


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

Scientific name: Growth habit: Shade 
tolerance: 

Agrostis Spread by Fair 
stolonifera aggressive 

stolons 

Heat tolerance: Cold tolerance: Traffic and wear Seeding rate, Seeding rate, 
tolerance: greens: fairways: 

Good Excellent Very good 1 to 1 tfr Up to 50 lbs. 
lbs. per per acre 
1000 sq.ft. 

Penncross 
For tees and greens 

The standard for creeping bentgrasses A few fine courses with Penncross greens: 
since 1955 and still the most specified • PGA West Stadium Course 
bentgrass for golf courses. Recovers • The Vintage Club 
quicldy from injury and divots. Good • Troon North Golf Club 
heat and wear tolerance. First choice • Wolf Run Golf Club 
of golf course architects and superin- • Eagle Crest Golf Course 
tendents. • Kananaskis Country Golf course 

D a n n n ^ n l n The t o P performing fairway bentg] 
r e n n e a g i e Germinates quickly. Uprient, dens 

growth habit helps crowd out poa 
For fairways 

growth habit helps < 
annua. Salt tolerant. 

rass. A few courses with Penneagle fairways: 
dense • Oakmont Country Club 

• Butler National Golf Club 
• Pumpkin Ridge Golf Club 
•The Merit Club 
• Inverness Club (Toledo) 
• DesMoines Country Club 

PennLinks 
For new greens, 
green renovation and 
overseeding 

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

A few fine courses with PennLinks greens: 
• Wilmington Country Club 
• Inverness Club (Toledo) 
• SandPines Resort 
• Prairie Dunes Golf Club 
• Baltimore Country Club 
• Wild Wing Plantation 

PennWay 
Blend 

For fairways and winter 
overseeding greens 

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

A few courses featuring PennWay: 
• Wakonda Club 
• Carlton Oaks Country Club 
• Riverwood Golf Club 

(winter overseeded greens) 

PennTrio 
Blend 

For tees, fairways, greens, 
and winter overseedim 

Certified creeping bentgrass blend with The increasingly popular blend for 
1/3 each Penncross, Penneagle and all around the course, from the 
PennLinks. All the attributes of a blend world leader and foremost 
with ready-to-seed convenience. marketer of creeping bentgrasses. 

ling 

For more information, call or fax: Tee-2-Green Corp., 1-800-547-0255 1 FAX 503-651-2351 
Circle No. 134 on Reader Inquiry Card 



LANDSCAPE 
MANAGEMENT 

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 (National 
Landscape Association), 1250 I St. NW. Suite 
500, Washington, DC 20005; (202) 789-2900. 

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

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

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

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

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. 

Manager's Association 
Sports Turf Managers Association, 401 N. 
Michigan Ave., Chicago. IL 60611-4267; (312) 
644-6610. 

Turf and Ornamental Communicators Associa-
tion. 421 West Travelers Trail. Burnsville, MN 
55337; (612) 894-2414. 

A S WE SEE IT 
JERRY RÖCHE, EDITOR-IN-CHIEF 

The Great Swami speaks... 
It's January, a time of renewed hope 

and optimism for golf and landscape pro-
fessionals, and a time when the Great 
Swami of Strongsville briefly emerges 
from his long winter hibernation to make 
his long-awaited prognostications for the 
coming year. 

Opening a recent conversation in a 
lighter vein, the Great Swam predicts that 
Chicago Cubs fans will have to wait anoth-
er year for a National League pennant 
(though it's probably not so light a vein to 
Cubbie fans), and all of those Redskin fans 
in Congress will have to wait at least 
another year for a winner, too. 

So much for The Swam's rock-solid 
predictions. Here are some others: 

• If the Federal Reserve Board doesn't 
monkey around with interest rates too 
much this year, Swam says, lawn care 
companies and landscape contractors will 
break all sales records. 

The Swami sees construction burgeon-
ing from coast to coast in 1995. "But it 
won't last forever," he hastens to add. 

• The USGA will outlaw use of the 
reviled stimpmeter on golf course greens 
before the end of the year. 

The Swami, an inveterate golfer, 
doesn't enjoy fast greens, and he doesn't 
know anybody who does, especially when 
$75,000 isn't riding on every putt. Greens 
that stimp at 300 or 400 take all the fun 
out of the game, he says, and the USGA 
will finally recognize this. 

• At least one National Football League 
team and at least two major universities 
with respected football programs will ren-
ovate their stadiums, replacing synthetic 
turf with natural surfaces. 

The players don't like plastic grass, the 
coaches don't like it—even the fans don't 
like it anymore, administrators will rea-
son, the Swam believes. So why use it? 

• Continuing a recent trend, public 
outcry for more annuals, flowering shrubs 
and ornamental grasses will leave the 
nation's nurseries bereft of material for 
the first time in history. 

Landscapers, golf course superinten-
dents and park managers will react to pub-
lic demand by purchasing and installing 
more colorful plant material than ever—if 
they're smart, the Swami says. 

• Mother Nature will play havoc with 
weather in all parts of the country. The 
Northeast and Upper Midwest will be 
snowed under much of the winter; spring 
tornadoes will pepper the Midwest; at least 
one major earthquake will hit the West 
Coast; the Pacific Northwest will be wet; 
and at least one major hurricane will rid-
dle coastal areas of the Southeast. (The 
Great Swam really went out on a limb with 
those predictions, didn't he?) 

• LANDSCAPE MANAGEMENT magazine 
will continue to be the best value in the 
green industry, the Swami says. He's been 
a big LM fan for many years now, and con-
tinues to read it from cover to cover each 
month. He says he likes it even better 
than his subscriptions to Playthings and 
News of the Occult, partly because it's 
free, but mostly because it's got so many 
great articles. 

Swami tells us that even a drastic 
increase in second-class postage rates and 
the cost of paper won't affect the maga-
zine's superior performance in 1995. 
(Thanks, Swami...we needed that.) 

Now, before turning the page, please, 
dear readers, accept our wishes for a 
bright, prosperous and profitable 1995. 
"Hang tough," the Swam says, packing his 
turban away for another year. "It's gonna 
be a great one." 

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. 
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'WEKNOW YOUR TURF' 
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8 Landscaping grows 12.7% 
Diversification seems to be a key, but the economy 

picked up sufficiently before the onset of summer to 

ensure success last year. 

Jerry Roche 

m •••••• 

14 LM Reports: 
Trailers & accessories 
A pick-up truck is often not complete until you add a 

trailer or other transport accessory. 

Terry Mclver 

16 Hiring on personality 
Before you start hiring new people, the first thing you 

have to do is to define your own personality. 

Charles Mander Kooi 

22 Diesel engine maintenance 
To ensure minimal downtime repairs, maintenance 

checks are particularly important in the hot weather 

and during the peak season. 

Tom Kane 

24 Treating oak leaf spot 
34 Article index, 1994 
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1G It's fine fescue 
Fine fescues adapt to virtually any cool-season golf 

course setting and provide a Traditional' look. 

Larry Kassell 

4G New bentgrasses 
You cna expect new varieties of bentgrasses offering 

better disease resistance, say breeders. 

Ron Hall 

8G Renaissance man 
Pondering the future, 16-year veteran superintendent 

Jim Nicol sees electric mowing, improved turf culti-

vars and money cartels meeting head-on. 

Jerry Roche 

12G Past and present 
Colliers Reserve, an Audubon Signature Course, 

achieves a balance between a man's playground and an 

animal's refuge. 

Terry Mclver 

13G Planning for guests 
At the Greenbrier resort, Bob Mitchell says guests 

don't want to look at course construction. 

Jim Guyette 

20G Forcing grass to grow 
That's what's going on at Soldier Field and the Bears' 

practice fields over the course of 12 months—even 

today when the team is long gone from the playoffs. 

Ken Mrock 

I 

26 Controlling fire ants 
The cost of controlling this pest can be decreased by 

using a program similar to the one at the Colonnade 

in Birmingham, Ala. 

Bill Cobb & Dr. Pat Cobb 

32 Selecting grasses 
Climate is still a big turfgrass survival factor, but 

research has expanded the areas of adaptability for 

some species. Here are some of the most popular vari-

eties of turfgrass. 

Terry Mclver 
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44 Bio pesticides grow 
The market for biological pesticides in the U.S. is scheduled to 

hit $150 million by 1997, according to a study conducted by the 

Freedonia Group, Cleveland. That's a growth of 4.5% per year. 

45 Interest in IPM, too 
Seventy-seven percent of respondents to a National Arborist 

Association Mini-Survey said they follow Plant Health Care or 

Integrated Pest Management techniques. Such programs have 

been available to customers for an average of 6.8 years. 

1 As We See It... 
6 Ask the Expert 

42 Jobtalk 
46 Events 

48 Product Review 
50 Market Showcase 
51 Classified 
52 Ad Index 

ON THE COVER: The Price Residence won the Ben Slade Award 

from the California Landscape Contractors Association for overall 

maintenance. Maintained by Mike's Landscape & Maintenance, 

Torrance. Photo courtesy of CLCA. 

R E A D E R A D V I S O R Y P A N E L 

Joe Alonzi 
Westchester Country Club 
Rye, N.Y. 

Rod Bailey 
Evergreen Services 
Bellevue, Wash. 

Alan Culver 
Mahoney Golf Course 
Lincoln, Neb. 

Charlie Racusin 
Environmental Ldsc. Sen/ices 
Houston, Tex. 

Jack Robertson 
Robertson Lawn Care 
Springfield, III. 

Steve Wightman 
Jack Murphy Stadium 
San Diego, Calif. 
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The next 
i s y o u r s 
MAKE IT WITH AgrEvO 
Experienced pros know. Mother Nature is a formidable adversary. 
Pros who have mastered the turf & ornamentals game know a strong 
opening won't be enough to beat back the competition. They know when to 
apply a strong offense or strong defense... when to strike quickly... when to 
play the waiting game. Grounds management is complex. Climate, geography, 
weeds, disease and the environment can affect your game plan. 
When it comes time to make a move, experienced, grounds 
managers rely on AgrEvo for a complete product line 
of herbicides, insecticides, fungicides and fertilizers 
— all designed to provide you with a strategic edge. 

It's your move. Checkmate turf & 

^

ornamental problems with knowledge, I 
experience and AgrEvo. 

AgrEvo 
A company of Hoechst and NOR-AM 

Specialty Products . 

AgrEvo USA Company 
Little Falls Centre One, 2711 Centerville Road 
Wilmington, DE 19808 



move 



ASK THE 
EXPERT 

D R . B A L A K R I S H N A R A O 

I n f o r m a t i o n o n t h e g r e e n i n d u s t r y 
Problem: I am in the process of opening a lawn and landscape 
management company. I plan to offer irrigation installation and 
repair and herbicide and fertilizer applications, but am a novice 
in that part of the field. Do you know where I can find any litera-
ture on these subjects or any courses I could take at home? 
(Florida) 
Solution: Regarding the pertinent literature and/or courses in 

your field, contact the University of Florida in Gainesville or other 

universities in your area. Your local county cooperative extension 

service can give you a listing of local schools that offer courses in 

agricultural sciences. You may be interested in a four-year degree 

or a two-year associates degree in turfgrass and ornamental man-

agement areas. 

Once you obtain enough background and confidence, the 

technical part of your business will be easier. These schools 

should provide you with the basic knowledge of programs related 

to your interest. 

Developing a service on a program basis will require some sci-

entific background and technical expertise. Therefore, if you are 

unable to obtain it through schooling, consider the following 

alternatives: 

1) Work for another company as an intern or employee. 

2) Hire a technical expert (advisor) knowledgable about pro-

gram development. 

3) Hire a private technical consultant/contractor. 

In addition to the technical aspect of the programs, you also 

need expertise in equipment, business management, and so on. 

Contact the appropriate experts to help you in this regard. 

You also need to become familiar with federal and state laws 

pertaining to your interests. A pesticide applicator/operator 

license may be required in order to purchase and apply pesticides. 

This information may be obtained through your local Department 

of Agriculture and/or EPA office. 

Attend seminars and/or conferences related to your interest in 

services. Also, become a member of local, state or national orga-

nizations such as Professional Lawn Care Association of America 

or International Society of Arboriculture. Subscribe to trade mag-

azines, such as LANDSCAPE MANAGEMENT, Arbor Age, and/or Tree 

Care Industry and cooperative extension publications and/or 

newsletters. 

(ED. NOTE: See Page 1 for a list of some of the best trade 

organizations in the green industry. Additionally, the PLCAA has 

a home study course in turf management it conducts in coopera-

tion with the University of Georgia. To find out more about this 

course, call the PLCAA at (404) 977-5222.) 

W i l l h o r t i c u l t u r a l oi l h a r m f l o w e r s ? 
Problem: Will horticultural oil harm annuals or perennials grow-
ing beneath trees? Normally, we would have used oil before 
these annual flowering plants are planted. We are thinking of 
using oil at other times during the growing season when flower-

ing plants will be in bloom. (New York) 
Solution: Based on the information that I have, and in checking 

with other researchers, I found no evidence of any phytotoxicity 

concern with horticultural oil on annual flowers (when applied 

according to label specifications). 

According to University of California publication "Managing 

Insects and Mites with Spray Oils," narrow-range oils (Sunspray 

6E) can be used in greenhouses on bedding plants, vegetable 

transplants and house plants such as azaleas, begonias, camellias, 

chrysanthemums, crown of thorn, dieffenbachia, ferns (excluding 

maidenhair fern), gardenias, geraniums, jade plant, most palms, 

philodendrons, poinsettias, portulacas, and on house plants 

(excluding ficus plants). Ficus plants show water-soaked spots 

from 1 percent oil application and necrosis from 2 percent oil 

application. 

However, reports do suggest that under certain adverse envi-

ronmental conditions, such as high temperature, high humidity 

and/or low soil moisture, some plants may be sensitive to pesti-

cides in general. Other studies suggest that oils should not be 

applied to geraniums and mums in bloom, or to poinsettias dur-

ing the bract expansion stage. Applications should be avoided 

when relative humidity remains above 90 percent for more than 

48 hours or temperatures are above 90° F. Most of this informa-

tion is from greenhouse and/or indoor plant set-up where relative 

humidity could be high. 

Information on the effect of oils on understory plants, such as 

annuals in landscapes, is lacking. 

Sometimes the problem may be related to not recirculating 

the hot mix from the hose into the tank prior to treating. On a 

very warm day, mixture in the hose can get very hot when the 

sprayer is not being used. In this case, the best thing to do is to 

recirculate the mix before treating. 

Another way to mnimize the spray drift/drip on non-target 

plants is to use proper applications, disc size and technique. 

Generally it is sufficient to wet the foliage instead of the past 

practice of spray to the point of drip. 

Field experience has demonstrated that spraying the flowers 

with water after the application minimizes the potential for 

injury. 

If you are thinking of using horticutural oil throughout the 

growing season for the first time, it is better to try it in a small 

area and learn more about the safe handling and potential phyto-

toxicity of the product before using it on a wide scale. 

Read and follow label specifications for better results. 

Dr. Balakrishna Rao is Manager of Research and Technical 

Development for the Davey Tree Co., Kent, Ohio. 

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

7500 Old Oak Blvd., Cleveland, OH 44130. Please allow two to 

three months for an answer to appear in the magazine. 



You just won't cut grass. 
You'll make it disappear. 

ime is money. And nohxxiv knows it better 

than a turf care professional. You need to squeeze 

maximum productivity out of ever) hour. 

Toro resjxinds with our new 

Guardian* Recycler* 

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 tuif. Now you see 

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

hauling or landfill fees. Just a superb quality of cut. 

And, with no side or rear discharge, its safer 

and trims equally well from either side. Its also 

ruggedly durable. 

The loro Guardian Recycler. The latest 

example of our 60 year partnership with turf 

care professionals. 

And that will never disappear. 

I kifyingYm Put Quality Into Phcy. 

For more details, contact your Toro Distributor. 

1-800-803-8676, ext. 176 
© 1993 The Tow (xmpany. All rights reserved. The Tow (j/mpany, 8111 lyndale 
Aitmue South, MvineafxAis, Minnesota 55420. "Tom," "Gnrundsmaster" 
"Gu/irchan "arui 'Ifarycler" an registered tratierruirks of The Ton* (jumpnny. 

Circle No. 137 on Reader Inquiry Card 



COVER STORY 

LOOK OUT, AMERICA: 
landscaping 

indnsòy 
grows 

at 12.7% 
annual clip 

Mowing/Maintenance (35.7%) 

Diversification seems to be a 
key, but the economy picked 
up sufficiently before the 
onset of summer last year to 
ensure success . 

• The landscape industry grew at an excellent 

clip in 1994, and appears to show no signs of 

slowing down, according to LANDSCAPE 

MANAGEMENT'S first "State of the Landscaping 

Industry". 

Landscapers across the U.S. said they grew 

an average of 12.7 percent from 1993 to 1994, 

and predict they will grow an additional 13.6 

percent in 1995. Interestingly enough, even 

the big companies—those with revenues of $1 

Chem. Apps. (4.6%) 

Sod Installation ( 6 . 5 % ) 

Landscape Construction ( 2 8 . 1 % ) 

oo/.] Oilier* (7.8%) BASE: 230 

irrigation 1.4% 
aeration 1.4% 

dethatching/renovation 1.3% 
interior plant maintenance 0.7% 

erosion control 0.6% 
unspecified 0.9% 



million or more—reported an 

average growth of 12.5 percent. 

Total receipts of LM's 16,566 

landscape readers in 1994 were 

$8.0 billion, according to the 

survey: $4.05 bi l l ion in 

design/build accounts and 

$3.95 billion in mowing/main-

tenance accounts. 

Survey questionnaires (994) 

were mailed in November to 

LM subscribers. A total of 233 

were returned, for a response 

rate of 23.4 percent. 

Of the 191 companies claim-

ing to have grown in 1994, 158 

said at least part of the increase 

came from adding new cus-

tomers. But almost one compa-

ny in five added services in 

1994, the most popular among 

them: 

• walks, decks and patio 

construction; 

• irrigation installation and 

repair; 

• snow plowing; 

• retaining wall construc-

tion; 

• mulch supply and instal-

lation; 

• aeration; and 

• tree fertilization and pruning. 

Diversification appears to be 

the key, then, to maintaining a 

successful landscape business. 

The average company gets 35.7 

percent of its receipts from 

mowing/maintenance, 28.1 per-

cent from construction, 6.9 

percent from design. But it also 

depends heavily on other func-

tions—sod installation, nursery 

sales and chemical applica-

tions—for more than 20% of its 

receipts. A small percentage of 

the receipts come from such 

diverse tasks as renovation, 

interior plant maintenance, 

golf course maintenance and 

erosion control. 

Other ways landscapers are 

diversifying: flower installation 

and maintenance, hydroseed-

ing, pressure washing, consult-

ing, shrub care, excavation, 

integrated pest management 

(IPM), overseeding, trash 

removal, parking lot cleaning. 

Finding good employees 

continued on page 12 

PURCHASING POWER OF LM'S LANDSCAPE READERS 
PRODUCT 
CATEGORY 

% OF 
SAMPLE 

MEDIAN 
DOLLARS 

MEAN 
DOLLARS 

PROJECTED 
TO CIRC. 

Soil 
aerators 

22% $1,550 $2,080 $7,580,500 

Fert./herb. 
combos 

59.7% $3,000 $18,770 $185,633,500 

Domestic 
pick-ups 

53.9% $16,000 $22,000 $196,439,500 

Dry-app. 
fertilizer 

71.2% $2,000 $8,830 $104,150,000 

Ornamen-
tal fert. 

56.5% $950 $3,700 $34,631,000 

Liquid-app. 
fertilizer 

13.6% $1,750 $6,070 $13,675,500 

Post-emerg. 
herbicides 

63.4% $1,000 $2,340 $20,700,000 

Pre-emerg. 
herbicides 

50.3% $900 $4,060 $33,830,500 

Small 
mowers 

42.4% $2,000 $4,040 $28,377,000 

Mid-size 
mowers 

30.9% $5,000 $10,400 $53,236,500 

Large 
mowers 

18.8% $12,700 $26,620 $82,905,500 

Turfgrass 
sod 

64.9% $15,250 $14,900 $160,195,000 

Irrigation/ 
sprinklers 

42.9% $9,000 $18,000 $127,922,500 

Compact 
tractors 

25.7% $15,000 $22,010 $93,706,500 

Turf 
fungicides 

31.9% $500 $2,180 $11,520,500 

Turf 
insecticides 

37.7% $1,000 $4,290 $26,792,500 

Turf-
seed 

75.9% $1,000 $5,240 $65,885,500 

T O T A L $88,600 $175,520 $1.25 BILLION 
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Precision Controlled Nitrogen 

i 

The climate Is right for 
a fertilizer revolution 

The introduction of ESN precision controlled 
nitrogen represents the latest in scientific 
advancements that now allow you a vastly 
improved method of maintaining healthy vibrant 
turf. 

Developed in the laboratories of Exxon 
ChemicalI ESN represents a major advancement in 
nitrogen management made possible by the 
most sophisticated scientific resources available. 

Much more than a slow release fertilizer, 
ESN's patented polymer coating allows the 
release of nitrogen based entirely on 

temperature. The same temperature pattern that 
regulates a plant's demands for nutrients. 

ESN's Temperature Sensitive 
Polymer Membrane - the Secret 
for High Performance 

The secret to ESN's innovative technology is 
the polymer membrane surrounding a high 
quality urea granule. Once exposed to moisture, 
the inner nitrogen remains encapsulated and will 
only be released when the surrounding 
temperature is sufficient for plant growth. 



