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PENDULUM 
When it comes to season-long control of crab-

grass, goosegrass, oxalis, spurge and many 

other troublesome weeds, PENDULUM® 

herbicide gets down to business. No other 

preemergent turf herbicide can match its spec-

trum of weeds controlled and cost-effective-

ness. • PENDULUM brand Pendimethalin 

also offers greater flexibility than ever before, 

with a complete preemergent product line 

that includes sprayable formulations, combi-

nation fertilizer products and HOW a 2 % 

granular formulation. • When you consider 

cash rebates available to you from American 

Cyanamid, it's easy to see that PENDULUM 

really does mean business. Smart Business. 

• To learn more about the rebate offer or for 

the name of the PENDULUM distributor 

nearest you, call 1-800-545-9525, Ext. 931. 
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ON THE COVER: OCTOBER BRINGS FULL FALL COLOR 
TO MAPLE TREES AT LONGWOOD GARDENS IN KEN-
NETT SQUARE, PA. PHOTO BY L. ALBEE, COURTESY 
OF LONGWOOD GARDENS. 
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f e a t u r e s 

1 0 COVER STORY: 
MEX ICAN LABOR MOVES IN 
For laborers in the U.S. green 
industry, employment is often 
seasonal, hours are long and hot, 
and the only language they have to 
speak is 'the language of work.' 
First in a series. 
RON HALL 

2 0 WHEN THE SNOW FLIES, 
BE A GOOD NEIGHBOR 
Unforeseen surprises during a 
snow event happen all the time. 
Preparation and friendship between 
competitors are keys to 
uninterrupted service. 
JOHN ALLIN 

2 5 GUIDE TO W E E D 
IDENTIFICATION 
Presented in a user-friendly format, 
this weed identification guide is 
designed to make monocot and 
dicot weed identification easy and 
accurate. 

1 4 LM REPORTS: 
TRENCHERS/BACKHOES 
These workhorse machines save 
you time and money provided you 
match the right machine to the 
right job. 

1 6 CASH IN ON LOW COST 
TRAINING PROGRAMS 
Money spent on employee 
education programs can mean 
happier, higher-skilled and more 
productive workers. 
JAMES E. GUYETTE 

2 2 N E W FORMS OF NITROGEN 
Nitrogen is available in many forms: 
totally soluble or slowly available to 
the plant; organic or inorganic; high 
or low salt index. All of these forms 
have their own characteristics and 
can have very different effects on 
plant growth. 
BILL KNOOP, PH.D. 
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o p e n i n g s h o t s 

Why is 'labor' 
a dirty word 
for many U.S. 
workers now? 

RON HALL 
S e n i o r E d i t o r 

Iwas 15, and I really wanted that first job. 
Dad said that when I got my driver's li-
cense he would give me his '51 Ford as 
long as I paid for the gas and insurance. 

So I got a job on one of the family truck 
farms that ringed our one-traffic-light Ohio town. 
Most of us kids got our first jobs hoeing and then 
picking vegetables like peppers, cucumbers, egg 
plants and melons. We were a steady and cheap 

source of labor for local 
farmers. And there were 
lots of migrant Mexican 
workers, too. 

The migrants came 
each summer. They 
came in pickup trucks 
with Texas license 
plates. They lived in 
wooden shanties at the 
end of a dirt lane on the 
adjoining farm where 
they also worked. These 
were families—dad, 
mom, kids and all. 

I remember a lot 
about those summers, 
my school workmates, 
and the Mexicans who 

earned my respect as steady and reliable workers. 
But my strongest memories are of the work it-

self. The afternoon sun baked the loose, sandy soil 
beneath my feet, and the long rows of half-grown 
plants seemed to stretch to the horizon. The 
weeds grew more stubborn as the day wore on. 
The hoe in my hands made itself heavier. 

I remember the chug-chug-chug of the ancient 
John Deere farm tractor. It said the boss was 
coming over the top of a sand ridge. The routine 
was always the same. Mr. Nichols, the farmer, 
would: (1) slowly climb off his tractor, (2) walk 
down a row we'd just finished hoeing, (3) bend 
down to yank out a missed weed or two, and (4) 
start yelling. 

Always he bellowed at one of us school kids 
rather than at the any of the Mexicans who 

worked shoulder-to-shoulder with us. Their rows 
were cleaner. Always. 

I am not making fun of Mr. Nichols, wherever 
he is. For all his huffing and puffing, he was fair 
and honest with us. I'm writing this, in part, to 
explain my bias toward the Mexican worker. 
You'll notice it in the cover story that I, with help 
from fellow editors Jerry Roche and Terry 
Mclver, authored in this month's issue. 

These Mexican workers—some of whom be-
came friendly, but never friends—taught us stu-
dents a few things about work: about putting a 
razor's edge on our hoes so that we could stand 
straight and flick and slice the weeds from be-
neath the vegetable plants rather than bending 
over and pounding them out; about wearing hats, 
trousers and long-sleeved cotton shirts rather than 
shorts and going shirtless; about drinking hot cof-
fee—the hotter the better—in the heat of the day 
rather than cold sodas. 

But mostly they taught us by example: 
Keep working. 
Get the job done cleanly. 
These are traits that many of them still possess, 

and demonstrate as laborers in the United States. 
That's why the U.S. green industry and the Mexi-
can worker have a lot to give each other. It's not a 
perfect fit; there are problems; but on balance it 
works. 

Which is more than I can say for too many 
healthy young people in our country. They seem 
to think that being a laborer, even as a first step 
toward a career, is beneath them. 

I've got news for them: it's probably not. 

Comments? Questions? Phone Ron at (216) 
891-2636, fax him at (216) 891-2683 or e-mail 
him at 75553.502@compuserve.com. LM 

mailto:75553.502@compuserve.com
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INFORM • INTRODUCE • INFLUENCE • INSTRUCT 

ARTICLES 

NEWS ITEMS 

ADVERTISEMENTS 

: L J S T ~ < O I \ / l 

POINTS 
Reprints of Landscape Management 
articles, advertisements, news 
items or special announcements 
are available through Advanstar 
Marketing Services. Customized 
to meet your specific needs, reprints 
are highly effective when you use 
them to: 
• Develop direct-mail campaigns 
• Provide product/service literature 
• Create trade show distribution 

materials 
• Present information at 

conferences and seminars 
• Train and educate key personnel, 

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

technologies 
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Vemon Henry 
Lisa Lehman 
Lisa Bodnar 
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E-mail 75553.502@compuserve.com 
Editor-in-Chief 1216) 826-2830 
Managing Editor (216) 891-2709 
Senior Editor (216) 891 2636 
Technical Editor (903) 860-2410 
Group Editor (216) 826-2829 
Art Director (216) 891-2785 
Graphic Designer (216) 891 3101 
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Jerry Coldiron Boone Links / Lassing Pointe G.C Fhrence, Ky. 

Corey Eastwood Stockdale Country Club Bakersfield, Calif. 
Mike Guthrie Ground Control Landscaping ( )rlando, Fla. 
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Russell Studebaker Horticultural consultant Tulsa, Okla. 
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John D. Payne Publisher (216) 891-2786 

Leslie Montgomery Administrative Coordinator (216) 826-2856 
Judy Miducki Production Manager (218) 723-9281 

Donna Pack Group Business Manager (216) 891-3131 
Debi Harmer Production Director (218) 723-9325 
Rosy Bradley Senior Production Manager (218) 723-9352 

Karen Edgerton Circulation Manager (218) 723-9280 
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Lynn Viele Green Book Coordinator (218) 723-9393 
Alex DeBarr Group Publisher (216) 891-2789 

Headquarters 7500 Old Oak Blvd. 
Cleveland, OH 44130-3369 
(216) 243-8100 Fax: (216) 891-2675 

John D. Payne Publisher (216) 891-2786 
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K u b o l o 
KUBOTA TRACTOR CORPORATION 

P.O. Box 2992, D e p t . L M 
Torrance, C A 90509-2992 

Financing available through Kubota Credit Corporation 

ALL THE 
ANSWERS 
FROM 
KUBOTA 

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

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

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

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

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

Feature B20 New L35 
Kubota Diesel 

Engine, (gross HP) 20 35.1 
Hydraulic Pump 
Capacity, (gpm) 12.7 17.3 

Loader Lift 
Capacity, (lbs) 926 1,653 

Loader Breakout 
Force, (lbs) 1,543 2,744 

Loader Maximum 
Lift Height, (in) 85" 105.5" 

Backhoe Digging 
Depth, (in) 92.9" 111.3" 



TURBO TURF 

RFAPY. A/M. ORON 

6*owe*£ATiÀWM$ t wet* PRoms 
* Cut material and labor oosts, save 50S 
' Fasta germination, have grass up m days. 
* Elemmate the need to use messy straw 
* Charge more, it is a premium service. 
* Simple operation, learn to use in minutes 
" Powerful units, fester mixing & spraying. 
* It's easy to make $ 1000.00 or more a day. 

WE HAVE A SIZE FOR YOU 
50 Gal., 650 Sq/Ft/Lo®d S 1295.00 
100 Gal., 1300 Sq/Ft/Load $ 1995.00 
150 GaL, 2000 Sq/Ft/Load S 2795 00 
300 Gal, 4000 Sq/Pt/Load I 3995.00 
500 GaL, 6600 Sq/Ft/Load $ 4795.00 
750 GaL, 1/4 Acn/Loed S 7995.00 
1000 Gal., 1/3 Acre/Load S 9995 00 

Mark W, KY, "Last year I was mowing grass, Now I have job's that I make ova $ 18,000 on" 
Mike S, MA "I had to stop my advertising for a while, I have ova 200 jobs lined up" 
Bob J, MA "I am raking in cash with my machine, I'ts so easy to run, 1 let my wife do it some." 

FOR A FREE HYDRO SEEDING INFO PACK CALL 
BADGER ASSOCIATES 

1108 THIRD AVE. NEW BRIGHTON. PA. 15066 
(412) 846-0670 1-800-822-3437 Fax (412)-846-3470 

C i r c l e N o . 1 0 7 o n R e a d e r I n q u i r y C a r d 

NEW PUBLICATION! 

Containment 
System 
Design: 
Chemical Storage, 
Mixing and Recycling 
by Fredric R. Haskett 

Item #668 $74.95 

Find out how to prepare your company for the scrutiny 
of government regulators. Learn how your operation can 
comply with new regulations. Understand the legal implica-
tions of compliance versus noncompliance. Discover the 
difference between the cost of recycling finished product 
residues and the cost of disposal. 

Areas covered in this comprehensive guide include: 
Planning, The Containment Facility, Equipment Standards, 
Site Standards, Emergency Response Procedures, and more 

Call 1-800-598-6008 
Outside the U.S. call 216-826-2839 

Advanstar Market ing Serv ices 
7500 Old Oak Blvd. • Cleveland, OH 44130 

Price subject to change CODE: 949511 
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A proud member of these green industry 
profess ional organizat ions: 

Associated Landscape Contractors of America 
12200 Sunrise Valley Dr., Suite 150, Reston, VA 
(703 ) 6 2 0 - 6 3 6 3 

American Association of Nurserymen 
(National Landscape Association) 
1250 I St. NW, Suite 500, Washington, D C 2 0 0 0 5 
(202 ) 7 8 9 - 2 9 0 0 

Golf Course Superintendents Assn. of America 
1421 Research Park Dr. 
Lawrence, KS 6 6 0 4 9 - 3 8 5 9 
(913 ) 8 4 1 - 2 2 4 0 

Independent Turf and Ornamental 
Distributors Association 
1217 Wayburn 
Grosse Pointe Park, MI 4 8 2 3 0 
(313 ) 3 3 1 - 7 7 3 9 

International Turfgrass Society 
Crop & Soil Environmental Sciences, VPI-SU, 
Blacksburg, V A 2 4 0 6 1 - 0 4 0 3 
(540 ) 2 3 1 - 9 7 9 6 

National Arborist Association 
The Meeting Place Mall, P.O. Box 1094, 
Amherst, NH 0 3 0 3 1 - 1 0 9 4 
(603) 6 7 3 - 3 3 1 1 

National Golf Foundation 
1150 South U.S. Highway One, Jupiter, FL 33477 
(407 ) 7 4 4 - 6 0 0 6 

Ohio Turfgrass Foundation 
P.O. Box 14824, Columbus, O H 4 3 2 1 4 
(614 ) 2 6 1 - 6 7 5 0 

Professional Grounds M a n a g e m e n t Society 
120 Cockeysville Rd., Suite 104, 
Hunt Valley, M D 21031 
(410) 5 8 4 - 9 7 5 4 

Professional Lawn Care Association of America 
1000 Johnson Ferry Rd., NE, Suite C-135 , 
Marietta, G A 3 0 0 6 8 - 2 1 1 2 
(404 ) 9 7 7 - 5 2 2 2 

Responsible Industry for a Sound Environment 
1155 15th St. NW, Suite 900, 
Washington, D C 2 0 0 0 5 
(202) 8 7 2 - 3 8 6 0 

Sports Turf Manager s Association 
1375 Rolling Hills Loop, Council Bluffs, IA 51503-8552 
(712 ) 366 -2669; (800) 3 2 3 - 3 8 7 5 

Turf and Ornamental Communicators Association 
P.O. Box 156, N e w Prague, M N 56071 
(612 ) 758-5811 



ASK THE E X P E R T 

BALAKRISHNA RAO 
Manager of Research and 

Technical Development 
for the Davey Tree Co. 

Kent, Ohio 

SEND YOUR 
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. 

The Merits of Merit 
We are thinking of using Merit 

insecticide for grub control. Our 
question is, how late in the season 
can we use it? Secondly, how criti-
cal is post-watering? Many clients 
don't water as they are instructed, 
so what should we expect? 

—PENNSYLVANIA 

A representative from Bayer 
suggests that Merit can be ap-
plied from late July through 
mid-August—with irrigation or 
post-watering. Products such as 
Dylox, Triumph or Oftanol can 
be used after August 15th. 

If the treated area cannot be 
watered or irrigated after treat-
ments, Bayer representatives 
suggest applying the product 
during early spring to early 
summer, as the results depend 
on the amount of rainfall re-
ceived. 

Merit is a good product, like 
many other insecticides. Most 
products, however, require 
post-watering to move the 
product from the turfgrass sur-
face to the thatch/soil interface 
area where grubs feed. Without 
water, the results may vary. 

Read and follow label speci-
fications for best results. 

Treating fireblight 
Mountain ash plants in some of 

our clients' properties are not look-
ing good. Some terminal branches 
with discolored leaves are dying 
back. On some branches, leaves 
were completely eaten by some in-
sects, but there are no insects now. 
Any idea on the problems and how 
to control them? 

—NEW YORK 

The first problem of discol-
ored foliage appears to be re-
lated to a disease called fire-
blight, which is caused by a 
bacterium. Affected branch ter-
minals can be killed and remain 
slightly bent like an inverted 
"u." This symptom—referred to 
as "shepherds crook"—is typical 
of this disease. Often, the leaves 
on affected branches remain at-
tached even during winter. Sim-
ilar problems can be found on 
many other plants in the rosa-
ceous family, including plants 
such as mountain ash, apple, 
crabapple, cottonester, pyracan-
tha and pear. 

To manage the fireblight, 
consider treating the susceptible 
plants with antibiotics such as 
streptomycin during early 
spring, starting when flowers 
bloom. Repeat treatments at 
least two to three times to pre-
vent further spread of the dis-
ease. Also, affected branches 
should be pruned about one 
foot below the discolored area 
to help minimize the disease 
spread and reduce inoculum. 

Prune during dry periods, 
and disinfect the pruning tools 
in rubbing alcohol, Lysol or 
Clorox between cuts to mini-
mize the disease spread. 

The other problem where 
leaves were chewed off appears 
to be caused by mountain ash 
sawfly. Treat foliage about two 
weeks after the petals fall and 
again in two weeks with insecti-
cides such as Sevin, Dursban, 
Orthene, M-Pede or Tempo. 

Read and follow label speci-
fications for best results. 

Meals for mealys 
We maintain a number of large 

commercial properties that have 
many annual and perennial flower-
ing plants. Some, like impatiens, 
coleus and other succulents, have 
insect problems. The insects are 
white in color and generally found 
in the area where the leaves are at-
tached to the plant. What are these, 
and how can we get rid of them ? 

—NEW JERSEY 

From your description, they 
appear to be related to an insect 
called mealy bug. These insects 
are white, have a woolly cover 
and appear at the nodal region 
(where leaves are attached to 
the stem). They are soft and 
generally hidden from bright 
sunlight. 

While feeding, these insects 
suck the plant sap and secrete 
honeydew from their last body 
segments (read end). This hon-
eydew is sticky and can support 
a secondary fungi called sooty 
mold. 

Sooty mold is black and 
grows on leaves using the sugar 
from the honeydew. The mold 
indirectly affects the overall 
health of plants by reducing 
sunlight. 

To manage mealy bugs, con-
sider using an insecticide such 
as Tempo or Dursban. Start 
treating when you see the insect 
and repeat as necessary. 

Read and follow label speci-
fications for best results. LM 



HOT T O P I C S 

Brittany, SR 5100 best of fine fescues 
Brittany and SR 5100 were top-scoring cultivars in 1995 in 

the National Turfgrass Evaluation Programs's fineleaf fescue 
test. Both are hard fescues, Brittany from Lesco and SR 5100 
from Seed Research of Oregon. 

The mean score for both cultivars was 5.5. 
Actually, the high scorer in the test was PST-44D, an ex-

perimental cultivar from Turf-Seed, which averaged 5.6 across 
23 locations in the United States. 

Fifty-nine cultivars, including 36 that are commercially-

available, were scored. LSD for mean scores was 0.2. 
Within 0.1 LSD of 5.5 were Discovery, Treazure, Tiffany, 

Bridgeport and SR 3100. 
Tops among creeping red fescue cultivars was Shademaster 

II, while Discovery was best among the hard fescues. 
For additional information on this and other NTEP reports, 

contact Kevin Morris, BARC-West, Building 002, Room 013, 
Beltsville, MD 20705; phone (301) 504-5125, fax (301) 504-
5167; e-mail kmorris@asrr.arsusda.gov. 

NTEP survives; 
industry thanked 

TOP SCORES BY TEST SITE 
(Commercially-available cultivars) 

The National Turfgrass 
Evaluation Program will re-
ceive a 10 percent increase in 
federal government funding 
for Fiscal Year 1997, accord-
ing to national program coor-
dinator Kevin Morris. 

Money available through 
the U.S. Department of Agri-
culture's Agricultural Re-
search Service (USDA-ARS) 
increases from $50,000 this 
year to $55,000 next year. 
This news came on the heels 
of a threat to completely 
close down funding of the 
NTEP earlier this year. 

"As a result of the over-
whelming response from the 
turfgrass industry, the money 
was included in the USDA 
appropriations legislation by 
the appropriate Congres-
sional subcommittees and 
signed by the President," says 
Morris. 

"The NTEP wishes to 
thank all those who wrote or 
called the USDA and/or their 
Congressional representa-

tives," he further notes. "The 
USDA-ARS received more 
letters and calls about this 
one issue than any other in 
recent history. Your efforts 
did not go unnoticed!" 

The NTEP said in a press 
release that it acknowledges 
the efforts and contributions 
of the Golf Course Superin-
tendents Association of 
America (GCSAA), the Turf-
grass Producers International 
(TPA) and the Georgia 
Agribusiness Council, which 
used their resources to em-
phasize the importance of the 
NTEP to key Congressmen. 

The NTEP is a turfgrass 
research program that tracks 
the regional adaptability of 
existing, new and experimen-
tal turfgrass cultivars. Individ-
uals and organizations can 
subscribe to the NTEP for 
less than $50 per year. For 
more information, call the 
NTEP at (301) 504-5125. 

Griffin, Ga. (high soil pH): 

Griffin, Ga. (low pH): 
Urbana, III.: 
Carbondale, III. (full sun): 

Ames, Iowa: 

Manhattan, Kans.: 

Lexington, Ky.: 
Baton Rouge, La.: 
Orono, Me.: 

Beltsville, Md.: 

Silver Spring, Md. 
(dense shade): 
Sharpsburg, Md.: 
Amherst, Mass.: 
East Lansing, Mich.: 
Columbia, Mo.: 
North Brunswick, N.J.: 

Adelphia, N.J.: 

Columbus, Ohio: 

Stillwater, Okla.: 
University Park, Pa.: 

Kingston, R.I.: 
Blacksburg, Va.: 

Pullman, Wash.: 

SR 3100 (5.4), Aurora with 
endophyte (5.2), Osprey (5.1) 
SR 5100 (3.6) 
SR 3100 (6.4), Tiffany (6.3) 
Brittany (5.6) SR 5100 (5.4), 
Tiffany (5.3) 
Discovery (6.1), Treazure (6.1), 
Victory (6.1) 
Shademaster II (6.9), Brittany (6.7), 
Tiffany (6.3) 
Shademaster II (7.7), Jasper (7.4) 
SR 5100 (4.4) 
Discovery (7.8), Darwin (7.6), 
Ecostar (7.4), Scaldis (7.4) 
SR 3100 (7.5), Reliant II (7.5), 
Nordic (7.5) 

Discovery (5.8), Osprey (5.7) 
Brittany (6.2), Sandpiper (6.1) 
Quatro (6.0), Discovery (5.2) 
Rondo (6.1), Flyer II (6.0) 
Shademaster II (4.9) 
Shademaster II (6.9), Tiffany (6.7), 
Discovery (6.6) 
Discovery (6.3), SR 3100 (5.7), 
Seabreeze (5.6) 
Nordic (7.6), Spartan (7.6), 
Discovery (7.5), Reliant II (7.5) 
SR 5100 (4.5) 
SR 3100 (7.7), Discovery (7.6), 
Reliant II (7.3) 
SR 3100 (6.3), Opsrey (5.9) 
SR 5100 (5.3), Brittany (5.2), 
Tiffany (5.2) 
Brittany (6.4), Tiffany (6.4) 

mailto:kmorris@asrr.arsusda.gov


'Brownfields', a new opportunity? 
Certain plants can remove heavy metals from 

contaminated industrial soils. Is this a valu-

able new service that the green industry can 

supply? There's $2 billion in federal funds to 

clean up these 'brownfields.' 

by JAMES E. GUYETTE / Contributing Editor 

Landscape contractors seeking other revenue streams can 
investigate the possibility of cleaning up abandoned industrial 
sites. The green industry can help in this new field because se-
lected plants can absorb lead and other heavy metals from con-
taminated soils. 

These polluted areas, "brownfields," were once home to 
heavy duty manufacturing operations. They're a blight on the 
landscape and a bane to urban planners throughout the United 
States. It's impossible to attract new development to these sites 
because of concerns over what lies beneath them. 

"We think a significant number of these sites can be treated 
using metal-accumulating plants," says Dr. Burt Ensley, presi-
dent and chief executive officer at Phytotech, Monmouth 
Junction, N.J. "We expect to see this growing into a large mar-
ket within the next two years." 

Dozens of plant species can be used, including mustard 
plants, sunflowers, Alpine pennycress, brassica and Indian 
mustard. The company recently presented a scientific paper on 
the project at a hazardous waste conference in Birmingham, 
Ala. 

"The results show the Indian mustard plant's effectiveness 
in extracting lead from contaminated soil in our recent field tri-
als at an abandoned industrial site in Trenton," says Phytotech's 
Dr. Michael Blaylock. 

