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Seed cultivars: Safari,
Olympic I, Eldorado,
Apache and Monarch;
and will include
improved tall fescue
varieties as they are
developed.



is a proud member of these
green industry professional
organizations:

Associated Landscape Contractors of America,

12200 Sunrise Valley Dr., Suite 150, Reston,
VA; (703) 620-6363.

American Association of Nurserymen (Na-
tional Landscape Association), 1250 I St. NW,
Suite 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 Socie?', Crop & Soil
Environmental Sciences, VPI-SU, Blacksburg,
VA 24061-0403; (703) 231-9796.

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

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

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

PG

Professional Grounds Management 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.

et

:l)orts Turf Managers Association, 401 N.
ichigan Ave., Chicago, IL 60611-4267; (312)
644-6610.

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

AS WE SEE IT

SEARY ROPMGEDITORIN-CHIEF

magax;%es would appear each mont
of thin a r..mce they do in your

But for us, they dor’t. Prod®®ing them is a
painstaking process.

We sometimes wish we weren't forced
to make difficult decisions like we had to
make on page 72. The headline there,
you'll note, reads: “Long-awaited mortality
study released at golf show.” It had origi-
nally read “Golf superintendents’ death
rate of cancer is higher than normal.”

When we have a somewhat controver-
sial story, we’ll discuss it among ourselves,
much like the editors of your local news-
paper do with their stories of the day. In
this case, one of us voiced some concern
about the original headline being “too
alarmist.”

We do nof want to be alarmist. We do
want to report the facts as they were
reported to the membership of the Golf
Course Superintendents Association of
America by Dr. Burton Kross.

His Iowa State University study com-
piled the reasons for the deaths of 618 for-
mer members of the GCSAA. It found that
the incidence of certain cancers was
abnormally high, compared to the general
population.

Certainly, the research has holes in it,
including the fact that statistics on personal
habits—such as smoking, alcohol use and
diet—and family medical histories were not
studied. Neither is the study complete yet.

And certainly, cancer is a subject that is
hard to pin down—not because we know
that everything causes cancer, but because
it's hard to prove that anything causes can-
cer. Even the tobacco lobby maintains that
a cause-and-effect relationship between
smoking and cancer has yet to be proven.

The kneejerk reaction is to point a fin-
ger at pesticides as a possible cause for
these cancers. But that, quite frankly, is a
totally unfounded premise.

Let’s admit this much: in the early days
of non-ag pesticide application (among

tors), little was known about the com-
pounds and less care was taken in han-
dling them.

Many of the chemicals that were used
in the past, like silvex, are now illegal. And
many of the practices those old-timers
used are now entirely outdated. I remem-
ber years ago, for instance, hearing one
former applicator relate how he used to
rub a certain herbicide all over his arms to
keep mosquitos away.

Also gone are the somewhat lax tests
performed on materials being handled by
applicators in the ‘40s, ‘50s and ‘60s. We
now have the EPA; we have testing equip-
ment that can measure parts per trillion,
and residue detection equipment like the
blacklight system Dr. Kross himself
showed superintendents in Dallas.

So where does that leave us? Here:

® The chemical manufacturers are
working to supply us with new products
that are much safer than earlier "genera-
tions” of products, and telling us how to
safely apply them.

@ The government is providing us with
a system of checks and balances and actu-
ally legislating what materials we use, and
how we safely apply them.

@ The scientific community is investi-
gating our history and providing us with
some much-needed safety lessons.

How safe are the materials you are
using? Before making that decision, you
must evaluate all the information at your
disposal, all the possible variables that could
have entered into the Iowa State study.

But remember that any final decisions
remain yours—and yours alone.
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8 You and the media

Friend or foe? Ally or enemy? They may help you or
hurt you. Who are they? The media. You, however,
can make an impact and possibly even direct the final
outcome of a media encounter.

John Calsin

Effective media relations involves consistently provid-
ing accurate information on your agency or programs,
presented in a straightforward, professional and time-
ly manner.

Greg Petry, Renae Waier

L _FEAYURES |
14 LM Reports: Aerators

How many manufacturers of turf aerators can you
name? If you can list only a half-dozen or so, you're in
for a real surprise when you look over the chart
accompanying this article.

Ron Hall

18 What is professionalism?
‘Look the part, act the part, and then charge the part,’
one landscaper says. Here are some other opinions
from various parts of the country, too.
Jerry Roche

24 Before you buy
Questions to ask yourself before getting out your wal-
let to purchase new equipment for your business this
spring.
Bess Ritter May
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26 More than ‘summer help’

If you consider your high school and college age
workers to be ‘just summer help,’ you deserve whatev-
er you get. Sure, they need to be on the ball, but give
them a reason to work for you.

Terry Mclver

30 Recording transactions
If you're in business, you should have at least a simple
accounting system set up. But as your business grows,
so should your accounting methods. This simple sys-
tem can be accomplished in a few minutes each day.
Dan Sautner

32 Mixing colors in the landscape
This Penn State extension agent suggests ways to
make your landscape designs distinctive, attractive
and formal.
Jerry Roche

| TECH CENTER |
36 Cool-season weed control

Turfgrass management programs vary widely and
depend on the area or its use. Weed management
strategies begin with developing a total management
program.

S. Wayne Bingham, Ph.D.

43 Warm-season weed control
Unlike pre-emergence herbicides which must be
applied at certain times of the year, post-emergence
herbicides provide the turf manager with viable
options to control weeds over the entire year.
Tim R. Murphy, Ph.D

58 The maple: best in the Midwest
The dependable maple tree has become the most pop-
ular tree in the midwestern portion of the U.S.,
according to statistics from the Midwest Urban Tree
Index.
Kenneth J. Schoon, Ph.D.
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62 Sand replacement
Weather or not, you can't let winter delay golf course projects. Sand
replacement at Terrace Park in the Cincinnati area went on as planned
during a break in January's bitter cold.
Terry Mclver

66 ‘Day on the Hill’

What's going on in Washington, D.C. this year, and how it will have an
impact on your business? Here's what a number of legislators and lawn
care operators had to say at the fifth annual ‘Day on the Hill' sponsored by
the PLCAA.

Ron Hall

68 EPA’s Kimm speaks

The EPA’s Victor Kimm told lawn care operators that the Clinton adminis-
tration wants a reduction in pesticide use. The LCOs didn’t expect to find
government officials asking them to use more chemical pesticides, so they
weren't disappointed.

Ron Hall

72 Mortality study released

Golf course superintendents appear to have a higher mortality rate from
certain cancers—particularly lung cancer—compared to the general popu-
lation, according to a study conducted at the University of lowa.

Jerry Roche
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ASK THE
EXPERTYT

DR. BALAKRISHNA RAO

Killing annual bluegrass

Problem: Is there a post-emergence herbicide to selectively
remove annual bluegrass from desirable turfgrass in lawns?
(North Carolina)

Solution: Annual bluegrass presents a serious weed problem in
established turfgrass because of its prolific growth and seedhead
production, shallow rooting, and poor drought tolerance.

Not many post-emergence herbicides are labelled for selective-
ly removing annual bluegrass from desirable turf. Prograss from
Nor-Am Chemical Co., however, is so labelled. According to the
label, Prograss has both pre-emergence and early (two-leaf stage)
post-emergence activity.

Prograss, an emulsifiable concentrate, is labelled to be used by
professional applicators on ornamental turf only, and on home
lawns by licensed or certified applicators only.

It is labelled for use on established perennial ryegrass, Ken-
tucky bluegrass, creeping bentgrass, turf-type tall fescue, St.
Augustinegrass and dormant bermudagrass. It is intended for
professional use only on ornamental areas such as golf courses,
parks, commercial landscapes and home lawns.

According to the label, Prograss application is most effective
on healthy, actively-growing turfgrass. Some application tips:

@ Avoid overlapping when treating turfgrass to prevent possi-
ble injury.

® A soil fertility test is recommended prior to treatment.

® Do not apply to zoysiagrass, hard fescue or fine fescue
because it may cause severe injury.

@ Be careful while using Prograss on overseeded and/or newly-
seeded lawns.

® Read and follow label specificaions for additional details and
recommendations.

On aquatic weed control

Problem: We have to manage small ponds in our clients’ proper-
ties. We have a problem with managing floating weeds such as
algae and duckweeds. How can we get rid of them? (Ohio)
Solution: The most common floating weed in Ohio is filamen-
tous algae, also known as “moss” or “pond scum.” It grows on the
bottom of submerged vegetation and hair-like fibrous filaments
float to the surface. The weed can cover a large area of the pond.

Most algae growth can be managed by using low concentra-
tions of copper sulfate. General rate recommendation is 2.7 lbs.
per acre-foot of water. If the pond water is very hard, higher rates
would be beneficial.

For best results, dissolve the copper sulfate in water and treat
the surface of the algal mat. Reports indicate that finely ground
“Sno grade” or “instant” copper sulfate dissolves easily.

Remember that copper sulfate is corrosive to galvanized con-
tainers. The solution should be mixed in stainless steel, plastic or
copper-lined containers.

Also, if the pond has too much algal growth (more than half of
the total pond surface) and is treated, this may deplete oxygen
and kill fish. The problem would be greater during hot and over-

cast weather. In this situation, it is better to treat half the pond
area, wait for 10 to 14 days, and then treat the other half.

At the recommended rate, the copper sulfate is very diluted. If
inactivated after 12 hours, it should not have any adverse effects
on livestock. Do not apply copper sulfate when fish are spawning
because it will kill the newly-hatched young fish.

To manage the duckweeds (Lemna sp.), apply herbicides such
as Reward or Sonar. Measure the area to be treated and mix and
apply these according to label directions.

Some aquatic herbicides also help manage certain algal
species. It helps to first identify the weed species you have in the
pond and then apply the right product.

Read and follow label specifications for better results.

No-herbicide weed control

Problem: We used to manage weed problems along highways
using Roundup. Last year, we were told not to use any herbicides
in these contracts. Any advice about managing weeds without
using herbicides? (Victoria, Canada)

Solution: You might consider using Sharp Shooter, says Richard
Rathgens, Davey’s senior agronomist. Sharp Shooter is a potassi-
um salt of saturated fatty acids from Mycogen Corp. It is a con-
tact, non-selective herbicide. (I am not sure if this product is reg-
istered in Canada. Check with your Ministry of Environment.)

It is very difficult to selectively manage weeds without using
the proper herbicides. An alternative approach would be to
remove the weeds through cultivation and/or physically digging
prior to flowering.

Another option is to encourage stands of desirable vegetation
such as turfgrass or groundcovers to compete for the same space.
Many broadleaf weeds have difficulty competing with properly-
mowed turfgrasses.

Frequent site inspection and proper sanitation practices
should help manage the problem along highways.

Another option is to eliminate the existing weeds, then overseed
the thinned-out areas with desirable plant materials such as turf-
grass, groundcovers or wildflowers. Provide good cultural practices
to ensure their establisment and maintain density.

Another approach is to use natural mulch, black plastic sheets
or fabric mulch around desirable plants. Even with this method,
airborne weed seeds can contaminate the area, in which case
mechanical hand-weeding may ultimately be needed.

Although desirable, there are no bio-herbicides on the market
that can help manage weed problems. However, a number of sci-
entists are working with a few candidate micro-organisms to
manage such weeds in the future.

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

Mail questions to “Ask the Expert,” LANDSCAPE MANAGEMENT,
7500 Old Oak Blvd., Cleveland, OH 44130. Please allow two to
three months for an answer to appear in the magazine.
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You just won't cut grass.
You'll make 1t disappear.
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than a tarf care professional. You need (o squeeze

maximum productivity out of évery hour

Toro responds with our new

Guardian® Recyc

a patented cutting deck that makes

your Toro Groundsmaster® 200 or 300 Series
more productive than ever before.
It cuts and recuts clippings into fine particles,
forcing them vertically into the turf. Now.you see

them, now you don't. No windrows, collecting,

hauhng or landfill fees. Just a superb quality of cut.
And, with no side or rear discharge, its safer
and frims equally well from either side. Its also

ruggedly durab
['he Toro Guardian Recycler. The latest

example of our 60 year parthership with tari

care professionals.

And that will never disappear.

Helping You: P Quicdaly Indo Plegy.

For more details, contact your Toro Distributor.
1-800-803-8676, ext. 176

7 The Toro Compeans. All vights veserved. The Tom Company, 8111 1 yndale
e Sovth, Murmeapotis, Minnesots 55920 loro,” “Gaotndsmaster,”
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Professional journalists
are not out to ‘get’ you

| Friend or foe? Ally or enemy? They may help you or hurt you.
Who is it? The media. You, however, have the ability to make an
impact and possibly even direct the final outcome of a media
encounter.

First, who is the media? A few years ago, they were as easy to
spot as plantain in Kentucky bluegrass. If it were a broadcast (tele-
vision) journalist, usually two people showed up, one lugging a big,
heavy camera on his shoulder and the other a well-dressed man or
woman carrying a microphone. Or a print journalist might be car-
rying a 35mm camera, a tape recorder and a notepad. They might
even have had a press card if they were with the local newspaper or
a staff writer for a national magazine. No more.

Over the past 10 to 15 years with the growth of computers and
hand-held video cameras and the popularity of journalism as a pro-
fession, the media can now be almost anyone—including a student
on the local school or university newspaper.

What's the big deal about that? Student journalists—or any
journalist for that matter—can be persistent in their search for a
“big” story. They want that byline even though it might mean
sneaking up on you to find the next Super Fund site on your
property.

But most professional journalists are not out to get you. This
insight may be helpful to you the next time you are called for an
interview or a camera crew or writer shows up at your office or job
site.

While environmental concerns may not seem to be first on
reporters’ lists at the moment, what with health care reform and
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the problems in eastern Europe, they are not far from being
brought back to the front burner.

So is it best to stall, hide or deal with the media in a straightfor-
ward manner? Here are some suggestions:

1) Develop a plan. Presume that at some point you are going to
be interviewed by a reporter. A television reporter, of course, has
the capacity to do you the most immediate harm or show you in
the best light. Chances are very good that only 30 seconds of what
you say—a “sound bite"—is going to be used.

Assistants and other employees should be included in the plan.
Rather than letting one of them be interviewed—unless you have
an articulate and knowledgable staff member and have already
worked with the person on possible interview scenarios—it would
be better to stress that they direct the media to you.

Remember, journalists are trained to ask probing questions and
do not like taking no for an answer. But many of them are impartial
and will work with you if at all possible.

What happens in an “ambush” situation? Be courteous, but tell
the reporter that you are busy and ask them to come back at an
agreed-upon time. If possible, find out what direction the interview
will take; if not, be wary of granting the interview. You might also
ask for time to collect your thoughts rather than getting antagonis-
tic with someone who may be looking for a negative response.

2) Keep a file of the positive things you are doing. Then all you
have to do is use the information as a guide. This does not have to
be elaborate: just hand-written notes on scraps of paper, reminders
of successful projects or new things the company has done.

3) Admit you don’t know the answer. What if you are asked a
question you don’t have an answer to? Say so. If vou can suggdest
someone else for the reporter to talk to (for example, an 800 cus-
tomer service telephone number), be helpful.

Many times, an initial request from the media is for back-
ground. The journalist might just need help getting information,
and chances are that you won't be quoted.

4) Go off-the-record. During an interview, if there is something
vou want to tell the reporter, but do not want included in any arti-
cles, ask the reporter to turn off the video camera or tape recorder.
Usually, your request is respected.

5) Be yourself. An interview with the media can be positive. Be
helpful if you can. The time you take with the journalist may turn
into some great free advertising.

—The author, John Calsin, is a freelance writer with headquarters
in West Chester, Pa.
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Good public relations
like ‘fire prevention’

by Greg Petry
and Renae Waier

| m Effective media relations involves consistent communication with
the media that provides accurate information on your agency or pro-

‘ grams, presented in a straightforward, professional and timely manner.
Public relations is different than general journalism. You're practic-

! ing “fire prevention” rather than “fire fighting.” Your concerns and
the issues on which you focus should contribute to the overall goals

‘ and objectives of the organization. You should try to be proactive,
generating information on the organization's health, rather than
only reactive, responding to unfavorable reports—in effect applying
a bandage to the wounds.

Your job, as a media contact for your organization, is to get
information reported factually. You may be the initial contact who
directs media personnel to the proper, pre-designated spokesper-
son for a specific story, or you may be that source. The spokesper-
son must be well versed on all aspects of the issue, the event, the
organization—or have access to that information. Remember,

| reporters prefer to speak to the people in charge.
You and the news media form a team. You need them as a con-

g-?j;C.

duit to deliver information to those you wish to receive it. They
need you as a source of supply for the information they wish (or
need) to deliver. Properly handled, it's a win/win situation.

In general, media personnel do their best to get across the
most factual information they have. It's a difficult job, and those
who pursue it honestly and faithfully deserve our respect. If you
provide these individuals with factual information they will
report it the way they hear it.

News media outlets are business entities: they must make
money to survive. They must supply what people want to read
or what people want to see and hear in order to generate the
income to stay in business. Within that framework, they pro-
vide the service of delivering inforrmation to their audiences.

Know what is news, what is “unpaid” advertising and what

is “fluff.” News merits attention. “Unpaid” advertising and fluff

generally will receive the lowest priority. News items will have

two or more of the following attributes: be of interest, be important,
be timely, have the potential of making an impact on the audience.

News reports need to deliver essential information: who, what,
when, where, why and how. Address these issues quickly, in the
first two paragraphs of printed stories or in the first minutes of
delivery of verbal information.

There are a few basics to grab the attention of most people:
themselves, their safety, their money, their children, their fun,
their daily routine, their beliefs, and other people.

For the media, determining what makes news is a balancing act
that takes into account the interests of the audience and the inter-
ests of the businesss. The stories delivered in print or on the air are
those which address the concerns of the largest portion of the audi-
ence it is hoped will consume it. If the “product” addresses audience
concerns, they won't change the channel or put down the paper.

Get to know your media contacts: the reporters assigned to cover
vour “beat,” or general area of news; the editors who work with those
stories; and the on-air news anchors who present broadcast news to the
audience. Meet these people. Let them know who you are and what you
do for your organization. Leave your business card for their files. Then
stay in frequent contact to keep the lines of communication open.

It's up to you to find out how these individuals think, what their
attitude is about your general area of expertise (such as parks, recre-
ation, athletic facilities, or turf and lawn care services). The media out-
let may have an “official” position, which may or may not agree with
the attitude of those you will directly deal with. Theoretically, this atti-
tude should not matter; news should be delivered in a straightforward,
factual manner. But people are human; organizational and personal
attitudes do “slip into” news reporting. If you know the attitudes of the
media outlet and what type of information they feel impacts the
continued on page 12

Landscape Management, March 1994 9



Toss New Chip
In Water And

Of Your To
Problems Beg

@% Rhone-Poulenc Ag Company, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. For additional information, please call: 1-800-334-9745. As with



co Sevin WSP
Watch Some

Destructive ing ect pests ) - e Al s d op a packet of

are aggravating enoughsWhy ™ into your tank,

l make the treatment aggravatin and you're ready to spray.
too? Now you can control th othing left to clog nozzles or cause
tough pests and watch handling u ication. That’s it. That's all it takes.

begin to dissolve with new CHIPCO® * So why not get tough on troublesome pests and give

| Water Soluble Packs. " alittle less aggravation to yourself? —-
Just think about it. Effective control of all major turf, Get New CHIPCO® SEVIN' 80 WSP.  Seyis
tree and ornamental pests, without any of the handling, ! :
measurement or container disposal hassles. ChlpCO, Sevin' 80WSP

any crop protection chemical, always read and follow instructions on the label. CHIPCO and SEVIN are registered trademarks of Rhone-Poulenc. © 1994 Rhone-Poulenc Ag Company 05034

Circle No. 144 on Reader Inquiry Card



continued from page 9

concerns of their target audience, you can do a better job of delivering
factual information in a form likely to attract attention and be used.

Find out the deadlines of each media outlet for the different
types of information you may be providing. For example, coming
events may need to be submitted one or two weeks prior to their
occurrence; appointments or awards immediately following their
presentation, or perhaps up to a week prior to the event so that on-
site coverage can be arranged.

Then find out what format each media outlet prefers for receiv-
ing information. Written press releases may be issued by mail or by
fax. Verbal information may be relayed by phone, in a personal visit
or by pre-arranged interview. Black-and-white or color photos may
be preferred to color slides or transparencies.

Be realistic in your expectations when presenting information
to the media. Though an event may be a major part of your agenda,
it may merit only a brief mention in the overall news of the day.

Ask for coverage; ask nicely; ask often. But don't be a pest, a
complainer or one who cries wolf. Most media are flooded with
information daily. Your item must not only stand out to grab the
attention of media personnel, but must be ranked by them for its
importance within the deluge of information received.

Be prepared for attention from the news media when problems
occur; you are the established information source. Unfortunately, “if
it bleeds, it leads,” is a concept often followed by both print and

@ Sit straight, lean slightly toward your host.
@ Maintain eye contact with the interviewer, not the

camera.

@ Don't shift eyes from point to point.

@ Smile, unless you're discussing a very serious topic.

@ Gesture frequently, using natural hand movements,
but avoid hitting the microphone.

® Remove everything from your pockets, just in case.

@ Don't swivel, rock or shift position in your chair, if sit-
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broadcast media. Don't try to avoid media contact at these times.
Supply pertinent, factual, accurate information, including any posi-
tive aspects of your organization’s role in the problem. Anticipate
questions and be prepared with well thought-out answers. Monitor
the situation and the media’s reaction to it. Expect fair and factual
reporting. Seek corrections of any inaccurate reporting.

Take advantage of slow news times. Become a source of information
to fill in the blank spaces during weekends, post-holiday days, summer
months, winter months, school vacation breaks or whenever local
media are actively seeking stories. This may be your best opportunity to
get across positive “feel-good” information, as long as it is newsworthy.

Keep track of news that is used. Clip newspaper articles. Record
radio and television news broadcasts. Compare this coverage to the
information you submitted. Note which information is, and is not,
used in these media reports; which information isn’t covered at all.

Follow up with your media contacts. Was the information in the
right form? Was it on time? Do they need more details, or fewer?
Refine your own information-gathering and dispersal process to give
them what they want and need.

You and the media can make a winning team. But, as with all team
efforts, it does take work.

—Greg Petry is superintendent of parks for the Waukegan (Ill.) Park
District and president of the national Sports Turf Managers
Assoctation. Renae Waier is marketing and community relations
coordinator for the Waukegan Park District.

um SLOWLY...

ting. If standing. don't shift weight from foot to foot or
rock forward and back.

@ Be cautious about nodding to indicate understand-
ing of the question; it may signal agreement with a
point you don't hold.

@ Let your enthusiasm about your topic show on your
face.

@ Keep your head up, breathe deeply and demonstrate



KUBOTA RELEASES ANOTHER BEST SELLER

Kubota Tractor Corpomtmn s new compact, yet powerful GF1800E diesel front mower is
a hit with professional mowing contractors. Ideal for commercial mowing jobs that demand
maximum mowing performance and efficiency from a fuel-efficient, compact machine with
outstanding maneuverabilty.
Equipped with an 18-horsepower, hqmd -cooled diesel engine, the GF1800E offers a choice
of three shaft-driven, off-set mowers — 48” mulching rear discharge mower, 54” side discharge
and 60" side discharge. The three mower
decks feature a cutting height from 17— 4",
The GF1800E has a hydraulic brake, clutch
and lift system.

The sophisticated hydrostatic transmis-
sion features a single pcdal to manipulate
both speed and direction, eliminating shift-
ing and clutching. Front-wheel traction,
differential lock and rear-wheel steering for
tight turns lets you work efficiently on all
types of grass without turf damage.

A 3-c vlmder engine, “speed set control”
hour meter, full-tilt stecrmt_, wheel, one-touch
seat adjustment, semi-flat deck and reverse
air system are standard.

For the best quality cut, see your
authorized Kubota dealer todav

IKiyhnlq

For information write to:
KUBOTA TRACTOR CORPORATION
P.O. Box 2992, Dept. LM, Torrance, CA 90509-2992

Financing available through Kubota Credit Corporation.
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® Turf managers worthy of their title can tick off these benefits of regular
aerification: Aerify a normal fairway in 30 minutes with this

»relieves soil compaction, John Deere unit.

w»*decreases thatch, and

wallows nutrients, air and water to reach turfgrass roots.

Now, the tough question: how many manufacturers of turf aerifiers can
you name? If you can list only a half dozen or so, you're in for a real sur-
prise when you look over the following chart, the most complete yet to
appear in a turf magazine, we believe.

There are green aerifiers, red ones, orange ones. Some you walk behind,
some you ride, some you pull with a tractor. There are huge ones that can
aerate golf course fairways as quickly as your neighbor can mow his lawn,
There are small ones that you can almost turn on a dime.

There are also choices to be made in the types and action of the tines,
and the design and weight of the machines themselves. Some of the aeri-
fiers pull cores, some jab steel prongs into the earth and fracture the soil.

Indeed, the most difficult task you may have is finding exactly the right
machine for your turfgrass care needs. More than likely, that machine is

available. Start your search on the following pages. Givencare Intormational's Coremaster ponstiates

B  ¢urf to more than six inches,

Verti-Drain from

‘¥ Emrex, Inc.
% aerifies more

YEAGTE
TwoNe

Toro models include out-front attachments for Toro
tractors, and three tractor-drawn aerators.
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TURFGRASS AERATORS

Company Model Features

Bannerman Super-Ject 600 4’ or 6' wide, shatter tines or fine tines.

