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A portfolio of creeping bentgrasses perfect for your plans... from the world's foremost marketer

From Tee-2-Green

Pals Profile:

Scientific name: Growth habit:  Shade Heat tolerance: Cold tolerance: Traffic and wear Seeding rate,  Seeding rate,
tolerance: tolerance: greens: fairways:
Agrostis Spread by Fair Good Excellent Very good 1to11/2 Up to 50 Ibs.
stolonifera  aggressive Ibs. per per acre
stolons 1000 sq. ft.

Penncross

For tees and greens

The standard for creeping bentgrasses
since 1955 and still the most specified
bentgrass for golf courses. Recovers
quickly from injury and divots. Good
heat and wear tolerance. First choice
of golf course architects and superin-
tendents.

A few fine courses with Penncross greens:

* PGA West Stadium Course

* The Vintage Club

¢ Troon North Golf Club

¢ Wolf Run Golf Club

* Eagle Crest Golf Course

* Kananaskis Country Golf course

Penneagle

For fairways

The top performing fairway bentgrass.
Germinates quickly. Upright, dense
growth habit helps crowd out poa
annua. Salt tolerant.

A few courses with Penneagle fairways:
¢ Oakmont Country Club

* Butler National Golf Club

* Pumpkin Ridge Golf Club

¢ The Merit Clu

* Inverness Club (Toledo)

* DesMoines Country Club

PennLinks

For new greens,
green renovation and
overseeding

The new standard for putting greens.
Upright, dense growth for true
putting. Fine texture and heat tolerant.

A few fine courses with PennLinks greens:
¢ Wilmington Country Club

* Inverness Club (Toledo)

* SandPines Resort

* Prairie Dunes Golf Club

* Baltimore Country Club

* Wild Wing Plantation

PennWay
Blend

For fairways and winter
overseeding greens

Economical fairway and winter over-
seedin§ blend of Penncross, Penneagle
and 50% quality creeping bentgrass.
Certified ermWay contains Penncross,
PennLinks and 70% Penneagle for
genetically diversity meeting certifica-
tion standards.

A few courses featuring PennWay:

* Wakonda Club

* Carlton Oaks Country Club

* Riverwood Golf Club
(winter overseeded greens)

!
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PennTrio
Blend

For tees, fairways, greens,
and winter overseeding

Certified creeping bentgrass blend with
1/3 each Penncross, Penneagle and
PennLinks. All the attributes of a blend
with ready-to-seed convenience.

The increasingly popular blend for
all around the course, from the
world leader and foremost
marketer of creeping bentgrasses.

For more information, call or fax: Tee-2-Green Corp., 1-800-547-0255 / FAX 503-651-2351

Circle No. 117 on Reader Inquiry Card



is a proud member of these

green industry professional
organizations:

ALLCA

Associated Landscape Contractors of America,
12200 Sunrise Valley Dr., Suite 150, Reston, VA;

(703) 620-6363.
Nid

aim
rserymen (National
), 1250 | St. NW, Suite

American Association of Nu
Landscape Association
500, Washington, DC 20005; (202) 789-2900.

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.0. Box 1094, Amherst, NH 03031-
1094; (603) 673-3311.

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

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

PGMS

Professional Grounds Management Society, 120
Cockeysville Rd., Suite 104, Hunt Valley, MD
21031; (410) 584-9754.

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, Suite 900, Washington, D.C.
20005; (202) 872-3860.

il

Sports Turf Managers Association, 401 N.
Michigan Ave., Chicago, IL 606114267 (312)
644-6610.

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

AS WE SEE IT

TERRY McIVER, MANAGING EDITOR

2,4-D’s stamina proves that
truth is stronger than fiction

The scientists who concocted 2,4-D 46 years
ago deserve a debt of gratitude that extends
well beyond their scientific achievement.

Thanks to them, thousands of others
have found a cause, have “gotten a life,” so
to speak: to ban the production and use of
the most well-known, highly-praised, bit-
terly-reviled and hotly-disputed herbicide.

Many of these crusaders are themselves
scientists, who might like nothing better
than to say they helped ban this solitary
product. That would be a grand achieve-
ment, because—like health care
“reform”—we don’t need to do it, but it
would be big news if it ever happened.

If 2,4-D were a living patient, it would
have croaked years ago from the rigors of
the exam. It’s opened wide and said “ahh”
more times than a room full of measle-
infested kids.

“There are 94 epidemiological studies
we're aware of that are pertinent to 2,4-D,”
says Don Page, executive director of the
2,4-D Task Force, an interest group com-
posed of agricultural control product man-
ufacturers, “and you can add to that the
probable 4,000 toxicological studies that
have been done on 2,4-D.”

The Journal of the American College of
Toxicology reported that more than
40,000 scientific articles and technical
reports addressing 2,4-D had been pub-
lished by 1978.

Most recently, an April 1994 report by
an EPA panel determined that existing 2,4-
D studies showed no demonstrable link
between 2,4-D and cancer in farmers who
used it, or in animals.

The panel said it was impossible to
determine whether the studies were
detecting a risk that was related to the
herbicide or to some other aspect of farm-
ing as an occupation.

The risk from using 2,4-D, said the
study, “did not seem to be much higher
than the risk of farming as a general work
exposure.”

There is also new doubt about the

accuracy of some prior surveys.
According to Page, the National
Cancer Institute (NCI) has received $25
million over the years to finance studies of
2,4-D, in laboratories or through surveys
of end-users or end-user family members.

Those statements by family members—
called proxy statements—have recently
cast a shadow of doubt over the validity of
2,4-D surveys.

Page says a review of data by the U.S.
Centers for Disease Control and Prevention
showed that—in the NCI studies done in
Kansas, Iowa and Minnesota in the
1980s—there was less than 50 percent
agreement between cancer-case users and
the family members who spoke on their
behalf.

“And the self-respondents in the
Nebraska study show no association
between product use and lymphoma; the
next-of-kin respondents do,” adds Page.

In other words, the farmers who used
the products were the only ones who
should have been surveyed, since they
would be best able to recall how they used
the product and how often.

The Task Force has completed 85 per-
cent of the tests required to reregister 2,
4-D, and by the time it's done, it will have
spent $28 million.

But it won't end there. Report that
there’s no link between a product and dis-
ease, and you prompt a halcyon cry for
more money and more study.

There are 1100 chemical compounds up
for reregistration, but Page says fewer than
450 of those will last, due to the more than
$3 billion it would cost the manufacturers.

Why conduct all this research if you
continually question the results?

These scientists must all be guys: They
just can’t commit.

R
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The ftirst flotation

You never have to worry about Gator 6x4. With only 71 to down for the differential lock,

sinking below the surface when 7.5 pounds per square inch, these  conveniently located next to the

youre in a John Deere Gator™ utility vehicles will barely bend shift control.

Utility Vehicle. the blades on your delicate turf. You'll also appreciate the fact
The reason is quite simple: This low psi also helps the that the Gator Utility Vehicles

high-flotation/low-compaction Gators out in muddy, swampy go easy on the ears as well. Large

tires. They're standard features situations. And when extra trac- capacity, one-piece mufflers,
on both the Gator 4x2 and the tion is called for; simply reach lower engine rpm’s, and, on the
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device for land

6x4, a liquid-cooled engine, result
in extremely low sound levels.
And as light as the Gators
are on their feet, they possess
solid bodies. A heavy-duty;
arc-welded frame. Bolt-on cast-
aluminum rear axle housings.
Internal wet-disk brakes. And

a rugged front suspension.
They'e not lightweights
when it comes to towing, either.
The 4x2 has a 900-pound capa-
city; the 6x4, 1,200 pounds.
To see firsthand why a Gator
Utility Vehicle rises above the rest,
visit your local John Deere dealer.

:/)HNHE-EHE)

NOTHING RUNS
LIKE A DEERE'
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ASK THE
EXPERTYT

DR. BALAKRISHNA RAO

A
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Galls on Scotch pines

Problem: We see galls on a client’s Scotch pines. Two trees have
many galls, while six more pines have just a few. Some of the
galls have yellowy spores on them. Is this a rust gall? (Canada)
Solution: Based on the description of your field observations, the
problem on pines appears to be related to pine gall-rust disease
caused by Endocronartium harknessi. This disease is also known
as western gall rust. It has been reported on two- and three-nee-
dled pines in Canada and the United States.

The rust fungus produces round or sometimes pear-shaped
woody galls primarily on branches but also on stems. These galls
enlarge year after year until the branches are girdled. This causes
dieback of affected branches. Often, secondary fungi or canker-
causing fungi can also affect these trees.

The fungus infects young branches on the stalk of female
cones. From the cones, the fungus moves down the branches.
During the year of infection, no symptoms appear; however, galls
begin to swell the following year. They can enlarge to 1 to 10 cen-
timeters in diameter. By the second or third year, galls may devel-
op bark collars at one or both ends. Secondary fungi and insects
can attack these galls and kill them. The galls break open annual-
ly and release yellowish-orange spores during pine-candle elonga-
tion, beginning two to four years after infection.

The galls produced by the pine gall-rust fungi E. harknessii
would be difficult to distinguish from the globbose galls also pro-
duced by pine-oak galls rust caused by Cronartium quercuum.
Generally, if rust-galls on pines are seen in the absence of oaks
(alternate host), the problem is attributed to pine gall-rust caused
by E. harknessii. For further diagnosis, laboratory analysis of
spore germination is necessary.

As far as managing the pine gall-rust problem on pines, con-
sider treating once with fungicides, such as mancozeb, when yel-
low pustules of rust break through bark on galls. Selectively
prune branches with rust-galls and discard them or preferably
rogue them before May 1. Severely infected trees may be unstable
and subject to windthrow. Therefore, proper care of infected
plants is highly desirable.

Read and follow label specifications.

Managing Kudzu
Problem: What is the best way to manage Kudzu weeds growing
around residential and parking lot properties? We have used
Roundup with some luck. (North Carolina)
Solution: Kudzu (Pueraria lobata) is a difficult weed to manage.
It presents a serious problem close to wooded areas. You could
use Roundup as in the past to manage this. Label recommenda-
tions are to use four quarts/acre, if broadcast spraying, or a 2 per-
cent solution, if using a backpack sprayer.

Roundup should be applied when the plants are actively grow-
ing. Repeated applications may be necessary. Roundup is a nonse-
lective post-emergence herbicide, so be careful while applying it

around desirable plants. Even a small drift can injure desirable
plants.

Arsenal, from American Cyanamid is a non-selective systemic
pre-and post-emergence herbicide for grassy and broadleaf weeds.
Generally, one application should be enough per season.

Pre-emergent activity should last three to four months when
applied at a rate of 4 to 6 pints/acre. Because of its pre- and poste-
mergence activity, this would be your best choice to manage
Kudzu. It gives good residual activity against a wide variety of
annual, perennial grass and broadleaf weeds. Make sure the weeds
are actively growing. For optimum control, Arsenal should be
applied at a rate of 70 gallons of water per acre, according to a
company spokesperson. Also, since it is a non-selective herbicide,
avoid contact with desirable plants.

Arsenal is a slow-acting herbicide; therefore, the plant may not
show chlorosis or necrosis of newest leaves for two to three
weeks, and complete kill may not occur for several weeks. Do not
apply in areas where potential for soil erosion exists, or herbicide
may be washed off to non-target sites. In these situations, the
roots of desirable plants may absorb this herbicide and may be
injured.

Read and follow label specifications for better results.

Poison ivy control

Problem: What is the best way to control poison ivy? (New York)
Solution: Treatments with Amitrol (trade name: Amizole,
Aminotriazol or Weedazol), a post-emergence herbicide, reported-
ly provide excellent control of poison ivy. It is a non-selective her-
bicide made to be applied on foliage of perennial broadleaf weeds
such as poison ivy.

Avoid contacting desirable, non-target plants because it will
turn the leaves yellow, white and then brown. Use Amitrol as a
spot treatment for perennial weeds like poison ivy in or near
nursery crops or landscaping. For best results, treat weeds at full
leaf, about four to six inches high, and before blooming.

Check with your county extension agent for clearance to use
this product in your area. All registrations for the use of Amitrol
on food crops, including pastures, have been canceled. Avoid
using in an area where there is a chance for food or feed contami-
nation. A waiting period of six to eight weeks is required before
planting any plant material.

Roundup is also registered for managing poison ivy plants.
Apply four to five quarts of Roundup per acre as a broadcast spray
or as a two percent solution with hand-held equipment.

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 0Old Oak Blvd., Cleveland, OH 44130. Please allow two to
three months for an answer to appear in the magazine.
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ESSENTIAL TAKES OVER

WHERE STANDARD N-PK FERTILIZERS LEAVE OFF

Turf, tees and ornamentals require a healthy living environment where the @ soil,
® microorganisms as well as ® the plant are all well taken care of. Essential is a
100% natural organic liquid solution that assists in all of these aspects. Essential
contains over 45 nutrients and soil supplements that have been formulated to

feed plant material, supply a food source for beneficial microbes and improve
the soil conditions.

/. Food Source for Microbial Ac-
tivity. Beneficial microbes need Organic
Matter as a food source to survive and in-
creases their population. Essential has a
high carbon content which slowly decom-
pose, restoring Organic Matter back into the
soil. This is especially essential in over
worked urban settings such as golf courses
and manicured landscape settings.

2. Enhances Plant Physiology
Turf, trees and all planting materials
require more than just N-P-K fertilizers
to stay in superior health. Essential
contains vitamins, enzymes, carbohy-
drates, sugars, amino acids, and root
stimulators (from kelp). These nutrients
are absorbed and utilized by the plant
to enhance plant growth, vitality and
stress resistance.

Sz,

Developed By
A (_.(,)mémn_\‘
ThatCares

3 Rejuvenates Soil Structure
Essential contains a high percentage of
active humate, plant extracts, cellulose
fiber and a natural wetting agent which are
all essential in maintaining healthy soil.
These ingredients reduce compaction and
improve cation exchange.

ESSENTIAL

To receive the '94 Technical Package as well
as Growth Products Guide to Better Un-
derstanding Product Labeling please call:

800-648-7626
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® Turfgrass and landscapes cannot
survive without water. The contin-
ued availability of fresh water is
an ever-growing challenge to the
green industry—perhaps its
greatest challenge. The charge to
irrigation suppliers is to provide
innovative products for ever-more-efficient
turfgrass and landscape irrigation.

Turfgrass and landscape managers say
suppliers do a good job. Even so, the
green industry itself still has a long way
to go in maximizing the efficiency of its
water use, say these same managers.

John Gustavson, landscape irrigation
specialist with Carole R. Johnson &
Associates, Cambridge, Mass., appreciates
irrigation innovations that conserve
water: soil moisture sensors, devices that

COVER

STORY

Even with a profusion of
efficient water-saving
irrigation equipment on the
market today, WHO—and not
WHAT—makes the difference.

TORO

Golf course superintendents continue to replace electro-mechanical irrigation
systems with computerized, central control systems. Also, look for more hand-

held radios in the coming years.
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RIGATION FNNOVATIONS

automatically detect broken underground
irrigation pipes, drip emitters, and the
newest generation of controllers.

“The water supply here in the east
isn’t as critical as, say, in Colorado, but
it's getting critical as far as cost,” says
Gustavson. “I think the Northeast is back-
ing into real conservation from a matter
of cost as opposed to out-and-out lack of
availability. The incorporation of some
type of water conservation element is
something I've been putting into a lot of
my projects.”

But products, no matter how innova-
tive, function only as well as their opera-
tors allow them, and even Gustavson
admits that “the potential to over-water is
great." In the Northeast anyway, irriga-
tion isn't normally critical to landscape
plant or turfgrass survival. Typically, irri-
gation supplements natural rainfall dur-
ing summer drought or drier-than-nor-
mal autumns.

“The tendency is—and this is most
true in some corporate centers—'Hey,
we've got it (irrigation). We're going to
use it." People sometimes like to turn on
their system and watch it because it looks
so wonderful,” he says.

In fact, irrigation suppliers themselves
realize that whatever technology they
engineer into their products suffers at the
hands of poor water management prac-
tices.

“The challenge in efficient irrigation is
one of management,” says Ron Wolfarth,
product manager, Rain Bird Commercial
Division, Tucson. “You can have the most
efficient irrigation system possible, but if
it's managed poorly on a day-to-day basis,
you can waste more water than an ineffi-
cient system that is managed properly.”

Richard A. Fisher, ASLA, San Diego,
believes this gap between irrigation tech-
nology and proper system management is
more prevalent in municipal systems



than on golf courses. For one thing, a golf
course superintendent’s livelihood is tied
‘to water management. Usually, the super-
intendent is intimately aware of the sys-
tem. In city parks and boulevards, on the
other hand, systems aren’t inspected or
managed as intensely.