You Control the Duration 
of Nitrogen Release 

To allow you complete control of your 
fertilizer program, you may choose different ESN 
longevity formulations. For example, in some 
applications a two month material may be 
appropriate, while in others a 4-6 month 
material is more suitable. 

ESN comes blended with other essential 
nutrients vital for a well rounded fertilizer 
program. 

Controlled Release for Maximum Results 

Since temperature is the only environmental 
factor determining nitrogen release, the ESN 
technology greatly reduces the potential of 
wasted nitrogen associated with other traditional 
fertilizer products. 

With the precision of ESN's controlled release 
of nitrogen the volume of clippings is greatly 
reduced while overall turf color and vigor 
improves. 

Turf trials and university research across the 
U.S. have demonstrated ESN's ability to 

outperform all other fertilizer technologies on 
the market today. 

ESN represents a quantum leap in fertilizer 
technology and is setting new standards for 
fertilizer performance. 

For more information on ESN and the 
complete line of UHS products, please contact 
United Horticultural Supply, toll free at: 

1-800-847-6417 

H o r i i c u t t u r a l S u y p p l y 
Working To Enhance Our World 

ESN is a registered trademark of Sherritf, Inc. 



THE LANDSCAPE INDUSTRY: Where are the revenues? 

Company revenues 
$0 
$1-$49,999 
$50,000-599,999 
$100,000-$199,999 
$200,000-$499,999 
$500,000-5999,999 
$1,000,000 or more 

TOTAL 

Company revenues 
$0 
$1-$49,999 
$50,000-$99,999 
$100,000-5199,999 
$200,000-5499,999 
$500,000$999,999 
$1,000,000 or more 

TOTAL 

M O W I N G / M A I N T E N A N C E 
Total companies 

3396 
3910 
1590 
3114 
2170 

795 
1590 

D E S I G N / B U I L D 
Total companies 

1375 
4688 
2319 
2506 
3114 
1524 

944 

BASE 229 

Total industry revenues 
$0 

$97.7M 
$119.3M 
$467.1 M 
$759.5M 
$596.2M 

$1,908.0M 

Total industry revenues 
$0 

$ 1 1 7 . 2 M 
$173.9M 
$390.1 M 

$1089.9M 
$1143.OM 
$1132.8M 

$4.05 BILLION 

continued from page 9 
continues to be a thorn in the side of 

the landscape industry. Because of low 

unemployment rates—as little as two 

percent or so in some areas—landsca-

p e s are having to pay higher wages 

(and offer more benefits) to attract 

quality employees. As a matter of fact, 

labor was listed by one-third of the sur-

vey respondents as being the fastest-ris-

ing cost of doing business. 

Other fast-rising costs were 

insurance, equipment , and 

taxes, including workmen's 

compensation. 

With these increasing 

costs, landscapers are not 

hesi tat ing to raise their 

prices. Fifty-five-and-a-half 

percent did in 1994, and 52.2 

percent are already commit-

ted to raising them in 1995. If 

even half of those undecided 

landscapers come through, 

about two of three landscape 

companies will raise prices 

next year. 

Overall , LM's landscape 

readers spent $1.25 billion— 

or about 15.6 percent—of 

their $8 billion revenues on supplies 

ranging from pick-ups to turf fungi-

cides to turfseed. 

According to the survey results, 

landscapers purchased almost $200 mil-

lion worth of domestic pick-up trucks 

in 1994, and spent an additional $185 

million on fertilizer/herbicide combina-

tions. Other big-ticket items in the 

landscape industry: turf sod ($160 mil-

lion), irrigation and sprinkler equip-

ment ($127 mill ion), and dry-applied 

fertilizer ($104 million). 

—Jerry Roche 

LANDSCAPE COMPANY GROWTH 

1 9 9 3 A C T U A L - - • 1 9 9 4 P R E D I C T E D 1995 



TOAD STRANGLED • GULLY WASHER 
DRIZZLE • SPRINKLER • SHOWER 
CLOUD BURST • STORM • THUNDER 
STORM • SQUALL • TORRENT • DOWN-
POUR • DRENCHER • DELUGE • SOAKER 
MILLION DOLLAR RAIN • MONSOON 
TEMPEST • CATS & DOGS • WILLIWAW 
BUCKETS • SUN SHOWER • POURING 
RAIN • DUCK WEATHER • DRIVING RAIN 
DRIPPER • SPIHEftflfAICADE • STORM 

THALONIL 

Once again, studies at major 

universities have proven that 

Thalonil™ stands up strong to the 

competition. 

In fact, one-on-one studies, 

comparing rates, timing and 

disease control, did a lot more than dampen the compe-

tition's spirits. The results convinced a lot of professionals 

to switch to Thalonil. 

With Thalonil, you get proven control of dollar spot, 

brown patch, snow mold, algal scum and many, many 

more costly diseases. Plus, Thalonil 

offers you superior handling charac-

teristics, greater storage stability, and 

a fair deal at the same time. 

STICKS* Taik to Terra for 
Thalonil and all 

of your professional product needs. 

Terra International, Inc., P.O.Box 6000, 

Sioux City, Iowa 51102-6000,1-800-831-1002. 

Summary of trial results available on written request. RESULTS DON! LIE. 
Always Read and Follow Label Directions. 

Circle No. 136 on Reader Inquiry Card 



LM REPORTS 

Trailers of the trade 
A pickup truck is often not complete 
until you add a trailer or other transport 
accessory. 

• Mowers...aerators...sprayers...chippers...mulch...ornamental 

plantings. Lots of equipment and material that has to be trucked 

from job to job. 

And since you don't skimp on motorized equipment, if you 

shop for a new trailer or dumping accessory, get the best that 

money can buy. 

Consider size before you consider cost. A smaller unit will be 

under-used if it can't haul all the equipment you need it to haul. 

And the larger the trailer, the more versatile it will be. 

Then consider style. Do you want the equipment covered? If 

so, there are a wide variety of enclosed trailers to choose from. 

Many models of this type are made by Wells Cargo (see photo). 

These include a door that swings down to double as a loading 

ramp. 

Some open flatbed trailers, such as the Redi Haul RH8UT, are 

enclosed on all four sides, with an open top. 

Flatbed trailers are made by a number of companies, such as 

Tiger Line, Redi Haul and Femco/American Pride. The primary 

features to consider are type of hitch required, materials used in 

construction—is the floor made of wood or metal?—and once 

again, size. 

Easy access—Redi Haul's tiltbed and ramp trailers include a 

"Lawn Care Trailer" with 12-inch-high sides and electric brakes. 

Trailers vary in widths and lengths, usually 4 to-8 feet wide to 

16 feet long. Floors are generally made of metal or wood (usually 

oak or Fir). 

Options—Next, look into options. Ramps can be full width or 

standard—that is, there are two ramps the width of the wheels on 

each side. Some trailers offer spare tires and hubcaps or ball cou-

pler to increase capacity. 

About capacity: don't go lower than 3000 lbs. Maximum capac-

ity offered by some trailers can reach up to 20,000 lbs. 

Dump trailers might be what you seek if you haul lots of 

mulch or fill dirt. These hydraulic units, like the E-Z Dumper, are 

battery operated, and come with a full transportation light pack-

age.They hold up to 5 cubic yards, depending on construction. 

Axles are either single or double (tandem), depending on load 

The E-Z Dumper, with breakaway switch, adjustable coupler 
and swing jack. Circle No. 312 

capacity. Brakes are an option for some, and are hydraulic or elec-

tric. 

With accessories, a new trailer represents a minimum invest-

ment of $3000-$5000. 

—Terry Mclver 

The Maxi-
Dump ti lts 
to a 45-
degree 
angle. 
Circle No. 
313 

American Pride's golf car trailer has a steel floor and a 
mesh loading ramp. Circle No. 311 

The deck of Redi Haul's 
lawn care trailer is 76 
inches wide x 12 feet long. 
Circle No. 314 



The Tiltster, from Tiger Line Equipment, has optional steel racks, from 
12 to 36 inches high. Circle No. 315 

The Trailevator, also from Tiger Line Equipment, lowers to 
ground level hydraulically. Circle No. 315 

The elevated design of the Spacemaker adds even 
more room to conventional trailers. Circle No. 317 

Wells Cargo trailers (below) come in more 
than 100 models. Circle No. 316 

Chippers are more popular than ever. If you 
have one, consider a chipper hitch from West 
Side Machine. Circle No. 318 

TRAILER SPECIFICATIONS 
Model Payload cap. Axles Brakes Other Circle No. 

American Pride1 1560 lbs. single n/a safety chains 311 
E-Z Dumper 610 7000 lbs. tandem surge (optional) adjustable coupler 312 
Maxi Trailer 58 5000 lbs. tandem hydraulic surge 12-volt battery 313 
Redi Haul "Lawn Care" 2600 lbs. single electric brakes wood floor (fir) 314 
Tiger Line Tiltster 3-7000 lbs. single/tandem 12"x2'710"x3.25" custom colors extra 315 
Wells Cargo CW162 5630 lbs. tandem 4-wheel, electric plywood interior 316 

1golf car trailer 

Note: Chart and article are not meant to be all-inclusive. 



Before you hire anyone, 
consider personalities 
The first step is defining 
your personality, the 
second is hiring different 
ones. 

by Charles Vander Kooi 

• There are four kinds of personalities in 

this business. In order to grow a company 

[or department] and a good management 

team, you need all four personalities. 

When people do things that fit their 

personality, they love to work. When they 

are forced to do things that don't fit their 

personality, they become frustrated. As 

you grow, you can eliminate this frustra-

tion by hiring the right person for the job. 

I will equate these personalities to the 

building of a project, using "man" in the 

general form, a member of the human 

race. 

Let's say I have 40 acres upon which I 

want a new office building. Here are the 

people I'd need: 

1) An Idea Man—Idea 

men are the architects, 

interior designers, arts 

people, computer pro-

grammers. They 

always have 

ideas (most of 

which are 

imprac t i ca l ) . 

They are con-

stantly saying, 

"What if...?" 

If I'm putting 

up this building, 

who's the first 

person I call? 

An architect. He comes 

to the site and says, "I have an idea, let's 

design a building that looks like an escar-

got. The roads leading to the building can 

look like his slime trail." 

Every project needs an idea man, as 

does every company. I've seen companies 

that are doing things the way they did it 

20 or 30 years ago. You can feel and smell 

the stagnation. 

Every company needs an idea man to 

keep it on the cutting edge. 

2) A Happening Man— 
Happening men are con-

tractors. They take 

other people's ideas 

and make them hap-

pen. 

So I have 

my idea for the 

office building 

and now I need 

to make it happen. 

Who do I get? A con-

tractor. He 

takes the 

plans and tells 

the architect to 

"get out of my face." 

He calls in the excavator, the concrete 

people, framers, masons, glass people, dry-

wallers, electricians and plumbers. 

Every company needs someone who 

makes things happen. Have you ever been 

in a meeting where everyone has all kinds 

of ideas? However, after you leave the 

meeting, nothing comes of those ideas. 

That's because there was no "happening 

man." A happening man stays behind and 

collects an idea or two that he likes and 

makes them happen. 

3) Managing 
Men—Managing men 

are coaches of teams and 

people who can take 

care of the details on 

an everyday basis. 

When the contrac-

tor—who made it 

happen—gives me 

the keys to the office 

building, who do I 

need? A property man-

ager. Someone who 

will rent the building, 

have janitors and people 

to mow the lawn. 

Someone who will 

take care of the every-

day details of running the building. 

Every company needs a "managing 

man:" someone who will see that the pay-

roll is done, bills are sent out and collect-

ed, materials ordered, job costing, finan-

cial statements produced and a myriad of 

other details taken care of. 

4) Ma in tenance Men—These are 

accountants, janitors and people who like 

a regimented lifestyle. They like to do the 

same things every day or every week. 

Now that I've got the building and 

someone to take care of the details, I need 

people who will sweep the floors, clean the 

toilets and mow the grass. 

Maintenance men, who like to take 

directions, are the lion's share of workers 

in the workplace. Every company needs 

lots of regimented maintenance people. 

Which are you?—You personally 

probably dominate in two of the four traits 

I've described. Whichever you are will indi-

cate why you are frustrated when you have 

to do things that run counter to your per-

sonality type. It will also indicate the type 

of personalities you should hire—people 

diametrically different in personality than 

you. 

Before hiring anyone, then, consider 

these concepts. 

—The author is a landscape consultant 

headquartered in Littleton, Colo. This 

article is excerpted from an article which 

appeared in "The Landsculptor, " the 

magazine of the Metro Detroit 

Landscaper's Association. It is reprinted 

with the permission of the author. 
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PAYBACK 

TIME 



IT'S PAÏBACK T 
AMERICAN CÏANAMIE 

AND ORNAMENT 
F R O M NOW UNTIL MAY 31 , 1995 , AMERICAN CYANAMID IS OFFERING 

TREMENDOUS CASH REBATES ON P E N D U L U M ® , A M D R O ® , I M A G E ® 

AND PENDIMETHALIN. JUST THINK OF IT AS OUR WAY OF HAVING CUSTOMER 

APPRECIATION DAY-FOR THE NEXT 5 MONTHS! 

PAYBACK ON P E N D U L U M ® HERBICIDE 

FOR LANDSCAPES 

Provides gentle over-the-top control of 45 
annual grassy and broadleaf weeds in over 
260 labeled ornamentals for up to 8 months. 

Buy 5 cases (60 lb) of 1.2 oz water soluble 
bags and get a cash rebate of $75-or a free 
Cooper Pegler 3.9 Gallon Backpack Sprayer! 

PAYBACK ON A M D R O ® FIRE ANT BAIT 

The premier fire ant bait that kills the queen 
and the mound in one easy step. 

Get $1 per pound cash rebate for every pound 
purchased (minimum purchase of 48 lb)! 

PAYBACK ON I M A G E ® HERBICIDE 

The only herbicide available for complete 
control of the most problematic weeds in 
turf-like purple and yellow nutsedge, field 
sandbur, wild onion and garlic. 

Receive a $20 cash rebate for every gallon 
purchased (minimum purchase 2 gallons)! 

PAYBACK ON PENDIMETHALIN* FOR TURF 

The most widely-used pre-emergent turf 
herbicide-a proven winner! 

Purchase the same amount in 1995 as was 
purchased in 1994 and get a 10% rebate on 
1995 purchases. Purchase 10% more this 
year than last and get a 15% rebate on 1995 
purchases! 
•Pendimethalin Great Rebate Program dates August 1,1994, to July 31,1995. 

Agricultural Products Division 
Specialty Products Department 
Wfcyne, NJ 07470 C1994 

IF YOU HAVE ANY QUESTIONS ON THE PAYBACK PROGRAM OR WOULD LIKE ADDITIONAL INFORMATION ON 

ANY AMERICAN CYANAMID TURF AND ORNAMENTAL PRODUCT, PLEASE CALL 1-800-545 '9525 . 



O F F I C I A L P A Y B A C K R U L E S 

Send back as many coupons as you have purchases over the 

minimum required-there s no maximum limit on your rebate for 

the number of pounds or gallons purchased! 

Purchase PENDULUM, AMDRO and IMAGE from your 

authorized distributor between January 1,1995, and May 31,1995. 

Pendimethalin Great Rebate Program dates August 1,1994, to 

July 31,1995. Complete the entire rebate coupon, including all 

information on the back (incomplete information will delay or nullify 

rebate.) Make sure to attach a copy of distributor invoice(s) for each 

purchase. All PENDULUM, AMDRO and IMAGE rebate 

coupons must be postmarked by June 15,1995. Pendimethalin 

Great Rebate coupons must be postmarked by August 15,1995. 

Mail completed coupons and appropriate distributor invoices to: 

American Cyanamid Payback Program 

c/o M&B Associates Group, Inc. 

PO Box 8575, Trenton, NJ 08650-9871 

Cyanamid Payback Offer 

is available to professional 

product end-users only. 

Distributors and other 

companies or individuals 

reselling products are ( 

not eligible. American 

Cyanamid reserves M 

the right to verify 

all purchases. Rebate 

check will be mailed 

directly to quailifying 

end-users. Please 

allow 6-8 weeks. 



AMERICAN CYANAMED 
HAS THE PROFESSIONAL PRODUCTS 

THAT MAKE YOUR JOB EASIER... 
AND MORE PROFITABLE: 

P E N D U L U M * W P G OR 3,3 E C HERBICIDE 

The easiest way to control over 45 annual grassy and 

broadleaf weeds. Gentle over-the-top control in over 

260 labeled ornamentals lasts up to 8 months, and 

minimizes expensive, labor-intensive hand weeding. 

WDG formulation available in 1.2 oz premeasured 

water-soluble bags and 10 lb jugs. PENDULUM 

3.3 EC is available in 2 lA gallon containers. 

A M D R O * FIRE ANT BAIT 

America s number one fire ant bait kills the 

queen and the mound in one easy step. 

AMDRO is a unique bait that fire ant workers 

take back to the other workers and the queen 

deep in the mound. When the queen eats the 

bait, she dies-and so does the colony, usually 

in about a week. 

I M A G E * HERBICIDE 

Controls a broad spectrum of previously uncontrollable weeds in warm-season turfgrasses. 

The only herbicide available for complete control of the most problematic summer and 

winter weeds in turf-like purple and yellow nutsedge, field sandbur, wild onion and garlic. 

IMAGE attacks the roots of weeds, inhibiting plant protein production and growth, so 

weeds starve and die. 

PENDIMETHALIN 

The most widely-used pre-emergent turf herbicide, thanks to its excellent performance 

and turf tolerance. No other pre-emergent can match the cost-effective season-long control 

of Pendimethalin. For control of annual grassy weeds including crabgrass and goosegrass, 

and nine annual broadleaf weeds, including tough-to-control oxalis and spurge. 

CKOMAMID 

Agricultural Products Division 
Specialty Products Department 
Wayne, NJ 07470 01994 

Mano 



GOLF & ATHLETIC 
TURF 

Stretch it, squish it, mound 
it, pound it...it's fine fescue 
Used alone or in a mixture, 
fine fescues adapt to 
virtually any cool-season 
golf course setting. 
by Larry Kassell 
• The game of golf began 600 years ago on 

wind-sculpted land connecting the 

Scottish seashore with fertile farmland. 

This area was called "the links," and was 

covered with native, fine fescue grasses. 

Today's course designers and architects 

stretch, squish, sand, pound, mound, lake, 

creek, tree and otherwise rearrange many 

of the features found on the first course in 

attempts to challenge golfers and help 

Mother Nature develop land in ways which 

may never have occurred to her otherwise. 

With today's dramatic changes in technol-

ogy, techniques and turfgrasses, one facet 

of modern golf course design remains vir-

tually unchanged—the low maintenance, 

shade- and drought- tolerant fine fescue 

turfgrasses. 

Once again, chewings, creeping red, 

hard and sheeps fescue are an important 

part of golf course design. 

A c lass i c look—Architect Steve 

Smyers includes fine fescue mixtures in 

the extreme roughs of his course designs 

for the traditional windswept Scottish look 

on his first links-type course, Wolf Run 

Golf Club, in Zionsville, Ind. 

His recent Chart Hills Golf Club, in 

Kent, England was designed with golfer 

Nick Faldo. 

Wolf Run superintendent Joe Kosoglov, 

who has been at the course since its begin-

ning phases in 1987, seeded the roughs at 

6 lbs. per 1000 sq.ft. with a blend of 

Illinois superintendent David Harper: Fescues are very disease resistant. 

sheeps, hard and creeping red fescue. 

Kosoglov says the tight growth habit of the 

established turf chokes out weeds, and 

shade screens crabgrass and broadleafs. 

"The long grass carpets some of the 

irregular slopes, and the 18-inch mature 

height and texture contrasts dramatically 

with the closely-mowed creeping bent-

grass tees, fairways and greens," Kosoglov 

says. "The waving golden seedheads 

throughout the summer are a simply gor-

geous sight." 

Kosoglov uses from one-third to one-

quarter less fertilizer on the fescues than 

he does on other cool-season turf, and he 

mows it every other year. 

"The tall roughs come within 20 feet of 

the fairways for a target golf effect. We use 

Kentucky bluegrass and fine fescue mowed 

at two inches for the short rough, offering 

a more forgiving lie for the slightly errant 

golf shot." 

High Point Golf Club in Williamsburg, 

Mich., was Tom Doak's first golf course 

design. The course is entirely fine fescue 

except for the creeping bentgrass tees and 

greens. Design considerations were an 

orchard on the relatively flat front nine, 

and a tree plantation and old growth hard-

woods on the hilly back nine. Shade was 

thus very much a factor in grass specifica-

tion. 

"Much of the back side is on extremely 

contoured land, and water can be a prob-

lem," says Doug Sarto, superintendent at 

High Point. 

"The fine fescue performs admirably 

under the heat, cold, drought, shade and 

humidity extremes we experience near 

Lake Michigan and Grand Travers Bay." 

Varied mowing heights—The short 

roughs are maintained at two inches and 

the fairways are mowed at % inch. Sarto 

enjoys the luxury of being able to vary the 

cutting height so dramatically. 

"It's a pleasure to work with, compared 

to some more demanding species," he 

notes. 

ELSEWHERE 
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V 
W H Y T H E WORLD 'S GREATEST 

PYTHIUM CONTROL N O W 
COMES IN T H E WORLD 'S MOST 

ECONOMICAL PACKAGE. 

(P1995 Ciba-Geigy Corporation, Turf and Ornamental Products. Fore is a registered trademark of Rohm and Haas. Always re 



Talk about being ahead of 

your time. 

When Pace* was first intro-

duced, it became the best Pyth-

ium control you could buy. (And 

its water-soluble packaging also 

made it the most convenient.) 

But we've only now come 

up with a container that's just 

as perfect. 

Our solution is on your left. 