"The results of our studies clearly show the potential of 
using green plants to clean up soil and water contaminated 
with heavy metals. It should enable us to develop an efficient, 
cost-effective and environmentally compatible approach to ad-
dress the brownfields problem throughout the U.S." 

There is more to the program than just sowing seeds, says 
Ensley. His company will be sharing the patented technology 
with interested green industry operations. "There is a large 
amount of knowledge in this," he points out. "I could send you 
our best seeds tomorrow and you wouldn't be able to remove 
lead with them," he explains. "We will provide the landscape 
industry with the experts to show them how." 

Known as phytoremediation, the process uses specially se-

lected plants to remove heavy metal contaminants from the 
soil and concentrate them in the stalks and leaves which can 
easily be harvested and destroyed, thereby removing the threat 
to the environment. 

"Phytoremediation offers us a way to reclaim many of our 
urban sites lost to toxic contamination and turn them back into an 
integral part of the community and local economy," Blaylock says. 

The impact of the project, which began in 1989, had been 
eagerly awaited by community leaders, academic researchers 
and public officials. "We're very excited about the results that 
Phytotech has achieved," says Karen Waldron, brownfields coor-
dinator at Trenton's department of housing and development. 
"This demonstration is a successful example of cooperation be-
tween private industry, local community and civic officials, and 
it can serve as a model for other brownfield sites," she adds. 

So far, $1.4 billion has been spent on brownfield cleanups, 

and Ensley predicts that $500 
million can be applied to using 
plant materials rather than 
concentrating efforts on actu-
ally removing the soil. 

"We have commercial ap-
plications for this," he says, 

Using plants at this Trenton site, 
Phytotech reports that approxi-
mately 70 percent of the treated 
area has been cleaned to the 
New Jersey regulatory limit of 
400 parts per million of contami-
nates in one growing season. 

pointing out that President 
Clinton recently called for a $2 billion effort to clean up 
brownfields, and that he challenged American businesses to re-
claim blighted industrial sites like the one in Trenton. 

"There's a number of plants that can do this," Ensley 
stresses. "Our intention is to show people how to do this." 

For more information: Phytotech, 1 Deer Park Dr., Suite I, 
Monmouth Junction, NJ 08852; phone (908) 438-0900; fax 
(908) 438-1209. 



Mexican 
Labor 

moves in 
by RON HALL / Senior Editor 

The face of U.S. labor is changing, and American 

industry must change with it. One of the biggest 

shifts in the past decade has been the addition of 

several million additional Hispanic workers to the 

labor market. They're here to stay. In fact, more are 

probably coming, in spite of the 1996 law aimed at 

illegal immigration. The Census Bureau says that 

by the year 2050, the Hispanic percentage of the 

U.S. population is expected to double. About one in 

five Americans unll be of Hispanic—mostly 

Mexican—heritage by then. 

In this issue, we meet Joe Loyet and find out 

what Mexican labor means to his Loyet Landscape 

Services in St. Louis. 

Next month, you 7/ meet labor 

contractor Robert Wingfield, the 

green industry's Texas pipeline to 

Mexican labor. You '11 also learn 

about the legal implications of hiring 

Hispanic labor. 

Our final report in January will focus on the suc-

cesses and failures of using Hispanic labor by some 

of the nation's biggest and brightest landscape con-

tractors. 

For laborers in the U.S. green 

industry, employment is often 

seasonal, hours are long and hot, 

and the only language they have 

to speak is 'the language 

of work.' 

ugo Martinez travels light. He left El Paso late yesterday afternoon 
with just a small nylon bag containing a change of clothes and a 
few personal items. He keeps his bag protectively wedged be-
tween his Adidas-clad feet beneath the plastic seat in the Grey-
hound station on South Lamar Street in Dallas. 

Hugo is only about 5'4", no more than 120 pounds, and 37 
years old. But he does a younger and bigger man's work. He's 
headed for Ohio where he works for a family-owned nursery/land-
scape company, usually 10 hours a day for about eight months. 
Last season, he tended several acres of nursery stock . This season, 
he says he will be mostly mowing and trimming. 

He's catching the 12:45 p.m. bus, and he'll arrive in Cleveland 
late the following afternoon. Somebody from the landscape com-



A quick reminder of what 
Pendimethalin® adds to your 
turf management program. 

Broad-spectrum? 
CUck. 

Season-long control? 
CUck. 

Proven turf safety? 
Wcl. 

Cost-effective? 
QUcJk. 

P t w : a r e b a t e check. 
That's right, not only do you get the trusted control of America's number 
one preemergent turf herbicide, your purchase also qualifies for a rebate 
from American Cyanamid. 

All products containing Pendimethalin* are eligible for the 1997 Rebate 
Program — including the PENDULUM® line from American Cyanamid, 
PreM1 from LESCO, Turf and Ornamental Weedgrass Control2, Turf 
Weedgrass Control2 and Weedgrass Control 60 WP 2 from The Scotts 
Company. 

Pick the formulation that works best for you, and buy as much as you 
need. There are no limits to the 1997 Pendimethalin rebate (see chart on 
back for details). This rebate offer applies to all Pendimethalin based 
products purchased between August 1, 1996 and June 15, 1997. 



To receive your rebate, complete this form and mail it by June 15,1997, with a copy of an original distributor invoice as proof-of-purchase to: 
Pendimethalin Rebate Program • do M&B Associates • P.O. Box 8575 • Trenton, NJ 08650 
Signature _ 
Print name 
Company 
Title 
Address 
City 
Phone 

Which of the following categories best describes your 
business: Q Lawncare T 1 Landscape Contractor a Golf Course • Nursery 

Other (please explain) 
Please indicate the name of your distributor: 

State Zip 
Fax 

Please indicate the name of the Sales Representative from the 
above distributor: 

I have purchased the following formulations and request the rebate indicated below: 

Formulation Quantity Purchased Rebate Offer Rebate Claimed 
Pendimethalin 60 WDG (20 lb. minimum) $.75/lb. $ 
Pendimethalin 60 WP (20 lb. minimum) $.75/lb. $ 
Pendimethalin 3.3 EC (5 gal. minimum) $3.00/qal. $ 
Pendimethalin Plus 
Fertilizer Combination 

(2000 lb. minimum) $.50/50 1b. bag $ 

Pendimethalin 2% Granular (2000 lb. minimum) $1.00/40 lb. bag $ 
TOTAL REBATE $ 

Rules: Offer is available to professional product end-users only. 
Distributors or other individuals reselling product are not 
eligible. Complete the entire rebate form and attach copies of 
original distributor invoices as proof-of-purchase. Incomplete 
information will delay or nullify rebate. All rebate submissions 
must be postmarked no later tnan June 15,1997. American 
Cvanamid reserves the right to verify all purchases. Please 
allow 4 - 6 weeks for processing. 

T C Y A N A M I D 

PENDULUM® is a registered trademark of American Cyanamid Company 
Trademark, LESCO. Ine 

' Trademarks, The Scotts Company 



Getting off to a good start 
Joe Loyet of Loyet Landscape Maintenance uses the follow-

ing procedure to welcome each Mexican worker to his St. Louis-
based company: 

H Greet the new hire at the downtown bus station. 
Drive the new employee to a Denny's for a meal, where 

Loyet and the new employee get to know each other better. 
P Proceed to Loyet's office/maintenance facility just outside 

of St. Louis. Here Loyet checks, photocopies, and files the docu-
ments that establish the Mexican worker's identity and employ-
ment eligibility. Loyet and the worker fill out a Form 1-9, the Em-
ployment Eligibility Verification that must be completed for 
each new employee. 

P Provide the new hire with a company work uniform and 
hat. 

P Drive to a K-Mart store and provide the employee with 
boots and, if needed, work pants. 

r Take the new hire to one of the three adjacent house trail-
ers that Loyet's company leases just outside of the city. The em-
ployee will share the trailer with several other Mexican workers. 
Allow the employee to rest the remainder of the day. "I tell him, 
'Take a siesta, mi amigo, the other workers will be back later.'" 

P After the first day of work, Loyet advances the new em-
ployee $50 cash to tide him over until payday. 

pany will drive into the city to 
meet him and take him to the 
apartment he'll share with sev-
eral other Mexican workers. 
A changing labor market 

Need reliable laborers for 
your mowing crews or to tend 
your golf courses? 

Find yourself a Hugo, and a 
few others just like him. Get 
some Hispanic workers who 
are used to working outside on 
a farm. On a ranch. In an or-
chard. Mexicans. Guatemalans. 
Nicaraguans. 

"You get two things with 
Mexicans," says Robert Wing-
field, a Dallas-based labor con-
tractor. "Mexicans show up for 
work every day. If you just got 
the increased reliability, you'd 
be ahead of where you are. But 
you're also going to get any-
where from 10 to 30 percent 
more production." 

Okay, so that may not be 
the politically correct way to 
put it. But what's politically 
correct about the hot, long 
hours demanded from a land-
scape laborer? Hispanics, be-
cause of their willingness to 
work long hours at mostly sea-

Loyet checks every property his 
company maintains at least 
once a week. He confers with 
workers like Josue 'Joe' Sanchez 
almost daily. 

sonal employment, are replac-
ing the industry's traditional 
labor mainstay—the young, 
white, male U.S. worker. 

A 1996 LANDSCAPE MAN-

AGEMENT magazine survey dis-
covered that 20 percent of 
green industry operations now 
employ at least some "non-Eng-
lish speaking" people. Fourteen 
percent of landscape contrac-
tors told us that their labor 
workforces are now predomi-
nantly "non-English-speaking." 
(By contrast, about 12 percent 
are mostly high school or col-
lege-age U.S. youths.) 

Increasingly, the green in-
dustry is employing Hispan-
ics—mostly Mexicans—as its 
labor of choice. 

Consider St. Louis. Less 
than a decade ago, a Mexican 
worker on a landscape crew in 
St. Louis was rare. Now, some 
of the top landscape contrac-
tors in that marketplace don't 
feel like they can compete 
without them. They've been 
feeling that way since a branch 
office of the Brickman Com-
pany, one of the nation's largest 
landscape companies, began 
using Mexican workers on its 
maintenance crews. That 
opened competitors' eyes, es-
pecially when they saw how 
these crews produced. 
Out of necessity 

"Our back was against the 

wall when we brought in our 
first Mexicans. We just could 
not keep a stable labor force on 
the maintenance end," remem-
bers Joe Munie, founder and 
president of Munie Outdoor 
Services in nearby Belleville, 111. 
"We had to seek a viable work-
force or we were going to have 
to look at backing out of that." 

Joe Loyet, who started 
Loyet Landscape Maintenance 
12 years ago, adds: "It was a 
problem getting people to come 
to work eveiy day. I knew we 
had to do something different." 
That something, of course, was 
to find Mexican laborers for his 
company. Contacting Robert 
Wingfield, a Dallas labor con-

tractor, he did just that. 
At about 5:30 a.m. every 

day, Loyet's employees begin 
arriving at the company's of-
fice/maintenance building in a 
rural area just south of St. 
Louis. The Mexicans come in 
small groups because most of 
them share three leased house 
trailers in a nearby trailer park. 
Most also don't have U.S. dri-
vers licenses. 

Each employee checks and 
loads his own equipment onto 
the trucks. Mexicans can be 
picky about the condition of 
their mowers, says Loyet. They 
want their mowers to operate 
at peak efficiency so that they 

cont. on page 13 



Superintendents like Hispanic workers, too 

Hector Carrera mows 
the Bob O' Link fair 
ways. He is one of a 
family of four em-
ployed at the club, 
which has employed 
three generations of 
the same family. 

return to their families." Ten of his 18 crew 
members are Hispanic. 

Williams says that Hispanic workers "love 
being outdoors, being with the soil. They're 
good at it, and they don't mind working 
whatever hours the job requires." 

Some of the workers live in housing on 
the course. 

"In the late 1970s, we noticed that it was 
hard for them to find affordable housing near the golf course," says 
Williams. "The distance they had to drive to get to the golf course 
was considerable. We built a four-bedroom dormitory where we 
house eight of our seasonal workers. They don't have to deal with 
trying to lease an apartment for seven months, and it makes it easier 
for the seasonality of the job." 

Family ties strong 
Hispanic people "want to work," says Randy Wahler of Knoll-

wood Club in Libertyville, III., which employs 12 Hispanics in its 18-
person crew. One has worked at the course for 18 years. 

"All the management books will tell you not to hire friends and 
relatives, but we have been successful in dealing with referrals to 
cousins, nephews and sons of past and present employees," says 
Wahler. 

"It's good to get into a good family," adds Wahler, since the fam-

Alonso Esquivel top-
dresses greens at Bob 
O'Link Golf Club. An 
18-year employee at 
Bob O' Link, Esquivel 
is also its irrigation 
technician. 

break," says Williams. "Hispanics work at the 
same steady pace, all day long. It's harder to 
get Hispanic workers to speed up the pace." 
Sad reality 

Without Hispanic workers, Williams says 
he would have to try to recruit from among 
high school students who live in affluent 
neighborhoods surrounding the course. Un-

fortunately, his experience there has not been encouraging. 
Wahler on American youth: "They want easy jobs, making big 

money. Parents today have spoiled their kids. I don't think they've 
prepared them for the future." 

—Terry Mclver 

ilies stick together and support one another. Wahler finds his His-
panic employees by word-of-mouth or through family networks. 

"Hispanic people are very close," says Wahler. "They're very good 
people. They share the same work ethic." 

No language barrier 
While some speak good English, many do not. Williams says he's 

fortunate that one foreman can handle all verbal, one-on-one com-
munications. Williams also knows some Spanish himself. 

Wahler does not speak Spanish, so he leaves most communication 
duties to his Hispanic assistant and foreman, both of whom are bilin-
gual. Only three workers do not know any English. 

"We allow anyone the chance to grow within the operation it-
self," says Williams. His irrigation technician has been with the 
course for 18 years. Another Hispanic worker became head me-
chanic. 

The Hispanics' work style might be described as more evenly 
paced than that of their American counterparts. 

"Americans will work quickly, take a break, work quickly, take a 

Superintendent Bruce Williams has employed Hispanic laborers 
for more than 20 years at Bob-O-Link in Highland Park, III. His dad, 
Bob, first employed them at the course in the 1960s. 

Bruce Williams says their willingness—and in some cases, their 
preference—to work a short year makes them a good fit for sea-
sonal golf course work. 

"We have a seven-month need for labor," explains Williams. "It's 
difficult to find [local] people to work only seven months of the year. 
Many [Hispanics] come up from Mexico or Texas, and work from 
April 1st until October 31st, earning a very livable income. Then they 



Ignacio Galvan is one of the Mexican workers that Joe Loyet is 
grooming to be a foreman. Co-worker and crew chief Mark 
Richardson is in the background. 

can put in a full day's work, 
and earn a full day's pay. 

By any standard, Joe Loyet 
would be considered a progres-
sive employer. He helps pay 
the cost of housing and, occa-
sionally, buys meals for his 
workers or hands out phone 
cards so they can call their fam-
ilies in Texas or Mexico. 

"Some of the guys who try 
to bring Mexicans up here 
think they can work them like 
mules; that's not right," he says. 
"They're human beings, just 
like me and you. You have to 
respect them." 
Business is business 

Even so, Loyet, a normally 
cheerful and outgoing person, 
can get serious about business 
which, for him, means going to 
bed by 9 p.m. most nights, get-
ting up by 4 a.m. and getting to 
the office by 5 a.m. "I don't be-
lieve in threats or in hollering," 
he says, "but I tell my guys, 
'This is a business and this is the 
way it's going to be.' A guy who 
doesn't come to work every day 
is no good to us. We have to 
take care of our customers." 

While Loyet seems to gen-
uinely respect his Mexican em-
ployees, not all of them work 
out. Til go right out to a job 
site and pick them up, call our 

accountant and find out how 
much we owe the guy to that 
point, pay him and get him out 
of the system right there," he 
says. Til take him right to the 
bus station. I'll make sure he 
gets on it to go home." 

His motto is: "Keep them 
busy, busy, busy; keep them 
out of trouble." 

Says Loyet, "They want 
hours, 50-plus hours. They're 
here to work and make money. 
Most of them send their money 
home." 
They're everywhere 

The St. Louis labor market-
place is not unique. Hispanic 
landscape laborers, long com-
monplace in California and the 
rest of the Southwest, are now 
accepted by the green industry 
in the nation's heartland too. In 
fact, just about everywhere in 
the United States. 

Laflamme Services of 
Bridgeport, Conn., has em-
ployed Mexican workers for 
the past eight years. The com-
pany started with four, but 
now employs about 35, says 
president Ed Laflamme. 

'Some other company will offer 
them more money and then 
they're gone,' says Jeff Sanders 
of Raleigh Turf & Irrigation. 

Even though many don't 
speak English (or, at least, not 
very well), they "understand 
the language of work," says 
Laflamme. 

Laflamme, like Loyet, says 
he can give many of them em-
ployment year-round, but most 
leave early each winter. To get 
them to return in spring, and to 
bring other capable workers, 
some landscapers offer cash 
bonuses. "I don't know if I 
could be in business without 
them," admits Laflamme. 

The Brinitzer Design Group 
of Arlington, Va., employs 
Guatemalans. Most were dis-
placed by the civil war that 
raged in their country in the 
1980s. 

"We employed one 
Guatemalan as a day laborer. 
He worked very hard, so when 
we needed to hire more help, 
we started hiring his brothers, 
cousins or friends," says Carroll 
LeTellier. Now, all but four of 
Brinitzer's crew are Guate-
malan. 

"We've been in business for 
10 years. For the first six or 
seven years, we were hiring 

people who were bom and 
raised in the U.S. It was harder 
to keep them on year after 
year," he adds. 
Money is #1 

What motivates Hispanic 
workers? Money. If they feel 
like they're not getting enough 
hours, or if they're offered 
more money by another com-
pany, they can leave in a blink, 
says Laflamme. "The only thing 
that keeps them is the money." 

Adds Jeff Sanders of Raleigh 
(N.C.) Turf & Irrigation: "We 
have one worker, Salvador, 
who will go home and get me x 
number of laborers if we need 
them, but the loyalty isn't 
there." 

That's why Sanders doesn't, 
as a rule, try to employ them 
over the winter. "Some other 
company will offer them more 
money, and then they're gone," 
he says. 

Money is, indeed, the only 
reason Hugo says he's leaving 
his home in El Paso, which he 
shares with his mother and two 
sisters, and travels to Ohio to 
work for nine months. 

Waiting for a bus that's al-
ready about 10 minutes late, 
Hugo says he'll be making $7 
an hour with the landscape 
company, about $l .50 an hour 
more than he can make in El 
Paso. Even so, he says he 
wouldn't leave, except that the 
hours are steadier in the north, 
and the man who owns the 
company is fair. 

—Additional reporting by 
Jerry Roche and Terry Mclver. 



LM REPORTS 

Darby Industries 
Circle No. 281 
(800) 344-2472 

This full-size hydraulic-drive backhoe is towable behind a half-ton truck. It 
features 17-foot reach and 6,681 lbs. of bucket break-out force. Built with high-
quality hydraulic components and hardened steel bushings at all pivot points. 
Kohler engine. Optional diesel engine available. Can be towed at highway 
speeds by light-duty vehicles, without a trailer. 

Gehl trenchers feature a heavy-duty digging chain. 

Ditch Witch 
Circle No. 282 
(405) 336-4402 

Ditch Witch built the first compact trencher in the late 1940s and has built 
and sold more than 50 percent of the world's service-line trenchers since then. 
Ditch Witch offers the broadest range of trencher models. Models 30-hp and 

The Allmand Bros, tractor-loader-backhoe is rugged. 

Trenchers and backhoes save immense amounts of manual labor. 
Laying in-ground electric cables or irrigation pipe, for instance, 

would be tedious and back-breaking without today's trenching 
equipment. Because this equipment saves so much labor and time 
it actually makes these types of projects affordable. 

And how would you bust up and remove concrete in prepara-
tion for installing a stone walkway without a backhoe? A backhoe 

is a workhorse, suitable for the rugged digging tasks. 
Your task as a green industry manager is to match the 

jobs your golf course or landscape crew tackles with the 
proper type and size of digging equipment. 

A trencher or a backhoe—even the smallest mod-
els—represents a sizable investment for most turf or 
landscape managers, so it makes sense to match equip-
ment with the tasks for which it's engineered. 

Depending on the size and cost of the equipment 
you're considering and the amount of use you intend to 
give it, you may want to consider leasing rather than 
buying. Or, perhaps, sharing costs with a neighboring 
golf course, grounds facility or a friendly competitor. 

Elite Trenchers makes six styles of small disc-blade trenchers. 

Allmand Bros. 
Circle No. 280 
(800) 562-1373 

The Contractor TLB compact, heavy-duty tractor-loader-backhoe 
from Allmand Bros, offers the size and maneuverability needed to get into tight 
areas. Available with three different air-cooled gasoline engine options: 20 or 
25 hp Kohler, or a 20 hp Honda. A 20 hp Kubota, water-cooled, diesel engine 
is also available. The unit's backhoe attachment offers a 2-foot, flat-bottom dig-
ging depth of 8'4" and a breakout force of 3,670 lbs. 

TRENCHERS/ 
BACKHOES 
You save time and money when you 
have the right machine for the job. 



higher are designed to accept interchangeable 
work models, adding versatility to a single ma-
chine. Also, a complete line of of trenchless tech-
nology products. 

Elite Trenchers & Concrete Saws 
Circle No. 283 
(941) 574-1906 

Choose from six styles of small disc blade Elite 
Trenchers: DD6 digs 5 T deep x %" wide; DD8 
digs 8" deep, 2 "to 3" wide; DD10 digs 10" deep, 
2"to 3" wide; DD12 digs 12" deep, 2"to 4" wide; 
ETI8 Heavy Duty digs 8" deep, 2" to 4" wide; and 
ET110 digs 10" deep, 2"to 4" wide trench. The ETI 
8 and ET110 come with larger hp engines and %" x 
%" rock teeth. 

Melroe's 325 Bobcat features multi-function hydraulics system 
allowing simultaneous boom dipper and 

vator and the loader performance of a 1323 lb. 
skid steer loader which makes it unbeatable for 
working in small spaces. Independent hydraulic 
systems allow various machine functions to be 
operated simultaneously. The JCB's Series 2 line 
of backhoe loaders includes 8 machines in the 
14- to 17-foot class, 2-wheel and 4-wheel drive. 

John Deere 
Circle No. 287 
(919) 954-6343 

Three backhoe models—No. 7 Backhoe for 
670, 770, 755, 855 and 955 Tractors; No. 8A for 
870, 970 and 1070 Tractors; and 10A for 5000 
Series Tractors. No. 7 and 10A feature rigid, 4-
point mounting system with more stability, better 
shock absorption than hitch-mounted systems. 
No. 7 and No. 8A available with Quik-Tatch sys-
tem that allows easy hooking and unhooking 
from tractor. Each model has four buckets to 
choose from. Digging depths from Th to 10 ft., 
depending on model. 

;et functions. 

used on seven of the company's liquid-cooled, 
diesel-engine hydrostatic tractors. The trenchers 
dig to a depth of four feet and feature 15 trench-
size combinations. Up/down boom arch is 70 de-
grees/65 degrees. Auger diameter is 10 inches. 
Speed is up to 600 feet per hour depending on 
depth and soil. 