“The labor force in the landscape
maintenance industry has not improved
to the magnitude that the equipment
has,” claims Fisher, who heads up the
Landscape Architecture Division of BSI
Consultants. “And—at least here in
‘California with its struggling economy—
it would probably be naive to believe it
will change in the short term. The com-
petitiveness in the bidding of landscape
maintenance has become extreme.

“We're not seeing the operation of the
‘equipment coming close to its potential,”
he adds.

Sometimes forces outside the industry
drive it to more efficiency. Fisher feels
that may be the case with California’s
Assembly Bill 325.

That legislation, initiated in 1991 and
now being adopted, requires that California
communities adopt water laws that:

® encourage groupings of plants

WHAT'S NEW

i1

according to water needs (it does not pro-
hibit or require specific species);

@ encourage use of automatic irriga-
tion systems with water conserving
designs;

® focuse on proper grading and
drainage, as well as the using mulches, to
promote healthy plant growth and pre-
vent excessive erosion and runoff;

@ promote the use of reclaimed water;

@ recognize regional differences,
including fire prevention needs;

® provide economic incentives to pro-
mote efficient use of water; and

@ require routine irrigation system
repair and adjustment, water audits and
prescribing the amount of water applied
per landscape acre.

“We find that the developer or the
homeowner is putting a greater invest-
ment in their irrigation systems,” says
Fisher. “We see an overall better effort on
the research of irrigation design. There's
a more conscientious concern about what
the soils report says, looking into evapo-
ration coefficients, those types of factors
rather than programming the system to
apply an inch of water a week and leaving

it at that."

(MORE ON PAGE 10)

“Technologically, we think the manu-
facturers have come a long way in provid-
ing us with advanced equipment, particu-
larly with controllers. The timing capabil-
ities of controllers can now be extremely
flexible so that we can apply water to par-
ticular hydrozones efficiently.”

Among the irrigation trends that
Fisher sees:

»* Increased use of reclaimed water,
“In some of our park projects, even
though reclaimed water is not available
yet, the city is telling us to design the sys-
tem so that it can be converted to
reclaimed water when it becomes avail-
able,” says Fisher. Although there are
strict regulations about applying
reclaimed water, its use will definitely
grow.

¥ More drip systems. “There are chal-
lenges to both the installer and the main-
tenance personnel when you get into a
drip system, but from a water conserva-
tion standpoint they work,” says Fisher.

v More use of sensors that monitor
soil moisture, shut off systems during
rain, detect leaks and system failures.

—Ron Hall

IRRIGATION
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Solatroil: Light Energized
! Irrigation Technology (LEIT-Link).
Universal control units that oper-
ate under ambient light, even in
the heaviest shade. It looks like
a parking meter but it's a lot
handier.
Circle No. 251 on Reader

Inquiry Card

King Technology: Waterproof safety
connectors. Sparkproof, silicone-filled,
twist-on. Splices solid and/or stranded wires,
Meets NEC coded direct-bury standards.
Circle No. 252 on Reader Inquiry Card

Kifco: Water-Reel traveling irrigation
machines. Portable, can irrigate a complete
football field in a single pass. Relatively inex-
pensive but labor saving. Good back-up for in-
ground systems,

Circle No. 253 on Reader Inquiry Card

Glen-Hilton Products: Freeze-Clik preset
temperature sensor to keep sprinkler systems
from operating during freezing or near-freez-
ing temperatures. From the same folks
who manufacture the Mini-Clik II rain sensor
shut-off.

Circle No. 254 on Reader Inquiry Card

Other neat
stulf we found
in product

catalogs,
in no
particular
order:

Salco Drip Irrigation: Drip emitters—sin-
gle outlet, six outlet and bubbler. Flexible drip
hose made of PVC. Full line of drip irrigation
accessories,

Circle No. 255 on Reader Inquiry Card

Olson Irrigation Systems: Threaded sprin-
kler riser. Raise or lower a sprinkler with mini-
mum digging. Pressure-Compensated Emitter.
Patented silicone cylinder, self-cleaning pul-
sating action.

Circle No. 256 on Reader Inquiry Card

Agquapore Moisture Systems: Porous pipe.
Handy in raised beds, perimeters, planters,
median strips. Applies precise amounts of

water to plant root zones. Uniform distribu-
tion of water along length of pipe.
Circle No. 257 on Reader Inquiry Card

Greenlawn Sprinkler: Valves, valves and
more valves. Also, heads and risers, manifold
tees, and nozzles, including plant and shrub-
bery nozzles.

Circle No. 258 on Reader Inquiry Card

Murdock Water Sensor Equipment:
Hydrants (post and flush-box), Drinking foun-
tains. Emergency showers and eye wash equip-
ment. Sturdy.

Circle No. 259 on Reader Inquiry Card

Smith Precision: Liquid fertilizer injec-
tors. Seven models. Operate on water flow. No
lubrication or adjustment required.
Circle No. 260 on Reader Inquiry Card

Remote Control Technology: |
Hand-held remote controls. At the
touch of a button, turn on any valve
from up to 1/2 mile from the con-
troller.

Circle No. 261 on Reader
Inquiry Card

I | by Mark L. Dlugoss

COVER STORY

® The worst possible thing that can happen to a landscape manager
is “downtime.” The most common reason for downtime?—equip-
ment breakdowns.

If any piece of equipment is neglected over a length of time, a
problem is sure to become serious, such as a hose or belt breaking;
even worse, an oil seal blowing out and leaking. Now a simple repair
of $5 to $10 has escalated to $300 to $400. While expenses increase
on the repair, money is also lost because of not being able to perform
a contracted job. Time and productivity is also lost with idle workers,
who, incidentally, are still being paid while a repair is made.

“Knowing all that, then, why don’t landscapers maintain their
equipment on regular basis?” asks Mike Goodwin, worldwide service
manager, commercial division, the Toro Co., Bloomington, Minn.
“The main reason is time. Everyone is in a hurry to get the job done,

SUI'C CUIe

equipment
ils

10 Landscape Management, July 1994

to meet a schedule, and everything is secondary to that point.”

But time—and money—can be saved in the long run by creating
a preventive maintenance program, which also helps avoid expensive
repair costs and downtime and to extend the life of the equipment.

Developing a program—Begin with the manufacturers. Each
piece of equipment has recommended service intervals.

“Most manufacturers have a detailed suggested maintenance pro-
gram that they provide with their equipment,” declares Joseph
O'Reilly, service advisor for Kubota Tractor Corp., Compton, Calif.

continued on page 12
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KUBOTA TRACTOR CORPORATION
P.O. Box 2992, Dept. LM
Torrance, CA 90509-2992

Financing available through Kubota Credit Corporation

—

A

LL THE
ANSWERS
FROM
KUBOTA

When the question is how to work smarter,
Kubota gives you multiple choices!

Kubota's new L-35 has performance features
that include a GST transmission for clutchless
shifting on the go through all 8 forward and
reverse speeds, hydrostatic power steering, and
a roomy ISO-mounted operator’s platfrom that
reduces vibration. An optional hydraulic port
offers the versatility to use hydraulic breakers
and other tools.

The rugged B-20 offers a liquid-cooled 20 HP
diesel engine with hydrostatic transmission,
integral power steering, and standard 4WD for
greater traction and power.

Both the B-20 and L-35 feature a loader-
integrated reinforced frame that withstands
rigorous work . Loader operation is simplified
with a single-lever control, and the durable back-
hoe can be attached or detached in just a few
minutes without the use of any tools. For even
more versatility, a Rear-PTO and 3-point hitch
capacity allow you to till, scrape, mow, and more.

When the question is how to work smarter,
Kubota responds to your needs with tractors that
are at the top of their class!

Feature B20 New L35
Kubota Diesel

Engine, (gross HP) 20 35.1
Hydraulic Pump

Capaaity, (gpm) 12.7 17.3
Loader Lift

Capacity, (Ibs) 926 1,653
Loader Breakout

Force, (Ibs) 1,543 2,744
Loader Maximum

Lift Height, (in) 85" 105.5”
Backhoe Digging

Depth, (in) 92.9” i 186 7

—

Circle No. 108 on Reader Inquiry Card




continued from page 10
“Landscapers should follow that as their
minimum guideline.”

When a piece of equipment is scheduled
for its interval maintenance check, manufac-
turers suggest it should be taken out of the
field and serviced according to specifications.
They also urge that landscapers use only
OEM or OEM-approved parts and fluids.

A preventive maintenance program does
require an investment: make sure to stock
parts that are normally used. Items, such as
bearings, seals, filters, belts and oil, should
made available for scheduled maintenance
intervals and emergency situations.

Each working day, a designated time
should be set aside for basic preventive
maintenance. Don’t wait for slack time. A
lubrication schedule, based on hour-meter
readings—daily, weekly or monthly—
should be established for all equipment.

The responsibility for each preventive
maintenance function should be delegated
to either a mechanic or an operator,
depending on the size and structure of the
landscaping operation.

Operators, working off a daily checklist,
should visually check:

@ fluid levels;

@ air cleaner;

@ blower housing;

@ hoses and hydraulic lines, making
sure they are not frayed nor leaking;

@ belts for wear;

@ radiator and transmission levels; and

@ mower blades for sharpness.

They should also conduct a general
clean-up.

“All of these things sound relatively sim-
ple,"” says George Thompson IlI, director of
corporate communications at Briggs &
Stratton, Wauwatosa, Wis., “but you'd be
surprised at how many landscapers tend to
do one and not the other, or don't do all of
them regularly.”

‘3S' approach—John Oldenburg, man-
ager of technical services at Jacobsen-
Textron, Racine, Wis., advises operators to
incorporate a “3S Approach” in their daily
checks—"sight, sound and smell."” Sight:
look for the obvious things that could go
wrong. Sound: listen to whether the
machine is running properly or not. Smell:
detect odors from burning electrical sys-
tems or leaky hydraulic lines.

“If you use those three things, you're
going to detect a lot,” points out
Oldenburg. “Mark them down and give
them to the appropriate person in charge of
repairs, and get them taken care before it
becomes a failure.”

Someone—supervisor, head mechanic
or technical expert—should be assigned the

12 Landscape Management, July 1994

EQUIPMENT: DAILY CHECKLIST
DATE

UNIT/SERIAL NO.

OTHER

____Overall visual inspection
____Blades (on mowers)
___Bolts

___Belts

____ Day-end lubrication
____Day-end clean-up

responsibility to oversee the program. His
responsibility should include keeping accu-
rate service records.

However, the ultimate responsibility for
the program should rest with owner,
according to Mark Wagner, engineering
manager of Ransomes Inc., Johnson Creek,
Wis. “If the owner doesn't place any empha-
sis on it, the next guy down the line is not
going to pay any attention to it."

If you maintain a logbook on every piece
of equipment—and you should—it will pro-
vide a history of the equipment and all
repairs. It can also allow you to look at costs
per hour in operation, And if a unit demon-
strates a consistent problem, it allows you to
create a necessary parts inventory to cover
emergency situations.

Notes Paul Scholten, manager of service
and technical publications, engine division,
the Kohler Co., Kohler, Wis.: “If there is a
record of how much expense they put into
it, maybe there is a piece of equipment that
does the same job and has a lower mainte-
nance cost. Another thing is that, if you
have any comebacks for the manufacturers
relative to the warranty, you have a perma-
nent record.”

As the saying goes: “An ounce of preven-
tion is a pound of cure!”

—The author is a freelance writer based in
Cleveland, Ohio. This is his first assignment
for LANDSCAPE MANAGEMENT.

by Tom Brink

® Your equipment operator's manuals con-
tain tested, proven care and maintenance
procedures. Before questioning them, con-
sider these common sense “whys” behind
some of these service procedures,

Read the operator’s manual. It contains
nearly everything you need to know about
service. You'll save time and money by read-
ing the manual before working on the
machine—not afterward to see what should
have been done, or what must be redone.

Avoid over-servicing. An example of over-
servicing is the air filter on diesel engines.
When the air filter looks dirty on the outside,
that's a sign that it's doing its job. As dirt col-
lects within the outer portion, the air cleaner
works even better. Its holes become smaller,
preventing smaller particles from passing
through. When the holes become clogged,
the filter needs replacement. But never clean
an air cleaner; always replace it.

Use proper replacements and hardware.
For example, when shear bolts (soft, break-
away bolts used to attach accessories) break,
they free the attachment from the gear box
or drive shaft. If the shear bolt is replaced
with a hard bolt, the accessory remains
attached even when an object becomes
trapped. The unit continues to operate, and
transfers stress and damage to a more expen-
sive part of the machine.

Another example: a “will-fit" belt probably
won't do the job. Even when a belt looks like
it fits in the sheave correctly, it may not. If a
belt is worn or too small, it will slip. Worn or
wrong-sized belts can actually change the
shape of the sheave itself.

Sand can also affect the sheave. Small
particles grind against the sheave as they
move along the belt. This damage may not
be apparent when looking at the sheave
from above, but can be detected by examin-
ing it from the side. A straight-edge placed
against the sheave will reveal the “belly”
worn in it by the sand particles.

Check the sheaves when belt problems
occur, before placing the blame on the belts.

Be careful when washing. Frequent
washing is important, especially for equip-
ment exposed to fertilizers and other chemi-
cals that can cause rust.

Wait to wash the machine until after it



The next generation
of perennial ryegrass.
For a number of reasons.

Advent perennial ryegrass
has shown clearly that it’s a
new class of turfgrass in
Rutgers University
performance tri
scored top marks for heat
and drought tolerance,
improved disease resistance
and high density. Which
makes low-growing Advent
the top seed for home lawns,
golf course fairways, tees and
roughs.

5300 West Riverbend Avenue ¢ Post Falls, Idaho 83854-9499 « Phone 208-7

In dormant winter grass
overseeding trials in the south,
Advent’s high turf quality
rating was superior to Palmer,
Manhattan II, Pennant,
Prelude, Premiere, Omega II,
Citation IT and Dandy plus a
host of others. Advent is an
excellent choice to overseed an
entire golf course.

AWKLIN

Seed Company

Circle No. 106 on Reader Inquiry Card

3, FAX 208.77

adyent
\\\\\\Wl//////

JACKLIN GREEN SEAL QUALITY

TURF-TYPE I‘H{I-\.\l.\l
RYEGRASS
Request Advent by name
from Jacklin. Or simply ask
for the next generation of
perennial ryegrass. We'll
know what you mean.

34846 © 1994 Jacklin Seed Company




WHAT = DOES WHAT

Shaking or batting oil filters. Crumbles parts of the elements or
damages rubber seals.

Blowing air through air filters. Creates holes that allow dirt and dust to
pass through them.

}Jsmghaouflboﬂsforauachments mmmmmwme
n place operating, transferring stress and damage
to a more expensive part of the machine.

Using the wrong belt. Can slip or change the shape of the sheave,
cutting power output.

Using big hoses or power washers ~ Water can leak or be forced into seals
to wash especial ;n‘ghmmingcaviﬁes.comanﬂnaﬂngoﬂ
grease.

when equipment is hot.
Not changing oil before storing. SIud accumulates in the bottom of the

1 Opemﬁmmachineln Overlu&ls'smemachineo%foiglssﬂy‘\ges%m
; ; cal:gndeposltswﬂd up.fou!ssparkplﬁgs.

~ Not keeping engine clean. Can reduce engine cooling capacity and cause
| engine failure.

| Using dull blades. Makes turf look ragged and wastes engine
power.

Not cleaning underside of mower Altersairﬂowinmedeok,les-
decksdallyg—mo‘reoﬂeninwet ening mowing effici

—T.B.

has cooled. Use a low-pressure hose. After
washing, grease all fittings to force out any
water that may have accumulated in seal
areas and housing cavities.

Use fresh fuel. It should be the fuel
specified for the season and the machine; it
should be clean and stored in a contamina-
tion-free container.

Gauge the amount of pre-mixed fuels
needed so that supplies are depleted at the
end of the season.

Change oil at recommended intervals.
Always use the oil specified for the machine
for the conditions.

Change oil before storing the machines.
Even changing oil at the beginning of the
season may not flush the sludge remaining
at the bottom of the crankcase. You may be
adding fresh oil to it.

Don't operate in partial choke. Engines
are designed to function at wide-open throttle
for maximum power and longest engine life.

Keep the engine clean. On air-cooled
engines, the build-up of debris can reduce
engine cooling capacity and cause engine
failure. On liquid-cooled engines the air
intake screen and cooling fins must be clean
to allow air passage to the radiator.

—Tom Brink is product service coordinator
for John Deere’s Laun & Grounds Care
Division’s Horicon (Wis.) Works.
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LM REPORTS

Big or smaill,
trenchers have
wide range of
landscape uses

® If you've got trenching to do—whether it's to
install irrigation pipes or just to slip lawn edging
into place—suppliers to the green industry have
the right tool for you. From “major league”
trenchers to small, walk-behind units to vibrat-
ing pipe pullers, landscape managers can fit the
equipment to the task.