Circle No. 311

Beefco, Inc. Green-Rite Il One-pass over-seeder aerator, 58" working

Circle No. 312 width, for small tractors 18-40 hp.

Bunton large area cultivators Several models, working widths 37"-79", depths

Circle No. 313 3"-9"; tractor-mounted, Cat. 1, 3-pt hitch.

Emrex, Inc. Verti-Drain 5 models from walk-behind with 6" penetration

Circle No. 314 and 24" working width to Model 305.250H
working width of 98" and penetration of 16".
Aerates 21,500 sq. ft./hr.

F. D. Kees Core Plugger Aerates up to 17,200 sq. ft./hr. 5 h.p. engine.

Circle No.315 16" swath width, flip-up hood. Foot-operated
adjustment controls.

Feldmann Engineering TurfVents 6 models, all plug aerators. Swaths from 32"

Circle No. 316 to 64". Tines penetrate up to 24", 54 vents
per square yard, all models with weight trays.

First Products Aera-vator 60" and 80" models. As rotors roll, PTO

Circle No. 317 powers tines to vibrate in burrowing motion to
penetrate and fracture harder soils.

Floyd McKay Deep Drill Aerofier No separate tractor required. Kubota diesel 19

Circle No. 318 hp engine. Drill depth adjustable to 10".
Designed for use on greens. Penetrates hard
pan. Green healing time 2-4 days.

Gandy aerator attachment Aerator option that quickly clamps around

Circle No. 319 ' Gandy's 18x24" roller drum.

Greencare Int’l. Coremaster 6/150 2" to 64" penetration, roller bearing

Circle No. 320 crankshaft with sealed bearings, steel aeration
head and heavy-duty steel frame.

Hahn TM-140, TB-140 TM-140 for fairways, athletic fields, and indus-

Circle No. 321 trial lawns. Attaches to any tractor with Cat. 1
3-point hitch to cultivate full 6-ft. swath.
Weight rack holds up to 1000 Ibs.

Hoffco aerator attachment Option for Li'l Hoe and Big Li'l Hoe cultivators.

Circle No. 322

Holland Equipment Ltd. Aerway Large-area aerators, rugged frame design, rol-

Circle No. 323 lers ground driven, up to 8" penetration, culti-
vating-action tine design.

Jacobsen Aero King 9672/6448 For large turf areas fast. 4-6’ widths. Aerate up

Circle No. 324 to 48 acres per day. #9672 has 6' width, Model
6448 a 4' width. Aero Kings are easily towed
behind any tractor with 20 or more hp with
either a universal or 3-pt. hitch.

John Deere 280S, 270 280S shatter-tine, 80" width can finish normal

Circle No. 325 fairway in 30 minutes. Four adjustment posi-
tions 6'-wide 270 for core aeration with open or
closed spoons.

Lesco Aerator-30 For lawn service companies, 5 hp B&S, large

Circle No. 326 curved handles for maneuverability. Extra

shielding on back of machine for operator
protection, aerating width 28".

more on page 16
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AERATORS from page 15

Millcreek 420, 630, 840 Front mount for Hustler, Ford, Deere & Kubota
Circle No. 327 commercial mowers. Model 420 is 42" wide,
Model 630 is 63" and Model 840 is 84",
Choice of standard %-inch or optional %-inch
spoon sizes. Top weight rack.
Multi-Core-USA Multi-Core Made in Australia. From walk-behind to tractor-
Circle No. 328 mounted units. Working widths from 16" to 60",
penetration up to 5" on Models TM 1000, 1500.
Newlon Bowils Drilicore Made in Australia. Tru-Putt Golf Green Drillcore,
Circle No. 329 drilling depths of 1"-4", patented core bit leaves
clean, soft hole.
Ransomes Ryan many models DGA 30-06 (deep greens riding aerator) pro-
Circle No. 330 vides a 30" width and variable spacing.
Aerating depths from 4"-6" in %" increments
with adjustments made from operator’s seat. 33
hp engine. Hydraulic drive. Three type of tines
available. Lawnaire aerators for residential
lawns and Tmaire line for fairways, fields and
Sisis . Wide slitting aerators for golf
Cirde No. 331 alhieﬂcﬁ'elds. other large turf areas
Southern Green, Inc. 60" woddng width, 16" depth; Model
Circle No. 332 16" depth. Even hole spacing
Steiner Turf itch attach; 5" tines, 40" working
Circle Co. 333 m features ground-driven shaft with
gs. Down pressure from trac-
increases penetration.
Terracare Products  hp, aerating width 18", three
Circle No. 334 , one reverse, 35,000 sq. ft. per
penetration 2%". Terra 98: aerating
with 12 hp tractor, Terra 200:
3', for athletic fields, golf cours-
, aerating width 5'
Toro Aetator 16 hp Kohler engine, 13,000
Circle No. 335 Remove and replace tines in

'Fairway Aerator, Aerator 75 for
front attachment to Toro tractors,
« tractor-drawn aerators for general
turf areas.

Turfco Mfg. Inc.
Circle No. 336

The Aerator

%" tines penetrating 2%" deep. Aerate up to
10 average lawns per day. Aeration width 20"
Wide drum in front makes turning easy.

Turfster International
Circle No. 337

Turfster/Dedoes

Most popular aerator is drum version (3 mod-
els), pick up cores at time of aerating. Model J
designed for extra strength. Open spoon tines
also available for this unit hinged tine that piv-
ots, allowing clean removal of plugs from tines.

Worksaver, Inc.
Circle No.338

four models

Available with pull-type hitch or with Category
0 or 1 (3-pt. hitch), welded spikes, herringbone
pattern.

Yeager-Twose Equip.
Circle No. 339

TC10&TC 11

Turf conditioners, one-pass operation,
suitable for majority tractors from 35 hp. 7
blades, working width 70". Optional blades
available; vibrating blade and ‘bullet’ break up
under-surface compaction, TC-11 compact
model, width 18",
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You'll find a single,
convenient source for
insecticides, herbicides,
fungicides, adjuvants,
fertilizers, micronutrients,
turfseed and much more.
All at competitive prices.
Choose from a line-up that
includes major brands as
well as our own high-quality
line of Terra Professional
Products. All it takes is a
phone call. You'll get the
service you want. And you'll

From Terra

For your nearest sales
and service location, call:

1-800-831-1002
Ext. 225

Circle No. 147 on Reader Inquiry Card

Rignt Protucts
Right Acvice

get the agronomic advice,
technical support and
product information you
need. From soil testing
and plant-tissue analysis

to complete fertility
recommendations. From
seed selection to pest
control. Talk to Terra. For
the right products. The right
advice. And the right
service. Terra International,
Inc., PO. Box 6000, Sioux
City, Iowa 51102-6000



® Many companies in the lawn and land-
scape industry aren't even professional
enough to know they're not professional,
say those on the other side of the fence.

Ask any well-known businessman and
you'll hear “horror stories” about the
unprofessional and “low-balling” competi-
tion they confront on an everyday basis.

“The first problem with professionalism
in this industry,” one landscaper tells
LANDSCAPE MANAGEMENT, “is that there isn't
any. When you say landscaper to some-
body, the first thing they think of is some-
body with a pickup and a mower.
Education is part of the problem.
Historically, it’s been a lesser educated
person who didn't understand the ramifi-
cations of being in business.”

According to Jack Robertson of
Robertson Lawn Care, Springfield, IIL, it's
mandatory that smaller companies
be professional. “The smaller com-
pany that says it can't afford to be
professional is admitting a lack of
professionalism,” he notes. “The
scapegoat is pure cost. But how can
you afford nof to be professional?”

For the record, here are some keys
to professionalism, and their sources:

® “Professionalism is doing a
job better than the customer could
ever expect. The difference is
knowing more and being able to
produce at a higher level.” (Russ
Adsit, Adsit Landscape & Design,
Nashuville, Tenn.)

@ “Professionalism is employee
education, keeping up
with government reg-

your costs, knowing

What is

PROR

SSIONALISM

. Fogarty: ‘High value’ is not always for
ulations, knowing EECHEEAFETARRSITIS

enough to ask for outside help, being
properly insured, knowing the safety and
environmental aspects of the job. And it’s
taking responsibility to communicate to
the customer what professionalism is.”
(Amie Sieg. The Bruce Company, Racine,
Wisc.)

® “Professionalism connotes a high
level of commitment to your clients, to the
industry, and to keeping yourself knowl-
edgeable and skilled in the latest technolo-
gy and developments. A pro-
fessional is sensitive about,

a positive public image at all
times...and to treating his co-workers and
associates with respect. A professional is
ready and willing to share ideas and infor-
mation to promote the industry.” (Mike
Frank, David J. Frank Landscaping,
Germantown,
Wisc.)
‘Low-
ballers’—For
some reason,
the question
of profession-
alism always
seems to
come back to
those “low-
ballers”
undercutting
prices on the
true profes-
sionals. These
companies are
in business
a mere
blink of an
eyelash, then

! Adsit: Do a better job than they
and committed to, projecting [EWRNIR T expect.

go out of business so others can quickly
replace them.

“Not all customers are only concerned
with the lowest price,” notes Larry Wright,
president of the Metropolitan Detroit
(Mich.) Landscape Association. “But unless
you prove to them that you are more pro-
fessional than the low-ballers, they may
not have any other choice than to use
price as the determining factor.”

And low price-quoting is not limited to
the smaller companies, says Phil Fogarty
of Crowley Lawn Care, Cleveland.

“Some of the bigger companies are not
striving for quality lawn care any more,"
he says. “They're just calling it ‘high
value." That makes me nervous because it
can really hurt the overall image of the
industry.

“If we don't get back to TQM models
then, as a whole, our industry will even get
worse as far as professionalism. Some
trends are going in the wrong direction.

“Low price has never made a great
company vet.”

continued on page 22
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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

ss through. Or fast curves that
ollow landscaped contours.

Typar is easily cut, lightweight
onJ Feoss 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

ola

re’s proof
it Typar.

andscap
briciseas

»

-
-
L

.

Circle No. 142 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
tios.
Get Typar Pro landscape Fabric.
And start cutting corners the
easy way.

Landscape
FaoIIC







Same great weed control of Roundup;
now in premeasured packs.

Introducing Roundup® Dry Pak — a water-
soluble granular formulation in premeasured
packs (25 per box). These handy little packs
are convenient to store, ration out, carry and
use. Just pour in one pack for each finished
gallon of spray solution you want, then fill
with water.

Roundup Dry Pak measures faster, easier
and with more accuracy than liquid herbi-
cides — saving you time and reducing waste.
It also eliminates the mess of measuring
liquid herbicides. As a result, Dry Pak poses
less risk of exposure. If any of the granules
would spill, they’re simple to clean up.

So if you thought regular Roundup gave
you great peace of mind, just wait until you
try Roundup Dry Pak. It provides the beauti-
ful results and environmental profile that
made Roundup the most trusted herbicide in

the world. Plus, it's packed with a lot of extra
benefits, just for good measure.

To find out how Roundup Dry Pak can
add convenience to your program, call
1-800-332-3111.

Water Soluble Granule
3, Herbicdeby Monsanto

"
"t
O
KOO
e

ALWAYS READ AND FOLLOW LABEL DIRECTIONS
FOR ROUNDUP DRY PAK

Roundup® is a registered trademark of Monsanto Company
© Monsanto Company 1994
IND-47084 1/94



continued from page 18

Stephen M. Pollan, in
his book “The Field Guide to Starting a
Business,” had some interesting thoughts
on pricing.

“It is a double-edged sword,” Pollan
wrote. “It's one of the most complicated
issues facing the entrepreneur.”

Prices should reflect what the potential

Sieg: Professionals educate
employees, follow regulations.

customer believes to be the value of your
service, first and foremost, according to
Pollan. Larger businesses have lower pro-
duction costs and can take advantage of
volume discounts. Established businesses,
therefore, should be able to sell at lower
prices than smaller businesses.

“Entrepreneurs who provide a service,”
Pollan continues, “may feel their lack of
experience forces them to charge lower
prices. But undercharging does more
harm than good. If you set your price too
low, customers may believe that what you
are offering isn't as valuable as what the
competition offers.

“Believing that selling for less will
bring success quickly can be fatal.”

Image the key—-Jerry W. Roberts,
writing in North Carolina Turfgrass,
believes, correctly, that image is the key.
Roberts owns Roberts Management

Here's a list

m Larry Wright, president of the Metropolitan Detroit (Mich.) Landscape
Association, lists these professionalism prerequisites:
1) Courteous, knowledgeable employees, neatly groomed and in uniforms;
2) Clean, professionally lettered vehicles with association decals on them;
3) Good employee work habits;
4) Professional office staff;
5) Courteous and helpful phone habits; and
6) Limited use of answering machines during normal business hours.

1991,” said CLCA Licensing Comm-

ittee chairman Richard Cohen. “The

loss total could be significantly high-
er today, considering the apparent
upsurge in illegal construction activi-
ty the past couple of years. Rather
than going toward the state budget,
the money's going into the pockets of
unlicensed operators like the eight
arrested the other day.

“Everyone suffers: consumers
because they have virtually no
recourse against poor workmanship
or failure to complete the job;
licensed contractors because of unfair
competition.

“These days,” Cohen continued,
“it's a disadvantage to be a profession-
al. But fortunately, the state board
wants unlicensed operators to become
part of a legitimate, tax-paying soci-
ety. So CLCA and the Contractors
State Licensing Board are joining
forces to set up sting operations
against individuals performing land-
scape work without a license.”

, e than $400 million was lost
in tax revenues between 1990 and

—JR

Consultants, Ft.
Worth, Texas.
“Businesses have similar commodities
and clientele,” Roberts writes, “but they do
not leave the same impression. These
mental pictures are images. History estab-
lishes a reputation, but present actions
determine an image.
“Creating a positive and impressive

Frank: Be committed to clients and
industry.

image for your business involves several
ingredients:

“Innovation: the willingness and incli-
nation to explore new avenues, different
products and contemporary techniques.

“Direction and pace setting: the appear-
ance of your facilities, employees and their
equipment, the appearance of the mail that
leaves your office, telephone operators
trained to take care of customers.

“Advertising: a steady low cost program
of advertising using (various) media.

“Steady growth: a balanced approach to
steady growth allows management and
employees to mature with responsibility
and still project a positive growth image.

“Single-mindedness: Ethics, using
honesty, integrity and communication
when dealing with customers.”

Finally, the key, our anonymous land-
scaping friend says: “You've got to look and
act the part, and then charge the part.”

—Jerry Roche
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WE'RE DEVELOPING A GREAT LINE OF PRODUCTS.

CAPTAN Turf and Ornamental Fungicide Proven
control of more than 15 major plant diseases in a variety
of fruit, turf and ornamentals.

CRUSADE" 5G Insecticide Superior efficacy against a
broad spectrum of economically draining pests on golf
course and sod farm turf.

DEVRINOL® Ornamental Herbicide Dependable, sea-
son-long control of grass and broadleaf weeds in newly
planted and established turf and ornamentals.

EPTAM® Herbicide Preemerge control of problem grass
and broadleaf weeds in flowers and ornamentals.

FUSILADE® Turf and Ornamental Herbicide Fast-
acting, postemergence control of perennial and annual
grasses in ornamentals, nurseries, and landscaping.

REWARD" Aquatic and Non-Crop Herbicide Non-selective,
highly active weed control in aquatic and non-crop areas.

SCIMITAR® Insecticide
in turf and ornamentals.

Fast insect control at low rates

ZENECA Pprofessional Products

Abways read and follow label diroctions carefully
ERUSADE®, DEVRINOL®, EFTAM®, FUSILADE®
REWARD® and SCIMITAR® are trademarks of
L ZENECA Group Company
s unit of ZENECA Ing
1964 ZENECA Inc
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Questions to ask yourself
before getting out your
wallet this spring.

® |s the equipment | own really
worn out?

There's no reason to replace a truck,
tractor or mower that works well—but it
also isn't smart to squeeze a few more
months of service from a machine that is
slow and inefficient. It can also break
down when needed the most.

Is it perfectly good, but shabby?

If so, consider a replacement seriously
because of the impression such an
unattractive-looking mower, power vac or
other essential landscaping equipment will
make on customers and employees. They'll
feel that they're getting a professional job
when shiny new and professional-looking
equipment is used. Employees appreciate
the prestige of using new equipment.

Can it do the landscaping work |
need easily and efficiently?

The sprayer you own, for example,
doesn’t easily spray weeds, trees or orna-
mentals. But you only need it for lawns—
and it does this work well. So why buy a
new sprayer?

But if you're planning for future busi-

ness growth,

you'll probably

require a more
versatile model
since you'll use
it more fre-
quently and for
many different
types of work that

you may not do now. Thus, you might
outgrow your present sprayer's useful-
ness, won't have the necessary versatility,
carrying capacity or speed to meet your
new workload.

How high is the quality and how
good is the design of the unit | plan to
purchase?

If it's cheaply built and poorly designed,
you won't get a good payback, and down-
time for repairs will chase away customers,
profits and employees, warns Robert R.
Riley, president of Green Pro Cooperative
Services in Hempstead, N.Y.

Companies that purchase quality
equipment are generally more success-
ful, he notes, because they can take on
more work faster and attract more new
customers.

Will it considerably reduce present
labor costs by requiring fewer employ-
ees or taking less time?

A latest model all-terrain slicer/seeder,

~4) Will | use it often enough to
]us’ﬁiy"lls purchase?

'5) Does the manufacturer offer
Mhmmuumumes?

6) Can the company supply testi-
monials from satisfied users?

7) Wil the machine be featured or
demonstrated at an upcoming trade
- show where | can observe it in action?
—B.RM.

for ex-
ample, which
maneuvers easily
around flower beds,
hills and most other terrains, can be well
worth its price. It will also be a real bar-
gain since it can be used repeatedly for
free after it's purchased, excepting for
minimal operating costs. Employee
salaries, on the contrary, must be paid
regardless of how efficiently they do (or
don’t) work.
—Bess Ritter May, the author of this arti-
cle, is a freelance writer who is based in
Philadelphia.

® Do you
carefully
train em-
ployees to use the
new equipment
properly and to its best
advantage via hands-on
demonstrations, lectures and
a review of the owner's manual?
® Do you set up a preventive
maintenance program for the new
equipment and keep careful records?
In a recent survey done for the Toro
Company, here is how often mainte-
nance is conducted:

daily 34%
weekly 31%
monthly 18%
none 17%

® How do you service equipment
when necessary? Of the respondents to
the Toro survey, 49 percent keep ser-
vice technicians on the payroll. The
remainder depend on either commer-
cial service dealers or distributor ser-

vice departments.
—B.RM.
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MAN'S BEST FRIE

The Andersons
Proven Professional
Turf ™ Fertilizers
Combined With

- TEAM™ Broad
Spectrum Weed
Control Get You The
Results You Need To

Turn Customers Into
Friends For Life.

R e
25+38 20-2:6 20-5-5
Fertilizer Fertilizer

wien Tearm with Temm with Team
Professional Professional Professional
Turf* Products Turf™ Products Turf” Products

_

OrFUs As .

Standard Professional Turf fertilizer
formulations incorporating Team
include:

*25-3-8

*20-2-6

*20-5-5
Each product is individually
designed to meet specific nutrient
requirements and deliver up to 16
weeks of effective weed control. But
you get more than effective-ness.
You get efficiency, too, because you
get two jobs done with one
application.

Team is a proven performer when
it comes to crabgrass, goosegrass
and many other pesky weeds. Plus
it's labeled for use on most major
turfgrass species. With The
Andersons superior formulating
capabilities you get clean, free-
flowing products for consistently
great results. Use The Andersons
Professional Turf fertilizers with
Team and make your customers
friends for life.
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about our Professional
Turf products, call toll-
free 1-800-225-ANDY -
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© 1994 The Andersons
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9 young people have to offer to the company,

perhaps even beyond graduation. A busi-
ness major in his final year might consider
staying on in the fall, perhaps in a
new marketing position. If he’s not
continuing on to college, this could
be the career start he's looking for.
You want the best—The best
employees are dependable, punctu-
al and show some signs of integrity

and reliability.

To keep these people, says
Curry, show them what you have
to offer. Let them know they're

If you consider

your high school
and college age more than just “summer help.”
" to be “Give them a feeling of being
w ers 1o a part of the company, and try to
nothing more than learn if they posssess other skills
that can benefit the company,
temy ry la y yOu such as customer service skills

deserve whatever you get.

or other customer interaction
talents,” Curry says.

8) 30 If you find yourself inter-
® You wake up. Another beautiful day, | Availability 1 viewing a student with no past
great to be alive! of candidates affects judgements. work experience, ask him

Then it hits you. Today you begin inter- 9) The position and organization are | about his responsibilities at home. What's
views for “summer help!” Three months of | not accurately depicted. his attitude about work in general? What
screw ups and sick days! Your business is 10) Good candidates has he learned about mowing the
ruined! for other openings are lawn at home? How

Relax. If you've given yourself enough | overlooked. does he feel about
time, know how to interview, know what “The golden rule of getting a job done
to look for, and how to sell the job, you'll | screening and selection,” ahead of time?
hire the best summer help. says Curry, “is that past There are a lot of

Pia Curry, owner of The Hiring | behavior and performance
Assistant, Dallas, Texas, says employers | is the best predictor of
commit 10 common errors during the | future behavior and per-

summer jobs out
there, waiting for
eager youth, says

screening and selection processes: formance.” Curry, and they should
1) Important information is missed. Behavior, according have a reason to come to
2) Applicant data is misinterpreted. to Curry, is “an action work for you.
3) Biases and stereotypes affect | or reaction in a specific Curry’s company, The

judgements. situation, with a known Hiring Assistant, was
4) One candidate characteristic overly | result.” Behavior is not: recently awarded an

influences judgement. @ what a person would like to do; “Innovation in the
5) Decisions are made in haste. ® what a person thinks should be done, | Workplace” award by the Dallas Chamber
6) Decisions are not systematic. or of Commerce for its automated job screen-
7) Pressure to meet quotas affects @ what a person should have done. ing process.

judgements. It's important to consider what these —Terry Mclver
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© 1994 The Toro Compuny. Made in the U SA. Always read and lollow owner's manual instructions

THE INSPIRATION BEHIND

TRADITIONAL MOWER STEERING.

THE INSPIRATION BEHIND

THE TORO T-BAR.

It's a simple fact. The less energy you expend steering your mower, the more
energy you'll have to fly through each job and be more productive. That’s basically
the thinking behind Toro® T-bar steering. Just put your hands on the bar, push, and
you're off and running. Steer right, you turn right. Steer left, you turn left. Let go
and it returns to neutral without engine kill. No grips to squeeze. No additional levers.

As you might expect, the Toro® T-bar is the preferred choice among commercial

cutters. And it5s available on any of our mid-size models.
To find out more, call us at 1-800-348-2424. 1f you'd like to see a demon- Proline
stration, talk to your ProLine dealer (or just watch any bird that happens by). When you want it done right .
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Control. Convenience.

Attordability: All Wrapped
Up n One Neat Little Pad@ge

PENDUTTI M WD
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, ne/‘y‘!r H ()

PENDULUM® WDG herbicide is the over-the-top preemergent that
controls more than 45 annual grasses and broadleaf weeds. At a surprisingly
economical cost.

In fact, PENDULUM provides the same level of control as other leading
preemergent herbicides, including Surflan’, but for less money per treated acre.
Without harming labeled ornamentals.

And thanks to our new pre-measured, water-soluble packages, PENDULUM

is easier than ever to use. The bags dissolve entirely, and exposure to your

employees is reduced. c}"m”lp
Call 1-800-207-6910 to order, or see your distributor. TR o g

Alw ad and follow label dir ns. Trademark, DowElanco

® Trademark, Am 1 ( \'.m.mmi Company
‘ m | W :
WwDG

Keeps weeds from emerging.
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THE ACCOUNTING PROCESS:
A SIMPLE RECORDING OF TRANSACTIONS

by Dan Sautner
Padgett Business Services

®  Accounting systems are designed to
control a company's financial transactions.
They change with the organization's size
and age.

If you are already in business, you
should have at least a simple accounting
system set up. But as your business grows,
so should it. The simple system presented
here can be accomplished in a few minutes
each day.

The basics—Any business should have
a separate company bank account. To try
to run your business out of your personal
checking account is often dangerous. At
some point, you or someone else will be
required to separate the information. This
can be a long and involved process.

Record every transaction involving a
bank deposit or withdrawal, and what each
transaction is and why you made it. Dates,
amounts, and with whom the transaction
was made are also important. Cross refer-
ence every invoice and payment to the
check number, and maintain these slips in
a file by check number. The more descrip-
tion, the better.

As a minimum, you should be able to
determine the amount of each transaction
and the amount of the sales tax collected. At
the end of the day, you should record infor-
mation on a simple columnar sheet of
paper called the monthly sales journal. it
should have at least five columns: gross
cash collected, sales, sales tax, cash pay-
ments (made straight out of the till for mis-
cellaneous expenses), and bank deposits.

Now for a simple cross-check. Sales
plus sales tax will equal gross cash collect-
ed, will equal bank deposits plus cash pay-
outs. Balance these five columns each day,
and total them at month’s end. You may
consider a sixth column, which would be
used for the differences in till count, com-
monly called cash-over/short.

Using this simple recording method,
along with your check stubs and monthly
bank statement, will give you the very
basics of an accounting system.

All of your source documents (receipts,
invoices, etc.) are the back-up support for

records. Place receipts
in a brown manilla envelope
for each month. Keep your cash paid-outs
in a separate file. Finally, collect and orga-
nize your complete bank statement (can-
celled checks included) in an envelope
clearly marked with the appropriate date.
This takes care of your paperwork.