What it lacks in excitement, it 

makes up for in savings. 

The actual product hasn't 

changed. It still combines the 

systemic power of Subdue" with 

the contact properties of Fore? 

in a water-soluble package. 

Only now, Pace is just as 

healthy for your budget as it is 

for your turf. 

So this year, try Pace. 

We improved it by chang-

ing the part that goes in the 

trash. Not the part that goes on 

your course. 



seeds with the fine fescue blend. 

"By the third year, the woods are nearly 

all fine fescue, and overseeding was a fin-

ishing touch," says Harper. "The estab-

lished roots go about a foot deep and do 

not require additional water. I used to 

mow what was in the dense wooded areas 

every 30 days. Now, it's once or twice a 

year, and the established fescue pretty 

much keeps the weeds out. Golfers lose 

fewer balls in the trees, and play has speed-

ed up to where we can add a few new 

members. 

Disease tolerant—Even with 98 per-

cent humidity, Harper has not had to rely 

on fungicides for the fescues, and the 

species doesn't compete with the nearby 

trees for nourishment. 

"Fine fescues also mix well with other 

species of cool-season grasses," says Dave 

Nelson of the Oregon Fine Fescue 

Commission. 

"We recommend about a third chew-

ings and creeping red fescue and a third 

Kentucky bluegrass and a third perennial 

ryegrass for most northern turfgrass appli-

cations like golf clubhouse grounds, fair-

ways, home lawns and parks." 

Nelson says the fescues add strength in 

shady, dry and low-fertilized areas, thereby 

complementing the strengths of rye and 

bluegrass. 

—The author is president of Kassell 

Concepts, a commercial photography and 

publication design company in Silverton, 

Ore. His photography has appeared often 

in this magazine. 

Fine fescue performs admirably under a variety of temperature extremes at High 
Point Country Club, even when mowed at % inch. Photos by Larry Kassell 

Superintendent David Harper at 

Effingham Country Club, Effingham, 111., 

maintains perennial ryegrass, Kentucky 

bluegrass, creeping bentgrass and fine fes-

cue. He developed and implemented a 

three-year plan to reduce maintenance and 

labor costs by planting the wooded areas 

on his course with fine fescues. 

An added benefit is the fescue's attrac-

tive appearance compared to the prior Poa 

annua and nutsedge. 

He lightly scores the earth with a hay 

rake, then verticuts, and broadcasts a 

blend of one-third each of chewings, 

creeping and hard fescues at 5 lbs./1000 

sq. ft. 

"I blend my own because the commer-

cial mixture available used some unim-

proved, imported seed for economy," says 

Harper. "I felt the real economy was in 

quality Oregon-grown seed from the 

start." 

Harper lets the seed establish over the 

first year. In the second year, he broad-

casts a light application of a granular, 

selective broadleaf control product—a liq-

uid formulation caused a slight discol-

oration of the fescue leaves—and over-

Big jump in bentgrass is predicted 
• Golf course superintendents can expect new 

varieties of bentgrasses offering better disease 

resistance, denser and dwarfer growth, and 

also less grain, says turfgrass breeders at two of 

Americas top turf seed companies. 

Dr. Richard Hurley, Lofts, Inc., spoke at the 

New Jersey Turfgrass Expo and Dr. Meyer, Turf 

Seed Inc., spoke at the North Central Turfgrass 

Expo this fall. Their comments gave golf 

course superintendents everywhere reason to 

smile. 

"Bents have a tremendous amount of diver-

sity within the species," said Hurley. Citing the 

history of bentgrass, he added, "Penncross in 

1955 was the real breakthrough." But, he 

added, the new bents offer advantages which 

the older bents—Penncross included—don't. 

In 1992, Hurley collected more than 60 

selections during a visit to Atlanta Athletic 

Bentgrass development 
RELEASE YEAR VARIETY DEVELOPER 

1 9 2 3 Seas ide - -

1 9 5 5 Penncross Penn State Univ. 
1 9 7 8 P e n n e a g l e Penn State Univ. 
1 9 8 6 Pennl inks Penn State Univ. 
1 9 8 7 Cobra Rutgers Univ. 
1 9 8 7 S R 1 0 2 0 Univ. of Arizona 
1 9 8 7 Putter Washington St. Univ. 
1 9 8 8 Providence Univ. of Arizona 
1 9 9 0 Lopez Fine Lawn Research 
1 9 9 0 Southshore Lofts; Rutgers Univ. 
1 9 9 3 Crenshaw Texas A & M Univ. 

Source: Dr. Rich Hurley 



If you want to use a fungi-

cide in a closed system, here's 

what you do. Get out your 

hose, fill your tank, throw in 

a new BAYLETON® turf and 

ornamental fungicide water 

soluble packet and you're ready to go. 

You don't need to invest in a special metering and 

measuring device with lots of gizmos, whizbangs and 

doodads. Which means you don't have to learn how 

to operate it, or fix it, or find a place to put it. 

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

of fungicide that comes with those special devices, M I L E S 

Like all closed systems, you reduce worker = = = = = 

exposure and container 

disposal hassles. Best of all, you 

get the premium protection of the industry's 

leading fungicide. BAYLETON. 

If you'd like more information, call us toll-free at 

1-800-842-8020. Or if you'd like, write to 

us at Miles Inc., Specialty Products, Box 

4913, Kansas City, MO 64120. 

Pick up the new water soluble 

packets of BAYLETON. Then 

use all that money you didn't 

spend on a measuring and metering device for 

something more useful. 

Always read and follow label directions. © 1995 Miles Inc. 95S10A0024 

w 

The most complex, 
special equipment 

you'll need to invest in 
with our 

closed system. 



F O R YOUR C R E W , T H E G O O D N E W S IS T H E Y W O N ' T 
H A V E TO S P E N D A S M U C H T I M E M O W I N G . 

Some of your crew may think we invented Primo8 to With Primo, you don't have to mow as often. Which 

improve the quality of their lives. frees up time to rebuild sand traps, tend to flower beds, 

What we had in mind, actually, was improving the and take care of all the other things that usually get put 

quality of your course. on the back burner. 

* Sm* c11995 Ciba-Geigy Corporation, Turf and Ornamental Products supports the DON'T BAG IT program. Always read and follow label directions. 



T H E B A D N E W S IS T H E Y ' L L HAVE P L E N T Y O F T I M E 
T o W O R K O N EVERYTHING ELSE . 

Primo works by redirecting the growth of your grass. 

It gives you a thicker, more compact stand, more root 

mass, and ultimately, better-looking grass. 

So if your crew's time could be better spent on some-

thing other than mowing, start using Primo 

We can't promise them more 

time at the beach, but at least 

they'll still get plenty of sun. 



Club. In all, he has collected literally hun-

dreds of samples from all over the U.S.—a 

"wealth of material that we can include in 

our breeding program." 

Dr. Meyer of Turf Seed Inc. pointed to 

continuing work by Dr. Joe Duich at Penn 

State as promising exciting new bentgrasses. 

"The new varieties are dwarfer and denser 

than the old varieties like Penncross and 

Pennlinks," said Meyer. "Dr. Duich says the 

new bents will have to be mowed closely. It 

completely turns around a lot of the thinking 

on grass management. We're recommending 

that you cut these new varieties at a short 

cutting height." 

The new varieties also show significantly 

improved disease resistance, particularly 

brown patch, over today's bentgrasses, 

claimed Meyer. He described it as "one of the 

biggest improvements" he's seen in cool-sea-

son grass developoment. 

Meyer and Hurley both predict a growing 

interest in bentgrass fairways, but Meyer said 

he won't recommend any of the new varieties 

for fairways until he's tested them. "They're 

so dense and dwarf that I'm not sure they can 

be used on a fairway.," he explained. 

How soon will some of these varieties hit 

the market? No later than two or three years, 

said Hurley. 

"In the 1990s, what you're going to see is 

regrassing old greens with improved bent-

grass varieties," Hurley predicted, "especially 

with some of the PGRs and herbicides now 

being used to control Poa annua. 

"We really have a new era in bentgrasses," 

he continued. "We have the tools and a 

wealth of materials to look at." 

—Ron Hall 

Renaissance man 

Nicol: 'Our goal every year is to make one improvement.' 

Pondering the future, this 
16-year veteran 
superintendent sees 
electric mowing, improved 
turf cultivars and money 
cartels meeting head-on. 

• Jim Nicol sees the future, and he's not too 

sure he likes what he sees. 

"There are a lot of people—money car-

tels—getting into the business who don't 

know the business," he says. "It's my con-

cern that there will be too many choices for 

a golfer—and they'll all be expensive choic-

es. There has to be a balance of every type of 

course so that everyone has the opportunity 

to play. 

"Golf is cyclical. I'm worried about the 

cost of golf for the average golfer. Will it get 

up to $50 per round? 

"Even now, the public's demanding that 

you hand-mow greens. But how long will 

they be willing to pay for it? We have to 

make sure, as an industry, that we don't 

out-price ourselves." 

Nicol, who's been superintendent at 

prestigious Bunker Hills Golf Course in 

Coon Rapids, 

Minn., for 16 years, 

is not your typical 

superintendent. He 

thinks superinten-

denting will 

become a 

"Rena i s sance " 

occupation in the 

next 15 years, and 

he wants to help 

lead the way. 

"Electric mowing," 

he predicts, "drought-resistant and disease-

resistant turf cultivars will make it a 

Renaissance in golf course maintenance." 

Nicol's dry wit and ready smile belie a 

subtle undercurrent of seriousness about 

the golf maintenance industry. And a good 

bit of not so subtly hidden confidence. 

"I've got a pretty good life here..." Nicol 

admits, "...a fair amount of notoriety and 

opportunities. Security, too—(because he's 

a government employee) I've got to commit 

a felony to get fired. 

"If you're worried about losing a job, 

you may as well get out anyway. I've 

enjoyed working here. I've had some guys 

here 10 years. They're not making any 

money, but they love to work here." 

Nicol, an active member of the 

Minnesota Golf Course Superintendents 

Association and the Golf Course 

Superintendents Association of America, 

proudly says that Bunker Hills, a public 

course situated in the front corner of a pop-

ular state park, is always among Golf Digest 

magazine's Top 50 courses. 

"Our draw is that we've got a nice 

course, a great design, at a good price," he 

says. "People use every club in their bag 

when the play Bunker Hills. 

"We grow grass—vigorously—here. 

Fairways are mowed with lightweight mow-

ers, at lower heights. Greens and fairways 

are mowed every day, tees every two days. 

We don't use any short cuts. We put down 

three pounds per 1,000 sq. ft. of slow-

release fertilizer per year." 

Nicol is not typical in another way: his 

duties. "I'm a working superintendent. I'm 

not an administrator. 

"My boss is the director of golf and he 

does the budgets. I do about 1/10th of the 

budget work of my colleagues at other 

courses. Other people do my billing, pur-

chasing, hiring and payroll, too." 

All Nicol and his crews do are create a 

beautiful course for much less money than 

most country clubs spend. 

"Our goal every year is to make one 

improvement: updating irrigation, 

lightweight mowing, whatever," he says. 

"Our core golfers like playing here so 

much, they think it's their course. If my 

crews aren't doing what they're supposed to 

do, I hear about it from the players. And 

they're right—if we're doing something 

wrong, we should change." 

He started mowing greens in St. Cloud, 

Minn, at the age of 14. "My summers were 

at the golf course for as long as I can 

remember," he says. 

Bunker Hills, a David Gill design, has a 

three-year contract (1993-1995) to play 

host to the Burnet Senior Classic. It's been 

site of the Minnesota Open for the last 14 

years. Golfers typically log 100,000 rounds 

from April 1 to Nov. 1. "You can't get any 

more on it," Nicol observes. 

"It's a prestigious course," Nicol says. 

"When I meet people, I have no qualms 

telling them where I work and what I do." 

It's hard to believe Jim Nicol would ever 

have any qualms telling anybody anything. 

—Jerry Roche 



There are plenty of products 
t ha t provide p r eemergen t 

control of crabgrass, goosegrass, 
and o the r u n w a n t e d g r a s s 
weeds. But if your problem is 
Poa annua on put t ing greens, 
your choice is limited. 

As bad as Poa annua is, you 
can't risk your bentgrass greens 
to "a cure t h a t may be worse 
than the disease." Bensumec 
4LF is the most widely trusted 
p r e e m e r g e n t h e r b i c i d e for 
greens and o the r 
highly maintained turf 
areas. 

And compared to 
some of t he newer 
Poa control programs, 
Bensumec 4LF is very 
economical. 
Always read and follow instruc-
tions on the product container. 

Consider these advantages: 
• prevents Poa annua, crabgrass, goosegrass 

and other unsightly grasses and broadleaf 
weeds 

• economical compared to other Poa control 
programs 

• season long staying power 
• high turfgrass tolerance 
• most efficacious in soil with low organic 

content — perfect for sand based greens 
• may be applied during the dormant season or 

growth period 
• can be tank mixed with most turf care 

products including liquid fertilizer 

PRE-SAN® Granulars, 
available in 7% and 
12.5% formulations, 
also provide the consis-
tent performance and 
margin of tu r fgrass 
safety. Both Bensumec™ 
and Pre-San® contain 
Betasan®. 

Michael F. Walton, C.G.C.S. 
Barrington Golf Course 

Aurora, OH (shown above) 
"Ours is a new Nicholas-designed course, 
growing in for the past two years and in play one 
season. Our Penncross greens and tees have 
received Bensumec 4LF both seasons and are 
Poa annua free. We plan to continue with three 
Bensumec preemergent applications per season." 

Stuart Cagle, C.G.C.S. 
Old Oakland Golf Course 
Indianapolis, IN 
"We've used Bensumec 4LF for 
four years making split applica-
tions in the spring, and some-

t imes a fall applicat ion, too. I am more 
comfortable with this preemerge than with 
PGRs for our greens and tees. And we've had 
excellent control of Poa as well as crabgrass and 
other weeds." 

FREE 
Circle the readership card or write 
for our new Bensumec/Pre-San 
Application Guide. This colorful 
24-page booklet contains 
information on when, where and 
how to apply. Also contains 
complete specimen labels and 
material safety data sheets. 

Bensumec 
PREEMERGENT GRASS & WEED HERBICIDE 

p b i / G Q R c l o n 
c o R p o n a t i o n 

An Employee Owned Company 
1 2 1 7 W e s t 1 2 t h S t ree t • PO. Box 0 1 4 0 9 0 

Kansas City, MO 6 4 1 0 1 - 0 0 9 0 
Phone ( 8 1 6 ) 4 2 1 - 4 0 7 0 

B E N S U M E C ™ is a trademark of PBI /Gordon Corporation. 
P R E - S A N ® is a registered trademark of PBI /Gordon Corporation. 
BETASAN® is a registered trademark of G o w a n Company. 

CPBI/Gordon Corporation 1995 Circle No. 123 on Reader Inquiry Card 



You deserve credit for helping 
make the impossible possible 

Creating and maintaining the perfect golf environment is a difficult task. Sometimes it seems 
almost impossible. Especially when you consider the tools, both physical and financial, needed to keep a 
course manicured. 

At John Deere Credit, we understand the obstacles you face every day. That's why we offer a variety of 
equipment-related finance plans with terms to match your needs. Whether you need a lease for that new 



piece of equipment, a highly specialized installment finance program to open a new course, or revolving 
credit for parts and service, John Deere Credit is ready to help. Finding out details is easy It only takes one 
call to your John Deere distributor. Or phone 1-800-468-8517, ext. 891. B j a JOHN DEERE 

Because while we may not be able to give you the recognition you |gg| CREDIT 
deserve, we'll certainly give you the credit. You Deserve Credit for Buying the Besf 

Circle No. 113 on Reader Inquiry Card 



m a v i di : • « « J i l a i i l a 

As part of the habitat enhancement, more 

than 500,000 native plants were placed by 

hand in areas that could have been planted 

with turf. "We don't use any (extraordinary) 

resources or labor to maintain them," Hiers 

says. 

Irrigation innovations—Each irrigation 

head is placed according to the configuration 

of turf, down to the last leaf blade. The sys-

tem distributes water exactly where it's need-

ed, and all runoff water from turf areas flows 

away from native vegetation, as the bermuda-

grass needs a pH higher than that of the 

pines, and thus more frequent watering. 

A computerized weather station suggests 

an irrigation schedule based on the daily 

evapo-transpiration rate. "The weather sta-

tion automatically adjusts output based on 

current rainfall," says Hiers. "Proper program 

management of the weather station elimi-

nates overwatering." 

With the low pressure irrigation system 

uses less water, and there is less water wasted 

by misting or drift. Energy use is greatly 

reduced, and there are fewer pressure breaks 

in the system. 

Control products—W eed control, which 

Hiers says is minimal, is done by hand. 

Chemical control products are used to con-

trol turf disease—the bane of the southern 

golf course. The bacterial product Bacillus 

thuringiensis is used for insect control. 

Nematodes are used to help control mole 

crickets. 

Bio-stimulants are used to improve the 

health of the soil, increase microbial activity 

and improve cation exchange capacity. 

Slow-release fertilizers reduce large flush-

es of growth, extend the feeding cycle and 

reduce the frequency and cost of fertilizer 

application. 

The wildlife at Collier's Reserve includes 

eagles, woodpeckers, ospreys, snakes, otters, 

owls, bobcats and crocodiles. 

"I believe—and I think I can prove it— 

that there will be more wildlife activity creat-

ed when this project is completed than before 

the first spade hit the ground, just because of 

the diversity out here," says Hiers., 

"What's important is that, even if you don't 

play golf or care about golf, golf is good for 

your community," says Hiers, "not only 

because it provides oxygen and a habitat for 

animals, but because it's a safe space." 

Hiers has been selected to receive the 1995 

President's Award for Environmental 

Leadership from the Golf Course 

Superintendents Association of America. 

—Terry Mclver 

Past merges with modem 
day at Collier's Reserve 

Find the fairway: much 
of the Collier's 
Reserve landscape 
consists of waterways 
and native vegetation. 

This Audubon Signature 
Course achieves a balance 
between a man's playground 
and an animal's refuge, 
thanks to good planning. 

• Play a round at the Collier's Reserve golf 

course and you might feel like you're at play 

in both the past and the present. 

Man's handiwork is evident all around the 

course: concrete and asphalt, golf cars and 

gas pumps. But thanks to a successful pro-

gram of habitat protection, most of the 

course remains as it was in centuries past: 

lush, wild, and untouched by man. 

In 1994, Collier's Reserve in Naples, 

Fla.—designed by Arthur Hills and managed 

by superintendent Tim Hiers—became the 

first Audubon Cooperative Sanctuary 

Signature Golf Course in the U.S. 

The distinction signifies that a golf course 

designer and superintendent have succeeded 

in reaching five main objectives: water con-

servation; wildlife conservation; habitat 

enhancement; energy efficiency; waste man-

Superintendent Tim Hiers: Predicts 
more wildlife population Collier's. 

agement. 

It starts off the course—Energy and 

water conservation begin in the clubhouse, 

maintenance shop and offices. Water in 

restrooms is on automatic shut-off; hand dry-

ers are used instead of paper towels; toilets 

have one-and-a-half gallon capacity bowls; 

office windows are tinted for better insula-

tion. 

Recycled plastic is used for parking 

bumpers, benches and birdhouses, and dou-

ble-vaulted tanks store gasoline and oil at the 

maintenance shop. 

"Everything that could leak out here has 

containment," Hiers explains. "And even if 

containment weren't mandatory, it would at 

least be plain common sense. We want to set 

a standard here." 



Planning 
around 
playing 

Maintenance is up-to-date, 
and crews can do it all, as 
time is of the essence for 
Robert Mitchell and 
Greenbrier resort. 
by James E. Guyette 

• At the Greenbrier resort hotel in White 

Sulphur Springs, W.Va., the guests pay plenty 

to play, and this presents a rigorous challenge 

for grounds superintendent Robert V. Mitchell. 

"We don't want to inconvenience our guests, 

so we have to work around them," he says. 

The Greenbrier lies surrounded by 6,500 

acres of lush gardens, three golf courses and a 

212-unit residential housing development. 

Each year, the 60 groundskeepers and gar-

deners use two tons of grass seed, 200 tons of 

fertilizer, 100,000 tulip bulbs (including forced 

bulbs for indoor use), 70,000 summer annual 

flowers, 10,000 chrysanthemums (with an 

Mitchell: Guests are here three or four 
days, and they want to play golf, not 
view construction. 

The Greenbrier's shrubs are grown along with a 5,000 square-foot Penncross 
nursery and a two-acre bluegrass nursery featuring five varieties. 

added 2,600 shipped in from Kentucky for the 

recent Solheim Cup Golf Tournament), 7,000 

poinsettias, and 350 tons of sand to replenish 

golf course bunkers. 

They came to play—Some 60,000 golfers 

annually hit the links, and when they step up 

to the tee they have no desire to view a work-

in-progress. 

"Our guests by and large are here three or 

four days, and when they want to play golf, they 

don't want to be inconvenienced by bad condi-

tions," says Mitchell. "They don't want to see 

the same conditions that they see at their 

home country club." 

The maintained areas within the three golf 

courses consist of 200 acres of bluegrass/rye-

grass roughs, 65 acres of of bent/poa fairways, 

568,000 sq.ft. of bent/poa tees and putting 

greens. 

There are also two 11,750-sq.ft regulation 

croquet courts with a special mix. And unlike a 

golf green, a championship croquet court 

(where the players wear white and keep silent 

during shots) must be perfectly flat with no 

lumps or bumps. 

The resort's biggest months for guests are 

May, June, September and October, which 

means maintenance is tough. Each golf course 

is renovated once a year. One at a time, they 

are closed and renovated for a week in August 

"It's hard to grow grass in August," 

Mitchell reports. "I'd like to do it in September, 

but that's impossible." No work in the spring, 

either. "I'd like to renovate in the spring, but 

we can't because of the guest traffic." 

