free
1-800-432-ECHO. Or write:

VECHO

THE RIGHT TOOL
e



Once you order our parts,
we’re on your schedule.

YI:al'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.

Helpimg You Put Quadity Into Plery.™

*For full program details, contact your local Toro dastribudor. 24 Hour Fast Track and Divect Today 48 Hour delivery ave available
m the 48 aomtaguous states and cover only parts by The Toro Company, Minneapolss, and do not imclude imgation or
aeriain engine parts. Program subject to carmier restrictions. © 1993 The Toro G . The Toro Company, 8111 Lyndale
Avenue South, Mimneapolis, Minnesola 55420. “Toro™ is a registered trademark of The Toro Company.
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Choose Bayleton this year for the same

oy

reason everyone chose it last year.

> 1 o

And the year before that. And the year

-

before that. And the year before that.
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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.

Our new water
soluble packets give
you consistency in formulation and 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 /A

©1993 Miles Inc. 935637
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GOLF

The art of bunker maintenance

Nothing shows your course
off better than clean, sharp
lines in a well-raked bunker.

® A “hazard” is any bunker, water hazard or
lateral water hazard, say the Rules of Golf.
By definition, a bunker is an area of bare
ground, often a depression, which is usually
covered with sand. Grass-covered ground
bordering or within a bunker is not part of
the hazard. So that settles the issue of “TV
grass bunkers.” TV announcers and archi-
tects take note: no such animal exists.
Since bunkers have no stakes or lines,
the margin must be defined by the separa-
tion of turf and sand. That's why bunkers
require so much edging and raking. Sand
and turf must be kept separate. Sand raked

player to determine if the ball lies in or out
of the hazard.

Those maintaining bunkers must (1)
provide the golfer with a consistent playing
surface, and (2) allow the golfer to make a
fair ruling in playing the shot.

Raking—Various methods and intervals
are employed for raking bunkers, depending
on budget, time and labor constraints.

(1) Hand—This is the best way to get a
consistent surface and lie but it's labor- and
time-intensive. Courses that hand rake are
usually on a continuous schedule.

(2) Machine—This procedure is the
quickest and cheapest. One or two persons
can do the average 18-hole course in a day.
The trade-off is a bumpier surface with tool
marks that may trap a ball. Also, maneuver-
ing the machine too close to the edges can

| beak down the banks and spill sand onto the
onto the turf makes it impossible for the |

turf. Budgets may only allow this procedure

Sand bunkers
come in all
shapes and sizes:
large and small,
regular and
Irregular. But
they are
generally areas of
special
maintenance
attention, if you
want your course
looking sharp.

three times per week—but always on Friday.
Use a hand rake to clean up behind the
machine.

(3) Combination—A combination of
machine and hand seems to be an effective
alternative. The machine loosens the surface
so it can be quickly raked. Hand-rake the
edges. Let the operator continue around the
course with a two-man crew following with
hand rakes. This procedure may be restrict-
ed to twice a week and after each heavy rain.

Edging—No bunker looks maintained
without some regular edging. Otherwise, the
turf will close in and shrink the bunker,
leaving an unsightly and unplayable margin.
Your budget will tell you how much you can
do.

How you edge and how much you edge
will, again, depend on time and budget:

(1) Rotary edger—This is a quick and
easy way to maintain the margins followed

ELSEWHERE
Bio-tech $100 for your A ‘menacing
for golf, observations, threat’ to golf,
page 38 page 40 page 42
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 _OR A LITTLE
. OFF THE SIDES.

Or maybe a flattop on that boxwood. With Stihl On big jobs you'll be impressed at how

power equipment, almost anything’s possible Stihl string trimmers combine power with

for the grounds maintenance professional— lightweight handling ease. You'll also appreci-

even the thorniest jobs. ate the low noise level at which many of our
From hedge trimmers to string trimmers blowers operate.

to power washers to backpack blowers, Stihl If you'd like to test any of our grounds main-

offers a full line of rugged and reliable prod- tenance equipment, see the Yellow Pages under

ucts. Stihl’s famous dependability ensures that “Saws” for your nearest Stihl dealer. The long

you can tackle just about any project quickly and short of it is that you won't find any better.

and efficiently.

STIHL

As good as Kou thought.
Priced less than you think.

. Vo X
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continued from page 36

by hand-raking the trash left in the bunker.
However, this method leaves the raw edge
exposed unless the sand is brought to turf
level, eliminating the desired lip. Require
the operator to wear goggles.

(2) String trimmer—It does a fair job in
the hands of a good operator, but it’s diffi-
cult to maintain a clean and straight edge. It
also leaves the turf with ragged edges. Hand
rakes are needed to remove the trash in the
bunker after this operation. Require your
string trimmer operator to wear goggles.

(3) Hand edging—The preferred
method, by far, because pulling the runners
that protrude leaves the turf with a groomed
look and lets it drape over the edge. Also, it's
easier to draw the sand under this drape and
leave a good margin. This procedure is also
labor-intensive and adapted to higher-bud-
geted courses. Normally, this is done at each
raking to maintain the groomed look.

Regardless of the method, rhizomes

growing into the sand must be removed
periodically. This takes the time-honored
method of reaching into the sand four to six
inches and pulling out the rhizomes. Left
unattended, the bunker will close in and be
unsightly. How often this needs attention
depends on the species and season.

Drainage—The most vexing problem
facing the superintendent in bunker mainte-
nance is drainage. The three types of
drainage designed into a bunker are: (1)
internal; (2) surface; and (3) no drainage.
The first, installed properly, gives the most
lasting results. The second method starts
out as a problem and gets progressively
worse. The third requires your attention,
today.

Drains must be kept open at all times;
you never know when the next rain will hit.
Following a heavy rain, water will percolate
through the sand slowly, leaving a film of
silt on the surface. The most important part
of restoring your bunker is removing this
layer. Skim it into piles and get it out before

any raking, as you will contaminate the
entire bunker.

Surface-drained bunkers will wash the
sand onto the turf at the lower end (usually
in front of the green) following a rain. This
means shoveling the material off the surface
and brushing the residual into the turf. The
only permanent solution is to install drains
in the bunker and carry the water away from
the playing ground.

Not having any drainage may or may pre-
sent an immediate problem, particularly if
you have no sand in the bunker. That is not
uncommon on many restricted budget
courses. However, if you wish to provide a
better playing surface in your bunkers, they
will need some form of drainage. We shall
discuss this next month.

—The author of this article, Al Frenette,
CGCS, passed away in September, 1992. It
originally appeared in “Through the Green,”
the publication of the Georgia Golf Course

Superintendents Association, and is used

with their permission.

On the cutting edge of bio-tech

New biological concepts and
technologies will help golf
course superintendents
meet the future demand for
quality trees, shrubs and
herbaceous plants.

by Douglas J. Chapman,
Dow Gardens

® Trees, shrubs and bedding plants provide
interest and color, often the difference
between an average and an exciting golf
course. To better develop the course while
not increasing maintenance, a superinten-
dent should be aware of biological concepts
that affect the type of tree, shrub and herba-
ceous perennial to be planted.

Some of these concepts are:

@ native plant adaption to high and/or
low temperature,

® photo-period’s impact on vegetative
and reproductive growth,

@ disease-resistant cultivars, and

@ unique pheno types (growth habits).

Provenance is adaptation of plants to
regional environmental conditions. As many
golf course superintendents know, Acer
rubrum is native from northern Michigan to

Spirea blumalda

northern Florida. But northern Michigan
red maples will not survive high tempera-
tures south of Kentucky. Conversely, south-
ern ecotypes will not survive low northern
temperatures.

Further, as one moves north, native
trees within the same species (plants in gen-
eral) exhibit provenance by being more
photo-periodic responsive (responsive to
day length). Two results of this photo-peri-
odic response are the beginning of abscis-
sion (dormancy) and hardening off (low
temperature tolerance).

Photo-periodism was first discovered by
Garnard and Allard in the late 1920s. Their
basic research showed that some plants ini-
tiate a reproduction cycle by virtue of day
length—Ilike chrysanthemum, short days.
As photo period was more extensively
researched, it was shown that juvenile

Acer rubrum ‘Northwoods.’

plants native to northern latitudes are more
day-length responsive. When grown under
continuous light, the plants remain vegeta-
tive. Some plants, like Japanese maple,
Blumalda spirea, and paper birch can grow
to at least three times their normal annual
height in 12 months. The plant remains
continually vegetative until it is allowed to
go dormant by shutting off the supplemen-
tal light.

Using this technique, one can accelerate
growth of many northern plants propagated
by tissue culture, cuttage and/or seedage
which dramatically reduces the time needed
to produce landscape-effective conifers,
birch and northern woody ornamentals.

Northern genotypes can be selected for
unique habits of growth, fall color, etc.
while being extremely low temperature
hardy. Ecologists have shown that native
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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

o

weeds—including goosegrass, crabgrass and Poa

Annua. You'll also appreciate the fact that CHIPCO?
RONSTAR?® G 1s 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

CHIPCO® RONSTAR®* G works without pruning turf . your course, just the quality of weed control.
roots. That means healthier roots and stronger, > .
more durable turf. Best of all, just one pre- — New ,LOW I@?USt Formmagon
emergence application provides season-long Chl Ronstar G
control of 25 tough broadleaf and grassy m
Brand Herbicide
G’ RHONE-POULENC
Rhone-Poulenc Ag Company, 2 T.W. Alexander Drive, Res nangle 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 2l CHIPCO and RONSTAR are registered trademarks of Rhone-Poulenc. ©1991 Rhone-Poulenc Ag Company
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Forsythia tetragold

maples in continental climates like
Minnesota, North Dakota and South Dakota
are taxanomically the same species as found
in the Great Lakes region, but more xero-
phytic (can survive in droughty conditions).

These regional cultivars will be selected
for local environmental tolerances, disease
resistance, or adaption to extreme tempera-
ture variation found in the Dakotas and
downtown sites. These regional cultivars
should result in better plants with
decreased maintenance requirements.