The first employee—The above sys-
tem assumes that you are operating the
business by yourself. When you hire your
first employee, the fun really starts!

Our government is very fussy about
payroll management. Before hiring your
first employee, you must register as an
employer, during which vou will be pro-
vided with the reguired government
forms. Get someone with payroll experi-
ence to help you through the maze of
paperwork.

Good payroll books are available at
your local business supply store. They all
have a place to record the hours, rate,
gross pay, and other deductions and
incomes for each employee. They also have
a section for statutory deductions (pen-
sion, taxes, etc.).

This book, along with government tax
tables, will allow you to calculate the net
pay. Remember that government reporting
is fairly strict in this area. Make sure your
records allow the periodic reporting of
totals and employee information.

Two accounts—Accounts payable are
outstanding inveices for materials and ser-
vices received but not yet paid for. Keep
these invoices in an accordion file with dif-
ferent slots for each day of the month.
Once you have approved payment of an
invoice, determine the due date and place
it into the slot matching the payment date.
When you are ready to write checks, pull
the relevant dates. At the end of the

month, sort all of the invoices as to type of
expense, total each of the types, and run a
grand total for all of the payables.

Accounts receivable work in a similar
fashion. Sort daily invoices by customer
and file in an alphabetical folder. At the

end of each month, total the invoices for
Xeach customer and list all receivables by
customer. Do this on a columnar pad so
that, in addition to the total, you can also
create subtotals for the length of time out-
standing. Usually, this is done in 30-day
intervals.

Statements—Now you have the basic
information necessary to put together a
financial statement.

Write down your total sales from the
sales record prepared earlier. This is your
gross revenue for the month. Next, list
your categories of expenses, using check
stubs and accounts payable listings. Group
together similar expenses, and try to keep
the number of classifications low. Add any
other charges from your bank statement
and add your employer share of payroll
taxes. The sum should be your total
expenses for the month.

The difference between expenses and
revenue will be a rough estimate of net
income. Be cautious about this number.
To be complete, it must also take into
account other non-cash entries such as
inventory, taxes and depreciation, which
can have a major effect on the bottom line.
Take the monthly totals for all classifica-
tions and add them to the year-to-date
amounts from last month. This will give
you a new year-to-date picture of your
operation.

Each record should be completed as it
occurs. Taking a few moments each day
will greatly increase the accuracy of your
records and make it easier to understand
your financial information.

You might also periodically engage pro-
fessional help. But this basic system will
allow you to maintain control and will
likely reduce the fees charged by an out-
side accountant.

—Dan Sautner is chairman of Padgett
Business Services, Athens, Ga. This is the
fourth in a series of articles he is writing
for LM that addresses small business

accounting.
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Finally,

30” ZTR ,
Commercial Moverg

Small enough to fit into
tight spaces. Yet tough
enough to stand up to the
rigors of everyday commercial
use. That's Dixon's new ZTR,
2301 — a full commercial
mower with a 30" cutting
deck. The all-new mechanical
transmission handles like a
hydrostat — only smoother.
The Kohler command engine
is built to last, with a minimum
of maintenance. And the
handy flip-up body makes
maintenance work a breeze.

Tough Enough
For Everyday!

Looking for something a little bigger than a 30" cut?
Dixon makes commercial mowers with cut widths from
42" to a full 60", all with hydrostatic transmissions.

All with the same tough durability, and the same easy
maintenance. Call today for the name of the

Dixon dealer nearest you.

-800-264-6075 [PIxon)]

PO Box 1569 * Coffeyville, KS 67337-0945 » 316-251-2000 Z.TR: Rldmg Mowers

@Dixon and ZTR are registered trademarks of Dixon Industries, Inc
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€ w-green

Blue-violet

Penn State extension
agent suggests ways to
make your landscape
designs distinctive,
attractive and formal.

® “There's something about flowers that
affects people and they make you, as a
landscape manager, look good,” says Judy
Schwank of the Penn State Cooperative
Extension Service in Leesport, Pa.

“But you've got to think about it a little
bit,"” she adds. Before planning annual dis-
plays, you've got to educate yourself about
color combinations and a few basics of
design.

“Know a little bit about color, mass and
texture,” Schwank advises. “Think about
unity, about pulling elements in the land-
scape together. At first, limit yourself to
two or three varieties.”

She says that color can be used in
many ways, for instance:

® to create a vista,

® to create borders around areas,

@ to highlight signage,

® to help brighten up a dark or shady
area, or

@ to give the landscape a “signature.”

“You need a full color wheel to plan
your color scheme,” she says. You can find
one in an encyclopedia, use the one here,
or buy one at a graphic arts supply house.
Then, you can combine colors in a number
of different ways:

Yellow

Yellow-orange

Orange

The color wheel can be used as a
guide to the best color
combinations.

Red-orange

@ Jiviolet

Violet

1) Single color

2) Primary color scheme (using red,
yellow, blue)

3) Complementary colors (opposites on
the color wheel)

4) Split complements (at thirds of the
color wheel)

5) Adjacent colors (next to each other
on the color wheel)

“Colors give you a psychological feel-
ing,” Schwank says. “Reds and yellows pro-
ject a warm feeling; blues and pastels are
cooler.”

Other recommendations which she
made at the Northeastern Pennsylvania
Turfgrass Conference earlier this year:

LLL L beg

Violet
ageratum
and
yellow
marigolds
go well
together.

m\f»“‘Qe

Know the height of the plant you're
purchasing.

Use one variety of plant, if you're
mixing colors, so they're all the same
height.

Don’t line them up like soldiers. Use
alternate spacing so they look less formal,

= Remember: the larger the plant, the
faster the color.

- Plant closer together than label rec-
ommendations, using 20 to 30 percent
more plants.

c» Tall plants should go in the back,
low ones in the front.

Mix texture and shapes, or forms.

continued on page 34

LA,
"
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Some of the nation’s most exclusive
clubs use LESCO accessories...

o
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Fred Klauk, CGOS
TPC-Sawgrass » Jacksonville, Forida

Exclusively.

As superintendent of a world famous Tournament Players
Club course, Fred Klauk sets the highest standards possible for
himself and his crew. At TPC Sawgrass, only the best will do.

That's why the TPC network chose LESCO to be the
exclusive supplier of golf course accessories to its 13 courses.
LESCO's extensive Tournament Golf Course Accessory line
combines durability, ease of maintenance, and the dependability
you expect from a company with more than 30 years of service
to the golf industry.

LESCO's extensive Tournament line includes a new
aluminum ball washer, bunker rakes, personalized flags and flag
poles, cups and cup cutters, signs, turf marking paint and much
more. Superintendents count on LESCO products to perform
season after season. And they do.

When only the best will do, do what TPC did.

Call LESCO at (800) 321-5325.

ESCO
Tournament::....
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‘ release fertilizer before planting and “hit
them with quick-release during the sea-
son.” During the growing season, you
should also take off the dead flowers or
you'll have botrytis problems on some

Zinnias | plants.
lend a She suggests this list of plants to try in
warm | your landscape: marigolds, melampodium
feeling | (Gold Star Daisy), verbenas, gazania
tothe | (daisy), petunias, gomphrena, dianthus,
land- pansy, and vinca or periwinkle (but they
scape. wilt if planted early in in cold, wet soils).
Jerry Roche

continued from paage 3. > S > o 1P <
continued Irom page < in squares on graph paper. This method

For instance, marigolds give a “coarse and | can even work if you want to transpose a
massive feeling,” cactus-type zinnias a | photo or complicated logo into flowers.

Pastels have a calming effect on the

“feathery” feeling. Before choosing which flowers you want

. y surroundings.
Plan ahead, if possible, and make an | to use, you should analyze your site. When gs
arrangement to purchase plants with your | planting, “organic matter helps,”
greenhouse grower, Schwank advises.

“You can make signs or designs out of | And once the annuals
flowers,” she adds, “but be forewarned that | have been planted,
they will be high maintenance.” they will need some

Special designs—If you want to
“paint” a special design, start by coloring | you apply slow-

care. She suggests

COLOR HINTS:

® The Penn State Cooperative Extension Service has some
interesting ideas for combining colors in the landscape, as stat-
ed by Judy Schwank. But here are some alternative ideas from
the Netherlands Flowerbulb Information Center:

@ Blues and yellows—Combine shades of blue and yellow, selecting from pale yellow to deep gold and sky blue to turquoise.
These pairings are best used when one color is selected as the principal shade and the other is used for accent.

@ Pastel passions—Luscious pinks, corals, creams, lavenders and other pastel shades can capture the imagination. Set amid
the lush greens of spring, these soft hues and shades please the eye and complement many interior decors, As homeowners some-
times like to create “extended living spaces,” they like the idea of tying the landscape into their overall house decorating.

@ Red and yellow—To many, especially men, no other color combination captures the joy of springtime so well as red and yel-
low. Not surprisingly, red and yellow reign as one of the favorite color combinations, not only in the U.S., but worldwide.

® Shades of white—White on white, white with off-white and ivory and white are all combinations that have a sophisticated
appeal. This look is especially suited for smaller gardens or sections of large garden beds. They also make a fabulous border against a
brick or stone wall. For an elegant look, group flowers by size, planting clusters of taller flowers among the shorter plants.

® Orange and pinks—Once a no-no, mixing these shades has become, for many, a passion, In the garden, apricot and coral
flowers shine alongside “old-rose” shades of pink and mauve,

® Orchids and yellows—Taxi-yellow and sun-washed orchid is a color combo that signals the onset of warmer weather. On
opposite sides of the color wheel, these two shades—in endless hues—jazz up any colorless corner.

® Purples, blues and fiery reds—Flowers offer a wealth of choices in these color families. To avoid a spotty look, use large
patches of flowers in e blue and purple family to anchor the scheme, adding smaller areas of red for dynamic accent, or vice versa. A
solid dash of white here and there lightens and heightens the impact.

For more information, contact the Netherlands Flowerbulb Information Center: 162 Montague St., Brooklyn Heights, NY 11201;
(718) 596-5400,
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Jacobsen exclusives help deliver
smooth as silk cut.

In head-to-head comparisons, the LF-100
delivered superior fairway mowing, in all
kinds of grasses.

Our exclusive heavy-section, 22" reels,
combined with our unique, dual-spring
down pressure
system, follow
ground contours
closely for a
smooth mani-
cured cut. Even
: at production
| —— : mowing speeds of more than 5 mph.
Lightest footprint.

The LF-100 has the lightest footprint in
the industry for minimal compaction even
on the softest fairways.

Yet it’s heavy on quality features. Includ-
ing a durable, high efficiency diesel engine.
Rugged, field-proven chassis with heavy-
duty lift arms. High capacity catchers.
Plus, “on demand” 4WD, exclusive Turf
Groomer® fairway conditioners and
vertical mowers are available.

All-new GreenSentry™ helps you
maintain a spotless reputation.
Our new oil leak
detector option
—(GreenSentry
helps prevent
nasty little oil
leaks from staining
your reputation in a big way.
There simply is no better way to
ensure one flawless swing after another
on fairways. Contact a Jacobsen distributor
today and prove it to yourself with a
demonstration.

'} T ¢ THe PROFESSIONAL'S CHOICE ON TURF.
llﬂlﬂlllllm |
Wy

SJACOBSEN

Jacobsen Division of Textron Inc
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Weed control
in cool season turfgrass

by S. Wayne Bingham
Virginia Tech

® Turfgrass management programs vary
widely and depend, to a large extent, on the
area or its use (see chart below). Weed
management strategies begin with develop-
ing a total management program.

High quality turfgrass needs a greater
maintenance intensity to provide a dense
cover. In an established cool-season turf-
grass, several agronomic practices are very
important in the strategies against weeds:

® mowing height for Kentucky bluegrass
may be 2% inches to obtain the best defense
against weed encroachment;

® mowing frequency is based on
growth rate and is often enough so that
only one-third of the turfgrass foliage is
removed each time;

@ irrigation to supplement natural rain-
fall when turfgrass begins

insoluble in water; require some irrigation or
rain to be most efficacious; are adsorbed to
organic matter and clay in the soil surface;
and prevent establishment of annual grasses
by inhibiting the root growing out of the seed.

The commonly used pre-emergence
herbicides in cool-season turfgrasses are
listed in Table 1 and rated for effectiveness
in crabgrass and goosegrass control as well
as tolerances of bluegrass, tall fescue and
perennial ryegrass.

For pre-emergence herbicides, it is impor-
tant to identify the annual grassy weed grow-
ing in prior years. Check the label or tables for
herbicide effectiveness and turfgrass tolerance
before applications are made at least two
weeks prior to expected germination.

Crabgrass germination occurs first, then
goosegrass three or more weeks later.
Crabgrass and goosegrass germinate in open,
thin stands of turgrass and emergence is

delayed and restricted in dense stands. Some
herbicides provide less residual time than oth-
ers and may require sequential applications.
In cases of both crabgrass and goosegrass
problems, split applications should be made
to have enough herbicide present at the peak
germination period of each grassy weed.
Post-emergence herbicides—In many
cases, several different broadleaf weeds
grow together and often require a combina-
tion of two or three herbicides. Commonly
used formulations containing one active
ingredient include 2,4-D, mecoprop, dicam-
ba and triclopyr. (See Table 2.)
Approximately 120 weeds are important
to turfgrass management programs. Each
herbicide’s active ingredient provides control
of a portion of these weeds. For example:
2,4-D + dicamba control about 90 percent
of weed species;
24-D + diclorprop + dicamba = 85 percent;
dicamba alone = 75 per-

to show signs of silt is par-
ticularly important, and
may require an average of
two to five times during
the summer; and

@ proper timing of fer-
tilizer practices are pro-
grammed to encourage
root development and
foliar density. Even then,
herbicides are an impor-
tant part in weed manage-
ment strategies.

Pre-emergence herbi-
cides—These herbicides
are used extensively for
crabgrass control; are
applied prior to weed seed
germination; are relatively

COOL-SEASON WEED
CONTROL STRATEGIES

& Follow good management practices to grow quality turf-
grass. ik ek

© Prevent turfgrass from becoming thin or containing
voids for weed encroachment.

& Select herbicides for turfgrass tolerance for weeds
involved. :

< Apply uniformly with calibrated applicator using label
directions and precautions. '

© Select the best time for each application.

& Employ a reliable applicator who will follow instructions
and wear protective clothing.

cent;

2,4-D + diclorprop = 70
percent;

2,4-D + mecoprop +
dicamba = 70 percent;

2,4-D + dichlorprop +
mecoprop = 70 percent;

2,4-D + mecoprop = 65
percent;

2,4-D alone = 50 per-
cent;

triclopyr alone = 40 per-
cent; and

mecoprop alone = 25
percent.

Each label will indicate
the most commonly con-
trolled list of weed species

continued on page 38

—S.W.B.ﬂ

Weed control in
warm-season turf,

page 42

Some herbicides for Turf tolerance to
southern grasses,

page 43

page 46

some herbicides,

Maple is choice
in mid-America,

page 48
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A CAT WILL ALWAYS LAND ON ITS FEET.

IF YOU WASH YOUR CAR, IT WILL RAIN.

m

TOAST WILL ALWAYS FALL BUTTERED-SIDE DOWN.

Subdué

USE SUBDUE AND YOU’LL ELIMINATE PYTHIUM.
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exceptional broadleaf herbicide which gives | weeds such as white clover, dandelion and
pre-emergence control. It appears quite | plantain. It is for pre-emergence and has
and the turfgrasses that are tolerant for effec- | effective for summer annual weeds such as | little post-emergence activity on weeds.

continued from page 36

tive use. Therefore, it is imperative to iden- | knotweed, spotted spurge, vellow woodsor- -Dr. S. Wayne Bingham is professor :

tify the problem weeds and select a formu- | rel and purslane. With post-emergence her- of weed science at Virginia Polytechnic ‘

lation appropriate for selective control. bicides for control of emergend weeds, isox- Institute and State University in ‘
The newest—Isoxaben (Gallery) is an | aben provides some control of perennial Blacksburg, Virginia.

Table 1. TURFGRASS TOLERANCE AND WEED CONTROL RATINGS TO PRE-EMERGENCE HERBICIDES

Perennial Large
Herbicide  Ky. bluegrass' Tall fescue ryegrass crabgrass? Goosegrass

Benefin
Bensulide
DCPA
Dithiopyr
Oxadiazon
Pendimethalin
Prodiamine
Siduron
Benefin +
trifluralin
Bensulide +
oxadiazon i} 13 T

- AA—AAAAAA
A A~
D——N——D—

w O 0Vuouuounounnm

S

1Relative tolerance of turfgrass species: T=tolerant; |= intermediate, use with caution at low rates, may cause
temporary injury and thinning; S= turfgrass is not sufficiently tolerant or not registered for use.

2 S= weed is susceptible; |= intermediate control, good control at times with high rates, may require more than
one treatment annually; R= resistant, less than 70 percent control. Source: Dr. Bingham

Table 2. EFFECTIVENESS OF BROADLEAF HERBICIDES;
RESPONSE TO HERBICIDES AND MIXTURES

Control product g ;
; ’ 2,4-D + mecoprop+ 2,4-D+ 2.4-D+ 24D+ triclopyr+

M‘”-. 2,4-D dicamba mecoprop dicamba  dicamba  diclorprop  triclopyr  clopyralid
Black medic R S | S S S S S
Va. buttonweed R R R I-R | | | |
C. chickweed R S S S S S S S
M. chickweed R S S-l S S S S S-l
W. clover | S S S S S S S
C. dandelion S S S S S S S S
Dock | S | | S | | Sl
Wild garlic | | | | S-l |
Ground ivy I-R S | I S-l I S S-l
Henbit | S | S-l S S S S
Knotweed R S | | S |
B. plantain S I-R S S S S S S
S. spurge I-R S- S-l S-l S-l S-l Sl S-l
Corn speedwell R R R R R | | |
Red sorrel R S | | S I S-l S-l
Violets I-R | I-R I-R | | | |
Wild carrot S S S S S S S
Yarrow | S | | S | |
Yellow wood- | R I-R | | S | |

sorrel

R = Resistant weed, usually less than 70 percent control; | = intermediate level of control, with high ratio or repeat

applications; S = susceptible weed, usually controlled at recommended rates. Source: Dr. Bingham
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Buy ANY OTHER
HYDRO AND YOU'LL
PAY THE PRICE.

Nobody needs to tell you why landscape contrac-
tors prefer the benefits of hydro-drive mowers.
And how they usually end up with belt-drive
because they prefer the price. Now Cub Cadet
brings you the best of both worlds in our new, all
hydro-drive Commercial Series. Powerful,
durable, reliable hydrostatic drive on

every model.

Sensible, affordable *
pricing throughout the \ :
series, too. The .
revolutionary Cub
Cadet Hydrostatic

Bi-Directional

Cub Cadet
Introduces The
All l/_\'(/l‘r)»/)l‘l".'l‘

Commercial

Fluid Transmission is exclusive to our line. So is
the Direct Effect™ instant forward/reverse handle
bar with operator-presence, and cruise control.
Also available are features like an oscillating front
axle and floating mower deck for professional
cuts, no matter what the terrain. You don't have to
pay more for clearly superior technology.

Just bring your belt-drive budget to

the nearest Cub

Cadet Dealer, and
walk out behind
the kind of hydro-
drive mower you've

always wanted.

Qb Cadel’

P.O. Box 368023 # Cleveland, Ohio 44136
(216) 273-4550
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[F YOU HAVEN'T USED
BARRICADE YET
LISTEN TO THOSE
WHO HAVE. .

Bill Womac
Superintendent
Dunwoody Country Club
Dunwoody, Georgia
“Barricade's extra length of control
is an advantage to us in the South,
especially with our long, bot
growing season. Overall, Barricade
has proven to be more cosl-t_ffectwe
for us than other pree

herbicides we've tried.

Steve Carr
Superintendent
Pocassett Golf Club
Pocassett, Massachusetts

“Barricade makes it easy for us to fine
tune our control program, as the length
of control is determined by the rate
used. We've found that one
application is all it takes to
keep us crabgrass free until
the start of cold weather."

DISTRIBUTED BY AG RESOURCES, INC AGRA TURF AGRI TURF, INC THE ANDERSONS BENHAM CHEMICAL CO CANNON TURF SUPPLY, INC
BRANDON, Fl SEARCY. AR HATFIELD, MA MAUMEE, OH FARMINGTON HILLS, M1 INDIANAPOLIS, IN
ESTES, INC FISHER & SON, CO EH. GRIFFITH, INC GEORGE W, HILL & CO HOWARD JOHNSON'S ENT.  KNOX FERTILIZER CO KOOS/SHORE, INC

WICHITA FALLS, TX MALVERN, PA PITTSBURGH, PA FLORENCE, KY MILWAUKEE, W1 KNOX, IN KENOSHA, Wi



Dick Stuntz

Superintendent

Alvamar Country Club

Lawrence, Kansas

“With the amount of flooding and heat we've bad this

season, most preemergence herbicides would

bave fizzled out by now — but not

Barricade. It's still giving us .
_excellent control.”

ALAMG

st 4

o ' n I ) A
Superintendent
Deerwood Country Club

Kingwood, Texas

“Our preemergence weed

control program was

loo expensive.

Rather than \

cut back we switched to i Barricade
Barricade. Now, for the Performance that's
same dollars, we not only < P e got everyone talking
get excellent control, but 2 Your best choice for
also more coverage. Plus, consistent season-long
we bave the advantage of 22 control of crabgrass
using multiple applications ' . goosegrass, foxtail, spurge and
and getting better control L ‘ other problem weeds
of a broader spectrum 4 » For more intorma-
Qru?eeds." : e = tion call vour
” distributor or

1-800-435-TURF

P =

6 » 3 HERBICIDE

B

LEA'S GREEN MEADOWS, IN(C LEBANON TURF PRODUCTS, INC., PENAGRO T&0O PRODUCTS PENNINGTON ENTERPRISES, INC,,  PROFESSIONAL TURF SPECIALTIES, INC, REGAL CHEMICAL. CO.
TEMPLE HILLS, MD LEBANON, PA BOONE, NC MADISON, GA ST. CHARLES, MO ALPHARETTA. GA

TURF INDUSTRIES, IN( TURF PRODUCTS LTD., INC TURF SUPPLY COMPANY UNITED HORTICULTURAL VIGORO INDUSTRIES, INC WILBUR-ELLIS COMPANY
HOUSTON. TX W. CHICAGO. Il EAGAN. MN SUPPLY. SALEM. OR WINTER HAVEN. Fl KENT. WA
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Post-emergence
weed control
in warm-season

turfgrasses

?jy Tim R. Murphy, Ph.D.
niversity of Georgia

m Unlike pre-emergence herbicides which
must be applied at certain times of the
vear, pos—emergence herbicides provide
the turfgrass manager with viable options
to control weeds over the entire year. A
complete chemical weed control program
can be based on post-emergence herbi-
cides; however, most post—emergence
herbicides usually cause temporary injury
to turfgrasses. Therefore, the primary use
of postemergence herbicides is to supple-
ment the level of weed control obtained
with the use of pre-emergence herbicides.

Proper turfgrass maintenance is the
first step in the development of a successful
post-emergence weed control program.
Adherence to recommended fertility pro-
grams, water requirements, mowing
heights and schedules, and controlling dis-
eases and insects will significantly increase
turfgrass competition with weeds. It will
also improve the effectiveness of the post-
emergence weed control program.

Post-emergence herbicides offer several
advantages relative to the use of pre-emer-
gence herbicides:

® Can be applied as less expensive “spot
treatments” or “as needed” directly to a
weed infestation.

® Postemergence herbicides control
many problem annual and perennial weeds
that are not controlled by pre-emergence
herbicides.

® Low rates of most post-emergence
herbicides may be used on newly sprigged
or sodded warm-season turfgrasses. (most
pre-emergence herbicides are recommend-
ed only for established turfgrasses.

® In areas that are scheduled to be
overseeded or renovated, the majority of
postemergence herbicides can be used
prior to renovation. The time interval
from application to seeding, sprigging or
sodding operations for most pre-emer-
gence herbicides varies from six weeks to 4
months.

Think first!

Numerous herbicides are available to
control emerged weeds in warm-season
turfgrasses (Table 1); however, several fac-
tors must be considered in selecting the

appropriate herbicide.

Turfgrass Tolerance: The
single most important factor in
selecting a post-emergence her-
bicide is the tolerance of the tur-
fgrass to the herbicide. Warm-
season turfgrasses differ in their
tolerance to post-emergence
herbicides (Table 2). For exam-
ple, bermudagrass has good tol-
erance to MSMA and DSMA;
however, carpetgrass, centipede-
grass and St. Augustinegrass are
severely injured by these herbicides.
Additionally, cultivars within a species may
respond differently to the same herbicide.
"Meyer’ zoysiagrass has better tolerance to
MSMA than "Emerald’ or "Matrella’. The
product label should always be consulted to
determine if the herbicide may be used on
a particular turfgrass species.

Weed Species: Correct weed identifica-
tion is a prerequisite for the selection of an
appropriate herbicide. Weed identification
assistance is available at county Extension
Service offices and through chemical com-
pany representatives. After the weed has
been identified, the herbicide label should
be reviewed to determine if the herbicide
will control the problem weed. Also, refer-
ence to land grant university weed control
guides may show the effectiveness of herbi-
cides in controlling weed species that are
not listed on the herbicide label.