So August it is, although even that month is 

gaining popularity as a vacation stayover. "I don't 

know how long they'll give us a week per 

course," Mitchell laments. "We try to do every-

thing we can not to inconvenience our guests." 

Greens speeds are maintained at eight and-

a-half to nine on the stimpmeter—faster for 

special events. 

Greens on The Old White and Greenbrier 

are walk-mowed; a triplex is used on the 

Lakeside greens. All three courses use 

lightweight mowers on the fairways. 

All-round turf care—Embark is used for 

seed suppression in early spring. Primo is used 

throughout the summer to help promote an 

increase in bentgrass population on the fair-

ways. TGR is applied to the croquet courts to 

deter Poa annua. Split applications of pre-

emergence herbicides (pendimethalin on 

roughs and Dimension on fairways) are used. 

The black turfgrass ataenius and the Japanese 

beetle grub are treated as needed via rotating 

insecticides. Fungicides are used on all greens, 

tees and fairways, and aerification of roughs 

and fairways begins in November. 

The Greenbrier is in the upper limits of the 

transition zone because of its 1921-foot eleva-

tion, and it tilts toward the cool-season. 

Much of the resort's grounds are covered 

with a "condo mix" that tolerates sun and 

shade. "We change that mix from time to time 

as better grasses become available," Mitchell 

explains. The current lineup consists of red fes-

cue with Baron, Midnight, and America, plus 

Manhattan II ryegrass. 

Tree time—Much of The Greenbrier prop-

erty is wooded. "We have a lot of trees to take 

care of here." The consulting arborist is the 

Davey Tree Expert Co., and one full-time trim-

mer and a helper is on-staff. 

There are about 20 Dutch elms to be 

cared for. "We climb them at least twice a 

year," Mitchell reports. "We try to keep ours 

as disease-free as possible both mechanically 

(removing sick branches) and by injection 

with fungicides and spraying with dormant 

oil." 

—James E. Guyette, former editor o/"Lawn 





THE BEAUTY OF 

UNSURPASSED GRUB CONTROL 

IS BEST SEEN 

FROM YOUR GOLFER'S 

POINT OF VIEW. 

To golfers, the only thing that matters is that your course looks and plays great. 

Which is why you should include MERIT® Insecticide in your grub control program. 

MERIT controls grubs using an entirely new class of chemistry 

that's even effective on insects resistant to other insecticides. 

In fact, MERIT has averaged 94% efficacy in the control of grubs 

in 88 trials across the country. 

One application in the spring to control billbugs and Hyperodes weevils 

provides enough residual to effectively control grubs throughout the summer. 

What's more, since MERIT works while using 

remarkably low levels of active ingredient, it's less toxic to wildlife. 

To find out more, contact Miles Inc., Specialty Products, 

Box 4913, Kansas City, M O 64120. (800) 842-8020. 

And make MERIT part of your pest control program. 

Your golfers will like what they see. 

MILES 

95S19A0021 © 1995 Miles Inc Printed in U S A 



BAYLETON FOR WE 
To stop enemy turf diseases from gaining a beachhead on your course, do what golf course 

superintendents have been doing for 15 years. Apply BAYLETON® Turf and Ornamental Fungicide. 

No other fungicide on the market has the proven history of preventing the toughest turf diseases. 

Whether the adversary is summer patch, dollar spot, anthracnose or any number of other major 

turf diseases, BAYLETON consistently delivers unsurpassed control. And it's systemic for long residual. 

So after the initial application, BAYLETON has just begun to fight. 

It's a good tactic to apply BAYLETON over your entire course. By applying it on your fairways, 
©1995 Miles Inc Printed in U S A 95S10A0023 



you'll keep golfers from tracking disease up on to your greens and tees. 

And you'll get excellent control of powdery mildew and rust on orna-

mentals. What's more, BAYLETON comes in water soluble packets for 

easy mixing and less applicator exposure. 

Jo find out more, contact Miles Inc., Specialty Products, 

Box 4913, Kansas City, M O 64120. (800) 842-8020. MILES A k 
Then, just apply BAYLETON, and the rout is on. s s = = = = = s s 



A superior 
to any traditional fert 

For greens, tees, low-cut fairways and other high-quality 
turfgrass areas, SCOTTS® TriaformtM technology offers you more 
efficient nitrogen feeding compared to traditional urea formal-
dehyde (UF) or IBDU fertilizers. 

A, The Agronomic Advantage. 
What makes Triaform technology different is the pat-

ented process that replaces highly water-insoluble nitrogen 

with the shorter-chain, controlled-release methylenediurea 

(MDU) and dimethylenetriurea (DMTU). 

These compounds allow more efficient use of nitrogen and 

provide faster particle breakdown on application to the turf. 

Nutrients release steadily and safely over a wide variety of soil 

types and weather conditions, with more predictable controlled 

release, more total available nitrogen, and more consistent response. 

ÉL The Physical Advantage. 
Triaform's homogeneous chemical composition provides a 

more consistent nitrogen release than you can get with physically 

blended fertilizers. With Triaform, youll see immediate and residual 

improvement in the quality, color and density of the turf, with quick 

greening and uniform color response for 8 to 12 weeks of feeding. 

And Triaform granules disperse readily on contact with 

water, without the material "gumminess" that causes particles to 

stick to spreaders, mowers, golf balls and golfers' shoes. So 

plant-available nitrogen is not removed from the turf. 

IBDU is a registered trademark of Vigoro Industries. Inc. 



alternative 
lizer you've ever used. 
A The Environmental Advantage. 

Because of its slow-release properties, Triaform technology 

offers significantly lower potential for leaching and volatilization. 

And the environmental benefits of Triaform technology extend 

to reduced emissions in the manufacturing process, which is 

part of Scott's largest capital investment ever. 

Of course, with Triaform technology, you also get something 

no other brand of fertilizer can offer—a Scott Tech Rep, agronomi-

cally trained to help you develop a total turfgrass program with 

proper application and maintenance scheduling. 

For more information about the complete line of Triaform 

fertilizers, contact your Scott Tech Rep. Or call 1-800-543-0006. Triaform, Technology 



Growing grass when 
it doesn't want to 
That's what's going on at 
Soldier Field and the Bears' 
practice fields over the 
course of 12 months. 
by Ken Mrock 

• As groundskeeper for the Chicago Bears, I 

have to manage turf that takes the hardest 

beating in sports turf. Over the past nine 

years, I've seen the demands on our turf 

increase dramatically. The players have 

become bigger and faster, and training is 

almost year-round. This is tough because the 

Midwest has such a short growing season. 

If that weren't enough, consider aesthet-

ics too. The Bears have about 10 television 

media outlets along with huge radio and 

print coverage. The integrity of the playing 

surface is always critical. 

This past season we had five mini-camps, 

several twice-a-day practices in addition to 

our normal four practices per week. On top 

of this, the Bears share their training field 

with the Lake Forest College football team 

for five home games. 

With this schedule, the field doesn't have 

as much time to grow grass. So what do we 

do? Punt? Kneel down with the ball? No way. 

Assistant groundskeeper John Berta and 

I have put together an aggressive mix of 

seeding and fertilization together with a 

tight maintenance program to ensure 

Bears' ballplayers have the best possible 

playing fields. 

It begins in March—Starting at the end 

of March, we pre-germinate seed—a mix-

ture of Kentucky bluegrass, perennial rye-

grass and Poa supina. As soon as the field is 

workable, we aerify with a Ryan GA-30 or 

Toro Greensaire. We bring up as many plugs 

per square foot as possible. This speeds ger-

mination and establishes the plant a little 

lower in the turf surface, somewhat protect-

ing the plant from the cleats of the players. 

We allow the plugs to completely dry. 

Then we broadcast the pre-germinated seed 

mix over the entire practice field and add 

another 7-8 lbs./l,000 sq. ft. of dry seed 

broadcast mainly between the numbers. 

This area is the most worn due to the short 

passing game of our "West Coast Offense" 

where three or four receivers line up 

between the hash marks and num-

bers, cutting and spinning their way 

up the field. With the receivers, of 1 

course, come the defensive backs 

and linebackers. This puts six to 

eight players in a small area. 

Since we have no internal 

drainage and the practice field was 

constructed with Turface calcined 

clay, we have continued to apply 

Turface and our topdressing soil to 

the practice field with a Turfco 

Metermatic top dresser. We apply 

this mix across the entire field then lightly 

drag all the material in with a draft mat. 

Then we fertilize with a starter fertilizer, 

usually Vicksburg Chemical's K-Power 13-

34-12. It offers potassium nitrate for the 

established turf, quick release nitrogen that 

works well in cool soil, and phosphorous for 

seed germination and root establishment. 

Then we apply pythium control and cover 

the entire field with a frost blanket. 

Spring mini-camp—Mini-camp hits in 

late April—three days of twice-a-day prac-

tices with about 80 players. I call this our 

opening day. Daily maintenance on the field 

is quite aggressive. Divots must be replaced 

after every practice. The ones that can't be 

"found" are replaced with a mixture of seed, 

topsoil and Turface. 

In early May, we fertilize with K-Power 

12-0-42 along with spot treatments for 

broadleaf weeds. A Kiffco B-140 water reel 

irrigates the field before dawn so that the 

plants are dry by evening. Under normal 

conditions, we irrigate about twice weekly, 

putting down A-\ inch of water per applica-

tion. By mid-June, we're putting down a 

half-rate of K-Power 12-0-42. This strength-

ens the field for the last two mini-camps. 

Around mid-July, we take a break in 

practice scheduling and the team moves to 

the University of Wisconsin at Platteville for 

four weeks. Although it's a tough time for 

seed development, it's our only window. We 

aerify the turf in two directions, overseed, 

topdress and make another application of 

12-0-42. Fungicides and insecticides can be 

used, but sparingly. We also do another spot 

spraying for broadleaf control, usually 

dicamba for knotweed and clover control. 

Going ge ts tough—August is the 

toughest stretch of our turf management 

program. Our team is in training camp, 

two-a-day practices with 80 players. We 

mow daily after every practice, sometimes 

twice a day, to allow a light rolling. We 

maintain the turf at about VA inches with a 

Jacobsen Tri-King 84 inch reel-type. This is 

a lightweight mower and allows us to pat-

tern the turf five yards in one direction and 

the next five in the opposite direction. The 

ballplayers like close-cut turf. 

With cooler weather in September, we 

shift our fertility program to 18-3-18 with 

both quick and slow-release nitrogen. When 

the nights begin to drop to 35 F., we pull 

out the frost blankets to raise the soil tem-

peratures. This really kicks in the fertilizer. 

We also use our rain/snow tarps as need-

ed, covering 140 x 65 yards in seven sections 

that zipper together to form one solid tarp. 

Other than during a Bears practice or a col-

lege game, no rain or snow is allowed to 

accumulate on the practice field. 

As the season progresses, we pump 4 

million BTUs of heat via kerosene-fired 

heaters under the tarps to keep the field 

from freezing. The only time the field is 

uncovered is for practice during November 

and December and hopefully January—play-

off time. The increased levels of potassium 

allow us to literally beat up this field, but it 

keeps getting up. In mid-November, we 

apply a full rate of 12-0-42 to take us 

through until the spring. 

—The author is grounds superintendent for 

the Chicago Bears professional football team. 



The Process 
of Landscape 
Design 
by Seamus W. Fibr 

LSM-BK-802 $40.00 
Five completed projects 

illustrate the general principles followed by landscape 
architects in developing designs from concept to 
implementation. Each case includes a summary of the 
principles which generated the design; a study of the 
architect's response to special conditions; a description 
of the stages of development; and an assessment of 
performance since completion. The five projects coven 
landscape planning, urban regeneration, new town 
development, university campus and recreational 
development. 160 pages, hardcover. 

Interior 
Landscape Design 
by Nelson Hammer, ASLA 

LSM-BK-800 $65.00 
This reference discusses the basic 
principles of interior landscape 
design and covers such topics as 
tree planting, designing large 

planting beds, balcony plantings, cost estimation, natural 
and electric lighting, irrigation and more. Particularly 
useful to those in the field are five case studies which 
demonstrate design and construction processes for an 
interior landscape project. 288 pages, hardcover. 

Urban Trees 
A Guide for Selection, 
Maintenance, and 
Master Planning 
by Leonard /. Phillips, jr. 

LSM-BK-801 $37.00 
This complete guide to urban 
tree care and planning covers 

everything from new methodologies for cataloging 
existing trees to selecting the right species for your 
climate and site to running a high-power, cost-saving 
maintenance program and much more. Landscape 
architects, urban foresters, municipal administrators and 
students will leam how to develop effective municipal 
street tree master plans, take street tree inventory, choose 
the best trees for a community, care for trees and promote 
public awareness. 273 pages, hardcover. 

Landscape 
Architecture 
A Manual of Site Planning 
and Design 
by lohn Ormsbee Simonds 

LSM-BK-803 $73.00 
Written for landscape 
architects, architects, planners 

and engineers, this book features descriptions of proven 
procedures, includes useful charts, tables, checklists and 
teaching diagrams, and offers innovative ideas and fresh 
thoughts of direct application in the design studio, 
drafting room and field. 331 pages, hardcover. 

Turfgrass Science 
and Management 
by Robert D. Emmons 

LSM-BK-805 $37.50 
Intended for turfgrass managers 
and students, this text discusses 
the establishment and mainte-

nance practices used by successful turfgrass managers 
and reviews relevant scientific theory as well as practical 
management skills. 451 pages, hardcover. 

Ornamental 
Horticulture 
Science, Operations & 
Management 
2nd Edition 
byladilngels 

LSM-BK-807 $40.95 
Offering a balanced study of ornamental horticulture as 
an applied science, a craft, a profession and a business, 
this introductory text reviews plant structure, the role 
of soil, the plant classification system, growth regulators, 
reproduction, and pests and their control. Floral design; 
the interior use of plants; landscape design, installation 
and maintenance; turf selection, establishment and 
maintenance; and techniques of plant propagation are 
also examined, along with the floriculture, nursery and 
landscape industries, greenhouse and nursery production 
techniques and business considerations. 554 pages, 
hardcover. 

Landscaping 
Principles & 
Practices 
4th edition 
by/ackE.lngels 

LSM-BK-806 $29.95 
This introductory text leads the landscaping student from 
the basic principles of landscape design and graphics, 
through methods of installation and maintenance, to the 
business methods of beginning the business, bidding and 
cost estimating. 401 pages, hardcover. 

Soil Science & 
Management 
Second Edition 
by Edward I. Plaster 

LSM-BK-804 $39.95 
This text introduces the reader 
to the soil and water resources 

of the United States, presents soil science theory as it 
applies to soil use by the grower, shows how soil is used 
by farmers and horticulturists, and covers the basics 
of soil and water conservation. An instructor's guide, 
summaries of each chapter and review questions are 
provided. 514 pages, hardcover. 

Landscape 
Plants 
Their identification, 
Culture, and Use 
byFerrellM. Bridwell 

LSM-BK-808 $49.95 
The text is invaluable in assisting 

students, nursery workers, landscape architects, educators 
and others in identifying landscape plants. More than 
450 ground covers, vines, shrubs, trees, grasses, palms 
and bamboos are depicted in full color with physical 
descriptions, geographic growth zone information, pest 
problem data and other details. 560 pages, hardcover. 

Managing 
Turfgrass 
Pests 
by Thomas LWatschke, Peter H. 

Demoeden & David/. Shetlar 

LSM-BK-766 $69.95 
Emphasizing the philosophy of 

minimizing pests through well-defined and organized 
cultural practices, this book contains specific recommen-
dations for a number of pests. Turfgrass weeds, diseases, 
insects, invertebrates and vertebrates are described and 
cultural, biological, mechanical and chemical solutions 
are provided. 361 pages, hardcover. 

Call 1-800-598-6008 • Outside the U.S. call216-826-2839 
ADVANSTAR MARKETING SERVICES • 7500 Old Oak Blvd. • Cleveland, OH 44130 

CODE: 949027 



Minimizing your time for 
diesel engine maintenance 

by Tom Kane 

• Although a tractor is build for year-round 

performance, mid-season maintenance 

checks are needed to ensure minimal 

downtime repairs. 

Maintenance checks are particularly 

important in the hot weather, which taxes 

an engine. Checks are also important dur-

ing the peak season, when engines are run-

ning 8 to 12 hours a day. 

Air system—Diesel engines use 8,000 

gallons of air to every gallon of fuel. In con-

trast to a gas engine, no throttle plate or 

choke plate restricts air flow into the com-

bustion chamber of a diesel engine. The 

three most basic and important steps to 

maintain the air system are: 

1) Check the air cleaner element every 

100 hours. 

2 ) Periodically check for leaks and 

cracks. 

3) Examine the hoses for hardness, 

cracking and loose connections. 

It is also important to use care when 

replacing a filter. Improper replacement 

can cause an engine to ingest dirt and dust 

which can lead to wearing out pistons and 

rings, and cause valves and rings to stick. 

Be certain the caked dirt that builds up 

on the filter does not fall into the hose as 

the filter is removed. When replacing the 

filter, the sealing gaskets on both ends 

must be in proper position to direct the air 

through the filter. Check that it is securely 

fastened and free from any cuts, nicks or 

distortions. 

Before your filter is in place, look in the 

downstream host to be certain no apprecia-

ble accumulation of dust or dirt can be 

found. If so, check for defective clamps or 

hoses. 

In determining when to clean and/or 

replace a filter, keep in mind that a some-

what dirty filter actually operates more effi-

ciently than a brand new one, as the dirt 

already trapped in the filter prevents the 

smaller particles from entering the system. 

Therefore, establish cleaning and replace-

ment schedules according to your equip-

ment's operating manual. 

And remember, cleaning the engine 

itself with a high-pressure washer or hose 

must be done carefully. If water enters the 

intake system, it can cause hydraulic lock 

by filling the space between the piston and 

the head. This in turn can cause a connect-

ing rod to bend or result in piston damage. 

To assure the engine remains water-free 

while cleaning, fasten a plastic bag around 

the entire filter assembly and do not clean 

with water while the engine is running. 

Fuel system—Cleanliness and quality 

are the two most important fuel factors. 

Dirt and water are the chief contaminants 

of diesel fuel. Diesel fuel actually lubricates 

the injection pump and nozzles, which is 

one reason a diesel engine will outlive a gas 

engine. Water, even the slightest amount, 

can cause bacterial growth on the fuel filter 

element. Rusting problems are also created 

by water, beginning with corrosion of 

valves and plungers. Operation of injection 

nozzles and injection pumps can be dis-

turbed—again by only the smallest amount 

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

excellent and its durability 
and low maintenance make it 

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

Mid-American Sports 
% Complex, Shawnee 

Mission, Kansas 

f M l R F • T Y P f E 

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 TALI FESCUE COMMISSION 
1193 Royvonne S„ Suite 11, Salem Oregon 97302 

Phone: (503) 585-1157 



P R E V E N T C M A B G M A S S W I T H T E A M 

A N D E V E N T O U R H A R D E S T C U S T O M E R 

W I L L C R A C K A S M I L E . 

O e p e n d a b i l i t y is w h a t lawn c a r e and l andscape 
professionals look for in a p reemergence herbicide. And 
dependability is wha t you get wi th the t ime proven Team* 
herbicide. Since 1 9 8 5 , Team has proven itself effective 
at s topping a b road s p e c t r u m of t r o u b l e s o m e grassy 
weeds, especially c rabgrass . 

W i t h t he rock sol id p e r f o r m a n c e of Team, you can 
expect consistent, season long control . 

DowElanco 

B e c a u s e no th ing , p o u n d f o r pound , p r e v e n t s 
c r a b g r a s s b e t t e r t h a n Team, you know you've go t a 
p reemergen t you can depend on to br ing a smile to the 
face of any customer. 

For f u r t h e r i n f o r m a t i o n on Team, o r any o t h e r 
p roduc t in the extensive line of DowElanco products , give 
us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always read 
and fol low label direct ions. 

•Trademark of DowElanco 



of water. 

To prevent condensation from forming 

in the fuel tank, keep it full at all times 

when not in use. In addition, condensation 

and other types of contamination can enter 

the system from the fuel storage tank. 

Quality is another key for diesel fuel 

users as fuel contamination is a major con-

cern. The following fuel factors must be 

considered to keep on top of this potential 

problem: 

• Cetane number: reduces lag time. A 

longer lag time means a harder start 

engine, especially in cold weather. It is also 

more likely to smoke and knock. 

• Flash point: the temperature at which 

fuel ignites. If too low, white smoke will 

appear. 

• Cloud point: approximately 10-15° F. 

• During the past two years, leaf spot 

(Tubakia dryina) has increased in contain-

er-grown oaks, according to Dr. Jim 

Strandberg, plant pathologist at the Central 

Florida Research and Extension Center. 

The fungus produces small lesions and a 

blight that deforms the plant's leaves. It 

affects many species of oak, including the 

popular laurel oak. 

Tubakia spores reproduce best in 

humid, damp weather. At one time, this 

devastating disease was common only in 

Eastern states. Severe oak leaf spot losses, 

however, recently have been recorded in 

several Southeastern nurseries. 

Strandberg has studied the fungus since 

1989. In addition to investigating its biolo-

gy, he has so done a comparison of control 

products. 

"Traditional control methods include 

copper fungicides," says Strandberg. "But 

these aren't always effective because they're 

non-systemic. Oaks may produce several 

when wax fuel appears. As long as fuel sys-

tem components do not plug, the fuel is 

usable. 

• Sulfur content: should not exceed 0.5 

percent. Levels above that may contribute 

to acid build-up on the lubrication system. 