The University of Minnesota has
embarked on a selection and hybridization
program to introduce northern continental
hardy trees, shrubs and herbaceous peren-

Malus sugartyme

nials. Some products of this program are
‘Northern Lights' azaleas, ‘Northwoods' red
maple, and early-flowering hardy chrysan-
themums.

Golf course superintendents will have
the opportunity to landscape their courses
with plants that are resistant to disease
(such as apple scab), cold temperature
hardy trees like Acer rubrum ‘Northwoods,’
salt tolerant sugar maples like ‘Green
Mountain,” and adapted shrubs like ‘Dakota
Sunrise’ potentilla. Further, these tailored
plants will assist management of the course
and improve the overall ambience.

—Douglas J. Chapman is horticulturist-
director of Dow Gardens, Midland, Mich.

$100 for your opinions,

observations

®mDo you have an observation on the
art/science/profession of being a golf
course superintendent?

We are soliciting the opinions/obser-
vations of golf course superintendents.
Topics can range from employee rela-
tions to greensmower selection to treat-
ing turf diseases. If you have such an idea
you-wish to express, tyvpe it, double-
spaced, on plain white paper, 750 words
or less. Send it, along with your Social
Security number and a recent photo, to:

“Strictly Golf”
LANDSCAPE MIANAGEMENT
7500 Old Oak Bivd.
Cleveland, OH 44130

Upon publication, the superintendent
will be paid $100 for contributions. (We
reserve the right to edit material for
length and grammar. Manuscripts are
non-returnable unless accompanied by a
self-addressed, stamped envelope.)

THE LIGHTWEIGHT SPADE THAT WILL DIG A
VARIABLE SIZE ROOTBALL TO A MAXIMUM OF
28 INCHES. AVAILABLE IN 3 PT., TOWABLE,
SKID STEER AND BUCKET MOUNT.

TREE FARMER/LANDSCAPER
After using the DAKOTA
HAND spade for a season it
has proven very trouble free,

simple to operate and a

CONSULTING FORESTER

The DAKOTA HAND spade is just what we
needed and is very reliable, we have dug
over 200 trees for the Christmas season and

are very satisfied
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MID DAKOTA CORP.
Box 728 = Garrison, ND 58540

Phone (701) 337-5619 or 1-800-327-7154
GSA Contract No. GS-OOF-5442A
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NATURAL ORGANIC ° ,
‘M,,O,gaf,e America’s Number One

Ve Natural Organie Fertilizer

Milorganite is the fertilizer golf courses have been using since 1926.
® Many of the finest golf courses in America are ® 90% Water Inscluble 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.

. Suppl.ies humus and improves water holding * Rich in organic iron — 4% minimum guaranteed.
capacity of soils. * Great starter fertilizer. Provides good foundation

® Rich in organic iron — 4% minimum guaranteed.  for seed development.

CONTACT YOUR NEAREST MILORGANITE DISTRIBUTOR

ALABAMA FLORIDA (cont'd.) TLLIONIS (comt'd.) MICHIGAN (cont'd.) nrmunnuwu«uw VIRGINIA (comt'd. )

Pemingham, AL 2059024800 Do B P X3 240 e 2% 0007 m‘:’mu :‘tw oS Com B¢ S v.:u":f\'nk“m
i G Pl IS B L WIS el IO e roe ey | KepwmedC WOIOIN g
b - W ators T e e L
Lo RO U gt s i, IN ST i s4se30s  LAMNY SEMSSML M fomd T Coner  WISCONSIN

(R amrdyrotgprisprmi 09 ey Loogs, SC 803399671 Horu Distribating, Inc.
i AZ: : rmtﬁ.h KANSAS MISSOURI mu‘v.' TOIUASH  Wilbm, bec. Chiloa, Wi 4-009.238
""‘“",m Campbell Distibuting Co Metro Milorganie bc Norwsy, SC 803-263-4201
Seed, Inc: SRS Springficld. MO 4T-83353  poggond Hill, NY 9U4663M  yoanpecyy
Outdoor Equipmens Company  Paycack Sales, Inc. B of Memphis, Inc.
Chesterficld, MO I4-S26622  Moaroe, NY 9147830055 Memphis, TN 9013672941

MILORGANITE DIVISION - MMSD 1101 N. Market St., Milwaukee, Wisconsin 53202. (414) 225-3333
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WHAT’S

Supers’ contributions requested

CHELSEA, Mich.—Dr. Trey Rogers of Michigan State University
is soliciting contributions from golf course superintendents for
his “Superintendents’ Handbook for Golf Course Maintenance and
Construction.”

The book will be edited by Rogers and be published by Lewis
Publishers. It will consist of a “cookbook” format with chapters
divided into putting greens, fairways, roughs, wildlife manage-
ment, equipment, IPM and more.

Each chapter will consist of contributions detailing techniques
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 contribution packet,
please write: “Handbook for Superintendents,” P.O. Box 799,
Okemos, MI 48805.

‘Menacing threat’ to golf courses?

SAN FRANCISCO—C(olf course architect Robert Trent Jones Jr.
sees the nation's financial instability as playing a large role in

Start the spray season
three times better prepared.

With new TeeJet® Triple Nozzle Bodies, you're ﬁ
almost any spraying application. Change tigs wit
of the nozzle body. In a few seconds, you'll be

Bodies with ChemSaver® no-drip check valves. There's
better way to spray.

®

PO Bax 7900, Wheaton, I 601897900 No better

A UNGAN AN XY

COURSE MAINTENANCE

repared for
a quick twist
spraying again.
Upgrade your sprayer this year with TeeJet Triple Nozzle
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Spraying Systems Co.
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the downturn in golf course development. But, according to his
“Reading the Green” newsletter, Jones sees a much larger “men
acing threat” to golf development in the U.S.

“The major concern to our industry is the so-called ‘environ
mental 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 Loo 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 abso
lute preservation of open space” and has more environmental
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

animals...birds...and wholesome fun and exercise.”

no

to__

to spray.

-

.
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LAWN CARE

INDUSTRY

Tips on recognizing opportunity
when next faced with a drought

Develop the strategy before
an emergency to give your
company focus and direction
while competitors struggle.

® Your customers’ lawns and landscapes
will probably be damaged by the next
drought. Chances are they will survive; they
can be repaired. Will you be able to say the
same about your company?

Ask that question now. Develop a
drought-survival/opportunity plan. It
doesn't have to be intricate. It can be as
simple as a checklist. It will be your
roadmap and guide your company through
the next drought and deliver it intact, and
allow you to offer profitable repair or reno-
vation services at emergency's end.

Build your plan optimistically, with an |

eye to harvesting opportunities.

There's often good news at the end of a
drought. The 1988 Midwest drought led to
unprecedented customer demand for prop-
erty reseeding and renovation later that fall
and throughout 1989.

Develop the strategy before an emergen-
cy begins. This will give your company focus

and direction while competitors struggle. |

After all, drought and water shortages
(bans) are recurring problems.

Realize that aiding customers’
lawns/landscapes is just one aspect of a
water emergency.

Your plan must focus on the bigger pic-
ture:

1) keeping your company functioning,

2) retaining customers, and

3) sustaining employee morale.

Here are some drought survival/ sugges-
tions to address these concerns:

Customer education—Do you have lit- |

erature ready to give to your customers as
the next water emergency approaches?
Handouts? Brochures? Can your technicians
speak convincingly to your clients about:

v turfgrass dormancy,

‘ wproper lawn/landscape watering prac-
| tices,

»higher mowing heights in summer,

v limiting traffic on stressed turfgrasses,
and/or

wyour company'’s role in building the
overall vigor of the customer's lawns/land-
scapes to survive a water shortage (using
more slow-release nitrogen sources, or fer-
tilizers with less nitrogen and more potassi-
um in summer)?

Customer retention—Some customers
won't allow you to put anything on their
lawns during a drought. Sometimes it's bet-
‘ ter that you don’t.

That doesn't mean you can't inspect cus-
tomers’ properties anyway. Remember, your
customers aren't paying you to make appli-
cations even though that's how you bill

| them. They're paying for results, healthy
and attractive lawns/landscapes. Perhaps
you can offer spot seeding later in the sea-
son at a reduced rate, provided they stay on
your program. Be flexible.

Employee retention—While you fret
over lost applications and lost revenue, your
employees fret over the possibility of lost
wages. If conditions won't allow them to
make applica-
tions, can
they provide
clients with
flower bed
weed control
and turf aera-
tion? When

A drought
or watering
ban can
brown a
customer'’s
turfgrass,
but it
doesn't
mean you
lose that
customer.

the emergency is over, you and your cus-
tomers will need experienced technicians to
repair the damage.

Leadership—Equipped with your
knowledge of lawns/landscapes and armed
with your plan, garner a reputation as a
problem solver by speaking at local service
or garden club meetings. Or, if you're
comfortable with it, become a source for
the media.

Keep your message positive.
Emphasize how your company and the
industry can help customers during and
after the drought emergency.

Cooperative effort—\Water boards ban
lawn and landscape irrigation because
they can get away with it. Usually, the
green industry doesn't respond as a group
until it starts to hurt, even though it has
solid information that lawns/landscapes
aren’t water wasters. Lawns prevent runoff
and erosion; landscapes enhance the envi-
ronment,

Your plan should recognize the need to
cooperate with other green industry profes-
sionals so that water boards and, hopefully,
the public gets the facts.

—Ron Hall
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Advantage: Woods

No matter how you look at medium-duty Batwing®

rotary mowers, Woods new MD315 has the advantage.
Feature for feature the MD315 is a leader...and the
ideal choice for a wide variety of commercial
mowing applications. See for yourself.

Construction:
Advantage Woods

7-gauge center frame deck plate, 8-gauge
wing frame deck plates, 1/4" steel side frames
with adjustable full length skids and full
length box frame sections across the entire
machine...these are just some of the
construction features that give this
40-80 hp tractor rated machine the
heft to meet the rigorous demands
of daily commercial use.

Driveline:
Advantage Woods

A 35R three joint input drive and
Woods exclusive slide-through
wing drive design results in the
most compact, maneuverable
cutter in its class.