Me I roe 
Circle No. 290 
(701) 241-8700 

Melroe's new C-Series model of its 325 Bob-
cat compact excavator features: multi-function 
hydraulics system that allows simultaneous boom, 
dipper and bucket functions without a decrease 
in cycle time; two-speed travel; new joystick with 
improved metering; half-pitch tracks for smoother 
ride; increased boom-up and bucket dump/roll-
back speed; lower overall height for easier access 
through doorways; improved hose routings for 
better protection. The 325 has a maximum dig-
ging depth of 99" and reach of 166". 

Vermeer Manufacturing 
Circle No. 291 
(515) 628-3141 

Vermeer added a backhoe with a center-
mounted operator seat to its tough, reliable V-
3550 riding, hydrostatic, rubber-tire trencher. 
Mounted on the V-3550, the B500 backhoe's 
bucket has a digging force of 5,978 lbs., and its 
12-inch bucket can dig down 68", and rotate up 
to 126 degrees. A 43.5 hp Deutz engine powers 
the trencher which can trench depths from 38"-
60" at widths of 5"-12". The LM-42 walk-along 
plow/trencher (43.5 hp Deutz engine) is designed 
for irrigation and service-line installations; its new 
V-1150 trencher powered by an 11 hp Honda 
engine which is handy in areas with narrow, lim-
ited access; and its V-5800 trencher powered by a 
4-cylinder Cummins 4B3.9 (59 hp) engine. LM 

Gehl 
Circle No. 284 
(414) 334-6615 

Gehl's three trencher models can be added to 
skid loaders. Trenching widths from 6" and 
depths down to five feet. Heavy-duty digging 
chain with cutting teeth operating on a durable 
boom. Trencher attachment side shifts for trench-
ing near buildings or foundations. Gehl also has a 
backhoe that mounts on the skid loader lift arms. 

Glenncorp 
Circle No. 285 
(501) 239-4796 

The GCI-500 trencher is designed to operate 
on a three-point hitch. The trencher will operate 
with either a hydrostatic drive or live PTO. The 
reservoir is built into the frame. The unit comes 
with a PTO pump and a two-spool control valve. 
Glenncorp also offers GCI tractor-mounted back-
hoe that can be operated from the seat of the 
backhoe, the seat of the tractor or from the 
ground. Also a GCI tractor-mounted fronthoe (for 
75 hp or larger tractor) with remote controls. 

Vermeer increased the productivity and versatility of its 
V-3550 riding trencher with the addition of a backhoe. 

Kubota Tractor 
Circle No. 289 
(310) 370-3370 

Kubota Tractor's B5520 and 
B5520A trenchers are built to be 

JCB 
Circle No. 286 
(410) 335-2800 

JCB says the JCB 208S MiniMaster is the 
world's first integral skid steer backhoe loader. It 
combines the digging ability of a 2-ton mini exca-

Kelley Manufacturing 
Circle No. 288 
(219) 255-4746 

The Kelley B15A Backhoe, with 8-foot maxi-
mum digging depth, features Cat-
egory I three-point rigid hitch for 
maximum digging power. Double 
hydraulic swing cylinders provide 
double swing power and control 
with the Kelley exclusive patented 
Hydraulic Swing Cushioning. 
Bucket sizes of 9", 12", 15" and 
18". Replaceable steel wear bush-
ings at major pivot points. 



by JAMES E. GUYETTE / Contributing Editor 

Money spent on employee 
education programs can 
mean happier, higher-
skilled and more produc-
tive workers. This, in turn, 

can lead to less downtime, less turnover 
and fewer workplace accidents (an em-
ployee indoctrinated in proper safety pro-
cedures is less likely to get hurt). 

Pat McGovem, owner of International 
Data Group in Boston—one of the nation's 
leaders in corporate training—sets aside an 
amount equal to 3% of the company's pay-
roll for training each year. However, land-
scape managers need not budget that 
much, simply because many low-cost and 
free training programs are available in this 
industry. It just takes a commitment on 
your part and a little bit of searching to lo-
cate the best opportunities. 

An in-house training program at Cali-
fornia's Stockdale Country Club has re-
sulted in an "almost perfect" safety record 
and a better work atmosphere, says super-
intendent Corey Eastwood. "You have less 
damage to the machines and less disrup-
tions of the members," he adds. "We use a 
lot of courtesy—and that's part of the 
training." 

New workers at Stockdale are person-
ally taught and shown the proper care of 
each machine by the facility's two mechan-
ics, plus there are weekly training sessions. 
"We go over the operator's manuals," East-
wood explains. "We take each piece of 
equipment at a time (to study), and when 
we get done we start over again." 

Because Stockdale is located in a warm 
climate, most workers stay on throughout 
the year, which means less turnover. In 
areas where turnover is a concern, an out-
side training program may lead to a more 
motivated and stable workforce. 

Just look 
The landscape side of the industry is 

not much different. 
"We try to get involved in as many pro-

grams as we can," says Ron Wilson, a gen-
eral manager at Natorp's Landscape, Nurs-
ery and Garden Stores of Cincinnati, Ohio. 
"The safety training has been a tremendous 
help to the company." 

Kate Goewey, Natorp's safety director, 
says the company gets increased perfor-
mance and fewer injuries on the job. Own-
ership is particularly pleased that much of 
the training has been free or at low cost— 
and all they had to do was look for it. 

Many manufacturers and suppliers are 
more than eager to provide free training 
sessions on the various products that they 
market—just ask. A good place to start 
looking locally is as close as your commu-
nity's fire department. 

A free session on "fire safety" at Natorp 
was most enlightening, says Goewey, "be-
cause most people do not actually know 
how to use a fire extinguisher." Goewey 
adds that any type of safety education will 
improve the work environment. 

The makers of the Bobcat line of equip-
ment conducted free training on their ma-
chines, and the workers also got an educa-
tion on proper chain saw techniques. 

The Blount Corporation's Oregon 
Chain Division markets chain saw replace-
ment parts rather than the whole saw, but 
they do indeed provide training all over the 
world. 

"We do it for free because a chain saw 
doesn't know the difference between a log 
and a leg," says George Ruggles, who heads 
the Oregon training seminars. "We go 
through a pretty structured program that 
many people find beneficial." The two- to 
three-hour sessions rely on hands-on 

demonstrations and a graphic video presen-
tation that grips the students' attention. 
"We don't have much trouble keeping 
them awake," Ruggles reports. 

The ability of the speaker is important, 
says Goewey, adding that any instructor's 
program should be reviewed by a top 
member of the staff before presenting it to 
the workforce. 

Training tips 
^ Make your seminars part of your 

work week—pay your people to be 
there. 

^ Ask suppliers and other local 
sources (landscape associations, garden 
clubs, parks departments and schools) 
for speakers. 

^ Have a top member of the staff re-
view the instructor's program before it 
is presented to the workforce. 

P> Send employees to training ses-
sions that deal with techniques they can 
use on the job. 

^ Explain starting, break and finish-
ing times at the beginning of the ses-
sion. 

^ If possible, issue hand-outs and 
workbooks for each subject. 

^ Divide sessions into 18-minute 
(maximum) modules. 

^ Emphasize basic techniques. Use 
step-by-step lists whenever possible. 

^ Engage as many of the trainees' 
senses as possible (see chart). Hands-on 
demonstrations and graphic video pre-
sentations will keep employees alert. 

^ Beware of training consultants 
who offer boilerplate solutions to com-
plex management concerns. 



training programs 
"Generally, we're familiar with the 

speakers," Goewey explains. "I either go my-
self or we ask around. We won't send any-
one to hear a speaker sight unseen." A 
clunker of a class means that "the people will 
get bored and they won't learn anything." 
Pay people 

Use some caution in deciding which 
workers to send to which presentation, she 
suggests. Make sure they are learning tech-
niques that are germane to their job assign-
ment. Sometimes just one employee can 
be sent, but be certain that he or she has 
the verbal skills to adequately impart the 
lessons learned to fellow employees. "They 
will bring that information back to the 
crew so they don't lose a whole day of 
work," she notes. 

The workers should understand that 
training is a priority and not just free time. 
"Make your seminars part of your work 
week," advises Goewey. "That means you 
will pay your people to be there. Although 
it is common for businesses to use the ex-
cuse that the seminar benefits the staff s 
personal professional development, and 
therefore you're actually providing an edu-
cational service to your employees, let's 
face it—training benefits your business and 
that's why you offer it." 

Making the choice to offer a training 
program to employees can be a tough deci-
sion for management, simply because of 
the nature of the business: you're either 
too busy or else you're laying people off. 
It's therefore important to be selective in 
the kind of training program you offer. 

Goewey recalls a program in electrical 
hazard training that cost a whopping $700 
per person. "Can I send 12 people to that? 
No. Can I devote the time to that? No." A 
tree crew foreman was sent, and he re-
ported back what was learned. 

Beat the bushes 
Programs offered by the cooperative 

extension service rate high with Goewey: 
"That's wonderful. It's a minimum fee and 
they bring in the experts—they pay for the 
experts and there's nothing wrong with 
that." Gardening procedures, pruning skills 
and other techniques are taught in an 
easy-to-understand style by masters in the 
field. "They're hiring the experts—your 
work is done; all you have to do is send 
your people." 

The Red Cross is big on safety seminars, 

RETENTION OF TRAINING 
INFORMATION, BY METHOD 

Reading .40% 

Writing 40% 

Listening 50% 

Seeing 50% 

Doing 80% 

as might be expected, but other sources 
can offer useful education. "We make great 
use of the Bureau of Workers Compensa-
tion seminars," says Goewey. "You've al-
ready paid for that in your state" via the 
fees being charged the business. Sessions 
are offered in subjects such as ergonomics, 
power equipment operation and proper 
use of hand tools. 

Beat the bushes to find quality instruc-
tors. Ask your suppliers and other local 
sources, such as landscape associations, gar-
den clubs, parks departments and schools. 
Some speakers do it for free; others charge, 
but find out any fee ahead of time before 
signing up. 

If you are a company owner, make sure 
you are committed to the learning 
process—especially if you have concerns 

over management-type issues. "We can ed-
ucate groups of workers in a relatively 
short amount of time, but the real change 
happens with the management," says Don 
Willig, a senior consultant with Manage-
ment Concepts Inc. of Dayton, Ohio. 

Many times an owner will be convinced 
that he or she needs to be all-knowing and 
in on every decision and technique dis-
cussed, but eventually to be successful they 
have to hire other managers to get the job 
done. "At some point they have to bite the 
bullet and get someone to help them or 
else they will compromise their whole 
business opportunity," Willig warns. 

An owner who has prepared a business 
plan ("What do we want to be when we 
grow up?") is better able to deal with out-
side training. Also, ask colleagues in the 
business to help find experienced trainers. 
Beware of a training company that offers 
boilerplate solutions to complex manage-
ment concerns. 

"No two organizations are typically the 
same, so you want flexibility and experi-
ence in this industry," says Willig. "There 
are unique things in the green industry that 
need to be recognized." Steer clear of a 
training firm that charges a high up-front 
consulting fee, he adds. 

Each staffer at any given company can be 
made better by receiving advanced training, 
Goewey believes. "The benefits of a training 
program are well worth it. In our business, 
we must be teachers as well as sales people. 
Not only do we assist customers with selec-
tion, we have to help them keep those selec-
tions alive and growing." LM 



w ithout an adequate supply of nitrogenn the 
quality of any landscape will suffer, especially 

the turfgrass. 
Nitrogen is available in many forms: totally 

soluble or slowly available to the plant; organic or 
inorganic; high or low salt index. All of these forms 
have their own characteristics and can have very dif-
ferent effects on plant growth. All plants prefer the 
nitrate or inorganic form of nitrogen, and have litde 
use for the other chemical form of nitrogen, the am-

'Mew' forms 
of nitrogen 
by BILL KNOOP, Ph.D. / Technical Editor 

Soluble nitrogen can be applied through an irrigation system or sprayer. 

monical form. The third chemical form, organic ni-
trogen, is not used directly by plants. When a fertil-
izer containing nitrogen in the organic or ammonical 
form is applied to the landscape, it must be changed 
to the nitrate form before it can be used by the land-
scape. These changes are accomplished in the soil by 
bacteria. You do not need to add anything to any 
soil for these conversions to take place. Be assured 
that the right bacteria are always available. Exam-
ples of these nitrogen forms are found in Table 1. 

Those fertilizers listed in Columns A & B are all 
soluble. So is the organic form urea found in Col-
umn C. When applied to the landscape, the nitro-
gen they contain goes freely into the soil water solu-

tion that surrounds the roots of the plant. If the sol-
uble nitrogen is in the nitrate form, it may enter 
freely into the plant. 

Plants do not always need a lot of nitrogen at 
one time. A slow, steady growth rate is better than a 
quick, fast burst of growth, as research has shown. 

Soluble materials have relatively high salt in-
dexes. High-salt fertilizers can bum plants. If soils 
and/or irrigation waters already have a high salt 
level, avoid using these high-salt-index fertilizers. 

One fact makes a soluble nitrogen material desir-
able: it can be applied to the landscape in water, 
through an irrigation system or sprayer. This is easier 
than using bagged fertilizer and a spreader. 

Most slow-release materials are great nitrogen 
sources for the landscape, but they must be applied 
dry. The best nitrogen source would meter out the ni-
trogen slowly, but would be applied through an irri-
gation system or by using the tank-truck-hose-nozzle 
system. The goal of research these past few years has 
been to find such a material; one that acts as slow-re-
lease but can be used in a water carrier system. These 
new nitrogen materials are now coming to market. 

Urea is completely soluble, but through chem-
istry, it can be changed into forms that have entirely 
different characteristics. Not only are they slowly 
soluble in that they supply nitrogen at a low, steady 
level, they can also use water as a carrier. Perhaps 
"slow-release" is a better term for these new materi-
als. The term that seems to be the most appropriate 
is "solution slow-release nitrogen." 

Coron and similar products are the next genera-
tion in liquid fertilizers. Clear liquid fertilizers add 
versatility to fertilizer programs. Coron is a low-salt-
index fertilizer that contains slow-release nitrogen 
(70% CRN). Being a polymethelene urea-based fer-
tilizer combines the ease of handling liquids with re-
duced clippings and increased root growth that is as-
sociated with traditional dry slow-release fertilizers. 

Injection into the irrigation system is easily han-
dled by storage tanks and injector equipment. Tank-
mixing requires little agitation and no pre-mixing to 
dissolve materials. This makes truck/tank/hose/noz-
zle systems quicker and easier to use. 

Advances in nitrogen chemistry have given us 
the most ideal form of nitrogen yet. Ease of applica-
tion, low bum potential and slow feeding make 
these new materials far superior to all other forms. 
They are certainly worth trying. LM 



The new 
Mode l 1220 trencher 

Less is more. 
•• Less effort. 

Less hassle. 
This 12-hp-c/ass trencher 
combines the reliability of 
an all-hydraulic ground 
drive with the productivity 
of a mechanically-driven 
digging chain. It's easy to 
maneuver, and can fit 
through a yard gate. 

^ Ä Ü b i t e t . 
M r 

It's possible that the 1 2 2 0 is the best 
walkalong trencher ever built 
It's d e s i g n e d to be 
more product ive 
and less 
compl icated. 

M o r e reliable, 
with less upkeep . 
M o r e profitable, 
with less expense. 
Cal l today for more 
information, a n d 
learn why you 
shouldn ' t settle 
for anything less. 
( 8 0 0 ) 6 5 4 - 6 4 8 1 . 

Less parts. 
A new ground drive gearbox 
eliminates drive chains. 
The ground drive motor is 
incorporated into the gearbox, 
which also eliminates mounting 
and coupling parts. 

Less maintenance 

Every control function has been 
smoothly combined into the design 
so that it's easy to find and operate. 

Less repair. 
A standard outboard bearing 

support makes the digging 
drive assembly rugged and 
trouble-free. All the 1220's 
components are integrated 

to maximize reliability 
and minimize downtime. 

Three easily-accessed grease zerks 
make up the bulk of the 1220's 
routine service requirements. And 
because there are no drive chains, 
there are no drive chain adjustments. Ditch Witch 
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When the snow flies, 
be a good neighbor 
Unforeseen surprises during a snow event happen all the time. 

Preparation and friendship between competitors are keys to 

uninterrupted service. 
by JOHN ALLIN / The Affin Companies Friendly competition is one sure 

way to get help when the un-
expected and unforeseen 
events occur during any given 
snow event. 

You never know when you will need to 
suddenly avoid a car pulling out in front of 
you, and you end up in a snow bank. Or, 
you find that you tried to stack that last 
"push" a little to high, and got the front 
end of your plow truck hung up in a snow 
bank. That is when it pays to have kept 
your competition on friendly terms. They 
are the people who are out at 3 a.m. doing 
what you are doing: trying to stay ahead of 
the storm. They can rescue you from hours 

Ten guidelines for snow fighters 
1Report for work physically and men-

tally fit, and properly clothed for any 
emergency in order to withstand the rig-
ors of the task. 

2Never enter the cab without inspect-
ing the lights. 

3Know your spreading and plowing 
routes, as well as the performance of 

the spinner and the life of the plow blade. 

4Be alert in order to avoid guardrails, 
headers, stalled cars, manhole covers, 

railroad tracks and mailboxes. 

5Stay calm on the job, even though 
cars and trucks pass on both sides and 

tailgate too close for comfort. Anger only 
multiplies the prospects of coming to grief 
by accident. 

6Use your radio as briefly as possible, if 
you have one. Remember fellow work-

ers may need to communicate in an emer-
gency. 

7Shutdown the flow of power to the 
spreader before attempting to free 

foreign objects or blockages, if you trea-
sure your fingers. 

8Take the truck and spreader out of 
gear and set the emergency brakes 

before dismounting from the cab. 

9Gauge your vehicle speed according to 
the conditions, or else you may wind 

up with your truck upside-down. 
1 ^^Mind your manners on the road-
I V y way; clearly signal your intentions; 

render assistance to stranded motorists; 
and remember that it is more blessed to 
give than to receive. 

of "digging out" when stuck. If you are 
honest and fair in your dealings with the 
competition, then they should not mind 
"helping out" when the need arises, just as 
you should not mind helping them out. 

I have even gone so far as to have one of 
our crews plow a competitor's account 
when I knew that he had a major break-
down. An unexpected breakdown can 
cause major problems for the small plow-
ing operation. And while that operator 
may never have the opportunity to plow 
one of our accounts to help us out, he 
might just stop to lend a hand if one of our 
trucks is stuck. 

Most plowing contractors carry at least 
some spare parts in the cab of their truck. 
But it seems that no matter what parts you 
carry, the problems that arise usually re-
quire the one part you don't have in the 
tool box. It can be quite inconvenient 
when you lose a plow pin and are miles 
away from the shop, and it is snowing like 
the dickens. Friendly competitors can loan 
or sell these type of parts to each other in a 
pinch. I tell our guys to help out this way 
when the need arises. 

If you don't get to know the guys in the 
other plow trucks across the street, you can 
be left scrambling to get your accounts 
done on time, or worse. It can be very diffi-
cult to find a suppler open—and/or 
nearby—during the middle of the night. 
And most of us are usually cutting it close 
during a storm. We want to plow the cus-
tomers as close to their opening time as 
possible, so that they are getting the best 
service possible, customers get a bit testy 



when they arrive to a snow filled lot, in-
stead of a neatly plowed and accessible 
parking area. Your own liability problems 
can get sticky if the lot is not open on time. 

Prepare for the unexpected surprises, 
and talk to your competitors, and you 
won't miss a beat when the snow falls! 

—John Allin is the owner of The Allin Com-
panies, Erie, Pa. The organization uses more 
than 75 units to plow, move and stack snow. 

The Erie area regularly receives annual snow-
fall in excess of250 inches. 

New snow and ice management 
assn. needs members 

The Snow & Ice Management Association opened for business in June with head-
quarters in Erie, Pa. 

The main goal of SIMA is to encourage the participation and affiliation of people 
who are in the snow and ice management business, whether they are contractors or 
property and facility managers. 

The SIMA is a not-for-profit corporation. Its goals over the next few years include es-
tablishing a member newsletter and magazine, and providing information on purchas-
ing, networking, training, general business, subcontracting, safety, legislation and cus-
tomer management. 

For more information on SIMA, phone (814) 456-9550 or write SIMA, 1903 West 8th 
St., Suite 150, Erie, PA 16505. 

The right way 
to salt 

"Sensible Salting," as defined by the 
Salt Institute, of Alexandria, Va., 

includes the following: 
—personnel training; 
—good equipment; 
—calibration of spreaders; 
—use of automatic controls; 
—adequate, covered storage; 
—proper maintenance around storage 

areas; 
—attention to environmental con-

cerns. 
Only use the amount of salt you need 

to get the job done, advises the institute. 
Early application to roads will prevent 
snow and ice from bonding to the road 
surface. 

Apply salt in a windrow or full width. 
The institute advises that the application 
be no wider than the truck that is spread-
ing it. Brine formed from salt and water 
will run to other parts of the road and will 
be spread by traffic. 

If you've ever wondered how long it 
takes the salt to start working, the insti-
tute estimates it takes 20 to 30 minutes. 

Storage 
Outside stockpiles should be properly 

shaped, in either windrows or conical 
shapes, piled on impermeable pads and 
covered. Proper drainage will keep the 
salt dry and protect the surrounding area. 

Temporary covers can include: 
—tarpaulin; —polyethylene; 
—polyurethane; —polypropylene; 
—rubberized polyethylene. 
Types of under roof storage areas: 
—shed; —pole-type; 
—quonset; —barn-type. 
—dome-type; 

The Salt Institute has made available litera-
ture on salt for snow and ice control. For 

more information, contact the institute at 
206 North Fairfax St., Fairfax Plaza, Suite 

600, Alexandria, Va. 22314; (703) 549-4648. 



The micro-nutrients: 
Fe, Mg, Mil, Ca, Zn, B 
It is not usually necessary to apply micro-nutrients to turf. Make sure 

they're really needed before spending any extra money. 

by BILL KNOOP, 
Ph.D./Technical Editor 

TABLE 1. PRIMARY PLANT NUTRIENTS 
AND THEIR SOURCE 
Macro-Nutrients 

(N) Nitrogen 

(K) Potassium 

(P) Phosphorus 

(S) Sulfur 

(Mg) Magnesium 

(Ca) Calcium 

Micro-Nutrients 

(Fe) Iron 

(Mn) Manganese 

(Zn) Zinc 

(Cu) Copper 

(Mo) Molybdenum 

(B) Boron 

(CI) Chlorine 

Others 

(0) Oxygen 

(H) Hydrogen 

(C) Carbon 

All plants need nutrients to live and grow. 
The list of plant nutrients is split between 
those called macro-nutrients—So named 
because they are used by plants in the 

greatest amounts—and those called micro-nutrients 
(Table 1), which plants use in very small amounts. 

The fact that plants need such small quantities of 
each of these six minor nutrients can be very mis-
leading. They are among what are called the essen-
tial plant nutrients, because a plant cannot grow and 
complete its lifecycle without an adequate supply of 
even one of them. The need for a minor nutrient 
may be measured in parts per million. 

No matter how small, the need of each of these 
minor nutrients plays 
a very necessary and 
vital role in plant 

Primary Source growth. It would be 
Fertilizer, Soil convenient if a spe-

Fertilizer, Soil cific part of the plant 
growth process could 
be assigned to each 
nutrient, but it just 
doesn't work that 
way. The roles of 
these nutrients can be 
described in a very 
general way, but truly 

Soil where and how they 
Soil function in plant 

growth is very com-
plex. 