For instance, Vermeer's V-3550 is a 45.5 hp
riding tractor that can trench up to 12 inches
wide, up to 60 inches deep. Also in the large cate-
gory is Ditch Witch's Model 5110, a 50-hp multi-
purpose underground construction machine that
can trench and vibratory plow.

On the other end of the spectrum is the
Kwik-Trench “Earth Saw,” a walk-behind
machine with a small disc blade that trenches up
to two inches wide to a depth up to eight inches.

In between are various attachments to trac-
tors or skid steer loaders you might already own.
Some, like the Bradco Model 612, operate off
PTOs. Others, like the Lowe Model 21 and the
Yeager-Twose Big K 14, are hydraulically driven.

For more information on any of the equip-
ment listed in the chart accompanying this arti-
cle, circle the corresponding number on this
month’s Reader Service Card, and the manufac-
turers will contact you within weeks.

—Jerry Roche

Ditch witch
trenchers
reach a
maximum
depth of up

to 80 inches.

Lowe's Model 21 has a skid-steer attachment and 13-25

gpm hydraulic drive.

Vermeer's 45.5 hp Deutz-powered rider
hydrostatic Lawn Plow is narrow for
small entry.




TRENCHERS FOR THE GREEN INDUSTRY

SUPPLIER MODEL DIG WIDTH DIG DEPTH TYPE OF MACHINE
Bradco 612 6",8", 10", 12" to60” 20-30 hp tractor PTO attachment
Circle No. 311 617 6", 8" 10", 12" 10 48" skid steer attachment; 2-pos. side shaft

630 6", 8", 10", 12" to 60" skid steer attachment; multi-pos. side shaft

650 6. 8%10%12% 1o:80" skid steer attachment, hydraulic 22-36 gpm
Ditch Witch 400sx 3.5"-12" to 48" 40 hp diesel engine vibratory plow
Circle No. 312 5110 6"-24" to 80" 50 hp mechanical drive

3500 6"-12" to 63" 35 hp with hydraulic digging chain drive
Du-Al 1250 4"12" to 54" 18-35 hp tractor attachment; worm gear drive
Circle No. 313 1200 4"-12" to 54" compact tractor PTO attachment
Kwik Trench K-T200 2 to 8" V-belt disc blade drive
Circle No. 314 K-T1200 2"-3" to 10" walk-behind unit

K-T2400 2", 3", 4" to 12" walk-behnd unit
Lowe 21 6"-12" 36"-60" skid steer attachment; 13-25 gpm hydraulic
Circle No. 315
Vermeer V-3550 512" 38"-60" 45.5 hp Deutz-powered rider
Circle No. 316 LM-40 4"-g" to 42" hydrostatic Lawn Plow, narrow for small entry
Yeager-Twose BigK 14 1.5" pipe to 14" hydraulic vibrating pipe puller mounts on
Circle No. 317 Yeager-Twose TC Turf Conditioner

Source: LM phone/mail survey, May, 1994
~ Trencher applications:

Kwik Trench

models include two

walk-behind units.

A hydraulic
vibrating pipe
puller mounts
on the Yeager-
Twose TC Turf
Conditioner.

Three of
Bradco's
trenchers
have skid-
steer
attachments.

1 irrigation installation

» landscape edging installation

» surface root pruning

» “invisible fence" installation

¥ drainage pipes

» electrical lines in conduit/nightlighting

Some trenching features
and attachments available:

@ drill pipe racks

@ hydraulic leveling systems

@ rubber track drives

@ backreamers, wing and cone-compaction
@ side shifts

o foot pedals with creep overrides

@ backfill attachments

@ spoil augers

o earth saws

e vibratory plows |

e anti-back flex digging chains

@ dual-position trench assemblies

e fertilizer, sand and polymer injection
® worm gear drives
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Speak with

respect

by Ed and Todd Wandtke

® In consulting assignments across the
country, we have frequently encountered
supervisors who are doing more to lose
business and employees than to increase
retention and morale.

In the following examples, you will read
typical supervisor comments to employees.
The first alternative weakens morale and
lowers employee productivity. The second
approach encourages employees.

Employee respect and response is direct-
ly influenced by the words that a supervisor
uses. As you read the following typical situ-
ations, you may be surprised to recognize
some of your own actions.

->» Giving instructions

Supervisors need to deal with employees
who just don’t seem to remember what to
do—no matter how many training films
they've viewed or how often they've heard
directions.

@ Bad: There is only one way to take
the equipment off the truck. I've told you
this time and time again.

Better: Let me show you the correct way
to take the equipment off the truck to avoid
hurting yourself or damaging the equipment.

Rationale: Correcting or changing
employee behavior requires that you be
positive, persistent, patient and practical.
Avoid being vague or generally abstract.
Harshness, embarrassment and ridicule do
not motivate an individual.

® Bad: When are you going to learn
how to use the weed wacker in the most
efficient way?

Better: Fred, the best way to use the
weed wacker is with a two-step motion.
Here, let me show you.

Rationale: Degrading employees seldom
brings out the best in performance. Taking
the time to become personally involved with
the employee’s training lets him or her
know that you care about his/her success.

-> Disciplinary problems

Delivering disciplinary action is hard for
most supervisors.

@ Bad: You have been late, one or two
days a week, for the past three weeks. How
are you going to solve this problem?

Better: Being late five times in the past
three weeks has caused your crew to work
overtime. You have left me no option but to
write you up for being tardy. One more
time and you will be given the day off with
no pay.

Rationale: Learning when an employee
is becoming such a problem that formal
action is required takes time. Be consistent
and establish standards for all supervisors
in your company to use.

@ Bad: Don't forget what we talked
about yesterday. I'll be watching you.

A technique to help reduce
the pressure on an
individual who doesn’t
work well under pressure
is to remove the pressure.

Better: Hi, Tom! Good to see you at
work today!

Rationale: In this instance, greet the
employee cheerfully, indicating how happy
you are to see him or her at work. Keeping
morale up after having to discipline an
employee is difficult. How you handle the
next day is crucial.

-» Performance reviews

An employee evaluation can be a dump-
ing session, or it can be a building block for
the employee. How you handle and encour-
age two-way communication can make a
difference.

® Bad: Let's go over your evaluation.
Here's how | rate you. Do you have any
questions?

Better: (Handing the employee the writ-
ten evaluation): As you can see, vou haven’t
done well. Let me suggest some training.
It's essential to the progress of the compa-
ny, we all need it, and it looks good in your
records. | would like to schedule you for the

What supervisors say,
and how they say it,
can affect employee

productivity and company

profitability.

Dale Carnegie sales course on Tuesday and
Thursday evenings. It's a great program.
How does that sound to you?

Rationale: Providing an employee a copy
of your evaluation demonstrates that you
care about his or her future with the com-
pany. It will also help identify areas where
improvement is needed, without your
involvement.

-> Absent-mindedness

Some employees have a problem
remembering instructions. Writing them
down often proves useless.

® Bad: (Looking at a five-inch stack of
papers in the “in” basket): Helen, how long
will it take to get the billing out today?

Better: Remember, Helen, you are to get
the billings out each day as the jobs are
completed. That's your main job. Let’s go
through your basket of papers after you
complete the billing.

Rationale: Employees handle pressure
and a long list of duties differently. Remove
the pressure from an employee who doesn’t
work well under stress. Pace the work flow
to an employee to provide them a level of
encouragement and realization that they
can achieve the desired results.

->» Company clowns

Here's a tip on how to keep good
employees busy and avoid clowning-around
time.

® Bad: Why are you just standing
there? We have a lot of other tasks to per-
form on this property before we can go.

Better: Let’s look at the schedule of
what has to be done on this property. Then
you'll know what to be working on next.

Rationale: Having job activities detailed on
the work order will make it easier to assign
the next task as work is completed. Keeping
low priority assignments readily available for
any employee to do will avoid having individ-
uals standing around. Crews need to maintain
involvement from everyone.

— For more information about this and

other business subjects, write Wandtke &
Associates, 2586 Oakstone Dr., Columbus,
OH 43231; or phone (614) 891-3111.
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Computers help landscapers

LAMDBSCAPE B2

Computer-aided
designs help
the client
envision his or
her dream
landscape and
see how it will
change over
the years.

By James E. Guyette

® The landscape manager who feels at home
with a computer will also be much more at
home when discussing a client’s needs. Not
only is computer-aided designing quickly
becoming a competitive requirement, but
other computer uses such as inventory con
trol are also important.

“One of the biggest changes within the
industry is the use of computers,” says Dr.
George Longnecker, professor of landscape
horticulture at the University of West
Virginia. “A lot of people really haven't got
ten into this yet,” he acknowledges, “but the
young folks coming into the profession real
ly need to know this.”

Students who balk at learning about
bytes can chalk up a hard lesson when trying
to land a landscaping job, cautions
Longnecker, who spoke at the Northeast
Ohio Green Industry Educational and
Winter Trade Show. "Our alumni are telling
us, ‘If they don’t have a computer back
ground, don't bother sending us a letter or
resume,” he reveals

“There are so many ways that computers
have changed the industry,” Longnecker
points out. For the astute landscape manag
er and designer, computers are aiding efforts
to conquer the always-pesky fourth dimen
S10n.

‘The fourth dimension is fime,” he
explains. “The computer is going to help us:
with a computer we can actually predict that
fourth dimension. You take space and time
and it equates with change.”

Booting up—In the landscape industry,

MORI2ONTAL 3° 8 316"

VERTICAL 30" 11 L18"

Fress F1 for Nelp

you can plot the normal changes that crop
up within a property’s design characteristics.
Adjustments to drawings can be made and
future plant growth can be projected and
planned for. “We're dealing very strongly
with that dimension.’

By using the assorted software programs
available, landscape designers can make
detailed, lifelike drawings that can be altered
with a simple movement of a mouse in
response to the customers’ reactions.

“You can actually bring in an image of
the front of their house or building. You can
put in plants and things and show them
what it looks like,” Longnecker notes.

“They can see what it is they're getting.
When the client says, “That isn't really what |
want,’ you can change it right then,” he
points out.

“With a computer you just plug in the
changes; changes are cheap,” Longnecker
reports. “You used to have to go back and re-
do the drawings,” he recalls. “You'd spend all
that time, and if they didn't like it you'd get
upset. Now, re-drawing is so simple.”

Computer drawings allow you to portray
the growth patterns of the selected plant
materials proposed for the job. “Once a land
scape is planted, it's just the beginning and
it'’s going to change.” As an example, previ
ously a landscape design might have includ
ed certain high-growing species of plantings
around a house. “Twelve years later you
couldn't the

observes,

see house,” Longnecker

A computer helps you avoid overplanting,
“They may look good when they're planted,
but five years later you have to rip half of
them out,” he laments. No more.

conquer
the
fourth

dimension

‘You're now putting the right plant in
the right place,” he says. If a client wants a
certain species to be planted in an area that
just happens to be underneath power lines,
you can demonstrate what the project will
look like years later. The customer will see
right away that the treasured evergreens
could some day be sparking up a storm.
“Those are obvious things that people need
to be aware of.”

The changing of the seasons can be
another matter to discuss with the client. A
design that works well in the summer could
be doomed when that same scene is viewed
under the smothering cover of a winter snow
pile or a heavy helping of poisoning road
salt.

Getting on line—The landscape manag-
er or designer can better sell the level of his
or her professionalism via the computer, too.
This can come in handy when dealing with
do-it-yourselfers who may not have the prop-
er shopping expertise. “They’ll put some-
thing in that's not even going to grow
there,” Longnecker points out. “You're not
going to get the right advice from the folks
pushing the plants,” he adds.

“Usually when they go out and put in sev-
eral hundred dollars worth of plants (that
aren’t right for the vard or climate), they
realize they need some help.” For landscape
professionals witnessing this type of specta-
cle in the making, “You have to get it across
to the public that with the plant comes the
knowledge. This is one of the extras you get
from the pros,” Longnecker explains.

The author is a freelance writer specializ-

ing in the green imdustry. His office is in

South Euclid, Ohio.

Landscape Management, July 1994

19



Today, nothing works faster than

Dylox. If you don’t know why that’s

important, we’ll bring you up to speed.
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DYLOX® insecticide controls all
species of white grubs in as little as 24
t0 48 hours. It doesn't waste time. Then
it doesn't hang around.

In these times, that’s reason
enough to use DYLOX. But there's
more. It has no label restrictions on
turf grass species or sites. So, you can
treat your tees, greens and fairways for
grubs, as well as cutworms and sod
webworms. And with the DYLOX 80%
powder formulation, you can also treat
your flowers, shrubs and trees for
armyworms, bagworms, pine tip

moths, webworms and stink bugs.
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Add to that the fact that it's a low-
odor compound available in 6.2%
granular as well as 80% water soluble
powder. Now you can understand why
it is the fastest growing grub insecti-
cide on the market.

For more information, contact
Miles Inc., Specialty Products, Box
4913, Kansas City, MO 64120.

(800) 842-8020.
The time is right for DYLOX.

MILES /A
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® Accounting statements, by their very
nature, are based R historical information.
What will happen in the future, however, is
up to you. And you can use this month’s
information to help increase your profits
next month.

First and foremost, you need to change
the way you think while reading your
income statement. Use it for laying out the
same time period in the future. Ask yourself
the following “will” questions:

1) Will my sales be the same for the
next period?

2) Will my gross profit be the same
next month?

3) Will labor costs remain the same
next period?

4) Will my supplies/inventory bal-
ances increase or decrease?

5) Will my cash balance change next
period?

6) Will my new income change next
period?

Now, based on the answers, you can
move to the next set of “how” questions:

1) How can | increase sales?

2) How can I reduce labor as a per-
centage of sales?

3) How can I increase my gross prof-
it margins?

4) How will sales affect my
supplies/inventory balances?

5) How can I increase my cash bal-
ances?

6) How can I increase net income?

After answering these questions, you
have the basis for a financial plan. But be
sure to test each aspect of the plan
against the current financial information.

Assuming that you can increase sales,
what numbers from the most recent period
will change? Labor costs may or may not
change. Fixed costs are unlikely to change,
but part of the increased sales revenue may
be coming from additional advertising or
promotional expenses. Net income under

bump your bottom line.

this new model will probably change, and
will this be for the better?

By using the income statement from the
prior period, you can develop your future
plans. Just make sure that your plans are
simple, with only a few objectives each peri-
od, so as to not overwhelm yourself and dif-
fuse your focus.

What if??2?—A second approach is to
use the “what if” question on your financial
information—a variation on the “will and
how” idea. In this approach, you need to
review each line of your income statement
with the following question in mind: What
if I increase or decrease this revenue/-
expense line by 10 percent?”

For example, “What if | increased my
advertising expense 10 percent? Would my
revenues more than compensate for the
additional expense?”

Or, “What if I reduced my advertising
expense 10 percent? Would my revenues
decline beyond my savings in expense?”

Once you have examined each line in
this manner, look beyond the next finan-
cial period. Sometimes short-term gains
result in long-term losses. We often look
at ways to decrease expenses instead of
looking at “good” investments that may
temporarily increase expenses but will
result in long-term net income gains.
Look in both directions.

Remember: only you, as owner, can
answer the “what if” questions, Net
income is on a curve, not a pillar. A
small change will not cause your net
income to go to zero, but rather to
another position on the curve—perhaps
a better position. Experiment to find the

range of possible outcomes.

Keeping score—Finally, you can use the
income statement as a scorekeeper, to keep
track of your progress toward defined goals.

At the beginning of the year, set up
three major financial goals for your compa-
ny. The goals should be exact, and mathe-
matically expressed. Your reach should
exceed your grasp. For instance: increasing
sales by 19.5 percent, reducing labor to 4.5

percent of sales, increas-
ing average cash balance to $10,500, etc.

At the end of every financial period,
review where you are. Set up a chart in
your office. Pin notes on your desk. Make
the representations as visual as possible.
Then, each month, adjust your progress
based on your financial reports.

Financial reports, on the whole, tell you
where you've been. But you spend too much
time, energy and money on them not to
squeeze every last benefit out of them.

—Dan Sautner is chairman of Padgett
Business Services, Athens, Ga. This is one
of a series of articles on accounting he is
writing for LANDSCAPE MANAGEMENT. For
more information, call Padgett at (706)
548-1040.
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You want a mower as

unique as your needs.

A\ a turf care professional, you understand

that your grounds have a character all theis
own. In size, terrain and complexity.

l'oro responds with the Groundsmaster”’
200/300 Series. The most complete line of
trim mower configurations now available.