Gearbox:
Advantage
Woods
Designed, built and
field tested by Woods,
parts are always
available for our U.S.

manufactured
gearboxes. Our network of 4,000 dealers
ensure prompt service and parts supply.

Transport:
Advantage Woods

The model MD315 wing sections i
hydraulically fold up and lock to a

very compact 78" transport width,

Road travel, gate clearance and

storage are easier and safer,

Cutting: Advantage Woods

Cutting height is conveniently adjusted from 1" - 15" and
kept level across the entire 15' cutting swath with a single
E— hydraulic cylinder. The MD315's six blades provide clean, Circle No. 142 on Reader Inquiry Card
even mowing, cutting and shredding of grass, weeds and

light brush.

If you're looking for a medium duty Batwing mower that offers
versatility, reliability and value...look no further than the new Woods - i gl
MD315. For more information contact Woods at 815/732-2141. OREGON, ILLINOIS 61081
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Mole control can be proﬁtable

This professional mole
trapper works all year long
and gets many of his
referrals from lawn care
companies.

® As a landscape or lawn care business
owner, technicians often see mole damage
on clients’ properties. Customers some-
times ask what can be done. If we could
solve their mole problems, we could cer-
tainly charge enough to make it worth-
while.

But few of us offer mole control. Either
(@) we don’t know enough about moles to
even attempt to control them; or (b) we
don’t think we can make money doing it.

There is, however, one big reason why

Eastern mole: insectivore, extremely
wary, doesn’t hibernate.

we should have
some basic infor-
mation about
moles: our cus-
tomers. They look
to us for informa-
tion about any
aspect of their
landscapes or
lawns, including
the appearance of
mole ridges or
mounds.

If we can’t help
solve their prob-
lems, we should, at
least, be able to
direct them to
someone who can.

Tom Schmidt
of Cincinnati is
one of just a hand-
ful of expert mole
trappers in the
United States. His
company name is
Mole Systems. His
business card
reads: The Mole-
Man.

Several lawn

care companies refer customers to him.
His services are always welcomed, par-
ticularly after a property owner has
already tried and failed with the bubble-
gum-down-the-hole routine. Or, by pok-

Tom Schmidt says trapping moles is simple once you know
about the Eastern mole’s habits and where to put traps.

ing poisoned grain into their tunnels.
These efforts never work. Moles are
insectivores. They won't eat either chew-
ing gum or grain.
Or sometimes the homeowner has

"THE PROFESSIONAL'S CHOICE"

MIDWEST 1-800-558-5667

SOUTHEAST 1-800-329-2203
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UNLIKE THE COMPETITION
WE HAVE ALREADY MADE OUR PRODUCTS

TRUE SOLUTIONS!

Growth Products
Professional Liquid
Fertilizers & Micronutrients
are what we proudly call
INFINITELY MISCIBLE
SOLUTIONS! In other

words they are super
soluble. Growth Products
Liquids are made from only
the purest and most soluble
blends of raw materials. The
results translates into added
benefits for the professional
of NO Mixing, NO
Agitation, NO Clogging and
especially NO Insoluble
debris fouling your system.
Growth Products is now
available in over
TWENTY-ONE
DIFFERENT BLENDS that
have been formulated to suit
your every need. These
include products like our
18-3-6 with 50% Slow
Release Nitrogen plus
Micronutrients, 8-4-24 plus

Iron and our

X-Xtra Iron 8% Chelated Fe.
Growth Products can fulfill
your entire fertilization
program for the year. And
Growth Products fertilizers
offer you our EXCLUSIVE
SLOW RELEASE
NITROGEN. This

methylene urea nitrogen
provides you with the
assurance of consistent
feeding, less leaching and the
guarantee of no burn.

We want to be your sole

supplier!

o

800-648-7626

FOR THE '93 TECHNICAL CATALOG
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" T'AWHN CARF IRDUSTRY

MOLES
GETTING
SMARTER?

professional mole lrapping |

For expert help ... | | Schmidt's
call ‘ mole
The MoleMan m' cartoons in
4 Cincinnati
\
|

662-3017 | reveeed

attention.

tried to drown the mole by sticking a gar-
den hose into its tunnel. Moles just move
to another part of their underground sys-

| tem.

“People usually just don’t know what
they're dealing with,” says Schmidt. He
describes most home remedies for getting
rid of moles as “kind of like drilling a hole
in the floor of your flooded bathroom and
thinking you've solved your problem.”

Moles aren't rodents; they're more

| closely related to shrews. They feed on

(STEINER

1

Grounds
Crew.

The Steiner turf tractor does the landscaping work of a
dozen different single-purpose machines. Its quick-change
attachment system lets it mow, till, blow, chip, dig, aerate,
compact, scoop, grind, sweep, trim, edge and manicure.

The Steiner’s hand-built, articulating frame works
with the lay of the land rather than against it. And the 16 or 20
hp engine, hydrostatic transmission and constant 4-wheel
drive give it the power to perform on most any terrain.

The Steiner turf tractor. By far the best grounds crew ever
assembled. Take a test drive, today.

For the name of your local Steiner Dealer call
(216) 683-0055, or write us at P.O. Box 85,
Orrville, Ohio 44667.

ATURF TRACTORWITH A DIFFERENT TWIST
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Mole control can generate

additional revenues.

soil insects and invertebrates, particularly
earthworms. Often the victims just wan-
der or fall into their tunnels. The mole
comes along and gobbles them up. An
adult Eastern (or common) mole eats
about 50 pounds of soil invertebrates a
year.

Although moles eat many turf-damag-
ing insects, they can survive without
grubs. It’s unlikely a property owner can
rid his property of moles by just killing
the grubs on his property. “When you're
trying to treat a single vard, you're just
dealing with the tip of the iceberg,” says
Schmidt.

That's because moles have both sur-
face tunnels (the noticeable raised
ridges), and deeper tunnels which they
more commonly use as main runways.

Working in incredible bursts of ener-
gy, a mole can open 18 feet of new sur-
face tunnel in an hour. It's not uncom-
mon for a male mole to develop tunnels
over a four-acre area, a female over about
an acre of property. If disturbed, a mole
can scoot through about 80 feet of tunnel
in a minute. They're extremely wary.

Schmidt is a fulltime mole trapper.
He works year-round because moles
work year-round. They don’t hibernate.
They're patching and adding onto their
tunnels, and searching for meals even in
winter.

Most of the cold weather movement
relates to final dispersal or migration of
yearlings preparing home ranges that
will support new litters in spring. The
timing varies with climate.

Schmidt says nobody's been able to
convince him there's a more efficient or
humane way to rid a landscape of moles
than trapping. He uses both harpoon and
scissors-type traps, both of which kill
instantly.




You Can Try To Get The Right Seed Blend
Or Mixture By Doing It Yourself.

Or, You Can Buy Medalist America
Pre-Formulated Products.

Blending seed mixtures for specific turf applications takes
more than just mixing seeds. It requires careful analysis of
species and variety characteristics to be sure that the seeds
being mixed complement each other to meet specific manage-
ment and environmental requirements.

Medalist America researchers have spent years developing
and perfecting a variety of seed mixtures formulated to meet a
wide range of turf applications, and because we have done the
research and created the blends, you don’t have to.

Don't settle for less than the best possible mixture or blend.
Call your Medalist America representative at 800-568-TURF for
information about Medalist America Pre-Formulated
Turfgrass seed.

Athletic Pro® Mix e Athletic Pro® I1 Mix » Boulevard Mix e General Turf Mix » Landscape Pro Mix  Medalist® Gold e Medalist™ North ¢ Overseeder® 11
Premier Turf Mix  Premium Sod Blend ¢ Regatta Mix ® Renovator Pro Blend # Scottish Links ® Shady Turf e Special Park™ Mix ® Swift & Sure  Triple A ® A+
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COMMERCIAL SPRAYERS

Lawns Green for Less
of Your Green

"--
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[ Why Pay for Extras [

Bestway Commen-
cial Sprayers are designed and built to fit your = |
specs — exactly. Order direct from our factory and i
we'll 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.

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 1-800-747-0222 For A No Obligation Quote
Ritchie Bestway Commercial Sprayers

120 South Main PQ Box 730

Conrad, lowa 50621 USA
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A NEW “MACHINE’...

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...
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You Never Look Back!
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“Knowing where to set traps is probably 90 percent of the
job,” believes Schmidt.

It's unlikely he'll ever get rich trapping moles, Schmidt
admits, but he's busier than you might think. He has about 200
regular customers. In 1992 he answered just over 200 calls,
with about 30 percent of these contacts resulting in jobs.

admits
Personal referrals from clients are the most reli-

“A lot of my new calls are just the curious,”
Schmidt. “
able.”

When he spoke at the Ohio Turfgrass Conference this past
December, the room was packed. When he offered to help any-
one in the audience start (for a fee) their own mole trapping
operation, several attendees scheduled later meetings with
him.

Schmidt believes any fair-sized metropolitan area with sub-
urbs and populations of the Eastern mole can generate addi-
tional revenue in mole control.

“I don’t know why any fair-sized lawn care company
wouldn’t have somebody to do this work,” he says.

® Dr. Robert M. Corrigan, animal
damage control specialist at Purdue
University, says trapping is the most
reliable method of mole control. “The
key to success is patience, practice
and persistence.”

Generally, trapping is easiest and
most effective during the spring and
fall Usually, the more traps the bet-

Comgan recommends the har-
poon trap for beginners. It's available
from most hardware and garden
shops. He offers these suggestions for
using the trap.

1) Using the side of your hand,
lightly press down a narrow section
(about 1 inch in length) of an active
runway so that the runway is collapsed
to 1/2 of its original dimension.

2) Push the supporting spikes of
the trap into the ground, one on either side of the runway,
until the trigger pan just barely touches the depressed tunnel.
Be sure the trap is centered over the runway and the support-
ing spikes do not cut into the tunnel below.

3) Set the trap and leave it, taking care not to tread on or
disturb any other portion of the runway system.