The role of iron 
(Fe) is most easily un-
derstood. While not a 
part of chlorophyll in 
the plant, sufficient 
quantities must be 
present in order for 

Fertilizer, Soil 

Soil 

Soil 

Soil 

Source 

Soil 

Soil 

Soil 

Soil 

Soil 

Sources 

Water, Carbon Dioxide 

Water 

Carbon Dioxide the plant to produce 

the chlorophyll. Plants that cannot obtain enough 
iron tend to have yellow leaves, or chlorosis. 

Several other nutrient deficiencies can also cause 
chlorosis, the most important of which is nitrogen. 
The yellowing caused by a nitrogen deficiency may 
be confused with an iron-related chlorosis. Nitrogen 
chlorosis first affects the older leaves and results in an 
overall pale green-yellow color. Iron chlorosis first af-
fects the newest leaves. The veins in the leaf tend to 
stay green and the areas between the veins turns yel-
low. Iron may also play a role in drought tolerance, as 
well as the plant's ability to take head and cold stress. 

Iron chlorosis may be corrected by either apply-
ing a product containing iron or by correcting the 
soil pH. Iron is more available when soil pH is below 
6.0, but it becomes limited as the pH increases. 

Iron sulfate is the most common remedy for iron 
chlorosis. If iron sulfate is added to a high-pH soil 
(over 7.0), it may quickly be changed to an unavail-
able form in the soil. The best way to make sure iron 
gets to a plant in a high-pH soil is to use an iron 
chelate. The chelated form of iron helps keep it 
available to plants in high-pH soils. In fact, chelated 
forms of most minor nutrients are available. They 
are very costly, but it's the only way of making sure 
the nutrients will get to the plant and not get tied up 
with other chemicals in the soil. 

Magnesium (Mg) is a part of chlorophyll. When 
it is in low supply, the plant may also end up with 
yellow leaves. A magnesium deficiency is not very 
common, but it can become a problem in soils 
below a pH of 6.0 or over a pH of 8.5. It may be 
rather difficult to tell the difference between a nitro-
gen deficiency, an iron deficiency or a magnesium 
deficiency. The only practical way to correct any 
chlorosis is to first apply nitrogen and if there is no 
green-up, apply iron, and finally if those two do not 
have any effect, then apply magnesium. Two very 
common sources of magnesium are Epsom salts and 
dolomitic limestone. 
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Manganese (Mn) also is a part of chlorophyll, 
and its deficiency may result in a chlorosis. Any 
manganese deficiency is very rate and not usually a 
problem at all. 

The other three minor nutrients, copper (Ca), 
zinc (Zn) and boron (B), are needed in extremely 
small quantities, so most any soil contains them in 
adequate amounts. There is a greater chance that 
these chemicals can reach toxic levels in the soil 
than because of a low supply. 
Testing tips 

Many soil testing labs do not routinely test for 
these minor nutrients. Others may test for them, 
but only report their levels if they are extremely 
high or low. If you are concerned about possible 

TABLE 2. THE INFLUENCE OF PH ON THE SOLUBILITY OF THE 
NUTRIENTS REQUIRED FOR PLANT GROWTH 
Nutrient Most soluble pH range Least soluble pH range 

Nitrogen 6.5-8.0 5.5 and lower 

Phosphorus 6.5-7.2 less than 6.5, over 7.2 

Potassium 6.5-8.5 6.5 and lower 

Calcium 7.0-8.5 6.5 and lower 

Magnesium 7.0-8.5 6.5 and lower 

Sulphur 6.5-8.5 6.5 and lower 

Iron 3.5-6.0 greater than 6.0 

Manganese 4.5-6.5 greater than 6.0 

Boron 5.0-7.0 less than 5.0, over 7.5 

Zinc 5.0-7.0 greater than 6.0 

Copper 5.0-7.0 greater than 6.0 

minor nutrient problems, get your soil tested but 
make sure the lab is able to make the determination. 

A soil test can be a valuable first step when devel-
oping any fertility program. Depending on the test se-
lected, it can determine the level of essential plant nu-
trients in the sampled soil, describe any salt problem, 
determine the pH and identify the soil's texture class. 

The soil should come from the plant's rootzone. 
In most cases, this is just a few inches deep. The 
sample should represent a fairly uniform area. A 
sample shouldn't be made up of soil from a sandy 
area together with soil from a high clay area. These 
two soils should be treated separately. 
Test tees, fairways separate from greens 

On golf courses, greens wouldn't be included 
with tees or fairways, but soil from all 18 greens 

could be put together into one sample if all the 
greens had basically the same construction. 

There may be enough variation in soils across a 
golf course that each fairway can be sampled sepa-
rately. It even may be that a front lawn will be dif-
ferent from the back. 

One single soil test may be of limited value. It's 
important to know the soil pH because of its impact 
on nutrient availability. The soil texture class infor-
mation is needed to determine the rate of material 
needed to adjust pH. 

Table 2 shows the influence of pH on nutrient 
solubility. 

Any minor nutrient problem is fairly rare. Only if 
soil pH is very high or very low can a problem be ex-
pected. Even then it's rare. The only other situation 
that may suggest any minor element is when plants 
are grown in nearly pure sand. All-sand putting greens 
and football fields are areas that may need special 
consideration in developing the fertility program. 

It is not absolutely necessary to automatically 
apply a fertilizer containing these minor nutrients to 
most landscapes. This is especially true if the grass 
clippings are allowed to stay on the lawn. All the nu-
trients contained in the leaves will be returned to 
the soil and eventually returned back to all the 
plants in the landscape. There is no question that 
when minor elements are needed, they are needed. 
Just make sure they are really needed before spend-
ing any extra money. It doesn't make sense to add 
extra materials to the landscape that are not needed. 
Choosing a lab 

If the soil sample was sent to 10 different labs 
there might be 10 slighdy different analyses of the 
soil. Not all labs have the same analytical equipment 
nor do they use the same techniques. It does not 
make sense to compare results from different labs. 
Pick a dependable lab and stick with it. 

Every state has a land grant university with a soil 
testing lab. Information for soil testing is available from 
the local office of the cooperative extension service. 
Test in January-February 

In order to get the most dependable test results 
possible, test when the system is fairly stable, usually 
January and February. At these times, the last fertil-
izer application was done weeks before, and the 
next application is weeks away. 

A soil test every two or three years at the same 
time of the year should be sufficient. LM 
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WEED IDENTIFICATION GUIDE 

INTRODUCTION 
Successful weed identification is a combination of timing 

and user-friendly data. Timing in relation to the maturity of the 

plant (the older, the easier) and user-friendly data, meaning an 

identification guide that is designed to facilitate the identifica-

tion process. Both were considered in the design of this guide. 

Timing: When identifying either monocot (grassy) weeds 

or dicot (broadleaf) weeds, studying a mature or flowering sam-

ple is very important. All of the most easily identifiable traits— 

flowers, seeds, leaves and roots—are present then, so take some 

time to find a mature specimen to examine. 

User-friendly data: For ease of use, this guide concentrates 

on those plant characteristics that differentiate one species from 

another rather than those traits each has in common. These dif-

ferences are represented visually with added text to refine the 

distinctions between similar plants. 

Understanding the terms used in this guide 

Understanding the parts of a grass plant are essential to ac-

curately identify monocot weeds. In the example shown, pay 

particular attention to the seedhead, the ligule and the collar. 

They are the plant parts which have the most differentiating 

traits. 

Abbreviations 

aka = "also known as" (different common names are popu-

lar in different parts of the U.S.) 

Further help 

The use of this guide was designed to help managers sub-

stantially reduce the number of possible weed species identifica-

tions. However, variations in a plant's vegetative characteristics 

or distribution may require that managers forward samples to 

their local extension service for confirmation. American 

Cyanamid's local technical representatives can also be contacted 

for further help. 

Sources 

Information was compiled from the Scotts "Guide to the 

Identification of Grasses," the Southern Weed Science Society's 

"Weed Identification Guide," A.S. Hitchcock's "Manual of the 

Grasses of the United States" and the extension department at 

Cornell University. 

STRUCTURAL S E E D H E A D 

Leaf in bud: \ Collar: 

folded rolled 1 broad medium narrow 

Ligule: 

tall medium short absent hairy 
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MONOCOTS Annual 

Monocot weeds 
Because of natural variations within grasses and differences 

that occur under varying environments, the illustrations in-

cluded herein are meant to be representative but not definitive. 

Users need to consider all of the information—seedhead, in-

bud, ligule, collar, descriptive text, tips and distribution—to ac-

curately identify a weed. 

As you proceed, keep in mind that you should not rely on 

an individual characteristic to be conclusive, rather total the 

number of similar characteristics between the sample and the 

guide to help narrow the number of possibilities. 

The monocot weed species illustrated herein were se-

lected for their likelihood of appearing in turf and their latest 

reported distribution. 

Identifying a monocot weed 

Once a mature sample has been selected, check each of 

the listed plant parts as follows: 

• seedhead—size, shape, openness and number, size and 

shape of branches and seeds 

• in-bud—cut through a leaf stem and determine if it is 

folded or rolled 

• ligule—remove a leaf from its stem and with a hand lens 

check the size, shape and texture 

• collar—lay the leaf flat, underside up and check the size, 

shape and top and bottom edges 

• tips—check for additional vegetative plant characteristics 

• distribution—confirm that this weed species has been 

identified in your state 

ANNUAL BLUEGRASS 
aka Poa annua, poa 

DIAGNOSTIC TIPS: 
Very persistent self-
seeding winter annual 
or biennial 

Short, narrow leaf 
blades with 
parallel edges and 
boat-shaped tip 

Some leaf blades wavy 

Germinates in late sum-
mer/early fall 

Shallow-rooted, dying under heat or moisture stress 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
folded 

DISTRIBUTION: 

Collar: 
narrow 

top pinched 

Ligule: 
medium 
pointed 

MA 

Indigenous states 



MONOCOTS Annual 

SANDBUR 

DIAGNOSTIC TIPS: 
A mostly prostrate, 
narrow-leafed sum-
mer annual that likes 
sandy soils 

Distinctive yellow 
seedhead contains 6-
20 large, sharply-burred 
seeds 

Burred seeds can cause painful 
injury to unprotected feet or ankles 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
folded 

DISTRIBUTION: 

Collar: 
broad 

bottom pinched 

Indigenous states 

Ligule: 
hairy 

FOXTAIL BARLEY 
aka squirreltail barley 

Seed has a 2-3-inch-long hair at pointed end 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
folded 

DISTRIBUTION: 

Collar: 
broad 

bottom pinched 

Ligule: 
tall 

toothed 

DIAGNOSTIC TIPS: 
A narrow-leafed 
prostrate sum-
mer annual 

Leaf blades 
coarse to touch, 
often with 
sparse, stiff hairs 

Seedhead is a single 
tufted spike 



MONOCOTS Annual 

GOOSEGRASS 
aka silver crabgrass 

A narrow-leafed dense 
prostrate summer 
annual 

Leaf color is darker 
green than most 
annual monocots 

Collar area has sparse 
long hairs 

Seedhead has 2-13 branches 
which are white to silver in color 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
folded 

DISTRIBUTION: 

Collar: 
broad 

continuous 

Ligule: 
short 

toothed & divided 

BARNYARDGRASS 
aka billion dollargrass, watergrass 

A very wide-bladed 
semi-prostrate 
summer annual 

Stems may be 
branched at 
nodes and fre-
quently bent 
upright 

Seedhead has multiple 
short perpendicular branches 

Seeds are coarse with short burrs 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar undth: 
broad 

Ligule height: 
absent 

Indigenous states 



MONOCOTS Annual 

CHEATGRASS 
aka chess, rye bromegrass 

A narrow-leafed, mostly 
erect winter annual 

Underside of leaf is often 
hairy 

Seedhead is open with mul-
tiple semi-erect branches car-
rying 1-4 seed clusters 

Seeds look like cultivated 
wheat or rye 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
broad 

bottom pinched 

Indigenous states 

Ligule: 
short 

toothed 

GREEN FOXTAIL 
aka green bristlegrass 

A wide-leafed mounded 
summer annual 

Leaf blades are limp, 
bright green and sharply 
pointed 

Stems bent upright at 
nodes 

Seedhead cylindrical with 
tufted pale green seeds 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Ligule: 
hairy 



MONOCOTS Annual 

Leaf in bud: Collar: Ligule: 
rolled broad tall 

top pinched toothed & pointed 

Leaf in bud: Collar: Ligule: 
rolled broad tall 

bottom pinched toothed & pointed 

STRUCTURAL CHARACTERISTICS: STRUCTURAL CHARACTERISTICS: 

LARGE CRABGRASS 
aka hairy fingergrass 

A wide-bladed pros-
trate summer annual 

Leaves are hairy on 
both surfaces with a 
prominent midrib 

A wide-leafed winter 
annual or biennial 

Leaves are hairy at edges 
and on upper surface 

Seedhead is open with 
bending slender side 
branches 

RESCUEGRASS 
aka prairiegrass, 
rescue brome 

Seed clusters look like culti-
vated wheat or rye 

Older nodes are 
often branched and 
rooted where con-
tacting soil 

Seedhead open with 4-6 
slender branches 



MONOCOTS Annual 

SMOOTH CRABGRASS 
aka fingergrass 

A narrow-leafed prostrate 
summer annual 

Leaves are not hairy 
except sparsely haired in 
collar area 

Stems branch at nodes, 
but do not root 

Seedhead has 2-6 slender 
upright branches 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
broad 

bottom pinched 

Ligule: 
tall 

rounded 

Indigenous states 

STINKGRASS 

A narrow-leafed annual 

Leaves are dull on upper sur-
face and glossy on underside 

Collar area has sparse long 
hairs 

Plant has a very disagreeable 
odor when cut or damaged 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Ligule: 
hairy 



MONOCOTS Annual 

YELLOW FOXTAIL 

Upper leaf surface has long 
hairs in collar area 

Leaves are often slightly 
twisted in an open spiral 

An erect wide-bladed summer 
annual 

DISTRIBUTION: 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
narrow 

top pinched 

Ligule: 
hairy 

Indigenous states 

Leaf in bud: Collar: Ligule: 
rolled broad hairy 

continuous 

WITCHGRASS 

STRUCTURAL CHARACTERISTICS: 

An erect wide-blad 
ed summer annual 

Leaves are dense-
ly haired on both 
surfaces 

Emerging seed-
head is fountain-
like 

Mature seedhead is 
large and very open 
with slender branches 
carrying single seeds 



" When it's my 
investment and my 
reputation, 
Pendimethalin is 

my herbicide. " 

"After a season 
of using Barricade, 

I appreciate 
Pendimethalin more 

than ever." 

r CYANAMID 
Agricultural Products Division 
Specialty Products Department 
One Cyanamd Plaza. Wayne. NJ 07470 

Bar r i cade* is a reg is te red t r a d e m a r k o f Sandoz L t d . 



Pendimethalin 
Nothing Beats Pendimethalin 

Paul Bergman, Hasting, N£ 
Centra Chemical Supplies Inc. 

"We want maximum 
performance against 
a wide spectrum of 

weeds all season long. 
We use Pendimethalin. 

"In addition to delivering 
outstanding performance, 
Pendimethalin has helped 

my business grow by 
offering cash rebates for 
every purchase I make." 

Take it from those who know. For broad-spectrum, season-long control and 
cost-effectiveness, no other preemergent turf herbicide can match Pendimethalin. 

For more information or for the distributor nearest you, call 1-800-545-9525. 



MONOCOTS Annual 

DOWNY BROME 
aka drooping bromegrass 

An erect narrow-bladed 
winter annual 

Leaves have dense soft 
hairs on both surfaces 

Seedhead is open with 
drooping branches 

Seed clusters are tufted 
and look like cultivated 
wheat or rye 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: Ligule: 
narrow medium 

bottom pinched toothed & pointed 

Indigenous states 

FALL PANICUM 
aka smooth witchgrass 

A very wide-bladed 
mostly prostrate sum-
mer annual 

Leaves may be hairy 
on upper surface, are 
glossy beneath and 
sharply pointed 

Stems branched at 
nodes and bent upright 

Seedhead is open with multiple very slender branches 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
broad 

continuous 

Ligule height: 
hairy 



MONOCOTS Annual 

WILD OAT 
aka wild oats 

An erect wide-bladed 
annual 

Plant often turns brown 
in summer as seed 
matures 

Collar area has sparse 
short hairs 

Stems are stiff 

Seedhead is open with multi-
ple branches carrying many sin 
gle drooping seeds 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
narrow 

bottom pinched 

Ligule: 
tall 

toothed 

SOUTHERN CRABGRASS 
aka summergrass 

A wide-bladed pros-
trate summer 
annual 

Leaves may be 
hairy on upper 
surface 

Stems will root at 
nodes 

Collar area has sparse 
long hairs 

Seedhead has 2-9 slender branches 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
broad 

Ligule: 
medium 

toothed & pointed 

Indigenous states 



MONOCOTS Perennial 

Leaf in bud: Collar: Ligule: 
rolled broad tall 

Leaf in bud: Collar: Ligule: 
folded narrow short 

continuous with hairs 

DALLISGRASS 
aka paspalum 

STRUCTURAL CHARACTERISTICS: STRUCTURAL CHARACTERISTICS: 

A warm-season 
coarse semi-erect 
spreading perennial 

Collar area has 
hairs on upper leaf 
surface and at leaf 
edges 

Seedhead has 3-7 
right-angled slender 
branches 

Roots may have short rhizomes 

BROOMSEDGE 

A very narrow-leafed 
erect perennial 

Collar area has 
hairs on upper 
leaf surface 
and on leaf 
edges 

Seedhead is upright 
with white feather-like tufts 

Indigenous states 

DISTRIBUTION: 

Indigenous states 



MONOCOTS Perennial 

QUACKGRASS 

An erect narrow-leafed aggres-
sive perennial 

Leaf is rough on upper surface 

Collar area has claw-like fleshy 
appendages (auricles) that clasp 
stem 

Plant develops multiple rhi-
zomes from base of plant 

Seedhead is a single slender spike 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
broad 

continuous 

Ligule: 
short 

JOHNSONGRASS 

A very wide-bladed 
aggressively spreading 
prostrate perennial 

Collar area has short 
hairs on upper surface 
near ligule 

Spreads by multiple 
inch-thick rhizomes 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
broad 

bottom pinched 

Ligule: 
tall 

with hairs 

Indigenous states 



MONOCOTS Perennial 

NIMBLEWILL 

A very short-leafed 
stemmy spreading 
perennial herb 

Leaves are short 

Spreads by very slen-
der stolons 

On frequently mowed 
sites, plant often looks 
stemmy in fall 

Turns off-white during winter 

Collar area has long hairs at leaf edge 

Seedhead has single, very slender spike 

STRUCTURAL CHARACTERISTICS 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
medium 

top pinched 

Ligule: 
short 

: WA 

Indigenous states 

KNOTGRASS 

A prostrate spread-
ing perennial 

Collar area has 
short hairs at leaf 
edges and near 
ligule 

Seedhead has two 
slender upright 
branches 

STRUCTURAL CHARACTERISTICS: 

Leaf in bud: 
rolled 

DISTRIBUTION: 

Collar: 
broad 

bottom pinched 

Ligule: 
tall 

rounded 



MONOCOTS Perennial 

YELLOW NUTSEDGE 
aka yellow nutgrass 

A very rapidly 
growing erect 
perennial herb 

Spreads by rhi-
zomes with under-
ground tubers 

Leaves are v-shaped with a 

prominent midrib tapering to a sharp point 

Stems are triangular 

Seedhead is semi-open, carrying yellow seeds 

DISTRIBUTION: 

MA 

Indigenous states 

PURPLE NUTSEDGE 
aka purple nutgrass 

Rapidly growing 
erect perennial herb 

Spreads by rhi-
zomes with under-
ground tubers 

Stems are triangular 

Leaves are v-shaped, tapering to a sharp point 

Seedhead is open, carrying dark or purple seeds 

DISTRIBUTION: 

Indigenous states 



DICOTS 

Dicot weeds 
In a universe of hundreds of dicot weeds, a limited num-

ber can tolerate repeated mowing of managed turf sites. In 

order to provide a broader representation of turf weeds, we 

have included a select number of these dicot weeds. Those pre-

sented herein were chosen for their ability to survive in turf, 

often as a continuing pest. Several of the species can persist 

even at fairly short mowing heights; others are active in cool 

weather. 

Identifying a dicot weed 

Unlike the prototypical size and shape of monocot weeds, 

the shape and vegetative growth habits of many dicot weed 

groups are visually unique. Also, the distinctive traits of mono-

cots—seedheads, ligules and collars—are not always present, 

making visual identification more important. 

We suggest the following process for identifying dicot 

weeds: 

• Look for a sample flower if available 

• Leaves: check for identifying characteristics (size, shape, 

notches, venation or coloration) 

• Stems: check how the leaves are held (opposite or alter-

nate), shape and color 

• Flowers: check color, size and composition (single, dou-

ble or compound) 

• Location: take note of the conditions in which the weed 

is growing (shade, compacted soil, etc.) 

• Distribution: confirm that this weed species has been 

identified in your state 

Mature seedhead is a round puffball with seeds that 
are easily dislodged 

DISTRIBUTION: 

DANDELION 
aka common dandelion 

A large rosette-type 
perennial herb 

Leaves growing from 
plant base are long, 
narrow and deeply 
notched 

Points of leaf lobes 
point backward 
toward base of plant 

Has large, slightly 
mounded yellow flowers 
on hollow stems 



DICOTS 

Single flowers are trumpet-shaped, pale purple and 
project from ends of stems 

Seen primarily in spring, dying with heat 

DISTRIBUTION: 

Indigenous states 

KNOTWEED 
aka prostrate knotweed 

• A persistent 
low-growing 
summer annual 

• Prefers com-
pacted soil of 
pathways and 
along drives 

• Leaves are blue-green, 
up to 1 inch long and 14-inch wide 

• Small single white to pink flowers are found at the 
junction of the leaves and the stem 

DISTRIBUTION: 

Indigenous states 

HENBIT 
aka dead-nettle 

A mostly erect 
winter annual or 
biennial 

Leaves are simi-
lar to mint: 
rounded, 
toothed, heavily 
veined with soft 
hairs on top, held 
opposite on square 
stems 



DICOTS 

PURSLANE 
aka common purslane 

A prostrate, succu-
lent summer 
annual 

Leaves are shiny 
green, wedge-
shaped, thick and 
up to 1 inch long 

Stems are thick, fleshy and purple to brown in color 

Plants are are very drought-resistant 

Small, single yellow flowers may appear in the leaf 
clusters at end of stems 

DISTRIBUTION: 

Indigenous states 

COMMON CHICKWEED 
aka starwort, wintenueed 

A low-growing winter 
annual 

Plant prefers shad-
ed moist sites 

Opposite small 
leaves are carried on 
tender stems 

Stems may root at leaf 
nodes 

Small compound flower composed of 5 pairs of two 
pale purple petals 

Plants die back with summer heat, but can survive year 
round at cool sites 

DISTRIBUTION: 



DICOTS 

SPOTTED SPURGE 

A prostrate fleshy summer 
annual herb 

Leaves are oppo-
site, oblong, and 
up to %-inch long 

Upper leaf surface 
has a purple to 
brown blotch along 
center vein 

Hairy stems produce a milky-white sap when broken 

DISTRIBUTION: 

| Indigenous states 
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"WHITEMARSH Valley Country Club. 