Including the right

one to help you

»

<¢E

-
V&
2 maneuver in any
. o area for a superb
1 4
quality
ol cut.
325.D

# two or four wheel

vl the job done on

Choose from six diesel or gas powered
traction units. Variable cutting widths from
52" 10 72", Side discharge, rear discharge or
Guardian® Recycler”. Plus four-season
versatility for snow removal, debris cleanup
and more.

I'he Toro Groundsmaster® 2007300 Series.

Inspired by our 75 year partnership with turf
care professionals.

Any other choice is groundless.

TORO
Helping You Put Quality Inio Play.”

For more details, contact yvour Toro Distributor.,

S S o T 1-800-803-8676, ext. 176

Ihe Gateway Arch i St

1904 The Tore Comprany
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Start your
planning now

for spring

garden shows

By James E. Guyette

® Consumer home and garden shows are
great ways to market your landscape com-
pany, and now’s the time to plan for
shows scheduled in spring of 1995.

For more than a decade, McHenry
Landscaping in Chesterland, Ohio, has
participated in such shows. It reports a
remarkable rate of selling success. “We
probably generate 30 percent of our work
from that,” says landscape construction
supervisor Kevin Czajka.

Patrons at these events will seek advice
by running a proposed landscape design by
the assembled staffers—and often they can
be convinced to sign-up as a client,
although sometimes the results are not
immediate.

“People recognize you year after vear.
I've seen this happen a thousand times.
They'll call and say, ‘We talked about this
(project) three or four vears ago and we
want you to do it,” Czajka recounts. “It's a

Trade shows can
accommodate just
about any
landscape display.

long-term process. We
get a lot of leads and we have to go
through them.”

The type of people passing by the dis-
play can vary greatly depending on the cal
iber of the show itself. Attendees will range
from the very wealthy to just plain folks.

“At the Cleveland Flower Festival we
get more high-dollar residential,” says
Czajka. Other shows may attract more
commercial clients or those with fewer

Dan Schultz, left,
and Kevin Czajka
of McHenry
Landscaping say
planning is most
important when
presenting a
display at a home
and garden show.

needs, he adds. “Sometimes vou'll get
someone who just wants one tree. It
depends on the show.”

Part of McHenry's marketing strategy is
tracking which show produces more suit-
able results.

Smell the roses—A company consid-
ering a display at a home and garden show
needs to check the quality of the other
landscapers involved and the quality of the
show itself, Czajka advises.

A home and garden show display can
cost from $10,000 to $30,000. The show
itself will pay a company a per-square-foot
“subsidy” to erect a garden scene, but that
money is inconsequential.

“They should expect to spend three to
four times the subsidy,” reports Paul J.
Schrimpf, associate show manager at
Advanstar Expositions, producer of the
Cleveland Flower Festival. “But the sub-
sidy is a good starting point.”

Proper planning is the key to present-
ing a successful show scene, according to
Czajka and Schrimpf. “It’s a different
world indoors, so seek advice,” Schrimpf
says. “Things look different under indoor
lighting."

By discussing indoor displays with
landscape managers in other towns you
can determine such things as plant selec-

continued on page 26
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One swing and you're a winner!

You score four times when you sign up for any of
three educational conferences by GIE's sponsors
and attend GIE for FREE! You can mix and
match sessions to fit your needs as a lawn, grounds
and andscape professional, and “shop” the green
industry’s leading national trade show --

all for one Grand Slam Price.
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For More Information CALL: 1-404-973-2019,

@ HIT A GRAND SLAM

Request Information Today!

Send me information on the Educational Conferences & GIE.
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continued from page 24

tion, pond placement, pump technology
and worker scheduling.

Asking for advice from other landsca-
pers in the same show that you're consid-
ering may not be the best idea because of
the competition involved for the coveted
ribbons. “There are a lot of bragging rights
and prestige that go along with those
awards,” says Schrimpf.

“You're competing against the best
guys (and gals) in the city,” Czajka
points out.

From the ground (floor) up—Putting
together the display itself takes plenty of
careful advance work. The planning stage
alone can take 20 to 30 hours. At
McHenry, Czajka meets with owner Tom
McHenry and landscape maintenance
supervisor Chris Dowhan to plot the gen-
eral thrust. If it's a “celebrity garden”
based on a local personality, the subject’s
favorite plants, colors and lifestyle habits
are considered. Landscape designer Dan
Schultz then steps in to draw the plans. All
this starts in September for a February
show.

As much as possible is constructed at
company headquarters. “If it can be built
ahead of time we'll do it and haul it down
on a trailer,” Czajka says. With a walkway
or patio, the stones are assembled and
numbered and then taken apart to be toted
to the site. Flowering plants are forced at
the McHenry greenhouse.

At the convention center, a layer of
sand is placed as a base atop plastic sheet-
ing, then topsoil is brought in with the
rest of the materials. “It's very similar to
doing it outside,” says Czajka. “It's watered
every day by hand—normal maintenance.”

If a landscape manager wishes to keep
valued employees busy during the off-sea-
son, mounting a display project can reach
that goal. “This year we brought back
three people who normally would have
been laid off during the winter,” Czajka
reports.

In addition to boosting the company’s
bottom line through increased visibility
and sales, producing a home and garden
show scene can help improve worker
morale. Says Czajka: “All of us look for-
ward to it every year. You meet and talk to
a lot of people.”

—The author is a freelance writer special-
izing in the green industry. He is based in
South Euclid, Ohio.

Beware summer heat stress,
fatal in 1 of 10 severe cases

m Now that the warm season is just
around the corner, and you and your co-
workers will be spending long hours out-
doors, you need to keep on the lookout for
signs of heat stress.

Heat stress is the illness that occurs
when your body is subjected to more heat
than it can cope with. The personal protec-
tive equipment worn during pesticide han-
dling activities can increase the risk of
heat stress by limiting your body’s ability
to cool down.

Mild forms of heat stress will make you
feel ill and impair your ability to do a good
job. You may get tired sooner, feel weak,
be less alert, and be less able to use good
judgment.

Severe heat stress is fatal to more than
10 percent of its victims—even young,
healthy adults. Many who survive suffer
permanent damage. Sometimes, the vic-
tims remain highly sensitive to heat for
months and are unable to return to the
same work.

Learn the signs and symptoms of heat
stress and take immediate action to cool
down if you suspect you or one of your
colleagues might be suffering from even
mild heat stress.

Symptoms—Signs and symptoms may
include:

@ fatigue (exhaustion, muscle weak-
ness)

® headache, nausea and/or chills

@ dizziness and/or fainting

@ severe thirst and/or dry mouth

® clammy or hot, dry skin

® heavy sweating or complete lack of
sweating

® alerted behavior (confusion, slurred

speech, quarrelsome or irrational atti-
tude).

Drink!—When you work up a sweat or
need to quench a thirst, remember the
cheapest, healthiest, most readily available
refreshment there is: water. A body needs
six to eight 8-ounce glasses of fluids every
day. Water is non-caloric and non-fatten-
ing. By drinking lots of water, your body
learns to retain less fluid. And always drink
past the point of quenching your thirst;
the extra water will guard against dehydra-
tion.

First aid—It's not always easy to tell
the difference between heat stress illness
and pesticide poisioning. The signs and
symptoms are similar. Don't waste time
trying to decide what's causing the illness.
Get medical help.

First aid measures for heat stress vic-
tims are similar to those for persons who
are over-exposed to pesticides:

1) Get the victim into a shaded or cool
area.

2) Carefully remove all personal pro-
tective equipment and any other clothing
that may be making the victim too warm.

3) Cool the victim as rapidly as possi-
ble by sponging or splashing the skin—
especially the face, neck, hands and fore-
arms—with cool water. If possible,
immerse the victim in cool water.

4) Have the victim, if conscious, drink
as much water as possible.

5) Keep the victim quiet until help
arrives.

—Information courtesy of the
Professional Lawn Care Association of
America, through its newsletter
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it into your schedule.

—Sources: “Turfgrass Management”
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B It's the green
industry’s version of
an oil leak or tooth
decay.

You don't know
it's there until you
notice something's
wrong, and by then it
may be too late. But
when you look for it,
it's hard to miss.

It's soil com-
paction, and it's often
responsible for weak-
ening turf to the
point of susceptibility
to other problems.

The key area of
concern in cool-sea-
son turf is the top
three to four inches
which contain the
bulk of the roots, says
soil expert Dr. Paul
Rieke of Michigan State University.

Aerate droughty turf every year.
Remove cores % to % inches in diameler, at
a depth of up to six inches. This will
improve permeability of the sod to rain
and watering. This treatment also
improves soil aeration and deeper rooting.
Since the core holes permit much easier
and deeper penetration of fertilizer and
lime in situations which merit such treat
ment, aerification will help root develop-
ment, and the yearly accumulation of dead
roots will improve soil structure to the
depth of rooting.

Certain soils compact more easily than
others. The situation gets worse when you
add heavy traffic to the picture, as on a
golf green.

Compaction prevents moisture and
nutrients from reaching the turf roots.
Wet, waterlogged soil in heavy traffic com-

|

Voykin; MacMillan, 1976.

Coring cures
COMPACTION

& Coring offers a solution to compacted
turf, but not without some disadvantages.

ADVANTAGES

® release of toxic gases from the soil

® improved wetting of dry or
hydrophobic soils

® accelerated drying of persistently
wet soils

@ increased infiltration capacity, espe-
cially where surface compaction or thatch
limits infiltration

@ stimulated root growth within the
holes

@ disruption of soil layers resulting
from topdressing

® control of thatch, especially where
pacts quickly. Grass will begin soil cores are reincorporated or where topdressing

to thin out, and eventually follows coring
bare spots and weeds will @ improved turfgrass response to fertilizers
result.

Solution: aerify and remove DISADVANTAGES
soil cores in late fall or early ® temporary disruption of the turf's surface
spring. Go in several directions ® increased potential for turfgrass dessication
for best coverage. as subsurface tissues are exposed

Do a light overseeding, ® increased weed development when condi-
then water heavily. The water tions favor weed-seed germination
will wash the seed into the ® increased damage from cutworms and other
newly formed core holes. insects that reside inthe holes.
Fertilize and seed bare spots
before watering. Soil amendments can be used to alleviate soil

Some turf experts believe compaction. Companies which manufacture these
core aeration is best when amendments include Aguatrols, headquartered in
done after Labor Day, so the Cherry Hill, N.J.; Bonide Products, Inc. of
holes can heal over before win- Yorkville, N.Y.; Four Star Services, Inc. of
ter. In cool-season turf Bluffton, Ind.. and Innova Corp. of Westminster,
regions, soil is drier in fall and Colo.
the temprature and moisture
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Earthworms: we need
attitude adjustment

Turf managers want to get
rid of them, but earth-
worms are a vital part of
the turf ecosystem.

by Pam Elam

m Every season, I receive calls from con-
cerned golf course managers, landscapers
and homeowners about the little piles of
soil that are brought up each day by indus-
trious earthworms.

While their concern is noted, it is
important to understand the valuable role
earthworms play in the overall turfgrass
ecosystem:

® Earthworms help to mix surface
organic layers, or thatch, with the under-
lying soil profile.

@ In their burrowing activity, earth-
worms increase aeration and water move-
ment into the soil and increase root health
of the turf.

@ Earthworm castings help soils devel-
op good structure and lower soil bulk den-
sity.

All of these activities are important to
maintain a healthy and long-lived turf.

The types of conditions that support or
deter the development of earthworms are
associated with the same management
practices that correlate to thatch accumu-
lation.

For example, acid or soil pH of 5.0 and
below favors thatch development. And
research shows that few earthworms reside

under turf in acid soils.

Also associated with acid soil condi-
tions are poorer soil aggregation, higher
soil bulk density and greater resistance to
penetration. In 1985, Dr. Daniel Potter
reported that an increase in soil acidity
due to acid-type nitrogen fertilizers (like
ammonium sulfate) brought with it a con-
current increase in thatch and a decrease
in earthworms.

Earthworms prefer moist, medium to
fine textured soils with high amounts of
organic matter, adequate amounts of calci-
um and a moderate soil pH.

Another factor that might be associated
with earthworm activity is pesticide use.
Clearly, chlorinated hydrocarbon-type
insecticides are toxic to earthworms. Some
herbicides, specifically DCPA (Dacthal)
have been associated with decreased earth-
worm activity. However, Cole & Turgeon
(1978) suggest that thatch accumulation
was not related to reductions in earth-
worm activity after DCPA application but
rather primarily attributeed to reduced
microbial activity.

With other herbicides such as ben-
sulide (Betasan), the data show no signifi-
cant extra thatch development. Dr.
Turgeon, in fact, found less thatch with
some pre-emergence herbicidal treat-
ments, possibly due to a reduction in grass
growth and herbicide toxicity to earth-
worms and other soil organisms.

So it is unclear how much pesticides
affect earthworms. What is also unclear is
how much and how direct the link is to
pesticide use, thatch developement and
earthworm activity.

While it is known that earthworms are
important in thatch reduction, we don’t
know how much and to what percent
might be more attributable to other
micro-organisms. We also don’t know
enough about the effect of pesticides on
earthworms, micro-organisms and to
other critters in the soil.

Considering the importance of soil
organisms in the breakdown of nitrogen to
available forms for plant use, organic mat-
ter decomposition and other soil process,
research in these areas could have a signif-
icant impact on our management prac-
tices. However, what is clear are the other
benefits of earthworms to the development
of good soil structure and what they tell
you about the quality of your turf and soil
ecosystem.

So what is needed is an attitude adjust-
ment about earthworms bringing up little
piles of soil. Look at alternatives to manag-
ing earthworms rather than trying to
totally prevent them.

Some suggestions:

1) Sweep golf greens regularly with a
broom to remove the castings and dirt
piles.

2) On residential turf, consider mow-
ing higher where the symptoms are not so
obvious.

3) Drop soil pH by using acid-type fer-
tilizers.

4) Increase soil aeration by core aera-
tion and/or vertical mowing which may
reduce the degree of burrowing.

However, remember the consequences
of such actions: decreased soil aggrega-
tion, more thatch, greater bulk density
and a possible increase in moss and algae.
—~Pam Elam is a farm advisor in environ-

ment horticulture for the Fresno (Calif.)

County Extension Service. This is an
excerpt from a piece in “Pro-Hort News,”
Spring, 1993.

® Here are some tips on Here,s hOW tO Save Water

saving irrigation water
from the University of California
Cooperative Extension Service:

Turf:

@ Early AM watering cuts evaporation.

® Water lawns separately from trees,
shrubs and groundcovers, if possible.

@ Remove thatch in spring if it’s more
than one-half inch thick. Thatch should
not be removed in the heat of the summer.

@ Weeds steal nutrients; control them.

@ Fertilize moderatly, apply at the low
end of recommended rates.

® Keep lawns mowed at the right
height: 1.5-3” for tall fescue, 1.5-2.5” for
perennial ryegrass and Kentucky blue-
grass; 0.5-1” for bermudagrass and zoysia-
grass; 0.5-1.5” for St. Augustinegrass.

@ Aerate to prevent soil compaction.
Proper aeration requires removing plugs.
Clay soils need regular aeration.

Trees:

® Water trees separately from sur-
rounding plants. Trees prefer fewer, deeper
waterings than grass.

® Water to a depth of
two to three feet to help
promote deep rooting.

® Keep turfgrass and other plants at
least one foot from tree trunks.

@ Apply mulch around trees, keeping it
a few inches away from tree trunks.

@ Control weeds around trees.

® Avoid soil compaction around trees.

® Do not routinely fertilize landscape
trees.

@ Prune only when necessary: remove dead
and diseased wood, dangerous branches, and
suckers growing from the base of the tree.
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If you want to use a fungi-
cide in a closed system, here's
what you do. Get out your
hose, fill your tank, throw in
a new BAYLETON® turf and
ornamental fungicide water
soluble packet and you're ready to go.

You don't need to invest in a special metering and
measuring device with lots of gizmos, whizbangs and
doodads. Which means you don't have to learn how
to operate it, or fix it, or find a place to put it.

Better yet, you don't have to invest in a year's worth

The most complex,

special equipment

you’ll need to invest in
with our

closed system.

leading fungicide. " BAYLETON.

If you'd like more information, call us toll-free at
1-800-842-8020. Or if you'd like, write to
us at Miles Inc., Specialty Products, Box
4913, Kansas City, MO 64120.

Pick up the new water soluble
packets of BAYLETON. Then
use all that money you didn't
spend on a measuring and metering device for

of fungicide that comes with those special devices. MILES m something more useful.

Like all closed systems, you reduce worker

Always read and follow label directions. © 1994 Miles Inc. 94S10A0010
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When golfers
goof off 3

m BAM! POW! WHACK!

You're Batman, and abusive golfers
are the Penguin, the Joker and the
Riddler.