4) Check the trap every day or two. If a trap fails to pro-
duce a mole within four or five days, move the trap to another
portion of a main runway system.

85) Plastic pails can be placed over traps to prevent animals
or children from tampering with them.

—R.H.




BIOT

EWS

For the Latest Developments in Biological,
Organic and Natural Turf Care!

W ith our October premier publi-
cation of Bioturf News, we at
LANDSCAPE MANAGEMENT magazine
continued our commitment to give
you the best possible coverage of
green industry happenings.

Bioturf News is our new, bi-
monthly review of current research
and development in “biological,
organic and natural” turf care. In
1993, it will exist independently of
LANDSCAPE MANAGEMENT.

Alternative turf care products
can’t be ignored. University re-
search has determined them to be
viable forms of insect, weed and
disease control.

Many of our readers have also

formed opinions of biological and
organic products.

Some say biological and organic
products are too expensive and
take too long to show results.
Others believe customers should
have a choice. And still others are
probably wondering what all the
excitement’s about.

Our job, as an industry informa-
tion source, is not to tell you what to
think, but to simply relay the infor-
mation to you—as soon as we can
and in the best way possible—and
let you take it from there.

There are two sides to every
story. Your opinions count, and we
want to know what you think of

these products. Have you tried
alternative products? If so, what
were the results? To make Bioturf
News the most useful news source
it can be, we will always welcome
your questions and comments.

Jon Miduckl
Publisher

Terry Mclver
Editor

Bioturf News will be a bi-monthly newsletter reporting on bio-
logical, organic and natural products for the specialty turf
market. But you have to subscribe in order to receive it. To
receive your free one-year subscription, please return the

coupon below to:

Jon Miducki, publisher
LANDSCAPE MANAGEMENT
7500 Old Oak Blvd.

Cleveland, Ohio 44130

Bioturf News will appear independently of Landscape Management
beginning July 1993. You must be a subscriber to receive it!
We've had a terrific response so far. If you haven't sent for your free

subscription yet, please do!!

Title

Company

Address

City

State

Phone




Bystander exposure to 2,4-D
is not big threat, study claims

Canadian study reaffirms
importance of reading the
label, wearing protective
clothing.

GUELPH, ONT. Canada—Professional
applications of 2,4-D to home lawns pose
little exposure risks for homeowners and
bystanders.

That was one of the findings of
researchers at the University of Guelph.
Directing the study were Dr. Keith
Solomon, Dr. G.R. Stephenson, Shelly
Harris, and Dr. Christopher Hall.

Hall, director of the Guelph Turfgrass
Institute, recapped these findings at the
PLCAA Convention this past November.

His message was encouraging to the
150-plus lawn and landscape professionals
in the room. Most use
products containing 2,4-
dichlorophenoxyacetic
acid, a popular broad-leaf
weed control.

“If you do things
right, there’s not a lot of
(2,4-D) exposure risk,”
emphasized Hall.

Actually, the Guelph
studies investigated more
than bystander exposure.
They also measured 2,4-
D exposures received by
applicators—both home-
owner and professional.

As part of the project, Dr. Hall: ‘In Canada, like the
some of the volunteers United States, we had a lot of
applied 2,4-D materials trouble with people’s percep-
as a layman might, with tion about the health risks
scanty instruction. They associated with 2,4-D.’

wore regular regular clothing. The other
group of applicators received detailed
instruction and wore protective clothing—
rubber gloves and boots, coveralls, etc.

A granular formulation of fertilizer
(10:6:4) with 1% 2,4-D was used for the
spring application, and a liquid formula-
tion of 2,4-D for the fall application. Then
for 96 hours following the applications,
the researchers collected urine samples
from the volunteers to measure 2,4-D
exposures.

Measureable exposures occurred to
applicators who hadn’t worn protective
clothing during hose-end applications.
Only in a few cases could 2,4-D be detected
in those who had worn protective clothing
while working with liquid 2,4-D.

“The take-home message is to wear
protective clothing,” said Hall.

It didn’t seem to matter much in appli-
cations of the granular product, since 2,4-
D couldn’t be detected in

either group.

lf you are an inexperienced applicator,
probably the best way to go is with the
granular formulations,” Hall suggested.

In related investigations, 10 vounteers
(five in long pants, short-sleeved shirts,
socks and shoes, and five wearing shorts
and barefooted) alternately walked, sat and
lay down on 2,4-D-sprayed turf an hour
after application.

Four days later, detectable residues
were found in in urine samples supplied by
three of the barefooted people.

When the volunteers waited 24 hours
after a spray application to repeat their
activities on the treated turfgrass, no
detectable residues were found on any of
them.

Hall said that people can reduce their
potential exposure to essentially zero by
staying off treated turf for a period of 24
hours or until after rainfall or irrigation.

—Ron Hall

Give clients a say in how,

how much pesticide used

CINCINNATI—Dr. Frank Rossi says bowling injures more Americans
each year than pesticide applications. Yet nobody protests recreational
bowling.

Why?

The answer lies in the makeup of the collective human psyche
which sees voluntary and familiar risks—even obvious ones such as
smoking and drinking—as somehow less threatening than less-well-
understood risks, says Rossi, an experienced environmental educator.

of what we do.”

Bowling, therefore, is the type of risk the public is willing to
accept. Pesticide use sometimes is not.

“People are not certain about what we're doing, and that’s what
makes them uneasy,” says Rossi, a New York City native and former
golf superintendent. “We want people to have a better understanding

In fact, Rossi feels it’s not chemicals themselves that frighten the

ELSEWHERE

Industry events for,
February and March,

page 54

page 55

Books and literature
for the green industry,
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TOTAL HYDROSTATIC PERFORMANCE

’
.

.

. L

You're in total control with our individual transmission
control levers AND our floating deck.

Howard has combined two unique features to make our hydro the best in the industry. First, dual hydro
control levers that let the operator set the speed of each drive wheel individually for straight tracking and
adjustment on hillsides. Second, our floating deck system oscillates 9” to cut those undulating, tough
conditions without gouging and scalping to ensure a manicured cut on your project.

18155 Edison Ave.
Chesterfield, Missouri 63005
Phone (314) 532-7000
FAX (314) 532-0201

Twin hydro-control levers Circle No. 114 on Reader Inquiry Card Floating deck system

Try our Hydro Power Walk Behind on your job site and compare. We just out-perform the competition.
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public. “Most of the public will not have the ability to decipher technical or
toxological information anyway,” he says. What generates outrage is the per-
ception by some individuals that they “don’t get to choose how our chemicals
get into their lives," says Rossi.

The solution: professional pesticide users must acknowledge the concerns
of customers, and meet these concerns with accurate, easy-to-understand
information, says Rossi. Then, to the extent that they can, they should give
customers the power to choose how pesticides are used in their immediate
environments.

Rossi is an assistant professor of turfgrass environmental management at

the University of Wisconsin-Madison. He spoke at both the PLCAA Convention, the poison.
Indianapolis, and Ohio Turfgrass Conference, Cincinnati, this past fall.

Dr. Rossi: profes-
sional pesticide
users need to
help the public
understand that
the dose makes

WALKER DOES TOP LEVEL WORK
ON THE ROOF

When Atlanta based

landscape contractor, Scapes [ S U
Landscape Management, wanted
to improve efficiency in mowing
the award winning Northpark Town Center Rooftop Park, they found
Walker fit the job. Steven Coffey, owner of Scapes, told us:

We were surprised to find the Walker gave a better quality
cutting job on the Zoysia turf grass than the walk behind reel
mower we had been using. In fact, the building management
asked us to continue using the “new” mower on their project
after the first week we used Walker. Best of all, while improving
quality, we cut our job time with the efficiency of the Walker
rider. And Walker fits the job because it was compact enough to
fit in the service elevator to ride to the third floor park.
We invite you to discover Walker quality and efficiency on your top level work.
WALKER MFG. CO. * 5925 E. HARMONY RD., FORT COLLINS, CO 80525 * (303) 221-5614

Circle No. 144 on Reader Inquiry Card
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GREEN INDUSTRY

EVENTS

FEBRUARY

15: Georgia Golf Course Superintendents
Assn. Spray Technician Seminar, The Standard
Club, Duluth, Ga. Phone: (706) 769-4076.

16-March 16: Irrigation Association Short
Courses: Feb. 16-17, Phoenix; Feb. 18-19, Los
Angeles; Feb, 23-24, Denver; Feb. 25-26, Dallas;
March 1-2, Houston; March 4-5, Seattle; March
8-9, Orlando; March 11-12, Connecticut; March
15-16, Toronto. Phone (703) 524-1200.

18: Turf & Grounds Exposition I, Holiday
Inn, Suffern, N.Y. Phone: (800) 873-8873 or
(518) 783-1229

18-23: National Arborist Association
Management Conference, The Registry Resort,
Scottsdale, Ariz. Phone: (800) 722-2622.

22: Georgia Golf Course Superintendents
Assn. Spray Technician Seminar, Doublegate
C.C., Albany, Ga. Phone: (706) 769-4076.

22: New York Landscape Association
Education Day and Trade Show, Holiday Inn
Turf, Albany, N.Y. Phone: (518) 783-1322.

23-24: Landscape Industry Conference and
Trade Show, Hammons Trade Center, Holiday
Inn I-70 East, Denver. Phone: (303) 757-5611

23-26: International Erosion Control
Assn. Conference & Trade Expo, Indianapolis
Westin Hotel. Phone (303) 879-3010.

24: New Jersey Landscape '93, Meadow
lands Convention Center, Secaucus, N.J. Phone
(201) 664-6310.

24-25: Landscape Industry Show, Long
Beach (Calif.). Phone: (916) 448-2522

24-26: Landscape Design Short Course,
Sheraton Inn, Mars, Pa. Phone: Michael Masiuk
at (412) 392-8540

24-26: “Diversity: Recognizing Reality”
Workshop of the Landscape Contractors
Association of Md, DC, Va; Holiday Inn Crowne
Plaza, Rockville, Md. Phone: (301) 948-0810.