Proper storage of diesel fuel is impera-

tive. The following guidelines should be fol-

lowed: 

1) Be certain fuel is stored with as little 

moisture as possible. 

2) Be certain fuel is stored where there 

are no dramatic temperature changes. 

3) Only store what can be used in a rea-

sonable amount of time. Storage tanks 

should be kept full, too. 

Diesel fuel engines will smoke at the ini-

tial start-up. However, smoke that contin-

ues after a complete warm-up may be an 

growth flushes a season, so there's a con-

stant chance that young, susceptible foliage 

may need protectant sprays. 

"Ornamental nurseries are at particular 

risk because sprinkler irrigation spreads 

tubakia spores," he adds. 

Strandberg tested seven fungicides in 

three classes: systemic, copper and non-sys-

temic. Efficacy was determined by measur-

ing the percentage of leaf area damage 

(indicated by "LAD") on new foliage of 

infected one-year-old laurel oaks. Overhead 

irrigation was performed nightly for two 

months, and fungicide applications were 

made bi-weekly. 

"All the fungicides reduced leaf dam-

age," Strandberg notes. "Only the systemic 

fungicides reduced the damage enough to 

satisfy the strict requirements of nursery 

production." 

For his test results, see accompanying 

chart below. 

indicator of potential problems. A diesel 

engine's condition can often be read by the 

color of its smoke, as such: 

White smoke, Type 1: water vapor or 

steam that appears but doesn't linger. This 

indicates a cooling system leak. 

White smoke, Type 2: caused by low 

temperature. If it is a low ambient tempera-

ture, the smoke will disappear. If it is a low 

combustion camber temperature, the puffs 

of white smoke will continue and may indi-

cate low pressure, ring or piston problems, 

or leaky valves. 

Black smoke: caused by unburned fuel. 

This may indicate nozzle problems of 

injecting more fuel than can be properly 

burned with the given horsepower and 

time. 

Gray smoke: caused by excessive 

amount of oil in the combustion chamber. 

It indicates worn rings or valve guide wear. 

Refer to your operator manual for spe-

cific tractor or equipment models. In gener-

al, the fuel filter should be checked and 

cleaned every 100 hours, and changed every 

400 hours. 

—The author is national traininy manayer 

for Kubota Tractor Corp. 

FUNGIC IDE E F F I C A C Y ON OAK L E A F SPOT 

Percentage of lead area damaged (LAD) on new growth of one-year-old Tubakia-infected trees. 
June 14 July 25 

Fungicide Rating %LAD Rating %LAD 

Banner 
Bayleton 
Copper hydroxide 
Daconil 
Control 

1.8 6.4 
2.3 9.3 
1.6 14.7 
2.5 20.3 
3.5 17.6 

1.6 5.1 
3.3 33.2 
2.7 24.4 
3.4 31.8 
4.3 51.4 

Source: Standberg, 1991 

INFORM • INTRODUCE • INFLUENCE • INSTRUCT 

B E 
U S T O M 

POINTS 
Reprints are highly effective 
when you use them to: 
• Develop direct-mail campaigns 
• Provide product/service 

literature 
• Create trade show distribution 

materials 
• Present information at 

conferences and seminars 
• Train and educate key 

personnel, new hires 
• Enhance press kits 
• Compile reference materials 
• Track trends and emerging 

technologies 

LANDSCAPE 
MANAGEMENT 

P A U L M A L O N E 

ADVANSTAR MARKETING SERVICES 

1 - 8 0 0 - 2 2 5 - 4 5 6 9 EXT. 6 3 0 

2 1 6 - 8 9 1 - 2 6 3 0 

FAX: 2 1 6 - 8 2 6 - 2 8 6 5 

Treating oak leaf spot 



M O S T PEOPLE A R E ECSTATIC A T H O W 
EFFECTIVE CONEROFTT I s A T M A H N G TMEIR 

BROADEEAE W E E D S OISAPPEAR. 

W i t h Conf ront* herbicide, lawn care and landscape 
pro fess iona ls know they ' re covered . Because no 
postemergent herbicide cont ro ls broadleaf weeds better. 

Confront br ings you a new s tandard of broadleaf 
control on both w a r m and cool season tu r fg rasses. 

For over 3 5 di f ferent species of broadleaves, f r o m 

p DowElanco 

•Trademark of DowElanco 

dandelions and clover to oxalis and ground ivy, Confront 
is the one herbicide tha t won ' t let you down. 

For f u r t h e r in format ion on Conf ront , o r any o the r 
p roduc t in the extensive line of DowElanco products , give 
us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always read 
and fol low label direct ions. Confr°nt 



A cost-saving way 
to control fire ants 
in your landscapes 
by Bill Cobb 
and Pat Cobb, Ph.D. 

• The cost of controlling red imported fire 

ants (RIFAs) can be decreased by using a 

program similar to the one used at the 

Colonnade in Birmingham, Ala. 

RIFAs are among the most expensive 

landscape pests to control in the South. 

Although damage to turf is minimal, fire 

ants usually build mounds that detract 

from a landscape's appearance. Mounds 

are also a reminder that their occupants 

can inflict painful stings on visitors who 

disturb them. 

Usually, a whole property is scouted 

regularly and visible mounds are treated 

with a contact insecticide. This takes time 

that could be spent on other jobs. Also, 

colonies that are still small and do not 

project above the turf are usually over-

looked. This results in additional mound 

treatment throughout the season. 

The following study represents an 

attempt to minimize costs (including 

labor) while maximizing RIFA control in a 

commercial landscape. 

It is based on the fact that RIFA winged 

reproductive females and males fly, mate 

and new colonies are established during 

warmer months, primarily in the spring. 

Mated queens can fly several miles if 

assisted by a tail wind. However, they do 

not always move that far. 

Background—The Colonnade is a 106-

acre business complex encompassing 54 

landscaped acres. The landscape is man-

Fire ant 
mounds 
can be 

found in 
secluded 

areas. 

aged by 

professional horticulturists. Red imported 

fire ant control before 1992 consisted of 

mound treatment only, with acephate 

(Orthene TT&O). One person needed at 

least one working day weekly to treat 

mounds. 

The Colonnade grounds and adjacent 

unmanaged land was scouted in June 1992 

to map areas most heavily infested with 

RIFA. Six highly visible acres that were the 

most infested were chosen for the study. 

It was also an area that, based on previ-

ous records, labor and insecticide costs for 

RIFA control could be calculated. 

Three perimeter plots were selected for 

treatment and three were left untreated. 

Plots ranged from 2,000 to 6,000 sq. ft. 

Strips 30 feet wide were treated only in 

1992 in adjacent unmanaged areas from 

which RIFA were believed to migrate into 

the landscape. 

The process—In 1992, Affirm fire ant 

bait (avermectin) was applied to treatment 

plots and strips with a Solo backpack mist 

blower equipped with a converter for 

applying granules. In 1993, Award fire ant 

bait (fenoxycarb) was applied similarly. 

Y e a r I n s e c t i c i d e $ $ 
1991 $129.50 (10 lb.) 
1992 $77.70 
1993 $12.95 (2 lb.) 

TABLE 1 
L a b o r $ $ 
$85.00 
$51.00 
$8.50 

T O T A L 
$214.50 
$128.70 
$21.45 

—Source: Dr. Cobb 

Both baits were applied at 1 lb./acre. Ants 

were observed picking up bait particles in 

the treated plots and moving from outside 

areas into treated areas to collect bait. 

Both baits disrupt colony reproductive 

potential. Worker ants depend on imma-

ture stages to digest solids into liquids, the 

only form of food on which they can feed. 

Once "immatures" become adults, they 

can no longer digest solids into liquids and 

are thereafter themselves dependent on 

other immatures for digesting solid food. 

Immature "digesters" feed liquids into 

workers; workers subsequently feed liquid 

into each other and into the queen. 

Visible mounds in bait-treated areas 

were treated with a contact insecticide 

(acephate as Orthene TT&O) within five 

days after bait applications. This was done 

to eliminate stinging worker ants quickly 

rather than waiting six to eight weeks for 

them to die. Applications were made in 

June 1992 and August 1993. 

Treated plots with the six-acre area 

totaled 16,000 sq. ft. Not all RIFAs were 

eliminated, but they were removed from 

critical locations (treated test plots and 

surrounding areas). In fact, six acres of 

control was achieved by treating perimeter 

areas only. Control costs for the six acres 

are summarized in Table 1. 

What we learned—We learned three 

important lessons about RIFA control 

from this experiment; 

1) RIFAs could be mapped. The maps 

continued on page 28 



IF Y O U M A N T T O K N O W H O W L O N G 
GALLERY W O R K S T O P R E V E N T BEOADLEAF W E E P S , 

A S K S O M E O N E W I T H T I M E O N THEHR H A N D S . 

A f t e r applying Gallery* p reemergence herbicide, you've 
got about 6 t o 8 m o n t h s of good solid wa i t ing be fore 
you'll spo t t he e m e r g e n c e of any of over 9 5 d i f fe ren t 
broadleaf weeds . Even the t o u g h ones like spurge , 
dandelion and plantain. 

In fact, Gallery is the only p reemergen t on the marke t 
today tha t ' s des igned t o p reven t so many broad lea f 
weeds, yet is sa fe over t h e t o p of all t u r f g r a s s e s , 

DowElanco 

and over 4 0 0 d i f f e ren t spec ies of o r n a m e n t a l s . 
So now t h a t you have a litt le ex t ra t i m e on your 

hands, maybe you can ge t a round to digging up even 
m o r e business. 

For f u r t h e r in format ion on Gallery, o r any o the r 
p roduc t in the extensive line of DowElanco ^ , 
products , give us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . r a \ \ 6 t ) l 
Always read and follow label direct ions. U ^ ^ ^ j 

•Trademark of DowElanco 



represented areas of highest concentra-

tion, which included surrounding unman-

aged sites from which migration probably 

occurred. In this case, the landscaped 

areas were also among the most highly vis-

ible parts of the property. 

2) Perimeter treatments were ade-

quate. Total property treatment, or even 

treating the six-acre area, was not neces-

sary for acceptable control (based on num-

ber of visible mounds). 

Ants were 
observed 
picking up 
bait particles 
in the treated 
plots and 
moving from 
outside areas 
into treated 
areas to 
collect bait. 

Baits controlled colonies, including 

young, not-yet-visible colonies. This elimi-

nated the need for continuous mound 

treatments throughout the season. 

The contact insecticide applied to visi-

ble mounds after bait application con-

trolled workers quickly. RIFA workers 

already present are excellent predators on 

new queens that fly into an area. Perhaps 

by leaving a few colonies in less visible 

areas, new queens were controlled. 

3) Monitoring, mapping and perimeter 

treatment reduces control costs. 

RIFA control is insecticide-dependent 

because of the lack of naturally-occurring 

predators and pathogens. Amounts of 

insecticide applied were reduced even 

more with perimeter treatments. Labor 

costs were reduced because—even though 

weekly scouting continued—the need for 

weekly mound treatments was eliminated. 

The future—Excessive rainfall in 1994 

resulted in RIFAs getting a slow start. Fire 

ant colonies increased dramatically in 

many areas of the South during late sum-

mer and fall. Flowever, only minimum 

treatment was done at the Colonnade 

because of the few colonies throughout 

the season. The 1995 program will be 

determined after the property is again 

monitored, mapped and "acceptable" 

(threshold) levels of RIFA colonies are 

determined. 

—Bill Cobb is operations manager for 

Environmental Design Group, 

Birmingham, Ala. Dr. Cobb is professor 

and extension entomologist at Auburn 

University, Ala. 

YouVe invested in chemicals, and you want the 

most out of that investment. But you need to protect 

your turf and sensitive florals, too. Thanks to a 

special turbulence chamber and pre-orifice in our 

Turbo Floodjet® tip, you no longer have to sacrifice 

effective coverage for drift control - or vice versa. 

Turbo Floodjet tip. There's no better way to spray. The 

Free Drift Management Tool Get a specialized slide rule 

that helps applicators choose the right tip to manage drift 

for each spray situation - free! Just write to: Drift Tip 

Selector, Spraying Systems Co., RO. Box 7900, 

Wheaton, IL 60189-7900. 

(f^Pr Spraying Systems Co. 
P0 Box 7900 Wheaton. IL 60189-7900 

pre-orifice 
reduces the 
percentage of 
dr i f tab le 
drop le ts 

turbulence chamber 
improves d is t r ibu t ion 
uni formi ty 

large flow chamber 
minimizes clogging 



Some Things Are Just Made 
to Work Better in the Dark. 

usease resistant, shade tolerant and beautiful, Glade Kentucky 

Bluegrass is one variety you can't help but fall in love with. 

Call your Jacklin Seed marketing representative at 800-688-SEED and 

find out why. It could be the beginning of a beautiful relationship. 

Th«Greenseai K e n t u c k y b l u e g r a s s 
5 3 ( ) 0 w R l v e r b e n d Avenue • Post Falls. Idaho 83854-9499 

mCTSS u S Plant Patent 3151 L.cense ,n C a n a d a No 2133 208/773-7581 • 800/688-SEED • TWX 5107760582 Jacklin PFLS 
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NDULUM. 
The most widely used and proven 

pre-emergent turf herbicide, Pendimethalin, 

is now available from American Cyanamid 

for use on turf. PENDULUM® herbicide 

offers broad spectrum pre-emergent control 

against most grassy and many broadleaf 

weeds, including crabgrass, goosegrass and 

tough to control oxalis and spurge. With 

the cost-effectiveness your operation needs 

to stay up and running. And with excellent 

tolerance on a wide variety of cool and 

warm season turfgrasses. 

P E N D U L U M also provides over-the-top 

control of over 45 grassy and broadleaf 

weeds without harming over 260 labeled 

ornamentals, making it your best choice for 

total turfgrass and landscape management. 

P E N D U L U M is available from leading 

turf suppliers as a 60 W D G or a 3.3 EC. 

The label says it all. For the broadest, 

most cost-effective, season-long control of 

troublesome weeds, look ^ ^ ^ 

to P E N D U L U M . And 

behold turf perfection. 

For more information 

or for the P E N D U L U M 

distributor nearest you, 

call 1-800-545-9525. 

CYANJUMiO 

Agricul tura l P r o d u c t s Div is ion 
Specially Products Department 
Wayne. NJ 07470 ©1995 

HERBICIDE 

Nothing Beats Pendimethalin 
Circle No. 140 on Reader Inquiry Card 



Helps to selecting turfgrass 
come from research farms 
• Here's a rundown of some of the recent 

developments in turfgrass research, from 

Dr. Doug Brede, research director for the 

Jacklin Seed Company. 

Tall fescues—"Dwarf' tall fescues are 

losing popularity due to shallow root sys-

tems, which make them susceptible to 

brown patch or other diseases, says Brede. 

New, "low growing/high density" tall 

fescues show improved shoot density, uni-

form growth and good stress tolerance. But 

these are not good choices for athletic turf, 

Brede warns. 

The older tall fescues, such as Rebel II, 
Wrangler, Mesa, and Arid still have applica-

tions for high-wear, low-water use and do 

very well under those conditions. 

Kentucky bluegrass—The "elite" vari-

eties will be available to turf managers 

everywhere in about two years. Brede says 

it's been a low seed yielder until recently. 

Here are Dr. Reed Funk's "Seven 

Bluegrass Classifications," as explained by 

Brede at the Ohio Turf Conference: 

1) "Aggressive" types: have high shoot 

density, and tend to spread into neighbor-

ing plants; dominate when you put them 

into mixtures and blends. Varieties include 

Ben-Sun; A-34; Limousine; Princeton 

104; Touchdown. (For high wear condi-

tions, i.e. athletic fields, golf course tees.) 

2) "Bellevue" types have medium to 

good turf performance; excellent winter 

color; Examples include Banff; Classic; 

Georgetown; and Trenton. 

3) "Baron" types: These exhibit extreme-

ly high seed yield potential and intermedi-

ate performance, but are susceptible to 

stripe smut; still, a good all-purpose turf-

grass. Examples: Baron; Kelly; Merit; 

Gnome. 

4) "Mid-Atlantic" types tend to have very 

deep rhizome systems and very good knit-

ting quality for athletic field uses. They are 

tolerant of summer stress, but fall prey to 

leaf spot, so use in a mix with another blue-

grass. Examples include Huntsville, 

Preakness, Wabash: and SR 2000. 

5) "Midwest" types have an upright, nar-

row growth habit; they mature early and 

are low maintenance, especially low water 

use; susceptible to leaf spot. Examples 

include Kenblue; Ginger; AS-21; South 

Dakota Certified. 

6) "North latitude, compact" types are 

low, compact growers that always place 

high in turf trials. They have excellent leaf 

spot resistance; late spring green up but a 

pale winter color. 

7) Other types: these defy classification, 

as they can exhibit characteristics of the 

other six groups. Ram /, for example, is 

both a high and low-maintenance per-

former, Brede reports. Others include 

Nustar; Aspen; Challenger. 

Bentgrasses—The most notable 

improvement in the new bentgrasses is 

their fine leaf texture, darker green color 

and upright leaf habit. They are also less 

stemmy. 

But you have to be careful. According to 

Brede, bentgrasses which have been too 

hastily tested can form patches and have 

different growth habits, which will affect 

color and ball roll. Poa annua resistance 

also varies in these, says Brede. 

—Terry Mclver 

Make The "Smooth Move" To Echo. 
THE ECHO HC-1600 
HEDGE CLIPPER. 

Sure, you can buy other hedge 

clippers. But they won't perform 

as smoothly, or as efficiently as the 

Echo HC-1600. It features double 

reciprocating cutting action which 

is faster and transmits less vibration 

than single reciprocating models. 

Has great cutting capacity, too, with 

a blade length of 24". And for maxi-

mum comfort the HC-1600 isolates 

engine and gearbox vibration from 

the user's hands. 

The commercial duty Echo 

21.2cc engine is a smooth performer, 

too. With Pro-Fire* Electronic 

Ignition and purge pump-equipped 

carburetor for fast starting. And 

dual-piston ring design for longer life. 

Make the "smooth move" to 

the Echo HC-1600 Hedge Clipper. 

For the name of your nearest Echo 

Dealer, call 1-800-432-ECHO (3246). 

Or write: Echo Incorporated, 

400 Oakwood Road, 

Lake Zurich, IL 60047. 

KUECHB. 
Ask Any Pro! 



FOUR WHEEL DRIVE 
"GO" POWER 

YEAR-ROUND 
VERSATILITY 

EASY-FOLDING 
CUTTING UNITS 
FOR TRANSPORT 

Now, with the addition of optional 100 HP Turbo and Four Wheel Drive, the 
HYDRO POWER 180 is the ultimate in large capacity mowing performance. 
Mow up to 17 acres/hour with the HYDRO POWER 180 hydraulically pow-
ered deck system — three individual decks cover up to 198" cut. 
The 100 HP Turbo-charged Cummins diesel engine offers added power 
on demand — no need to slow ground speed while mowing in dense turf 
conditions. The extra power also provides a top quality cut and excellent 
clipping distribution. 
The Four Wheel Drive allows increased production in areas previously 
inaccessible to large rotary mowers. Superior traction and hill climbing 
ability are available with just the flip of a switch. 

The Variable Speed Eaton Transmission (204 HP rated) affords the operator 
complete ground speed control. The operator can set the mowing speed 
to meet individual mowing conditions and not be restricted by a two-range 
system as on some competitive models. 
The Two Stage Snowblower and Heated Cab provide year-round versatility. 
The HYDRO POWER 180 just leaves the competition behind when it comes 
to performance. 

18155 Edison Avenue H O W A R D P R I C E 
»EQUIPMENT 

Chesterfield, MO 63005 



1994 ARTICLE INDEX 
NOTE: Articles listed by month, 

year and page number (1/94:1 would 
be January, 1994 issue, page 1). 
Italicized names in "Contributing 
Authors" section bear doctorates in 
their appropriate sciences. 