Ever feel like that's what you'd like to
do to players who abuse the course?
Unfortunately, when you've done all you
can to preach respect, all you can do is
keep your eyes open for blatant abuse,
and hope for the best from the majority
of your players. It's easy to spot the trou-
blemakers: no shirts, and using language
normally reserved for the likes of
Madonna. They treat the golf course like
a rented car.

And the popular culture doesn't help.
Perhaps you've seen that commercial for
a brand of casual slacks: the barely 20-
somethings, with caps on backwards and
pants rolled up to the knees, hit balls

Iceman: cooperative players help him stay
cool, keep the course beautiful.
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here and there as they
recite a litany of their
favorite rock and roll tunes.
All the commercial doesn’t
show is the beer.

Then there are the golfers who—
while they dress well and mind their lan-
guage—insist on leaving bare divots,
shuffling spiked feet on greens and driv-
ing carts in areas where they don't
belong.

For that reason, we have “the sign”
and the seed mix, and the verbal warn-
ing, and the pleading, and finally, the
outright begging. It's all you can do,
really, short of expelling people from the
course.

Rod Ice-man, superintendent at the
Shady Hollow Country Club, Massillon,
Ohio, has very little trouble getting his

golfers to cooperate—probably because

he's done everything possible to deliver

the message. Sure, being at a private
course, the members treat it more
like it's their own, but human nature
always slips up, and that's where signs
and other tools help.

Prudent about cart paths—"I'm
not a firm believer in cart paths
throughout the entire golf course,”
says lceman. “When we renovated, we
paved only the areas that were beat up
badly by carts.”

Two years ago, four of Shady
Hollow's greens were re-designed.

That makes sense. Why put a path

GOLF

Signs are hard to miss when they're big and bold.

‘The membership at a
private club wants to
take a little bit of pride
in the course, so they're
going to help out a little
bit more.’

where you don’t need one? You save
money, and the course looks more “natu-
ral.”

“Scatter” signs at the end of tee areas
or on approaches direct cart traffic.

Both Iceman and his golfers prefer
the scatter signs to ropes.

“They don’t fade, and golfers don't
run into them as they do with ropes,”
says lceman.

All directional signs are moved up and
down the fairway, depending on where
the traffic has done the most damage.

Help it grow back—Columbia
ParCar offers a wide-mouthed bottle as
an accessory, which Iceman has installed
on each of his 60 carts. It's a simple, yet
effective tool. There's also a hinged box
at each tee fiiled with a seed mix.

continued on page 32

Scatter signs
make the
message
clear: ‘Spread
out!’
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Cutless helps
Suppress poa annua
and assists bentgrass
conversion.

How good s LESCO's Cutless?
Here's the Long and Short of it

(35 "
JAT TER CUTLESS

LESCO " Cutless 50WP
Turf Growth Requlator

All growth regulators are designed
to do one thing: grow turf that is shorter,
denser and greener. Not only does this
shorter turf look better, it requires
less mowing and fewer clippings.
The problem, however, is that
most products accomplish this
task by suppressing the plant’s rate
of development, creating a weaker and
inferior structure.

Cutless, however, is unique. It utilizes
pyrimidine chemistry that forces individual
plant cells to divide and grow at a slower
rate, without sacrificing the plant's rate of
development. It remains strong and healthy.

LESCO is a trademark of LESCO, Inc. Cutless is a registered trademark of Dow Elanco.
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Better Turf and Less Maintenance.

* Increased turf density

* Up to 50% fewer clippings

« [mproved, darker green turf color
» Reduced water use

» Effective on both warm-season and
cool-season turfgrasses

* Up to 50% reduction in mowing

* Helps suppress many weeds,
including poa annua and crabgrass.

» Excellent for trim and edge applications

What A Way to Grow.

Allin all, Cutless produces a shorter,
thicker, healthier turf that requires less
maintenance, and ultimately, increases
playability on a course.

For the complete story of Cutless, or
to place an order, contact a LESCO Sales
Representative or call 1-800-321-5325.

T~

Grow With Us.
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Press releases should
emphasize environment

continued from page 30

“We've asked membership to use the
seed mixes on tees or fairways if there's
no divot to replace,” says Iceman. “The
tee box seed mix was an idea we weren't
sure was going to work. A lot of times
(golfers) think that’s what the employees
are hired to do.”

Riders, of course, are asked to cross at
90-degree angles. Another simple axiom:
if vou don't have to cross the fairway,
don’t. Stay near the edge.

Shady Hollow is a private course with

Seed mix is hard to miss, but players
often think their divots won't hurt.

325 members. In June, it played host to
the Ohio Amateur tournament.

Iceman, a progressive superinten-
dent, recently added ornamental grasses
along the approach to some holes.

“I didn't think I was going to be a big
fan of ornamental grasses,” he says.
“Then | heard Bill Hendricks from Klein
Nurseries speak at an Ohio Turf
Foundation meeting one year. In certain
places they do have their uses. They're
becoming popular in home landscapes,
why not see them in golf course land-
scapes?”

The choice of machinery used around
the course has also changed from time to
time in Iceman's 10-year stay there.
Lightweight riding units are used more
often, and greens are mowed with walk-
behind mowers to reduce compaction.

Iceman changes control products
often, a lesson he learned from Joe
Vargas at Michigan State.

—Terry Mclver

® Any press releases sent from the golf
course superintendent’s office to local
media should emphasize the course’s envi-
ronmental aspects, according to Jerry
Coldiron, CGCS, of Boone Links and
Lassing Pointe public golf courses in
Florence, Ky.

Recent national media reports—
including those by the New York 7imes,
CBS-TV, and radio commentator Paul
Harvey—have castigated golf courses and
the materials they use as being detrimen-
tal to health and nature.

“We're real proud of the communica-
tion job we do here,” notes Boone
Links/Lassing Pointe superintendent Jerry
Coldiron. “We hired someone who has
done some writing for us—Andrea Conroy,

a local writer with Rivertown Communi-
cations—and told her what we wanted to
say, and she did a good job.

“We've got to get the word out before
the media questions come,” Coldiron con-
tinues. “So we've really been pounding
this environmental message home.”

The courses also feature Audubon
Society/native area signage at 15 strategic
points, and “no-spray” buffer zones around
the entire 150-acre golf complex.

Though details of the course itself
{which appeared in the original release)
have been omitted, the sample below
shows how press releases can be worded in
order to be received in a positive light by
the community.

—Jerry Roche

PRESS RELEASE

Lassing Pointe,
course,;
course,

in Aamerica,

nominated as one of

s located in

dding
popu

o

Boone County’s second
celebrated its Grand Opening on

the

environmentally sound in

top mun

much-needed course

forest, commonly
untouched and borde
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LAWN CARE

INDUSTRY
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A change in priorities

® Just barely into his 30s, Tim Doppel
admits it's time to slow down. It's not that
he can't keep up any more. He's just refo-
cusing his efforts, he maintains.

That's because Tim and his wife, Alice,
are busy with their three children—ages
10, 8 and 4. Second comes the business:
Atwood LawnCare, Sterling Heights, Mich.

Then—and this is a switch from just a
few years ago—Doppel says he'll help out
with any industry affairs that
he can. But, he's definitely
casting a sharper eye to the
time he can devote to indus-
try affairs.

In 1984 Doppel, then just
two years out of Michigan
State University, bought
Atwood LawnCare. Since
then, in addition to starting a
family and running the busi-
ness, Doppel served on the
board of the Professional
Lawn Care Association of
America (PLCAA), participat-
ed in the Michigan Turfgrass
Foundation, and was the
managing director of the
Lawn Sprayers Association of
Michigan. He also keeps close
ties with MSU and is a fre-
quent, and entertaining,
speaker at the Michigan
Turfgrass Conference in
Lansing each January.

“Now I'm doing Cub
Scouts, and baseball and all
those kinds of things,” he
laughs. That, and running
Atwood, keeps Doppel on his
toes.

“The lawn care business
around here is incredibly
competitive. The last time [ looked, metro
Detroit had close to 500 licensed lawn care
applicators. It's beyond being a real chal-
lenge now.”

Tim started with Atwood LawnCare
several years before he bought it from its
founder who had decided to move to
warmer climes. A student at MSU, Doppel
worked weekends each fall and spring and

‘The days of easy lawn care
are over,’ claims this
suburban Detroit LCO, but
geographical considera-
tions help keep his
company thriving.

full time in the summer.
LawnCare had been started in 1970 and
was named after a resort lake in Ohio, and
because it would appear near the begin-
ning of the listings in the Yellow Pages.
Nobody by the name of Atwood ever
worked at the company, says Tim. “When
somebody calls up and asks for Mr.

Manager Scott Brunais, left, and President Tim Doppel, Atwood
Lawncare, Sterling Heights, Mich.

Atwood |

Atwood, [ know it's either a sales person or |

an irate customer.”

Atwood’s headquarters are about a 35-
minute drive northeast of downtown
Detroit. It carries 15 employees through
spring and 10 to 12 in the summer and
fall.

The company offers a full range of lawn
care services, excluding mowing, and
tree/shrub fertilization to a 30-mile radius
of customers, mostly in the northern and
eastern Detroit suburbs. It
does little work within the
city itself. “Detroiters seem
to prefer to buy from
Detroiters,” he says.

“I prefer to get tighter in
the areas that we're already
in rather than expanding
geographically. We've been
sticking to that strategy and
it seems to be working for
us,” he says. The acquisition
of a smaller company helped
to make last season, 1993,
strong, he adds. “It helped fill
in some areas where we were
relatively weak. And we were
able to up sell some of these
customers areation and tree
service, too.”

Doppel admits that na-
tional companies like Tru-
Green/ChemLawn and Bare-
foot maintain a strong pres-
ence in the Detroit market.

“I don’t worry about them
because they're always going
to be there. We can sell well
against them," says Tim.
“The companies that are
about my size are the ones
we have to watch. There are
about six of them within
about a five-mile radius of here,” he says.
When you add the large but unknown
number of tiny unlicensed lawn applica-
tors, the pressure to keep prices low is
intense.

“1 guess they figure that as long as
they've got $20 in their pocket they're
making money,” adds Doppel. “They don’t

continued on page 34
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DOPPEL from page 33

complying with the laws. They may only do a couple hun-
dred accounts and the chances of the ag department finding
them are almost zero,” he adds.

Doppel, a Detroit-area native, doesn’t foresee any major
changes in the Detroit market soon, just ever-increasing
competition. Atwood is responding by strengthening its win-
ter and early spring telemarketing.

“People accept telemarketing. They expect it. But I'm not
comfortable with calling up and saying, ‘Hi, this is Atwood
LawnCare. We want to do your lawn for 29 bucks.’ That's not
the way | want to be treated in my house,” says Doppel. “I
don’t like those kinds of calls. Instead we offer to give esti-
mates. If we can get out there and talk face-to-face with a
homeowner, we've got a good chance of helping that home-
owner and making that sale.”

Although Doppel says he won't be able to be as deeply
involved in industry or association affairs while his family is
growing, he insists he will remain active in both national
and local groups.

“I guess it's like a two-way street,” says Doppel. “You give
and you get back. I've learned a bunch from being on PLCAA
or with MTF. 1 can point to half a dozen things that are dif-
ferent in my business because of experiences I've had on
these boards.

“The days of easy lawn care are over."

—Ron Hall
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10 most common LCO
violations of EPA’s
rules and regulations

® Politics—not science—drive pesticide use regulations.

“Estimating risk is a proper scientific task, but scientists
don’t write laws,” Jim Lorah believes. “The guy who writes
the law listens to the public, and the public perceives pesti-
cides as dangerous and poorly evaluated.”

Lorah, compliance monitoring coordinator for the U.S.
Environmental Protection Agency (EPA), Philadelphia
region, spoke at last fall's PLCAA Conference in Baltimore.

“When emotion dominates, perception becomes flawed.
Flawed or not, it can't be ignored," stressed Lorah. He
assured the 50 LCOs in the room that each of them “has
been scrutinized by somebody” in the past year or two, prob-
ably by a state inspector. Here are the 10 most common
problems examiners find during an inspection, he indicated:

1) Invalid business or applicator license—expired, wrong
category, not valid in that state.

2) Label violation. Didn't look at label recently.
Following directions on specimen label, not container label.

3) Improper mixing.

4) Didn’t survey site prior to pesticide application.

5) No preparation for “worst case” occurrence. Applicator
has a spill and leaves the site.

6) Drift complaints, usually due to hurried applications.
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_Roundup
points the way to
application ease.

Learning how to
properly use
Roundup* herbicide
is a snap. For even
more convenience, try
new Roundup Dry
Pak. Either way,
Roundup gives you

a big hand in simpli-
fying worker training,

Get your FREE
kit, “Weeds Are
No Longer Our
Only Concern.”
Call 1-800-332-3111.

IND47082 29%
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Study shows that pesticides provide

more than weed, disease control

m A recent study shows that some fungicides have the abili-
ty to “jump start” the development of turfgrass rooting sys-
tems during the first few weeks after planting.

The study, conducted at Towa State University by
research associate Roger Roe and Dr. Nick Christians,
examined the rooting of Kentucky bluegrass and how
selected products aided root systems.

Rooting measurements were recorded at two, four and
six weeks following the application. A hydraulic lifting
device was used, along with a pressure gauge, to calculate
root strength and knitting.

Results of the test follow. Higher pulling pressures indi-
cate an increased root strength:

PULLING PRESSURES NEEDED TO PULL SOD
FRAMES FROM KENTUCKY BLUEGRASS PLOTS

TREATMENT RATE 2WKS. 4WKS. 6 WKS.

Ib. ai/a Pulling pressure, Ibs.
Control 4 487 588 660
Ronstar 2G 4 502 712 625
Pendimethalin 2G 3 518 625 618
Dimension 0.1G 1 347 545 553
Barricade 65DG 0.65 577 563 620
Surflan 1G 2 167 227 292
Banner 2 537 763 812
LSD 118 186 115

L LA WN CARE IND., |

7) Records incomplete or partially done.

8) Spray tank not cleaned properly, Applicator doesn’t
know tank’s use history.

9) Applicator makes improper product safety claims.

10) Failure to use personal protective equipment as
specified in product label.

Lorah said that inspectors want to help LCOs remain in
compliance with regulations, but they have to respond to all
callers and complaints.

Among the things that LCOs should realize about
inspectors, said Lorah:

¥ They have lots of bosses.

v Everybody complains about them.

¥ Activists say they're on industry’s side.

»* Industry says they're on the activists' side.

¥ They dislike confrontations as much as anybody.

“Basically, their job is to examine if you are in compli-
ance,” said Lorah. But, before an inspector examines an
LCO's operation, that inspector must issue a “notice of
inspection.”

His advice to anyone facing an inspection: be truthful,
and don't be afraid to ask for the inspector’s advice on pesti-
cide use concerns, “Contact the inspector for help before he
shows up to do an inspection.”

—~Ron Hall
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Clay soils intensify
disease pressure

® Radnor Valley Country Club superintendent Tom Dale is bat-
tling back.

Architects Bill and David Dordon specified on-site soil for the
Philadelphia-area course’s greens in 1967, when they were built.
That meant clay.

“When my greens get wet, they stay wet,” Dale adds. “And if
you get hot sun on wet greens, they cook. You cry a lot when that
happens.”

At least eight times each year, Dale uses a Toro Hydroject to
get air movement into the root system. Once the water injected
into the soil evaporates, air pockets remain in the rootzone to
facilitate drainage. Dale begins hydro-aeration in April and
repeats it once a month through November.,

In addition, he aerates greens four times per year and verticuts
each spring and fall. A mixture of bentgrass and Poa annua, his
greens allow a percolation rate of only 0.2 inches per hour—far
short of the USGA's recommendation of 3 inches per hour.

“Two summers ago, we had 50 days of 90+-degree heat,” Dale
notes. “I had to close six greens due to black layer and wet wilt.
But overall, my worst disease problems on greens are pythium
and brown patch.”

Dale has also cleared out areas surrounding many of his
greens to allow more air movement.

But with the heavy clay soils, brown patch could conceivably

hit overnight. During the hot, humid Philadelphia summers, a
thunderstorm will bring it on within hours.

Dale uses Agri-Diagnostic test kits to determine where brown
patch will strike. During conditions highly conducive to disease,
he samples areas he knows to be susceptible, slicing tissue almost
to the crown. He takes the samples to his office and squeezes the
juice from them, then applies the simple test. He gets results in
10 minutes.

Dale takes no chances with brown patch. Even at moderate
levels, it creates sizable areas of sparse turf on his greens. For
years, any chemical he used for brown patch lasted only a week or
less before he began seeing symptoms again. But in 1989, he
began using new Prostar fungicide under an Experimental Use
Permit.