We've been around a long time — over 75 years. 

The players demand impeccable turf and we deliver. But the highest 
standards around here are those I set for myself. 

I have the future of the course to think about. So, I make sure the herbicides 

I use to keep the course gorgeous are also respectful of 
the environment. I try to make sure the course and the world will be 

around for another 75 years. Pendimethalin is the turf herbicide that 

meets these standards year after year" 

Pendimethalin 

"I've got some 
pretty broad shoulders. 
The future's 

on them." 
Tony Gustaitis, CGCS 

PE-34093 



t h i n k t a n k 

w 
'That mower 
you're driving 
costs $25,000. 
Use with care/ 

TERRY McIVER 
M a n a g i n g E d i t o r 

hile shooting a round of golf this 
season, I noticed an oil leak on a 
green. It appeared every five feet 
or so, and went from one end of 
the green to the other, aprons in-

cluded. This was some leak. It trickled along cart 
paths, fairways and greens. The entire back nine 
of the course was dotted with oil. That's no way 
to start a season. 

It is just "one of those things" that can happen, 
and does. People get sick and can't come to work, 
or they get hurt, or they forget to look for oil 

leaks, low fuel levels or 
that tree in front of them. 
Equipment breaks down 
and tires go flat. 

Daryl Decker, superin-
tendent at Arrowhead 
Country Club in Ohio 
(see article on page 2G) 
likens the mower/opera-
tor/golf course scenario to 
someone driving a BMW 
around on someone else's 
$2 million investment. 

Mowing can be relax-
ing and fun work. It can 
also become monotonous. 
The mind wanders, and 
the operator may not al-

ways be paying attention. 
All you as a manager can do is instruct the op-

erator in safe equipment operation and tell them 
to keep their eyes open. When accidents happen, 
or an oil leak is missed, all you can say is, "Please 
be more careful and attentive." (Which is better 
than saying, "You're fired!") 

Prevention begins at the shop. Decker's me-
chanic, Bruce Metzger, gets to the shop well be-
fore the rest of the crew. He fuels up equipment, 
and otherwise gets the fleet ready to go. This is also 
the time to check for loose fittings or split hoses. 

Here's another tip: paint equipment bays 
white. Oil or other fluids will show up better on 
the white paint. 

And—in what could win you the award for 
grouch-of-the-month—insist that headset radios 
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not be worn by people who ride the large equip-
ment. It just makes good sense. 

The show season has begun! Where ya' 
goin' this year? There's lots of great 
national and regional shows out there, 
with information just waiting to be 
had. Take a look at what's coming up: 

The Independent Turf and Ornamental Dis-
tributors show is in Naples, Fla., Oct. 16-20; 

University of California specialists are looking 
into better pond and lake management, Nov. 9-
10 in Santa Rosa; 

The Penn State Golf Turf Conference Nov. 
12-14 in State College, Pa., and the New York 
State Turf and Grounds Exposition is held Nov. 
12-15, in Rochester; 

The PLCAA/ALCA/PGMS Green Industry 
Expo is in Cincinnati this year, Nov. 17-21; 

The North Central Turfgrass Expo is in St. 
Charles, 111. Nov. 27-29. 

Need I say more? Wherever you live, there's 
bound to be a show through the fall and winter 
within driving distance So don't be a garage 
potato. Go to a show! 

Comments? Write Terry at 7500 Old Oak, 
Cleveland, OH 44136; phone him at (216) 891-
2709, fax him at (216) 891-2675 or e-mail him 
at 75553.502@compuserve.com. LM 

mailto:75553.502@compuserve.com


More money makes 
projects happen 

A desire to 'make it better ' has 

fueled improved course mainte-

nance and special projects at 

Arrowhead Country Club. 

by TERRY McIVER / Managing Editor 

'I just love the business/ 
says Daryl Decker, who 
helps employees balance 
work requirements with 
outside interests. 

ore members...more money. A simple 
reality of golf course maintenance at 
work at Arrowhead Country Club in 
North Canton, Ohio. 

"We have really worked to try to pre-
sent a strong first image as you come to 

our club," says superintendent Daryl Decker, who 
has served as lead superintendent here for 11 years. 

More money has also en-
abled Decker to add about 
seven persons to his sum-
mer crew. 

"We've known that we 
needed more people," says 
Decker. "But then again, 
we've always been a small 
club. When I first came 
here 11 years ago we had 
135 members. We're now 
at 250 members. Some of 
that is just a natural 
growth, due to the mem-

bership size. 
"The new members came along because manage-

ment realized we needed to increase the budget. We 
were starting to fall behind in maintenance levels, let 
alone being able to accomplish the extras. As they 
realized the need for additional income, they 
brought in the new members. The past 9 to 10 years 
have been, 'Let's just maintain it.' Now the attitude 

Tips from Darryl: 
1) Allow flexible hours for summer-only em-

ployees. 
2) Use soil amendments to help create good, 

loose soil before installing sod. 
3) Place seed-filled repair boxes on par-3 tees. 
4) Irrigate deeply, syringe, hand water and use 

wetting agents to minimize heat stress. 
5) Use overseeding mixes in areas of high 

pythium probability. 

is 'How can we improve it?'" 
One maintenance need Decker hopes will be-

come a reality is an automatic irrigation system to 
replace the existing quick-couple system. 
Scheduling 

Arrowhead uses many high school and college 
students during the summer. With so much school-
aged help, Decker feels it's important to be an un-
derstanding boss when it comes to granting workej^ 
requests for time off during summer, as long as he 
knows—at the time the workers are hired—what 
time off they will need through the summer. 

"I understand that this is not their lives," says 
Decker. "This is what they do for income, to get 
themselves through school, or to help out at home* I 
can't bring myself to demand 'You are here from 
June 1 to September \V 

"They have football practices, cheerleading, vol-
leyball, church camps, scout camps, a variety of dif-
ferent things they're all involved in. 

"I work with them when I hire them on. I try to 
keep a family atmosphere as we work the crew here. 
What I ask in return is, on those busy days when I 
come in and say 'We have to jump,' let's jump." f 

Workers get an entire weekend off every other 
weekend. 

Decker pays $5.75/hour, a wage that was made 
possible due to the budget increase. 
Sod solutions 

Decker has occasionally had to replace larger turf 
areas with sod, and he agrees that proper soil prepa-
ration is essential to eliminate layering. 

"If there's any way you can get a couple inches of 
good, loose soil down there, you've won half the 
battle," says Decker, who uses bluegrass sod when 
planting into native soil on banked areas. 

He says soil amendments are critical to the suc-
cess of sodding on harder, clay soils. 

"The roots are never going to penetrate," says 
Decker. "It might look good for a little while, but as 
soon as you hit a drought or stress time, all the root-
ing is up in the top layer, because it can never pene-



trate that hard layer underneath." 
Decker uses lots of organic soil amendments 

when he works with sod; these include peat moss 
and leaf compost, or porous ceramics such as Isolite 
and Profile, to help with water retention and to help 
loosen up the soil. 

"If it's a real hard, wet, clay type of material, I'll 
put in sands, I'll put in organics, something to kind 
of create a little better soil condition. If I'm already 
dealing with a good organic soil, I may not add any-
thing but some starter fertilizers down in that root-
zone, so that as that root goes down in, it has some-
thing to feed off of, instead of a top application. I 
like it already in the soil, where the root has the abil-
ity to work to it. You lose less of the material. 

"I've had good results with Isolite and Profile in 
some greens and tee areas. I also used Isolite on one 
tee surface, for better water retention, and blended 
some organics into that. 

"We worked all these products through six 
inches, rolled it, packed it and loosened the top sur-
face back up again to lay sod on it." 

Arrowhead's tees are small, which has usually 

been compatible with the number of rounds played 
a season, which Decker estimates to be 25,000. 

"But with the membership increase, I do have 
more divot repair to do on par-3 tees. More play 
means more divots and divot repair." Repair boxes 
filled with a seed mix have been placed on par three 
tees. 
Weather zigs 

The less-than-predictable weather patterns contin-
ued in parts of the Midwest this spring and summer, 
and Decker had to do his best to keep his head above 
water as far as scheduling and effective maintenance. 

"It has not been a typical summer. Spring was 
wet. Normally, by mid-May, we're on a routing 
maintenance schedule. This year it was mid-June. 

"We had a period from early April through mid-
June when there was virtually never a rough cut 
where there wasn't clumping grass. You'd mow for 
three days and it would rain for four, so you were 
starting right back over again with that spring clean-
up and spring preparation. We went from that right 
into 85 degrees and sunny, and now, we're cool 
again." 
Heat stress solutions 

When it comes to heat stress, Decker, as all su-
pers do, tries to prevent first, then cure. 

"Preventively, we try to prepare the turf for the 
heat stress. In the spring, we try to establish deep 
rooting through irrigation patterns of long, deep wa-
tering cycles. 

"As far as curatives for heat stress, we try syringing, 

One of the best things 
about the staff, says 
Decker, is that no one 
takes a 'that's not my 
job' attitude. 

At left, one of the many 
ways the Arrowhead 
crew beautifies tee 
areas. 



You want your course to be a perfect showplace. 
Your reputation is built on it. Which is exactly 
why your disease control program should 
start with BAYLETON® Turf and Ornamental 
Fungicide for rock solid control of the toughest 
turf diseases. Including summer patch, dollar 
spot and anthracnose. 

BAYLETON is the fungicide superinten-
dents have turned to for over 15 years. And for 
good reason. With its broad-spectrum control 
and long residual, they know they can apply it 
throughout the season to control 15 of the 
toughest turf diseases. 

That's why BAYLETON should be the corner-

Summer Patch 

Dollar Spot 

Anthracnose 

stone of your disease management program. 
Tank-mix BAYLETON with ProStar® for 

enhanced control of brown patch. Or include 
Daconil® in your tank-mix to control leaf spot. 

And add Subdue® to BAYLETON to tackle 
Pythium. With BAYLETON in your tank, not 

only will you be able to control these diseases, 
but you'll also get unsurpassed control of 

course-threatening diseases like summer patch, 
dollar spot and anthracnose. 

No other fungicide offers as much versa-
tility. In addition to giving you numerous tank-

mixing options, you can also treat ornamentals to 
get outstanding control of powdery mildew, rust 

B EFORE YOU CAN PUT YOUR COURSE ON A PEDESTAL, 
YOUR FUNGICIDE PROGRAM NEEDS A FOUNDATION. 



and other diseases. And you can apply BAYLETON over 
your entire course to keep golfers from tracking disease 
from your fairways to your greens and tees. 

Naturally, to ensure the maximum effectiveness 
of your disease control program, 
we recommend that you apply the 
appropriate cultural practices for 
your particular region and course 
layout. Wherever you're located, 
you'll find that with no turf restric-
tions, BAYLETON is right at home. 

BAYLETON comes in a 
water-soluble packet for easy mixing and reduced 
applicator exposure. 

Water-soluble packets 
reduce applicator exposure 

To find out more, contact Bayer Corporation, 
Specialty Products, Box 4913, Kansas City, MO 64120. 
(800) 842-8020. 

Then build your disease control program on 
BAYLETON. 

The cement that holds together any successful 
disease management program. 

Tank-mix BAYLETON with ProStar 
to control brown patch and other 

tough turf diseases. 

Bayer 

ProStar is a Registered Trademark of AgrEvo Daconil is a Registered Trademark of ISK Biosciences Subdue is a Registered Trademark of Ciba-Gcigy Corp 
O 1996 Bayer Corporation Printed in U S A. 96S10A0029 
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'We try to keep our crew 
from being totally over-
run with the projects/ 
says Decker, who in-
stalled this ornamental 
pond (right) with the 
help of the club profes-
sional, Dave Cavalier. 

hand watering, the typical things. We were out yester-
day with the wetting agent tablets, and some hand 
watering of the localized dry spots. 

"I believe in holding back on nitrogen levels. I 
don't push the fertilizer regimes. This helps keep the 
turf real lush during heat times." 

Decker does not aerify greens in spring, since 
play is light. 

"We do fall aerification and sand topdressing. 
That helps wherever we have compaction. 

"We try to be a little more conservative with our 
water because with the type of system we have, we 
can't go out and randomly throw water around. And 
in some aspects that may have helped us overtime, 
because we've tended to take those weaker turf 
strains out; because of the stress, they go under and 
it's kind of been a 'survival of the hardiest.'" 

Bluegrass/ryegrass 
Memories of the Midwest heat wave of 1995 

linger, and Decker is careful when choosing turfgrass 
varieties. 

"We shy away from ryegrasses when we do any 
overseeding on fairways for the simple fact that we 
are prone to pythium here and the ryes have a ten-
dency to be a little more susceptible to pythium," 
Decker observes. "So we go with a two- or three-
way blend. 

Arrowhead's greens are cut at !^-inch, six days a 
week, with walk-behind mowers. • 

No more wash-outs 
One low-lying section of Arrowhead Country Club was constantly being flooded by 

heavy rain. 
"We had problems with water coming down through here and eroding out. It was 

getting to be a real problem," remembers Decker. "We would pick up water from the 
housing development at a higher elevation. Everything from seven or eight acres fun-
nelled right into this spot of runoff. We had caverns form in here from the water run-
ning through." 

Solution: "We came in with the concept of a dry stream bank. We cut it out, shaped 
it a little bit, laid a plastic layer down and then put cobblestone in on top of it. 

To beautify the area, a perennial wildflower mix was sown in. "We're going to mix 
bulbs in with that and some of the lilies and hostas," explains Decker. "As you look up 
this hole next year, there's going to be a mass of wildflowers up behind it. 

"Last Sunday we picked up an inch of rain in 15 minutes and that spot had no erosion." 



Whether it's a sod webworm, mole cricket, fire ant, chinch bug, mite 

or other problem insect, there's no mystery to this whodunnit. Clearly, 

new Talstar® G C Flowable Insecticide/Miticide was on the scene. 

Because with its long residual and broad spectrum capabilities, 

no bug walks away from Talstar. 

So if you want superior control, it would be criminal to use anything 

else. After all, Talstar not only controls more bugs longer than 

Dursbanf it also controls them at l/20th the volume of Dursban. 

Want the numbers to prove it? Call I-800-3Z1 - 1FNC. 

Talstar and the FMC logo are registered trademarks of FMC Corporation ^ B M M 
Dursban is a registered trademark of DowElanco ©1996 FMC Corporation n P l w l l 
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Eight techniques 
to keep fields 'in play' 
by MIKE SCHILLER 

Growing demand 

for field time means 

all groups must coop-

erate, when it comes 

to scheduling. Other• 

wise, turf quality will 

decline. 

If athletic fields had feel-
ings, they'd be bursting 
with pride at their own 
popularity. Most days, it 

seems that everyone wants 
them. 

Sports turf managers from 
elementary schools through 
universities, throughout park 
and recreation departments, at 
private facilities and at the pro-
fessional level face the challenge 
of maintaining quality playing 
surfaces despite ever-escalating 
field use schedules. Here are 
some techniques to keep fields 
in play and extend the season: 

1) Cooperate 
Get everyone on the same 

page. 
Administrators, athletic di-

rectors, facility owners, coaches, 
trainers, players, parents and 
support groups, be they fans or 
booster clubs—all want the best 
possible playing conditions. 
Sports turf managers need to 
communicate what is needed to 
provide those conditions. 

Ask for funds, supplies and 
equipment, and explain why 
they're necessary and what 
they'll do for the program. 

Work with field user groups 

to establish guidelines for field 
use and non-use. Listen to their 
needs and develop suitable al-
ternatives whenever possible, 
but keep player safety the top 
priority. 
2) Rotate 

Assess the "logic" of current 
field use schedules. 

Work with coaches to shift 
the positions of the various 
repetitive player drills per-
formed on football and soccer 
practice fields. Traditionally, 
each drill takes place on the 
same portion of the field each 
day. Why? It's habit. Soccer 



VW^hether it's excessive cold or heat, drought or too 
much rain, pests and disease, less than optimum soil con-
ditions, or just too many rounds of golf — you need 
healthy turf to withstand the stress caused by these and 
many other adverse conditions. 

Macro-Sorb® is an amino acid based, nutraceutical plant 
biostimulant that provides maximum resistance to adverse 
conditions by maintaining the photosynthetic activity 
which normally slowJRPnduftigperiods of s t ^ ^ ^ ^ 

The act ion of the amino acids/stimulates the natural 
p r o c e s s e s a i f the p lan t causing improved nutrient 
absorption and increased a v a i ^ j j j l i ^ ^ ^ ^ ^ a g i n g 
micro nutrients. By providing the 
acids a plant normally produces, Macro-Sorb® helps the 
plant retain the vital energy it needs to sustain growth 
while fighting the effects of adverse conditions. 

~ T he summer of 1995 was o f r ^ i - t t f e 

r j ill IILB MuLAlUidic reaigril 
• 4 & J T w e n t y eight consecutive days over 90° 

during a period of thirty straight days 
J g * ttfjjfi* without rain. Talk about stress!!! 

j R We added Macro-Sorb to our normal 
f i ^ J f P P IPM program and experienced little or 

no turf loss — fairways, tees or greens. I'm convinced that 
Macro-Sortf made the difference U 

Geoffrey R. Blind 
Golf Course Superintendent 
Hillendale Country Club 
Phoenix. Maryland 

Macro-Sorb® — a true systemic . 
. . . i t 's new.. . it's unique. . . and 

f f c ^ f c f c - ^ B nothing else works quite like it! 
Macro-Sorb" truly can make the difference. 
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goals can be set up along the sidelines, or 
even on the turf surrounding the field for 
practice. Only the football kickers "need" a 
specific spot, and they can even be moved 
to another field if necessary. 

Shift the fields. If space allows, line out 
two practice fields side by side and parallel to 
the existing field. Or line the practice fields 
in the same direction as the existing field, 
but moved 10 to 20 feet to the left or right. 

Save the sidelines. Move players' 
benches along the sidelines of practice 
fields for football and soccer from one end 
of the field to the other, and to the middle, 
several times during the week to spread the 
wear and compaction. If possible, tarp the 
sidelines area for games. 

Many parks and small school game fields 
have movable bleachers on only one side of 
the field. If space allows, move these to the 
other side of the field occasionally. 

Does the band really need to practice 
on the game field more than once a week, 
under the lights? Alleviate wear and com-
paction by moving daily practices to a 
lined-out football field grid on a section of 
a parking lot, lawn, or the outfield portion 
of the baseball field. Move the grids on 
turfed areas periodically to avoid damage. 
3) Incorporate 

Despite precautions, field damage will 
occur. Repair it quickly. 

Schedule crews or volunteers to walk 
the field immediately following football or 

soccer games. Equip each person with a pail 
filled with pre-germinated seed in your stan-
dard mix and a small scoop or trowel. Have 
them place a bit of the mix in each divot 
hole and reset the divots, stepping down on 
them gently to anchor them in place. Tackle 
the larger problem areas yourself, using the 
same basic procedures. Irrigate the field 
once the repair task is completed. 
4) Correct 

Keep compaction under control. Even 
if suitable pull-behind units are readily 
available, use a small walk-behind core aer-
ator as often as practical in those heavy use 
spots between the hash marks and along 
the goal line of football fields, within the 
goal mouth and center circle of soccer 
fields, and along the sidelines of both. Gen-
erally, mowing action is sufficient to break 
up the cores. 

Correct small depressed areas and high 
spots before the next practice or 
play session. Existing sod can be 
"lifted" with a shovel or pitchfork, 
keeping at least one side still at-
tached. The field media below can 
be either filled in and tamped 
properly, or shaved away with a 
sharp spade. Check to assure the 
soil base is even with the sur-
rounding soil surface and level be-
fore easing the sod back into 
place. Irrigate as necessary to assist 
re-rooting of the sod "chunk." 

5) Compensate 
Spread grass seed, slit seed or drill seed 

ffequendy during the playing season. Seed 
in place will germinate when conditions 
are right to fill in bare spots and thicken 
the turf. If budgets won't support full-field 
seeding, concentrate on the high-use spots. 
Though you'll lose some seed, positive re-
sults justify the extra cost. 

Supplement regular fertilization pro-
grams with special nutrient "packages" tai-
lored to the specific needs of heavy-use 
fields. Keep potash levels high enough to 
help turf handle the stress. 
6) Protect 

Consider tarping to extend the fall play-
ing season as well as to encourage early 
green-up in the spring. Tarps also can help 
maintain field playability during rainy sea-
sons and in snowy northern climates. Talk 
with other sports turf managers in situa-
tions similar to your own to compare the 
initial tarp cost with savings in mainte-
nance repair costs to determine the practi-
cality of tarping for your key game fields. 
7) Investigate 

Check out new turfgrass varieties. 
Compare performance of new varieties to 
your existing turf. It's usually safest to test 
a new combination of grasses on a practice 
field under your use schedules and mainte-
nance program for a year before making a 
switch on the game field. If the game field 
in enclosed or partially enclosed by bleach-
ers or within a stadium, be sure to consider 
effects of shaded areas and differences in 
wind patterns. 

Fields wear out quickly when there is no balance 
between play and maintenance. 



8) Re-evaluate 
Once the fall-winter playing season 

wraps up, do as much pre-spring prepara-
tion as possible. In northern regions, dor-
mant seeding and fertilization covered with a 
light layer of topdressing can produce supe-
rior turf in the spring, especially when wet 
spring weather keeps crews off the fields. 

You may not be able to incorporate all 
of these suggestions into your program. But 
if one or two ideas fit into your budget and 
time allotments, they can help improve 
your fields' quality—and the players will 
appreciate it. • 
—Mike Schiller is superintendent of parks for 
the Rolling Meadows (III.) Park District and 

president of the national Sports Turf Man-
agers Association. Questions about the 

STMA and its activities can be directed by 
phoning the national office at: 

(800) 323-3875. 

Shaping up while waiting for rain 
Mike Schiller just passed the half-year mark as superintendent of parks for Rolling Mead-

ows, III., so he's still getting to know his newest turf. Previously, he was assistant superinten-
dent of the Schaumburg, III., park district. 

"It takes about a year before you figure out the operation," admits Schiller, who has a 
big project on his hands with a newly purchased swimming/tennis complex. 

"We're making repairs," says Schiller. "It was a private club, now it's a public facility. 
We've divided two of the tennis courts into basketball courts and a rollerblade rink. The 
trees had been let go, so we've been pruning, slowly but surely getting it in shape." 

The spring and summer weather in northern Illinois has not been friendly to turf and or-
namentals. 

"This summer has been weird, weather-wise," says Schiller. "It was so wet in spring, then 
from June on, we had negligible rain. We're seeing a lot of stress. The trees started drop-
ping leaves 30-50 days ago. We're lucky if we had an inch of precipitation for September." 

Fortunately, the district's three major football/soccer fields are well-irrigated. The drier 
fields, however, haven't gotten much attention due to lack of rain. 

"We couldn't fertilize in spring due to all the rain, and in summer, we couldn't fertilize 
anything that wasn't irrigated, because we wouldn't be able to wash the product into the 
soil." 

Schiller manages 175 acres of parks and recreation property. • 
—Terry Mclver 

FLORATINE 

The Astron, Knife, Renaissance, and 
NOW program (along) with Maxiplex and 
CalpHlex improved the greens 100%. 
During the Byron Nelson, a big part of (the 
pro's) praise was a result of our Floratine 
Program." 