27: Long Island Arboricultural Association
Annual Tree Conference, SUNY Farmingdale,
Long Island, N.Y. Phone: (516) 783-1001

MARCH

4: Midwest Chapter/STMA Annual Meeting,
Elk Grove, Ill. Phone: Mike Schiller at (708)
439-4727 or Mike Trigg at (708) 360-4750.

4-5: USGA Golf Course Wastewater
Symposium, Newport Beach, Calif. Phone: Dr
Kim Erusha at (908) 234-2300,

4-5: Muni-Golf Course Developments,




lanta Marriott Marquis. Phone: (800) 285

6: Association for Women in Horticulture
Conference, Bellevue (Wash.) Conference
Center. Phone: Terri Arnold at (206) 935-7951
or Deb Powers at (206) 524-1672.

6-7: Tampa Bay Hort, Trade Show, Tampa
Convention Center. Phone: (813) 920-4393.

9: USGA/Carolinas GCSA Conference,
Forest Lake Country Club, Columbia, S.C.
Phone: Roger Harvie at (404) 951-0766.

9-10: Healthy Urban Trees Conference, lowa
State Ames, la. Phone: (515) 294
6223

9-10: Spring Training Conference/Color-
ado Assn. of Lawn Care Professionals,
Jefferson County Fairgrounds, Colo. Phone

(303) 224-2293

University,

9-10: Sports Turf Management Course,
Riverside, Calif. Phone: (714) 787-5804, x624
12: Turf Management Seminar, Cuyama
College, El Cajon, Cal. Phone: (619) 670-1980 x262.
15-21: Pacific Rim Golf Conference &
Show, Internat’l, Merchandise Mart
Phone: (800) 422-6381 or (913)
17-18: Reinders Brothers Turf Conference
& Equipment Show, Waukesha (Wis.) Expo
Center. Phone: Ed Devinger at (414) 786-3301.
23: Sports Turf Institute and Exhibition,
California State Polytechnic Univ.
Calif. Phone: Dr, Kent Kurtz at (909) 869-2219
25-28: Golf Asia ‘93, World Trade Center,
Singapore. Phone: (714) 673-3596
30-31: Turfgrass and Landscape Institute,
Buena Park, Calif Linda Knoche at

(619) 723-0255

Singapore.

841-2240

Pomona,

Phone

INFO
CENTER

Useful literature and videos for LM readers

GOLF ENVIRONMENTAL ISSUES..."Golf

Course Management & Construction
Environmental Issues” is now available
through Advanstar Marketing Services.
Contributors to the USGA publication
include Dr. Bruce Branham, Dr. Vic
Gibeault, James T. Snow, Dr. Jim Watson
and Dr. Michael Kenna. To order. phone
(800) 225-2569, ext. 839 or fax to (216)
891-2726. Cost $65 plus tax, shipping and
handling. MasterCard, Visa and American

Express accepted.

ON WEED CONTROL..."Nursery and
Landscape Weed Control Manual” provides
the tools to effectively control weeds in
nurseries, landscapes and turf, using an
integrated approach of physical, environ-
mental and chemical means. 290 pages for
$29.95. To write Thomson
Publications, P.O. Box 9335,

order,

ERATURE
e 1 | a2 1
DUNDUP
Get more information on the products you're interested

in-simply return the reader service card today.There's
no cost and no obligation.

FLOWER VIDEOS...The Professional Plant
Growers Association is offering “Success
with Bedding Plants,” a 20-minute video
that covers selecting, installing and main-
taining bedding plants. It covers soil
preparation, color considerations, water-
ing, fertilization and more. To order, send
$100 (PPGA members) or $130 (non
members) to PPGA, P.O. Box 27517,
Lansing, MI 48909 or phone (517) 694-
7700.

SOIL NITRATE TESTS..."Current
Viewpoints on the Use of Soil Nitrate Tests
in the South” is a 62-page book that offers
a detailed examination of the practical and
economic usefullness of soil nitrate testing
in the southern U.S. Edited by K.L. Wells
and W.R. Thompson Jr., it costs $18 in the
U.S. Send orders to the American Society
of Agronomy, Book Order Dept., 677 S.
Segoe Rd., Madison, W1 53711-1086.

CURV-RITE, INC. offers an affordable
ALUMINUM LANDSCAPE EDGING
with a patented, labor-saving, material
saving connection which will save you
money, CURV-RITE ALUMINUM
LANDSCAPE EDGING gives perma-
nent definition to your landscape and
ensures your reputation for quality land
scape designs and management. Give
your Landscape the Professional Edge
Call CURV-RITE toll-free today for
FREE color literature and samples
Curv-Rite, Inc.

7555 Byron Center Rd

Byron Center, M1 49315-0261
1-800-FON-CURYV (1-800-366-2878)
FAX (616) 878-1302

Circle No. 295 on Reader Inquiry Card

RYERSON STEEL LANDSCAPI

Ryerson

Steel

Landscape

Edging

EDGING brings permanence to the art
of landscaping. Reduces edge erosion of
asphalt drives. Separates lawns and
ground cover from other medium. Now
available black or green in thicknesses
from 14 ga. 1o 174", Accessories include
preformed circles, squares, corners and

tapered end pieces

Joseph T. Ryerson & Son, Inc.
P.O. Box 8000
Chicago, 1L 60680

(312) 762-2121

MILES INC. has literature on its full
line of turf and ornamental products
Brochure contains technical data and
information on handling, application
and storage of cach product. MILES
manufactures turf and ornamental
fungicides, insecticides and herbicides.

Miles Inc.

Specialty Products

P.O. Box 4913

Kansas City, MO 64120
(800) 842-8020

Circle No. 297 on Reader Inquiry Card
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LANDSCAPE

345 - KERR'S COST DATA FOR
LANDSCAPE CONSTRUCTION
by Norman L. Dietrich

Eleventh edition.

Gives you all the pricing data you
need in one convenient source!
Save hours on time-consuming
research and calculations. Covers
site, recreation and landscape
development, plus specific data
on materials, equipment, |o$bor.

49.95

305 - LANDSCAPE MANAGEMENT
by James R. Feucht
and Jack D. Butler

Learn important principles of
installed landscapes — tree, shrub
and turfgrass soils and fertilizers,
improved planting and pruning
techniques, integrated pest and
disease management, spray-equip-
ment calibration and care. $42.95

370 - LANDSCAPE OPERATIONS:
MANAGEMENT, METHODS &
MATERIALS

by Leroy Hannebaum

Combines technical training in
landscape science with easy-to-
understand accounting, business
management, marketing and sales
techniques — all in one handy vol-
ume! Covers lawn installation,

landscape planting and
$66.95

maintenance.

365 - LANDSCAPE PLANTS IN
DESIGN

by Edward C. Martin

Annotated photographic guide to
aesthetic and functional use of
ornamental plants in landscape
design. Trees, shrubs, vines,
ground covers and turfgrasses are
illustrated with over 1,900 black
and white photographs. Contains a
3uick reference guide to particular
esign qualities, growing conditions.

$75.95

'BOOKS
TURF - TREES & SHRUBS - GOLF

102 - LANDSCAPE PROBLEM
MANAGEMENT
by Balakrishna Rao, Ph.D

Enjoyable and educational! Dr.
Rao has revised and updated his
popular ““Problem Management*
columns and arranged them in a
convenient, categorized format.
Dr. Rao shed:s light on a wide
range of questions - $39.95

TREES & SHRUBS

430 - DISEASES OF TREES

AND SHRUBS

by Sinclair, Lyon & Johnson

A comprehensive pictorial survey
of diseases and environmental
damage to trees and woody orna-
mental plants in the U.S. and
Canada. Up-to-date developments
in fungal biology, taxonomy,
bacteriology, virology, and envi-

ronmental stress. 52.50
690 - INSECTS THAT FEED ON
TREES AND SHRUBS

by Johnson and Lyon

Essential information on readily
identifying more than 650 insect
pests and recognizing the injuries
they cause. Enl onceg with more

than 200 color illustrations. $52.50

720 - SHRUB IDENTIFICATION

by George Symonds

Pictorial key to shrub identification.
Contains more than 3,500 illustra-
tions. Popular and botanical
names are given to each shrub.
Handy index tabs for quick

reference. $19.50
750 — TREE IDENTIFICATION
by George Symonds

Pictorial reference to tree identifi-
cation. lllustrates leaves, buds,
branches, fruit and bark. Like its
sister publication, SHRUB IDENTI-
FICAﬁON, popular and botanical
names are listed with index

tabs for easy reference. $17.95

/
620 630

EVERY

TURF
220- CONTROLLING

TURFGRASS PESTS
by Shurtleff, Fermanian, Randell

No professional can be without this
new comprehensive guide which
provides the most recent informa-
tion available on the identification,
biology, control and manage-
ment of every type of turfgrass
pest. 56.95

235-LAWN CARE: A
HANDBOOK FOR
PROFESSIONALS

by H. Decker, J. Decker

An invaluable guide for playing
field managers, golf course man-
agers, lawn care practitioners.
Written by turfgrass professionals,
this handy reference covers

all aspects of turfgrass
management. $56.95
640 - TURF IRRIGATION MANUAL
by James Watkins

Keep pace with the latest devel-
opments in turf and landscape ir-
rigation. Rotary sprinkler and golf
course design systems, and
expanded engineering and refer-
ence material make this a great
reference for engineers, architects,
designers and contractors! $32.95

620 - TURF MANAGEMENT
HANDBOOK
by Howard Sprague

Practical guide to turf care under
both healthy and poor conditions.
Covers special turf problems in cool
and warm regions, fertilizer use,
regular turf care, weed and
disease control. Includes useful
seasonal schedules. $26.60

110 % 615 410

630 -TURFGRASS:
SCIENCE AND CULTURE
by James Beard

Used in many leading university
turf programs, this comprehensive
text and reference source includes
findings of current research
compi?ed from more than

12,000 sources. $62.95

110 - TURF MANAGERS’
HANDBOOK
by Daniel and Freeborg

Second edition.