The product, a benzamide fungicide registered in 1993, can be
used in rotation with demethylase inhibitor (DMI) products.
Though it works most effective as a preventive treatment, Dale says
Prostar also offers dependable results when applied as a curative.

“Nothing I used ever actually controlled brown patch until
Prostar,” says Dale. “It really lasts 21 days. It's a good feeling
knowing I don’t have to worry about brown patch for long
stretches of the summer.”

Dale, however, doesn't spray pesticides “unless it's absolutely
necessary.”

“I've been here for 19 years, so | know my turf pretty well. |
know every spot and can gauge when and where diseases might hit.

“Superintendents are all trying to be environmentally con-
scious now. Most of the pesticides we use don't move around in
the soil. They do what they are
supposed to do and stay on the
plant. In fact, we've eliminated
spraying herbicides in our
roughs every year, going to every
other year instead.”

Though Radnor Valley's fair-
ways—a mixture of bentgrass,
Poa annua and ryegrass—fare
better in hot weather than the
greens, Dale tries to get better
drainage there, as well:

® He caught and rerouted
some of the underground streams emptying onto
several of the fairways.

@ He also added more drainage to supplement
the existing corrugated pipe system.

Dale, however, doesn’t have all the answers.

“Intense summer conditions are the worst for
me,” he adds. “If you keep the place wet, you get
cooked grass. If you keep it dry, it wilts. It's diffi-
cult to keep that happy medium when the weather
stays hot for extended periods.

“We compromise by syringing every day to
keep it just moist. Even so, the heat stress some-
times gets ahead of you. But as long as the mem-
bers stay happy, I'm happy.”

-

Tom Dale uses water injection once a month on clay-based greens.
Drainage modifications have helped him prevent turf disease.
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No peace in the green industry?

..Not until its image improves,
says Dr. James Watson.

COLUMBUS, Ohio— A millenium is “any
period of great happiness or peace,” says
one of its definitions. It’s also defined as a
1,000-year period.

The year 2000 brings a new millenium
but, Dr. James Watson says, the green
industry can’t count on unbridled happi-
ness or peace, not at least until it can bol-
ster its image to the public.

“Many of the same concerns we have
today will still be with us in the year
2000,” Watson said in a keynote speech at
the Ohio Turfgrass Conference this past
December. Watson is a former employee of
Toro Inc. who has been, for four decades,
one of the industry’s most respected
spokesmen.

Among the concerns he cited:

1) The green industry will have to
defend its use of scarce water resources.
“Turfgrass is a valuable resource and it
serves too many beneficial purposes to be
ignored,” said Watson.

2) The green industry will have to
prove that it doesn’t pollute either surface
or underground water. “Turfgrass is sec-
ond only to a forest in its ability to purify

Watson: Green industry must gain
public’s respect.

and filter our waters,” claimed Watson.

3) Claims that turfed and landscaped
areas drive away animals and birds. This
often isn’t true, claimed Watson. “Many of
our natural sites are enhanced aesthetical-
ly and are improved for recreational pur-
poses when they are landscaped.”

Trends likely to continue into the next
century include, according to Watson:

@ Continued improvement of turfgrass-
es by plant breeders.

@ Extension of the use of some warm-

season grasses northward, and some cool-
season grasses south.

® Continued growth of the use of
organic-based fertilizers.

® Bio-engineered grasses, not by the
year 2000 but “more likely by 2010 or
2020,” said Watson.

® Reduced chemical pest controls.
“Certainly we should anticipate that the
use of chemicals—and in that group I
would include soluble fertilizers and pesti-
cides—will gradually decline on turfgrass
sites,” he added. “They will not be discon-
tinued, but the amount and frequency will
be reduced.”

The biggest challenge facing the green
industry as it approaches the 21st century,
however, involves gaining the public’s
respect, claimed Watson.

“Our publicity and public relations
campaigns aren’t the best. They don’t do
the job that they should,” he said. “Why,
for example, are the experts in the green
industry not recognized, not perceived as
authorities and often get over-ridden on
decisions involving turfgrass?

“We must not let our future be decided
by political entities, by environmental
extremists, or anyone not familiar with the
green industry. They must not dictate our
future.”

—Ron Hall

LM names six to
new edit panel

CLEVELAND—Two golf course superin-
tendents, two landscapers, a lawn care
businessman and an athletic field manager
comprise the second LANDSCAPE MANAGE-
MENT Editorial Advisory Panel, named this
month by editor-in-chief Jerry Roche.

They will serve an 18-month term,
through December, 1995.

“These six professionals were chosen
for their commitment to the green indus-
try, their experience, and their occupation-
al and geographic diversity,” says Roche.

“We are proud to have
them affiliated with the
magazine.”

Joe Alonzi is golf course
superintendent at West-
chester Country Club in
Rye, N.Y., where the Buick Open was held
last month.

Alonzi has been a superintendent for 20
years, the last three at Westchester. He is a
1972 graudate of Rutgers University who is
current president of the Metropolitan
(New York) Golf Course Superintendents
Association. He is a Certified Golf Course
Superintendent and a member of the Golf
Course Superintendents Association of
America (GCSAA).

Rod Bailey is president of Evergreen

Services Corp., Bellevue, Wash. He is a
past president of the Associated Landscape
Contractors of America (ALCA) and the
Association of Landscape Professionals.

Bailey has been with Evergreen since
1971. In 1982, he won the Outstanding
Service Award from the Pacific Coast
Nurserymen’s Association and in 1991 was
named Landscape & Irrigation magazine’s
“Man of the Year.” He obtained the title of
“Certified Landscape Professional” from
ALCA earlier this year.

Alan Culver, like Alonzi, is a Certified
Golf Course Superintendent and a member
of the GCSAA. He has been superintendent
at Mahoney Golf Course, Lincoln, Neb.,
since construction began in 1975.

Culver is past president of the Nebraska
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Rod Bailey

Alan Culver

Golf Course Superintendents Association,
and serves as secretary/treasurer. He is a
1974 grad of the University of Nebraska.

Charlie Racusin is president and chief
executive officer of Environmental
Landscape Services, Houston, Tex., a post
he has held for 23 years. He is a graduate
of the University of Texas, where he
obtained a bachelor’s degree in business
administration. In addition, Racusin is a
member of the Professional Grounds
Management Society.

Like most of the other Editorial Advisory
Panelists, Racusin has been featured on the

HOT TOPIJECS

Charlie Racusin

pages of LANDSCAPE MANAGE-MENT and, its
predecessor, Weeds Trees & Turf.

Jack Robertson has served as owner of
Robertson Lawn Care, which he purchased
straight out of college, for 18 years. He has
a degree in agronomy, having attended
Western Illinois University and the
University of Missouri.

Robertson is an advisory board member
for Miles, Inc., a leading manufacturer of
lawn/landscape control products. He was
also an advisor to LM'’s sister magazine,
Lawn Care Industry.

Steve Wightman has been stadium turf

Jack Robertson

Steve Wightman

manager for Jack Murphy Stadium in San Diego
for almost six years. Prior to that, he was field
manager at Denver’s Mile High Stadium.

The 1971 graduate of the University of
Northern Colorado owns many distinctions,
among them: 1984 winner of the Harry Gill
Memorial Award from the Sports Turf Managers
Association (STMA); 1988 Distinguished Service
Award from the Rocky Mountain Regional
Turfgrass Association; and Edwin J. Hunter
Lifetime Achievement Award from Hunter
Industries, a maker of turf irrigation equip-
ment. The former STMA president is also a
turf technician for World Cup Soccer.

RECYGLE
YARD WASTE

The Baker Commercial Chipper Shredder
offers complete debris clean-up. Chip limbs

up to 6" thick. Shred
1" tree trimmings and
turn giant leaf piles into mulch
in minutes with the unique

vacuum kit. 20-23 HP
trailerable models are
available and two _

PTO models.

For more information,
call us at 1-800-945-0235

P.O. Box 997

YARD WASTE MANAGEMENT
SYSTEMS

500 N. Spring Street

Port Washington, W1 53074-0097

ARTICLES
NEws ITEMS
ADVERTISEMENTS

INFORM ¢ INTRODUCE ¢ INFLUENCE ¢ INSTRUCT

C_ LG ed £aobrd

'PRINTS

Reprints of Landscape Management

articles, advertisements, news items or special
announcements are available through Advanstar
Marketing Services. Customized to meet your
specific needs, reprints are highly effective when
you use them to:

+ Develop direct-mail campaigns

+ Provide product/service literature

+ Create trade show distribution materials

+ Present information at conferences and seminars
+ Train and educate key personnel, new hires

+ Enhance press kits

+ Compile reference materials

+ Track trends and emerging technologies

PauL MALONE

ADVANSTAR MARKETING SERVICES
1-800-225-4569 ExT. 630
216-891-2630 ¢ Fax: 216-826-2865
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Louisville Expo to feature
seminars and Miss Sweden

LOUISVILLE, Ky.—A special seminar sec-
tion for commercial end-users will be held
at this year’s International Lawn, Garden
& Power Equipment Expo, July 24-26.

Jim Huston of Smith Huston will speak
on “It's More Than Mowing” and “Bidding
to Build a Successful Business.” There will
also be a free international seminar titled
“Global 2000: Doing Business Inter-
nationally Now and in the Future.”

Some of the new product introductions
and special events already planned:

American Lawn Mower celebrates its
100th anniversary by introducing a wide-
cutting model.

AmeriQuip has a new utility trailer and
trailer-mounted aerial lifts.

Ardisam has a new battery-powered
riding lawn mower that attendees can test-
drive.

Billy Goat Industries is celebrating its
25th anniversary.

Blue Sky Engineering has Mulch-X,
plus new kits for Lawnboy and electric
mowers.

Cherryott Trailers will display its new
Wacker Stacker, Klipper Slipper, Thump-
Thing and What-A-Gate.

Easy Lawn will introduce a new design
for its 600-gallon hydroseeding unit.

Exmark will unveil the Metro, a high-
performance, double-belt walk-behind
mower in four deck sizes.

Generac will show new pressure wash-
ers, air compressors and welders.

Hamblen Blade will introduce a lawn
mower blade that sharpens itself while it
revolves.

Hamelin Industries has new Load
Rated Wheels, non-pneumatic wheels that
don’t go flat.

HCC will display a new compact trac-
tor/loader/backhoe and a towable backhoe.

Husqvarna has seven new professional

quality Swedish trimmers, and—in per-
son—Miss Sweden.

Innovative Devices will introduce the
world’s first counter-rotating, hand-held
tiller and cultivator.

F.D. Kees will display the Kees Hydro
Mowers.

Kohler is introducing a new Command
25 hp vertical shaft engine,

MacKissic will unveil several new prod-
ucts.

Maxim Mfg. has a new 42-inch zero-
turn radius commercial mower.

Meter-Man'’s Distance Measuring Wheel
has an all-new counter and handle.

Millcreek Mfg. has new economy aera-
tors.

NAPA's exhibit features a square trim-
mer line, spin-on oil filter and more.

Palmor Products will have a new leaf
trailer in the outdoor demo area.

Parker Sweeper will highlight a new
chipper/shredder/vacuum.

The Patriot Company has an electric
chipper/shredder/vac.

Ravens Utility Trailers will display a
new concept in trailer brakes: hydraulic
disc brakes.

Swisher Mower & Machine will intro-
duce an innovative new product that it's
not letting out of the bag yet.

V.M. Industries (Turftek) will display a
new Tow-eze Car Dolly.

Walker Mfg. has a new model tractor.

Many, many more events are scheduled
during the three-day confab.

Pre-registration for Expo ‘94 is free;
on-site registration is $20. To register,
write Expo ‘94, 6100 Dutchman's Lane,
6th Floor, Louisville, KY 40205; or phone
(800) 558-8767. Within Kentucky or out-
side the U.S., call (502) 473-1992. For your
convenience, Expo ‘94's fax number is
(502) 473-1999.

TORO
NOW
MAKES
MOWERS
THAT
COME
WHEN
YOU
CALL.

i Protine

Call 1-800-348-2424
for a FREE Proline
Products Brochure.

Call today for Toros
complete line of rugged,
high-performance mid-
size mowers, riders,
zero-radius tractors and
walk power mowers.

All backed by in-depth
parts & service and the
expertise of the industry’s
finest power-equipment
dealers.

i10):{1] ProLine
When you want it done right ..

© 1994 The Toro Compuany, Made in the USA
Always read and follow owner's manual instructions.
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Selected books and videos for the industry

CLIMB TREES SAFELY...The National Arborist Association sells
a video that covers the essentials to safe tree work. Ropes, Knots
& Tree Climbing contains essential information on the ropes,
snaps, carabiners and saddles used, and climbing techniques
used for ascending into and working in trees. Cost is $60 for
members, $90 for non-members. Contact the NAA at P.O. Box
1094, Amherst, NH 03031-1094; (603)673-3311.

ESTIMATING GUIDE...Estimating for Landscape & Irrigation
Contractors by James Huston contains more than 100 diagrams
and illustrations, and covers the process of pricing maintenance,
construction and service projects. Huston explains the five most
common methods used in the market today to price jobs, and
other budget and cost related calculations. Contact: Smith
Huston, Inc., at P.O. Box 6837, Orange, CA 92613-6837; (714)
630-1289.

BUILD A GAZEBO...The Gazebo Builders Handbook covers
structures of five, six or eight equal sides. The handbook
includes a rafter table. Cost is $15, from ORCO, P.0. Box 275,
Old Bridge, NJ 08857.

GREEN INDUSTRY

JULY

14-16: Mid-Atlantic Nurserymen's Trade Show, Baltimore Convention Center,
Phone: Carville Akehurst at MANTS headquarters, (410) 256-6474.

19: Midwest Chapter STMA meeting, Kishwaukee College, Malta, 1ll. Phone;
(708) 439-4727.

19-21: Midwest Grounds Management Conference, Illinois State University.
Phone: Chuck Scott, (309) 438-2032.

21: Southern Illinois Nurseryman's Association Field Day at Lee's Trees.
Mount Vernon, l1l. Phone: Lee's Trees, (618) 244-4260,

21-23, 25-27: Penn State Landscape Design Short Courses, Sheraton Inn,
Pittsburgh-North, Warrendale, Pa. Phone: Michael Masiuk, (412) 392-8540.

24-26: Outdoor Power Equipment Institute's Lawn, Garden & Power
Equipment Expo, Kentucky Exposition Center, Louisville. Phone: Seller's
Expositions, (502) 473-1992.

27: Towa Turfgrass Field Day, Hort Research Station, north of Ames, lowa.
Phone: Lori, (515) 294-1439,

27-29: American Sod Producer's Association Summer Convention and Field
Day, Newport (R.1.) Islander Doubletree Hotel. Phone: Tom Ford, ASPA, (708) 705-
9898.

28-29: Landscape Contractors Association of Maryland, D.C. and Virginia
Summer Conference, Holiday Inn Crowne Plaza, Rockville, Md. Phone: Sue Stott,
(301) 948-0810.

31-Aug. 6: Perennial Plant Association, educational seminars and tours,
Adams Mark Hotel, Philadelphia, Pa. Phone: (614) 771-8431.

27: University of Massachusetts Cooperative Extension System Landscape and
Nursery IPM Workshop. Write: IPM Warkshops, UMass Cooperative Extension
System, French Hall, Amherst, MA 01003,

AUGUST

3-4: Minnesota Parks Supervisors Association Grounds & Facility Expo,
Resurrection Cemetery, Mendota Heights, Minn. Phone: (612) 681-4300.

10: New England Athletic Turf Management Field Day, Holy Cross College,
Worcester, Mass. Phone: Mary Owen: (508) 892-0382,

10: Texas A&M Turfgrass Field Day, Research and Extension Center, Dallas,
Phone: (214) 231-5362.

10-11: Penn State Turfgrass Field Days. Phone: George Hamilton, (814) 865-
3007 or Christine E, King, (814) 355-8010,

12: Southern California STMA Night, Dodger Stadium. Phone; (714) 578-0215.

14-17: International Society of Arboriculture Annual Conference and Trade
Show, Halifax, Nova Scotia. Phone: ISA, (217) 355-9411.

40 Landscape Management, July 1994



2 H O W € A & |

PRODUECT

REVIEW

Biological agent cleans
scum, odors from ponds

Aqua Treat is a biological water treat-
ment designed to control pond scum and
accompanying odors.

By using Aqua Treat regularly from
March to October, TerraBiotics L.P. of
Princeton, N.J. , says that with regular use,
Aqua Treat will remove nitrogen from the
water, depriving the algae of its primary
nutrient.

The drastic reduction in nitrogen
makes it impossible for the algae to bloom.

Aqua Treat works in the entire water
column and sludge layer to digest any
organic wastes that are generated by the
animal and plant life in the aquaculture.