Application Frequency: For some weed
species and herbicides, a repeat application
is necessary to effectively control the weed.
For example, two applications of MSMA +
Sencor, at a 7 to 10 interval, are necessary
to control goosegrass. In contrast, one
application of llloxan will usually control
goosegrass,

Ornamental Tolerance: Ornamentals
may be injured by spray or vapor drift or by
root absorption of the herbicide. Ester for-
mulations of the phenoxy herbicides (2,4-
D, dichlorprop) easily volatilize during
warm temperatures and can injure sensi-
tive ornamentals by vapor drift. Therefore,
they should not be used during the warm
months of the year on or near sites that
contain ornamentals. Spray drift damage
can be prevented by spraying when the
wind velocity is less than 5 miles per hour,
and selecting a nozzle tip and spray pres-
sure that produces large spray droplets.

Due to their soil residual characteris-
tics, atrazine (Aatrex) and dicamba
(Banvel) and dicamba-containing herbi-
cides can injure broadleaf ornamentals via
root uptake, particularly on sandy soils if
rainfall occurs immediately after applica-

)

Virginia buttonweed

tion. Avoid the use of these herbicides over
the root zone of shrubs and small trees.

Suggestions for use
Apply post-emergence herbicides to small,
actively-growing weeds.

Perennial and annual weeds that are
growing under good soil moisture condi-
tions at moderate air temperatures are eas-
ier to control with post-emergence herbi-
cides than weeds that are stressed due to
adverse environmental conditions. Target
the application to coincide with good soil
moisture conditions at air temperatures of
60 to 90" F. Applications on cold, wintery
days, or to drought stressed weeds will
result in poor weed control.
Post-emergence herbicide use should be
avoided when turfgrasses and weeds are
stressed due to high air temperatures or
drought.

The tolerance of warm-season turfgrass-
es to post-emergence herbicides decreases
at air temperatures greater than 90" F.,
when turfgrasses are drought stressed or
when they are growing under high soil
moisture and high relative humidity condi-
tions. Herbicides that contain 2,4-D,
dicamba, mecoprop, dichlorprop, imaza-
quin, MSMA and DSMA should not be
applied at high air temperatures since
there is an increased risk of unacceptable
turfgrass injury. Always follow the most
restrictive warning that is shown on the
label. As previously mentioned, weed con-
trol is also poorer when herbicides are
applied to environmentally stressed weeds
than when applied to actively-growing
weeds. Additionally, the tolerance of
warm-season turfgrasses to herbicides is
generally lower during spring green-up
than when the turfgrass is dormant or after
full green-up. Fortunately, research has
shown that the decrease in turfgrass quali-
ty that may result from the use of post-
emergence herbicides during green-up is
temporary and persists for 2 to 6 weeks
after application. If a dense weed popula-
tion necessitates the use of a post-emer-

continued on page 46
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TECH CENTER continued from page 42
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POST-EMERGENCE HERBICIDES
FOR WARM-SEASON TURFGRASS!

Table 1.

Common Name

asulam

atrazine

bentazon

bentazon + atrazine

bromoxynil

24-D

2,4-D + dicamba
2,4-D + dichlorprop

2,4-D + mecoprop

2,4-D + mecoprop
+ dicamba

2,4-D + mecoprop
+ dichlorprop

dicamba
diclofop-methyl2
diquat3

DSMA
ethofumesate

fenoxaprop
glyphosate

imazaquin

mecoprop

mecoprop + 2,4-D
+ dicamba

MCPA + mecoprop
+ dicamba

MCPA + mecoprop
+ dichlorprop
metribuzin

metsulfuron

MSMA

MSMA +2,4-D +
mecoprop + dicamba

pronamide
sethoxydim

1
2

Texas.

Trade Name(s)

Asulox
Aatrex, others
Basagran T/O
Prompt

Buctril
numerous
Eight-One

Weedone DPC Amine,
Weedone DPC Ester

Lescopar,
2 Plus 2

Trimec Classic,
Trimec 992,
Three-Way

Weedestroy Triamine,
Weedestroy Tri-Ester

Banvel
llloxan
Diquat
numerous
Prograss

Acclaim
Roundup

Image

Mecomec, Lescopex

Southern Trimec,
Trimec Bent

Trimec Encore,
Encore DSC

Weedestroy Triamine I,
Weedestroy Tri-Ester |l

Sencor Turf
DMC

numerous
Trimec Plus

Kerb
Vantage

Uses

Grass weed control in St. Augustinegrass
Pre- and post-emergence broadleaf and grass weed control
Primarily used for yellow nutsedge control

Yellow nutsedge/broadleaf weed control
in centipedegrass, St. Augustinegrass, zoysiagrass

Broadieaf weed control on non-residential turf

Broadleaf weed control
Broadleaf weed control

Broadleaf weed control

Broadleaf weed control

Broadleaf weed control

Broadleaf weed control
Goosegrass control in bermudagrass

Winter annual weed control in dormant bermudagrass
Grass weed control in bermudagrass and zoysiagrass

Pre- and early post-emergence annual bluegrass control
in over- seeded bermudagrass, and common
bermudagrass suppression in St. Augustinegrass

Annual grass control and suppression of
bermudagrass in zoysiagrass

Winter annual weed control in dormant bermudagrass
and bahiagrass

Purple nutsedge and wild garlic control in warm-season turf-
grasses (except bahiagrass); also controls certain broadleaf
weeds

Broadleaf weed control
Broadleaf weed control

Broadleaf weed control
Broadleaf weed control

Goosegrass control in bermudagrass. Also controls prostrate
spurge

and numerous winter annual broadleaf weeds

Controls 'Pensacola’ bahiagrass, wild garlic, prostrate
spurge, many

broadleaves

Grass weed control in bermudagrass and zoysiagrass

Grass and broadleaf weed control in bermudagrass,
zoysiagrass

Annual bluegrass control in bermudagrass

Annual grass control and suppression of bahiagrass in
centipedegrass

Refer to the herbicide label for a complete listing of tolerant turfgrasses and labeled application sites.
Diclofop-methyl has a state label for use in Alabama, Florida, Georgia, Mississippi, North Carolina, South Carolina and

3 Diquat has a state label in Arkansas, Louisiana, Mississippi, Oklahoma, Tennessee and Texas for winter annual weed con-
trol in dor- mant bermudagrass.

Source: Dr. Murphy

more on page 46
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Today, nothing works faster than

Dylox. If you don’t know why that’s

important, we’'ll bring you up to speed.




DYLOX® insecticide controls all
W species of white grubs in as little as 24

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

“

it doesn't hang around.

- In these times, that's reason
~ 0 enough to use DYLOX. But there's
more. It has no label restrictions on
x5 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

-

o < ‘.
;. [ | F .
A T [\ ‘ ) armyworms, bagworms, pine tip
i T
f , /& moths, webworms and stink bugs.
4 ! &
p ,

'
-
-
—

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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Table 2. WARM-SEASON TURFGRASS TOLERANCE
TO POST-EMERGENCE HERBICIDES

Cal ot 3 2%° o
“\@q"g ¥ 2% c nge‘) «0‘9@9 3:\\“& o (@
HERBICIDE e o e (s pod 1°
asulam NR-S T NR-S NR-S I-T NR
atrazine NR-I S(D) T NR-T T |
bentazon T T T NR-T T T
bentazon + NR-I NR-I NR-T NR-I NR-T NR-T
atrazine
bromoxynil i T T NR-I T T
2,4-D T b I I-T S-l T
2,4-D + dicamba 1 T S-l I-T S-l T
24-D + 1} T | S-l i
diclorprop I-T
24-D + T 1§ S-l I-T S-l ils
mecoprop
2,4-D + MCPP + I-T I-T S-l I-T S-l T
dicamba
2,4-D + MCPP + T T | | | i
diclorprop
dicamba T T I-T T S-l T
diclofop-methy! NR T NR NR NR NR
DSMA, MSMA NR-S T NR-S NR-S NR-S |
fenoxaprop NR-S NR-S NR-S NR NR-S ) [
glyphosate S(D)? S(D)? S S S S
imazaquin NR-S ik T NR-I T T
MCPA + MCPP T T | | | T
+ dichlorprop
mecoprop (MCPP) i T S-l I-T S-l T
metribuzin NR-| il NR-S NR-S NR-S NR-S
metsulfuron NR-S T I-T NR-I I-T NR-
pronamide NR i NR NR NR NR
sethoxydim NR-S NR-S T NR-| NR-S NR-I

T =Tolerant at labeled rates

I = Intermediate tolerance, use at reduced label rates

S = Sensitive, do not use this herbicide

D = Dormant applications are recommended

Source: Dr. Murphy

gence herbicide during green-up, use only
the lowest recommended or one-half the
recommended rate to minimize herbicide
injury to the turfgrass.

Single applications at high rates gen-
erally cause more turfgrass injury than
repeat applications at low rates.

Additionally, single, high rate appli-
cations often do not control perennial
weeds. The repeat application is usually
made at interval of 7 to 14 days after the
first application, or when regrowth of
the weed is noted.

Mowing schedules must be coordi-
nated with post-emergence herbicide
applications.

Generally, mowing should be delayed

3 to 4 days before or after a post-emer-
gence herbicide application. The delay

prior to application will increase the leaf
surface area of the weed and spray depo-
sition. The delay after application is
necessary to allow adequate time for
herbicide absorption and translocation
in the target weed species.

Do not apply post-emergence herbi-
cides immediately before rainfall or
irrigation.

Rainfall or irrigation immediately after
application can wash the herbicide from
the treated weed foliage and decrease con-
trol. On irrigated sites, watering drought
stressed weeds one to two days before a
post-emergence herbicide application will
usually improve control of the problem
weeds species.

Use surfactants and crop oil concen-
trates according to label directions.

The effectiveness of many post-emer-
gence herbicides is enhanced by the addi-
tion of a crop oil concentrate or surfactant
to the spray mixture, particularly under
less than ideal spray conditions. However,
indiscriminate use of surfactants or crop
oil concentrates can increase the risk of
turfgrass injury. The herbicide label
should be reviewed to determine if the use
of a surfactant or crop oil concentrate is
recommended.

Calibrate all spray equipment and train
the operator.

--The author is extension agronomist
in weed science at the University of
Georgia’s Cooperative Extension Service.
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ILORGANITE

SINCE 1926...

TRUST. CONFIDENCE.
RELIABILITY. NO GIMMICKS,
EXAGGERATED CLAIMS, OR
UNKEPT PROMISES.

SUPERINTENDENTS AT TOP
NORTH AMERICAN GOLF
COURSES DEPEND ON
MILORGANITE TO DELIVER
PROVEN RESULTS.

+ NATURAL ORGANIC
4+ SLOW RELEASH

+ NO BURN

4+ MICRONUTRIENTS
+ VERSATILE

CONTACT YOUR MILORGANITE
DISTRIBUTOR OR OUR STAFI
AGRONOMISTS FOR FURTHER
INFORMATION.

. NATURAL ORGANIC ‘

- Milorganite
rFfERTILIZN

MILORGANITE DIVISION - MMSD
1101 NORTH MARKET STREET * MILWAUKEE, WI 53202
414-225-3333
Circle No. 134 on Reader Inquiry Card
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The majestic maple:
mid-America’s choice

Because of its traits, silver maple is one of the poorest choices for a Silver maples can grow to heights of 80
street tree. Excessive pruning-to avoid power lines-causes heart rot. feet or more. |

by Kenneth J. Schoon, Ph.D. | siiver maple) rapid growth.
Indiana University Northwest |  The Index classified communi-
ties into three categories: urban
centers with populations greater
® The dependable maple tree has | than 150,000; suburban communi-
become the most popular tree in the | ties adjacent to urban centers; and
midwestern portion of the U.S., accord- | small cities of fewer than 65,000
ing to statistics from the Midwest Urban | persons.
Tree Index. The silver maple is not only the
Maples have a number of character- | most popular shade tree in urban
istics which contribute to their popu- | mid-America, it is nearly three
larity: attractive shape, dense shade, fall | times as common as the second-
color and (especially in the case of the l continued on page 58

If planted at
a spacing of
30 feet, the
maple will
run out of
elbow room
long before it
reaches its
potential
spread.

The maple comprises more than 40 percent
of all trees on urban public lands in the
Midwest.
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John Deere
plays it by




@ Choose from two mid-size models
(F700 Series) and five full-size
models (F1145 and F900 Series);
2- or 4-wheel drive.

@ Gas or diesel, air- or liquid-cooled,

one-, two-, or three-cylinder engine.

@ Patented 2-pedal hydrostatic drive
gives you speed and direction
control with just the touch of a toe.

No clutching. No shifting.

Models of front mowers

17.5 to 28 hp...48- to 76-inch cut

@ Hydraulic weight transfer (most
models) improves traction by trans-
ferring weight of the front attach-
ment to the traction wheels.

@ Engage-on-the-go differential lock
improves traction in difficult
conditions.

@ Cruise control on most full-size
models reduces operator fatigue and

improves productivity when mowing

F710 . F725 . FO11 . F925 .

in flat, wide-open areas.

@ Four-wheel drive F1145 is extra-
rugged with componentry taken
straight from our best-selling
compact utility tractor. Four-wheel-
drive can be engaged on-the-go for
full-time operation. Or be allowed to
engage and disengage automatically

as conditions warrant.

FO32 . F935 . F1145



® Pressure-lubricated engines with
overhead valves, cast-iron cylinder
liners for long life.

® Five-speed gear-drive transmission
(with reverse) can be shifted on
the go.

® Wet-disk clutches are lubricated
and fully enclosed for durability.

No external drive belts. No

moisture-induced traction loss.

@ Trunnion-mounted mower deck,
with pneumatic casters in front and
anti-scalp wheels in rear, oscillates
7 inches to follow ground contours.

@ Cranktype height adjustment
system is mounted in center of
deck. Adjusts quickly without tools

from 3/4 to 4 in.

Models of commercial walk-behind mowers

12.5 to 17 hp...38-, 48- or 54-inch cut

@ Color-coded controls, conveniently
mounted on handlebars or handlebar
console.

@ Operator presence system has
three positions for added safety—
drive, neutral and stop.

@ Hourmeter and low-pressure
indicator light are standard.

@ Tiicycler® mulching attachment

available.



@ 5200, 5300 and 5400 tractors have

high-value features at very

competitive prices.

* John Deere 3-cylinder liquid-cooled

diesel engines; naturally aspirated on
the 5200 and 5300, turbocharged on
the 5400.

Collar-shift transmission (9 forward,
3 reverse speeds) with in-line shift

capability between forward and

Models of utility tractors

40-, 50- and 60-PTO hp

reverse for more productive

loader work.

Optional Top-Shaft Synchronized
Transmission (TSS) for shift-on-the-
go capability within each range and
between forward and reverse.
Open-center hydraulics. Tandem-
gear pump (72 gpm for steering,
114 gpm for hitch and SCVs) for

faster loader cycle times.

5200 . 5300 . 5400

& Electronic instrumentation—

hourmeter/tachometer, fuel and
temp gauges, oil and alternator
indicator lights, air cleaner restric-

tion light and PTO light.

¥ Inboard planetary final drives spread

load over three points for less stress

on individual parts.

& Optional mechanical front-wheel

drive with 55-degree turn angle.




670 . 770 . 870 . 970 .
(

1070 .

#® Choose from three hydrostatic
drive and five gear drive models.

# Three- or four-cylinder, liquid-cooled
diesel engine.

. Hydrostatic transmission (755,
855 and 955) with patented 2-pedal
control of speed and direction.

@ Sliding gear transmission (8 forward
and 2 reverse speeds) on 670 and

770; or collar shift or synchromesh

transmission (9 forward, 3 reverse
speeds) on the 870, 970 and 1070.

@ Mid- and rear-PTOs can be operated
separately or simultaneously. Allows
such functions as mowing and
fertilizing, or snow blowing and
salt spreading at same time.

@ Operator presence system shuts
down PTO if operator leaves seat

with PTO engaged.

Models of compact utility tractors

18.5- to 38.5- engine hp

© QuikTatch™ system for hookup of
most implements in five minutes or
less, without tools.

@ Shift-on-the-go mechanical front-
wheel drive (standard on the
955, optional on other models) for
better traction.

@ Wide variety of commercial and land-

scaping attachments are available.



- New models of skid-steer loaders®

17 to 49 diesel horsepower

@ Big-job versatility John Deere four-in-one buckets, hydraulic easier. Overhead electronics spell out
diesel-powered skid-steers have breakers, tracks and more. vital functions.
more than 15 new attachments for & 3375 is perfect for tight quarters— & 4475, 6675 and 7775 all have heavy-
most construction, landscaping stands just 36 inches wide. duty boom arm frames and cast-iron
and industrial jobs. B 4475, 6675 and 7775 have vertical- axle housings for years of reliable

» Choose from: trenchers, cold lift booms that keep bucket reach performance. Dual endless drive
planers, augers, forestry jaws, nearly the same at both ends of the chains that rarely need adjusting.
bale spear; landscape rakes, cycle, and help stabilize the load. And “all-around” engine access
buckets, tooth bars, scrap grapple @ Big-man operator station on 4475, for easy servicing when booms
buckets, pallet forks, brooms, 6675 and 7775 makes entry and exit are down.

* Skid-steer loaders are available only at selec

dealers. For the one nearest you, ca

3375 . 4475 . 6675 . 7775



- Models of utility vehicles

Gator® 4x2 and 6x4

® Gator 4x2 (4 wheels with 2-wheel

drive) has a 10-hp air-cooled engine.

Gator 6x4 (6 wheels with 4-wheel
drive) has an 18-hp, liquid-cooled,
V-win engine.

# Big-capacity boxes—500 Ib. on
4x2, 800 Ib. on 6x4.

® Big towing capacities—750 Ib. for

4x2, 1,200 Ib. for 6x4.

@ Two front wheels, low center of output shafts for positive stopping
gravity, and maximum ground speed and long life.
of 155 mph provide stability and @ Best flotation in the industry. With
safer operation. 200 Ib. operator and vehicle fully

# Rack-and-pinion steering and inde- loaded, ground pressure is only
pendent single A-Arm suspension 71 psi for 6x4 and 75 psi for 4x2.
for smooth, responsive control @ Heavy-duty design, arc-welded uni-
off-road. body construction for strength.

@ Exclusive wet-disk brakes on both @ Propane conversion kit available.

¥

GATOR 4x2 . GATOR 6x4



A corps of world class commercial equipment dealers

Dedicated to your success

@ The best servicing dealer network
in the business.

@ Well-equipped service department
with 24-hour emergency parts avail-
abilty in most cases.

@ East parts location. If you need a part
not currently in stock at your
dealer’, he can track it down fast
through the computerized FLASH™
system and get your equipment up
and running in virtually no time.

@ Low monthly payments are stan-
dard equipment at John Deere.

Ask your dealer about on-the-spot
financing from John Deere Credit
(US)) or John Deere Finance
Limited (Canada).

s

NOTHING RUNS LIKE A DEERE




WHY DID THE 1993
(IE EXPO SELL-OUT?

Because 12 exclusive trade show hours of ONE-STOP SELLING to
lawn, landscape & grounds management pros is good business!

Facts about our attendees:

» 92% make buying decisions * 67% own/manage/supervise their company
* almost 50% exceed $500k business volume

For More Information CALL: 1-404-973-2019.
A National Trade Show with

Educational Conferences: Te| Me More AbOUt GlEI

OCA . COA . {1 Send me more information on exhibiting. C11 want conference information only.
L TION. et LOU[S’ Missour Mail or Fax coupon to: GREEN INDUSTRY EXPO #1000 Johnson Fe«7 Rood, NE
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place sugar maple. In 20 of 27 commu-
nities surveyed in the Index, the silver
maple was the most common tree, and
in five more communities it ranked sec-
ond. In 25 of the communities, at least
one species of tree comprises more than
15 percent of total trees. In 20 of the
communities, it is the silver maple.

Other trees that exceed 15 percent in
individual communities are: sugar
maple, American elm, green ash,
Norway maple, Siberian elm and callery
pear.

As late as 1965, Donald Wyman (in
“Trees for American Gardens”)
described the American elm as the most
popular shade tree in North America.

But as Dutch elm disease ravaged parts
of the country, elms have largely been
replaced by maples and ash trees. The
American elm’s abundance in a few
midwestern communities today, such as
Oak Park and Evanston (Ill.) is largely
the result of aggressive maintenance
programs.

Each urban center in the Index lists
silver maple as its most common. Urban
centers, though, contain many trees sel-
dom planted today: Siberian elm,
sycamore, mulberry, cottonwood, catal-
pa, boxelder and ailanthus.

Ornamental trees have become very
popular in the suburbs. While crab apple
trees are now found throughout all mid-
western regions, suburban communities

have the largest concentraton of other
small ornamental fruit trees like the
fruitless callery pear. In Munster, Ind.,
for example, 78 new “Bradford” callery
pears were planted in 1991,

LaPorte, Ind., known as the “Maple
City,” uses a figure of a maple tree in its
city seal. Seventy-eight percent of the
city’s street trees are maples, most of
them sugar maples.

Northern or southern, newer or older
communities, urban, suburban or small
city, it is the maple that comprises more
than 40 percent of all trees on urban
public. lands in the Midwest.

—-Photographs courtesy of Holden
Arboretum, Mentor, Ohio.

MOST COMMON URBAN TREES

Urban centers

1.  Silver maple

2. Norway maple

3. Greenash

4. American elm

5. Sugar mpale

6. White ash

7. Hackberry

8. Siberian elm

9. Honeylocust

10. Red maple

Crabapple

12. Pinoak

13. Little-leaf linden

14. American sycamore
15. Mulberry
16. Eastern cottonwood
17. Eastern white pine
18. American basswood
19. Northern catalpa
20. Colorado blue spruce
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Suburban communities
Silver maple
Norway maple
Green ash
Honeylocust

Sugar maple
American elm
White oak

Siberian elm

Red maple

Pear

Crabapple

Northern red oak
Boxelder

Eastern cottonwood
White ash

Pin oak

American basswood
American sycamore
Little-leaf linden
Black locust

Small cities
Silver maple
Sugar maple
Red maple
Norway maple
Green ash
White ash
American sycamore
Siberian elm
Honeylocust

Pin oak
Little-leaf linden
Tulip tree
Sweetgum
Northern red oak
Crabapple
Hackberry
Redbud
American elm
Northern catalpa
Pear

Source: Midwest Urban Tree Index




With more than 30 attachment choices, you can Do It All. Bobcat®
attachments are designed, tested and manufactured to Melroe
quality standards, and backed by our worldwide dealer network.

Melroe Company MELROE courunr
P.0. Box 6019

Fargo, ND 58108-6019 « (701) 241-8700
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GOLF

'SCAPING

Sand replacement,
weather or not...

Off-season jobs can be
complicated by inclement
weather. This project at
Terrace Park went as
planned during a break in
January’s bitter cold.

®m If you travel Ohio much in winter,
you've felt the widely ranging tempera-
tures between the state's northern and
southern halves. If it's 32 degrees in
Cleveland, it may be 40 or higher in
Cincinnati. Usually.

But this has been a most unusual win-
ter—with record cold north and south—
and it made Rick Grote's latest project at
Terrace Park Country Club near
Cincinnati tougher than he thought it
would be.

The project: new sand in each of the
course’s 42 bunkers.

“We knew two or three years ago this
project was going to come about,” says
Grote. “The members didn't care for the
sand we had (crushed limestone); they
wanted a looser, silica-type sand.”

Never-say-die guy that he is, Grote
turned the cold mid-January weather into
a positive.

“This kind of job is easier in winter
anyway, when the ground is frozen,” he
says. “We don't have the problem of wet
sand, and the snow helps pack the sand
down. By April it’ll be playable, with no
more ‘fried eggs’ (buried golf balls); and
you won't be able to putt out of the sand.”

In less than a week's time, Grote and
crew—NKarl, Joe, Gene, Doug and Mike—
replaced the old crushed limestone with
850 tons of higher quality, silica sand.

The truck used to transport and spread
the sand—called a “floater” due to the
large flotation tires—was assembled by the
R.K. Hydro Vac company of Covington,
Ohio. A high-speed conveyor boom propels

the sand at distances of up to 35 feet.
Driver Jim Hart says the R.K.Hydro Vac
company sanded the tire treads down to
make these heavyweight jobs possible.

“It's a hell of a lot easier with the Hydro
Vac, rather than rutting up the course
with dump trucks and utility vehicles,”
says Grote. There's also less back-and-
forth for refills, which can make it a
monotonous, time-consuming job,

Neighboring superintendents visited
the course throughout the week to view
the job's progress.

Project cost—This job wasn't cheap.
The 900 tons of silica sand was the big-
ticket item: $30 a ton, delivered.

The Hydro Vac rented for $4000 a
week, including driver wages. A week's use
of a Case front end loader cost $1600.

Grote planned well in advance to
secure the funds needed for the job.

“We try to have at least a five-year plan
on capital expenditures. That way, it's easi-
er to get the money because the club

The swinging conveyor used for this job can fill a bunker in about 10 minutes.
The tires exert a mere 9 psi of pressure on the turf.

planned for it. Members can only take so
many surprises every year."”

Around the course—Terrace Park has
bentgrass greens, tees and fairways.
Greens are mowed at 1/8 inches with a
Toro Triplex.

But Grote always tries to minimize
heavy equipment traffic on greens. Turf
groomers are used about twice a week.
Rollers are used sparingly; Grote doesn't
want to encourage compaction-related
problems.

Grote believes Scott's growth regulator,
Enhance, helps keep greens fast without
having to use equipment as often. It slows
turf growth down for about three weeks,
he says.

“We topdress only after we aerify, and
once or twice during the summer to fill in
unhealed ball marks or to slick the greens
up a bit,”" he notes.