Scott Miller, CGCS 
Four Seasons Resort & Club 
Irving, TX 
(Rick Parker, Distributor) 

"Floratine (foliar) products are essential for 
transition and quality turf. Rooting is 
exceptional. The (soil) corrective measures 
really balanced my soils." 

Jim Morgan, Supt. 
Baypoint Yacht & CC 
Panama City, FL 
(Tom Breshers, Distributor) 

"Using all the Floratine products helps provide 
a better playing surface during heavy play in a 
very competitive market. Per"4"Max and 
NOW have been excellent tools and CalpHlex 
helped control high salts. " 

Jim Doherty, 
Director of Golf Maintenance 
The Links Group 
Myrtle Beach, SC 
(Billy Williams, Distributor) 

Keepers of the Green 
Floratine Products Group • 144 Mid South Cove • Collierville, TN 38017 • (901) 853-2898 
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Extra care can distinguish 

your course from run-ofthe-

mill 18s, and attract new 

members. 

by JERRY ROCHE / Editor-in-Chief 

If having to maintain 110 sand 
bunkers for 27 golf holes 
doesn't make Tony Mancuso an 
expert, nothing does. 

Mancuso, superintendent at 
the Jack Nicklaus-designed New 
Albany (Ohio) Country Club, 

is—as you might expect—a big fan of 
bunkers on a course. 

"Our bunkers are typical of a Jack Nick-
laus design," says Mancuso. "They provide 
some of the most dramatic features on a 
golf hole, and—after something like a tor-
rential rain—provide some of the most de-
pressing, disgusting, humbling feelings you 
as a superintendent can get." 

He has four "keys to great bunkers," and 
they are: 

1) construction issues 
2) good drainage 
3) the correct sand 
4) good grooming 

C o n s t r u c t i o n issues 
Mancuso believes that each bunker 

must be protected from rain and irrigation 
water runoff. "Sometimes we forget to 
berm around the bunkers and make the 
water go around them," he says. 

Nicklaus-designed bunkers are 'flashed/ so 
golfers don't play blind. 

It's also important that machine rakes 
have several access points around the 
bunker, to avoid wear areas—even if you 
have to "give up aesthetics." The golfers 
must also have several points from which 
to access the bunker. 

The bunker should be designed so that 
it is "flashed," that is, so the golfer can see 
the sand in the bunker from his or her pre-
vious landing site. Mancuso also prefers 
bunkers with 1 to 1 'A inches of sand on 
their sloping faces. "When a ball hits the 
side of a bunker, it shouldn't stay there," 
Mancuso notes. "The bunker's enough of a 
hazard as is." 
G o o d d r a i n a g e 

It's a necessity to have an impermeable 
base in the bunker. Clay should be molded 
into the bottom of the bunker so water will 
go through the sand and get to the drains. 

The base should also have a "fall" built 
into it so the water doesn't collect in one or 
two spots. And the bunker should also 
drain at its low point(s). 

"Don't expect one strip drain to do the 



whole job," Mancuso says. "You need to 
know the elevation and put as many drains 
in as you can. Don't spare any expense, be-
cause it'll save you time and money over 
the long run." 

New Albany Country Club uses regular 
washed pea gravel under drain tile, then 
gravel on top. "Some people like to use 
fabric socks over the tile, but if the fabric 
clogs up, you have to take it all out," Man-
cuso observes. 
The correct sand 

Of prime importance is knowing your 
suppliers, Mancuso says. "Sand is com-
pletely different at every sand plant in the 
country. Some sand plants are more con-
cerned with the highway market where the 
big profits are, so they believe that spend-
ing a lot of time and money on golf course 
operations isn't justified. 

"There are specific recommendations 
for golf course sand. You need to identify 
which sand plants want to work with those 
specifics; a lot of time those are the plants 
where the owners play golf." 

Color is also a consideration. New Al-
bany's sand is a very pale brown. Some-

'Some people are better at raking bunkers, 
just like any other job,' says Tony Mancuso. 

times you have to take what's available, 
but remember that most of the cost of pur-
chasing the sand is in the hauling. 

Sand should also be free of silt and clay, 
be easy to install and have the proper parti-
cle distribution. 

"Our sand is 98.6 per-
cent pure sand, and we 
can have up to 3% of clay 
and silt," Mancuso reveals. 
"For proper particle distri-
bution, you should check 
the laboratory specifica-
tions. We don't like our 
sand to crust or set up or 
bury." 

Firmness of sand makes 
a great deal of difference 
to golfers. "We prefer firm," says Mancuso, 
"so we chose a sand that was going to be 
firm. But we leave the top one inch loose." 
Grooming 

"Hand raking versus machine raking is 
always a question," Mancuso notes. "Noth-
ing looks prettier than hand raking, at least 
the green-side bunkers." 

A machine can wear out the grass 
around the bunkers, creating special main-
tenance chores along the edges, so New 
Albany crews always hand rake around the 

edges. Mancuso also prefers using a clock-
wise spiral pattern from the edges to the 
center of the bunker when he must use a 
machine rake. 

Edging is done twice a year using a Red-
max reciprocating trimmer. 

"We only take off the ex-
cess grass on the edge," says 
Mancuso. "We don't want to 
change the original dimen-
sions of the bunker, and 
with a Redmax you can't dig 
into the soil. With some-
thing like a spade shovel, 
you'll have a tendency to go 
further out into the soil." 

Maintenance employees 
alternate on and off the 

bunker-raking crews. Everyone gets a turn. 
But when special events are scheduled, 
Mancuso prefers to choose his more metic-
ulous workers. "Some people are better at 
raking bunkers, just like any other job," he 
notes. 

To put the final touches on your 
bunkers, you should remove silt, leaves and 
debris with a power blower before raking, 
Mancuso warns. "Silt will reduce the infil-
tration rate of water in your bunkers. 
You've got to take the time to get it off 
there." 

Mancuso has been at New Albany 
Country Club on the northeastern out-
skirts of Columbus, Ohio, since construc-
tion was begun in 1990. Besides the golf 
course proper, he also oversees mainte-
nance of a huge driving range, two practice 
greens, a bentgrass croquet court and two 
bentgrass tennis courts that receive the 
same maintenance intensity and regime as 
the golf course greens. • 

After all else is 
done, use a 
power blower to 
remove silt, 
leaves and other 
light debris. 



At Duke: 
Improved 
design,same old 
weather woes 
The reworking of the Duke 

University golf course 

improved play, hut changing 

weather patterns provoked 

lower fertilizer rates and 

increased aerification. 

by LESLEE JAQUETTE 

Better sight lines and reworked 
fairways made the Duke Uni-
versity golf course faster and 
fairer, but weather extremes 
last summer required greens 

be spoon fed and aerified often. 
"The tailor cut a fine suit," is how Rees 

Jones referred to the Duke University golf 
course his dad Robert Trent Jones designed 
in 1957. Seeing it was time for some new 
"alterations," however, the younger Jones 
was hired in 1993 to "refine the design." 

The reworking cost $2 million, and was 
completed over an 11 -month period. 

Duke superintendentEric Shields says 
the renovation was a "wild" experience, 
and included some major bulldozer work, 

The goal of the Duke renovation was to 
repair poor greens drainage and have a 
course that meets modern standards. 

The Duke crew usually aerates three greens 
per day, every four to six weeks. 

greens rebuilt to USGA standards and 
major fairway improvements. Shields, who 
was then assistant superintendent, was ac-
tive in the entire renovation. 

Inconvenience followed, however, 
with a month of rain followed by a 
month of intense heat and dry weather. 
Greens...unplugged 

Prior to the rework, the greens at 
Duke were not draining well, and nine 
of the 18 holes had blind tee shots. 

"Rees Jones' philosophy was simple," 
says Shields. "Make the course easier to 
drive off the tees and more difficult on 
the greens." 

A legion of bulldozers recontoured 
half the fairways and most of the greens. 
According to Shields, fairways were 
ditched out because players could not 
see landing areas or the greens. Some 
areas were recontoured to be eight to 10 
feet lower, and embankments were 
added. 

On number 11, the green was 
brought forward close to the water haz-
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A S S O C I A T I O N NEWS 

ard to make it a more challenging 
hole. 

The renovations have helped to 
speed up play. A full round takes 
four and a half hours, with 8- to 
10-minute tee time intervals. 
Lower fertilizer rates 

The weather of the summer of 
1995 inspired Shields to fertilize 
more often, but at lighter rates. 

Normally, he says he would fer-
tilize in the spring and fall with no 
nitrogen in the summer to avoid 
stimulating roots during the hot, 
humid summer. Now with sand 
greens, Shields and his crew have 
learned that improved drainage 
can also mean poor nutrient reten-
tion. To counter this situation, he 
plans to apply fertilizer every two 
weeks, with a quarter pound of ni-

trogen, and a potassium spray fertilizer in between. 
A mid-range fertilizer helps lower maintenance costs. Fans on 

four holes were run for 24 hours during the heat wave to flush 
out the stagnant air. This year, Shields was to install fans on four 
additional greens. 

Shields analyzes turf tissue samples monthly, to learn which nu-
trients might be deficient, and finesse the course through summer. 

A side effect of heavy rain followed by a heat spell is algae, 
which developed on several greens. Because the algae cuts off 
airflow to the rootzone, Shields has moved to aerifying the 
greens more often than normal, every four to six weeks, using in-
creasingly smaller tines as summer approaches. 

He also uses the Toro Hydroject aerator to aerate without 
disrupting the turf surface. 

The Duke crew usually water aerates three greens per day, so 
that any one green is aerified every two weeks. 

Shields has not identified the source of the algae, but notes that 
the aerification schedule has kept algae growth to a minimum. 

His plan is to strengthen turf health to the point that infesta-
tions of this sort are unable to take hold. 
Few instructions 

Shields manages his staff of 10 with a great deal of flexibility. 
They know the course so well he doesn't have to supervise very 
much. He trusts them to do their jobs. He also encourages staff 
to play golf because he feel they leam to appreciate the course 
from every perspective. 

"I'm lenient, but when it's time to get things done, we all turn 
out and meet that expectation," says Shields. LM 

New industry consultant 
Charles B. "Bud" White, long an agronomist with the USGA 

Green Section, now has his own turfgrass consultation company 
to provide technical and managerial assistance. Also a past national 
manager of agronomic services for Toro, White will be involved 
with domestic and foreign projects. Total Turf Services, Inc. is 
headquartered in Watkinsville, Ga. Phone number is (706) 769-
4570. • 

Athletic field review 
The Sports Turf Managers Association (STMA) has published 

its fourth annual issue of Sports Turf Topics, a compendium of 
STMA articles. The nearly 40 articles, written by STMA mem-
bers, have appeared in major green industry journals. To order, 
call (800) 323-3875. • 

GCSAA posts agenda 
The Golf Course Superintendents Association of America has 

proposed a legislative and regulatory agenda for the 1996-97 fiscal 
year. Federal concerns include the Worker Protection Standard, 
Environmental Protection Agency, and Americans with Disabili-
ties Act issues. State level topics include pesticide posting and no-
tification and state preemption of local regulation of pesticide and 
hazardous chemical use, worker safety, wetlands and environmen-
tal quality laws. 

In other GCSAA news, golfer Ben Crenshaw has been chosen 
as the next recipient of the association's Old Tom Morris Award, 
to be presented in February, 1997. • 

Golf 8l wildlife manual due 
The United States Golf Association reports that a new book on 

wetlands management should be published in early 1997. Donald 
Harker and Gary Libby, environmental researchers in Frankfort, 
Ky., were awared a grant from the USGA to write the booklet, with 
the working title of Wetlands Manual for Golf Courses. The illus-
trated booklet will contain narrative, drawings, case studies and key 
restoration techniques to help golf course superintendents under-
stand wetlands, and create programs to create, conserve and manage 
them. The manual is part of the USGA's Wildlife Links program to 
investigate the relationship between golf and wildlife. • 

Shields: aerification re-
duces algae growth. 



S U P P L I E R S CORNER 

Jim Tielke, vice president of ice 
melter sales for IMC Vigoro, 
says the company is ready for 
winter, with plenty of ice 
melter products. "The profes-
sional side of snow removal is 
an extremely large market" 
says Tielke. "Throughout the 
snow belt, there is a tremen-
dous amount of competition 
for landscapes." For 
those fortunate to land some 
good accounts, says Tielke, "ice 
melter can be an absolutely 
marvelous off-season effort." 
The Winter Haven, Fla. com-

pany's Safe Step is kinder and 
gentler to the turf, shrubs and 
trees that surround walkways. 

Textron, Inc., parent com-
pany of Jacobsen, has ac-
quired Bunton Company, 
makers of lawn-care equip-
ment for landscape manage-
ment professionals. "By com-
bining [Jacobsen and 
Bunton], we will be able to 
build upon Bunton's estab-
lished products and distribu-
tion channels in the com-
mercial arena by leveraging 

Jacobsen's leadership posi-
tion in the golf market," says 
Herb Henkel, president of In-
dustrial Products for Textron. 

The Toro Company reports it 
will buy the James Hardie Irri-
gation Group for $130 million, 
a move Toro believes will help 
its positioning as a "cost effec-
tive competitor" in the turf irri-
gation market. JHI provides irri-
gation products to residential 
and commercial markets. 

Husqvarna has again desig-

nated October as Chain Saw 
Safety Awareness Month. 
"We're pleased to have been 
the first chain saw manufac-
turer to introduce this special 
way to highlight key safety 
messages so critical to our cus-
tomers," says Husqvarna Presi-
dent David Zerfoss. 

RohMid L.L.C., a joint venture 
between Rohm and Haas Co. 
and American Cyanamid Co., 
has named John H. Thomas, 
Ph.D., as manager of the com-
pany responsible for marketing 
the new turf insecticide, RH-
0345. The product controls 
grubs and other soil-borne 
pests in turf by interferring 
with insects' normal molting 
processes. The product is ex-
pected to be approved in 1997. 

The 10th Annual John Deere 
Team Championship Golf Tour-
nament finals will be held at 
Pelican Hill Golf Club, Newport 
Coast, Calif., Nov. 14-17. The 
tournament is meant to recog-
nize the importance of the peo-
ple who make up a golf course 
management team. 

Cargill intends to acquire 
the North American salt pro-
duction, processing and mar-
keting assets of Akzo Nobel 
Salt, Inc. The companies say 
they expect to finalize the 
deal by the end of the year. 
"This represents an opportu-
nity for Cargill to serve cus-
tomers' needs worldwide 
with greater value and a 
broader spectrum of prod-
ucts," says Charles L. Sullivan, 
president of Cargill's Salt 
Division. LM 

Info center 
V I D E O S A N D L I T E R A T U R E F O R T H E G R E E N I N D U S T R Y 

BEARD'S NEW BOOK...The "Color Atlas of Turfgrass Diseases" by Dr. James B. Beard is 
available beginning next month through Ann Arbor Press, P.O. Box 310, Chelsea, MI 
48118; phone (313) 475-8787 or (800) 858-5299. The book has more than 450 unique 
high-quality color photos. Completely rewritten from an earlier book sold in Pacific 
Rim countries, the book includes all major turf diseases worldwide. Cost is $79.95. 

INSECTS, TOO...The all-crop quick reference Insect Control Guide can be purchased for 
$49.95 from Meister Publishing Co., 37733 Euclid Ave., Cleveland, O H 44094; phone 
(800) 572-7740. The guide puts product specs at your fingertips in a dictionary-type 
format. It is edited so you can use the indexes to quickly find data, products (by com-
mon and trade name) and definitions. 

ANSWERS FOR CUSTOMERS...Responsible Industry for a Sound Environment (RISE) has 
a new brochure to help lawn care operators better answer customer questions about 
pesticides. The brochure includes easy to explain information about the EPA regulatory 
process, pesticide testing, Integrated Pest Management and how pesticides enhance the 
quality of life and the environment. To receive the free brochure, call RISE at (202) 
872-3860; or write to RISE at 1156 15th St., N W Suite 400, Washington, D.C. 20005. 

AT TOURNEY TIME...Here's where some of your golf customers might be getting their 
ideas. "Tournament Tips," published by Golfhouse, offers dozens of tips of how to plan, 
organize and run a golf outing. Includes information on small local events to major cor-
porate outings. Price is $29.95 plus $4.95 s&h. To order, phone (800) 832-5457. 

ON SOILS..."Soil Organic Matter: Analysis and Interpretation" summarizes in 67 pages 
the current methods of testing for soil organic content, test interpretation, and using 
results to modify recommendations for field use. Published by the Soil Science Society 
of America. Price is $24. For members, the first copy costs $20. Order from SSSA H Q 
Office, 677 South Segoe R d , Madison, WI 53711-1086; fax orders to (608) 273-2021. 



PRODUCT REVIEW 

New ice melters protect against 
corrosion 

IMC Vigoro, maker 
of Safe Step brand ice 
melter, offers two pre-
mium formulations for 
what the company calls 
"unprecedented protec-
tion against the damag-
ing effects of refreezing 
and corrosion." 

Safe Step Plus 20 and 
Safe Step Ultra 100 are 

formulated with calcium magnesium acetate (CMA), a 
biodegradable chemical deicer first identified by the U.S. 
Federal Highway Adminis-
tration as an environmen-
tally sound, low-corrosive 
alternative to rock salt. 

IMC Vigoro reports that 
these Safe Step formulas 
are the only commercially-
available granular ice 
melter products to include 
CMA at effective concen-
tration levels. 

Safe Step Plus 20, a 
potassium chloride-based 
ice melter, is blended with 
a 20 percent concentration 
of CMA, for effective ice 
melting capability below 0° 
F, and corrosion reduction 
of 70 to 80 percent over 
rock salt. Safe Step Ultra 
100 contains 100 percent 
CMA. According to the 
company it will not harm 
vegetation or drinking 
water supplies. 

For more information 
on Safe Step products, call 
IMC Vigoro at (941) 294-
2567 and mention LAND-
SCAPE MANAGEMENT, o r 

Circle No. 292 

Circle 293 

Four deicers 
for upcoming 
winter 

Cargill makes four dif-
ferent deicers for differ-
ent weather conditions. 

Magna Melt is a mag-
nesium chloride-based 
deicer that melts in tem-
peratures up to -26° F. 
Dyna Melt is solid sodium 
chloride and magnesium 
chloride combined with a 
powerful corrosion in-
hibitor that melts up to 0° 
F. Glacier Melt is crys-
talline solid sodium chlo-
ride combined with mag-
nesium chloride that 
leaves no residue and 
melts below 0° F. Winter 
Melt's screened crystals of 
sodium chloride melt best 
above 5° F. 

More information can 
be obtained by calling 
(612) 742-6000; say you 
saw it here, or 

Metal buttons can serve as mini 
database to track production 

A Touch Memory information Button (TMiB) from Agricul-
tural Data Systems that can be attached to virtually any object 
can provide users with mobile databases. 

In the golf/landscape industry, the buttons are being used to 
track time and attendance of workers, track total time on indi-
vidual tasks, track vehicle and tool maintenance, and schedule 

future preventive maintenance, 
track work in progress, and track 
route efficiency. 

Working in conjunction with 
the TMiB is the TouchProbe 
data collector (shown in photo), 
which can read information 
from, or write to the buttons. It 
is available with either 32K or 
128K of internal memory. 

For more information, phone 
(714) 363-5353 and mention 
LANDSCAPE MANAGEMENT, o r 

Circle 295 

Easy way to lay mulch 
Rexius Forest By Products has a new truck-powered, remote-

controlled material blowing system called the Express Blower. 
Developed for landscaping and erosion control, the system 

can blow any organic material up to 35 or 40 lbs. per cu. ft. with a 
particle size of approximately 3 inches and less. This includes dec-
orative bark, sawdust, wood shavings, compost materials and 
wood mulch. Rate of application is 55 cu. yds. per hour. A 340-
foot hose is included with the blower. 

To learn more about Rexius products, phone (800) 285-7227 
and say you saw it in LM, or 

Circle 294 



No salt in this melter 
Melt Man Plus is a revolutionary new ice-melt-

ing product that contains no rock salt, yet quickly 
melts snow and ice at temperatures below 0° F. 

A combination of three proven, fast-working 
ingredients, Melt Man Plus comes in 18- and 40-lb. 
bags. The product is marketed by Lange-
Stegmann. 

Want more information? Phone (314) 241-9531 
and mention LM, or 

Circle 2 % 

Good on slopes 
The exclusive patented design of the Kut-

Kwick SlopeMaster allows safe mowing on 
slopes of up to 40 degrees, the company 
says. 

This extra-heavy-duty commercial mower 
traverses and turns on the slope for effi-
ciency and to prevent erosion, Kut-Kwick of-
ficials contend. 

The mower is equipped with a 24 hp en-
gine and a choice of 60- or 72-inch deck. 

To learn more, phone (800) 248-5945 and 
tell them you saw it here, or 

Circle 297 

Compact snow-
blower moves 
37 tons/hr. 

The HS622TA is the 
newest addition to Honda's 
self-propelled snowblower 
line. Powered by a Honda 5.5 
hp OHV commercial-grade 
engine, the compact two-
stage machine offers a 22-
inch snow removal path, 
track drive, two forward 
speeds and reverse all-gear 
transmission. 

The chute adjusts easily 
and will discharge up to 37 
tons per hour to a maximum 
distance of 46 ft. Also stan-
dard is three-position height 
adjustment. A 12-volt, 50-
watt light kit is also available. 

For additional informa-
tion: phone (770) 497-6000 
and mention LM, or 

Circle 305 

Control rootzone temperatures 
The BioTherm TurfTemp heating turf system is becoming 

more popular at golf courses nationwide. Its all-inclusive Heat 
Module Enclosure creates the optimum rootzone temperature 
and heating efficiency, according to BioTherm Hydronic of 
Peta lu ma, Calif. 

For more information, phone (800) 438-4328 and mention 
LANDSCAPE MANAGEMENT, o r 

Circle 298 

Manage now available in Calif. 
Manage herbicide has received regulatory approval in 

California, so it is now approved for all major U.S. turf markets. 
Manage selectively controls purple and yellow nutsedge in 

warm- and cool-season turfgrasses. 
For more information, phone (314) 694-2789 and tell them 

y o u s a w it in LANDSCAPE MANAGEMENT, o r 

Circle 299 

Handle cold temps, hard snow 
Husqvarna 

Forest & Garden's 
model ST926EC 
snow thrower is 
built to withstand 
some of the coldest 
conditions and to 
power through the 
hardest packed 
snow. 

The dual-stage 
snow thrower has a 
9 hp engine, a clearing width of 26 inches and a Shift-on-the-
Go drive system. Besides a remote control chute deflector, the 
ST926EC also has a light kit, making snow removal as easy at 
night as during the day. 

For more info, phone (704) 597-5000 and say you saw it in 
LANDSCAPE MANAGEMENT, o r 

Circle 306 



TALK BACK 

PLANT DIAGNOSIS] 
Two months ago, we 
asked readers what 
problems they've had 
the hardest time diag-
nosing. Diseases 
seemed to be the most 
frequent response. 

The best diagnosticians and horticultur-
ists learn something new every time they 
go on a landscape, it has been said. If such 
is the case, there's a lot of learning going 
on in the green industry on a daily basis. 

Art Snarzyk, for instance, once thought 
a problem with some brown turf was a dis-
ease, only to find out it was an insect prob-
lem. 

"I had previously diagnosed and treated 
f u s a r i u m b l i g h t s y m p t o m s in l a t e s u m m e r , " Fusarium blight appears as completely killed circles in 
Snarzyk wrote, "only to find grubs feeding bluegrass turf. It attacks the root, crown and leaf. 
in these areas in later months." 