Aqua Treat also contains cultures bene-
ficial for enhancing turf quality, and is

therefore safe for use in irrigation ponds.
TerraBiotics says the benefits of Aqua
Treat include:

® enhanced nitrification cycles and
reduce scum and sludge;

® break down organic and fecal waste
and odors;

@ reduced build up of nitrogen nutri-
ents;

@ control over fluctuating oxygen lev-
els.

By adding Aqua Treat to the water
phase, a living system is introduced, a sys-
tem of biologically active seed cultures,
enzymes, activators and accelerators,
developed specifically for use in aquacul-
ture.

The Aqua Treat microbial cells populate
the system as a seed, multiply and produce
large quantities of digestive enzymes on a
regular and continuous basis.

The bacteria in AquaTreat attack
ammonia, which is the cause of pond odor.
In accelerating the natural nitrogen c ycle,
Aqua Treat enhances the rate at which
ammonia is converted into nitrite and
then into nitrate, eliminating the release
of ambient ammonia.

Pond water is made clear when bacteria
digest floating organic matter that clouds
the water column.

Aqua Treat’s bacterial formulation was
designed to supply the correct bacteria for
the entire pond, including the sludge
layer.

According to TerraBiotics, Aqua Treat
repopulates the underwater sludge layer
and accelerates the degrading process.
This reduces not only the volume of sludge
but also the amount of nutrients released.
Circle No. 191 on Reader Inquiry Card

Black tanks last longer,
have easy-to-read gauge

Black tanks that last longer because
they are less susceptible to UV breakdown
are now being offered by Agrotec. The
tanks also have an improved sight gauge
that makes it easier to read how much
fluid is left in the tank.

Agrotec Pro Care sprayers come in
100-, 200-, 300- and 500-gallon capacities.
Each have: steel skids with zinc primers
and enamel finishes; leak-proof lids with
check valve vents; pressure regulation
from 20 to 500 psi.

Circle No. 192 on Reader Inquiry Card

Rear-discharge available for 2 models

A new 72-inch rear-dis- §
charge 3-spindle rotary mower
deck is available for Models
CM272 and CM274 Ford com-
mercial mowers from Ford
New Holland.

The rear discharge lets
operators cut close to obsta-
cles on either end of the deck. |

Clippings are distributed
across the width of the cutting
area to avoid build-up.

Circle No. 193 on Reader
Inquiry Card

New landscape fabric
is thicker, stronger

Easy Gardener, Inc. has expanded its
line with the introduction of Pro
WeedBlock, a non-woven geotextile for
professional use.

Puncture- and tear-resistant, Pro
WeedBlock is thicker, stronger, for profes-
sional landscapers who want to do the job
once and not have to worry about weeds in

the garden or in the cracks between patios
and walkways for years.

Pro WeedBlock comes in rolls of 3'x
150" and 6’x 150",

“Micro funnels” taper at the bottom to
block out more than 95% of the light
weeds need to grow, while allowing air and
water to pass through freely. According to
the company, this high permeability of
both air and water eliminates runoff as
well as soil souring.

Pro WeedBlock will not unravel or rip,
even when placed over roots and rocks. It
is ideal for use around trees and shrubs,
under walkways and patios, and in
drainage systems and septic tanks, to filter
out silt.

UV-inhibitors enable the product to last
up to five years under direct sunlight and
indefinitely when covered by a protective
layer of mulch.

Circle No. 194 on Reader Inquiry Card

Landscape Management, July 1994 41




GOT THE BUG BLUES?
WE'VE GOT THE CURES.

It makes no sense to let bug problems get you
down. You've always got the upper hand when
you use The Andersons Professional Turf™
products with Diazinon®

® Andersons Professional with 5% DIAZINON:
This granular insecticide controls ants,
armyworms, billbugs, chiggers, chinchbugs, sod
web-worms, white grubs and many more.

® Andersons Professional 25-3-5 with 3.33%
DIAZINON and 50% sulfur coated urea: Controls
insects and enriches turf in one application.

Andersons’ Professional Turf Products with DIAZINON:
Uniformly the best in the business.

1-800-225-ANDY

the professional's
pannuo

””
““

Andersons

Circle No.104 on Reader Inquiry Card
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Transport equipment has added storage

The Spacemaker Kit from One-Up, Inc. adds more than 25
percent trailer space —
to trucks or trailers.

With the Space-
maker, equipment |
can be added above |
or behind existing
storage areas.

The Spacemaker
also doubles as a
service or storage
lift-off trailer.

Custom sizes are
available,

Circle No. 195 on

Reader Inquiry

Card

New Impatiens, geraniums bloom
in bright colors for seasonal beauty

S&G Seeds of Downers Grove, Ill., in cooperation with
Speedling, Inc., presents new seed varieties for 1994-95.

The Pinto Deep Rose geranium is an F-1 hybrid colored deep
pink with darkly zoned leaves. Its high germination levels and
strong seedling vigor make Pinto Deep Rose ideal for plug pro-
duction.

The Ringo 200 variety of geranium is bright pink with deeply
zoned leaves.

Many large and fully-rounded flower heads give a traditional
geranium look.

Dynamo Deep Rose and Dynamo Rose are F-1 hybrids with
deep pink or bright pink.

Impulse Salmon has a pure salmon color, is uniform and
compact, with basal-branching.

Circle No. 196 on Reader Inquiry Card

Irrigation tape is designed for
greenhouse and nursery growers

T-Systems International, Inc. of San Diego manufacturers T-
Tape 510-18-440, a 10-mil tape with an 18-inch emitter spacing.
It has a flow rate of .440 gpm/100 ft. at 10 psi.

The tape has the same proven turbulent design as all other
T-Tape products with a special flow rate and spacing to meet the
specific needs of many growers.

T-Tape has 164 inlets with a .035” x .017” cross sectional
area per inlet that minimizes the effects of plugging and inlet
passages smaller than the emitter to filter out large particles.

T-Systems says T-Tape is available through a team of autho-
rized servicing dealers worldwide.

Circle No. 197 on Reader Inquiry Card
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Airborne mower only one of its kind in N. America

The Grass Craft hover mower is now being being marketed exclusively to golf courses
throughout the U.S.

The hover mower has a virtually
unbreakable polyethylene deck with
a metal-to-metal mounting system
and sun resistant white coloring. It
can go where others can’t, won’t
scalp, leaves no wheelmarks and
easily handles steep slopes. It comes
equipped with a 3.5 hp Tecumseh
engine.

The company also offers an
optional safety blade and a handle
that is 12 inches longer than the
standard handle for added safety and
longer reach for steep banks.

Circle No. 198
on Reader Inquiry Card

Gas and electric golf cars feature improvements

The new gas and electric golf cars from Hyundai feature a variety of improvements.

The new electric model features an improved speed controller designed and manufac-
tured exclusively by Hyundai’s own electronics division. Updated gas models are modified
for increased performance, durability and comfort. Both the electric and gas cars have
been finished with new black, plastic dash compartments in the front area on both sides
of the console.

Hyundai's gas models are equipped with a refined clutch for improved performance,
smooth take-offs and increased climbing capabilities, and a number of noise reduction
modifications.

In addition, the 1994 gas cars have a new air box designed to provide easy access to
the air filter for trouble-free maintenance.

All electric cars feature Hyundai's exclusive, cost-saving speed controller incorporat-
ing half-speed reverse. This component has been fitted with a black, plastic cover to pro-
tect it from water and debris during cleaning.

Circle No. 199 on Reader Inquiry Card

Irrigation controller operates up to six stations

Hardie Irrigation’s HR-6100 controller features a new contemporary look with a gray
case and a two-sided velcro-taped quick-reference guide card/informative “watering
times” chart attached to the inside door panel. Its new dial format is similar to that of
Hardie’s Rain Dial.

The six-station, indoor controller, originally introduced in the mid-1980s, was the
first hybrid controller ever manufactured, according to Hardie.

A dial lets the operator control all functions, and operate up to six stations with two
programs. Other features include:

o digital readout;

@ 7-day weekly schedule with select-a-day option; and

@ rain override switch9-volt battery backup.

Circle No. 200 on Reader Inquiry Card

New irrigation system rotor
shoots water up to 62 feet

Rain Bird Sales, Inc. announces the
introduction of the innovative Falcon
series rotor.

Designed for sports fields, parks,
schools, cemeteries and other large turf
areas, this water-lubricated gear-drive
rotor irrigates a full 38-to-62-feet.

Advanced Rain Curtain nozzle technol-
ogy has been incorporated into the rotor,
allowing it to offer top performance in all
wind conditions.

Even in windy areas, the Falcon Rotor
delivers a “curtain” of large water droplets
for uniform distribution. Because of this
superior water distribution, the Falcon
Rotor has the best scheduling coefficient
in its class when used in a properly-
designed system, says Rain Bird.

Circle No. 201 on Reader Inquiry Card

Device prevents breakage in
sprinkler heads, riser pipes

Strand Art Company, Inc. of Anaheim,
Calif., manufactures the Flo-Mizer for
sprinkler irrigation systems. The Flo-Mizer
is an inexpensive, easy to use and install,
retro-fit device which will prevent the
costly problems created when a sprinkler
head or riser pipe is broken.

The Flo-Mizer is installed by removing
the riser pipe and inserting the Flo-Mizer
into the base of the riser pipe and rein-
stalling the riser into the T-connector of
the supply line.

Benefits of Flo-Mizer include:

@ eliminates the geyser or high pres-
sure fountain effect which often projects
large volumes of water onto roadways and
sidewalks near the broken sprinkler.

@ prevents financial liability which can
result from water being propelled by the
geyser effect into oncoming motor vehicle
traffic.

@ stops local flooding that results from
the excess flow at the location of the bro-
ken sprinkler head. This excess flow of
water often causes erosion of the sur-
rounding soil which turns to mud flow
which flows onto roadways and sidewalks.
Circle No. 202 on Reader Inquiry Card
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Interchangeable nozzle part
of new pop-up sprinkler

The Hunter model I-40 pop-up sprin-
kler, used on sports fields, parks and other
large turf areas, is not available with an
additional interchangeable nozzle.

The new #40 nozzle applies water at 7-
gpm within a 45-ft. radius.

The I-40 now has six interchangeable
nozzles and a more versatile performance
range. Depending on the nozzle specified,
the 1-40 discharge rate can be adjusted
from 7 to 27.5 gpm and the radius set
between 45 and 74 ft.

The I-40 is available with an adjustable
arc which may be set between 40-to-360
degrees while the sprinkler is on or off. A
fixed, full circle model is also available.

The 1-40 is durable, vandal-resistant
and offers a range of advantages for insti-
tutional users, including stainless steel
riser with heavy-duty retraction spring,
safety-cushioned rubber cover and locking
body cap.

A drain check valve is standard on the
1-40 to help conserve water, reduce liabili-
ty and puddling around sprinklers caused
by low-head drainage. It checks up to 15-
ft. of elevation change.

Circle No. 203 on Reader Inquiry Card

Micro-irrigation product first
with a pop-up body feature

Pepco Water Conservation Products,
Inc., today announced the market intro-
duction of its newest design for micro irri-
gation, the MicroPop.

Pepco says the MicroPop is the first
micro pop-up body for landscape irrigation
systems.

MicroPop is installed just below the
canopy level of planting material, and pops
up above the plants for watering.

After watering, it retracts to be unob-
trusive in landscape applications. This also
keeps it hidden from vandals.

The MicroPop operates between 15-30
psi. Its pop-up height is adjustable to 10-
inches, and it is compatible with other
Pepco irrigation products.

Pepco believes a big advantage to
MicroPop is the way it elimnates the clut-
ter of stakes and risers.

Circle No. 204 on Reader Inquiry Card

Asphalt paint lasts a long
time, will not erode surfaces

Pave Brite latex asphalt marking paint
provides maximum resistance to traffic,
water, oil, de-icing chemicals, severe
weather, and gasoline.

Because it contains no solvents, Pave
Brite will not attack and deteriorate
asphalt surfaces.

Pave Brite is easy to use. It is homoge-
nized to prevent costly downtime due to
lumping, clogging and separation in the
container. Clean-up is as easy as soap and
water; turpentine or mineral spirits are
not required.

Pave Brite is indeed a bright marking
paint, says Pioneer, thanks to Optiwite
optical brighteners, a Pioneer exclusive.

Pave Brite is available in bright white,
yellow and the blue tint used to mark
handicapped person parking spaces.

Circle No. 205 on Reader Inquiry Card

Erosion control for slopes,
banks, ditches and more

Enkamat erosion control matting from
Akzo Nobel Industrial Systems Company
offers a lightweight, flexible alternative to
rigid concrete, asphalt and rip-rap systems
for controlling erosion.

It is designed for use on slopes, banks,
ditches, channels, spillways, landfills,
shorelines and other vulnerable erosion-
prone areas.

Structurally, Enkamat is a three-
dimensional geomatrix of heavy nylon
monofilaments fused at their intersec-
tions.

Ninety percent of this geomatrix is
open space, which becomes filled with
native soils when installed, eliminating
erosion.
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Muich and erosion control
blankets blend with turf

High profile revegetation projects with
steep slopes next to flat ground can be
seeded and protected with color-matched
hydraulic mulches and Futerra erosion
control blankets.

These products, made by Conwed
Environmental Products, retain an a turf-

green appearance until grass is well-estab-
lished.

Landscape architects and contractors
can now mix and match the most cost-
effective topical revegetation options for
erosion control. Conwed 30-day green
hydraulic mulch and blanket products pro-
vide for a uniform visual presentation.

Futerra erosion blankets are sized in
40-inch widths for silt barriers adjacent to
paved areas, and 80-inch widths for ero-
sion control on slopes of 2:1 or less.

Hydro Mulch products are available
with or without pre-blended organic tacki-
fier.
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10-second tire repair kit
eliminates ‘flat tire time’

Safety Seal is a repair kit for tubeless
tires. Repairs are permanent, and can be
made in virtually any size and kind of
tubeless tire, from the outside, without the
need for cements, chemicals or vulcaniz-
ing fluids.

Safety Seal is not a liquid or aerosol
product, says Safety Tire Seal Corporation,
Hauppauge, N.Y.

Safety Seal works on radial, non-radial,
steel-belted, non-steel-belted tires,
whether used on golf carts or earthmovers
and everything in between.

Circle No. 208 on Reader Inquiry Card

Tall fescue a leader, say
latest national test results

Results for the National Tall Fescue
Tests show Jacklin Seed Company’s Pixie
turf-type tall fescue as one of the leading
new turf type tall fescue selections on the
market today.

Pixie was ranked third (although statis-
tically it was tied for first) in overall turf
quality among the 92 varieties tested.

Tests showed it had excellent disease
resistance, including resistance to brown
patch, and found it retains its genetic dark
green color even under low fertilization
conditions.

Jacklin describes Pixie as a moderately
low-growing variety, with high density and
good turf performance and “mixability.”
Circle No. 209 on Reader Inquiry Card
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FERROMEC

LIQUID IRON

— for that winning kick

Andre Bruce, head groundskeeper at Arrowhead Stadium, applies
FeRROMEC® AC and Trimec® Plus herbicide to a 6.6-acre practice area
at the Kansas City Chiefs Summer Camp in River Falls, Wisconsin.

FeRROMEC Liquid
Iron contributed to
the memorable look
of Chicago Soldiers’
Field this summer

under the direction
of John Nolan, head
groundskeeper,

with George Toma
consulting.

FeRROMEC" and TRIMEC® are registered trademarks of PBUGordon Corporation.

© PBUGordon Corporation, 1994
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FeRROMEC Liquid Iron,
like all champions,
gives you that winning
kick — that something
extra that separates
winners from losers.
Extra dark green color,
extra fast green-up,
extra weeks of
attractive turf.

G pPbil /cordon

P.0. Box 4080
Kansas City, MO 64101

777-694
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For all ads under $250, payment must be received by the classified closing date. We acozp!

Send ad copy with
(216) 891-2670 inside Ohio; FAX (216) 826-2865.

VISA, MASTERCARD and AMERICAN EXPRESS. Credit card ordess are acoepted by phone
to: Bill Smith, Laoscare Manacement, 7500 Ojd Ok Bivd, CIavaland Ohio 44130, or call (800) 225-4569 ext. 670 outside Ofilo,
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Get a step ahead of your competition
with a

TURBO TURF HYDRO SEEDING SYSTEM

SEED FASTER, BETTER, AT LESS COST

+ Seed-mulch-fertil-
ize in one fast step
+Also repair & reno-
vate fast and better
+No messy straw
+Great results and
faster germination
$\Very attractive
green appearance

150 Gal. Systems (2000 sq. ft.)
300 Gal. Systems (4000 sq. ft.)
500 Gal. Systems (6600 sq. ft.)
750 Gal. Systems (1/4 acre)

$2795.00
$3995.00
$4795.00
$7995.00

1000 Gal. Systems (1/3 acre) $9995.00

BADGER ASSOCIATES 1-800-822-3437

1108 Third Ave. New Brighton, PA 15066
RN JPAD!
N SPADE

Lightweight, Variable Size Rootball (16" - 28%)
Available in 4 models (lowable, bucket mount, 3 pt
and skid steer).
MID DAKOTA CORP.
Box 728 « Garrison, ND 58540
Phone (701)337-5619 or 1-800-327-7154

GSA Contract No. GS-00F-5442A
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COMMERCIAL EQUIPMENT

4 i
$6,420

LD IT YOURSELF AND SAVE MONEY. 5,000 SIZES, ALL STEEL
CALL TODAY FOR BROCHURE AND PRICE QUOTE.