Grote often makes test plots available
for control product testing. Recently,
Monsanto tested its new Vantage, for
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We reduced
our trimming
labor by 50%.

“Edging and trimming, plus
timely mowing, get us many
compliments for the groomed
look of the turf in our parks,
sports fields and community
center grounds. This ‘finishing
touch’ would be cost prohibi-
tive without Embark, which we
apply three or four times
yearly. With this PGR, trimmed
edges hold three times as
long.”
Mel Crudge
Park Superintendent
City of La Vemne
La Verne, California

Get the Embark’ edge!

EMBARK® LITE® FINE TURF REGULATOR

Manicured turf requires a
great deal of tedious trim-
ming and edging. Did you know
that up to two-thirds of this time-
consuming and costly labor can
be avoided? Simply make a
banded application of Embark
Lite following each string
trimming. Trimmed edges will
generally hold for six weeks on
most species.

Embark Lite can be applied
with a handgun or backpack

Apply Embark Lite where

sprayer. And now, while supplies
last, we’ll ship you a $95.00 SP-1
Back-Pack Sprayer for only
$35.00 when you buy two gallons
of Embark Lite.

Simply send your proof of pur-
chase and a check for $35.00 plus
$5.00 for shipping and handling
to PBI/Gordon Corporation prior
to August 30, 1994. Delivered via
UPS. Limit one per customer.

Always read and follow label instructions.

v 5

$95.00 SP-1
Back-Pack
Sprayer

Onlysasoo

See the details

at left.
G pbi /cordon
corporRation

1217 W. 12th Street - P.0. Box 4080
Kansas City, MO 64101 - B16-421-4070

you string-trim most (but want to less).
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Rick Grote: Keeps a ‘clean’ course, plans well ahead for expensive projects.

nutsedge control, at the
course,

Grote's next project might
be cart paths; but he's not sure.

“A lot of the members like

to walk, the course” he
explains, “and there's not a lot
of room for cart paths,”

because of Terrace Park's nar-
row layout.

Grote's a busy man; he's
currently on the board of the
Ohio Turfgrass Foundation.

Terrace Park was built in
1931, and is situated along a
busy ribbon of winding road in
Milford, Ohio, about 15 miles
east of Cincinnati

Terry Mclver

Computers a worthwhile
adventure in trial and error,
say these superintendents

® We all know by now that a computer
can make your life easier. It's just a matter
of admitting that vou need one—and
granted, you might not need one...

and then taking the plunge

yel-

“I don't think there is a low to medium
budget golf course that would not be
receptive to a $1000-53000 expense to buy
a computer,” says John Carlone, CGCS, of
the Middle Bay Country Club, located in
Oceanside, N.Y.

“We're in the information age, and we
need a way to manage that information,”
says Carlone, whose computer skills pro-
gressed slowly, to a point where he's now-
comfortable enough about the subject to
give a speech to his peers. Carlone told his
story of computer enlightenment to super-
intendents at the recent GCSAA
International Show in Dallas.

Payroll, irrigation scheduling, budget-
ing, landscape management, it's all possi-
ble with a good computer system.

To narrow his learning curve, Carlone
turned to a colleague more skilled in com-
puter science, superintendent Duane
Patton at Lawrence Country Club
Lawrence, Kans.

Patton visited Carlone twice to lend a
hand,

Carlone says having someone help with
initial computer training is “the most valu-
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able thing yvou can do. Trying to teach
vourself can be very frustrating, not know-
ing

My computer was off for a number of

where to start or where to go for help.

months before | had someone come in and
teach me.”
A }.;‘Mld reference book l'lclps, too.
Carlone's computer bible is “DOS for
| Dummies.” (DOS stands for disk operating
system); he'll page through it at any spare
moment,
Corey Haney, super at B
Golf Course,

ristow Manor
Arlington, Va says computers
are not a cure-all, but they are helpful
business tools.
“They're not
going to solve
all your prob-
lems but they're
certainly going
to help you with

any you have

now,” he

promises.
Haney says

computers are
“nothing more
than electronic

Carlone: Hire a tutor
for computer help

replacements |
for tools we use everyday.
and store
large quantitities of information, and help

“The computer can process

you use it in different ways; it can also help
you make decisions. ”

What's right for you may not be right
for the super down the road, but Haney
believes the common computer denomina-
tor is how it improves efficiency.

Word processing is “an eletronic type
writer, no more or less. Newsletters can be
written to communicate with the golfers,
and help explain course projects. Spread
sheets can be used for budget calculations,
annual costs, all faster,
neater and more professional.

“(Computer skills) could certainly
become a requirement,”
Haney—and the superintendent who
ignores the technology might be over-
looked for someone who can operate even

cost per acre,

career says

a most basic system.

“The popularity of golf has led to what
says Haney. “We
tougher conditions and more
‘ demanding golfers. Computers will reduce
‘ the time we spend indoors.”

| seem like longer seasons,”
have

Terry Mclver
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Even The Government
There’s Nothing Else Like Poly-S..

No one else can make a con-
trolled-release fertilizer like Poly-S.
And now we have a patent to prove it.

More importantly, no. other
controlled-release fertilizer can
perform like Poly-S. Which is
why, in a little more than a
year since the introduction of
Scorrs,, Poly-S technology, Poly-S
fertilizers are being applied suc-
cessfully by over 5,000 turfgrass
managers in the U.S.,Canada and
worldwide — the fastest selling
fertilizer in history.

And the reason Poly-S is so
popular is performance, with con-
sistent nutrient release over a

longer period of time. Because of
the improved nitrogen efficiency,
you get more value from the fer-
tilizer you apply, with an overall
improvement in turf quality.

And because Poly-S offers the
capability to choose specific re-
lease rates appropriate to different
applications, it has proven its
effectiveness under a vari-
ety of agronomic condi-
tions in every region of the
country.

Of course, Poly-S fertilizers also
come with a Scott Tech Rep, agro-
nomically trained to help you de-
velop a total turfgrass program.
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Agrees:

Scott Tech Reps aren’t “patented,”
but like Poly-S fertilizers, they
are a Scotts exclusive.

For more information on Poly-S
fertilizers, contact your Scott Tech

Rep. Call 1-800-

543-0006 or fax Y\vz
Poly-S

Fertilizer

513-644-7679.

Poly-S, Fertilizers




LAWN CARE

INDUSTRY

Quiet Capitol

Hill signals

deceiving lull

LCOs keep up their guard,
say reinforcements are
desperately needed during
PLCAA'’s fifth annual ‘Day
on the Hill.’

® Lawn care pesticide safety hearings
appear unlikely this spring.

Industry-crippling legislation, long
threatened by Sen. Joseph Leiberman, (D-
Conn.), simmers on a back burner. It's
apparently not robust enough—not even
after four vears of cutting and stitching—
to fight its way to a committee hearing.

LLCOs paid scant attention to either
issue during the Professional Lawn Care
Association of America’s (PLCAA) “Day on
the Hill" early this past February in
Washington, D.C. And it doesn’t look like a
significant revision of FIFRA is going to
make much headway on The Hill in 1994
either.

No crises.

No controversy.

Few real issues with any emotional

Joel Blackwell, far left, gave LCOs
excellent advice on communicating
with legislators. The others (left to
right): Doug Hague, Al Cortez, Gene
Pool and Phil Fogarty, all of Ohio.

T

A march in February: LCOs traveled together to the Old Executive Office
Building to learn about Pres. Bill Clinton’'s Health Care Reform Package.

weight behind them surfaced during
PLCAA's fifth annual legislative foray to
the U.S. capital,

But Andrew Hines, president of Shrub
& Turf, drove the 13 hours from Athens,
Ga., to attend the event. So he wanted to
get his say—which was that LCOs are like
an opossum creeping across a super high-
way with “enviro-nuts” working the gears
of a smoke-belching 18-wheeler.

“We just stuck our heads out of the
hole and we're going to get hit with the
back side of the hurricane,” Hines insisted,
admitting that some of this skepticism
over this apparent lull in anti-lawn care
feeling was fueled by seeing activists give
his industry, and a fellow green industry
business owner, a public relations and reg-
ulatory keel-hauling in Georgia in 1992.

“The entire purpose of some of these
people is to destroy our industry,” insisted
Hines. “They tell us they're going to whip
our butts. Then they do everything they
can to do it. The scary thing is, they've
been involved with politics a lot longer
than we have.”

The fiesty, red-haired Hines (Read his
letter in the “Hot Topics” section.) was one
of about six LCOs asking the tough (well,
as tough as they got anyway) questions of
U.S. EPA’s Victor Kimm, three congres-
sional agricultural committee staffers, and
Capitol Hill columnist Charlie Cook.

Some other LCOs speaking out about
their continuing concerns over misguided
regulation included people like
Coloradoan Don Kurtz of Lawn Medic:
Don Tannahill, co-owner of Tridon Lawn
Service, Olathe, Kans.; and Sam Lang,
Fairway Green, Raleigh, NC.

These people received their political
experience—and sometimes their first reg-
ulatory bloody noses—on local and state

issues. They obviously felt confident
enough to take their concerns to a higher
level. That they did.

To the person, however, they urged
many other LCOs, the ones back home, to
become similarly involved, That means
visiting lawmakers—local, state and feder-
al (or their legislative aides)—then keep
ing in regular touch with them.

“Our legislators want to hear from us.
They want to hear our story,” pleaded
Tannehill. “They want to know how their
decisions are affecting our industry, but
they're not hearing from enough people in
the industry.”

Against this backdrop of two raw, sun-
less days in Washington D.C., the LCOs,
with no dragons to fight off, practiced
their presentations. Then they launched
themselves to The Hill to reintroduce
themselves and their concerns to the legis-
lators and the hand-shaking cadre of cau-
tiously smiling assistants, appearing
almost by magic, one each from the senate
and congressional offices.

For the most part, LCOs found a warm
welcome from many Senators and
Congresspeople and their assistants too.

The lawn pros touched on all the usual
matters—preemption, pre-notification,
registries, etc.,—but primarily they offered
themselves as sources of information, par-
ticularly regarding the use of specialty
chemicals.

But in spite of the sporadic outbreaks
of incredulity—which, on one occasion,
filled the Old Executive Building like a bad
stink during a patronizing discussion of
the administration's health care propos-
al—this was about as close to a Capitol
Hill love-in as LCOs have mustered to
date.

That is, until glaze-ice crept over the
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Now Poly-S, Performance
Comes In Two Unbeatable Sizes.

The traditional formulation of
ScoTTs, exclusive Poly-S Technol-
ogy has proved its effectiveness
on over 5,000 golf courses in the
U.S,, Canada and worldwide. And
now, for more demanding, fine
turf applications, Poly-S Technol-
ogy is also available in smaller par-
ticles for use on all turfgrasses, in-
cluding low-cut fairways and tees.

The smaller particle Poly-S fer-
tilizers provide the same extended
nutrient release and improved ni-
trogen efficiency that has made
Poly-S the fastest selling fertilizer
in history. And they are available
in a variety of formulations to
meet different application needs.

High K Turf Fertilizer provides
a high level of available potassium
to enhance the hardiness of the
turf — in addition to initial green-
up and extended residual.

Nitrogen/Potassium Turf Fer-
tilizer offers a balance of nitrogen
and potassium to strengthen the
turf while providing quick initial
green-up (without surge growth),
sustained growth, and extended
residual for more predictable long-
term feeding.

Turf Fertilizer provides more
initial green-up while supplying
maintenance levels of readily avail-
able phosphorus and potassium.

Turf Nitrogen offers extended
nutrient release for up to 10 weeks,
while supplying sufficient sulfur
to help correct deficiencies
and maintain adequate soil
levels.

Turf Fertilizer Plus Iron in-
cludes sufficient iron in plant-avail-
able form to correct and prevent
deficiencies.

Super Turf Fertilizer offers the

Circle No. 140 on Reader Inquiry Card

longest residual currently available
from any Poly-S fertilizer — up to
12 weeks.

Of course, Poly-S fertilizers
also come with a Scott Tech Rep,
an agronomically trained profes-
sional who is ready to help you de-
velop a total turfgrass program.

For more information on Poly-S
fertilizers, contact your Scott Tech
Rep. Call 1-800-543-0006 or fax
513-644-7679.

Poly-S, Fertilizers



‘We're learning how
the game is played,’
says Don Kurtz of
Lawn Medic,
Colorado.

PROFESSIONAL

DEFLECT
OccuPATIONAL SUNSCREEN

DEFLECT Occupational Sunscreen protects you from
the sun’'s harmful ultraviolet rays. The kind which
are responsible for long term tissue damage.

DEFLECT is waterproof, greaseless and PABA and
fragrance-free. It won't rub off or run into your
eyes. And, it lets your skin breathe. The SPF-15
formulation provides fifteen times your skin's normal
protection from the sun.

Don't get burned by inferior products or exorbitant
retail prices. Call today for your nearest distributor.

SBS||/]

The Total Skincsre Company

1-800-248-7190
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area’s three major airports, and an
American Airlines jet slid off a National
Airport runway (fortunately with no
injuries).

That sealed Washington, and about half
the LCOs spent an extra day there, an
expense in time and money some of them
didn’t need (particularly since an eight-
ounce draft cost $2.30 at the hotel bar).
Most operate businesses grossing $500,000
or less annually and they don't, as a rule,
have fat travel budgets. In fact, a few of the
stranded LCOs fretted over snow-removal
accounts waiting for them back home.
Snow, it.turned out, fell in the East every-
where there wasn’t freezing drizzle.

But, it was the lack of an obvious leg-
islative or regulatory threat that may have
been the most unnerving of all for some of
the LCOs.

—Ron Hall

Kimm says
administration
wants more
reduction in
pesticide use

® The lawn care operators didn't expect to
find government officials asking them to
use more chemical pesticides: they weren't
disappointed.

“Many of us have long believed it is
quite likely that pesticides are used more
than they need to be used,” said Victor J.
Kimm, EPA Deputy  Assistant
Administrator, addressing 85 LCOs (from
24 states) and nine representatives of
chemical product suppliers at the
Professional Lawn Care Association of
America's (PLCAA) Day on the Hill on
February 7.

Kimm, in fact, said that the U.S.
Environmental Protection Agency (EPA),
the Food and Drug Administration (FDA)
and the United States Department of
Agdriculture (USDA) met in June 1993 to
begin mapping policies to:

1) encourage the growth of integrated
pest management practices, and

2) promote, through licensing activi-
ties, replacement products that are just as
effective as and “inherently safer” than
classic hard chemicals.

“A good deal of attention is going into
the general notion of trving to reduce the
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presence of persistent toxic chemicals in
society,” he said. These efforts, mostly
aimed at production agriculture, will
increasingly include lawn care.

But Kimm's message to the LCOs was
multi-pronged and included warnings of
other approaching pesticide-related con-
cerns.

For instance, he briefly touched on a
National Academy of Science (NAS) study
concerning the health implications of pes-
ticide residues on children’s diets. This
particular five-year investigation, Kimm
said, will likely grow into related studies
dealing with the additive impact of other
exposures to pesticides on children.

He urged the lawn care industry to ini-
tiate investigations of its own to determine
and document homeowner, particularly
children, exposures on treated lawns. “It's
absolutely critical to get that work started
quickly,” Kimm said. A task force being
readied by three trade associations and 17
product registrants may, in fact, already be
moving in that direction, he reported.

Even within the EPA itself, reforms are
being sought to better deal with pesticide
issues, the most significant being a drive
to replace the Delaney Clause (zero risk,
zero tolerance for any chemicals that seem
to cause cancer in man or animal) with a
new standard based on “no reasonable cer-
tainty of harm”—as is the case in the
Food, Drug and Cosmetic Act as it relates
to other food additives.

The EPA, Kimm said, is also looking for
authority:

v¥io revise its pesticide can-
cellation/suspension process which, Kimm
said, is “antiquated, takes forever, and
doesn’t work very well;"

w¥to institute “phase out or phase
down” of a pesticide when concerns arise
over its risk:

¥ 1o issue pesticide licenses that run
out after 15 years so that re-registrations
can be carried out on a more routine basis;

v to ask that all pesticide label changes
become effective on one date each vear.

EPA’s Kimm
says lawn
care
industry
needs
better data
concerning
applicator
and
customer
exposure—
and quick.

Kimm said the timetable for these, and
all, pesticide-related issues isn't clear-cut,
an observation coming into clearer focus
when Kimm admitted that the EPA’s re-
registration of pesticides, begun several
years ago, won't even be near completion
by century's end.

“1 do believe that there will be signifi-
cant debate about pesticide legislation
beginning in the next couple of weeks,” he
predicted.

—Ron Hall

We're Very
~Pleased

with the performance of Oregon

Turf Type Tall Fescue. The quality is

U R F

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

- Steve Renko and Tom Turley,
Mid-American Sports
Complex, Shawnee
Mission, Kansas

"

TYPE

OREGON TALL FESCUE

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

OREGON TALL FESCUE COMMISSION

866 Lancaster Dr. SE, Salem, Oregon 97301
Phone: (503) 585-1157

Circle No.102 on Reader Inquiry Card
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Not everyone 1S

ower cost of using

You'll be happy to know you can now

get the superior crabgrass control of
Dimension” turf herbicide at a lower cost

per acre. So you don’t have to be afraid of
the cost of using Dimension ... unless

you're a clump of crabgrass!

That means now is the most affordable time to step up
to Dimension. And if you're already treating your tees
and greens with Dimension, why not start using it on
your fairways and roughs, 100? It’s safe for most
turfgrasses and completely non-staining, so you can
apply it with confidence anywhere on your course.

Dimension fits easily into any turf management
program. It controls crabgrass in both pre- and early
postemergence stages, giving you the widest
application window of any turf herbicide. Plus, you
can get Dimension in either a liquid formulation or as
fertilizer granules. No other herbicide gives you so
much flexibility.

S FOR DIMENSION TURF HERBICIDE
Compayy
Team s a regstered madermark of DowEanc

Monsanto Company 1993 DIM-30004



happy about

Dimension.

Join the growing number of satisfied golf course
superintendents who've switched to Dimension. We'll
be happy to give you the name of your distributor rep
and our FREE guide, “Ten steps for keeping crabgrass
(and your budget) under control.” Just send in the
attached coupon or call: 1-800-276-1811.

DIMENSION

Turf Herbicide
*Monsanto
The toughest thing to emerge since crabgrass

Y ] I'd be happy to geta copy of
€S lihe FrEE guide, “Ten steps
for keeping crabgrass (and your budget)
under control,” plus the name of my
distributor rep for Dimension® turf

herbicide.

Name
Title

Course

Address

City

State Zip

Phone( )

1. What crabgrass product are you currently using?
A [ODimension B.[JBamicade' C []Pendimethalin
D.C0Team' E [JOther
2. How satisfied are you with your current crabgrass program?
F. [JVery Satisfied  G. [] Satisfied
H.[ ] Dissatisfied 1. []Very Dissatisfied
3. How many acres do you treat for crabgrass?  acres
Mail coupon to:  Dimension Golf Guide
P.O. Box 410143
Charlotte, NC 282410143

Dimensaon”® s i registered madermark of Monsanto Conmyxary
5 Morssns Company 1993 DIM xmumu
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Long-awaited
mortality study
released at golf show

GCSAA-commissioned GCSAA/lowa State

research says inci-
dences of death to

Epidemiology Study

i Criteria: white males, former members of the GCSAA whose death certificates were
superintendents by filed between 1970 and 1992.
cancer are unusually
; CAUSE OF DEATH NO.INSTUDY  PMR."  CONFIDENCE?
high. All cancers 179 136 120-153
Byccal 3 90 29-275

IOWA CITY, la.—A new study by Esophagus 5 163 69-388
the University of lowa College of = Stomach 4 78 30-206
Medicine has found abnormally | Large intestine 29 178 125-253
high deaths from cancer—particu- = Liver 1 62 9-437
larly lung cancer—in golf course Pancreas 9 130 68-248
superintendents who died between | ©Other digestive 3 161 52-494
1970 and 1992. Lung 59 127 100-162

However, Dr. Burton Kross, the Respiratory, non-lung 2 A 23-362
) Wbkl = ', Bone and connecting tissue 3 297 97-909
study’s chief investigator, tells Skin 2 78 20-307
superintendents that “the results of Prostate 15 229 140-375
this study cannot and should not be ' Bjladder 3 70 23-217
used to draw any cause-and-effect | Kidney 3 93 31-282
relationships between your profes- Brain b 4 242 120-488
sion and cancer.” Non-Hodgkin’s lymphoma 9 211 113-395

The study, vet to be submitted = Leukemia 7 157 78-317

for peer review, was commissioned 1P.MR. = P rtionate Mortality Ratio, th St of ob T A

by the Colf Cotirse Sitberifitendints .M.R. = Proportionate Morta atio, the number of observ eaths among
'\,. u i e UN) -lf.pm,n s v superintendents divided by expected deaths from the general population multiplied
Association of America (GCSAA) to - g

SR S e ab ouii by 100. (100 equals index for general population. More than 100 equals a more fre-
S PRy g ht A quent incidence of the specific cause of death among superintendents; less than 100
certificates ”'_('L SAA mc‘m L;rs lFled equals a less frequent incidence.)

between 1970 and 1992. Prelim- 2CONFIDENCE level is 95% that actual P.M.R. is in this range.

inary results were obtained from Source: GCSAA, lowa State University College of Medicine
618 death certificates; when the

study is completed, up to 750 former | GCSAA’s annual convention last month in | ed to reflect age at death compared to the

GCSAA members may be included. Dallas. “However, evidence is building | total population. However, he also said

“The relationships between pesticide | between specific pesticides and specific | that other factors such as lifestyle and
exposures and human cancers are uncer- | human cancers.” family history—neither of which were
tain,” Kross told an audience at the Kross said that the results were adjust- | studied—could “certainly” be contributing

ELSEWHERE
A word about ‘Total Quality’ Monsanto sells Clinton and the
our government, never cheap, turf herbicide, 103rd Congress,
page 73 page 78 page 80 page 82

-
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factors to the high cancer rates.

The study found a higher-than-usual
number of deaths from lung cancer. Two
other types of cancer, brain and non-
Hodgkin’s lymphoma,
occurred more often
in the group. Resear-
chers also found that
cancer of the large in-
testine and the pro-
state were more com-
mon in this group
(see chart).

“We can now iden-
tify what merits fur- Kross: no ‘cause-
ther investigation,” and-effect’
said GCSAA president
Randy Nichols. “This was the first phase
toward looking at the occupational haz-
ards that affect our membership.”

New GCSAA executive director Steve
Mona says the study is “a baseline for
future research.”

“We also think this gives us an oppor-
tunity to forge new partnerships with
groups that can help us,” Mona adds. “For
example, this is one more reason to work
closely with chemical manufacturers in
their efforts to develop new technology in
products and packaging. Another example
could be working with an organization like

the American Cancer Society on the smok-
ing issue.”

Allen James, executive director of
Responsible Industry for a Sound
Environment (RISE), issued a statement
in response to the study (see sidebar).

Kross, during his Dallas presentation,
made three recommendations to the
GCSAA:

1) Support programs to help employ-
ees stop smoking, and control exposure to
secondary smoke by designating non-
smoking areas for employees and patrons.

2) Minimize exposure to pesticides by
carefully following pesticide application
label directions and using protective cloth-
ing and equipment as much as possible.

3) Expand on the GCSAA’s programs in
pesticide application and training.

Nichols added another point:

4) “We need to work closely with
chemical manufacturers in their efforts
to develop new technology and new
packaging.”

Though the study was only 80 percent
complete, Kross noted that he doesn’t
expect the final numbers to change drasti-
cally, and that releasing such preliminary
results was not uncommon in the scientif-
ic community.

—Jerry Roche

RISE’s response:

® “We must caution everyone on the very
preliminary nature of the study, and the
fact that the researchers have not deter-
mined a cause-and-effect relationship for
these results.

“While there is no proven link between
health issues and practices used to control
pests on our nation’s golf courses, RISE
members endorse research aimed at solu-
tions for health concerns.

“We agree with the need for research.
However, as Dr. Kross said, ‘one cannot
establish cause-and-effect relationship
from this data.’

“RISE members believe it is impor-
tant to note that today’s products used
for control of pests have undergone an
average of 8 to 10
years of stringent
health and safety
tests before being
considered for regis-
tration by the EPA.
Such products are
used safely when
applied according to
the labeled directions.”

—Allen James

This LM reader sees
a federal government
that’s out of control

® To the editor:

My wife and I just returned from a
week in Washington. We were there to do
everything possible to help reduce the
Federal Behemoth (aka federal “budget”).

Our federal government is out of touch
and out of control. It is unresponsive to
reason, and its arrogant, regulatory over-
lords are contemptuous of those who
would question their wisdom or motives.

The most recent manifestation of feder-
al omniscience is the Clinton health care
disaster. What Ira Magaziner and his min-
ions have dreamed up is the antithesis of
the American spirit.

The 100 businessmen in our group
received a briefing from one of Ira’s
“health hacks.” Any doubt I ever had about
the intentions of the present administra-
tion were removed after this briefing. They
intend to remove every vestige of
entrepreneurial capitalism in this country,
and they don’t apologize for it.

There were three questions from the

audience. The answers were
scary.

1) “My mom just had a
quadruple bypass operation.
What would happen to her?”

The reply was: “This adminis-
tration intends to eliminate the financial
incentives for the surgeon to perform the
work.”

“Well, then how would my mom get
the needed operation?”

“We believe the doctor would still want
to perform the surgery because it would be
professionally rewarding and intrinsically
valuable for him to do that type of work.”