BY KEY WORD 
2,4-D 1/94:58, 6/94:48, 7/94:1 
Aeration, deep 8/94:44; selling 

8/94:47; with water 7/94:36 
Algae control 12/94:8G 
Alyeska Resort 11/94:38 
Associated Landscape 

Contractors of America, certification 
program 5/94:56; merger with AAN 
9/94:14L 

Athletic fields, budgets 10/94:32; 
multi-use 8/94:22; World Cup 8/94:55; 
and sand 6/94:6; pitchers mounds 
6/94:27; and soil 6/94:32; and artificial 
turf 10/94:38; diamond construction 
11/94:8G; LM's national survey 12/94:8 

Audubon Society, Cooperative 
Sanctuary Program 5/94:48; video 
available 11/94:35 

Biost imulants 10/94:8 
Brown patch 9/94:1L 
Business management, account-

ing 7/94:22; banks 12/94:12L; budget 
cuts 1/94:29; income statements 
4/94:36; staffing 6/94:22; expansion 
6/94:26; handling complaints 6/94:44; 
selecting an accountant 1/94:25; selling 
service 1/94:50; financial statements 
8/94:27; charting growth 9/94:12L; col-
lections 10/94:32; time management 
11/94:12; leadership 11/94:12; small 
business sales 12/94:30 

Calibration, spreader and sprayer 
5/94:21 

Certif ication 11/94:36 
Chlorosis 10/94:4 
Compaction 7/94:27 
Compost ing 6/94:45 
Computers 7/94:19; and design 

12/94:12 
Crabgrass 5/94:6 
Customers, knowing 1/94:1; satis-

faction 6/94:14; pesticide questions 
4/94:16; how to treat 12/94:10L 

Deer management 5/94:6 
Dieback 10/94:4 
Disease control, cool-season 

5/94:26; warm-season 5/94:32; take-all 
patch 10/94:34; necrotic ring spot 
10/94:4; galls 11/94:6; golden oak scale 
4/94:6; summer patch 4/94:51 

Earthworms 7/94:28 
Employees, and drugs 5/94:20; 

hiring 4/94:1, 4/94:30; training 1/94:20; 
use of 8/94:24; burnout 8/94:50; moti-
vation 10/94:30; language barriers 
11/94:11; education 12/94:1G 

Endophytes 4/94:66; 8/94:32 
EPA, violations 7/94:34; posting 

10/94:16 
Equipment, inventory 5/94:18; 

preventive maintenance 7/94:10-14; 
prices 8/94:54; use charts 9/94:8G; 
blower laws 11/94:34 

Fertigation 1/94:38 
Fertilization, fall 8/94:30; slow-

release 1/94:8 
Fire ants 4/94:6 
Fire blight 1/94:8 
Firescaping 6/94:16 
Floratex bermudagrass 10/94:30 
Flowers, using 6/94:36; bulbs 

10/94:10 
Galls 11/94:6 
Golden oak scale 4/94:6 
Golf, and media 5/94:1; 6/94:1; 

flowers 6/94:40; future of 1/94:10; 
greens committees 4/94:50; construc-
tion 10/94:27; design 10/94:30; pin rota-
tion 5/94:45; using camcorders 4/94:51; 
worker law 6/94:50; golfers and 
7/94:30, 12/94:5G; practice facilities 
8/94:46; superintendent's role 9/94:1 G; 
humidity 9/94:4G; environmental con-
siderations 11/94:1 G; winter 11/94:4G 

Green Industry Expo 5/94:57; 
10/94:37 

Grub control 11/94:6; 12/94:6 
Harvey, Paul 4/94:70; 5/94:1 
Hazardous waste 4/94:10 
Heat stress 7/94:26 
Horticultural oils 11/94:6 
Insect control, cool-season 

4/94:38; warm-season 5/94:33; and 
endophytes 4/94:66, 8/94:32; ornamen-
tals 4/94:40; nematodes 11/94:32; fire 
ants 4/94:6; sod webworms 12/94:6; 
grubs 11/94:6,12/94:6 

Insurance, health care 4/94:32 
Interstate Professional 

Appl icators Associat ion 4/94:62 
Iowa Professional Lawn Care 

Associat ion 1/94:53 
Irrigation services 8/94:26; inno-

vations; effluent 1/94:44; weather sta-
tions 8/94:41; winterizing 11/94:16 

Kentucky Bluegrass, NTEP 
scores 9/94:10L 

Kudzu 7/94:6 
Landcape fabrics 8/94:6 
Landscaping, design/build 

1/94:48; winterizing 10/94:33; living wall 
12/94:33; quality and 11/94:12L 

Lawn care, Allied Regional 
Associations 4/94:55; customer panel 
5/94:57; mid-season rescues 6/94:44; 
Ron Hall's day 5/94:52; priorities 
7/94:33; establishment 9/94:8L; in 
shade 9/94:6L; Moms & Pops 10/94:25; 
State of the Industry survey 11/94:8, 
11/94:1 L; TruGreen 10/94:26; in Las 
Vegas 12/94:8L 

Massachusetts Associat ion of 
Lawn Care Professionals 4/94:63 

Middleton Place 4/94:64 
Moss control 1/94:8; 12/94:8G 
Mowers, legislation 1/94:58; reel 

1/94:13; LM's quality survey 10/94:6 
Mowing, and PGRs 1/94:28; costs 

5/94:8 
Mulch, Penn State 6/94:50 
National Sports Turf Council 

6/94:50 
National Turfgrass Evaluation 

Program 6/94:50 
Native plants, defined 4/94:54 
Necrotic ring spot 10/94:4 
Nematodes 11/94:32 
Ornamental care 8/94:33-40 insert 
Overseeders 6/94:12 
Pendulum herbicide 6/94:6 
Penn State museum 10/94:39 
Pesticides, containment and stor-

age 4/94:8; legislation 6/94:48; user 
survey 4/94:65; study 7/94:35 

PGRs (plant growth regulators) 
1/94:28, 12/94:25; on fairways 10/94:25 

Plants, alternative 5/94:16; fire-
resistant 6/94:21; to transplant 4/94:6 

Poa annua 8/94:6 
Poison ivy 7/94:6; 12/94:6 
Polymers, superabsorbent 

12/94:14L 
Posting 4/94:70; 10/94:16 
Potassium 6/94:52 
Prescript ion Athletic Turf 

5/94:57; 6/94:27 
Primo 4/94:54 
Professional Lawn Care 

Associat ion of America 4/94:55; 
Gallup survey 8/94:51; workshops 
9/94:16L; conference fees 9/94:16L; 
officers 10/94:38; chapters 12/94:4L 

Public relations 4/94:14; 4/94:15; 
press releases 7/94:32; garden shows 
7/94:24; speaking 7/94:18 

Purple nutsedge 12/94:6 
RISE 6/94:48; survey of public 

12/94:28 
Safety, accident prevention 

8/94:12; equipment 8/94:16; acces-
sories 8/94:17 

Sandoz poll 4/94:65 
Sandusky parks 12/94:4G 
Scheduling 1/94:19 
Seashore paspalum 1/94:40; 

12/94:14 
Seed Pocket Guide 7/94 insert 
Seed supply 8/94:8 
Skid-steer loaders 11/94:21 
Sod webworms 12/94:6 
Sod, rooting 6/94:6 
Soil amendments 11/94:28 
Soil solarization 5/94:6 
South Florida Water 

Management District 6/94:9 
Sprayers, calibration 5/94:21; 



UNBEATABLE 
WEED CONTBOL 

PRE-
Pre-emergent 

Herbicide 

THE Pendimethalin. 

LESCO 

Since 1985, LESCO's PRE-M 
preemergent herbicide has 
been recognized as the 
industry standard for weed 
control. No other preemer-
gent herbicide combines 
outstanding control of annual 
grass and broadleaf weeds at 
the most economical price. 

Simple to use and available 
in four formulations, PRE-M's 
proven, consistent perform-
ance is unbeatable. Ask your 
LESCO Sales Representative 
about the best preemergent 
herbicide available today: 

PRE-M. 

Net 10 lb. #011965 

20005 Lake Road . Rocky River, Ohio 44116 .1-800-321-5325 



efficiency 4/94:22; purchasing 
4/94:19; winterizing 11/94:14 

Spreaders, calibration 5/94:21 
Stihl recall 5/94:56 
Summer patch 4/94:51 
Take-all patch 10/94:34 
Tractors, compact 5/94:12 
Training, home study 1/94:58; 

pesticide 4/94:16; video 1/94:20; staff 
10/94:14; non-technical 11/94:10L 

Transplanting 4/94:6 
Trees, and maple syrup 6/94:6; 

construction damage 6/94:28; hardy 
urban 1/94:42; pruning 4/94:70; topping 
8/94:32; winter injuries 12/94:12L 

Trenchers 7/94:16 
Turfgrass, drought tolerance 

6/94:30; rolling 1/94:12; salt-tolerant 
12/94:14 

Video training 1/94:20 
Wall Street Journal 6/94:1 
Water, saving tips 7/94:28; use 

6/94:8; watering turf 6/94:30; conserva-
tion 11/94:35 

Weather stations 8/94:41 
Weed control, aquatic 5/94:42; 

identification 4/94:54; in junipers 8/94:6; 
kudzu 7/94:6; with fabric 8/94:6; purple 
nutsedge 12/94:6; crabgrass 5/94:6 

Wetlands 5/94:48 
Xeriscaping guidelines 6/94:8 
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Andrews, Bob 4/94:50; Atkins, Debra 
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7/94:37; Baldwin, Randy 6/94:16; Ball, 
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Mona 1/94:53; 4/94:58; Bowden, Rick 
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Kinman, Gary 1/94:48; Kocher, 
Brad 9/94:1 G, 10/94:25, 10/94:41; 
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Repenning, Peter 6/94:45; Rieff, 
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Sometimes a new scent works wonders. So stay in step 

willi your customers by using new Dursban* Pro insecticide 

It gives you all the performance you expect from Dursban, 

in a new low-odor formulation. 



Dursban Pro is your broad-spectrum, cost-efficient 

choice. It delivers the effective residual control your customers 

demand. So you'll reduce your risk of costly callbacks. And the 

new scènt means fewer complaints and happier customers. 

Use new Dursban Pro. Your favorite partner smells 

better than ever. 

DowElanco 

*Trademark of DowElanco 



New Dursban* Pro insecticide, for both indoor and 

outdoor applications, is another innovative development 

from DowElanco. 

This new formulation combines cost-efficiency, 

effective residual control, and a new scent all in one 

product. The new label has more use sites and target 

insects listed than the old formulations of Dursban. And 

Dursban Pro also carries a caution label. 

So continue to look to DowElanco for the latest 

ideas. We're the company you can count on for quality 

products, helpful advice and the best service in the 

business. For more details, call 1-800-352-6776. 

® % DowElanco TM 

Always read and follow label directions. * Trade mark of DowElanco Printed in the U.S.A. 
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JOB 
TALK 

Retirement community 
landscaping a challenge 
• Coordinating the landscape management of a facility as large as 

John Knox Village in Lee's Summitt, Mo., is a task similar to 

being responsible for a small city—and the lawn care of each resi-

dence. As America's largest retirement community, John Knox 

Village is home to more than 2,000 retirees. The 400-acre com-

plex includes houses, duplexes, garden-type cottages, and large 

continuing-care facilities and recreational facilities. 

There's even a bowling alley, three restaurants and a nine hole 

golf course. 

When planning for year-round maintenance, Warren Brown 

vehicles and grounds manager, must consider many variables. 

"John Knox Village is a beautiful environment for retirees," 

says Brown. "It has more than a thousand trees, hundreds of acres 

of grass and dozens of flower gardens and shrubbery areas." 

In addition to the golf course, Brown and his crew manage the 

landscape at Lee's Summit Hospital and several private soccer 

fields adjacent to John Knox Village. 

Residents who live in the cottages and duplexes individualize 

their fenced-in outdoor areas with bird feeders and bird baths, for 

example. 

This not only makes the tenants live more comfortably; it also 

prevents a maintenance challenge to Brown and his crew. 

"By the nature of the facility's philosophy and design," says 

Brown, "we must mow in a lot of very tight areas with numer-

ous.obstacles. And with the number of trees and intricate flower 

beds and shrubbery we have, open areas are equally challenging." 

"Northern Missouri has four very specific seasons," says 

Brown. Our maintenance program—by necessity—must be pre-

pared for all seasons and all weather conditions. In fact, it affects 

the equipment we choose as well as the timing of our fertilizer 

and weed program." 

The first fertilizer and pre-emergent weed control application 

takes place in late March. This preliminary application utilizes a 

combination product that both fertilizes and fights crabgrass at 

once. The second application of fertilizer and weed control takes 

place seven weeks later, and includes an herbicide that is designed 

for late summer weeds. Both applications use a measuring stan-

dard of % lb. per 1000 sq. ft. of turf. Broadleaf weed control prod-

ucts are applied in April, May and late July. 

Fertilizer is also applied in September and early November. 

These late-season applications use a combination of nitrogen, 

phosphorus and potassium in a ratio of 10-3-6 at a rate of 1 lb. per 

1000 sq. ft. of turf. 

"We used to have different equipment for every season," says 

Many obstacles in the landscape at John Knox Village 
require zero-radius maneuverability from mowers. 

Brown. "Today, we use nine, 21-hp diesel Grasshopper zero-radius 

front mowers that allow us to mix and match cutting decks and 

attachments for year-round versatility. 

According to Brown, zero-radius maneuverability has reduced 

the hours required for virtually all maintenance operations— 

from mowing, trimming and weedeating to leaf pick-up and snow 

removal. 

To collect clippings, five of the nine Grasshopper mowers carry 

a Quick-D-Tatch Vac grasscatching system and 25-cubic foot Trail 

Hopper collectors. The large collection systems make it more 

convenient to catch clippings, according to Brown, because clip-

pings are not emptied as often. 

The grasscatching systems are also used often in the fall, to 

collect leaves from the facility's thousand-plus trees. Crews also 

use the grasscatching system's powerful vacuum action for fall 

dethatching. The Wand Vac, a hand-held vacuum device that 

attaches to the Grasshopper Quic-D-Tatch Vac is used to pick up 

the shrub clippings during the three-week long job of trimming 

the shrubbery around the complex. 

In the winter, cab enclosures are attached, along with the 

snow blades and snowthrowers. 

"We use the dozer blades for light snows and when we get 

more than three inches, says Brown. "The snowthrowers can clear 

up to 12 inches of snow very efficiently." 

Randy Wright is the lead mechanic. With so much equipment, 

repair and service time must be kept to a minimum. 

"A side benefit of year-round versatility has been to simplify 

our equipment maintenance by eliminating the need for a lot of 

different machines for different jobs," says Wright. "That means 

our parts inventory is reduced significantly, too." 



Think of it as guaranteed 
birth control 
for weeds. 

Every day, every hour, every minute, seeds germinate and weeds sprout in 
landscapes everywhere. Biobarrier II has never met a weed it couldn't control. 

For the professional landscapes it provides a combination of our patented 
controlled-release trifluralin and our time-tested geotextile fabric, 

guaranteeing you the ultimate in weed contro l -andguaran tee ing it for 10years. 
It's easy to install and easy to maintain, and it means no dealing with harmful 

liquid chemicals or sprays. Plus, the fabric allows water, air and nutrients 
to pass through so desired plants can flourish. 

Get Biobarrier II. And weeds never have a chance to even get started. 

Biobarrier8 II 
PREEMERGENCE WEED CONTROL SYSTEM 

Manufactured by Reemay, Inc. Call 1-800-284-2780 EPA Registration No. 59823-1 



HOT 
TOPICS 

Biological pesticide market 
to hit $150 million by 1997 

CLEVELAND—The bio-

logical pesticide market 

is expected to reach $150 

million by 1997, accord-

ing to a business research 

group here. 

Demand for pesticide 

active ingredients is ex-

pected to increase 4.7 

percent per year until 

1997, when it will total 

nearly $4 billion, the 

study says. 

The Freedonia Group, 

Inc. says the increase in 

demand will be balanced 

against more specialized 

formulation used in low-

er quantities. The volume 

will be slightly higher 

than 1992 levels of nearly 

1.1 billion pounds. 

The Freedonia Group's study, "Pest-

icides in the U.S. to 1997," says consump-

tion of conventional pesticides is expected 

to expand 4.5 percent per year through 

1997. These products depend a lot on the 

agricultural sector, and demand hinges on 

specific factors such as climate and insect 

population, among other causes. 

Herbicides, insecticides and fungicides 

account for more than 90 percent of all 

pesticide use. 

Biological pesticides currently account 

for a very small portion of the pesticide 

market. Rapid growth is expected as new 

products are developed and marketed, says 

industry analyst Luci Young. Adding to the 

increase is the growing interest and 

research by conventional pesticide manu-

facturers in alternatives to chemical-based 

World Pesticide Consumption 
(billion US dollars) 

1988 1993 1998 

N. America • Latin America • Western Europe 
Eastern Europe CD Africa/Mideast ED Asia/Oceania 

Source: Sludy #636. The Freedonia Group. Ine (Cleveland, Ohio). 

control products. 

Agriculture use accounts for more than 

70 percent of all pesticides. Demand in 

agriculture is influenced by climate, num-

ber of acres planted, number of acres har-

vested and the crop mix. Young says corn, 

soybeans and cotton require the most pes-

ticide care. 

The study says commercial pesticide 

applications by professional pest control 

and lawn care companies will see growth 

based on stimulation from the penetration 

of biopesticide products —which the study 

call "safer" than chemical controls—and 

by a stronger economy which will allow 

consumers and businesses to purchase 

these services. 

Growth in consumer pesticide demand 

will be based on improved, higher cost for-

mulations and increa-

sed usage fostered by 

the popularity of do-it-

yourself lawn and gar-

den care. 

Biological pest con-

trol products have been 

received with both sup-

port and skepticism. 

The major drawback 

to biological products 

has been their high 

cost and low efficacy 

relative to synthetic 

pesticides, making 

repeat applications nec-

essary. Products de-

grade quickly, are sen-

sitive to adverse soil pH 

factors, and are easily 

affected by moisture 

and temperature. 

From an environmental point of view, 

genetically engineered products have yet 

to be declared completely safe. To over-

come these misperceptions, some compa-

nies are creating products based upon 

genetically-engineered bacteria which are 

killed before inclusion into the finished 

product. Although dead, the microorgan-

isms retain internally-generated poisons 

that are fatal to target pests. 

Safety questions still prevent 

widespread use of biopesticides. The 

Freedonia report says live bacterial, viral 

and fungal-based pesticides will not be 

cleared for widespread use until the late 

1990s. Products which use dead microor-

ganisms will continue to be marketed. 

—Terry Mclver 
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NAA mini-survey 
shows interest 
in IPM programs 
AMHERST, A/.H.—Seventy-seven percent 

of respondents to a National Arborist 

Association Mini-Survey said they follow 

Plant Health Care or Integrated Pest 

Management techniques. 

Those programs have been available to 

customers for an average of 6.8 years. 

Horticultural oils were ranked the con-

trol product of choice, with Tempo larvi-

cide ranked second and insecticidal soaps 

ranked third. 

Sixty-one percent of those who said 

they have PHC/IPM programs said their 

customers are more concerned with prod-

ucts used on their properties than before. 

But despite the shift in control pro-

grams, 61 percent said they have seen a 

decline in the number of effective pesti-

cide products labeled for control of pests 

on ornamental plants. 

Survey resu l ts 
Do you have a PHC/IPM program? 

Yes 77% 

No 13% 

How long has it been available? 6.8 years 

Rate the success of your current program 

from 1.0 to 5.0, with 1.0 being very suc-

cessful 2.4 

Did you have a pest management pro-

gram in place prior to the current pro-

gram? 

Yes 68% 

No 32% 

Why did you change to Plant Health 

Care? Rank responses from 1.0 to 5.0, 

with 1.0 being the most important rea-

son: 

Greater safety 2.0 

Environment 2.0 

More effective 2.0 

Regulations 2.0 

Public demand 0.3 

Cost 0.3 

List the five most commonly used pesti-

cide products in your current program: 

#1: Horticultural/dormant oils 

#2: Tempo (Temephos) larvicide 

#3: Insecticidal soaps 

#4: Orthene (acephate) insecticide 

#5: Sevin (carbaryl) insecticide 

Is posting required in your community? 

At time of application 43% 

Not required 44% 

Required before application 9% 

Don't know 8% 

Source: National Arborist Association 

Base: 56 

HOT 
S T U F F 

GIE elects new officers 
MARIETTA, Ga.—David Luse of Arteka Natural Green in Eden Prairie, Minn, is new 

president of the Green Industry Expo, taking over from Davey Tree Expert's George 

Gaumer. Lou Wierichs Jr. of Pro-X Systems in Appleton, Wis. is new vice president of the 

GIE and E. Earl Wilson of Thornton-Wilson in Loveland, Ohio, is new secretary/treasur-

er. New board member Gary Trinetti of Garick Corp., Cleveland, replaces Gaumer. 

Trinetti represents the Professional Grounds Management Society. 

EPA studying three herbicides 
WASHINGTON—The Environmental Protection Agency will study the effects of atrazine, 

simazine and cyanazine on drinking water. Ciba, which supplies pesticides to the turf-

grass market, makes atrazine and simazine, both Class C carcinogens, the third most 

dangerous of five classes. A spokesperson for Ciba says that the company welcomes the 

study. 

RISE defines IPM 
WASHINGTON—Integrated Pest Management should "manage pests and the environ-

ment to balance benefits of control, costs, public health and environmental quality," 

according to Responsible Industry for a Sound Environment (RISE). The organization— 

which represents manufacturers, formulators and distributors of specialty pesticides— 

defined IPM as a recent meeting of its Governing Board. 

"Our members felt that their association should go on record with a definition of IPM 

based on the growing use of such systems, and to help eliminate confusion as to what 

IPM really means," says RISE executive director Allen James. 

Metasystox-R to remain on market 
YUMA, Ariz—Metasystox-R, a systemic insecticide used on aphids, mites, leafhoppers 

and other sucking pests in fruit and field crops, is remaining on the market. Gowan 

Company signed agreements with Miles and the Environmental Protection Agency allow-

ing it to distribute the product, which was first registered in the U.S. in 1961. 

Power equipment sells 
ALEXANDRIA, Va.—All categories of outdoor power equipment, except rear engine rid-

ers and tillers, are expected to show increased shipments in 1995, according to the 

Outdoor Power Equipment Institute (OPEI). 

The organization, however, revised its predicted growth rate down to 2.3 percent for 

1995 "due to recent increases in mortgage interest rates which are expected to lead to a 

decline in sales of new and existing homes." Growth of 1.9 percent is expected in 1996. 

Super offers video training 
WEST BEND, Wis.—Eight training videos are available from renowned golf course 

superintendent Paul Latshaw for $69.95 each. Titles are: "The Knowledgeable Operator" 

(riding equipment); "Turf Etiquette" (for golfers and crews); "Bringing Out the Best in 

the People You Manage;" "Turf Restoration and Renovation;" "Training the Trainer;" 

"Golf Car Fleet Management;" and "Greens Mowing Tips and Orientation." 

For more information, phone Epic of Wisconsin at (800) 938-4330. 

Obituaries... 
SALEM, Ore.—R.H. "Dick" Bailey, owner of Bailey Seeds, died of cancer at his home 

here Nov. 29, 1994. He was 64. Earlier in his career, Bailey worked for Dickinson Seed, 

co-founded Turf-Seed with Bill Rose and managed Jacklin Seed Co. He is survived by 

his wife Shirley, son Rich Jr., two brothers, a sister and two step-daughters. 