Entirely updated! Innovations
resulting ﬁom research and prac-
tice have been added to reflect
current techniques. Chapters on
grasses, rowﬁh regulators and
diseases have had extensive
modification. $39.95

GOLF

615 -TURF MANAGEMENT
FOR GOLF COURSES
by James Beard

Ideal reference and “*how to”
guide, this fully illustrated USGA
sponsored text details all phases

of golf course operations — design
and construction, turf manage-
ment, course administration,
irrigation, equipment and disease
and pest control. $74.00

GENERAL

410 - DISEASES & PESTS OF
ORNAMENTAL PLANTS

by Pascal Pirone

Learn when and how to use the
most effective fungicide, insecti-
cides and other control methods on
nearly 500 varieties of ornamental
plants grown outdoors, under
glass or in the home. This essential
reference covers both diagnosis
and treatment. $55.00



New Yoar &
Krsobution

/ resolre to Keep myself better
//'yfamel, to bearn Wfﬂ/}y /
can about my industry, to ké ny
stafff become better traired] and
Lo ase my f«awé/’o to improve

caslomer J’at/&faa tion/

Successful Practitioners Greet the New Year with

Solve Customers’ Problems!

Learn the things you need to know —
keep your library up-to-date. Your
investment in these valuable reference
guides will pay off for you over

and over! Order Four or More Books and Receive a 10%

| Discount on Any Book Marked With a Star*!
:BUS'NESS BU".DE R SERI ES (Does not apply to Business Builder Series)

| LANDSCAPE CONTRACTORS Hurry! 10% Discount Offer Expires March 15, 1993!
Turf Managers Handbook S 39.95
landscape Operations S 66.95
Kerrs Cost Data S 49.95
landscape Management S 42.95
landscape Plants in Design $:75.95

Landscape Problem Management =308

TOTAL VALUE 5315.70 O BN B NN NN
~ Save! Buy the entire set at only $285.00! KEEP AHEAD OF YOUR COMPETITION — ORDER TODAY!
| Yes! 1'd like to order the following books to keep myself up-to-date and

| LAWN CARE OPERATORS informed about landscape issues and management. My payment is enclosed.
Turf Managers Handbook $ 39.95 Book Number and Title Quantity Price Total Price

' landscape Problem Management $ 39.95

- Controlling Turf Grass Pests S 56.95

.~ Lawncare: A Handbook for Pros S 56.95

. Diseases and Pests of Ornamentals ~ $ 55.00

- Turfgrass Science and Culture S 62.95
- PURCHASED SEPARATELY, TOTAL  $311.75

- Combined price for the set, only $280.00!

i

GOLF
Turf Managers Handbook S 39.95
Landscape Problem Management S 39.95
Controlling Turf Grass Pests S 56.95 PAYMENT MUST ACCOMPANY ORDER.
m?c::zgﬁ?;:'i:lo[;g?tcourses g ;ggg Please charge to my [ Visa [ MasterCard [ American Express Total
Torf Irrigation Manual § m Account Number Pl:::: Iieng
PRICED INDIVIDUALLY, SET TOTALS $319.75 b Tax (CA, €O, CT,
_ Great savings! This set just $287.00! Expirapion Dol GA, IL, MN, NJ,
NY, OH, TX)
Total
=g Eitlosaditecdl L
Company Domestic: Please add $4.00 per

order plus $1.00 per additional
copy for postage and handling.

PlrostAcsiress In'erncé'ionflz l;l;ooss add Sd\dQ.OO
" 1 per order plus $2.00 per addi-
City State Zip tional copy for postage and
handling.
Phone Number Allow 6 to 8 weeks for delivery.
: Prices subject to change. Quantity
L rates available on request.
; & A RETURN THIS COUPON TO:
ignature ADVANSTAR DATA/LM

7500 OLD OAK BLVD.,
Date CLEVELAND, OH 44130
Questions? Call toll free 1-800-225-4569 (ext. 839). In Ohio 216-826-2839. 020592M




PRODUVUCT

SPOTLIGHT

Turfpak features a 15-gallon returnable container,
electronic control module and dry-break couplings.

® During the summer of 1992, Ciba-Geigy successfully tested its
Turfpak packaging system, using Banner fungicide for golf course
applications and Triumph insecticide for turf insect control.

available to other regions. Subdue fungicide will be added to
the arsenal of products available in returnable containers.

“This is a very slick system,” says David Ward, superinten-
dent of the Olympia Fields Country Club in Olympia Fields, Il
“With the closed system, we have no contact with chemicals, it

are no empty containers to rinse and dispose of.”

John McLeod, Ciba-Geigy Turf and Ornamental Division
Northern Region sales manager, says the most important bene-
fit of Turfpak is increased applicator safety.

“According to research by our packaging group, 90 percent
of pesticide exposure occurs during the mixing process,” says
McLeod. “By using a closed dispensing system like Turfpak,
we've virtually eliminated that risk.”

One Turfpak container replaces 15, one-gallon pesticide jugs.

The Turfpak uses patented Drylock Closed Dispensing
System technology developed by Aeroquip Corporation’s Fluid

58 Landscape Management, February 1993

According to the company, the dispensing system will be |

increases the speed and ease of loading a sprayer tank and there |

Closed dispensing system adds more
safety to control product applications

Security Systems Division, located in Nashville, Tenn.

An applicator mounts the male half of the dry-break cou-
pling on his sprayer tank lid. When applying pesticide, he snaps
the female dry-break coupling on the dispensing hose to the
male on the spray tank and enters the desired quantity of pesti-
cide in a hand-held electronic control module. The Turfpak
shuts itself off after that precise amount is dispensed.

Scott Moffitt, product manager in Ciba-Geigy’s Turf and
Ornamental Division, says such pinpoint accuracy is critical for
pesticide products used in home turf applications.

“The Turfpak system calibrates to one-tenth of an ounce,
which is what our customers need to meet their stewardship
requirements,” says Moffitt.

Charlie Jesky of the McHenry Country Club in McHenry, Il
used the Banner Turfpak last summer and says it made pesti-
cide application quicker and easier.

Circle No. 191 on Reader Inquiry Card

(w0 EDGE-R-RIT

MULTI-PURPOSE
TURF EDGER

E

B

Just like a small sod
cutter, the Blade does
not spin, the oscillating
motion does not throw
debris.

| Self-propelled and push
models available.

Rugged design for
commercial use.

Optional Blades:
Disc Blade for cutting straight edge

along sidewalks and driveways.
DiscBade . Right Angle Blade for golf course >
sand traps, and flower beds.
< “V" Blade for removing a strip of turf oo e

along a sidewalk.
V-Blade Write or call
Turfco Mfg., Inc. for detailed
1655 101st Ave. N.E. literature

Minneapolis, MN 55434-4420

612/785-1000
Telex 5106013762

.
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GREEN INDUSTRY

New mower features larger
cutting deck, 20-hp engine

The ZTR 560 from Dixon Industries,
Inc. features a 60-inch cutting deck, with a
powerful 20-hp Kohler engine.

The mower’s drive system uses twin
hydrostatic units with hydro gear drive. It
features a large capacity reservoir, separate
fans, and a charge pump to actively cool
the hydraulic fluid, a feature important for
commercial users.

The 560 features a zero turning radius,
for quicker mowing.

The unit is built with a tilt-up body,
which allows instant and easy access to the
fluid tanks, control adjustments,
hydrostats and gear drive.

Circle No. 192 on Reader Inquiry Card

Teflon the secret to new
spray-on insect barrier

Envirosafe is a new, non-pesticide, safe
Teflon barrier spray product available for
use on golf courses.
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The product can be used wherever
crawling insects create problems around
people or equipment. Spray the product on

and the Teflon coating stops insects from
crawling farther.

Envirosafe spray can be used on boots,
gloves and tool handles and sprayed around
the contact areas of electrical equipment.
According to Envirosafe Solutions
Corporation, Envirosafe saves money in
reduced repair bills for equipment, medical
and medication bills for workers and
reduced pesticide application.

The Teflon barrier will last for years as
long as it’s not scratched or abraded,
according to the company.

Circle No. 193 on Reader Inquiry Card

Half-ounce cap makes for
easier product measure

New from DowElanco in 1993 is the
one-ounce container cap for Gallery 75 Dry
Flowable pre-emergence herbicide.

The container cap measures one-half
ounce of Gallery, enough herbicide to treat
1,000 sq. ft. and prevent broadleaf weeds
for six to eight months.

Users simply remove the cap and pour.
In the interest of safety and accuracy, the
company warns that the cap is to be used
only to measure Gallery or other Dow-
Elanco products.

Gallery contains the new chemical com-
pound isoxaben, which allows Gallery to
prevent the growth of 46 different
broadleaf weeds. It can also be used in most
established cool- and warm-season turf-
grasses and in more than 400 field-grown
and 236 container-grown ornamentals.
Circle No. 194 on Reader Inquiry Card

Accounting software brings
key information together

Armor Systems, Inc. of Maitland, Fla.,
has developed Summit Management
Information, which can consolidate
Premier Accounting Software information
into concise screen and report formats.

The Armor Premier modules that inter-
act with Summit are General Ledger,
Accounts Payable, Accounts Receivable,
Inventory Control, Purchase Orders, Point
of Sale, Billing, Order Entry, Job Cost and
Time Billing.

Consolidating the information in these
modules with Summit will give top man-
agement a more timely perspective of
important data, essential for day-to-day

operations. Summit uses 63 pre-defined
data elements, which allow the user to cus-
tom-design screen and report formats.
Circle No. 195 on Reader Inquiry Card

Give turf that much needed
sodium of potash, low salt

Great Salt Lake Minerals Corporation’s
new Turf Blend line of sulfate of potash
products was created especially for high-
grade lawns, golf greens and fairways and
offers the lowest salt index of any common-
ly used potassium sources on the market.

During periods of pronounced heat,
cold and wear, low-salt potassium is good
for roots and turf.

The company’s secret lies in its solar
evaporation and extraction process, which
produces potash in its most effective sul-
fate form.

According to Great Salt Lake, Turf
Blend products have been proven to pro-
duce less leaching losses than potassium
chloride or potassium nitrate.