HERITAGE BUILDING SYSTEMS
800-643-5555

PICKUP INSERT DUMPER
For FREE brochure, call toll free 24 hr.

1-800-755-3867
WE SHIP NATIONWIDE

LAWN
ASSISTANT

To get a FREE 90 page informa-
tion booklet on the #1 software
for the lawn and tree care industry

Call Toll Free:
1-800-422-7478

Real Green Computers
1970 Winner Sireet, Walled Lake, MI 48390

COMMERCIAL INSURANCE
FOR LAWN CARE FIRMS
“GREEN INDUSTRY SPECIALISTS"

M.F.P. Insurance Agency is dedi-
cated to providing comprehensive
insurance programs to the Green
Industry at competitive prices, We
back up this dedication with a staff
of professionals who understand
every facet of your business, from
marketing to customer service. We
know how to properly insure your
company whether you're a sole
proprietor or a multi-state opera-
tion

Just as your customers look to you
for lawn care advice, people come
to us for insurance advice because
they do not want to become insur-
ance experts themselves. If you
want good advice, the right cover-
age, and competitive rates, please
contact

Richard P. Bersnak, President
Jill A, Leonard, V.P

1-800-886-2398
FAX: 614-221-2203

M.F.P. Insurance Agency, Inc.
50 West Broad Street, Suite 3200
Columbus, OH 43215-5917
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ISSUES
August,..........

November .............
December......

September ...
OCIOBOT iiiyvisduassiosisieiias

For all ads under $250, payment must be received by the classified closing date.

We accept MasterCard, Visa and American Express
The Closing dates for upcoming issues of Landscape Management are:

QLQ§I_I‘L<‘LDAT§$
. July 7
cenneninen AUQUST 8
wwoeptember 8
«.October é
..November 8

Credit card orders are accepted by phone
For additional information, contact Bill Smith at 216-891-2670.
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For all ads under $250, payment must be received by the classified closing date. We accept Visa, Mastercard & American Express. Credit card orders are
accepted by phone. Send ad copy with payment to Bill Smith, LANDSCAPE MANAGEMENT, 7500 Old Oak Blvd., Cleveland, OH 44130 or call 216-891-2670.

Fax Number 216-826-2865.

BOX NUMBER REPLIES: Mail box number replies to: LANDSCAPE MANAGEMENT, Classified Ad Department, 131 W. 1st St., Duluth, MN 55802-2065. Please

include box number in address.

FOR SALE

1988 SUPER DUTY FORD DIESEL LAWN
TRUCK 600/100 gal tanks, plenty of bed space for
granular. Fully equipped with two hose reels. This
vehicle in excellent condition. Call Jim at 603-772-
3395. 7/94

BUCKET TRUCK: Hi Ranger 65', 57', 50". Sky-
workers with chip boxes. Asplundh bucket trucks
with chip boxes. Asplundh brush chippers. Bean
55 gal. sprayers. Pete Mainka Enterprises, 633
Cecilia Drive, Pewaukee, WI 53072. 800-597-
8283. 12/94

Attention Landscapers! SPRAY TANKERS-
STAKE BODY DUMPS in stock and ready to go!
400 to 1200 gallon tanks, 8' to 14’ flat bed dumps,
all diesel engines, fleet records. 1-800-283-4090.
7/94

BUSINESS OPPORTUNITIES

CELLSYSTEM-CELLTECH: Plans to license
throughout USA and Canada, a superior drainage
and sub-irrigation system. Portable indoor (domes)
outdoors natural grass sportsfield - drains 10" per
day - melts snow by solar and electric water heat.
Football fields, golf greens and landscapes. Guar-
anteed. Protected by Patents. Phone: (604)929-
4089, Fax: (604)929-2939, Vancouver, Canada.
9/94

YOU CAN MAKE MORE MONEY STAYING
INDOORS ON JULY 23rd OR AUGUST 24th than
you would working outside. If you are a lawn care
specialist, landscaper or arborist, you'll want to
attend a remarkable seminar July 23rd or August
24th in suburban Long Island, N.Y. The day will
begin with experts with decades of experience
teaching you how to make your business more
profitable and successful in the expanding field of
organics. Then a team of marketing and sales pro-
fessionals will show you how to attract new cus-
tomers. And, finally, you'll learn how to get more
business out of the customers you already have.
We're so sure that you'll profit from the seminar,
we're offering a money back guarantee to prove it.
So call today and sign up, attendance is limited.
And make more money without visiting a single
home. GREENPRO SERVICES 800-645-6464.

7/94

EDUCATIONAL OPPORTUNITIES

NOW... LEARN PROFESSIONAL LANDSCAPING
AND GARDENING at home. Accredited program
provides thorough training in all phases of commer-
cial and residential landscaping. Diploma awarded.
Free brochure describes program and opportunities
in detail. Call 1-800-326-9221 or write Lifetime
Career Schools, Dept: LF0154, 101 Harrison
Street, Archbald, PA 18403. 12/94

BUSINESS FOR SALE

Commercial Mower Parts Firm. Includes nation-
wide customer list, inventory, computer system
and vendor list. Asking $60,000. Reply to LM Box
511. 8/94

EQUIPMENT FOR SALE

THERE’S NOTHING STANDARD ABOUT THIS
OFFER! GREENPRO SERVICES has been
designing and building professional customized
sprayers for all types of trucks and trailers since
1978 and for a limited time only we are offering
more than 20% off our most popular sprayer sizes.
For only $2,399 you can purchase our 225 gallon
sprayer which normally sells for $3,049. And for
only $2,995 you can have our 500 gallon unit - a
savings of $800 off our regular price of $3,799. A
great deal so call today 800-645-6464. 7/94

ANYWAY YOU ANALYZE IT, THIS IS A GREAT
DEAL! Whether you provide organic or non-organic
services, purchase 8 soil tests from GREENPRO
SERVICES and we'll send you free our Soil Testing
Set-Up Kit worth $79. Our test analyzes 14 items
with full prescription. The Kit comes with manual,
shipping and collecting bags and a truck sign
advertising your soil testing service. This is an out-
standing value and money-making opportunity
available only through August 30th. So call us now
at 800-645-6464. 7/94

LESCO TURF RENOVATOR: Less than 100 hrs.
use. Like new! $1000.00 firm. Call GREEN-
FORCE, Steubenville, OH, (614)266-6986 after 8
p.m. 7/94

REINCO HYDROGRASSERS and power mulchers
in stock. Opdyke Inc., (Philadelphia Area) 215-721-
4444, 12/94

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 sur-
plus equipment. Opdyke's, Hatfield (Philadelphia
Area). 215-721-4444, 12/94

FINN HYDROSEEDERS AND MULCH BLOW-
ERS- NEW AND USED LARGE PARTS INVENTO-
RY- SAME DAY SERVICE. (BALTIMORE AREA)
WOLBERT & MASTER, INC. 410-335-9300. 12/94

HELP WANTED

LANDSCAPE

Due to steady growth, nationally ranked landscape
contractor seeking talent. Ruppert Landscape Co.
is offering the following career opportunities (EOE):

Branch Manager * Estimator * Purchaser * Shop
Manager * Tree Spade Operator * Wholesale Nursery Mgr.
Nursery Sales Representatives + Land/Maint Sales Represen-
tatives * Production Manager (Landscape Instal. & Mgmt.)
+ Project Superintendent (Bloomington, IL)
Please send resume to: RLC
17701 New Hampshire Avenue, Ashton, MD 20861
Attn: Nancy Fleming, or fax to: 301-924-0250

Maintenance Managers & Supervisors: One of the
nation’s largest and fastest growing full service land-
scape companies has an immediate need for experi-
enced maintenance managers and superintendents,
as well as entry level maintenance supervisors in the
Midwest, Southwest, Mid-Atlantic, Northeast and
Southeast states. The company seeks energetic,
team oriented college graduates with proven leader-
ship, communication and interpersonal skills. The
company offers full-time positions, excellent advance-
ment opportunities and exceptional compensation
and benefits with an industry leader celebrating 54
years of uncompromising customer service. For
immediate confidential consideration, please send or
fax your resume to: The Brickman Group, Ltd., Cor-
porate Office, 375 S. Flowers Mill Road, Langhomne,
PA 19047, 215-757-9630, EOE 7/94

GROUNDS MANAGEMENT SALES: Central N.J.
area, Background in sales to corporate clientele.
Strong motivation, proven sales experience. Must
be articulate, organized, aggressive. Duties:
prospecting, estimating, sales. Send resume. Con-
trol Services, 737 New Durham Road, Edison, NJ
08817. Fax (908)548-4359. 7/94

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. Floraperson-
nel, Inc., 2180 W. 434, Suite 6152, Longwood, FL
32779-5008. Phone: (407)682-5151 Fax: (407)682-
2318. TF

FIELD SALES REPRESENTATIVES: Growth Prod-
ucts, Ltd., a progressive, fast growing manufacturer
of Professional and Agricultural liquid fertilizers and
organics is seeking experienced degreed sales peo-
ple for mid-atlantic, north-central, south-central, and
south-west territories. Experience in turf/ornamental,
greenhouse, and tree care markets is desirable.
Please send resume and salary history to: Growth
Products, Ltd., P.O. Box 1259, White Plains, NY
10602, Attn: Human Resource Dept. 7/94

Reserve Ad Space in The Next Issue of LANDSCAPE MANAGEMENT
Call Bill Smith: 216-891-2670
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HELP WANTED

LANDSCAPE MANAGER: Green Thumb Enter-
prises, Inc., a nationally ranked award winning
landscape contractor, is seeking a qualified area
manager for our northern Virginia branch office.
Applicant must have minimum 3 years similar
experience in the quality management of full ser-
vice commercial landscape maintenance pro-
jects. Duties will include budget preparation and
oversight, quality control, staffing and supervi-
sion, client interaction, and enhancement sales.
This is an excellent opportunity for a dynamic,
motivated individual to advance personally and
professionally with a growth oriented firm. Quali-
fied interested candidates should send resume,
complete with references to: Green Thumb
Enterprises, Inc., 42461 John Mosby Highway,
Chantilly, VA 22021, Attention: M. Gerard Chau-
vin. 7/94

LANDSCAPE SALES- Moon Landscaping, Inc.,
one of the fastest growing site management com-
panies on the east coast, is looking for a full-time
qualified, career oriented sales professional for
the northern New Jersey area. Previous experi-
ence with landscape firm required. Ability to esti-
mate both landscape and site maintenance. Must
be aggressive and self motivated. Excellent
opportunity with compensation and benefits.
Please direct resume to Moon Landscaping, Inc.,
Box 482, Yardley, PA 19067, attn. H. Shannon
Wilson or call 215-968-5071 and ask for Garth.
7/94

CAREER OPPORTUNITIES: Hermes Landscaping
and Nursery has career opportunities available for
both entry-level and experienced candidates. Her-
mes, headquartered in Kansas City for nearly 30
years, provides services in Landscaping, Sprinkler,
Landscape Management and Wholesale Nursery.
B.S. degree preferred. Send resume and salary
requirements to: Hermes Landscaping, P.O. Box
14336, Lenexa, KS 66215 or call Tracy Strohm at
(913)888-2400. EOE 7/94

KEY LEADERSHIP POSITION: Atlanta based
Lifescapes, Inc. is searching for a team oriented
grounds maintenance production manager. Cre-
ative and aggressive decision making and an
understanding of Total Quality Principles a must.
We seek someone with a college degree, goal ori-
entation, and experience with leading people. Our
award winning design/build firm offers challenging
career opportunities with excellent pay, incentive
program, retirement plan, and many other benefits
in a positive, growth oriented corporate culture.
Send resume in confidence to: Bret Bowlin,
Lifescapes, Inc., 6202 Hickory Flat Highway, Can-
ton, Georgia 30115. 7/94

LANDSCAPE SALES- Quality, growth oriented
landscape management company seeks an ambi-
tious sales professional to work in the Balti-
more/Washington, DC area. Must have a mini-
mum of five years experience estimating all phas-
es of landscape/site management. Excellent com-
pensation and benefits with room for advance-
ment. EOE. Please send resume to: LM Box 509.
7/94

OPERATIONS MANAGER: St. Louis based
Lawn/Landscape Maintenance Company has open-
ing for individual with 3 years experience managing
department w/over $1.5M sales. Must possess
strong agronomic knowledge, excellent supervisory
skills and customer service abilities. Send resume
to: PO Box 3208, St. Louis, MO 63130. EOE. Drug
Free Workplace. 7/94

LANDSCAPE /MAINTENANCE SALES: Southern
California company needs self motivated, career
oriented professional. Sales experience a must. If
you're creative, team oriented send resume/history
to Personnel Dept., 19652 Descartes, Foothill
Ranch, CA 92610. Immediate opening. 7/94

WANTED

BUSINESS WANTED: Large landscape mainte-
nance company located in the mid-Atlantic region is
looking to acquire a landscape maintenance com-
pany in the Baltimore/Washington, DC area. Must
have annual sales in excess of $250,000 in main-
taining commercial accounts. Please respond to:
LM Box 510. 7/94

Place your
Classified Ads in
Landscape
Management
Magazine!

Call Bill Smith at
216-891-2670
or Fax
your ad copy to him at
216-826-2865
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We cut this piece of Typar® Pro
landscape Fabric to show what
you can’t do with the others.

Like cut quick slits for plants to
pass throug . Or fast curves that

follow landscaped contours.

Typar is easily cut, lightweight
cnc}/ ess bulky. So it’s faster and
cheaper for you to install.

And it's surprisingly tougher.
With rugged polypropylene fibers
that resist tearing, even under
stones, gravel, patios and side-
walks. Typar is also porous, so air,
water and nutrients can pass right
through. Your landscaping projects

Circle No. 116 on Reader Inquiry Card

look healthy as well as handsome.
So save time and labor while
you control weeds, drainage, soil
erosion, and heaving of walks and
patios.
Get Typar Pro Llandscape Fabric.
And start cutting corners the
easy way.

: Landscape
I ~ddnss
é FQONNC
A

FOR PROFESSIONALS
EREEMAY




STILL TQL
AND
RELIABLE.

UNDER ANY CONDITION

Ram I, the proven Kentucky Bluegrass that still provides
excellent color and top overall performance.

In national trials under both low and high maintenance
conditions, Ram I ranked third and fourth respectively in
overall turf quality.

Mean Turfgrass Quality Ratings of Kentucky Bluegrass Cultivars for Each Month
omummummmmmmmmus & Canada
1991

Turigrass Quality Ratings 1-9; 9=ideal Turf: Months 1/

NAME JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC MEAN
Midnight 63 57 52 52 64 64 63 63 63 66 59 50 62
Unique 63 67 63 56 62 63 64 63 64 65 55 52 62
Glade 30 38 51 55 61 59 60 58 64 66 57 47 62
RAM-1 47 47 53 55 58 58 59 57 63 65 59 55 6.1

e et A e ct—
Under high maintenance, Ram | ranked fourth out of 125 entries

Mean Turfgrass Quality Ratings of Kentucky Bluegrass Cultivars for Each Month
Grown Under Low Maintenance at Sixteen Locations in the U.S.
1991 Data

Turfgrass Quality Ratings 1-9; 9=Ideal Turf: Months 1/
JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC MEAN

53 47 60 4B 67 57 53 56 65 57 56 60 57
63 50 60 61 68 58 50 49 55 50 49 50 57
53 53 40 51 64 57 51 49 53 56 53 43 55

W
Under low maintenance, Ram 1 ranked third out of 62 entries T —

KENTUCKY BLUEGRASS

1 KENTUCKY BLUEGRASS €4
p,"””m TCTED LUNDER ThE S
ANT vaoic Ty proTECTION ACT

NUMBIR 7800069
MORIZED SEED MULTVPL
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So whether you're producing sod that will become someone's
well-manicured lawn or seeding a low-maintenance area,
count on a proven reliable...Ram 1.

Jacklm Seed Compang l' Lofts Seed Inc.

Qe 1.4ARAF s

Circle No. 111 on Reader induiry Card