PHOENIX—Golf course architect Milt Coggins died Nov. 4, 1994 at the age of 92. 

Coggins designed 29 courses in Arizona, California, Texas and Florida, including 

Prescott (Ariz.) Country Club. He is survived by his wife Tate D., sons Milt Jr. and 

Lewis, three grandchildren and one great-grandchild. 



Environmental relations 
kit sells and informs 
ST. LOUIS—Monsanto Company now 

offers a free environmental relations 

primer to help lawn care operators and 

landscapers describe the environmental 

aspect of pesticides. 

"Weeds Are No Longer Your Only 

Concern" contains information on 

Roundup herbicide, including the new 

Roundup Dry Pak, plus non-commercial 

information to help managers portray the 

industry to the public more accurately. 

The kit includes pass-along informa-

tion to be given to customers and infor-

mation for management and employees. A 

"Q&A" sheet covers the environmental 

aspects of herbicide use, lawn renovations, 

environmental and public safety data 

sheets, information on integrated pest 

management and tips on selling services 

which include the use of Roundup. 

Corrections 
o - A four-wheel-drive Swinger articu-

lated loader was incorrectly identified as a 

Thomas skid steer loader in our November 

issue. We apologize for the error. 

The Swinger line is actually manufac-

tured by Northwestern Motor of Eau 

Claire, Wise. It includes three loaders with 

SAE lift capacities from 2,400 to 1,200 lbs. 

Lift height at the pin is up to 10 feet. 

Swingers feature easy operating hydro-

static drive to the drop box and easy-to-

maintain mechanical drivelines and axles. 

For more information on Swinger 

loaders, contact Larry Blanshan, Swinger 

Division, Northwestern Motor, 1125 Starr 

Ave., Eau Claire, WI 54703; phone (715) 

835-3151. 

cr Also, 1993 PLCAA President Lou 

Wierichs of Pro-X Systems, Appleton, 

Wis., claims he was the first person to 

complete the Certified Turfgrass Profes-

sional program and earn the CTP designa-

tion early this past summer. By summer's 

end more than a dozen turf pros had 

passed the course. 

GREEN INDUSTRY 

EVENTS 
What's going on in the industry 

FEBRUARY 
1-2: New York Turf and Grounds Expo 

II, Holiday Inn, Suffern, N.Y. Phone: (518) 

783-1229. 

2: NorCal Spring Trade Show. San 

Mateo County (Calif.) Expo Center. Phone: 

Margo Jonsson, (916) 961-6814. 

2-4: Landscape Design Short Course, 

Sheraton Inn, Pittsburgh North. Phone: 

Michael Masiuk, (412) 392-8540. 

3-5: The Management Clinic, Gait 

House East, Louisville, Ky. Phone: 

American Association of Nurserymen, 

(202) 789-2900. 

4-8: Sports Turf Managers Assn. 

National Conference & Exhibition. Pirate 

City, Bradenton, Fla. Phone: STMA, (312) 

644-6610. 

5-7: Fertilizer Institute Annual 

Meeting, Marriott's Orlando (Fla.) World 

Center. Phone: TFI, (202) 675-8250. 

6-7: International Society of Arbor-

iculture Shade Tree Symposium, Lan-

caster (Pa.) Host Resort. Phone: Elizabeth 

Wertz, (215) 795-2096. 

6-8: Landscape Design Short Course, 

Warrendale, Pa. Phone: Michael Masiuk, 

(412) 392-8540. 

7: Target Specialty Products Annual 

Seminar and Exhibit, Mesa, Ariz. Phone: 

Target, (310) 802-2238. 

7: Michigan Arborist Association 

Insect Practical Applicator Training, 

Southfield (Mich.) Civic Center. Phone: 

MAA, (810) 391-0030. 

7-8: Southern I l l inois Grounds 

Maintenance School. Gateway Convention 

Center, Collinsville, 111. Phone: Ronald E. 

Cornwell, (618) 692-9434. 

7-9: Pro Green Expo, Colorado 

Convention Center, Denver. Phone: (303) 

756-7282. 

8-9: Landscape Industry Show, Long 

Beach (Calif.) Convention Center. Phone: 

(916) 448-2522. 

8-9: Garden State Nursery & Land-

scape Conference, Somerset, N.J. Phone: 

New Jersey Nursery & Landscape Assn., 

(609) 291-7070. 

8-10: Turfgrass Producers Interna-

tional Midwinter Conference. Walt Disney 

World Village, Orlando. Phone: TPI, (708) 

705-9898. 

9: Northeastern Pennsylvania Turf-

grass and Grounds Maintenance School, 

Mountain Laurel Resort, White Haven, Pa. 

Phone: Andrew McNitt, (814) 863-1368. 

9-10: Target Specialty Products An-

nual Seminar and Exhibit, Anaheim, Calif. 

Phone: Target, (310) 802-2238. 

9-10: Inland Northwest Turf, Tree & 

Landscape Conference, Spokane, Wash. 

Phone: (509) 335-3530. 

13-15: Pennsylvania Nurserymen & 

Allied Industries Conference, Hershey 

(Pa.) Lodge. Phone: (717) 238-1673. 

14-15: Target Specialty Products 

Annual Seminar and Exhibit, San Ramon, 

Calif. Phone: Target, (310) 802-2238. 

14-16: Landscape Contractors Assn. 

Winter Workshop. Holiday Inn Crowne 

Plaza, Rockville, Md. Phone: LCA, (301) 

948-0810. 

14-18: National Arborist Association 

Annual Meeting, Walt Disney World 

Village, Orlando, Fla. Phone: NAA, (800) 

733-2622. 

15-17: Athletic Field Construction 

and Maintenance, Cook College, Rutgers 

University. Phone: (908) 932-9271. 

17: Environmentally Conscientious 

Turfgrass Maintenance Seminar. 

Lakewood (Ohio) City Park. Phone: Jack 

Kerrigan, (216) 631-1890. 

17: Target Specialty Products Annual 

Seminar and Exhibit. Visalia, Calif. Phone: 

Target, (310) 802-2238. 

17-18: Masters in Landscape Man-

agement, Chicago. Phone: Associated 

Landscape Contractors of America, (703) 

620-6363. 

20-27: Golf Course Superintendents 

Association of America's International 

Conference and Show, San Francisco. 

Phone: (913) 841-2240. 

25: Long Island Tree Conference. 

Phone: (516)225-1569. 

25-27: Wisconsin Landscape 

Federation Winter Convention, Paper 

Valley Hotel, Appleton, Wise. Phone: Kari 

Foster, (414) 529-4705. 

27-28: Professional Lawn Care 

Association of America Day on the Hill. 

Washington, D.C. Phone: PLCAA (404) 

977-5222. 

28-March 3: International Erosion 

Control Assn. Conference, Westin Peach-

tree Plaza Hotel, Atlanta. Phone: IECA, 

(303) 879-3010. 



WILL CHANGE YOUR MIND ABOUT WHAT A MOWER CAN DO. 
When it comes to mowing, Grasshopper zero-radius 

outfront mowers make all the moves you need for 
unpara l l e l ed maneuverability, reachability a n d timesaving 

trimability. But now, unequaled selectability lets your 
mower handle more grounds maintenance jobs with 

the same machine. 
The new Quik-D-Tatch® Combo 

Mulching Deck lets you convert in 
minutes from mulching to side 

discharge or vacuum collection First 1° Finish _ _ _ _ 

using the same 44", 48", 52" and 61" A C C H f i P P F R 
deck. A 72" Combo Deck also V J I V T l i J l J I l \ J l I L A V 

YOUR NEXT MOWER 
£>1994, The Grasshopper Company 

The Grasshopper Company • One Grasshopper Trail • P.O. Box 637 • Moundridge, KS 67107 U.S.A. 

converts from mulching to side discharge. 
Choose your power from nine engine models, 12.5 to 

28 hp, gas or diesel, air-cooled or liquid-cooled. Add a Quik-
D-Tatch Vacr" grasscatching system or other Quik-A-
Tatchments,M you need for year-round grounds maintenance 

jobs, including the new dethatcher and bed 
shaper. A new Quik-D-TatchrH) mounting 

system lets you remove decks and add 
attachments in minutes without tools. 

Built to Last 

Call for a demonstration today. 
It will change your mind about 

what a mower can do. 



Control products: expanded labels, new formulations 
Pendulum herbicide from American 

Cyanamid is now available for use on turf. 

Pendulum provides broad spectrum 

pre-emergence control against most 

grassy and broadleaf weeds, including 

crabgrass, goosegrass, oxalis and spurge. 

The product is labeled for use on a wide 

variety of cool- and warm-season turf. 

The active ingredient in Pendulum is 

pendimethalin, the most widely-used pre-

emergence turf herbicide. 

Pendulum provides over-the-top con-

trol of 45 weeds in more than 260 labeled 

ornamentals, which the company believes 

makes it an excellent choice for total turf-

grass and landscape management. Pen-

dulum WDG is available in 10 lb. jugs and 

1.2 oz. premeasured water-soluble bags. 

Pendulum 3.3 EC is packaged in 2lA gallon 

containers. 

Circle No. 191 on Reader Inquiry Card 

Ciba Turf & Ornamental Products has 

received EPA registration for Primo WSB, 

a wettable powder formulation of Primo, 

packaged in water-sol-

uble bags. 

Primo WSB may 

be used to regulate 

turf growth in a vari-

ety of settings, includ-

ing golf courses, resi-

dential and commer-

cial lawns, sod farms, 

sports fields, cemeter-

ies and similar areas. The new Primo WSB 

is labeled for use on golf course greens. 

The company believes the new formu-

lation offers the benefits of a "closed sys-

tem," with reduced potential for exposure 

to the user and environment during mix-

ing. 

Circle No. 192 on Reader Inquiry Card 

New Daconil Ultrex fungicide, from 

ISK Biosciences, is an advanced "spray-

dry" formulation that mixes faster and 

remains suspended foar longer than con-

vention dry granular products, according 

to the company. 

ISK Bioscience says Daconil Ultrex also 

offers a high concentration of 

chlorothalonil—82.5 percent— to provide 

improved control of brown patch. The 

product is guaranteed to stick and stay on 

foliage.Daxonil Ultrex is labeled for con-

trol of 14 other diseases of warn- and cool-

season turf, including dollar spot, leaf 

spot, snow mold, and the pathogens that 

cause algal scum. 

Daconil Ultrex control 55 diseases on 

78 species of broadleaf shrubs and trees, 

foliage plants, flowering plants, bulbs and 

conifers. 
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Sprayer eliminates rinsate, residuals 
The Doscart is a new product applicator which uses direct injection to a spray boom 

or low pressure pistol-type sprayer. The manufacturer is Canaan Industries, Inc., of 

Dothan, Ala. 

The company says the Doscart eliminates residuals. When a chemical is not request-

ed, you can download it and keep it warehoused until needed. 

The Doscart 

eliminates premix-

ing with water, 

and there is no 

need to rinse the 

coantainer be-

tween injections of 

different control 

products. 

If a leak or spill 

occurs while trans-

ferring a chemical 

between the indi-

vidual containers, 

it stays inside the 

secondary contar-

inment chamber, 

and will not be 

released to the 

outside, the corn-

pant maintains. 

The Doscart has acquired approval from the Environmental Protection Agency. 
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Parts supplier initiates 
distributor-friendly policy 

Prime Line has a new power equip-

ment wholesale distribution program 

which sells through key distributors to 

power equipment servicing dealers, tech-

nicians and retail outlets in the U.S. 

The program includes comprehensive 

warranties and a labor claim policy on all 

Prime Line products. 

A total obsolescence protection policy 

ensures that distributors and their green 

industry customers are fully protected 

from outdated or slower-moving inventory 

costs. 

An extensive distributor cost-control 

policy includes pre-paid freight, stock 

adjustment programs, generous spring 



dating terms and early pay discounting. 

Special opening order requirements are 

designed to help distributors keep the 

fewest possible dollars committed to the 

Prime Line inventory. 
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Aerifier can be used for 
variety of turf repairs 

The Handi-Aerifier from Miltona can be 

used to aerify small areas for better water 

infiltration, lower a sharp crown on a 

green or eliminate high spots during turf 

repairs. 

The 7^-inch hollow tines penetrate turf 

down to four inches deep. 

Plugs are collected in the upper cylin-

ter, saving clean-up time. 

When attached to a cup cutter handle, 

the lever ejection mechanism lifts the 

tines from turf without pulling or tearing. 
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Clean sand areas of debris, 
aerate at the same time 

Nolte introduces a new way to clean 

debris from sand. The BC-1000 is powered 

by a Honda 5.5 hp engine. 

It will remove all debris from .3mm to 

2-inch size stones, and aerate the sand to 

increase microbial action which helps to 

extend the life of the sand. 

The product is also available in a trac-

tor tow model. The Nolte units are dis-

tributed by Pifer, Inc., Jupiter, Fla. 

Circle No. 197 on Reader Inquiry Card 

Golf car has extra body protection 
The Ultima golf car from Yamaha USA features the new Sentry Body Protection 

System, which consists of wrap-

around bumpers. 

The 5-mph bumpers are on 

the front and back of every car. 

These bumpers are blow-moded 

and can withstand impacts of up 

to 5 mph without damaging the 

body or fram. 

Every Ultima features vinyl-

covered side sills, made of a 

durable heavy-gauge material, 

to help guard against damage on 

the sides of the car. 

To minimize spike damage to 

the car's body, Yamaha added a 

heavy-duty rubber trim on top 

of the Ultima's front cowl. 

The worm gear and pitman 

pin steering is another advantage of the Ultima. The steering system acts as power steer-

ing to make turning easier. 
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Repel birds with non-
phytotoxic products 

PMC Specialties Group, Inc. has 

received EPA approval for its Re-Jex-iT 

products to repell birds from turf and 

ornamental areas. 

The ReJeX-iT product represents a 

long-needed, logical alternative to poisons 

or firearms. 

The product is clear blue in color, and 

is activated by a natural flavor additive 

which the FDA says is "generally recog-

nized as safe." 

Food sources treated with the product 

are unpalatable to all species of birds and 

thus control birds around landfills, stand-

ing water, parks and golf courses. 

Re-JeX-iT is available in the following 

mixtures: 

• as a liquid for use on standing water 

at locations such as landfills, industrial 

impoundments and tailing ponds. 

• a solid, for use on landfills, often in 

combination with landfill cover materials; 

• as a specially formulated, non-phyto-

toxic product for use on turf and orna-

mentals. 

Reapplication may be necessary in 

three to four weeks. 
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Recycled product stops 
weeds, grass along fences 

Weed Stopper is a rubber compound 

used to prevent weeds and grass from 

growing along and between fences. 

The environmentally safe compound is 

made from recycled tires and post-con-

sumer plastics, and is guaranteed to last 

for 20 years, according to the manufactur-

er, Rubber, Plastic & Specialty Co. 

The company says Weed Stopper is easy 

to install, and is kept in place with steel 

spikes. 
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Fertilizer now available in 
24-4-12 formulation 

Vicksburg Chemical Company has 

developed 24-4-12 K-Power Blend 

Fertilizer with controlled-released nutri-

ents for use on fairways. This product pro-

vides 50 percent controlled-released potas-

sium and 32 percent controlled-released 

nitrogen from polymer-coated potassium 

nitrate. K-Power fertilizers are the first 

potassium nitrate-based fertilizers in coat-

ed, controlled-release forms, according to 

Vickburg. 

Circle No. 201 on Reader Inquiry Card 



MARKET SHOWCASE 
For all ads under $250, payment must be received by the classified closing date. We accept VISA, MASTERCARD and AMERICAN EXPRESS. Credit card orders are accepted by phone 
Send ad copy with payment to: Bill Smith, LANDSCAPE MANAGEMENT, 7500 Old Oak Blvd.. Cleveland. Ohio 44130, or call (800) 225-4569 ext. 670 outside Ohio 
(216) 891-2670 inside Ohio; FAX (216) 826-2865. 

FOR SALE EDUCATIONAL OPPORTUNITIES PROMOTIONAL ITEMS 

COMMERCIAL INSURANCE 
FOR LAWN CARE FIRMS 

"GREEN INDUSTRY SPECIALISTS" 

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

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

Richard P. Bersnak, President 

Jill A. Leonard, V.P. 

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

M.F.P. Insurance Agency, Inc. 
50 West Broad Street, Suite 3200 

Columbus, OH 43215-5917 
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LANDSCAPE DESIGN KIT 3 48ruK»rstamptree.shrub.A plant symbols 4 more 1D' scale Stamp ŝes range i <4* to 1 3/4' $77.50 • $5 Si) VlSAMaslerCard or mo S Sapped next day Checks delay shipment 3 *ee*s No cod s CA add 7 75% Sales Tax 
AMERICAN STAMP CO. 

— 1 2 2 9 0 R-smg Rd Dept LM95S 
— " Wilton CA 95693 

F R E E LANOSO APE DESIGN BOOK WITH YOUfl IDK 3ORDER 
Voee/FAX (916) 687-7102 ^ 30 «»»' 

FREE Landscape Design Book with your LDK order. 

C A R E E R T R A I N I N G IN H O R T I C U L T U R E ! 
New York Botanical Garden offers a two year program 

of practical field work and academic classes in 
BOTANY • HORTICULTURE • LANDSCAPE DESIGN 

Write or Call... 
School of Professional Horticulture, 

New York Botanical Garden. Bronx, NY 10458 
(718) 817-8797 

.¿W LANDSCAPING 
TRAIN AT HOME for exciting hobby or career Start your own spare or 
full time contracting business, work in the garden/nursery field 
or landscape your own property-we show you how FREE 
BROCHURE describes opportunities No salesmen 
Lifetime Career Schools Dept 
101 Harrison St . Archbald PA 18403 

CALI TOIL FREE 1 - 8 0 0 - 3 2 6 - 9 2 2 1 MON-FRI 9 -5 E.S.T. 

CONSULTANTS IN 
ADVERTISING SPECIALTIES 

WINTER 
SPECIALS ON: 

•Sweats •T-Shirts 
•Polos "Hats 

•Windbreakers 
NAME BRANDS!!!! Silkscreened or 
Embroidered. I^irge selection of customer gifts! 

*Magneis*Mugs*Key Chains*Fens*Calendan 
CALL FOR FREE CATALOG, QUOTE OR 

TO LOCATE A SPECIFIC PRODUCT! 

In house logo design A. artwork available. 

M I N I M U M QUANTITY ORDERS AVAILABLE 

1-800-327-0616 i( 

SOFTWARE EQUIPMENT FOR SALE 

LAWN ASSISTANT 
#1 Software for the Lawn 

& Tree Care Industry 

FREE140 PAGE 
Information Booklet! 

1-800-422-7478 810-360-LAWN 

Real Green Computers 
8246 (¿oldie Street, Walled I^ke, MI 48390 

TREE 
SPADE 

Lightweight, Variable Size Rootball (16" - 28"). 
Available in 4 models (towable, bucket mount, 3 pt. 
and skid steer). 

MID DAKOTA CORP. 
Box 728 • Garr ison. ND 58540 

P h o n e (701)337-5619 o r 1-800-327-7154 
GSA Contract No GS-00F-5442A 
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Place your Classified Ads now! 
Call Bill Smith at 216-891-2670 

MMVili 

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

1-800-755-3867 
WE SHIP NATIONWIDE 



HELP WANTED RESIDENTIAL SERVICES MISCELLANEOUS 

C L A S S I F I E D S 
For all ads under $250, payment must be received by the c lass i f ied c los ing date. We accept Visa, Mastercard & American Express. Credit card orders are 
accepted by phone. Send ad copy with payment to Bil l Smith, LANDSCAPE MANAGEMENT, 7500 Old Oak Blvd., Cleveland, OH 44130 or call 216-891-2670 
Fax Number 216- 826-2865. 
BOX NUMBER REPLIES: Mail box number replies to: LANDSCAPE MANAGEMENT, Classified Ad Department, 131 W. 1st St., Duluth, MN 55802-2065. Please 
include box in address. 

ARBORISTS 
PLANT HEALTH CARE TECHNICIANS 

Swingle Tree Co , a leader in tree care since 1947, 
provides a drug free work enviroment, health/dental, 
disability, pension plan and paid holidays/vacations We 
provide a career track with education in CPR, First Aid, 
EHAP, NAA standards, and a progressive compensation 
plan with bonuses Our equipment is state of the art, our 
people the best in the business! Put your career on the 
right track 

Join the Swingle team! 
Send resume with references to Tom Tolkacz: 

Swingle Tree Company 
8585 E. Warren Ave., Denver, CO 80231 

RESIDENTIAL SERVICES MANAGER 
One of the largest and fastest growing full service 

landscape management companies in the St. Louis area 
seeking manager for a $2 million residential maintenance 
division. Applicant should have excellent organizational 
and communication skills and the ability to lead an orga-
nization dedicated to an extremely high level of customer 
satisfaction. Degree or background in turfgrass manage-
ment and prior management experience in a service 
related industry required. Excellent pay, benefits, growth 
and advancement. 
Send resume to Joe Munie, Munie Outdoor Services, 
Inc., P.O. Box 3208,St. Louis, MO 63130. 

All replies confidential. E.O.E. Drug Free Workplace. 