Circle No. 196 on Reader Inquiry Card

New 23-hp mower features
direct drive wheel motors

The 23-hp Hustler 4100 mower from
Excel features a dual-hydrostatic drive sys-
tem with independent pumps and direct

YR AR S SS T ot ¥ AR %
drive wheel motors. According to Excel,
the drive concept eliminates the need for
high maintenance chains, sprockets and
transaxles.

The Hustler 4100 can be matched with
any one of Excel’s deck options including
the 60-inch or 72-inch 3-way decks which
offer the option of side discharge, rear dis-
charge or mulching.

Circle No. 197 on Reader Inquiry Card
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DWCASE

RATES: 5105 per column inch for 1x insertion; $100 for 3x insertion; S95 for 6x i
odd 530 fo the total cost of the od per issue. For ads using o second color standard red
Send od copy with payment to: Suson Romseth, Lanoscare Maxacemn, 7500 0d

Benefits too numerous to list.
Simply the best software in the
industry. Don’t buy until you call.

1-800-580-5880
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TRIMS

> + Engines, equipment,
\&‘§ commercial mower
parts and more!
« Get your FREE
catalog today. Call

toll free.

SOFTWARE COMMERCIAL EQUIPMENT
LAWN g 30'x40'x10'
U Macintosh BUILD IT YOURSELF AND SAVE MONEY. 5000 SIZES, ALL
# 1 # 1 STEEL, CALL TODAY FOR BROCHURE AND PRICE QUOTE.

P SuperScape Management HERITAGE BUILDING SYSTEMS

system offers the landscape i Upren s : SONAI 050
=l professional the following: tlon; bookiat ow! s 1 BOARKES

*Ease of use for the lawn and tree care industry

*Reduced support costs Call Toll Free: ’
R *Reduced training costs 1 -g()()-c?ZZ—?rz%X u"nscAPEns s"PPly cnnP-

*Excellent management info : 1 &” pll'ﬂ&ﬁ - ¢“M¢m¢d
S *Large time savings FST0)Alner S sus: oW Lo ok 48390 The !
C *Increased sales -

sll SoftQuest, Inc.

SOFTWARE

Circle No. 250 on Reader Inquiry Card

Next Month
Reserve this space
for your ad in the
Market Showcase

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
6018 EAST OSBORN ROAD
SCOTTSDALE, AZ 85251

(800)733-9710

Classified
Advertising is
v EASY
v EFFECTIVE
v ECONOMICAL!

Circle No. 252 on Reader Inquiry Card

BUSINESS OPPORTUNITIES

£, LANDSCAPE | SAVES
‘4 DESIGN KIT 3 |YOU TIME

“WMW
trees, shrubs, rocks, step.

vine, & more. wmsum g

$74.95 sus0en
£ )} cam-nm-
) 12390 sing e, Dept 1192
" . o
VISA Mus%

Phone (916) 8877102

1-800-222-4303

1-914-429-8300 (IN NEW YORK)

FOR SALE

COMMERCIAL INSURANCE
for
LAWN CARE OPERATORS

ML.F.P. Insurance Agency, Inc.
50 West Broad Street, Suite 3200
Columbus, OH 43215
(614) 221-2398

Contact:
Richard P. Bersnak, President

or

Jeanne Bartkus

Circle No. 188 on Reader Inquiry Card

Landscape Management Market Showcase
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KNOWLEDGE IS POWER. Every day, Advanstar opens up a world of knowledge, becoming the
prime source of information that you need for success — through leading publications serving
diverse business and professional markets...productive expositions that deliver @

quality audiences...and sharply focused database marketing services. Look at AD/ANS'AR

your world in a whole new light. Advanstar. Serving business’ need to know. communicaTiONS

PUBLICATIONS -+ EXPOSITIONS + DATA SERVICES
7500 Old Oak Boulevard, Cleveland, Ohio 44130 216-243-8100 800-949-9049



Witer CGLASSIFIEDS

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 Susan Ramseth, LANDSCAPE MANAGEMENT, 7500 Old Oak Bivd., Cleveland, OH 44130 or call

216-891-2698. 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

EQUIPMENT FOR SALE

FREE CLASSIFIED AD

To all “POSITION WANTED’ Classified Advertisers!

e Maximum 40 words

o Maximum 2 issues

Offered as an industry service - Let LANDSCAPE MANAGEMENT
help you with your employment needs. For more information contact:

Susan Ramseth
LANDSCAPE MANAGEMENT
7500 Old Oak Bivd., Cleveland, OH 44130

216-891-2742-Phone

216-826-2865-Fax

A L AL AL AR AL LR LA LS LA AL LSS LSS SN

Turf IPM position sought. Position could involve
research, scouting, etc. Master's degree in turf
IPM. Hard working, but desire a position in the
northeast. Resume upon request. Timothy Abbey,
3419 Tulane Drive #24, Hyattsville, MD 20783.
301-422-1549. 2/93

BUSINESS FOR SALE

EQUIPMENT FOR SALE

FOR SALE: Jacobsen 7 gang Hyd. ram lift. Like
new $12,500. Brower 7 gang Hyd. Lift. Very good
cond. $8,500. Spin Grinder Supreme Leader. Also
does relief Grinds and bed knives. Like New with
all jigs. $10,500. (215)598-7155. 2/93

FOR SALE: Our company is selling all existing
landscape maintenance and construction con-
tracts, we now have in our files for the 1993 sea-
son. These accounts are located in the north and
northwest lllinois suburbs. All list, personal con-
tacts, addresses, phone numbers, bidding infor-
mation past and present, etc., will have to be sold
before March 1, 1993. All accounts are either
commercial, individual, or corporate headquarters
and will be sold as a package and not partially. If
you are interested in more details send your letter
to: Pro-Corp., P.O. Box 52, Lincolnshire, lllinois
60069-0052. 2/93

Cemetery For Sale: 15 acre cemetery 1 hour
Metro D.C. in W. Va. For information contact John
Thompson. RE-MAX. 301-739-4800. 2/93

EQUIPMENT FOR SALE

JACOBSEN HF-15 7 gang reel mower $9,500 or
trade for other equipment. Delivery available. Call
Henry at (405)262-0622. 2/93

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: 1986 Vermeer three spade mounted
on Mack - RD 600, 10 wheeler. Ready to go to
work. $47,500. Day 508-897-7244, evening 508-
692-2292. 2/93

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. 2/93

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

LAWN SPRAYING TRUCKS- *1976 Chevy-C60,
new 366 engine, good rubber, 1250 gal. dual
compartment tank, Myers pumping system, dual
hose reels. Well maintained. Excellent working
truck; $6,800. *1977 Chevy-C50, 350 engine,
good rubber, 800 gal. tank, hypro pump, single
hose reel. Well maintained. Ready to spray.
$4,800. Call Ron @ (410)795-7900. 2/93

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

SPYDERS- New/Used/Rebuilt. 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. 2/93

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

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. i § 2

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

FOR SALE

FOR SALE: Two Brouwer Sod Harvesters, 2,800
hours, 3910 Ford, 18 Inch Rolling, Auto Steer.
Delivery Possible. (719) 683-2599. 2/93

FOR SALE: Used Foley Reel Sharpener with
Lapper. Jacobson Blitzer Units. New and Used
Parts. (719) 683-2599. 3/93

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
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FOR SALE

HELP WANTED

BUSINESS OPPORTUNITIES

Aluminum molds for concrete bird baths and stat-
uary. Various sizes. Call Henry at (405)262-0622.
2/93

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. 3/93

FOR SALE - 1990 HUSTLER 340: 3 Way Deck,
1460 Hours, Kabota Diesel, Spare Tires, Mainte-
nance Logs, Very Clean. $9,800. Call R.J. Zaffer,
between 3-9 pm at (716) 248-3443. 2/93

HELP WANTED

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:

TARGET
P.0. BOX 1117
CERRITOS, CA 90701

SALESPERSON Customer and employee orient-
ed commercial landscape contractor in northwest-
em Chicago suburb seeks an experienced sales-
person with construction and property manage-
ment contacts. Energetic and enthusiastic per-
sons interested in joining the sales team of a qual-
ity minded production firm. Call Maureen at Acres
Enterprises, Inc. (708)526-4554 or send resume:
PO Box 448, Wauconda, IL 60084. Salary com-
mensurate with experience. 2/93

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

LANDSCAPE SUPERVISOR
GROUNDS MANAGEMENT

Progressive Northern NJ Firm seeks out-
standing candidate to manage the
grounds of a large corporate facility, with a
10 man crew. The right individual will pos-
sess a Horticultural degree and have at
least 5 years hands-on experience.
Excellent written and oral communication
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

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 mainte-
nance division for foreman, assistant foreman,
pesticide foreman, and mechanical positions.
Benefits include vacation and sick leave, health
care package, disability and retirement. Send
resumes to: Thomas W. Davis, 15127 Marlboro
Pike, Upper Mariboro, MD 20772, or fax to 301-
627-7011. 2/93

LANDSCAPE MAINTENANCE/SALES: Estab-
lished, Full Service Landscape Firm is seeking a
highly motivated individual to assist in the contin-
ued growth and development of our Maintenance
Division. Areas of responsibility would include
client prospecting, estimating, sales and schedul-
ing. Must have strong horticultural and sales/esti-
mating background and 3-5 years proven experi-
ence in Landscape Management. If you are an
aggressive take charge person, willing to work
hard for success, please send complete resume
along with past work history & salary to: Michael
Guerrisi, Guerrisi Landscape Inc., 25 Ridge Ave.,
Lebanon, PA 17042. 2/93

LANDSCAPE MAINTENANCE SALES — Large
established landscape, irrigation, and mainte-
nance firm in Tampa Bay area. Experience in bid
preparation required. Send resume to P.O. Box
22501, Tampa, FL 33622. 2/93

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 Landscap-
ing, Inc., P.O. Box 14336, Lenexa, KS 66215.
EOE. 2/93

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. 2/93

MISCELLANEOUS

BUSINESS ENVELOPES: FREE CATALOG
AND WHOLESALE PRICELIST of the most often
used printed business envelopes in the Green
Industry. STOP paying printer's retail prices.
CALL TODAY AND SAVE (219)865-8485. 2/93

MOWING CONTRACTORS: FREE CATALOG
Commercial mower parts guaranteed to fit Bobcat,
Bunton, Exmark, Snapper and Scag. WHOLE-
SALE PRICING on blades, belts, filters, pulleys,
tires, transmissions and mowing supplies. SAVE
$$$ call toll free 1-800-343-4333. LAWN CARE
PARTS guarantees savings coast to coast.
AMX/Visa/Mastercard Accepted. 2/93

STRATEGIC GUIDE

“Winning Strategies for Lawn and
Landscape Contractors-- A
System for Success”

This new business manual contains powerful ideas,
strategies and suggestions that cover all aspects of
success in this highly competitive industry. Planning
now, will reduce stress and help you implement
proven techniques that can triple your sales in just
one year.