Snarzyk of Turf Specialists, St. Peters, Mo., keeps the grubs near the surface where they 
changed his approach not much later. can be detected if present." 

"I now have customers begin intensive irri- Walter C. Chastain of Gibbs Landscape in 
gation programs and I recheck the turf. Water Smyrna, Ga., had a similar problem on the 

A World With Trees... with productive land, clean air and water, 
and habitat for wildlife 

Trees Make a World of Difference 

Trees Make a World of Difference. Between rivers filled 
with silt and mud, and clear-running streams that are 

home to fish and wildlife. 
Trees Make a World of Difference. Between farm fields 

that blow away to the next county, and productive land 
where crops and precious topsoil are protected by field 
windbreaks. 
Trees Make a World of Difference. Between living in a 

home unprotected from summer heat and cold winter 
winds, and a home surrounded by trees that shade the sun 
and block the wind. 
Conservation Trees conserve precious topsoil, control 

energy costs, and make life more enjoyable and productive. 
Find out how 

Conservation Trees 
can make a world CONSERVATION TREES 

of difference for you. For your free 
booklet write: Conservation Trees, The 
National Arbor Day Foundation, 

A World Without Trees Nebraska City, NE 68410. 

The National 
Arbor Day Foundation 



If grubs are killing the turf, they'll be easy to find once you pull 
back a section of turf. 

2.5-acre fescue lawn at the main entrance to the Ravinia 
complex in Atlanta. 

"Over a three-day period in May of this year, 90 percent 
of the turf lost all color," writes Chastain. "Irrigation was 
running at 100 percent, and no disease was present. It is a 
Class A+ property, a six-figure yearly contract and a big-
time stress factor." 

What did he do? He sought help. 
"We conducted a soil profile diagnosis. It indicated 

extreme compaction. So we used a soil-injected 'Grow 
Gun' application of a special polymer and microbial spores 
on a 24-inch grid. Now, at the end of August, the turf is 
beautiful." 

Leslie Wing, grounds supervisor at Central Washington 
University, Ellensburg, Wash., had problems with fairy ring. 

"When I started here, the grounds crew tried everything 
to get rid of the fairy rings on the infield of the varsity base-
ball diamond, to no avail," he writes. "They had even tried 
some detergent to help the water penetrate the area. 

"So back in my memory, I pulled out a fact that the rings 
never cross and if they do cross or get too close to each 
other, then they die out. 

"So if you take part of one colony and put it into another 
colony, they will wipe each other out. Hey—don't laugh! 

"At the start of baseball season, we cut out the sod and 
replaced the sod and I took chunks from each of the several 
circles and traded them around. We now have no fairy rings 
two years later. Try it if you like; it certainly costs less than 
fungicides." 

For their cooperation, each of the three people men-
tioned here will get official "Landscape Management" caps. 

Events 
OCTOBER 
All month: Golf Course 
Superintendents Associ-
at ion of America has se-
ries of one- and two-day 
seminars in many U.S. lo-
cations. For information, 
phone: (800) 472-7878. 

16-20: International Turf 
& Ornamental Distribu-
tors Association annual 
conference, Naples, Fla. 
Phone: Jim Hartnett, (313) 
331-7739. 

19-21: American Society 
of Landscape Architects 
annual meet ing & Expo, 
Los Angeles. Phone: (202) 
686-2752. 

23-24: Western Nursery 
& Garden Expo, Las 
Vagas. Phone: (800) 517-
0391 or (916) 567-0200. 

26: W o m e n in Horticul-
ture Conference, Seattle, 
Wash. Phone: Kim Hayes, 
(206) 367-1836. 

27-30: National Institute 

on Park and Grounds 
Management conference 
and show, Minneapolis, 
Minn. Phone: (414) 733-
2301. 

17-21: Green Industry 
Expo, Cincinnati (Ohio) 
Convention Center. Phone: 
(770)973-2019. 

17-21: ALCA Landscape 
and Grounds Mainte-
nance Conference, Omni 
Netherland Plaza Hotel and 
Cincinnati (Ohio) Conven-
tion Center. Phone: (800) 
395-2522. 

17-21: PGMS Annual 
Conference, Westin Hotel 
at Fountain Square and 
Cincinnati (Ohio) Conven-
tion Center. Phone: (410) 
584-9754. 

17-21: PLCAA Annual 
Conference, Hyatt Re-
gency and Cincinnati 
(Ohio) Convention Center. 
Phone: (800) 458-3466. 

'REAL WORLD' I.P.M. WORKSHOPS 
LANDSCAPE MANAGEMENT'S "Practical Turfgrass IPM" 

workshop is scheduled for early February in the Columbus, 
Ohio area. The workshop is designed to give front-line 
managers the knowledge they need to understand and 
implement "integrated pest management" at their sites. 

Run by "real world" turf managers and IPM implementa-
tion specialists, workshop attendees will gain: 

—understanding of what Integrated Pest Management is, 
and isn't; 

—how IPM techniques are relevant to a turfgrass man-
agement environment; 

—how those techniques are implemented to control 
weeds, insects and diseases. 

Interested turf managers may call (800) 225-4569 x709. 
More details on the workshop will soon be available in 
future issues o f LANDSCAPE MANAGEMENT. 



Containment Systems Design: 
Chemical Storage, Mixing and Handling 
byFredricR. Haskett 

>100 pages, hardcover 
Item #LSMB809 $]M5 $49.95 
Find out how to prepare your company for the scrutiny 
of government regulators... Jearn how your operation 
can comply with new regulations...understand the legal 

implications of compliance versus non-compliance.... 
and discover the difference between the cost of recycling 
finished product residues and the the cost of disposal. 
This comprehensive guide to compliance covers every-
thing you need to know about storing, mixing and 
recycling chemicals. Areas covered include Planning, 
the Containment Facility, Equipment Standards, Site 
Standards, Emergency Response Procedures 

A Color Atlas of 
Pests of 
Ornamental Trees, 
Shrubs and Flowers 
by David V.AIford 
448 pages, hardcover 
Item #LSMB810 $89.95 

Diseases and Pests 
of Ornamental Plants 
by Pascal Pirone 
566 pages, hardcover 
Item #LSMB410 
$79.95 

Diseases of 
Trees and Shrubs 
by Wayne Sinclair, Howard Lyon 
& Warren Johnson 
575 pages, softcover 
Item #LSMB430 
$56.50 

Insects that Feed 
on Trees and Shrubs 
by Warren Johnson & 
Howard Lyon 
560 pages, hardcover 
Item #LSMB690 
$56.50 

Tree 
Maintenance 
by P.P. Pirone 
514 pages, hardcover 
Item #LSMB760 
$49.95 

Ornamental 
Horticulture 
Science, Operations Et 
Management 2nd edition 
by Jack E. Ingels 
554 pages, hardcover 

_ Item #LSMB807 $40.95 

The Landscape 
Lighting Book 
by Janet Lennox Mayer 
282 pages, hardcover 
Item #LSMB822 
$79.95 

The Shrub 
Identification Book 
by George Symonds 
379 pages, softcover 
Item #LSMB720 
$19.50 

Urban Trees 
A Guide for Selection, 
Maintenance, and 
Master Planning 
by Leonard J. Phiilips, Jr. 
273 pages, softcover 
Item #LSMB801 $37.00 

Landscaping 
Principles & Practices 
4th Edition 
by Jack E. Ingels 
401 pages, hardcover 
Item #LSMB763 
$35.95 

Landscape Plants 
Their Identification, 
Culture, and Use 
byferrellM. Sridwell 
560 pages, hardcover 
Item #ISMB808 
$54.50 

The Tree 
Identification Book 
by George Symonds 
111 pages, softcover 
Item #LSMB750 
$17.95 

Tree, Turf and 
Ornamental 
Pesticide Guide 
by W. I Thomson 
170 pages, softcover 
Item #LSMB813 
$18.50 

Landscape Design 
A Practical Approach 
3rd Edition 
by LeroyG. Hanneboum 
446 pages, hardcover 
Item #LSMB821 
$78.00 

Landscape 
Architecture 
A Manual for 
Site Planning and Design 
by James Ormsbee Simonds 
331 pages, hardcover 
Item #LSMB803 $73.00 

Call 1-800-598-6008 • Outside the U.S. call 218-723-9180 
ADVANSTAR MARKETING SERVICES • C u s t o m e r Service D e p t . • 131 W . 1 st St. • D u l u t h , M N 5 5 8 0 2 

Prices subject to change. Residents of CA, CT, GA, IL, MN, Nj, NY, OH and TX must add sales tax. CODE: 949629 



L M M A R T 

Attention Landscapers! 
NEW T-60 Series II 

HydroSeeder® 

• Returns purchase price 
in as little as 8 acres. 

• The ideal machine for 
residential and small 
commercial projects. 
/ a . • i . 1 • Optional operatori 
platform expands 
your opportunities. 

Call 1-800-543-7166 
for a FREE Information Kit! 

FINN. 
CORPORATION 

9281 LeSaint Drive, Fairfield, OH 45014 
Phone (513) 874-2818 • Toll Free (800) 543-7166 • Fax (513) 874-2914 

• Based on list price, 15% down, 48 month lease-purchase.Taxes and optional Tower/ 
Hose-Reel not included.HydroSeedef* is a registered trademark of Finn Corporation. 

Circle No. 114 

TURF N' TREES 
"the 100% Spray System" 

TM 100 

SPRAYING DEVICES. INC. 
P O Box 3107 
Visalia. CA 93278 
(209) 734-5555 
Fax (209) 734-5591 

MODEL MOUNTING TANK 
GAL 

PUMP 
GPM PSI 

POWER 

VM loo VEHICLE 1(H) 20 250 6 H P KOHLE» 
VM 1«» \ Etna E 160 20 2 9 1 6HP KOHI I K 
VM 125 P/H \ MIM I E 125 20 250 FTOorHYDRAI 11( 
V M 160 P / H \ I N K 1 1 160 20 2 5 0 PTO or HYDRAULIC 
V M 2(H) P / H VEHICLE 2(H) 20 250 PTOorHYDRAI 11( 
I M KHI IK VII I K 1(H) 20 2 9 1 6 H P KOHI I K 

T M 2(H) IK VII I K 2(H) 20 250 611P KOHI 1 K 
T M 3(H) IK VII 1 K 3(H) 20 250 6HP KOHLE» 
T M 5(H) I K VII I K 5(H) 20 250 éHP KOHI 1 K 

BED\ EDGER 
The latest 
mini-trencher 
by Brown, 
Just another 
amazing 
innovation to 
save you time 
and money 

A STEERABLE TRENCHER FOR DEFINING BEDS 
BEDEDGER™with the patented BEDMASTER™Rotor is 
the ultimate tool for defining beds or installing plastic 
and steel edging. The 8-hp Honda Engine provides 
the power needed to trench in the hardest clays. The 
steerable wheels make fancy curves and tree rings 
easy. The Model F-780H BEDEDGER™ performs the 
same functions as the model F-702 TRENCHMASTER.™ 

Q B ROWH 
MANUFACTURING CORPORATION 

Rt 3, Box 339, Ozark, AL 36360 
(800) 633-8909 • Fax: (334) 795-3029 

Circle No. 123 Circle No. 110 
L A N D S C A P E M A N A G E M E N T October 1996 7 1 

Circle No. 108 

mm.* • 

THE MODEL 3 6 8 0 BEAST RECYCLER 
(patent pending)... 

A HIGHLY EFFICIENT C U T T E R M I L L 
Reduces almost anything to useable size 
High production with modest horse power 
A waste reduction machine that is affordable 
to operate 
Unique swinging cutters - regulates the size of 
cut and provides some protection for the cutters 
Processes difficult materials like stumps, housing 
demolition, wet newspapers and palm trees 

BANDIT INDUSTRIES, INC. 
6750 MILLBROOK RD. • REMUS, Ml 49340 
PHONE (800) 952-0178 or (517) 561-2270 
FAX (517) 561-2273 



M A R K E T S H O W C A S E 

Every month the Market Showcase 
offers the readers of Landscape Man-
agement a complete and up-to-date 
section of the products and services 
you're looking for. Check it out every 
month, or you might miss out. 
For all ads under $250, payment must 
be received by the classified closing 
date. VISA, MASTERCARD, & AMERI-
CAN EXPRESS accepted. Send to: 
Advanstar Marketing Services, 7500 
Old Oak Blvd., Cleveland, OH 44130 
BOX NUMBER REPLIES: Landscape 
Management LM Box #, 131 W. First 
St., Duluth, MN 55802 
FOR ADVERTISING INFORMATION 
AND AD PLACEMENT, CONTACT: 
DAN HOKE, 216-891-2762, 1-800-225-
4569, (ext. 762), Fax 216-826-2865 

FOR SALE 

Steel or Polytanks Available 
50 gallon —3000 gallon 

Hvdroseeds — Hydro Mulches 
• Waters • Overseeds 
• Fire Control • Chem Sprayer 

Trailers included on all machines 
300 gallon & above 

SALES & LEASING 
Nobody Beats Our Prices! 

K E T C H U M 
A Q U A S E E D E R S 

1 - 8 8 8 - 6 5 5 - T u r f (8873) 
1 - 8 8 8 - 9 9 - H y d r o 

ESTABLISHED FULL SERVICE LANDSCAPE 
BUSINESS IN PRINEVILLE OREGON. 

Gross Business 1995 - $254,000. Nearly 400 
Customers. Enjoy Central Oregon! Contact 
Steve Bucknum at Crook County Properties for 
Information: (541) 447-3020, FAX (541) 447-6973. 

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 insurance experts them-
selves. If you want good advice, 
the right coverage, and competi-
tive 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 

Circle No. 301 on Reader Inquiry Card 

Hamptons, Long Is land, N.Y. 
• Nursery/Garden Center + Residence 

• Going Business • Established Clientele 
• Same Location Over 40 Years 

• Fronts on Main Highway 
•Tum Key Operation with Inventory & Equipment 

COOK PONY FARM REAL ESTATE INC. 
20 MAIN STREET 

EAST HAMPTON, N.Y. 11937 
1-800-324-9601 

FREE 1996 MKI LANDSCAPERS 
SUPERSTORE CATALOG 

Buy Direct & Save! 
Engines, Equipment, Parts & Accessories. 

Call Mohawk Industries HtHI-724-2229 for your free catalog. 
Up to 9« Day Terms. 

Trimmer Line • Filters • Tires • Blades • Belts 
Safety Supplies • Hand-tools • Blowers • Pulleys • Much More 

1 9 8 9 & 1 9 9 0 
ISUZU/GMC Cabovers: 
Excellent cond. Two Tanks. Completely 
Stainless Tanks & Bed. Hydro-cell 25 GPM 
2 Hose Reels w/guns. 1,000 lbs Dry Fert 
Storage. Ready to do Production. 

Call 201-891-6456 

Circle No. 302 on Reader Inquiry Card 

The Easiest Way to Take a Load Off. 

E-Z Dumper 
For information regarding E-Z Dumper 

pickup inserts, dumping trailers, dumping 
flat decks, or related accessories, call: 

Valley Manufacturing 
1-888-DUMPERS 

HYDROSEEDER -
1995 Finn T-90 Series II hydroseeder, 

940 gallon tank, 200 hours, 
$4000 below purchase price. 

CALL THE MEADOWS GOLF CLUB 
1-319-582-9475. 

FOR SALE 
Landscape Co. in Santa Cruz, California 

• Garden All Year Long 
• Landscape Construction & Maint. 

• Routes • Profitable 
• Turnkey Operation 

Call (408) 475 8608 

The next ad closing for 

November 6, 1996 
for the December 1996 issue. 

Call Dan Hoke at 
216-891-2762 

B O R D E R 
M A R K E R S 

A Professional Marker 
for Outlining Driveways, 
Roads, Parking Lots, 
Construction Sites, Etc. 
• Flexes upon impacting 
• Covered in soft foam 
• Highly reflective 
• Quick installation 
• 24" & 36" above ground 

lengths 
• Light, heavy & super duty 

models 
• Many colors & custom 

lettering 

Call 
(617) 862-1343 

Manufactured By: CPC, P.O. Box 442, 
Dept. LM, Lexington, MA 02173 



M A R K E T S H O W C A S E 

E Q U I P M E N T F O R S A L E S E R V I C E S B U S I N E S S O P P O R T U N I T I E S 

YOUR BEST INVESTMENT 
DOWN THE LINE 
THE L-2 U N D E R G R O U N D PIPE LAYER 

1 Lays pipe or cable 
1 Simple, efficient all mechanical drive 
Rugged yet compact and highly 
maneuverable 
850 lbs. on rubber tracks provide for 
minimal lawn damage 
Reliable, consistent performance in a 
low maintenance machine 
Operator training provided 
16 hp. Kohler magnum engine 
Boring attachment available 

L I N E V W A R D 
C O R P O R A T I O N 

157 S E N E C A C R E E K R O A D 
Buffalo. NY 14224 • 716 675-7373 
FAX 716 674-5334 • 800 816-9621 

Easy to Order-Easy to Apply 
Boost Your Image Economically 

Call or Write: 
S u n A r t D e c a l s I n c . 
8 8 5 W . B a g l e y R d . 
B e r e a , O H 4 4 0 1 7 
2 1 6 - 8 1 6 - 0 2 9 0 
8 0 0 - 8 3 5 - 5 5 5 1 
F a x : 2 1 6 - 8 1 6 - 0 2 9 4 

BIG OFF SEASON 
P B O P Q T S 
• M o s t profitable S e a s o n 

• K e e p G o o d Peop le 
• Use Own T r u c k s and Tra i lers 

• Offset Fixed Overhead 
• Sel l to Ex i s t ing C u s t o m e r s 

PROFESSIONAL OUTDOOR 
CHRISTMAS LIGHTING 

1995 - Christmas 
25% of Sales - 50% of Profits 

C A L L T O D A Y 

1-800-687-9551 OR 
1-806-866-9551 

BUILD A LARGE L A W N CARE BUSINESS 
ON THE GREENEST GRASS IN T O W N 

Well show you how with Our "Keologv Friendly" system. 
Superior marketing and state of the ari computer system. 

For information, call NUTRI «LAWN 
Larry Maydonik i* 1 - 8 0 0 - 3 9 6 - 6 0 9 6 

E D U C A T I O N A L O P P O R T U N I T I E S 

Ztoo«* A CERTIFIED 

TURFÇRASS PROFESSIONAL 

"Principles of Turfgrass Management" is 
a home study course to help you master 
up-to-date turfgrass management prac-
tices and procedures. Covers all regions 
and seasons of the U.S. Certification by 
PLCAA and The University of Georgia. 

Call 1-800-325-2090 for a brochure or 
write: Turfgrass. Georgia Center, Room 
164, UGA, Athens, GA 30692-3603. 

! Jmm LANDSCAPING 
J TRAIN AT HOME for exciting hobby or career Start your own spare or 
• full time contracting business, work in the garden/nursery field 
a or landscape your own property-we show you how FREE 
; BROCHURE descnbes opportunities No salesmen 

• Lifetime Career Schools Dept. LF01A6 
• 101 Harrison St ArchbakJ. HA 18403 

CALL TOIL FREE 1-800-326-922! M0N-FRI9-5 E.S.T. 

M I C E L L A N E 0 U S 

5 0 X 7 5 X 1 2 

I $10,129 
Build It yourself and save MONEY 5,000 sizes, ail bolt-together ALL 

STEEL BUILDINGS. Call today for a price quote and a brochure. 

H E R I T A G E B U I L D I N G S Y S T E M S 
8 0 0 - 6 4 3 - 5 5 5 5 

G O L F C O U R S E M A R K E T P L A C E 

HYDRO SEEDING SYSTEMS 

BADGER ASSOCIATES 
1108 THIBD AVE. NEW 8RIGHT0N PA 15866 

800-822-3437 

TORDO TORF 

0 Seed-mulch-fertilize 
0 Faster germination 
0 Lower seeding costs 
0 1 man operation 
0 No messy straw 
0 Units start @ $1295 

mnPACKCAii 



C L A S S I F I E D S 

HELP WANTED 

For all ads under $250, payment must 
be received by the classified closing 
date. W e accept VISA, Mastercard, & 
American Express. Credit card orders 
are accepted by phone. Send Ad copy 
with payment to: Dan Hoke, LAND-
SCAPE MANAGEMENT, 7500 Old Oak 
Blvd., Cleveland, OH 44130 or call 216-
891-2762. Fax Number 216-826-2865. 

BOX NUMBER REPLIES: Mail box num-
ber replies to: LANDSCAPE MANAGE-
MENT, Classified Ad Department, LM 
Box #, 131 W . First St., Duluth, M N 
55802. Please include box number in 
address. 

HELP WANTED 

Landscape Operations 
Manager 
Immediate opening with Construction Division 
of a nationally recognized firm headquartered 
in Orlando, Florida. Candidates should possess 
five years commercial experience, familiarity 
with Florida plant pallet, and strong technical 
skills in all facets of landscape construction. 
Responsibilities include managing landscape 
field personnel through superintendents, rout-
ing truck drivers and coordinating with staff 
members on acquisition of material and other 
administrative matters. Candidates will need 
to demonstrate good communication and 
organizational skills. Excellent salary with 
generous benefits including vehicle and retire-
ment program. Relocation expenses negotiable. 
DFW/EOE. Please send resume to Don Parsons 
6921 Hanging Moss Road. Orlando. FLorida 
32807 or FAX 407/678-8097. 

Professional Landscape Contracting 

Help Wanted 
L A N D S C A P E A R C H I T E C T 

MID SIZE LANDSCAPE MANAGEMENT FIRM 
LOCATED IN THE MIDWEST NEEDS EXPERI-
ENCED LANDSCAPE ARCHITECT WITH 
SKILLS IN ARRIGATI0N, LANDSCAPE 
DESIGNS. ESTIMATING AND CENTRAL 
SATELLITE SYSTEMS FOR LARGE COM-
MERCIAL PROPERTIES. GOOD STARTING 
SALARY WITH FULL BENEFITS PACKAGE. 

Send resume and salary history to 
LM Box 521. 

Sales Associates 
LESCO. Inc. has opportunities for candidates 
with sales or agronomic backgrounds for our 
Service Centers and Golf Course Routes. 
LESCO is a leading supplier of products and 
equipment for the green industry. Now 
accepting resumes for the following regions: 

Northeast. Mid-Atlantic. Southeast. 
Midwest. West and 
Southwest. 

Send resume to: LESCO, 
Inc., Attn: HRSLS, 20005 Lake Road, 
Cleveland, OH 44116. 

LESCO 

H O R T I C U L T U R A L 
P E R S O N N E L 

D u l i r o w ' s N u r s e r i e s , Inc . , a ful l s e rv ice 
Hor t icu la tura l co rpo ra t ion , with locat ions in 
Nor the rn /Cen t ra l NJ and Eas te rn P A , is look-
ing for all levels of m a n a g e m e n t : m a n a g e r s , 
f o r e m e n / w o m e n , a s s i s t an t f o r e m e n / w o m e n 
f o r o u r g r o w i n g G r o u n d s M a n a g e m e n t , 
Design/Build and" Nurse ry /Growing divisions. 
Must" possess a re la ted college degree , bilin-
gua l is a p lus . C o m p e t i t i v e s a l a ry a n d fu l l 
c o m p a n y b e n e f i t s . P l e a s e f a x r e s u m e s to : 
D u B r o w s, at tn. Michael Branch, fax: 201-992-
6050. E O E M/F. 

l i l in G r e a t o p p o r t u n i t i e s fo r ene rge t i c , 
J U I I I self-motivated individual for full time 
OUT sales in the Special ty Ag Marke t . 