At this, another man told his concerned
friend, “Phil, he just said your mom’s
gonna die!”

2) “What happens to the part-time
worker who moves from job to job?”

“You will pay for the time he works for
you. While he is between jobs, the federal
government will pay for him.”

3) “Considering the Hubble telescope
and other federal fiascos, why should we
trust you with health care?”

“That’s a good question,” said the
administration hack. “However, our
plan...blah, blah, blah, blah...”

Thank goodness our forefathers under-

stood that the best federal government is
limited federal government.

Excessive regulation is choking busi-
ness at all levels. Excessive taxes are chok-
ing the middle class. Excessive welfare is
destroying generations of kids. Yet our
pompous elected leaders continue to
ignore their constituents.

What is the answer? I'm reminded of
the words of the great American Socialist
Patrick Henry, “Give me security, or give
me death!” (Well, something like that.)

Wake up, people, and take responsibili-
ty for your personal lives. Get involved in
your government. Your first instinct
might be to say that it won't do any good
because they won't listen. Well, they defi-
nitely won't listen if you don’t call or
write, that’s for sure.

Write letters. Make visits. Invest your
time, effort and money in changing your
government.

Andie Hines
Shrub & Turf
Athens, Ga.

(ED. NOTE: Letters to the editor are
welcomed. Mail your comments to: Editor,
Landscape Management, 7500 Old Oak
Blvd., Cleveland, OH 44130; or fax them to
216-891-2675.)
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A TURFS-EYE VIEW O

What's really frightening about this control of Helminthosporium Leaf Spot

vision is that every year your turf is seeing and Melting Out, Dollar Spot, Brown

more of them. And it’s this increased traffic Patch, Fusarium Blight and Red Thread,

that’s making even your hardiest varieties CHIPCO" 26019 is simply the best

more vulnerable to disease damage. investment you can make to ensure the
That’s where CHIPCO* brand 26019 quality and play-ability of all your

fungicide comes in. With its unsurpassed turfgrasses. It even protects against
& ~ ~

Rhone-Poulenc Ag Company, 2 TW. Alexander Drive, Research Triangle Park, NC 27709, For additional product information, please call
f P

G_P RHONE-POULENC




THE AVERAGE (GOLFER.

Pink and Gray Snow Mold and disease-free all season long.

Fusarium Patch. This year, take the bite out
And because CHIPCO* brand o of traffic pressure with the proven

26019 provides long-lasting control, 3 ! disease protection of CHIPCO"*

and is registered for use on a wide brand 26019 fungicide. Available

variety of high-value ornamentals, . ! in wettable powder and smooth-

you can keep more of your course ChlpCO 26019 pouring flowable formulations.

Fungicide

as on the label. CHIPCO s a registered trademar
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“Survey results recognize GIE for its key role in bringing
industry manufacturers together with the qualified professional
consumer,” says Eleanor Ellison, GIE trade show manager,

The show also features numerous seminars and workshops of
interest to landscape contractors, professional grounds managers
and lawn care operators.

The 1994 Expo and education conference is scheduled for St.
Louis, Nov. 14-17. For more information, contact the show office at
(404) 973-2019.

SERVICES PERFORMED BY GIE “93 ATTENDEES

Lawn/landscape management............67 percent
ChemiCal SerVICES..uumsmmsssesasnssnnnnad 1 percent
Landscape installation......cccceasessseneenne. 45 percent

Landscape design/build 28 percent
Irrigation service 23 percent
Tree services 11 percent
Garden centers/NUISeries..cuiuesd percent
Government & iNStitUtioNS...coucereersenssse ..6 percent
Other related services 17 percent

Circle No. 103 on Reader Inquiry Card

Survey finds GIE Expo
popular with owners

MARIETTA, Ga.— A survey of attendees taken during the 1993
Green Industry Expo in Baltimore last November found that a
majority of the show's attendees were upper management person-
nel and business owners and presidents.

According to the survey, 67 percent of show attendees were
upper management personnel, 45 percent were owners and presi-
dents and 22 percent were managers and superintendents .

Ninety-two percent said they have a major role in decisions
regarding equipment and service purchases. Fifty-seven percent
said they have the final say in equipment buys.

Show attendees were surveyed during registration for the show,
and the results were tabulated by Rob Brooks & Associates of
Alexandria, Va. An average of 1,532 attendees responded to the
show survey.

“The positive responses earned by GIE confirm that the show's
position in the marketplace continues to gain strength and
momentum,” says George Gaumer, president of the Green Industry
Expo.

GIE Expo is a joint trade exposition co-sponsored by the
Associated Landscape Contractors of America, the Professional
Grounds Management Society and the Professional Lawn Care
Association of America.

Forty-six percent of companies in attendance at the show do an
annual business volume of more than $500,000. More than 20 per-
cent do an annual volume of more than $3 million.

Circle No. 104 on Reader Inquiry Card

76 Landscape Management, March 1994



| _______HOT TOPIECS |
®
Roundu According to human factors engineer, John Casali, the cus-
tom-fitting earplugs use a foaming material within the ear
* 3 2 s
canal of the wearer. The patented, custom-foam ear piece is
mm e way designed to be inexpensive and easy to make.
. * Casali is the director of the Auditory Systems Laboratory,
app Cauon ea&. the only university teaching and research facility in the U.S.

accredited for the evaluation of hearing protectors.

Leaming how to For more information about the earplugs, call (703) 231-5073.
properly use - =
Roundup® herbicide Science tries to change

is a snap. For even
more comvenience «y| | how plants taste to pests

new Roundup Dry UNIVERSITY PARK, Pa.—Researchers in Penn State’s College
Pak. Either way, of Agricultural Sciences are looking for ways to make insects
Roundup ives you turn up their antenna at their favorite foods by altering the way
a big hand in simpli- plants taste.

fying worker training. “The chemical senses, taste and smell often are the key to

insects’ survival, says Dr. James Frazier, professor and head of
Penn State’s department of entomology.

Frazier and his colleagues have found naturally-occurring
compounds that make plants taste terrible to pests, and now
are studying how the compunds might be used in pest control.

“These chemicals could be sprayed on plants as today's pes-
ticides are, but they would protect the crop simply by making it

Get your FREE taste bad to the larvae,” says Frazier, who also admits that man

kit, “Weeds Are will never declare final victory in the war against pests.

No Longer Our “After thousands of years, we have yet to eradicate a single

Only Concern.” insect pest,” Frazier says. “Insects eventually overcome every-
Call 1-800-332-3111.

thing science has thrown at them.”

IND-47082 24

Circle No. 118 on Reader Inquiry Card

Fruit fly battle won, control

measures begin in Calif. town

CORONA, Calif.—Pesticide spraying to control the
Mediterranean fruit fly has begun after a court victory by the
Cooperative Medfly Project.

Control measures commenced the evening of Feb. 15, as three
helicopters dumped a mixture of malathion and corn syrup bait
over Corona and portions of nearby Norco for about four hours.

City officials were against the control measures, saying the
spraying posed a risk to residents.

The state Supreme Court refused to hear an appeal of a lower
court ruling that said the spraying could go on as earlier planned.

According to Larry Cooper, spokesman for the Medfly
Project, a study by the University of California estimates dam-
age to agricultural crops from unchecked fruit fly populations
at $1 billion a year.

About 500 million sterile Medflies were to be released week-
ly in a 1,500-sq. mile area over parts of Los Angeles, and
Orange and San Bernardino counties, as another means of con-
trolling the fruit fly numbers.

Researcher not staying quiet
about new earplug design

BLACKSBURG, Va.—A Virginia Tech engineer and graduate
student have come up with a new earplug design that is a per-
fect fit for the human ear canal.

Circle No. 106 on Reader Inquiry Card
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Total quality: never cheap,
but possibly ‘inexpensive,’
landscaping panel says

RESTON, Va.—According to its Crystal
Ball Report XV, the Associated Landscape
Contractors Association (ALCA) believes
that “many contractors make a profitable
business serving the low-priced market,”
and that “something can be inexpensive
and still be Total Quality.”

The report, titled “Team Building and
Measurement in the Landscape Industry,”
is a product of ALCA’s Crystal Ball
Committee, chaired by Tom Lied of Lied’s
Nursery, Sussex, Wis.

“We discussed the fact that not all suc-
cessful landscape contractors...are as
enthused about Total Quality Management
as is the Crystal Ball Committee,” Lied
says. “In fact, TQM has recently received
some bad press.

“The Crystal Ball Committee decided
that TQM may be a contradiction. All we
learned leads us to believe that leadership
replaces management in a total quality

HOT TOPJECS

company.”

The report does admit,
however, that the industry
has really begun to sell
the value of quality land-
scape service: “Attractive-
ness, timely response,
thoughtful customer service at a fair price
is what the customer is seeking. It has
begun to show in many facets of our busi-
ness.”

The 78-page document also deals with
employee empowerment, team building,
and team tools and measurements. It con-
cludes with recommendations.

“Employee empowerment...is not a
simple task,” the report states. “It requires
that the owner, executive or manager let

go of some of the reins. Total Quality takes

the combined talents and resources of
everyone in the company.”
The report also recommends establish-

ing self-directed work
teams. “Unlike other
committees or teams,” it
says, “a self-directed work
team is actually an
autonomous group work-
ing with minimal or no
supervision. They can be
put into an area of
responsibility for sales,
manufactured product,
produced product, etc.”

Finally, the committee
says shared knowledge is a key to success.
“Team members must know how they are
doing,” it suggests. “Share job experience,
share customer satisfaction with team
members, and foster a creative and posi-
tive attitude among team members,” the
blue-ribbon panel continues.

Copies of Crystal Ball Report XV, and
the three previous reports dealing with
Total Quality Management in the land-
scape industry, are available from ALCA
for $7.50 each. To order, write ALCA,
12200 Sunrise Valley Dr., Suite 150,
Reston, VA 22091; or phone (703) 620-
6363.

BOOKS
CLASSIFIEDS
LISTS
REPRINTS
POSTCARD DECKS
RESEARCH
DIRECTORIES
FILM/FICHE
DATA SEARCHES
PERMISSIONS

In Highly
Targeted Markets
Analytical Sciences
Art
Graphic Communications
Beauty
Communications
Automatic Data Capture & Processing
Interactive Technologies & Multimedia
Advanced Computer Technologies
Construction/Stone Products
Environmental Management
Food Processing
Health Care
Hospitality
Landscape/Pest Control Services
Merchandising/Retailing
Pharmaceuticals/Cosmetics
Plastics
Power Sports
Paper
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ADVANSTAR

MARKETING SERVICES

A Division of Advanstar Communications Inc.

Answering the business information needs of

specific niche markets with a variety of information products and
services to supplement your sales and marketing programs.

Customized Reprints
Mailing Lists
(lassified Advertising
Books & Data

Whatever your business information needs,
Advanstar Marketing Services has the answers.

For immediate assistance contact:

ADVANSTAR MARKETING SERVICES  1-800-225-4569 ¢ 7500 Old Oak Blvd.  Cleveland, OH 44130




Our commitment to
your success continues
with TURFGO products.

As part of our continuing commitment to turf care professionals,
United Horticultural Supply proudly features our own TURFGO®
line of fertilizers, chemicals and turf seed.

These top pros have discovered that TURFGO" products are
premium quality in addition to being environmentally sound.

For example, TURFGO" Crabgrass Preventer plus Fertilizer
contains TEAM/ a proven leader in crabgrass control. Regardless
of weather, turf species or time of year applied,
excellent results are predictable.

Recent studies conclude that TEAM is
still a top performer. Plus, it's safe for all turf
and it won't stain.

If you prefer it without fertilizer, we have TEAM 2G.

Whatever your need, United Horticultural Supply has a -
product that performs as promised and is always in good
supply. Call us at 1-800-847-6417 for more information. Horticultural Supply.

Circle No. 153 on Reader Inquiry Card
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Scott and Lesco.

Baltimore.

Garry Vitt (right) accepts a certificate of award from
Curtis Clark, pendimethalin product manager at Am-

erican Cyanamid. Colo.

STUFF

Dimension herbicide rights sold

PHILADELPHIA—Dimension herbicide (common name dithiopyr) will be sold to Rohm
and Haas Co. by the Monsanto Co. The two principles signed a letter of intent for the
transaction on Feb. 1.

Monsanto will support product sales and services until the sale, which is expected at
mid-year.

Dimension is sold in the U.S., Canada, Japan and Australia for use on turfgrasses. It is
designed to be used by golf course superintendents, lawn care operators and landscapers
to control crabgrass and other problem weeds. It is available in liquid, clay granule and
fertilizer formulations.

Monsanto will concentrate on control products for agricultural crops rather than turf,
according to product director Jim Budsynski. “Monsanto’s difficult decision to divest itself
of this chemistry is based on the desire to focus on products that have technical fits in key
agricultural crops such as corn, soybeans and wheat,” Budzynski told LANDSCAPE
MANAGEMENT at the golf course superintendents’ conference in Dallas last month.

“This acquisition underscores our long-term commitment to the agricultural chemi-
cals business,” says Rohm and Haas president John Talucci. “These products, and related
assets, are very compatible with our market presence and strength.”

Financial terms of the agreement were not disclosed.

Emissions are ‘negligible’

BALTIMORE—Air emissions from two-cycle lawn, garden and forestry products are
“negligible,” according to a report from the Portable Power Equipment Manufacturers
Association.

The PPEMA found that volatile organic compounds (VOCs), carbon monoxide and
nitrous oxide were “negligible when compared to all other sources of these air emissions.
(Such) emissions from...chain saws, trimmers, brushcutters and blowers are not a major
source of air pollution.”

For instance, VOC emissions from portable lawn and garden products in the U.S. are
only 0.8 percent of the total.

“It would take 439 years of emissions from a professional chain saw to equal one year
of emissions from a passenger car,” the PPEMA said.

The report was prepared by the consulting firm of Heiden & Associates. For details
contact PPEMA at (301) 652-0774.

Lawn Doctor owner receives
$250,000 worth of herbicide

WAYNE, N.J.—Lawn Doctor owner Garry Vitt won't have to worry about
fighting troublesome weeds for the next 10 years.

In one of the lawn care industry’s largest product give-aways, Vitt was
awarded a 10-year (up to $250,000) supply of pendimethalin, a pre-emer-
gence herbicide. The prize will be supplied by American Cyanamid, O.M.

“I've used pendimethalin for over eight years and look forward to rely-
ing on this product for at least another 10,” Vitt says.
The presentation was made at the 1993 Green Industry Expo in

“This special give-away was an opportunity to reward one lucky lawn
care company for its loyalty and commitment to the industry,” says
American Cyanamid product manager Curtis Clark.

Vitt owns Lawn Doctor franchises in Colorado Springs and Pueblo,

Preemption
bills becoming
more numerous

MADISON, Wisc. and DES MOINES,
lowa—Preemption bills have gained
impetus in two more states—Wisconsin
and lowa—during recent months.

The laws bar local governments from
enacting their own pesticide regulations,
forcing them to follow state mandates and
making it easier for lawn and landscape
companies to legally apply pesticides.

In Wisconsin, Gov. Tommy Thompson
signed AB607 into law on Dec. 14, 1993.

“We won easily in the Assembly,” notes
Russ Weisensel of the Wisconsin Forestry,
Rights-of-Way and Turf Coalition, “but we
almost lost it in the Senate. Without agri-
cultural interests, we probably wouldn’t
have had enough support.”

The Wisconsin law actually allows local
bills, but they must be sent to the state
Department of Agriculture for review.

In Towa, after passing by a wide margin
in the state House of Representatives. Gov.
Terry Branstad signed the bill into law on
Feb. 8.

“We thought it would be a 15-vote
margin going into the House vote,” notes
Steve Cook, director of association affairs
for the Iowa Golf Course Superintendents
Association. “But it wasn’t even that
close.” In a 65-32 vote, the lowa House
agreed with the Senate’s version of the bill
despite heated debate.

“The vote went pretty much along
party lines,” Cook notes. “It was a very
emotional debate from the Democratic
side—dogs getting killed and so on—but
one that pretty much fell on deaf ears.”
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KNOWLEDGE IS POWER. Every day, Advanstar opens up a world of knowledge, becoming
the prime source of information that you need for success — through leading publications
serving diverse business and professional markets... productive expositions that

deliver quahlity audiences...and sharply focused marketing services. Look at

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

COMMUNICATIONS
PUBLICATIONS + EXPOSITIONS + MARKETING SERVICES
7500 Old Oak Boulevard, Cleveland, Ohio 44130 216-243-8100 800-949-9049
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CLINTON AND THE 103rd CONGRESS

A report by Allen James, Responsible Industry for a Sound Environment

WASHINGTON—When Congress adjour-
ned late last year, the 103rd session ended
a stormy, but productive, first year in
office for Pres. Bill Clinton.

The President was helped by his come-
from-behind win on the North American
Free Trade Agreement, which gave him a
good finish despite a disastrous start.

In his dealings with Congress, Clinton
did much better than it would appear.
When he took a political stand on an issue,
he prevailed 88.6 percent of the time, the
highest for a president’s first year since
Dwight Eisenhower’s in 1953.

Much of this harmony can be explained
by the political changes resulting from the
1992 election. Democrats campaigned on

the mantra of ending the Republican-
Democrat gridlock, and they gave Pres.
Clinton the traditional honeymoon period.
On many issues, Clinton simply agreed
with what Congress wanted to pass and
took the credit.

On more difficult issues, Clinton was
successful, but with a high cost to his
image: hurt by the gays-in-the-military
snafu, the loss of his economic stimulus
package, and the amount of money spent
for pork-barrel deals. (Clinton’s let’s-
make-a-deal” style allowed members of
Congress to obtain extraordinary political
favors for votes, including dams, banks,
aircraft carriers and presidential visits.)

Clinton alienated relations with

Republicans on a number of issues by rely-
ing solely on Democrats to pass his tax-
and-spend proposals, then shifting gears
and depending mostly on Republicans to
pass NAFTA, which angered many
Democrats.

In order to govern effectively over the
next three years, the President will have to
build a coalition of moderate Republicans
and Democrats, without constantly trading
political favors and by developing a more
cohesive domestic and foreign policy.

—Allen James is executive director of
RISE, a group of pesticide manufacturers
and distributors that supply the green
industry.

Will electricity be ‘the way to go’
for golf course greensmowers?

LINCOLN, Neb.—You read it here first:
the first all-electric triplex greensmower
has been introduced to the golf course
maintenance industry by Ransomes
America.

The Ransomes E-Plex,
unveiled at the Golf Course
Superintendents Associa-
tion of America trade show
in Dallas last month, is
designed for quiet, pollu-
tion-free operation.

During a press breakfast
held during the show,
Ransomes vice president
Doug McCormick called the
E-Plex “a quantum leap” in
the golf course equipment
industry.

This development could
signal a new era in environ-
mentally-friendly outdoor
power equipment design
with electric power becom-
ing a universal option.

Equipped with a 48-volt
industrial electric motor,
the E-Plex draws its energy
from eight 6-volt, 244 AH
golf cart-style batteries. It
can operate up to three
hours on a single charge.
Maximum mowing speed is
3.7 mph while its top trans-

McCormick: E-Plex is ‘a
quantum leap.’

port speed is 7.5 mph.
“In most cases,” says Wuhr: Batteries charge in
Peter Wuhr, Ransomes six hours.

product manager, “the mower can do 18
holes (on one charge).”

Wuhr says the batteries last from one
to two years, depending on conditions and
care. He adds that the cost
of the batteries is paid for
in 175 days from other
savings.

The extra weight from
the mower’s batteries
makes it 30 Ibs. heavier
than a fuel-powered
model. The company says
the trade-off is in fuel
costs, noise reduction and
elimination of fuel or oil
leaks.

“Not only is this new
mower environmentally
friendly,” says McCormick,
“but the quiet motors
allow crews to get on golf
courses earlier in the
morning. This is particu-
larly important for courses
that are part of private res-
idential developments.”

When asked by LAND-
SCAPE MANAGEMENT editors
whether the green indus-
try can expect to see an
electric mower for fair-
ways, too, in the near
future, Wuhr said it was
“always a possibility.”

The total cutting width
of the E-Plex is 62 inches.

Turf resource guide
is being developed

ATHENS, Ga.—The Turfgrass Science
Division of the Crop Science Society of
America is compiling information for a
“Turfgrass Management Teaching
Resource Guide.”

The guide will be helpful to those
involved in turf education. The various
resource materials to be included are
videos, slide sets, computer software, com-
puter services, books, periodicals and
other teaching resources or aids such as
irrigation components, plant and seed
specimens, posters, etc.

If you know of any potential teaching
aids that should be included, please send
complete information to Dr. Keith J.
Karnok, Dept. of Crop & Soil Sciences,
Plant Science Building, University of
Georgia, Athens, GA 30602; or phone him
at (706) 542-0931.

Correction

® To the editor:

I appreciate your reference to trends
that I said may have some impact on golf
course maintenance in the future, as
noted in the January issue. I'd like to take
credit for those insights, but—more accu-
rately—my predecessor with GCSAA,
Steve Cadenelli, had made those predic-
tions back in 1991.

Of course, I am in complete agreement
with Steve on those “future directions”
and, indeed, we are already realizing all of
them to some degree.

William R. Roberts
St. Andrews Corp.
Grosse Pointe Woods, Mich.
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We Consider All Of These
Grasses Par Of Our Turf.

It's not surprising Basagran®
T/0 herbicide
considers grass
its turf. No other

turf, it can even be used
as a directed spray near

8 some of your favorite

ornamental varieties.

broadleaf herbi- And if that weren't
cide works as enough, Basagran
well on so T/0 comes in
many different two convenient
lawns. package sizes
Biluegrass, to fit any job —

fescue, zoysia-
grass, you name it,
Basagran T/O can be 3%
applied over-the-top to
get to the bottom of
some of your toughest
problems — sedges.
And not only is

\ Basagran T/0 gentle

pint or 1 gallon jug.
# Protecting your turf
from troublemakers like
yellow nutsedge,
chickweed or annual
sedges has never been
g casier. Just call
1-800-878-8060.
Simple solutions
to complex
g problems.

to use on
nearly all
established

Unlike other herbicides that -
Just bum yellow nutsedge
back above the surface,
Basagran T/0 travels all
the way to the rhizomes
and tubers.
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HOT TOPICS

GREEN INDUSTRY

EVENTS

What’s going on
Selected books and videos for the industry in the “']‘us't"
EFFLUENT IRRIGATION...“Wastewater | and degradation of anthropogenic com- MARCH

Reuse for Golf Course Irrigation” is avail-
able for $55 from Lewis Publishers, 2000
Corporate Blvd., NW, Boca Raton, FL
33431. It includes system design, monitor-
ing concerns, retrofitting for recycled
water and successful case studies. The
book’s editorial review committee includ-
ed James Snow, Dr. Michael Kenna and
Dr. Kimberly Erusha of the USGA Green
Section, Mike Henry of the University of
California and Dr. Charles Peacock of
North Carolina State University. Pre-paid
orders are postage-free. Visa, MasterCard
and American Express orders are accepted.
For more information or to order, phone
(800) 272-7737.

THE THREE R’S...“Reduce, Reuse,
Recycle” are the key elements of a 12-page
booklet from the Rodale Institute
Research Center and Troy-Bilt Manufac-
turing that answers questions homeown-
ers most often ask about managing yard
waste. Topics covered are clippings, the
use of chipper/shredder/vaccuums, and bin
and sheet composting. For a copy of “The
3-R Yard Care System,” or for more infor-
mation, write to Garden Way Inc., 102nd
St. & 9th Ave., Troy, NY 12180.

BUSINESS MANAGEMENT...Noted
author and lecturer Charles VanderKooi
has written “Completing the Circle,”
which answers business problems. Topics
included are estimating, field perfor-
mance, employee motivation, administra-
tion and money management. According
to VanderKooi, “this is a companion book
to ‘Estimating and Management Principles
for Landscape Contractors.” Copies are
$39.00 each, plus $3 shipping and han-
dling. Visas and MasterCards honored. To
order, write VanderKooi & Associates, P.O.
Box 621759, Littleton, CO 80162 or phone
(303) 697-6467.

CHEMICALS IN THE SOIL...The
American Society of Agronomy and the
Crop Science Society of America have
combined to produce SSSA Special Pub.
No. 32 entitled “Sorption and Degradation
of Pesticides and Organic Chemicals in
Soil.” The 260-page book is a technical
look at the relationships between sorption

pounds in soils. It is available by sending
$30 to SSSA/ASA, Book Order Dept., 677
S. Segoe Rd., Madison, WI 53711-1086.

PLANT QUARANTINES...The Ameri-
can Association of Nurserymen, in con-
junction with the National Plant Board
and USDA-APHIS, is marketing “Federal &
State Quarantine Summaries,” which con-
tains clear, concise summaries of general
shipping requirements and quarantines
enforced by the USDA’s Animal and Plant
Health Inspection Service (APHIS). The
binder also includes quarantine informa-
tion for all 50 states and Puerto Rico. Send
$20 (ANN members) or $25 (non-mem-
bers) plus $2.50 shipping to: AAN, 1250 I
St., NW, Suite 500, Washington, DC
20005. To order via Visa or MasterCard,
phone (202) 789-2900.

ACROSS THE BOARD...Wiley
Publishers has a wide range of technical
publications available in subjects like plant
pathology, weed science and pest manage-
ment. To order a catalog, phone (800) 879-
4539.

ORNAMENTAL PLANTS...The fourth
edition of “Manual of Herbaceous Orna-
mental Plants” by Steven Still contains
384 color prints, twice as many as in the
widely-used third edition. Price is $38.80
for the paper edition and $48.80 for the
cloth. For more information, contact
Stipes Publishing, P.O. Box 526, Cham-
paign, IL 61824; (217) 356-8391.