35 'x60 'xl0 ' 
$6,798 

Build it yourself! Save $$$! 
• 5000 Sizes • All Steel 

Call Today For Brochure and Price Quote 

HER ITAGE BU ILD ING SYSTEMS 
8 0 0 - 6 4 3 - ^ ^ H 

MAINTENANCE MANAGERS & SUPERVISORS: 
One of the nation's largest and fastest growing full 
service landscape companies has an immediate 
need for experienced maintenance managers and 
superintendents, as well as entry level mainte-
nance supervisors in the Midwest, Southwest, Mid-
Atlantic, Northeast and Southeast states. The com-
pany seeks energetic, team oriented college gradu-
ates with proven leadership, communication and 
interpersonal skills. The company offers full-time 
positions, excellent advancement opportunities and 
exceptional compensat ion and benefi ts with an 
industry leader celebrating 54 years of uncompro-
mising customer service. For immediate confiden-
tial consideration, please send or fax your resume 
to: The Brickman Group, Ltd., Corporate Office, 
375 S. Flowers Mill Road, Langhorne, PA 19047, 
215-757-9630, EOE 11/94 

GROUNDS MANAGEMENT SALES: Career posi-
tion with established 88 year old quality building 
sen/ices company. NY, NJ, PA areas. Background 
in sales to corporate clientele. Strong motivation, 
proven sales experience. Must be articulate, orga-
nized, aggressive. Duties: prospecting, estimating, 
sales. Send resume. CONTROL SERVICES, 737 
New Durham Rd, Edison, NJ 08817. Fax (908)548-
4359. 2/95 

LANDSCAPE M A I N T E N A N C E & G E N E R A L 
SUPERINTENDENT: Largest landscape mainte-
nance company in the nation seeking individuals 
with 3-4 years experience. Must be able to make 
decisions, be creative, self-motivated, organized 
with strong supervisory skills. Also hiring Supervi-
sory trainees. San Francisco Bay Area location. 
EOE. Please send resume to: Environmental Care, 
Inc., 825 Mabury Road, San Jose, CA 95133. Fax 
408-437-1817. 1/95 

Key positions available with an expanding full-service 
award winning landscape operation in Cleveland, 
Ohio. Designer, Salesperson, Supervisor and Branch 
Manager opportunities. Send resume to: Yardmaster, 
Inc., Landscape Architects & Contractors, 1447 North 
Ridge Road, Painesvi l le , Ohio 44077, Phone 
(216)951-9100, Fax (216)357-1624. 1/95 

HELP WANTED 

LANDSCAPE MANAGER -Estab l ished f irm with 
reputation for EXCEPTIONAL QUALITY, seeking 
personable enthusiastic individual to manage multi-
ple crews in full service maintenance of high profile 
commercial properties; must have organizational 
and people skills as well as working knowledge of 
all phases of the landscape business; 4 to 5 years 
exper ience with southern turfgrass and col lege 
degree preferred, excel lent pay and benefi ts + 
annual bonus! Environmental Landscape Services, 
5190 C r e s t v i e w Dr ive . M e m p h i s , TN 38134 
(901)382-9000. 1/95 

Search ing for the r ight employee? Time for a 
new p o s i t i o n ? Contact F l o r a p e r s o n n e l , Inc. , 
international search and placement f irm for the 
landscape, irrigation industries and allied trades. 
Confident ial . Fee paid by employer. Floraperson-
nel. Inc.. 2180 W. 434. Suite 6152, Longwood. FL 
32779-5008. Phone: (407)682-5151 Fax: (407)682-
2318. TF 

START A CAREER WITH A LEADER! Come join 
one of Kansas City 's premier landscaping and 
nursery companies. Management, sales, design 
and production positions available for motivated 
and quality oriented individuals. Both entry-level 
and exper ienced candidates are encouraged to 
apply. Bachelor's degree preferred. Great advance-
ment potent ial . Benef i ts provided. If interested 
please call Tracy Strohm or send resume to: Her-
mes Landscaping, 12421 Santa Fe Trail Drive, 
Lenexa, KS 66215. (913)888-2400. EOE 1/95 

Excellent CareeiLOpportuni ty j One of Dallas/Ft. 
W o r t h ' s largest and fastest growing full service 
landscape companies has an immediate need for 
experienced sales personnel and superintendents 
as well as entry level maintenance positions. The 
company seeks energetic, career minded individu-
als with proven leadership, communications, and 
excellent customer service skills. College degree in 
horticulture or related fields a plus. Please send or 
fax your resume to: (214-247-0246) Maintain Ser-
vices, Inc., 2549 Southwell, Dallas, TX 75229. 2/95 

Salesperson and Asst. Manager Posi t ions. Sun-
belt Trees, Inc., a Houston, Texas leader in high 
quality specimen container grown trees has two 
immediate openings: Asst . Manager with experi-
ence in all aspects of container grown plant pro-
duc t ion . A lso an aggress ive , know ledgeab le , 
Salesperson, expected to generate sales, provide 
excellent customer service, and assist in shipping. 
College degree in horticulture or related fields a 
plus. Please send or fax your resume to: (214-247-
0426) Sunbelt Trees, Inc., 2565 Southwell, Dallas. 
TX 75529. 2/95 

SALES POSTION Increased demands and sales 
require expansion of our sales force. Unique oppor-
tunity to work with a multi-faceted, rapidly expand-
ing pest control company currently operating in the 
Western and Southeastern United States. Suc-
cessful candidate will coordinate sales efforts on 
behalf of Pestmaster Services operat ions, both 
company owned and franchise operations. Mini-
mum five years experience in sales. BS in Agricul-
tural or Entomology fields desired. Masters a plus. 
Must have or obtain PCA licensing (CA) and possi-
bly other licenses. Attractive comprehensive benefit 
package commensurate with experience/creden-
tials. If you're looking for a career (and not just a 
job), we invite you to submit your resume to the 
attent ion of: Jeffrey M. Van Diepen, President, 
Pestmaster Franchise Network, Inc., 137 E. South 
Street. Bishop, CA 93514. 1/95 

L A W N C A R E / P L A N T C A R E S A L E S P E R S O N 
Excellent pay, salary plus commission. Benefits 
include uniform, vacat ion, holiday & insurance. 
Opportunity for advancement with Syracuse, NY's 
largest total care company. Sell services to our well 
established customer base as well as new clients. 
(Mostly lawn care, plant care & grounds mainte-
nance, some landscape design/build of new instal-
lations & plantings.) Applicant should have a strong 
professional hort iculture background & enjoy a 
busy, successful & friendly team atmosphere. Send 
resume to Pro Scapes, Inc., 6810 E. Seneca Turn-
pike, Jamesville, New York 13078. 1/95 



HELP WANTED 

MAINTENANCE COORDINATOR: Northern IL 
Design/build Co. seeking hands on person to coor-
dinate all aspects of landscape maintenance dept. 
Hort. degree or similar a must & working knowl-
edge of all maintenance operations, disease & pest 
control. Send resume: Maintenance Coordinator, 
Van Zelst, Inc. P.O. Box 250, Wadsworth, IL, 
(708)623-3580. 1/95 

WANTED 

WANTED: Old SPYDER forklifts and/or forklift 
frames. Mobile Lift Parts, Inc., 5402 Edgewood Rd., 
Crystal Lake, IL 60012. (800)397-7509. 12/94 

BUSINESS FOR SALE 

COMPLETE NURSERY, RETAIL SALES and 
MAINTENANCE BUSINESS in PIEDMONT, 
NORTH CAROLINA... HIGH GROWTH RETIRE-
MENT and RESORT AREA. On busy highway. 
Thriving and growing. Owner will stay for transition. 
Call John McKeithen, Gouger, O'Neal & Saunders, 
Inc., 800-672-2228 or 910-692-2635. 1/95 

[ Established lawn care ser-
vice for sale. Located in one of the fastest home 
building growth areas in the U.S., Denton County, 
TX. Interested call 214-601 -6288. 1/95 

BUSINESS WANTED 

Are you interested in selling your small to medi-
um sized Lawn Care company? We can probably 
help!! We are currently searching for lawn spraying 
companies throughout the United States and Cana-
da. If you wish to discuss this possibility further 
please contact: John Kloosterhuis - President, 
Green Lawn Care Ltd., 476 Evans Avenue, Etobi-
coke, Ontario Canada M9W2T7, Phone: (416)253-
6540 or Fax: (416)253-6891. 12/95 

EDUCATIONAL OPPORTUNITIES 

NOW...LEARN PROFESSIONAL LANDSCAPING 
AND GARDENING AT HOME! Accredited program 
provides thorough training in all phases of commer-
cial and residential landscaping. Diploma awarded. 
Free brochure describes program and opportunities 
in detail. Call 1-800-326-9221 or write Lifetime 
Career Schools, Dept: LF0115, 101 Harrison 
Street, Archbald, PA 18403. 12/95 

MOVE UP IN THE GREENS INDUSTRY. Two year 
AAS degree program in Golf Course Superintending, 
Irrigation Management, Landscape Contracting and 
Park Supervision. Fully accredited, VA approved, 
expanded learning facilities, new equipment. Gradu-
ate placement assistance available. For information 
contact Golf Course Operations/Landscape Technol-
ogy Department, Western Texas College, Synder, 
TX 79549. 1/95 

FOR SALE 

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

Mail Blind Box Replies to: 
LANDSCAPE MANAGEMENT 

131 W. First St., Duluth, MN 55802 
Please include box number in address! 

EQUIPMENT FOR SALE 

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, Cleveland, Ohio 
44118. (216)371-0979. TF 

SPYDERS- New/Used/Rebuilt. Full line of replace-
ment parts and update kits. Kubota, Ruggerini, and 
Kohler engines & parts. Nichols-Fairfield torque 
hubs. We repair and rebuild Spyder hydraulic 
pumps and motors. FAST SERVICE. Call or write: 
Mobile Lift Parts Inc., 5402 Edgewood Rd., Crystal 
Lake, IL 60012. (800)397-7509, FAX (815)455-
7366. 1/95 

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

1/95 

BUCKET TRUCKS: Straight Stick, Corner Mount 
and Knuckle Boom Cranes. Brush Chippers: New 
Morbark Disc and Drum Style. New Rayco Stump 
grinders. Best prices anywhere. Used Chippers: 
Asplundh, Morbark, etc. 2 to 8 usually in stock. 
Sprayers, Dumps, Stakes, Log Loaders, Crew Cab 
Chip Box Dumps, Railroad Trucks, 50 in stock. 
Sold as-is or reconditioned. We also buy your sur-
plus equipment. Opdyke's, Hatfield (Philadelphia 
Area). 215-721-4444. 1/95 

Imscm 
MANAGEMENT 

MARKET SHOWCASE & 
CLASSIFED ADVERTISING 

For all ads under $250, payment must 
be received by the classified closins 
date. We accept VISA, MASTERCARD 
& AMERICAN EXPRESS. Credit card 
orders are accepted by phone. 

ISSUES CLOSING DATES 
March 2-9 
April 3-9 
May 4-11 
June 5-9 
July 6-9 

August 7-11 
September 8-9 
October 9-11 

November 10-10 
December 11-10 

(Call rep for date confirmation.) 

SEND AD COPY WITH 
PREPAYMENT TO: 
Bill Smith 
Landscape Management 
7500 Old Oak Blvd. 
Cleveland, OH 44310 

for more information, call Bill: 
1 -800-225-4569 or 216-891 -2670 

Fax: 216-826-2865 
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LANDSCAPE 
MANAGEMENT 
ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9698 

BUSINESS REPLY MAIL 
FIRST CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

T E L E P H O N E ( 

F A X N U M B E R ( 

H A V E A S A L E S R E P C A L L M E 18 • ( A } 

101 118 135 152 169 186 203 220 237 254 271 288 305 322 
102 119 136 153 170 187 204 221 238 255 272 289 306 323 
103 120 137 154 171 188 205 222 239 256 273 290 307 324 
104 121 138 155 172 189 206 223 240 257 274 291 308 325 
105 122 139 156 173 190 207 224 241 258 275 292 309 326 
106 123 140 157 174 191 208 225 242 259 276 293 310 327 
107 124 141 158 175 192 209 226 243 260 277 294 311 328 
108 125 142 159 176 193 210 227 244 261 278 295 312 329 
109 126 143 160 177 194 211 228 245 262 279 296 313 330 
110 127 144 161 178 195 212 229 246 263 280 297 314 331 
111 128 145 162 179 196 213 230 247 264 281 298 315 332 
112 129 146 163 180 197 214 231 248 265 282 299 316 333 
113 130 147 164 181 198 215 232 249 266 283 300 317 334 
114 131 148 165 182 199 216 233 250 267 284 301 318 335 
115 132 149 166 183 200 217 234 251 268 285 302 319 336 
116 133 150 167 184 201 218 235 252 269 286 303 320 337 
117 134 151 168 185 202 219 236 253 270 287 304 321 338 

LANDSCAPE 
MANAGEMENT 

JANUARY 1995 
This card is void 

after March 15.1995 
1 . B U S I N E S S & I N D U S T R Y 
MY PRIMARY BUSINESS AT THIS LOCATION IS: 
(PLEASE MARK ONLY ONE IN EITHER A. B OR C) 
A. L a n d s c a p i n g / G r o u n d Care at one of the f o l l o w i n g 

types of fac i l i t i es : 
01 • 0005 Golf courses 
02 • 0010 Sports Complexes 
03 • 0015 Parks 
04 • 0025 Schools, colleges. & universities 
05 • Other type of facility (please specify) 

B. C o n t r a c t o r s / S e r v i c e C o m p a n i e s / C o n s u l t a n t s : 
06 • 0105 Landscape contractors (installation & maintenance) 
07 • 0110 Lawn care service companies 
08 • 0112 Custom chemical applicators 
09 • 0135 Extension agents/consultants for horticulture 
10 • Other contractor or service (please specify) 

C. S u p p l i e r s : 
11 • 0205 Sod growers 
12 • Other supplier (specify) 
Which of the fol lowing best describes your t it le: 
(mark only one) 
13 • 10 EXECUTIVE/ADMINISTRATOR 
14 • 20 MANAGER/SUPERINTENDENT 
15 • 30 GOVERNMENT OFFICIAL 
16 • 40 SPECIALIST 
17 • 50 OTHER TITLED AND NON-TITLED PERSONNEL (specify) _ 

I w o u l d l ike to r e c e i v e (con t inue r e c e i v i n g ) 
L A N D S C A P E M A N A G E M E N T each month : YES • NO • 

Signature: Date: 
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F A X N U M B E R ( 

H A V E A S A L E S R E P C A L L M E 18 • ( A } 

101 118 135 152 169 186 203 220 237 254 271 288 305 322 
102 119 136 153 170 187 204 221 238 255 272 289 306 323 
103 120 137 154 171 188 205 222 239 256 273 290 307 324 
104 121 138 155 172 189 206 223 240 257 274 291 308 325 
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106 123 140 157 174 191 208 225 242 259 276 293 310 327 
107 124 141 158 175 192 209 226 243 260 277 294 311 328 
108 125 142 159 176 193 210 227 244 261 278 295 312 329 
109 126 143 160 177 194 211 228 245 262 279 296 313 330 
110 127 144 161 178 195 212 229 246 263 280 297 314 331 
111 128 145 162 179 196 213 230 247 264 281 298 315 332 
112 129 146 163 180 197 214 231 248 265 282 299 316 333 
113 130 147 164 181 198 215 232 249 266 283 300 317 334 
114 131 148 165 182 199 216 233 250 267 284 301 318 335 
115 132 149 166 183 200 217 234 251 268 285 302 319 336 
116 133 150 167 184 201 218 235 252 269 286 303 320 337 
117 134 151 168 185 202 219 236 253 270 287 304 321 338 
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JANUARY 1995 
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after March 15.1995 

1 . B U S I N E S S & I N D U S T R Y 
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(PLEASE MARK ONLY ONE IN EITHER A. B OR C) 
A. L a n d s c a p i n g / G r o u n d Care at one of the f o l l o w i n g 

types of fac i l i t i es : 
01 • 0005 Golf courses 
02 • 0010 Sports Complexes 
03 • 0015 Parks 
04 • 0025 Schools, colleges, & universities 
05 • Other type of facility (please specify) 

B. C o n t r a c t o r s / S e r v i c e C o m p a n i e s / C o n s u l t a n t s : 
06 • 0105 Landscape contractors (installation & maintenance) 
07 • 0110 Lawn care service companies 
08 • 0112 Custom chemical applicators 
09 • 0135 Extension agents/consultants for horticulture 
10 • Other contractor or service (please specify) 

C. S u p p l i e r s : 
11 • 0205 Sod growers 
12 • Other supplier (specify) 
Which of the fol lowing best describes your t i t le: 
(mark only one) 
13 • 10 EXECUTIVE/ADMINISTRATOR 
14 • 20 MANAGER/SUPERINTENDENT 
15 • 30 GOVERNMENT OFFICIAL 
16 • 40 SPECIALIST 
17 • 50 OTHER TITLED AND NON-TITLED PERSONNEL (specify) _ 

I w o u l d l ike to r e c e i v e (cont inue r e c e i v i n g ) 
L A N D S C A P E M A N A G E M E N T e a c h month . YES • NO • 

Signature: _ Date :_ 



FAX N U M B E R ( 

HAVE A S A L E S R E P C A L L ME 18 • (A) 
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115 132 149 166 183 200 217 234 251 268 285 
116 133 150 167 184 201 218 235 252 269 286 
117 134 151 168 185 202 219 236 253 270 287 
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294 311 328 
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301 318 335 
302 319 336 
303 320 337 
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LANDSCAPE 
MANAGEMENT 

JANUARY 1995 
This card is vend 

after March 15,1995 

1 . B U S I N E S S & I N D U S T R Y 
MY PRIMARY BUSINESS AT THIS LOCATION IS: 
(PLEASE MARK ONLY ONE IN EITHER A. B OR C) 
A. Landscap ing /Ground Care at one of the f o l l o w i n g 

types of fac i l i t ies : 
01 • 0005 Golf courses 
02 • 0010 Sports Complexes 
03 • 0015 Parks 
04 • 0025 Schools, colleges. & universities 
05 • Other type of facility (please specify) 

B. Cont rac tors /Serv ice C o m p a n i e s / C o n s u l t a n t s : 
06 • 0105 Landscape contractors (installation & maintenance) 
07 • 0110 Lawn care service companies 
08 • 0112 Custom chemical applicators 
09 • 0135 Extension agents/consultants for horticulture 
10 • Other contractor or service (please specify) 

C. Suppl ie rs : 
11 • 0205 Sod growers 
12 • Other supplier (specify) 
Which of the fol lowing best describes your title: 
(mark only one) 
13 • 10 EXECUTIVE/ADMINISTRATOR 
14 • 20 MANAGER/SUPERINTENDENT 
15 • 30 GOVERNMENT OFFICIAL 
16 • 40 SPECIALIST 
17 • 50 OTHER TITLEO AND NON-TITLED PERSONNEL (specify) 

I wou ld l ike to rece ive (cont inue rece iv ing ) 
LANDSCAPE M A N A G E M E N T each month: YES • N O D 

338 Signature: Date:_ 
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FIRST CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

POSTAGE WILL BE PAID BY ADDRESSEE 

LANDSCAPE 
MANAGEJI/M 
ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9698 

BUSINESS REPLY MAIL 
FIRST CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

POSTAGE WILL BE PAID BY ADDRESSEE 

LANDSCAPE 
MANAGEMENT 
ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9698 



INVENOT uMROL 

Have what 
you need, when 
you need it, without the expense of a large 
inventory. It's easy. Make Terra Professional 
Products your single, convenient source for 
insecticides, herbicides, fungicides, adjuvants, 
fertilizers, micronutrients, turfseed and much 
more. Choose from a line-up that includes 
major brands as well as our own high-quality 
line of Terra Professional Products. All it takes 

^letro 

is a phone call. You'll get the products and 
service you want and the agronomic advice, 
technical support and 
product information 
you need. For your 
nearest sales and service 
location, talk to Terra at 
1-800-831-1002, Ext. 225. From Terra 



the hottest, 
driest summer 
Atlanta has seen. 
But we had the best 
greens in the area 
with Crenshaw." 

Yh en Joe Hamilton, Owner of Lake 
Spivey Golf Club near Atlanta decided 
to renovate all 27greens, he wanted 
to do nine holes at a time. After lots of 
research and many discussions, he took 
the suggestion of Dr. Milt Engelke of 
Texas A&M and tried Crenshaw 
Creeping Bentgrass. The first nine holes 
were done in September 1991. 

"We're a high-volume, middle-maintenance operation with 

about 60,000 rounds a year. This past summer was the 

hottest, driest summer Atlanta has experienced. But those 

nine holes that were renovated with Crenshaw two years ago 

did so well, they were the healthiest, best greens in Atlanta. 

"We monitored those nine against the older Penncross 

greens and there simply was no comparison. Crenshaw is so 

much more dense and upright than any other bent 

we know of. There's so little problem with disease or wilt. 

Its color and putting characteristics are so superior and it 

wards off bermuda encroachment. 

"Doing the second nine holes in September of '93 was an 

easy decision. And we'll do the last nine with Crenshaw next 

fall without question. 

Joe Hamilton. 
Limited amounts of Crenshaw will be available for Fall '94. 

Lofts Seed, Inc. 
World's largest marketer of turfgrass seed 
Bound Brook, NJ 08805 
(908) 356-8700 (800) 526-3890 

Lofts Great Western 
Albany, OR 
(503)928-3100 (800)547-4063 

These greens at Lake Spivey were 
renovated and seeded with 
Crenshaw Creeping Bentgrass in 
September 1993. These photos 
were taken 56 days later. 

Joe Hamilton Owner 
Lake Spivey Golf Club 
Atlanta, G A 

"I'll tell you, after seeing the vigor and excellent performance 

of Crenshaw here at Lake Spivey, it really makes the older 

bents look like dinosaurs. Crenshaw really moved us into 

the present, new world of bentgrasses." 