T e a m ! In te res t ing and cha l lenging work 
in No. C a l i f o r n i a fo r 25 y e a r o ld 

distributor. PCA License and B.S. degree 
required. Excellent company benefits including 401K. 

E O E Non-Smoking 
Send resume: 1155 Mabury Rd. 

San Jose, CA 95133-1029 

wm Award winning nursery in Westport, 
Connecticut is seeking an accom-
pl ished and highly mot ivated 

Architect to head-up its landscape division. The position 
requires at least 10 years experience, progressive design 
skil ls, on-target estimating abil ity ana proven sales 
techniques. This is a job for a pro who can design and 
organize major landscape installations as well as sell 
them. Send detailed resume and salary requirements to: 

Daybreak Nurseries, 500 Main Street, 
Westport, Connecticut 06880, Attn: Marilyn 

• LANDSCAPE DESIGNER/SALESPERSON 4 

Large des ign/bui ld firm in Louisvil le . K Y , 
is s eek ing l andscape des igne r / sa l e spe r son . 

E x p e r i e n c e p r e f e r r e d bu t no t r e q u i r e d . 

P l e a s e send r e s u m e t o 
P.O. Box 4 3 7 1 3 , Louisvi l le, KY 4 0 2 5 3 . 

SALES 6 MARKETING REP 
Successfu l candidates w i l l be involved in new 
business development and promotion of landscape 
management and related site services. Directly 
responsib le for est imat ing, b idding, and sales. 
Some travel required. Excellent growth potential 
and benefits are available for qualified applicants. 
Qualified candidates should have a hort icul tural 
related degree, and/or strong sales record in the 
landscape industry. High level of communication, 
interpersonal, and organizational skills are required. 

Please send or fax resume to: 
Personnel Dept.. P.O. Box 110322. 

Stamford, CT 06911-0322 
Fax: (203) 316-5434 

Grounds Maintenance 
and tnhancement 

Supervisors & Managers 
Become a part of one of Maryland and Virginia's 
fastest growing team of landscape professionals. 
Come and work for a company that recognizes 
quality as a daily occurrence and knows that 
customer satisfaction is a successful driving force. 
Positions are full-time with exceptional compen-
sation, benefits, and advancement opportunities. 
Mail or fax your résumé today to: Tom Davis, 
Bozzuto Lanscaping Company, 15127 Marlboro 
Pike, Upper Marlboro, MD 20774, Fax No.: 
301-627-7011. 

M A I N T E N A N C E S U P E R V I S O R S The Brickman 
Group, Ltd., one of the nation's largest and fastest 
growing full service landscape companies, has an 
immediate need in principal cities east of the Mis-
sissippi for maintenance supervisors with 2-5 years 
experience. Brickman seeks energetic, team orient-
ed college graduates with proven leadership, com-
munication and interpersonal skills. Brickman offers 
full-time positions, excellent advancement opportu-
nities and exceptional compensation and benefits 
with an industry leader building on a 56-year tradi-
tion of uncompromising customer service. For 
immediate confidential consideration, please send 
or fax your resume with an indication of your geo-
graphic preferences and willingness to relocate to: 
T h e B r i c k m a n G r o u p , L td . , C o r p o r a t e O f f i c e , 
375 S. F lowers Mill Road , Langhorne , PA 19047, 
215 -757 -9630 , E O E . 10/96 

KT Enterprises, Inc., one of the Metropolitan areas' 
largest quality oriented landscape companies is 
seeking applicants for the following positions in 
Maryland and Northern Virginia: Area Managers to 
manage satellite offices. Supervisors to manage 3 
to 6 landscape maintenance crews. Crew leaders 
to manage 6 to 24 personnel. KT offers excellent 
starting salaries, health insurance, dental insur-
ance. 401K. paid holidays and paid vacations. 
Please call Will Cullen 703/222-0449 Ext. 306 or 
fax resume to 703/222-0578. EOE/AAP 10/96 

Mail Blind Box Replies To: 
L a n d s c a p e M a n a g e m e n t 

L M # 
131 W First St . 

D u l u t h , M N 5 5 8 0 2 - 2 0 6 5 

(Please i nc lude b o x n u m b e r in address . ) 



C L A S S I F I E D S 

AD I N D E X HELP WANTED BUSINESS FOR SALE 

Chapel Valley Landscape Company, an award-
winning and expanding landscape firm in Washing-
ton, DC area has openings in our Water Manage-
ment Branch for: Operations Field Manager, 
Installation Foreman, Serv ice Technician. 
Requires 3 years experience in the irrigation indus-
try, 2-4 year degree in horticulture, supervision and 
sales experience. Good verbal and written commu-
nication skills, design and computer experience 
preferred. We offer exceptional compensation, 
training, benefits including 401K. Send/fax resume 
with cover letter and salary requirements: HR 
Dept.. P.O. Box 159. Woodbine. MD 21797 FAX 
301-854-6390 10/96 

BRANCH S A L E S MANAGER National Lawn 
Equipment, Parts & Accessories Supplier expand-
ing into the Northeast, Mid Atlantic and Southeast. 
Need articulate individual with retail management 
experience. Computer literate. Several markets 
available. Send resume with salary history & 
requirements to: Landscapers Supply, P.O. Box 
459, Spring Valley, NY 10977-0459. 8/97 

Landscape company seeks top notch manager to 
revitalize sales & production in Mid-Atlantic region. 
Searching for dynamic individual with personal forti-
tude, high career aspirations, plus the drive & 
desire to create & obtain goals. Excellent opportu-
nity for the right person with proven track record. 
Salary & benefits commensurate with experience & 
ability. LM Box 520 10/96 

OREGON'S LARGEST COMMERCIAL LAND-
SCAPE COMPANY located in the Portland Metro 
area is looking for experienced Maintenance and 
Construction Supervisors, Forepersons and Irriga-
tion Technicians. Must be self-motivated, team-ori-
ented, industry professionals with good communi-
cation & organizational skills. Training and 
advancement for those who want to be part of the 
Northwest's Best. EOE. Send resume to: NORTH-
WEST LANDSCAPE INDUSTRIES, 16075 S W 
Upper Boones Ferry Road, Tigard, OR 97224 - Or 
FAX to (503) 620-7592. 10/96 

MANAGEMENT TRA INEES WANTED- Kapp's 
Green Lawn, an established, fast growing compa-
ny, is seeking management & sales trainees for our 
Midwest locations (Indiana, Missouri, Ohio & Penn-
sylvania). Lawn care experience or college credits 
helpful. Must be able to relocate. Excellent benefits. 
Starting salary upper $20's. Come work for a com-
pany that cares about it's employees! Send resume 
to Michael Markovich, Kapp's Green Lawn, Inc., 
PO Box 9038, Ft. Wayne, IN 46899 or fax resume 
to 219/432-7892. 11/96 

LANDSCAPE MAINTENANCE SUPERV I SORS 
Scott Byron & Co, a premier provider of residential 
maintenance services to Chicago-North Shore 
suburbs has openings due to expansion for expe-
rienced supervisors. These are full time, year 
round positions with excellent pay and benefits. 
For immediate and confidential consideration, 
fax or send your resume to: General Manager, 
30088 N. Skokie Hwy, Lake Bluff, IL 60044, 
Fax-847-689-0277. e.o.e. 10/96 

Fastest Growing Company in Southern Florida 
seeks Management and Supervisory Personnel for 
Pest Control, Lawn, and Termite Control. Excellent 
growth potential. Full benefits package. All replies 
strictly confidential. Send resume to: P.O. Box 
7011, West Palm Beach, FL 33405-7011. 12/96 

BUS INESS FOR SALE-SOUTH FLORIDA Land-
scape Design and Build Company. Award winning 
and profitable. Annual sales $3MM. Established 33 
years. Call Inter-American Corporation Acquisition 
Group Broker - Boca Raton 407-750-9570. 10/97 

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: LF01X8, 101 Harrison 
Street, Archbald, PA 18403. 12/96 

EQUIPMENT FOR SALE 

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, Crystal Lake, IL 
60012. (800)397-7509, FAX (815)455-7366. 12/96 

FOR SALE 

BUCKET TRUCK: Hi Ranger 65', 57', 50'. Sky-
workers with chip boxes. Asplundh bucket trucks 
with chip boxes. Asplundh brush chippers. Bean 55 
gal. sprayers. Pete Mainka Enterprises, 633 Cecilia 
Drive, Pewaukee, Wl 53072. 800-597-8283. 12/96 

GROUND MAINTENANCE FIRM Upper Midwest 
based year around ground maintenance firm spe-
cializing in large contracted property maintenance, 
mowing, pruning, weed and feed, and snow 
removal. Revenues exceed $2MM. Experienced 
staff in place. Outstanding reputation, offers 
turnkey opportunity with established client base. 
Reply to LM Box 519. 10/96 

LEASE FINANCING 

LEASE any type equipment for your business. Call 
AmeriNet Financial (216)543-3800. 12/96 

WHOLESALE DISTRIBUTOR 

Needed to market environmentally friendly, liquid, 
slow-release fertilizer products direct from manu-
facturer. Ken Franke, P.O. Box 123, Plato, MN 
55370; 800-832-9635. 10/96 

The next ad closing for 
LANDSCAPE MANAGEMENT 

November 11, 1996 
for the December 1996 issue. 

Call Dan Hoke at 
216-891-2762 
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Grab Bag 
The 10 most-used 
excuses: 
® I forgot. 
(D No one told me to. 
® I didn't think it was that 

important. 
® That's the way we've 

always done it. 
® There's nothing I can do 

about it. 
® I was waiting for an 

approval. 
® It must be stuck in the mail. 
® That's not in my depart-

ment. 
® My computer was down. 
© What memo? 

—SOURCE: MID-CONTINENT AGENCIES 

Profitable Principles 
• Every problem is an op-

portunity. Problems present 
possibilities. 

• Smile. Be polite. Don't 
argue. Don't burn bridges. 

• Take problems seriously 
and yourself lightly. 

• If you are ultimately 
going to do something, do it 
now, or as soon as possible. 

• The only right way to do 
anything is the way that 
works. 

• Effort is important, but 
don't confuse effort with re-
sults. 

• Efficiency means doing 
things right. Effectiveness 
means doing right things 
right. 

• Don't try to do it just do it. 
• You get what you expect. 

Expect success. 

Humble pie 
Lebo the clown? Lebo Newman, 
owner of Redwood Landscaping, 
is serious about the quality of 
service his company delivers to 
Northern California customers— 
but he obviously doesn't mind 
having some fun, too. For 
instance, last year he and com-
pany vice president Dave Penry 
took 180 cream pies in their 
kissers—fulfilling a promise that 
they'd made—after employees 
worked a record 180 straight 
days without a lost-time acci-
dent. And Newman and Penry 
had handed out $100 cash 
bonuses to the employees just 
prior to the barrage! 

Tory Wisdom from British Trade Press: 

"Other factors have also militated 

against the playing of traditional sports 

[among children], such as the decision 

taken by many councils of a radical 

left-wing disposition to discourage 

games they considered too competitive 

and divisive. " 
—ALAN GUTHRIE. EDITOR. PARKS & SPORTS GROUNDS MAGAZINE 

Environmentalists 
on the course: 

Percentage of all golfers 
who belong to "environmen-
tal" groups = 41% 

...to the National Wildlife 
Federation = 35% 

...to the Audubon Society 
= 23% 

...to Green Peace = 21 % 

...to the Nature Conser-
vancy = 16% 

...to the Sierra Club = 13% 

—STATISTICS COURTESY OF DR. FRANK 
ROSSI. CORNELL UNIVERSITY 

Grab Bag is a new LM department that features brief observations and prognostications 
throughout the green industry. If you have an unusual photo or comment you'd like to share 
with us, please send it in... 
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I would like to receive (continue receiving) 
LANDSCAPE MANAGEMENT each month: • Yes • no 
Signature: Date: 

1. MY PRIMARY BUSINESS AT THIS LOCATION IS: (check only ONE in either A, B or C) 
A. LANDSCAPING/GROUND CARE AT ONE OF THE FOLLOWING TYPES OF FACILITIES: 

08 D40 Private/Public Estates & Museums 
09 • 45 Condominiums/Apartments/Housing Developments/Hotels/Resorts 
10 D50 Cemeteries/Memorial Gardens 
11 D55 Hospital/Health Care Institutions 
12 D60 Military Installations & Prisons 
13 D65 Airports 
14 D70 Multiple Government/Municipal Facilities 

01 • 05 Golf Courses 
02 • 10 Sport Complexes 
03 • 15 Parks 
04 • 20 Rights-Of-Way, Maintenance for 

Highways Railroads & Utilities 
05 • 25 Schools, Colleges & Universities 
06 • 30 Industrial & Office Parks/Plants 
07 • 35 Shopping Centers, Plazas & Malls 15 • Other (please specify). 
B CONTRACTORS/SERVICE COMPANIES/CONSULTANTS: 
16 • 105 Landscape Contractors (Installation & Maintenance) 
17 • 110 Lawn Care Service Companies 
18 • 112 Custom Chemical Applicators (Ground & Air) 
19 • 120 Tree Service Companies/Arborists 
C. SUPPLIERS: 
25 • 210 Sod Growers. Turf Seed Growers & Nurseries 
26 • 215 Dealers, Distributors, Formulators & Brokers 
27 • 220 Manufacturers 
2. WHICH OF THE FOLLOWING BEST DESCRIBES YOUR TITLE? (check ONE only) 
28 • 10 EXECUTIVE/ADMINISTRATOR: President, Owner, Partner, Director, General Manager, Chairman of the Board, 

Purchasing Agent, Director of Physical Plant 
29 • 20 MANAGER/SUPERINTENDENT: Arborist. Architect. Landscape/Ground Manager. Superintendent, Foreman, Supervisor 
30 • 30 GOVERNMENT OFFICIAL: Government Commissioner, Agent, Other Government Official 
31 • 40 SPECIALIST: Forester. Consultant. Agronomist. Pilot, Instructor, Researcher, Horticulturist, Certified Specialist 
32 • 50 OTHER TITLED AND NON-TITLED PERSONNEL: (please specify) 

20 • 125 Landscape Architects 
21 • 130 Land Reclamation & Erosion Control 
22 • 135 Extension Agents/Consultants for Horticulture 
23 • 140 Irrigation Contractors 
24 • Other Contractor or Service 

3. SERVICES PERFORMED: (check ALL that apply) 
33DA Mowing 41 • I Landscape/Golf Design 
34 • B Turf Insect Control 42 • J Turf Weed Control 
35 • C Tree Care 
36 • 0 Turf Aeration 
37 • E Irrigation Services 
38 D F Turf Fertilization 

43 • K Paving, Deck & Patio Installation 
44 • L Pond/Lake Care 
45 • M Landscape Installation 
46 • N Snow Removal 

39 • G Turf Disease Control 47 • 0 Other (please specify) 
40 • H Ornamental Care 
4. WHAT IS YOUR ANNUAL BUDGET FOR EQUIPMENT. 
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H A V E A S A L E S R E P C A L L M E 18 • (A) 

I would like to receive (continue receiving) 
LANDSCAPE MANAGEMENT each month: • Yes • no 
Signature: Date: 
1. MY PRIMARY BUSINESS AT THIS LOCATION IS: (check only ONE in either A, B or C) 
A. LANDSCAPING/GROUND CARE AT ONE OF THE FOLLOWING TYPES OF FACILITIES: 

08 D40 Private/Public Estates & Museums 
09 • 45 Condominiums/Apartments/Housing Developments/Hotels/Resorts 
10 D50 Cemeteries/Memorial Gardens 
11 055 Hospital/Health Care Institutions 
12 D60 Military Installations & Prisons 
13 D65 Airports 
14 D70 Multiple Government/Municipal Facilities 

20 • 125 Landscape Architects 
21 • 130 Land Reclamation & Erosion Control 
22 • 135 Extension Agents/Consultants for Horticulture 
23 • 140 Irrigation Contractors 
24 • Other Contractor or Service 

3. SERVICES PERFORMED: (check ALL that apply) 

01 • 05 Golt Courses 
02 • 10 Sport Complexes 
03 • 15 Parks 
04 • 20 Rights-Of-Way, Maintenance for 

Highways Railroads & Utilities 
05 • 25 Schools, Colleges & Universities 
06 • 30 Industrial & Office Parks/Plants 
07 • 35 Shopping Centers. Plazas & Malls 15 • Other (please specify). 
B CONTRACTORS/SERVICE COMPANIES/CONSULTANTS: 
16 • 105 Landscape Contractors (Installation & Maintenance) 
17 • 110 Lawn Care Service Companies 
18 • 112 Custom Chemical Applicators (Ground & Air) 
19 • 120 Tree Service Companies/Arborists 
C. SUPPLIERS: 
25 • 210 Sod Growers. Turf Seed Growers & Nurseries 
26 • 215 Dealers, Distributors, Formulators & Brokers 
27 • 220 Manufacturers 
2. WHICH OF THE FOLLOWING BEST DESCRIBES YOUR TITLE? (check ONE only) 
28 • 10 EXECUTIVE/ADMINISTRATOR: President, Owner, Partner, Director, General Manager, Chairman of the Board, 

Purchasing Agent, Director of Physical Plant 
29 • 20 MANAGER/SUPERINTENDENT: Arborist, Architect, Landscape/Ground Manager, Superintendent. Foreman, Supervisor 
30 • 30 GOVERNMENT OFFICIAL: Government Commissioner, Agent, Other Government Official 
31 • 40 SPECIALIST: Forester, Consultant, Agronomist. Pilot, Instructor, Researcher. Horticulturist, Certified Specialist 
32 • 50 OTHER TITLED AND NON-TITLED PERSONNEL (please specify) 

41 • I Landscape/Golf Design 
42 • J Turf Weed Control 
43 • K Paving. Deck & Patio Installation 
44 • L Pond/Lake Care 
45 • M Landscape Installation 
46 • N Snow Removal 

39 • G Turf Disease Control 47 • 0 Other (please specify) 
40 • H Ornamental Care 
4. WHAT IS YOUR ANNUAL BUDGET FOR EQUIPMENT, 

CHEMICALS, SUPPLIES? (please check one) 

33DA Mowing 
34 • B Turf Insect Control 
35 • C Tree Care 
36 • D Turf Aeration 
37 D E Irrigation Services 
38 D F Turf Fertilization 

48 • 1 Less than $50.000 
49 • 2 $50,000-$100,000 
50 • 3 $100,001-$250,000 

51 • 4 $250,001-500,000 
52 • 5 More than $500,000 

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



Registration and Exhibitor Information Available Now! 

GlE Means More Business... 
Fop you, your company and tho industry! Here's How: 

one 
Sixty seminars on sales, management and technical topics! 
Three days of exclusive trade show hours-300 exhibits! 

winner, Robert Farrell! 
Equipment demonstrations to "try before you buy!" 

GlE's Proven Performance-the buyers come here! 
• 94% of GlE attendees influence their company's final purchasing decision 
• A typical GlE attendee plans to spend $23,000 with exhibitors 
• 60% of GlE attendee annual budgets exceed $500,000,43% are over $1 million! 
GlE brings the largest combined national exposition of the lawn, landscape and 
grounds management industries to Cincinnati, Ohio for five days of 
business-building meetings, seminars, and trade show-November 17 - 21, 1996. 

"Very educational All the people offer different experiences, and experience is the 
best teacher. GlE is great-Ifound a uniform company and all the equipment I 
needed." 
Homer Jackson, H.J. Lawn Service, Houston, Texas 

"I see faces from all over the country. GlE is the only national show that targets the 
independent landscape contractor." 
Bill Shea, Ferris Industries, Inc., Vernon, New York 

Green Industry Expo/96 
The National Expo tor Lawn & Landscape Professionals 

Trade 8how registration is FREE to conference atttendees. Trade-Show-Only 
passes are available oasite for November 19 & 20 at S15 per day. The Outdoor 
Equipment Demonstration on November 21 is FREE to all attendees! 

¿XT. 
November 17-21,199B—Cincinnali, Ohio : YES! I want to know more about GIE/96 

• Send me information on exhibiting! 
• Send me information on educational programs! 

' Name: 
Title: 
Company:. 

' Address: _ 

GlE is sponsored by: 
PGMS - Professional Grounds Management Society 

PICAA - Professional Lawn Care Association of America 
ALCA - Associated Landscape Contractors of America 

City/State/Zip:. 
Phone: ( )_ FAX:( )_ 

S 1 0 0 0 Johnson Ferry Rd, NE, Suite C-185, Marietta, OA 80008-2112 | M 
FAX: 770-578-0071 m 



Penncross and PennWay are 
Part of the Picture at the 1996 PGA 
" ï A 7 e have always main-
V Y tained high standards 

at Valhalla. Penncross 
creeping bentgrass greens 
and PennWay blend fair-
ways and tees are some of 
the perks our members 
enjoy. Touring pros also 
expect the best fairways 
and greens, and our bents 
will accommodate them. 

Turf preparation began in 
fall prior to this golf season. 
Our plan was to have the 

©1996 Tee-2-Green® Corp. 

turfgrass healthy and ready 
the fall before the tourna-
ment, so we encouraged 
growth with an aggressive 
renovation and fertilization 
program before our cold 
temperatures came. 

The PGA is August 5-11, 
typically a difficult time of 
year for cool-season grasses. 
Louisville is past the 
extreme edge of bentgrass 
adaptation. You'll find more 
bermuda- and zoysiagrass 
fairways around here, but 
the Penn bents perform like 
warm season grasses for us 
when it's really hot. The 
bents are especially aggres-
sive and repair hallmarks, 
spikemarks, and divots 
quickly. We do take extra 
care to keep them from 
overtaking bunker faces 
and encroaching on our 
roughs. Aifar as disease 
pressure and turf vitality, 

the Penn bents have been a 
good choice. We grow rye-
grass, Kentucky bluegrass, 
fine and tall fescues in the 
roughs. 

Valhalla opened in 1986. 
I've been here since 1988 
and have experienced very 
little Poo annua even though 
it's a problem in the area. 
A good maintenance pro-
gram and aggressive bents 
seem to control it, but we 
are seeing more signs of the 
persistent nuisance. 

Our greens are mowed 
at 1/8" all year. I don't 
change the height of cut, 
but I will change from a 
grooved to solid roller in 
the summer. For the PGA, I 
want the greens to be 'the 
Beast'. I want to take them 
to the edge. To go along 
with the Jack Nicklaus 
course design, the greens 
need to test the best players 

in the world. More so than 
the roughs or anything else. 

I'm proud to be a part 
of the PGA Championship 
here at Valhalla. Preparation 
for a Major is much simpler 
with a spectacular course, 
great people, and exception-
al turfgrasses." 

W \ 

Mark Wilson, CGCS, Supt. 
Valhalla Golf Club 

Louisville, KY 
Call or fax today for a FREE copy of 
'Penncross and PennWay at the 
1996 PGA Championship'and for 
the Penn Pals dealer nearest you. 

Circle No. 124 on Reader Inquiry Card 

Tee-2-Green®Corp. 
PO Box 250 

Hubbard, OR 97032 USA 
800-547-0255 
503-651-2130 

FAX 503-651-2351 