ENERGY EFFICIENCY...Landscaping
could save U.S. homeowners $10 billion a
year, according to the U.S. Department of
Energy. That point is brought home in
“Energy-Efficient and Environmental
Landscaping” from Appropriate Solutions
Press. It gives landscape designs for the
four major climate zones in the U.S. and
detailed instructions on proper plant
placement. Chapters are on water-efficient
landscaping, landscaping for wildlife, land-
scaping with native plants. Cost is $19.95
postpaid. To order, write Appropriate
Solutions, Dover Road Box 39, South
Newfane, VT 05351 or phone (802) 248-
7441.

15-16: Tree Appraisal Workshop,
Country Inn, Waukesha, Wis. Phone: (303)
466-2722.

18-20: ALCA Student Field Days,
University of Tennessee, Knoxville. Phone:
(703) 620-6363.

22: Turfgrass Equipment and Sup-
plies Field Day, College of the Desert,
Palm Desert, Calif. Phone: Mel Robey,
(619) 346-6102.

22-23: Turfgrass, Landscape and
Sports Turf Institute, Cal Poly, Pomona,
Calif. Phone: Linda Knoche, (619) 723-
0947.

24: Sports Turf Managers Association
Midwest Chapter annual meeting,
Schaumburg (I11.) Golf Club. Phone: (708)
439-4727; (708) 360-4750.

25-26: Florida Certified Landscape
Contractor Exam, Valencia Community
College-West, Orlando. Phone: (407) 345-
8137.

APRIL

10-14: American Landscape Show-
case, Taipei, Taiwan. Phone: (407) 843-
3487.

11-12: Southeastern Turfgrass Con-
ference, Tifton, Ga. Phone: Waldene
Barnhill, (912) 386-3353 or Brenda
Poston, (404) 229-8125.

17-20: American Society of Golf
Course Architects annual meeting, Pan
Pacific Hotel, San Francisco. Phone: (312)
372-7090.

23-24: California Certified Landscape
Technician Test, Pierce College, Wood-
land Hills, Calif. Phone: Kim Heckes,
(616) 448-2522.

MAY
1-3: Menninger Sunbelt Tree Confer-
ence, Hotel Royal Plaza, Lake Buena Vista,
Fla. Phone: (407) 345-8137.
18-20: Color Magic ‘94, Walt Disney
World, Orlando, Fla. Phone: (407) 345-

8137.
JUNE
5-7: Tree City USA National Confer-
ence, Lied Conference Center, Arbor Day
Farm, Nebraska City, Neb. Phone:
National Arbor Day Foundation, (402)
474-5655.
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NOW
YOU'RE
b2

FEET
TALL.

Trim hard to reach tree limbs or shrubs

with the JGEHEIIPN from Echo—now
equipped with a new high performance
reciprocating blade that cuts up to twice

as fast as the old blade.

The new, improved Echo Aggressor“Tree Trimmer has
a 71-inch shaft that lets you trim limbs 4 % inches thick
as high as 16 2 feet up the tree—from the ground!
It’s powered by an Echo 21.2 cc engine with Pro-Fire®
Electronic Ignition and purge pump-equipped carburetor
for fast starts. And it weighs half as much as the
competition, for easy handling.

See the Aggressor® and discover how fast and
easy trimming can be when you’re 16 2 feet tall!

For the Echo dealer near you, call toll-free
1-800-432-ECHO (3246). Or write:
Echo Incorporated, 400 Oakwood Road,
Lake Zurich, IL 60047.

* No need for a ladder when 1// Ep ””
you've got the Aggressor.® [ »
2% foot extension increases
working height to 16 / feet. ASk An' pl‘ﬂ!
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GREEN INDUSTRY

Riding equipment saves
time on the golf course

“We average about 60,000 rounds a sea-
son at Dwan Golf Course,” notes Arnie
Bodhaine, superintendent of golf for the
city of Bloomington, Minn. “Hyland
Greens gets about 75,000 rounds each
year.”

Dwan is an 18-hole, par-68 course,

P et T

superintendent Amie Bodhaine.

Roughs are mowed with Cushman out-front rotary
mowers. They cut faster and better, according to

Hyland Greens is two 9-hole, par-3
courses.

The high use rates keep
Bodhaine's crews hopping. One
thing that has proven to be a big
time-saver was the addition two
vears ago of a Cushman Core
Harvester attachment.

our three Ryan
Greensaire aerators, two
Cushman Top Dressers and the
Core Harvester, we can knock
out all 18 greens in about 11
hours. We aerate, remove the
plugs, top dress, fertilize, water
in, and we're ready for golf
again.”

Bodhaine reduces tee aera-
tion time by using a Ryan GA
30 riding aerator, which is also
used on traffic areas and

2 H O W € A & |

REVIEW

“It cuts our greens The Ryan GA 30 aerator saves time on tees,
aeration time in half,” traffic areas and approaches. Non-coring tines
Bodhaine says. “With speed up work in wet weather.

approaches, and a new Fifth Wheel
Cushman GA 60 aerator for the bluegrass
fairways.

Greens and tees are clipped with reel
mowers, but Bodhaine now uses out-front
rotary mowers more often in roughs.

“The Cushman Front Lines do a better
job in the taller grass,” he says. “With their
maneuverability, rough mowing is easier
and faster.”

For Cushman and Ryan information,
Circle No. 191 on Reader Inquiry Card

Irrigation design software is
more powerful, efficient

RainCad irrigation design software ver-
sion 2.0 from Rain Bird now has more
power and functionality with greater ease
of use.

The new program increases re-drawing
speed by 300 percent.

Keyboard interface has been substan-
tially reduced and replaced with simple
clicks of the “mouse” control.

Speed has been boosted, and enhanced
keyboard interface cuts drawing time more
than 30 percent over version 1.0, says Rain
Bird.

The Version 2.0 now has cost estimat-
ing capability plus Material Take-off func-
tions. It also allows the user to build cus-
tomized Tied-Assemblies, resulting in a

“fittings-level” material take-off.

Other enhancements include more
automation of sprinkler head layouts,
the addition of 300 more customizable
symbols, 20 points of connection, 40
separate controllers, 3000 valves per
drawing page and more irrigation equip-
ment choices.

Circle No. 192 on Reader Inquiry Card

Surface spray aerator with
interchangeable patterns

Otterbine's Concept2 series aerators
feature four different interchangeable
spray patterns: Sunburst; Phoenix2, which
is a two-tiered pattern; Rocket2, a geyser-
like pattern and High Volume2, a powerful
aeration unit.

Otterbine spray aerators keep ponds

and waterways naturally clear of foul
odors, aquatic weeds and algae.

Rock covers and lighting packages are
optional.

Motors are energy-efficient and built to
last.

All systems are safety tested and
approved as a package by ETL.
Circle No. 193 on Reader Inquiry Card

Engines built for variety in
construction, turf industries

Kawasaki's FA engine series’ side-valve
design gives the engines a compact look.
The four engines in the line—the
FA76D, FA130D, FA210D and FA210V—
range in size from 76¢c to 207ce, with out-
put ranging from 1.7 to 5.2 hp.
continued on page 92
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“WITH DACONIL 2787", WE'VE HAD
NO PROBLEM WITH LEAF SPOT.”

Spring comes late in central New
York, and Dave Southard, course superin-
tendent at the Bellevue Country Club in
Syracuse, knows he can count on plenty
of moisture and cool temperatures. “That
means Leaf spot,” Dave says. “Then we go
right from Leaf spot to Dollar spot to
Brown patch to Snow mold.”

That's why, when the last snow melts
Syracuse, New York  jp, mid-April, Dave begins a season-long
program of turf protection that centers on Daconil 2787
Flowable Fungicide from ISK Biotech Corporation.

Dave Southard,
Superintendent,
Bellevue
Country Club

Fairways, tees and greens

“l don't think we have more Leaf spot problems than
other courses, but we do seem to have a longer time during
which you have to control it,” Dave explains. “We spray fair
ways, tees, and greens about every two weeks for a six- or
seven-week period.”

Bellevue Country Club is an 18-hole Donald Ross
course, built in 1916. Much of its character comes from the
course’s rolling, woodsy terrain. In fact, the trees create
some moisture problems on greens, tees and fairways.

-:-_

BEEE
B W sicowe The cornerstone of your
Bl 7"  turf management program.

“We're trying to thin out the trees a little, but we're
really overplanted,” Dave admits. “Many parts of the course
are slow to dry out in the morning. Early or late in the year,
when the sun is low in the sky, there are parts of the course
that really don’t get any sun at all. The trees cut down on air
circulation, too. And that increases disease pressure.”

“| always come back to Daconil.”

You might say Daconil 2787 is the cornerstone of
Dave’s turf management program. While he sometimes
uses other products, he always comes back to Daconil 2787
for dependable disease control, and to avoid resistance. As
Dave puts it: “For 23 years, it's been one of the basic prod-
ucts I use. It's very cost-effective, and quite dependable.”

Have yvou got a Daconil 2787 success story? Tell us
about it. If we use your story in an ad, we'll donate $100 to
your favorite charity. Write Jackie Tengler, ISK Biotech
Success Stories, 5885 Landerbrook Dr., Suite 215,
Cleveland, OH 44124.

label directions carefully when using turf and ornamentals plant

Registered trademark of ISK Biotech Corporation
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est Course § upt.
*hoeniy., Arizong

“I'm Very impressed to

see a heavy-duty Cutting
unit that can follow

ground contoyrs as wel
as perform wel| gn both
bermuda ang rye”

George Cook
Test Course Supt.

Bradenton, Florida

“We put over 580 hours
o\rIIthg unit and had very
few problems. It's nice to
know John Deereis
interested in our input.

Lyman Hanley
"~

est Course Sypy.
empe, Arizong

“We scalped for over-
Seeding last fa||. | was
amazed at how this
machine went in and cut
everything in one pass”

Mike Lenty
>roject Manager
Horicon, Wisconsin

“We made a number of
modifications based on
what we learned in the
field. The testing and
eedback were critical to

this project’s success”




No one can accuse John Deere of rushing products to the AAAMAMMAMAMMALAMAAAAAAALLLLAA

THE JOHN DEERE
GOLF & TURF

PROMISE

If for any reason you are not
completely satisfied with your
purchase, simply return it to your
distributor within 30 days or the
first 100 hours (whichever
comes first) for a full refund.

marketplace—especially not the new 3215 and 3235 Turf

System Mowers.

Three years and 8,000 hours of field testing have both
proven and improved The System. It's mowed over 30
different golf courses on bentgrass, rye, bermuda, zoysia,
and more.

In fact, there’s nothing left for us to do except to give
you our Golf & Turf Promise that you'll like what you see.

IVVYVYVVVVVVVYFVVIVVVVVFVFVFPFVVY)
AAAAAAAAAAAAALAAALALAAALAALAALALAAAL

For the name of your nearest distributor, or free literature,
call 1-800-544-2122. Or write John Deere, Dept. 956, Moline,
[L 61265. We've done our homework, now it’s time for you to

benefit from its results. ‘. k_ | I[_\‘II([)(ETI_RIEI)%E&JENS

AAAAAAALAAAALAAAAALAALAAAAALAAAAAAALL
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PRODUCTS from page 88

FA76D:

@ moderately-priced four-cycle engine
with 1.7 hp and horizontal power output
shaft;

® recoil starter, splash lubrication, elec-
tronic ignition and mechanical governor;

® 2 low-oil shut-off system prevents
engine damage.

FA130D:

® 3.1 hp, with a single-cylinder, four-
stroke, air-cooled engine;

® horizontal shaft design, with recoil
starter, splash type lubrication, electronic
ignition and mechanical governor.

FA210D and FA210V:

® both are 207cc air-cooled, 5.2 hp
engines;

@ the FA210D has a horizontal power
output shaft, the FA210V a vertical;

Kawasaki says these two are ideal for
new equipment or as replacements.

Circle No. 194 on Reader Inquiry Card

Engine series features
carburetor enhancement

Kohler Co.'s Command Pro Series of
11, 12.5 and 14 hp horizontal and vertical
shaft engines are ideal power sources for
commercial turf, construction and indus-

ulating Plants located in Floridoand -
TGy can fill all your needs: -
Fertilizer Blends featuring :
Nvutralene, sulfate of potash
and minor elements. 0
) Fertilizer Blends formulated  _
with pesticides from an
extended list of turf labels. "
Plus... N
Mini Size homogeneous .
fertilizer products for the -
golf course. o
our grass is on the line call: =
st E i éoukﬁeost =
0-558-5667 1-800-329-2203 _
- DA O T T O

Circle No. 107 on Reader Inquiry Card
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trial equipment.

These engines feature Kohler's Smart-
Choke system for one-pull starts.

Smart-Choke 1s a self-relieving choke
carburetor that assures faster starts,
smoooth acceleration and instant response
to load variations, while eliminating over-
choking.

A high-inertia flywheel
also adds to quicker starts,
smoother idling and provides
greater rotational force for
superior torque.

Kohler says further refine-
ments of it's automatic com-
pression release also means
easy starting.

Kohler Command engines
have hydraulic valve lifters,
the only engine to do so, says
the company.

This reduces valve train
noice and eliminates the need
for valve adjustment. A mechanical gover-
nor maintains contant RPM. |
Circle No. 195 on Reader Inquiry Card

Spray system/trailer match
saves you time and money

Rich Manufacturing of Indianapolis
offers a new concept for the full-service
lawn care company.

The R1600DX integrates a custom
spray system onto a custom trailer to pro-
vide an all-in-one solution to increase pro-
ductivity and lower overhead.

The combination gives you the power
to apply chemical applications at the same
time routine mowing is being performed.

The advantage of being able to apply
weed and insect controls at all times also
reduces costly service calls and adds to
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customer satisfaction.

Each tank can be operated indepen-
dently so that different products can be
carried at the same time, Rich
Manufacturing notes.

The location of the spray tanks pro-
vides plenty of space for mowing equip-
ment (up to 72-inch wide decks).

More storage is available in the front
tray for trimmers, power blowers, gas cans
or tools.

Circle No. 196 on Reader Inquiry Card

Improved efficacy claims
for herbicides used with
performance enhancer

Terra International, Inc. has added
Riverside AMS Plus to its Riverside prod-
uct line-up.

AMS Plus enhances herbicide, defoliant
and desiccant performance by modifying
factors such as pH and hard water.It is a
liguid ammonium sulfate activator with
phosphate ester of poly-glycolethers, a
blend of ammonium salts, and formula-
tion aids.

AMS is recommended for use with:

® Diquat, ® Endothal

©® Gramoxone, ® MSMA

@ Poast, ® Jury,

® Roundup, Roundup RT, and

® others requiring an ammonium sul-
fate activator.

Circle No. 197 on Reader Inquiry Card

Utility vehicle carries 1000
Ibs., handles rough terrain

Haul Master’s utility vehicle is powered
by a 4-cycle, 16-hp Briggs & Stratton

engine.
The UV has a 100-1b. |
load capacity and delivers
the power needed for
industrial jobs, landscape
management, farm work
and recreation. !
The unit is good for
transporting cargo or
supplies, or reaching off-
site locales. 3
The mult-purpose &
vehicle has a short turn-
ing radius, and maneu- 8

vers easily in tight spaces and narow
areas.

Equipped with a heavy-duty trans-axle
with full differential and differential lock,
the Haul Master handles rough terrain
while its heavy-duty
housing seals out sand,
dirt, salt water and
other corrosives.

Its wide, low-pres-
sure tires provide good
traction and will not
damage turf.

The vehicle seats
two and hits a top speed
of 20 mph.

Tilting dump box is
more than 48 inches
@ wide and 40 inches
long.

Circle No. 199 on
Reader Inquiry Card

Compact spray system for lawn work

The Dethmers

Manufacturing
Company of Boyden, la. makes a “Spray

Team” for all lawn and garden spraying
equiopment. Sprayers come in a variety of

sizes; from five to
150 gallons.

Dethmers’ ATV
mounted sprayers
come with or without
spray booms, with a
| 14- to 85-gallons

capacity.

The rear mounted
sprayer can be used
for larger jobs.

A large selection
of application pumps
is available.

Circle No. 198 on
Reader Inquiry Card

Go anywhere, do anything
with rugged utility vehicles

The Cushman Turf-Truckster is still
rolling after 30 years in the green indus-
try.

Standard features include:

@ turf chassis with pin disconnect

® heavy-duty carbon steel channel
fram boxed in critical areas;

Other optional and standard imple-
ments and attachments are available to
the green industry professional to increase
the versatility of the vehicle, such as top
dressers, sprayers, Core Harvester, flatbed,
short box and carrier set

The Turf Truckster is rated at 2,600
Ibs., including payload, bed and driver.
Circle No. 200 on Reader Inquiry Card
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This makes light hauling jobs easy

The G-11 Yamahauler is Yamaha Golf Cars’ rugged utility vehicle designed to handle
almost any light hauling job.

The company calls the Yamahauler G-11 one of the most versatile and reliable vehi-
cles on the market.

The drop-side utility box permits almost immediate removal of both its sides and tail-
gate for flat-bed hauling.

The vehicle has a 4-by-4 foot bed, 13.4 cu. ft. of space and a 500-Ib. capacity.

A frame mounted trailer
hitch with a towing capacity
of 150 Ibs. is optional.

The Yamahauler is pow-
ered by a Yamaha 8.6 hp,
four-stroke, overhead valve
engine. Maintenance-free,
transistor-controlled igni-
tion ensures reliable opera-
tion. Bench seats raise to
provide easy access to the
engine.

Circle No. 201 on Reader
Inquiry Card

These vehicles can’t ‘take it easy’

The Kawasaki Mule utility vehicles are well named. They refuse to quit when pushed
to the limit.

The Mule 500, shown above right,
is powered by a 286cc four-stroke
gasoline engine.

The sturdy steel frame encloses a
36-by-44-inch cargo bed.

The Mule 500 has a 660-1b. vehicle
load capacity. An additional 900-1b.
towing capacity can be tapped when
the Mule is equipped with an optional
trailer hitch. The 500 has a continu-
ously variable belt-driven automatic
transmission.

Torque is transmitted through a
pair of pulleys connected by a V-belt,
which lessens the workload on the
driver and maximizes the efficiency of
the small-displacement engine.

The Mule 1000, below right, has a
tilting cargo bed and a payload capaci-
ty of 1000 lbs.

The 1000 is powered by a 454cc lig-
uid-cooled, double overhead camshaft,
eight-valve, four-stroke, counterbal-
anced, twin cylinder gas engine.

Circle No. 202 on Reader Inquiry
Card

Safer fuel storage with
newly-certified 5-gal.
transporting container

Justrite Manufacturing Company, Des
Plaines, Ill., announces its brand new, two-
and-a-half gallon transport/dispensing

cans, models 10540/10541.

Testing of the new containers was com-
pleted in early November 1993, when the
UN certification was granted.

UN approval for the containers means
easier handling and more convenient dis-
pensing than is possible when working
with a heavier five gallon can.

Justrite believes the design meets the
operating and spill-proof requirements
needed when a container is being trans-
ported to a job, while offering the added
protection of a Standard UL listed, FM
approved safety can.

Circle No. 203 on Reader Inquiry Card

Utility vehicle has a 2000
Ibs. capacity, 20 cu. ft.

Columbia ParCar’s Utilitruck EU2000-
XB is built for heavy duty material han-
dling, landscaping, agriculture, lawn care,
motels, airports and other utility uses.

The EU2000XB has more than 20 cu. ft.
of cargo storage space with a payload
capacity up to 2000 lbs. The narrow body
design provides easy maneuverability in
tight areas, and the rear axle is located
directly under the payload area for added
stability.

Circle No. 204 on Reader Inquiry Card
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The most complex,
special equipment
you’ll need to invest in
with our
closed system.

Y E‘,‘*

If you want to use a fungi-
cide in a closed system, here's ’
what you do. Get out your ' get
hose, fill your tank, throw in ¥ v leading fungicide. BAYLETON.
anew BAYLETON® turf and If you'd like more information, call us toll-free at
ornamental fungicide water 1-800-842-8020. Or if you'd like, write to
soluble packet and you're ready to go. us at Miles Inc., Specialty Products, Box
You don't need to invest in a special metering and - 4913, Kansas City, MO 64120.
measuring device with lots of gizmos, whizbangs and . Pick up the new water soluble
doodads. Which means you don't have to learn how R packets of BAYLETON. Then
to operate it, or fix it, or find a place to put it. ' == use all that money you didn't
Better yet, you don't have to invest in a year’s worth nd on a measuring and metering device for

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

Like all closed systems, you reduce worker mm———————==Always read and follow label directions. © 1994 Miles Inc 94S10A0010
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Lawn and garden series
adapts to equipment lines

Sprayer line holds up to 100 gallons

Ritchie Bestway Commercial markets a varied line of Tri-way sprayers.

The Tri-way can be fitted with a 30, 50 or 100-gallon sprayer tank, and it can be trans-
ported three ways. g

The standard package EW
includes a skid mount, or §§
other options:

@ a 3-pt. with a standard §§
category one 3-pt;

® LaBarge Attachment
Plus fork set;

@ a trailer kit that can be
installed in minutes.

Every Tri-way sprayer is
constructed from heavy steel |
with a baked-on powder- |
coated finish.

There are also several
attachments available,
including 40-inch, 120-inch and 6mm booms, hose reel, swivel kit and handgun with
adjustable tip and swivel.

Circle No. 206 on Reader Inquiry Card

Put the versatility and maneuverability
of your ATV to work by adding a Demco
ATV Sprayer, custom-designed to fit
Deere, Commuter, Avenger and other
ATVs.

You get a 55-gallon polyethylene tank
with molded in-sight gauge, and five-inch
fillwell with baffle lid;

@ anti-vortex outlet;

@ single jet agitator

@ in-line tank shutoff valve;

@ in-line strainer;

@ 3-hp Briggs & Stratton engine.

@ 3-way boom control with pressure
gauge;

@ on-off agitation valve and on-off
hand gun valve;

@ built-in hose wrap-up

@ adjustable boom height
Circle No. 205 on Reader Inquiry Card

Edging units install easily,
eliminate trimming work

_Put a Front-Mount
Millcreek Aex;ator on Your
Commercial Mower.

Get more production and profitability from your John Deere,
Ford, Kubota or Excel Hustler up-front mowers by attaching a front
mount Millcreek core plug aerator.

Millcreek aerators have individually-mounted spoon
wheels so you can make gentle turns without tearing
turf. And our sturdy protective cage increases safety.

With so many styles and sizes, including
3-point hitch and tow-behind, choosing a
Millcreek aerator is almost like designing
one for yourself. All this and attractive
pricing too. Call
today for your
free information.

Innovative Concrete Design Corpor-
ation has introduced Select Edge

Decorative Concrete Edging Units, an

M Fits Ford, John
Deere, Kubota,
Excel Hustler

| 42", 63", 84"

B 3-point hitch & tow-behind
models

B Light-duty units also

B Individual spoon wheels

W Safety cage included

attractive, economical, easy-to-install
landscape edging system.
Natural scale, colors and attractive

1-800-879-6507

WA

Ty, = o—
Yurconne

2617 Stumptown Rd.
Bird-in-Hand, PA 17505

Dealer inquiries invited
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appearance combine to make this edging
product a nice blend with any plan.
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The Pacific Rim

Pest & Weed Control

Expo & Conference

Singapore International
Convention & Exhibition Centre

14-16 March 1995

Mark your diary —

'S lhB opening of a
lti-biifion dollar market!

* Only event of its kind in ASia

* Display yourproducts.and explain your services to the largest
gathering of specifiers, buyers.and end-users ever gathered in Asia

* Meet two years worth of sales contacts in just twoidays
® Largest sales potential in the weorld.is in Asia

* Asia's Governments and private enterpgise.are cammitted to US
billion dollar pest and weed controlprograms.

® Get right-up-to-the-minute data on the latest pest & weed control
products, applications and services.

® Attend the information-packed conference and hear of new
business opportunities and scientific developments in pest & weed
control.

————————————————— Faxto +8525754611 — — — — — — — — — — — — — — — — — — — -

I want to know more about Asia's First Expo dedicated to Pest & Weed Control.
Please provide information on:
J Sponsoring ' Exhibiting J Advertising 'J Attending

Name:
il Corporate Title:
o Ll 14, Company:

AD\/ANSTAR Bl Aooress

AMUNICATIONS

ASIA LIMITED -
Advanstar Communications Asia Limited i i Country:

Tel:
Yy Fax:

'

"
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REVIEW

Skip pathology lab with portable meters

The pH and conductivity meters from
ESD can enable turf managers to make
on-the-spot turf diagnoses.

The pH meter, Model 57 is digital, and
reads to the .1 pH unit.

The conductivity tester, Model 70DS,
provides an analog, dual scale, with ranges
from zero to 5,000 micromhos as well as
zero to 3,500 ppm.

Both meters are guaranteed for two
years. Electrodes are guaranteed for six
months. The units include a meter, elec-
trode, buffer solutions of 4, 7 and 10 for
pH only, and a 9-volt battery, as well as
instructions and solid carrying case.
Circle No. 208 on Reader Inquiry Card

Grass catcher holds up to
four bushels of clippings

Grass Packer by Exalted fits virtually
every commercial mower and holds up to
four bushels of debris in its high-capacity,
heavy duty plastic body that is dent resis-
tant and water proof.