* Lean how to win up to 85% of all your
residential and commercial bids while retaining
up to 90% of your customers each year.

* Discover proven techniques that can double
your clientele in just 2-3 weeks.

* Leam other strategies: hiring and retaining
productive employees, powerful management
skills, marketing and advertising, equipment
management, diversification, education &
training, handling business stress before it
gets to your family.

Sure to become one of your most important
business documents. Only $59.95, postage
prepaid. Tax deductible. MONEY BACK
GUARANTEE.

Order now. Allow 10-15 days for delivery. Send
check or money order to ELC Inc., P.O. Box 9069,
Colorado Springs CO 80932. For more information,
orto ordgr by VISA or MASTERCARD, call 1-800-
748-1113.

LET THE GOVERNMENT FINANCE your new or
existing small business. Grants/loans to $500,000.
Free recorded message: (707)448-0330. (OL8)
3/93

NOW... LEARN PROFESSIONAL LANDSCAP-
ING AND GARDENING AT HOME! Accredited
program provides thorough training in all phases
of commercial and residential landscaping. Diplo-
ma awarded. Free brochure describes program
and opportunities in detail. Lifetime Career
Schools, Dept. LFO113, 101 Harrison St., Arch-

Use our
Blind Box Service
for
Confidential
Results!
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L ANDSCAPE

MANAGEMENT

Truman's Scmntic Gude To

e g o P

TRUMAN'S SCIENTIFIC GUIDE

TO PEST CONTROL OPERATIONS

by G.W. Bennett, J. M. Owens, R.M. Corrigan
Updated 4th edition. Find answers to hundreds
of questions about pest control. Learn sound
techniques for pest management programs for
hundreds of types of pests. New chapters on
urban wildlife, pest control for food plants,
specialized facilities and fumigation. Lavishly
illustrated, fully indexed. PECO101 - $69.95

o | N
RESIDENTIAL LANDSCAPE
by Gregory M. Pierceall

An excellent reference for design
and development of plantings
and constructed features for
residential sites. Illustrations and
actual residential case study
examples are used to
communicate graphic, planting
and design concepts.

LM375 - $66.95

N
s

Sixth

TREE MAINTENANCE
by Pascal Pirone

treatment of trees, including
special sections on
abnormalitites, diagnosing
tree troubles, non-parasitic
injuries and assessing the
suitability of trees in
different environments.
LM760 - $49.95

=

! T o @non
MANAGEMENT

L)

A 1 TURGEON

TURFGRASS MANAGEMENT

REVISED

by AJ. Turgeon

Third Edition. Covers the latest developments
in turfgrass science and technology. Heavily
illustrated with dozens of new drawings.
Provides specific recommendations for
applying the newest pesticides, fertilizers and
other materials to combat turfgrass problems.
LM225 - $62.95

TURFGRASS:

edition. The care and by James Beard

from more than
sources.
LM630 - $62.95

BOOKSTORE

VOLUMES TO BUILD YOUR BUSINESS VOLUM

AND CULTURE

Comprehensive basic test

and reference source used in
many leading university turf
programs. Includes findings
of current research complied

T s
~
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[

ARBORICULTURE: THE CARE OF
TREES, SHRUBS AND VINES

IN THE LANDSCAPE

by Richard W. Harris

Comprehensive coverage of planting, site
analysis, preparation and special planting
methods. Includes fertilization, irrigation and
pruning, and diagnostic chapters on
non-infectious disorders, diseases, insects and
related pest management. LM665 - $63.00

THE

1991

PESTICIDE
DIRECTORY

A Guide to Producers & Products,
Researchers b Associstions
in the United States.

SCIENCE THE 1991 PESTICIDE
DIRECTORY

by Lori Thomson Harvey and
W.T. Thomson

A guide to producers and
products, regulators, researchers
and associations in the United
States. For the person who
needs to know everything in the
United States pesticide industry.
LMS500 - $75.00

12,000

ORDER TODAY! YOUR SATISFACTION IS GUARANTEED!

Yes! Please send me the professional books listed below. If I'm not Name
completely satisfied, I may return them in 10 days for a full refund.
5 s . - Company i
Book Number and Title Quantity Price Total Price
Address
City State Zip
Phone ( )
Payment must accompany order Check Enclosed
Charge my VISA MasterCard _____American Express
Please allow 3 to 4 weeks for delivery. -
f y Postage and Handling $ Account No. Exp.Date______
Tax (CA, CO, CT, GA, IL, MN, NJ, NY, OH, TX) $ Signature Date %

Postage and Handling

Domestic: Add $5 per order plus $1 for each additional book ordered.

International: Add $15 per order plus $2 for each add

TOTAL $

itional book ordered. 02FP2M

Return this coupon with payment to

ADVANSTAR DATA, 7500 OLD OAK BLVD., CLEVELAND, OH 441
Credit Card Orders May Call Toll Free 1-800-225-4569, x839,

or fax your order to (216) 891-2726
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For 30 years, Landscape Management has been your
Green Industry source for Business Management
"How-To" Technical Information, and Industry News.

Now that we include Lawn Care Industry's coverage
of the LCO segment, you have more reasons than
ever to read LM and... PASS IT ON!

_!.-7

all

-
i

as we SEET
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Your crew, a partner, technicians or
even customers... LM's editorial,
useful, timely and understandable will
help you and other professionals with
your work, and in promoting the
benefits of healthy attractive turf.

" DIAGNOSING
TURFGRASS
PROBLEMS

Calculating

v care: .
Mowe mowing costs

pre-storage tips
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BUSINESS OPPORTUNITIES

SOFTWARE

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). 2/93

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

TurfWorks ™ - 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. 2/93

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. 3/93

WANTED

Pull type Toro fairway mowers. Pull type 9 gang
Toro frame. Toro Groundmaster 72. Toro Greens-
mower. Fairway core pulverizer. Greens type
sweeper. Call collect 309-289-4146. 2/93

Classified Avertising

PHONE NUMBER

Cleveland, OH 44130 or call 216-891-2698.

add $20 to total cost of ad per issue.

__________________________________________________________ -
1

g .. 1

# send a Classified Advertising message... !
. 1
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1. Number of insertions: (circle) 1 3 6 12 TF (Till Forbid) :
2. Start with (month) issue. (Copy must be in by 1st of month preceding). :
3. Amount enclosed: $. (To keep our rates as low as possible,payment :
must accompany order) :
1

SIGNATURE DATE :
NAME COMPANY E
ADDRESS i
1

CITY STATE ZIP CODE :
i

1

Mail ad copy to: Paul Garris, Landscape Management, 7500 Old Oak Bivd.,

RATES: $1.25 per word (minimum charge $40). Boldface words or words in all capital
letters charged at $1.50 per word. Boxed or display ads $105 per column inch, one
time; $100, three times; $95, six times; $90, nine times; $85, twelve times (one inch 1
minimum). (Frequencies based on a calendar year). For ads using blind box number,

ADVERTISER
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Use the Tart Care Pros for any
number of OrOWINg problems.
138 to be exact.

97. Dandelions

Professionals count on the Turf Care Pros.
To treat diseases, Daconil 2787* fungicide is
the cornerstone of your management program.
The broadest-spectrum fungicide on the
market, it controls 18 disease -causing organ-
isms on turf and 55 major ornamental diseases.
And there's never been a documented case
of disease resistance to Daconil 2787.

For pre- and post-emergent
herbicide control of
annual grasses and
broadleaf weeds, it's
Dacthal* and Daconate*
6. On pesky broadleaf

weeds, use 2 Plus 2.

*Roundup 13 a registered trademark of Monsanto Company:

Always follow label directions carefully when using turf chemicals
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42. Rhizoctonia Blight
33. Leaf Spot RPN
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16. Snow Mold

And round out your program using Frigate®
with Roundup® to control perennial and
annual weeds. Together with Daconil 2787,
they all create a complete professional
management program.

When it comes to turf and ornamental
care, count on the Turf Care Pros. And

— 138 to be exact.

ISK Biotech Cor-
poration, Turf &
Specialty Products
Division, 5966 Heisley
Road, PO. Box 8000,
Mentor, OH 44061-8000.

® Registered trademark of ISK Biotech Corporation

I count out labeled diseases and weeds
e

Circle No. 115 on Reader Inquiry Card
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TURF TYPE TALL FESCUE

THE BEST OF THE NEW

TALL FESCUES

| Lofts Seed Inc.
L l World's largest marketer of turfgrass seed Lofts/NewEngiand  Lofts/Maryland  Lofts/Great Western  Sunbelt Seeds. Inc.

! Arlington, MA Beltsville, MD Albany, OR Norcross, GA
LOFTS | pouing Brook, 1) 06805 (617) 648-7550 (301) 937-9292  (503) 928-3100 (404) 448-9932
(2OFTS (908) 356-8700 = (800) 526-3890 (800) 648-7333 (800) 732-3332  (800) 547-4063 (800) 522-7333

To locate the Lofts' distributor nearest you, call (800) 526-3890 (Eastern US) + (800) 547-4063 (Western US)
Circle No. 118 on Reader Inquiry Card

Lofts/Ohio
Wilmington
(513) 382-11
(800) 328-11