Grass Packer uses both an aerodynami-
cally-designed entrance shoot and tapered
cylindrical shape to enhance the air flow
and ensure clog-free operation. In addi-
tion, Grass Packer has large built-in han-
dles and an over-sized cover/hinge assem-

bly for easy carrying and unloading.

The unit is available with a universal
mounting bracket. It comes with a one-
year warranty.

Circle No. 209 on Reader Inquiry Card

Power sweepers also offer
thatch removal from turf

The Sweepster Power Sweepers not
only remove thatch from turf in one pass,
but also leaves, pine needles and thatch,
Sweepster contends.

The machine can windrow thatch and

debris into piles for easy pick-up with a
sweeper that collects thatch in a hopper
for dumping later.

Sweepster Power Sweepers have flexi-
ble polypropylene bristles. The gentle
rotating action of a brush removes debris
without damaging the root system. They
bend as they pass over uneven surfaces,
giving full bristle contact over uneven turf
areas.

When used before overseeding,
Sweepster notes, the Power Sweeper
exposes soil to more sunlight, water and
fertilizer. Sweeping turf areas opens the
entire area the brush head comes in con-
tact with.

Circle No. 210 on Reader Inquiry Card

Landscape and irrigation
design offered for Windows

Green Thumb Software has a
“Windows” version of its landscape design
softward, LandDesigner Pro. The comput-
er program enables professional landscape
designers to produce comprehensive pro-
posals with full-color plans, plant materi-
als and lists, and detailed cost estimates.

Green Thumb’s IrrigatorPro for
Windows lets designers quickly produce
high-quality irrigation designs, complete
with detailed layouts and multiple report-
ing options.

Circle No. 211 on Reader Inquiry Card

The Bell Canada Enterprises Directory Publishing Group is Complllng

THE MOST COMPLETE SOURCE BOOK

FOR THE GOLF INDUSTRY:

&/ Over 100 headings with complete listings of manufacturers and

suppliers for the golf industry.
I/Complctc listing of courses and resorts throughout the

United States and Canada.

V/Sent free of charge to every golf course superintendent, club
manager, and pro throughout the United States and Canada.

For orders or further information call Tom Booher at 1-800-864-2754
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REVIEW

This primed seed has its
own patented process

Whether your concerns are problem
areas or getting a golf course into playable
condition faster, RediSeed primed seed
from Eco Soil Systems enhances seed per-
formances in several ways.

The Solid Matrix Priming (SMP) pro-
cess, which is patented, actually primes
the seed to a point where they are ready to
germinate, then “freezes” that condition
for up to a year.

According to Eco Soil Systems, the dif-
ference between RediSeed and regular seed
is that it begins sprouting hours after
planting and watering.

Penncross, Pennlinks, SR1020 and
Putter bentgrasses are available, along
with Sabre Poa trivialis.

Circle No. 212 on Reader Inquiry Card

Finish mowers available
in three different models

A new family of high-performance,
durable flexwing turf finish mowers
designed to meet the challenges of mow-
ing large acreage has been introduced by
Woods Equipment Co.

The Turf Batwing Finish Mowers are
available in three models: 9144 with a 12-
foot cutting swath, 9180 with a 15-foot
swath and 9204 with a 17-foot swath.

Each Turf Batwing Finish Mower fea-
tures three cutting decks with a cutting
height ranging from 1.5 to 5 inches.

A positive stop, automatic wing lock-up
function enables the operator to remain
seated in the tractor while locking or
releasing the wings from the transport
position.

Circle No. 214 on Reader Inquiry Card

Injection system modifications complete, unit ready
The Toro Company has completed improvements to the InJector Pro Chemical
Injection System for the Multi Pro 1100, and the vehicle is available for delivery.

The pesticide applica-

tion system has gone
through a year of signifi-
cant changes since it was
first released a year ago.
In addition to calibrated,
precision chemical appli-
cation, the InJector Pro
now includes a self-
cleansing pressure-wash-
ing system for total
chemical and rinsate
clean-up.

“The exclusive design
means the Injector Pro
always mixes the exact
amount of chemicals and
adjusts to the chosen
application rate,” says
Kent Hahn, executive vice

president of Hahn, Inc.

Customers can choose from a dual-pumping or single-pumping InJector Pro model,
depending on need. Both systems hold water and chemicals in separate tanks until
moments before application. The console control then automatically monitors and con-
trols the precise amount of chemical regardless of speed.

A self-cleansing washing system cleans injection tanks, and rinsate can then be dis-

pensed onto the turf.

A cab air-flow system keeps possible drift from lingering in the cab.
Circle No. 213 on Reader Inquiry Card

Microscope/camera has
many turf applications

RF Inter-Science has a new portable
camera-adaptable microscope. This unit
provides magnification of 45x and adapts
to most 35mm single-lens reflex cameras
by means of a simple camera adaptor
called Macromate I.

The microscope weighs less than one
pound. RF Inter-Science says it’s excellent
for field work where wide-field viewing and
portability are factors like on-site insect
identification.

No slide preparation is necessary. The
specimen is simply placed on any flat sur-
face, the Macroscope unit placed over it
and focused.

Circle No. 215 on Reader Inquiry Card

Transpiration minimizer
holds moisture in plant

Aquatrols introduces its new LeafShield
anti-transpirant. When applied to foliage,
LeafShield dries to a thin flexible waxy
layer that holds moisture in the leaves and
reduces transpiration stress when there is
insufficuent moisture absorption by plant
roots.

LeafShield is recommended when
transplanting and transporting plants sub-
ject to moisture stress, and as a protectant
against desiccating weather conditions.

It comes packaged in 4x1-gallon, 2.5x5-
gallon and 5-gallon containers.

Circle No. 216 on Reader Inquiry Card

Athletic field absorbent
cuts labor and storage

Rain Check athletic field absorbent
absorbs 500 percent more water than clay,
says its maker, Pioneer Manufacturing Co.
It is also said to cut labor and storage costs
up to 80 percent.

Manufactured of all organic materials,
Rain Check is completely biodegradable. It
goes to work the instant it’s applied, and
leaves no detectable residue to be cleaned
up later.

Rain Check can be applied easily, and
spread evenly to cover up all wet areas.
You allow it to stand for a few minutes,
then rake until level.

Circle No. 217 on Reader Inquiry Card
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MARKET SHOWCASE

Rates: $226 per column inch for 1x insertion; $215 for 3x insedtion; $204 lor B insertion; § 194401 9y insertion, $183 Tagid2x insertion (one inch minimum). Frequency based on calendar year. For ads using
a Reader Inguiry Number, add $35 fo the lotal cost of the ad per issue. For ads using & Secand (oloi stanaard rea: Dliwe:giaen of yellow only, add $75 lo the total cost of the ad per issue

Send ad copy with payment to: Bill Smith, Laxoscart Manasesent, 7500 0lg Da% Bvo Cleweland Do 44730, 0r cal (800) 225-4569 ext. 670 outside Ohio, (216) 891-2670 inside Onio; FAX (216) 826-2865 VISA
MASTERCARD and AMERICAN EXPRESS acoepied

EQUIPMENT FOR SALE BUSINESS OPPORTUNITIES

1
1
I
1
1

ENCORE | == """
lY,\llI AT NDM( for excit “ "

l ulmm- Career Schools
Har St Archba

I ERFORMANCE CALL TOLL FREE 1-800-326-9221 MON-FRI 9-5 ES.T.

Heavy-duty, reliability witha Five-speed Peerless

minimum of maintenance! transmission. True Reverse.
Welded steel deck. Front

: ;:r::o;%% :‘E"él'x“s bumper. Radial cut, .203

1 SIX-INCH BRAKE DRUMS thickness, high-left bladed.

Gear drive and hydrostatic
et ne ot COMMERCIAL INSURANCE
¥ YOKE-STYLE Encore Manufacturing Co., Inc FOR LAWN CARE FNS
core Manufacturing : - o o
- g:ﬂf&smm P.O. Box 888 * Beatrice. NE 68310 GREEN INDUSTRY SPECIALISTS
PULLEYS & M.F.P. Insurance Agency is dedi-
DRUM CIRCLE READER # 306 cated to providing comprehen-

ON INQUIRY CARD sive insurance programs to the
Green Industry at competitive
prices. We back up this dedica-
tion with a staff of professionals
who understand every facet of
your business, from marketing to
customer service. We know how
lo properly insure your company
whether you're a sole proprietor

Get a step ahead of your competition
with a

TURBO TURF HYDRO SEEDING SYSTEM

SEED FASTER, BETTER, AT LESS COST

+ Seed-mulch-fertilize

in one fast step or a multi-state operation
+Also repair & reno-

vate fast and better Just as your customers ook to

#+No messy straw ~i1 for 1awn 6are 8 :
A fhedt and }:U“ﬁtfy. lawn care adan(“ people
PICKUP INSERT DUMPER faster germination come to us for insurance advice
For FREE brochure, call toll free 24 hr. #Very attractive because they do not want to
1-800-755-3867 Lidealie Rixonbod i become insurance experts them-

WE SHIP NATIONWIDE

Jill A. Leonard, V.P

LAWN BADGER ASSOCIATES 1-800-822-3437 1-800-886-2398
ASSISTANT 1108 Third Ave. New Brighton, PA 15066 FAX: 614-221-2203

Gal. S > selves. If you want good advice,
150 Gal. Systems (2000 sq. ft.) $2795.00 the right coverage, and competi-

300 Gal. Systems (4000 sq. ft.) $3995.00 tive rates, please contact
500 Gal. Systems (6600 sq. ft.) $4795.00
750 Gal. Systems (1/4 acre) $7995.00
1000 Gal. Systems (1/3 acre) $2795.00

Richard P. Bersnak, President

M.F.P. Insurance Agency, Inc.

50 West Broad Street, Suite 3200
COMMERCIAL EQU'PMENT Columbus, OH 43215-5917
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To get a FREE 90 page informa
tion booklct on the #1 software

for the lawn and tree care industry 30'x40'x10'
I( ‘;‘x(l)l( ;l}";lol:-;s &/ 8 : $4,1 a5 Reserve Your Space in
3 RS BUALD T YOURSELF AND SAVE WONEY. .00 SZES, AL STEE, LM’'s Marketshowcase Today!
Real Green Computers g 2
1970 winner Sireer. wailed toke. mi 48390 | | HERITAGE BUILDING SYSTEMS i it
« : 800-643-5555 e
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Wide: GLASSIFIEDS

RATES: $1.45 per word (minimum charge, $46). Bold face words or words in all capital letters charged at $1.75 per word. Boxed or display ads: $226 per column inch-1x (one inch mini-
mum); $215-3x; $204-6x; $194-9x; $183-12x. (Frequencies based on a calendar year.) Agency commissions will be given only when camera-ready art is provided by agency. For ads
using blind box number, add $23 to total cost of ad per issue. 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. VISA MASTERCARD and AMERICAN EXPRESS accepted.

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

FOR SALE

FOR SALE- 817-478-3114 » 1984 Chevy 1-Ton
w/350 -auto, pw, pdl, new paint, new 10’ bed w/300
gal fiberglass tank w/10 gpm Bean, 8 hp Kohler
electric start also: 140 gallon fiberglass tank w/10
gpm Bean pump, 8 hp Kohler electric start. 2 Han-
nay electric hose reels w/300 feet of hose,
$9,000.00 * (2) 1980 Chevy with same set-up as
1984, $8,000.00 * 1994 Isuzu Electro-matic,
cab/over w/auto, AC, 109 inch w/b w/new 12’ foot
bed w/electric start. Also, a 200 gallon fmc tank
w/20 gpm Bean pump & 12 hp Kohler & 2 Hannay
electric hose reels w/300 feet of hose. +++ Only has
4,400 miles. A steal at $30,000.00 +++ » 1984 Chevy
Box Truck w/ramp. Has 454, auto, pw/pdl, 1-ton.
New rubber. “Nice Truck” $4,500.00 » 1985 Ford
Ranger p/u, 5 speed, AM/FM cassette, AC, new
transmission. W/100 gallon fmc fiberglass w/Hypro
10 gpm pump & Kohler 5 hp motor & Hannay elec-
tric hose reel w/300 feet of hose. $3,750.00.  3/94

BREATHABLE NURSERY TARPS: Stock and
custom sizes, reinforced edges - grommets every
3 feet. Competitive Prices - Free Delivery - Fast
Service. We accept Visa/Mastercard. 1-800-888-
9669, ask for Dept. LM394. 5/94

1984 FORD F-350 Lawn Spray Truck 750 gallon
steel tank. Mechanical agitation. Tank mounted to
frame with custom bed. D-10 Hydrocell pump.
Hanney electric reel, hose, gun. Good Condition!
$6,500. Call 513-854-4739. 3/94

BROUWER EQUIPMENT new & used. Large
inventory of parts, ask for Brian. Also “Vibro-net-
ters” in stock. Several used Hitchhiker forklifts and
Case 586 for sale. Huber Ranch Power Equip-
ment, Schneider, Indiana, 1-800-553-0552. 3/94

LESCO 100-Gallon Poly Sprayer: 300 foot elec-
tric hose reel, Chemlawn gun, skid mounted.
Used only 30 hours! $1800.00 or best offer.
MUST SELL! 216-564-9206. 3/94

For Sale: Thriving southern California landscape
co. Millions annually, with growth potential. Excel-
lent location, complete maintenance and construc-
tion with trucks, tools, yard and office. Busy year
around. Sacrifice at $430,000. Landscape Indus-
tries 818-790-1502. 12/94

AUTOCAD Release 12 CL/LANDCADD Rel

ORGANIC LANDSCAPE MAINT

REDUCE AGRICHEMICAL USE. BUGS FLYER,
the premier environmental landscape quarterly, tells
you how. Discover the latest environmentally sound
landscape products, techniques, and resources.
Professional subscriptions $18.00. BUGS, Dept.
LM, PO Box 76, Citrus Heights, CA 95611. 5/94

BUSINESS FOR SALE

Active Landscape Business For Sale. Operat-
ing in Boston, MA for 10 years. Accounts/vehi-
cles/equipment. $55,000. 617-524-6481. 3/94

ESTABLISHED LAWNCARE and IRRIGATION
service with branch locations FOR SALE. Located
in northern Minnesota. Largest operator in market
area with few competitors. $200,000 annual rev-
enue. Priced to sell. Call 218-435-1882. 3/94

POSITIONS WANTED

Grounds Superintendent, Arborist Superintendent
Commercial, Campus, or Utility Company. North-
east region. A.S. Arboriculture, MA, CONN Certified
Arborist 20 years commercial building and grounds
maintenance experience. Vast supervisory experi-
ence. Contact: DFH, 50 LUDLOW STREET,
WORCESTER, MA 01603 or 508-757-7866. 4/94

Over 25 years experience in management and esti-
mating of landscape and engineering contracts.
B.S. Degree in ornamental horticulture. Seeking a
management position with bottom line responsibility.
Contact Frank Wolfe, P.O. Box 710372, Santee, CA
92072-0372. Phone (619)788-1797. 3/94

| specialize in taking problem jobs, companies,
landscape and/or golf projects and making them
run smoothly and profitable. Exp. as golf course
supt., landscape architect, construction manager
and contractor. No job too big or too hard. Travel
anywhere worldwide. Reply to LM Box 507. 3/94

CGCS is seeking assistant superintendent position at
quality club where current superintendent will be retir-
ing in the next 1-2 years. Would like opportunity to
work with superintendent to fully understand member
expectations before assuming responsibilities. Expe-
rienced north/south regions. Bob 904-223-7760. 4/94

12 Ver. 1.1 Licensed copy with all manuals and
tech support material. Listed for $4,200.00. Will
negotiate. Contact Ed Pawliczek: 914-651-
4456/Fax 914-651-4458. 3/94

“MOWING CONTRACTORS” WHOLESALE
CATALOG: Commercial parts guaranteed to fit
walkbehind mowers. Wholesale prices on blades,
filters, tires tools, equipment & accessories. SAVE
$$$ on Bobcat, Bunton, Exmark and Scag parts.
Call LAWN CARE PARTS 800-574-6389.  3/94

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

POSITION WANTED: Golf Course Construction/
Grow-in Superintendent. Will relocate worldwide. 18
years experience on high caliber projects through-
out the U.S. Education in Turfgrass Management
and certified by the G.C.S.A.A. Available April 1994.
Call 618-281-6769 for more information. 4/94

BUSINESS OPPORTUNITIES

NOW ...LEARN PROFESSIONAL LANDSCAP-
ING AND GARDENING at home. Accredited pro-
gram provides thorough training in all phases of
commercial and residential landscaping. Diploma
awarded. Free brochure describes program and
opportunities in detail. Call 1-800-326-9221 or
write Lifetime Career Schools, Dept: LF0134, 101
Harrison Street, Archbald, PA 18403. 4/94

EQUIPMENT FOR SALE

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 surplus equipment. Opdyke’s, Hatfield
(Philadelphia Area). 215-721-4444. 12/94

PIPE LOCATOR INEXPENSIVE! Locates, traces
underground drain, water pipe lines of clay, PVC,
ABS, steel, cement. Finds sprinklers, valves,
clogs. Bloch and Company, Box 18058, Cleve-
land, Ohio 44118. (216)371-0979. TF

HARLEY ROCK PICKER BY GLENMAC: Model
A High Lift 1989 Models, Glenmac SN# A-9A0603
and A-9A0604, Like New! $19,250 each unit.
HARLEY WINDROWER ROCK PICKER BY
GLENMAC: Like New! 1989 Model, TR 12 SN#
129A0404; 1989 Model, TR 38 SN# 89A02012.
$5,500 each unit. For More Information Call 815-
436-8400, WADSWORTH GOLF CONSTRUC-
TION COMPANY. 3/94

FINN HYDROSEEDERS AND MULCH BLOW-
ERS- NEW AND USED LARGE PARTS INVEN-
TORY- SAME DAY SERVICE. WOLBERT &
MASTER, INC. 1-800-234-SOIL. 12/94

HELP WANTED

Established and growing Northeastern Ohio com-
pany has positions available in the Garden Cen-
ter, Greenhouse, Retail Nursery, Landscape
Installation, and Landscape Maintenance
fields. Including seasonal and year-round employ-
ment. Send resume to: 2741 Woodlawn Ave.,
NW, Canton, OH 44708. Attn: Duane Klein. 3/94

PRUNING DEPT. MANAGER

Creative leadership position with full
management responsibilities for a 15 person
tree pruning dept. and a 20 person omamental

pruning dept. State of the art facilities and
equipment provided with the best arborists in
the region. Min. 5 yrs. exp. pruning & super-
visory bkground. College degree helpful, but
not nec. Base salary + performance bonus,
health, dental, disability ins. & pension plan.
Send resume w/ref. & salary requirements to:
SWINGLE TREE COMPANY
8585 E. Warren Ave.
Denver, CO 80231
Attn: Mr. Greene
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HELP WANTED

LANDSCAPE MAINTENANCE MANAGERS:
Well established major landscape firm needs
experienced, quality minded professionals for
northern California operations. Challenge and
opportunity await high achieving, self motivated
individuals. EOE. Send resume to: Cagwin & Dor-
ward Landscape Contractors, P.O. Box 1600,
Novato, CA 94948-1600. 3/94

SERVICE MANAGER: Quality, growth oriented
company servicing Central MA and Southern NH.
Self starter with good communication and man-
agement skills desired. Work involves fertilizer
and pesticide delivery, slice seeding and aerating.
Excellent salary, bonus, benefits. Forward resume
to Lawn+Doctor of Nashoba Valley, Box 2129,
Acton, MA 01720, 800-742-4468. 3/94

Searching for the right employee? Time for a
new position? Contact Florapersonnel, Inc., inter-
national search and placement firm for the land-
scape, irrigation industries and allied trades. Confi-
dential. Fee paid by employer. Florapersonnel,
Inc., 2180 W. 434, Suite 6152, Longwood, FL
32779-5008. Phone: (407)682-5151 Fax: (407)682-
2318. TF

LEADING TREE AND SHRUB CARE COMPA-
NY, seeks an ambitious manager to start a lawn
care division in the Westchester County, NY and
the Fairfield County, CT area. Candidates must
have 5 years of experience in sales and services
as well as exceptional managerial and interper-
sonal skills. This position will offer a profit sharing
program plus a wide range of benefits. Experi-
enced individuals should send a resume with
salary requirements to: Human Resources Dept.,
c/o Nature's Trees Inc., 360 Adams St., Bedford
Hills, NY 10507, Fax 914-666-5843. 3/94

GREENSWAY GOLF COMPANY, a Golf Con-
struction Employment Service. We specialize in
short and long term placement. If you specialize in
Golf Course Grading and Shaping, Irrigation, or
Construction Management, send your resume
today and join the fastest growing data base of
available Golf Course Construction personnel.
Overseas and domestic jobs available. Mail or
Fax resume to: GreensWay Golf Co., Attn: Chris
Johnson, 101 S. Kraemer Blvd. Suite 132, Placen-
tia, California 92670, FAX 714-524-7255. 3/94

HEAD, ORNAMENTAL HORTICULTURE
DEPARTMENT (12 month position). Tenure-track
position, 65% teaching, 35% administrative.
Responsibilities include management of personnel,
budgets, facilities, student matters; supervision of 9
teaching faculty plus technical and clerical support
staff. Tenuie based on teaching portion of position.
Salary commensurate with qualifications and expe-
rience. Position available Sept. 1, 1994. Minimum
qualifications include: Ph.D. in horticultural science
or a closely related field; demonstrated commit-
ment to and involvement with the science and prac-
tice of horticulture; demonstrated administrative
ability; strong personnel management skills; suc-
cessful university teaching experience. Expertise in
turf management and ornamental horticulture
industry experience desirable. Closing date: April
30, 1994. Obtain applications from Ornamental
Horticulture Department, 805-756-2279, FAX 805-
756-2869. Refer to recruitment code 43035. Appli-
cations due by April 30, 1994, to Professor Stephen
F. Angley, Interim Head, Ormamental Horticulture
Dept., Cal Poly, San Luis Obispo, CA 93407. Cal
Poly is strongly committed to achieving excellence
through cultural diversity. The university actively
encourages applications and nominations of
women, persons of color, applicants with disabili-
ties, and members of other underrepresented
groups. AA/EEO. 3/94

IPM Supervisor: Excellent opportunity at 300 acre
botanic garden for experienced person in IPM with
supervisory background. B.S. required. Send
resume to Human Resources, Chicago Botanic
Garden, P.O. Box 400, Glenco, IL 60022-0400. 3/94

Hermes Landscaping and Nursery, a solid, stable,
and progressive company, headquartered in
Kansas City for nearly 30 years, is seeking pro-
duction and sales professionals. We are seeking
both entry-level and experienced candidates for
various production, sales and design positions in
our Nursery, Landscaping, and Maintenance Divi-
sions. Must have B.S. Degree. Send resume and
salary requirements to: Hermes Landscaping,
P.O. Box 14336, Lenexa, KS 66215 or call Tracy
Strohm at 913-888-2400. 3/94

LAWN CARE SERVICES Marketing Manager &
Lawn Care Technicians. Rapidly expanding com-
pany searching for talented communicators. We
have offices in NH & MA. Soon to be opening 3rd
Branch. To succeed with us you must be willing to
learn, ambitious, customer-oriented, earmnest, and
hard-working. Major marketing plans underway.
Must have two years experience in industry. Qual-
ified applicants send resume to: PARTNERS
QUALITY LAWN SERVICE, INC., PO Box 1205,
Easton, MA 02334 or call 508-238-8550. 3/94

MAINTENANCE PROFESSIONALS: Michigan's
leading provider of the finest in Horticultural Ser-
vices is currently accepting applications from expe-
rienced GroundsCare Foremen, Turf & Omamental
Applicators, and Pruning Specialists. Send resume
in confidence or call TORRE & BRUGLIO, INC.,
850 Featherstone, Pontiac, Ml 48342, Attn: David
Drolshagen, 810-452-9292. EOE. 4/94
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If your present supplier isn't
providing you with a foolproof
pest and weed control formula,
call on the SHAW'S TEAM! They're
loaded and ready to BLAST your
weed and insect problems away!

‘Registered Trademark of DowElanco

AT \

Inquiry Card

KNOX FERTILIZER COMPANY, INC.
P.0. Box 248, Knox, Indiana 46534
(219)772-6275 / Fax: (219) 772-5878
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LOFTS

Get the benefits of

the experience
of Lofts

Marie
Pompei

Wildflowers! They're a beautiful,
low-maintenance alternative to
mown turf. And no one can help you
choose wildflowers better than
Marie Pompei at Lofts.

As a wildflower specialist, Marie will consider
Kour geographical area, the soil moisture,
eight of growth and time of flowering. She’ll
even consider colors. Then she'll recommend
the specific mix to provide the best results.

If soil erosion or weed invasion are problems in
your area, Marie can suggest the best compan-
ion grass. She'll also suggest how to properly
manage the field for optimum floral display in
the years to come.

Wildflowers need very little care. So they're
perfect for roadsides, parks, golf courses,
estates or industrial sites. They're ideal for
areas that are hard to mow. Or any place that
needs color. Try low-maintenance, natural
wildflowers as your colorful alternative to high-
maintenance turf. And get your wildflowers
from Lofts.

Lofts has been a leader in the seed business
since 1923. In fact, Lofts introduced Pinto as
one of the first commercial wildflower mixtures.

Call Marie at Lofts today. She’'ll help you select
the wildflower mix suited to your needs.

" Lofts Seed Inc.
' World’s Iargfgaggsnarketer of turfgrass seed

Bound Brook,
! (800) 526-3890 * (800) 624-1474 (NJ)

Circle No. 127 on Reader Inquiry Card



